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Randy Potter School
Purchases Aubrey Willis

As you may be aware, the Aubrey
Willis School of Piano Tuning and
Repairing ceased to exist September
21, 1990, when Career One, of
Phoenix, Arizona, a licensee, went out
of business.

Owners of the course, Dave and Rose
(Willis) Pennington asked us to
consider taking over the license, to
offer to "teach out" to stranded Aubrey
Willis students and to allow former
Aubrey Willis students to transter into
our school as Continuing Education
students. Many already have.

David Pennington, RTT, former
President and Director of instruction at
Aubrey Willis said, "It was the best
course in its day, but it has needed
rewriting and updating for many years.
When the Randy Potter course was
published (1987) it was more com-
plete and up-to-date than anything
even my father-in-law had conceived.
They have become the industry leader
in teaching piano technology. | have
been recommending Randy's course
for some time." Pennington was
trained by Aubrey Willis and is married
to his daughter, Rose.

For more information, see the related
news release in the July 1991 Industry
News section of the Piano Techni-
cians Journal.

Randy Potter School
Of Piano Technology

Write or Call:
Randy Potter, RTT
61592 Orion Drive

Bend, OR 97702
(503) 382-5411

Be sure to see us at the...
Arizona State Seminar
Tuscon, January 3-4, 1992
California State Convention
Ontario, February 21-23, 1992
Pacific NW Regional
Banff, AB, Canada
April 2-4, 1992
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Several of
you have
recently written
or phoned with
suggestions. Don
Mannino, our
national service
manager, read and
listened to your

= comments and
planned an
immediate
course of action.
Some of you have suggested that we
lessen the amount of mechanical noise in box bottom instead of using nylon dowels
our pianos. With the help of your sugges-  in the box sides. And the grand pedal rods
tions, we’ve come up with a number of that previously had been angled in slightly
ways to quiet our pianos down. are now vertical to eliminate both
For starters, we've , L. \l / friction and noise.
changed the knuckle core = , a— __
felt, whippen heel cloth and : T
keyboard rail cloth in our grand
actions to softer materials for a silencing
’ effect. We’re also

We are now plating our damper
now fas- wires more heavily and smoothly to
tening decrease wear and corrosion as well as
our grand reduce noise where they pass through

pedals to the guide rail.
the pedal In addition to diminishing noise, we’ve



re plotting,
Oour Critics.

also lightened our touch through the
repositioning of jack tenders and letoft
buttons, and the use of auxiliary whippen
springs in selected models. In response to
your comments and suggestions about
our action, we’ve now introduced a lighter

weigh off standard, as well.

We’re also excited to have discovered a
truly remarkable grade of English bushing
cloth for our action centers and keys. Its
superior properties will dramatically
increase action longevity as well as create a
noticeably smoother touch.

On his latest trip to the factory, Don
expressed your

concerns to our
manufacturing
department heads
and production
engineers.
Within six days,
they began implementing improve-
ments and refinements. And within a
week, many of these were already in
use in our pianos.

Striving to build a perfect piano is
not an easy task. It’s a challenge we
cagerly face each day. But we’re
getting there thanks to all of you —
our not so silent partners.

To share your comments and
suggestions on how we can continue to
improve our pianos together, please write
us at Young Chang America, Inc., 13336
Alondra Boulevard, Cerritos, CA 90701,
or call us at (213) 926-3200.

YOUNG@CHANG

The best the world has to offer’
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President's
Message

New Year's Goal:

One Step At A Time

s we begin the new year, 1992, my wish
is for a healthy and prosperous year to
each of you. Every year we all have
grandiose plans which soon fall by
the wayside as things get back toa
[ 1] regular groove and we fall into the
same old routine. Change is difficult to accom-
plish and it will always be easier to plow along as
usual.

I think we can take the PTG marketing
plan as an example. We know in marketing one
can be just about as imaginative as they would
want to be, (and you can spend a limitless amount
of money) but is that the way that would have
been practical for PTG? I think not. As marketing
was researched for PTG, we knew it was neces-
sary to take one small step at a time and accom-
plish many little things professionally, which in
the end would be painting a larger and more
attractive picture for the membership. Looking at
the outset of the research, it was like not being
able to see the forest for the trees, or similar to
when I started out with my computer. One would
ask what was it that I wanted my computer to do,
and my question was what can the computer DO?
As the saying goes; “Don’t bite off more than you
can chew.”

With the marketing program we have set
small goals to achieve by certain dates, and we
will do these with professional results. As the
years go by and more has been accomplished we
will find ourselves in a working professional

program which will benefit all of our membership.

Why not do the same with your plans for
your business in this new year? Set small goals to
achieve in certain periods of time. Do you want to
double your tuning load? Don't try to do that
before February 1st. Instead, develop a plan for
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adding one or two per week until you reach the
planned number. Do you want to increase your
income? Set a realistic method of reaching a desired
goal by certain dates and stick to it. If we plana
course of action and proceed one small step at a time
we have much more chance for success than if we
jump in whole hog and realize only too late that we
had no plan to achieve what we desired, thus, again
we fail to accomplish our goal.

For our plan to be successful, first of all we
must be realistic in the goals we set, but once that is
accomplished, proceed on with the plan one step at a
time. Don’t dwell on how little you seem to be accom-
plishing with each step, but wait to evaluate the
success or failure half way through, or better yet at
the end of the year. I'll bet you will surprise yourself
with your success if you just see the plan to comple-
tion. ’

Remember, every journey starts with just one
step. Good luck in the new year!

Nolan P. Zeringue,
RTT
President
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From
The
Home

Office

ur world has changed so much in such
a relatively short time, it’s impossible
to predict what the coming year
will bring.

Cataclysmic events can make us feel
that our lives are out of control, that the very
foundations of our existence have been shaken. I
recently heard someone say that he had gone
out for lunch on December 7, 1941, and by the
time dessert came, the world had changed
completely.

In times of change, we look for ways to
control our lives. We can’t do much about wars
and large-scale economic movements, of course,
but we can prepare for the things that will
happen closer to home. Take the recession, for
example. In any change in the economic climate,
some people do well, and others suffer. To some
extent, this is a matter of luck, but it can just as
easily be a matter of being in the right place at
the right time, of being in a position to capitalize
on opportunities as they present themselves.

The key word in the paragraph above is
preparation. By keeping an eye on the world
around you and by preparing yourself by ob-

Investing in Change

taining the proper education and training, you
can be ready for the opportunities that are sure to
come along. Attending technical programs and
seminars is an investment in your own future,
just as PTG’s new marketing activities and our
support of music education are long-term invest-
ments in our future — and yours as well.

But there’s another form of investment
that’s even more important than simply renew-
ing your membership or sitting in an Institute
class. We need your participation, your ideas,
your vision. Within the limitations of a few laws
and regulations, PTG can be anything you want
it to be, anything it needs to be to better serve
you and your customers.

So don’t leave it to someone else to run
things. Get involved in your chapter. Share your
knowledge by doing a technical or writing an
article. Run for office. Call your Regional Vice
President and ask to serve on a committee.

It's an investment that’s bound to pay off.

Larry Goldsmith
Executive Director

Write or call for information on all our piano
care products:
Toll Free Order Desk
1 (800) 552-CORY
CORY INSTRUMENT PRODUCTS, INC.

"FINE QUALITY INSTRUMENT CARE PRODUCTS®

< Q™

TECH KITS The Tool You Shouldn't Be Without

INSTANT

PINOTITE ;

TIGHTENS

LOOSE TUNING PINS

TUNE IMMEDIATILY o PERMANENT® NO CALL BACK

MONEY BACK GUARANTEE

250 mi
01:/."_’ POSTPAID CHECK WITH ORDER ANYWHERE

Free Technical Data
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PIANO TECHNICIANS GUILD BUSINESS AIDS & MERCHANDISE

PAMPHLETS* AND PUBLICATIONS

¢ A-440 and Your Piano

eCare of Your Piano

ePiano Pointers

*How Often Should I Have My Piano Tuned?
*The Tuner to Turn To

*The Unseen Artist

*Should I Have My Piano Tuned In Summer
*Reminder Cards

Pamphlets are 100/$12.50, 500/$55.00

“Piano Parts & Their Functions” By Merle Mason
Member: $10.50 Non Member: $15.50

“Classified Index” By Merle Mason
Member: $50 Non Member $60

“Classified Index Supplement” ¢ Compiled by Merle
Mason (Covers 1979-1983)
Member: $12.50 Non Member: $15.00

“Cumulative Index Supplement” ¢ Compiled by Danny
Boone (Covers 1984-1989)
$5.00

All items marked with a star* are sold only to
Registered Tuner-Technicians

Available from your PTG Home Office

. ® Membership Lapel Pin* with blue & white RTT logo—$5.00
| Tie Bar* with blue & white RTT logo and gold clip—$5.50
* PTG Tie—gray with white and red trim—$25.00
* Coffee Mug—blue print on white ceramic—1/$4, 4/$13, 6/$22
* Pedestal Mug—10 oz. clear glass—1/$5, 4/$16, 6$22
(Both mugs imprinted—"The Piano Technicians Guild, Inc.”)
* Auto Sunshade—$2.00
* PTG Portfolio—$80.00

Also Available: “The Unseen Artist” video (VHS)—$29.95

Business Cards & Holder

PTG Business Cards*
Gold Logo—Black Type

$5.50
Limited quantity
still available

JOURNAL
BINDERS

Your Journal is designed to be used
not only for enjoyable reading, but
for a reference tool as well.
Make sure you start out the year
organized by binding your Journal.

EACH BINDER HOLDS 1 YEAR’S ISSUE

PLACE YOUR ORDER TODAY: PTG 4510 BELLEVIEW e SUITE 100, KANSAS CITY, MO 64111
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Institute
Update

t is interesting to reflect on

the state of the art of teaching

piano technology today. In

order to understand our

progress, we need to look
briefly at the history of national
institutes as they were presented by
the predecessors of the Piano Techni-
cians Guild.

There always have been
“giants” in the field who were well
known teachers to the members of the
tuning profession. People like Wm.
Braid White, who wrote textbooks and
taught a tuning school, Charles
Frederick Stein, who built pianos, ran
a design lab and was the “godfather”
to most of the young technical person-

Master Teachers

nel of the Pratt-Read Co., and others
working in the private sector. The
many factories of years ago had their
outstanding starts: Bill Hupfer and
Fred Drasche from Steinway, Len
West from Aeolian-American, Cliff
Geers from Baldwin, Roy Newstead
and Bud Corey from Wurlitzer. All
had distinguished teaching careers.
There, men all had their disciples who
learned and grew with their tutoring
and went on to become instructors of
note.

There was a dark side to these
“old days”, however. Most technicians
practicing before 1945 were former
factory employees, some with basic:
tuning skills but only fragmentary

Ben McKlveen
1992 Institute Director

knowledge of how pianos worked,
were repaired or regulated. Many
guarded what information they had
and were very secretive about sharing
with their peers.

In the 1930s, there were thirty-
five to forty piano brands manufac-
tured inthe United States and Canada.
There was very little international
input. Asia was not represented and
European pianos were distant names
about which little was known except
by a few tuners with European
backgrounds.

The nadir of piano manufac-
turing and also of piano technology
occured during World War I, in the
early 1940s. Material shortages closed

Even if i

You may think of Mapes for big orders,
but Mapes is small orders, too. We can
make piano strings for any model or any
age piano in any quantity for piano tech-
nicians. We also make guitar, mandolin,
banjo and harpsichord strings.

For over 78 years, Mapes has produced
the finest quality strings for some of the
world’s largest manufacturers. You can
put that experience to work for you.
Even if it’s just one string that rings.

MAPES

=M\

The Mapes Piano String Company
“Strings That Ring”
P.O. Box 700
Elizabethton, Tennessee 37644
Office (615) 543-3195
Wire Mill (615) 543-3196
Fax (615) 543-7738
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piano factories or converted them to
war production, and the draft took the
young tuners. In 1945, a National
Piano Manufacturers Association
(NPMA) survey determined that the
average age of piano tuners in the
United States was 56 years.

The end of the war brought
the piano factories back to life but
piano technicians remained in short
supply. The NPMA, with the help of
some colleges and conservatories,
sponsored the establishment of several
tuning schools. Piano technology
entered the classroom and some
interesting changes began to take
place.

Many of the people entering
these schools were “crossover”
students. They came from other
university departments and brought
with them skills and information from
other disciplines: music, education,
business, engineering and liberal arts.
In addition, the life and times of the
50s and 60s fostered an atmosphere
that encouraged a great many tutorial

and apprentice candidates to study
with outstanding technicians.

The demographics of the field
began to change. The new young
technicians were often literate, edu-
cated and multi-disciplined. The next
generation of factory service techni-
cians began to emerge, and they, too,
reflected the influences of higher
education.

I saw my first Yamaha piano
in 1960 at a regional seminar in
Toronto and, later that year, | saw my
first Bosendorfer. The international
gates opened and Europe and Asia
began to exert an influence that
prevails to this day. The foreign
manufacturers recognized the value of
trained service technicians outside of
their organizations as being vital to
the acceptance of their pianos and the
concept of the “service school” was
born.

Yamaha's “Little Red School
House” spurred some of the American
manufacturers to organize their own
training schools. Baldwin, Kimball

and Steinway were among the leaders
who established training programs
and from these programs came some
outstanding instructors.

In the years since World War
II, piano craftmanship has shown
unbelievable improvement. When I
was a student in 1948, almost no one
knew how to replace pinblocks.
Pinblock doping was the remedy of
choice for loose pins. Today, not only
has pinblock material improved but a
substantial proportion of contempo-
rary craftsmen-technicians can and do
replace pinblocks. The same is true of
sound boards, refinishing, or any
other facet of piano rebuilding and
service.

The Piano Technicians Guild
formed in 1958 from two other organi-
zations and with its birth came a
dramatic increase in the flow of
information. Today, we have available
the very best minds in the piano
industry and in the field of piano
service to teach at our conventions.
These instructors bring an encyclope-

Chairs, Benches, Covers
Keytop Recovering Service

\S

Pianotek

Fax: 313/545-2683 Tel. 313/545-1599

a B\ PIANO SERVICING
. . . qs W TUNING & REBUILDING
The Hammer Duplication Specialists By ARTHUR A REBLITZ, KTT
“The Technician’s Bible*
1 800 347-3854 Now in Paperback for only $19.95 K
+ $2 mail or §3 UPS Hrin]
THE VESTAL PRESS "
Box 97 « Vestal 62 NY 13851
. NY Res. add 7% sales
Ronsen Hammers Protek Lubricants bl
Imadegawa Hammers
Dampp-Chasers Protek (CLP) high-tech
Humidity Gauges center pin lubricant BILL GARLICK
Tuning Pins and cleaner. Excellent ASSOCIATES
Bass Strings & Scale Design or.treat ng verdigris
Bolduc 5-Ply Pinblock action centers, as well consultants
! as preventive use on in piano and harpsichord
Key Bushing Tools new parts. Also for key
technology
Foredom Power Tools pins, capstans,
Sanderson Accu-Tuners damper rail bushings . SERVICES & PROGRAMS
Protek & McLube «illustrated lectures
Fuj HVLP Sprayguns And, Protek MPL-1 straining seminars

multi-purpose grease
lubricant . Exceptional
longevily.

214 Allen
Ferndale, Mich. 48220

—/

«dealer promotions
sinventory management
stroubleshooting
~appraisals & evaluations
smanufacturing

write or call for more
details on services & fees
Bill Garlick Associates
53 Weeks Street
Blue Point, NY 11715-1516
(516) 363-7364

JANUARY 1992 PIANO TECHNICIANS JOURNAL—11



dic knowledge of pianos, repair and
rebuilding procedures, and the ability
to present an explosion of tuning
techniques.

As the Institute Director, 1
have at my disposal an embarrass-
ment of riches when it comes to
picking instructors for our conven-
tions. They can teach classes on any
facet of the piano and its peripheral
interests, as well. In addition to the
“bread-and-butter” classes dealing
directly with piano care, we offer
classes on business, hearing, health
care relating to our craft, management,
computers and classes dealing with
the use of new products and materials.
In other words, anything you need to
make you a successful craftsperson.

There is a price for all of this.
First of all, one needs to see the value
of the opportunity to learn that an
institute presents. Then, one needs to
be willing to expend the time and the
money to take advantage of this
opportunity.

Last month, I compared costs
of our event with similar educational
opportunities in other fields, medicine,
for example. This month, let us look at
school teachers. In order to remain
certified, they must keep working on
educational credits, even beyond a
masters degree. They have a specific
amount of time to acquire six credit-
hours to keep current. Credit hours
these days, at the University level, are
costing about $250. And this is just the
tuition. Other costs would include
living expenses, food and transporta-
tion. So, our Institute is a bargain!

I will share with you a fantasy
that has crossed my mind during the
planning of an institute: suppose we
had a convention and everyone came?!
While we deal realistically with
providing classroom space, instruction
and support for an attendance of
roughly, on thousand, wouldn’t it be
fun to deal with the problems posed
by registration three times that much?

So, surprise us! The Annual
Convention is next summer, July 23-
26, 1992. It is at the Hyatt Hotel in
Sacramento, California. We have space
for you, so please attend! Next month,
I will start to tell you about the classes.

— e
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CALIFORNIA STATE CONVENTION

Ontario, CA e February 21, 22, & 23, 1992

Red Lion Hotel | Auxiliary Tour Excellent Vendor
222 N. Vineyard & Lunch exhibit areq, airport
Ontario, CA 91764 shuttle service and

With shopping spree at
Hotel Reservations: | factory outlets rental cars.

(714) 983-0909
For info: contact John Voss, 2616 Mill Creek Road, Mentone, CA 02359
(714) 794-1559

RennNer USA Resronps To U.S. PiaNO TECHNICIANS
..... THE ResuLTs Speak FOR THEMSELVES:

"1t is gratifying to know that there are some suppliers who are
conscientiously attempting to provide components which maintain
correct design tolerances for the pianos into which they will be
installed. Renner USA's willingness to furnish a high-quality, small-
knuckle hammershank and flange for older Steinway action frames
bears cheerful testimony to a constructive cooperation between
themselves and the scrupulous piano technician/rebuilder.”
Christopher S. Robinson, RTT

"I am having good results on Steinways with the latest Renner
Premium Blye hammers. The lacquering of hammers to produce tone
has been a pet peeve of mine for over 35 years. I am pleased that I no
longer have to carry on this battle by myself and that other prominent
members of the piano fraternity are of the same opinion.”

Norman H. Neblett, RTT

Order your next set of whippens, shanks & flanges, and hamners from Renner
USA, and experience Renner quality.

« Whippens include Herz adjusting screw at no charge, and arc correctly
dimensioned for older Steinway and Mason & Hamlin pianos.

- Shanks & Flanges havc the correct knuckle size and placcment.

e Premium Blue hammers have the finest quality felt, with mahoguany
mouldings, and no chemicals or artificial hardencrs of any kind.

Order dircetly from Renner USA or contact Rick Baldassin, special technical
consultantto Renner USA. With the stronger U.S. doltar, you will also find our
prices very competitive.
® Renner USA Baldassin Pianoworks
P.O. Box 1223 70 S. Orchard Drive
Weston, CT 06883 North Salt Lake, UT 840354
Phone: 203/221-7500  Phone: 801/292-444]

Fax: 203/454-7866
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Technical
Forum

appy New Year to you!

I'm excited about the

prospects of the new

year, in spite of pessi-

mistic attitudes about
both the economy and the state of our
industry. Of course we must practice
resourcefulness, but piano technicians
are famous for that. But we must also
continue to expand our horizons, and
continuing education is one such
horizon.

My rationale for these re-
marks? Most of our clients do not
know the “buzz-words” (our nomen-
clature), but perhaps you’ve noticed
that many of them—those who are
willing to spend money for good
service—are becoming increasingly
aware of what they expect from their
instruments. It is up to us and our
abilities to translate those expectations
into reality. The days of mediocrity in
our chosen profession are rapidly
coming to an end, so it is important
that our skills increase proportionally
to the tasks at hand.

I’'m not suggesting something
as ambitious as gearing up for
soundboard replacement, regardless
of the way Nick Gravagne presents
the subject. I am suggesting that we
learn to recognize when a soundboard
needs to be replaced instead of
repaired, and that we associate
ourselves with someone who is
capable of performing this work. Or
perhaps gain the confidence required
to tell a client that neither choice is a
viable option; that it’s time to for them
to consider replacement. This way we
maintain an element of control.

I am suggesting that if we're
only interested in tuning (for ex-
ample), we may want to find out what
the rest of the instrument is all about.

I'm also excited about some of
the things that are happening within
our organization. If you've ever said
(albeit silently) “What has the PTG

Expanding Our Horizons

done for me lately?”, then you're in
for some surprises. It may mean that it
is time for the non-members to jump
on board. It may mean that it is time
for existing members who have been
on “vacation” to start attending
chapter meetings again, and to start
preparing now to attend the next PTG
institute, as well as local/regional
activities that are available to them.
Did that cover everyone? One more. It
may mean reading instead of skim-
ming the Journal, and actually trying
some of the concepts mentioned
herein. End of sermonette.

ALL

THOSE

YEARS

As you know, the December "91
installment was the last of Rick
Baldassin’s “Tuning Up” series. Now
that I'm keenly aware of what is
required to provide useful and timely
information month after month,
needless to say I have a new-found
respect for Rick. He had both the
ability to keep fresh information
flowing into the column for years, as
well as the word skills that made the
often complex subject matter under-
standable. A rare combination, and
one that is (fortunately for us and for
generations to come), committed to
the PTG archives. Well done Rick, and
thank you!

Jim Harvey, RTT
Editor

model currently under way is that of
rotating contributing editors. This
method should assure differing ideas,
and also provide a vehicle for “discov-
ering” more Journal writers. To date
several people have been contacted,
and have agreed to participate; but I in
turn have agreed to protect their
identities for now. Meanwhile, to keep
the process from being unnecessarily
complicated, any tuning-related
submissions or questions should be
sent to me for proper routing.

This month we introduce the
“Tuner’s Corner” column. Note the
word “tuner”, not “tuning.” This will
of course feature tuning articles, but
also permit those items closely associ-
ated with tuning to be under the same
“umbrella.” For evidence of this, check
out this month’s independent contri-
bution from Bob Russell of the Cleve-
land chapter, wherein his method of
“selling” pitch raises is discussed.

As mentioned earlier, piano
technicians are resourceful. What
wasn't said was that often this is a by-
product of need. This month’s column
will be devoted to several indicators of
this. (I'm looking forward to receiving
more resource material from you,
however.)

EMERGENCY
ARCH PUNCH

NEwS FROM

THE FRONT

Now that there is nothing left
to be said about tuning...

Seriously, the good news is
that there will continue to be a sepa-
rate section of the Journal devoted to
tuning. The bad news is that the
transition will not be seamless. The

Recently I had need of some
cloth regulating punchings. The
supply house had the right size in felt,
but not cloth. Nor did they have the
appropriate arch punch in stock so
that I might make my own. I didn’t
bother checking with my local sup-
plier, since I had a feeling the folks at
K-Mart would only look at me funny
if  asked for an arch punch. And of
course the job was on a deadline. After
successfully making the punchings, I
felt that the method might be worth
sharing (no one sees the unsuccessful
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projects).

(Refer to the cut-away illustra-
tion.) The only parts required are a t-
nut and matching machine bolt, lock
washer and nut. I won’t mention sizes
here because only the procedure is
important. Hammer the sharp points

cutting edge on the bottom of the t-
nut. (Note that the bevel already
present on the bottom of the t-nut
provides a good starting angle; just
continue that taper to a cutting edge.)
An alternate method would be to
chuck the bolt into a drill motor, and

on the t-nut flat: the t-nut
surface should resemble a
flat washer.

Install the (regular)
nut, the lock washer and the
t-nut onto the bolt, in that
order. Stop threading the
bolt into the t-nut when
there is just enough of a
cavity showing inside the
t-nut to accommodate your

guide the t-nut onto a file
or belt sander. That's it!
The negative side of this
project is that there is no
exit hole in back of the
punch. You must pick out
each punching manually.
This too has merit: since
the hole is only as deep as
the punching, it's easy to
“feel” when you have

bolt

punching. (You will gain ad-
ditional clearance later.) Lock every-
thing down with the nut/lock washer.
Cut the head off the bolt. Choose a
drill bit that will only remove the
internal threads of the t-nut. While
holding the bolt captive, drill out that
visible threaded portion of the t-nut,
so that only the shell remains. The
drill will also dimple the bottom of the
bolt in this process: the slight extra
clearance, as promised.

At this point, I chucked the
bolt into the drill press, and while it
was running, used a file to form the

punched through the
material, and the punchings are
already compacted. I must caution
that this is not a suitable replacement
for the “real thing.” Arch punches are
built and hardened for this type of
use; t-nuts are not. But after getting
my ninety punchings (including the
two that invariably disappear to
never-never land, and the job out on
time, it was worth the ten-minute
effort to build. By the way, with either
the home-brew or commercial arch
punches, a small chunk of end-grain
pinblock material makes an excellent

backing block. (I'm taking liberties
with the word “end-grain”: it means
you’re driving into the plies, not the
top or bottom dress layer.) And in this
case, the more plies the better.

REPAIR FOR
SPLIT MusIC RACKS

Technical Editor: Here is an
excellent method of repairing the spinet
type music rack when the mounting
screws fall out, or break the wood next to
its mounting.

In the place where the screw came
out, drill a 1/4" hole far enough to hold a
brass hammer shank repair sleeve. Glue
the sleeve in the hole. Glue an upright
hammer shank inside the sleeve and cut it
off flush. Drill a small hole to start the
screw and you are back in business better
than new. The sleeve will prevent further
splitting. I don’t know why they don’t
make them this way in the first place.

Hope this will be helpful to all
you technicians who have been trying to
fix these racks the “old fashioned” way
without permanent results.

- Dick Beaton, RTT

See figure 2—opposite page for details
of written instructions.
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Arrgh! Even as I sit here grin-
faced, wishing (1) I had thought of
this, and (2) I had a trashed-out music
rack with which to try this process, I
recall trying no less than a half-dozen
other methods to effect this repair:
none of which were “in-the-field
friendly,” simple or fast, and none of
which permitted a method of getting
rid of those brass repair sleeves, which
I abandoned (for their original pur-
pose) years ago. Got any more of these

€1+—— Music
Rack

— Bushing

Hammer _____/'

Shank

tips tucked away, Dick?
Figure 2
CustoM PI1IANO
WEIGHTS CLEANING

As mentioned in last month’s column,
I’'m interested in recycling tips. Since
I'm the only one who knows that as |
write this (publication deadlines), I'll
give the process a “kick start.” For our
purposes, recycling means that we are
free to reuse materials, not just make
those materials available for others.
This tip incorporates three recyclable
items:

If you have a need for mass
(weight) for anything, such as veneer-
ing work, or keeping your regulating
target grounded during test blows, try
this: Start with a good quality card-
board box (my first experiment used
my Makita Finishing Sander box).
Then, after your next restringing job,
lay out the old, rusty tuning pins in
the box in an orderly fashion (so that
they look the same as they did in their
original box before you dropped it).
Finally, after each batch of hot hide
glue you use, pour any unused
portion of the glue over the pins. The
glue will flow down between the pins
and quickly gel, making all the
components one integral, heavy,
rattle-free unit. Although not as
aesthetically pleasing as gravy on a
biscuit, you only have to look at it
until you close the top on the box.

Using this method, you may
easily design custom weights for
various applications—all at no cost—
and using totally expendable materi-
als.

Starting in this issue, Mr. Bill
presents his first installment on glass
beadblasting, a concept that I'm
confident you'll find exciting, and one
that I can attest is highly effective. As
he begins cleaning the inside of the
piano, we'll close this month’s column
with a reprint of Don Galt's March '74
“Forum,” and another cleaning area
worth consideration—even if it’s not a
fast as my leaf blower!

Routine cleaning is very much
a part of professional piano service,
even in institutions and in other
circumstances where the performance
of the instrument is of vastly more
concern than its appearance. Most of
us insist on keeping our clients” pianos
free of the dust and debris which can
lead to all sorts of trouble if allowed to
accumulate.

But what about the dirt that is
impervious to dust cloth and vacuum
cleaner? The dirt that doesn’t seem to
do any real harm, but clings there to
the plate and soundboard looking
what it is: dirty? The grime that seems
to thumb its nose at us from its safe
place under the strings in the tuning
pin area of the grand?

Not every owner, and not
every piano, is a prospect for a deep
cleaning job. But there are many cases
where we could add to our income
and to the satisfaction or our custom-
ers by doing this sort of work, if we
know how to go about it.

Seattle member Bill Smith
recently did a chapter program on the

subject, and some readers will surely
gain from a description of his proce-
dures.

We will be thinking particu-
larly of grand pianos, with their large
horizontal inside areas so often
exposed to view and so vulnerable to
settling dirt. (To be abreast of the
modern idiom, should we call it the
precipitating particulates in the
polluted atmosphere?) But if appropri-
ate, vertical pianos can be treated the
same way. It is probably most conve-
nient to tilt them on their backs.

Bill was describing shop
procedures. If they are carried out in
someone’s living room, precautions to
protect rugs and other furnishings
should obviously be observed.

First remove the action. Its
treatment is another matter, not
covered in this discussion. It may be
rebuilt, repaired, or more thoroughly
cleaned by your usual methods. But it
should be out while the rest of the
piano is being cleaned.

Next do the most thorough
vacuuming job you can, to get rid of
all of the loose dirt. In the tuning pin
areas, the bridge and hitch pin areas,
in the nooks and corners of the plate
and around the rim, dig it out with the
bristle ends of a stiff paint brush. Dust
the soundboard as thoroughly as you
can, not only under the strings and
where it is exposed, but also under the
plate. In the shop you can use com-
pressed air if you have it, or the
blower end of the vacuum cleaner. In
a home, the blower is not such a good
idea. The owner may not like to have
you fill the air with dirt from the
piano. Something long and flexible,
like the soundboard steel available
from the piano supply houses, can be
used to worry a cloth around on the
soundboard in otherwise inaccessible
places. Use the vacuum frequently to
rid your cloth of loose dirt. You want
to get the dirt out of the piano, not just
move it around from place to place.

The strings should have your
attention next. If they are dull or
corroded, the plain wire strings are
rubbed with Polita. This is a hard
rubber eraser impregnated with
emery. It is carried by supply houses.
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Bill Smith points out that
strings are more likely to be corroded
on the top side than on the under side,
so vigorous lengthwise rubbing on the
top side usually cleans them up nicely.
This takes some time to do thor-
oughly, as there are lots of strings, and
you are covering them about a half
dozen at a time. The part between the
bridge and hitch pins should not be
overlooked. The part of the strings on
top of the bridge can be polished by
rubbing across the strings between the
front and back bridge pins. This
avoids abrading the blacking on the
bridge top. If the dampers remain in
the piano, they can be blocked up out
of the way, so that the Polita rubbing
can be carried right to the bright part
of the wire where it is protected by the
dampers. More clearance between
dampers and strings may be gained by
loosening and raising the damper
upstop rail which is behind the
damper wires and above the damper
levers. (Don’t forget to re-position the
rail afterward.) If the tops of the
bridge pins are ground flat, you can
brighten them up with the Polita.

Where the bass strings cross
over the plain wire strings, what to do
depends on how bad the strings
appear. If they are quite bad you can
let down the tension of the bass strings
enough to unhitch them, thread the
loops on a wire, and pull them back
out of the way in order to polish the
wire underneath. But often this step
will not improve the general appear-
ance enough to justify the extra work.

Bill recommends the use of
coarse steel wool, lengthwise only, on
the copper-covered bass strings. Were
you to use fine steel wool, or rub
across rather than along the strings,
you would risk leaving bits and
fragments of wool wire caught in the
interstices between the windings.
Should the bass strings be iron cov-
ered, rather than copper, you can go
back to the Polita.

When you are satisfied with
your string-polishing job, another
round of brushing and vacuuming is
in order, to pick up all of the newly
made dust, Polita crumbs, and wool
fragments.
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This brings us to that problem
spot: the tuning pin area. The plate
surface under the strings among the
tuning pins can become very grimy in
time because of its inaccessibility, and
it seems almost impossible to do
anything about it.

But Bill Smith uses a method
that almost always makes a tremen-
dous improvement, and sometimes
brings really amazing results. The
secret is to “wash” with dry suds, and
I do mean dry. Using mild face soap, a
paint brush (1-1/2" is about right), a
cup, and very little water, work up a
dry suds and brush it into one plate
section among the tuning pins. Jab it
thoroughly down to the plate between
the strings, covering the whole area
including plate, strings, felt, and
tuning pins. You shouldn’t use more
than about a teaspoon of water to suds
a whole section, so it is impossible for
any water to reach the pinblock. You
can let the suds set for several minutes
while you do something else. A
second application on top of the first
may be good, and you can work back
and forth between two sections.

To remove the suds, use
cheesecloth (nothing else is as good),
and another brush, stiffer and prob-
ably bigger than the sudsing brush.
Lay a thickness of cheesecloth over the
entire area and jab it thoroughly down
among the pins and strings with the
brush bristles. You can see the cloth
turn brown as it absorbs the dirty
suds. You can put down another layer
or two of cheesecloth for added
absorption. Remove the cheesecloth
and continue to peck away at the plate
and strings with your brush to dis-
lodge and pick up all of the suds and
residue that you can. Anything which
was grimy — the plate, strings, felt,
pins — will now be much cleaner and
brighter. Treat each section the same
way, and you can also use the same
treatment in the hitch pin area.

Unless the ventilation is very
good, you may want to use the blower
of the vacuum cleaner to be certain no
trace of moisture is left on the strings
or pins.

Bill Smith has used the dry
soap method for many years, having

learned it from and old-timer who was
his shop mentor for a while. He also
demonstrated the same procedure
with a modern product, Woolite Spray
Foam Rug Cleaner. This delivers dry
suds from an aerosol can. The proce-
dure is the same as with the soap suds,
and both materials seem to be equally
effective. A test using an instant shave
lather foam, while not conclusive,
suggested that this sort of product
probably had less cleansing effect.
That is not its purpose, after all.

Next comes the soundboard.
Here again, washing is the procedure,
but with not very much water. Bill
uses a strip of cloth long enough to
reach clear across the soundboard;
standing at the straight side of the
case, pushing on the soundboard steel
inserted through the strings, and
pulling on the near end of the cloth at
soundboard level, he can rub the
working part of the cloth back and
forth on the surface of the board. The
cloth is damp, but not wet, and
charged with liquid soap. Rinsing is
done the same way, with a clean,
damp cloth. Don’t neglect the exposed
area behind the bridge, and the
surface of the bridge apron, if you
want to be thorough. Mild soap is
preferable to strong detergent. You
don’t want to take off any thin var-
nish.

The plate comes last in the
washing procedure. Again a damp
cloth and soap are the tools. You will
be working on the large flat surfaces
and the bars, or struts. It is pretty easy
going, although there are many
surfaces to cover, and many junction
corners.

Water is sometimes called the
universal solvent, and in fact it is the
most useful solvent of all. But some-
times there may be greasy spots on the
plate or soundboard, requiring a bit of
white gas or naphtha. Daub it with a
small paint brush and you can then
probably wash the residue away with
dry suds or soap and water, depend-
ing on the location.

Touch up the gilt. Nicks, chips
and worn spots in the plate gilt, as
well as mismatched patches, are often
unsightly. Even if you can match the



color of the original gilt (and there are
many different colors), it is hard to
make a brushed-on repair that will
blend with the original spray job.

Bill demonstrated a paste gilt,
somewhat like shoe polish in consis-
tency, that can be rubbed on and
feather-blended with the fingers. It
polishes well, and after drying it has
quite good durability. It is available in
various shades. The product he used is
Treasure Gold Non Tarnish Wash Gilt,
by Connoisseur Studios, Inc. Louis-
ville, Ky. I can name one other brand,
La Tip Instant Metallic Finish, by Leo
Uhlfelder Co., New York, N.Y.

The case exterior deserves a
comment, although this demonstra-
tion did not go that far. For cleansing,
a damp cloth and mild soap is again
the thing to use. After the dirt and
grime are off, and the finish, whatever
its condition, is fully exposed, then
you can decide whether or not some
sort of polish will make it more
presentable.

Deep cleaning of pianos
involves effort, time and patience. It is
best done by people who know and
understand pianos. It may not be for
you, but on the other hand, if you try
it you might like it. Thoroughly done
it can bring pleasing results, and is
worth a good price.
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Practically
Speaking

Bill Spurlock

art of the appeal of re-
“building pianos is that
when done they not only
sound good, but look good
as well. The combination of

brightly colored felt, shiny metal and
clean wood adds greatly to our
satisfaction with the job as well as to
the customer’s impression of our
workmanship. Unfortunately, detailed
cleaning of every wood and metal
action part is impractical to do by
hand, so we often have to limit our
efforts to simple dust removal. How-
ever, there is a way that we can
thoroughly clean almost any part with
very little effort. Abrasive blasting
with glass beads and compressed air
gives us a quick way to renew the
appearance of most action parts and
hardware, including wood, felt, and
metal. In this article I will describe this
process and its applications to piano
rebuilding, and next month I will
present plans for making your own
glass bead blasting booth from inex-
pensive and readily available compo-
nents.

Cleaning Piano Actions & Parts
With A Glass Bead Blaster

WHATIS

GLASS BEAD BLASTING?

Abrasive blasting is a com-
mon process used by industry for
cleaning and texturing surfaces of
manufactured items and by automo-
tive repair shops for cleaning engine
parts during rebuilding. I was first
introduced to glass bead blasting of
piano parts by Des Wilson of the
Monterey Bay Chapter, who showed
our chapter some slides of his custom
made blasting cabinet.

Most people are familiar with
“sandblasting,” in which sand is
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photo 1—a glass bead blaster used for cleaning and texturing surfaces

blown by compressed air toward the
surface to be cleaned. However, there
are a great many other materials
which are used for blasting media,
depending upon the application.
These range from ground up walnut
shells to plastic pellets to man-made

abrasives and microscopic glass beads.

Each has a different effect upon the
surface being blasted. Blasting is an
abrasive process; like sanding, the
object is to renew a surface by abrad-
ing away the outer layer. Therefore
the choice of abrasive (and the air
pressure used to propel it) is very
important to achieving a satisfactory
result.

Ifind that glass beads are an
ideal blasting medium for cleaning
piano parts because they are hard
enough to remove corrosion from
metal but smooth enough in shape
(they are actually tiny spheres) that
they do less damage to the surface
than more jagged abrasives like
walnut shells and sand. Glass beads
come in varying sizes. I use 100 mesh
beads, which are a medium size. They

are much smaller than granulated
sugar, and smaller than fine beach
sand, but large enough to feel like
particles rather than powder when
rubbed between the fingers. They are
widely available; just look under
“Sandblasting Equipment & Supplies”
in your Yellow Pages.

The glass beads are sprayed
from a “sandblasting” gun as shown
in photo 1, which operates similarly to
a paint spray gun; compressed air
blowing through a nozzle creates a
suction which siphons the material (in
this case glass beads) up a hose where
it exits the nozzle at high speed. The
degree of abrasive effect is adjusted by
means of an ordinary pressure regula-
tor on the incoming compressed air
line. I use 60 psi for cleaning soft
wood parts such as piano keys, 80 psi
for maple action parts, and 100psi or
more for cleaning metal parts such as
action brackets and screws. The air
compressor output required to operate
the blasting gun depends upon the
size of gun used. For glass bead
blasting of piano parts a small gun



requiring around 3 to 5 cfm at 90psi is
adequate. This will usually be a two
HP compressor or larger. (Sources for
components will be given next
month).

THE BEAD
BLASTING CABINET

My blasting cabinet is made of
1/4" plywood with angle iron end
frames, a large glass window for
visibility, four arm holes in front and a
large door at the right end. See photo
2. Other technicians have had cabinets
made from sheet metal. Two very
inventive technicians in our chapter,
Bob and Sonja Lemon, made a very
nice wall mounted unit consisting of a
steel frame covered with a hand-sewn
canvas cover.

The blasting process must
take place in a closed chamber. While
it is possible to blast those rusty car
rims with sand or walnut shells
outdoors on a clean patio, do not try
this with glass beads. They are so fine
and bounce around with such force
that it would be impossible to keep
them out of your ears, eyes, belly
button, etc. Besides, although not
expensive, you want to keep them
enclosed so they are used again and
again. As you can see from photo 2,
the bottom of the cabinet is a hopper
shaped like an inverted pyramid.
Hanging from the bottom of the
hopper is a reservoir (coffee can)
holding about 15 pounds of beads.
The siphon or pick-up tube from the
gun draws the beads up from the
reservoir and into the nozzle. After
impacting the part being cleaned, the
beads fall down into the hopper and

back into the reservoir. (The beads
cost around $25.00 per 50# sack,
which would be a five to ten year
supply, depending upon usage. You
only replace them if they become very
dirty or because of gradual loss).

My blasting cabinet is large
enough to hold an entire set of keys, or
a complete vertical or grand action. In
order to give good access to all areas
of the cabinet’s interior, it has four
arm holes in the front. These holes are
fitted with sleeves from nylon wind-
breakers, equipped with elastic cuffs.
Some of you may be familiar with
commercial blasting cabinets in which
the operator reaches into long rubber
gloves. These restrict each hole to only
right or left hand use, whereas the
glove-less sleeves allow either arm to
be used in any hole. Therefore you can
work at the left end using the two left

Bill Spurlock, RTT
Sacramento Valley Chapter

arm holes, the center using the center
holes or the right end using the two
right holes. When blasting at keys, an
action, or other large parts it is not
necessary to wear gloves since the
rebounding beads will not hurt you. In
cases where you will be blasting
directly toward your skin, such as
when holding a single small part by
hand, you can simply put on leather
gloves before reaching through the
sleeves.

Notice that the cabinet has a
small shop vacuum attached at one
end, with the suction hose piped into
the cabinet. This vacuum pipe (2" ABS
plastic) continues to the center of the
hopper, ending with a down-turned
elbow about 16" above the bottom
outlet. This serves two purposes: first,
it evacuates the compressed air which
the blasting gun blows into the

photo 2—blasting cabinet made of 1/4” plywood, iron end frames, glass window , four arm holes

and large door at the right end.

JANUARY 1992 P1ANO TECHNICIANS JOURNAL—19



cabinet, maintaining a slight negative
pressure inside and preventing beads
and dust from blowing out of every
seam. Secondly, it helps to clean dirt
from the beads; as they fall out the
bottom of the hopper into the reser-
voir, the in-rushing air tends to lift the
lighter dust and dirt particles up into
the vacuum. Some such mechanism
for cleaning the beads is important,
otherwise they would become diluted
with dirt, felt and wood dust and be
less effective. A few glass beads are
picked up by the vacuum, but not
enough to be significant.

APPLICATIONS

Bead blasting does a good job
of cleaning wood, metal, felt and
leather. However, since blasting leaves
a slightly roughened surface, you
must avoid any polished metal or
graphited bearing surfaces. These
would include jack and repetition
lever tops, jack tenders, damper
spoons, damper lift rods, capstans and
keypins. Fortunately it is easy to mask
off or otherwise avoid these areas.
While the glass beads are aggressive
enough to clean rust off metal, they
tend to bounce off softer materials.
Thus masking tape will protect
specific areas unless you really work
at blasting through it. Below are some
examples of typical uses for the bead
blaster.

Actions: Normally an action would be
blasted before disassembly for re-
building. This makes it possible to
clean the heads of all action screws
while they are conveniently lined up
in rows. Start by removing all loose
dust with compressed air before
placing the action in the cabinet. For
grand actions lay pieces of masking
tape across the graphited areas of the
repetition levers and jack tops and the
jack tenders. On actions with loops of
silk spring cord exposed at the tops of
the repetition levers, lay a 1/8" steel
rod along to cover the cord. For
vertical actions, you can unhook all of
the bridle straps and lay a strip of
masking tape over the jack tenders;
the hammer butts will shield the jack
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tops. Vertical damper levers will
adequately shield the lift rod and
spoons. The vertical hammer rail
should also be removed to avoid
damage to its finish.

With these preparations made,
the entire action can be blasted. Using
an air pressure of around 80 psi, go
over the action as if you were spray
painting. Keep moving, and avoid soft
felt pads as these can be eroded away
by excessive blasting. i

Vertical dampers can be nicely
cleaned, as shown in this month’s
cover photo, by holding a block of
wood up against them and pulling
them back against the spring rail (this
prevents the air from separating the
felt). The tops of the damper felt will
brighten up along with the screws,
wires and blocks.

When you are done blasting,
shake the action to knock loose as
many glass beads as possible, then
take it outside and thoroughly blow it
out with compressed air. You might
think that glass beads would get stuck
between the flange and birdseye and
cause the action parts to seize up, but I
have never found this to be the case.
Action center bushings are much too
dense to allow the beads to penetrate,
and they simply fall out from between
the flange ears. Soft felts such as
dampers will retain a few glass beads,
which you can see as tiny reflections
when placing the parts in the sun.
However I have never noticed any ill
effects from this. Besides, the blasting

photo 3—shows 1/4" masonite holder used to keep
plate screws in order.

is normally done on action parts
before felt replacement, pinning, etc.

Keys: (See photo 1-Page 18) Cover the
capstan tops with masking tape. Start
with a low air pressure and don’t blast
any more than necessary, especially
with pine or spruce keys which have
alternating hard and soft grain. You
can easily get the “driftwood effect”
by overdoing it. Realize that old wood
is discolored well below the surface,
so don’t expect them to turn out like
brand new keys. Just move along at an
even rate, watching only for the keys
to turn lighter in color. Water stains
are best removed by sanding, other-
wise you run the risk of eroding a
depression in the keys as you try to
chase a stain down into the wood.

The spray pattern is suffi-
ciently well defined that I never bother
to mask off keytops or ivories; it’s
possible to blast the wood right up to
the edge of the key tops and not hurt
them. Do not blast keys while still on
the keyframe; the balance rail mortise
would fill with beads, locking the keys
in place.

Screws and hardware: Pegboard or
perforated metal can be used to hold
loose screws. After blasting, they can
be given a coat of clear lacquer to
prevent corrosion while still in their
holder. Photo 3 shows the 1/4"
masonite holder that I use to keep

- plate screws in order. Blasting easily

removes the old paint, and leaves a
fine matte surface that provides
maximum adhesion for a new coat of
gold paint.

Action brackets are best
cleaned by removing them from the
wooden rails so all sides can be
blasted. They can then be given a coat
of gold paint followed by a clear
lacquer overcoat and will look like
brand new parts. (Note: Star finishing
products makes an aerosol lacquer
called #1528 Piano Gold that is a great
color for such things.)

For Steinway tubular action
frames I tape over the flange screw
holes with narrow masking tape, then
blast away. With the brackets, rails,

story continues page 27
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Tuning
Corner

ow many times have

you gone to a new

customer only to find

the piano 50 cents or

more flat? It's even
more interesting to learn that the
piano has been tuned within the last
year. It's sometimes the customer’s
“informed decision” to save money
and not pitch raise the piano properly.
Many times though, according to the
customer, they weren’t even aware
that the piano was flat. The previous
tuner didn’t discuss a pitch raise. He
tuned the piano to itself, collected his
money, and left. I find this approach
objectionable. This is not to say that I
am against tuning pianos flat to
themselves under certain circum-
stances, i.e., old uprights and grands
that won’t hold a tuning at pitch. (This
must always be done with the
customer’s knowledge).

Whatever you decide to do,
remember that the piano must hold its
tune for a reasonable period of time or
you won't be called back next time. If
you feel uncomfortable tuning to
anything other than A-440, you may
want to screen a prospective
customer’s telephone call and explain
just what it might require to correct a
neglected piano. In this manner, if
they don’t want to invest in a pitch
raise, you will know and it will save
you a trip. On the other hand, it also
begins their thought process and your
sales pitch: that they might have more
expense than just one tuning. I usually
set up a “normal” tuning appointment
and take my chances by explaining the
situation in person. Face to face over
the piano is the best way.

There are several methods
that technicians use for pitch raising;
.3 tunings, 1 visit; 2 tunings, 2 visits;
1-1/2 tunings, 1 visit.

The Art of

Selling Pitch Raising

Usually the pitch of the piano
dictates the method used, but in many
cases whatever method you prefer is
fine, providing the results are accept-
able. I prefer to pitch raise with two
tunings, one week apart. The piano
has a chance to settle in before you put
the second tuning on it.

However, under certain
circumstances, such as for concerts,
recitals, and other similar situations,
you must be prepared to pitch raise
and tune during the same visit.
Whichever method is used, after the
initial pitch raise the piano will need
tuning within six months. Six months
is also the minimal tuning interval to
maintain for at least one year.

One of the problems in selling
a pitch raise to customers is that of
communication. You have to use
language that they understand. What
makes it even harder is that typically
they are new customers and you
haven’t had the time to develop an
element of trust with them. I believe
this is what causes many technicians
to avoid selling the necessary services:
pitch raising, like other piano work,
requires salesmanship.

The first step is to develop a
mental script to follow. As Ronald
Reagan clearly showed us, good script
preparation can be instrumental in
selling your services. Have your
mental script ready before you enter
your customer’s home. Next evaluate
the piano to decide what the best
method is, and prepare to talk with
the customer. Tune one string in the
middle of the piano. Tune it up to
pitch, plus the amount you want to
overstretch, then hit the note for the
customer. Next play the octaves going
all the way to the top of the piano in
reference to the string you tuned.
Using this demonstration you will

Bob Russell, RTT
Cleveland Chapter

usually get the customer’s attention. I
find this method of explaining “flat”
to be better than most.

Now that their ear really hears
the difference in pitch, I begin talking
about string tension. I explain that a
piano has 20 tons or more of string
tension. I point out that when I
remove the piano plate to rebuild
pianos, I use a car engine hoist. When
you say “engine hoist”, they under-
stand the tremendous weight of a car
engine and how heavy the piano plate
must be. It then makes it easier to
explain the enormous amount of
string tension on a piano plate and
structure. So when I tell them that one
tuning cannot stabilize the string
tension at A-440 they can relate to it.
The problem for the customer is not
the lack of desire to have the piano in
good condition, it is the lack of desire
to spend the money. A little reverse
psychology works for you. Agree with
the customer that the cost of pitch
raising is too much money to spend all
at once; and that with reasonable care
in the future they shouldn’t have to
repeat this procedure.

The important thing is good
eye contact and a confident expression
in your voice. If you sound monoto-
nous and insecure you won’t gain
their trust. Accent the key points you
want to make. Style is almost as
important as substance.

I'm sure there are other
approaches that are equally effective.
You have to try your script and adjust
your selling techniques to customer
reactions and what works for you.
Remember, the customer ultimately
makes the decision as to just how their
piano sounds.

The buck stops with them...not with
you!
—
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Good
Vibrations

ontinuing in our study
of the rebuilding busi-
ness, let’s recall a case
made in the October 91
installment of this series
for the necessity of earning a gross
yearly income of $95,000 in order to
net an after-expense and after-tax
income of about $42,000. It was stated
in the article that “the large yearly
gross will be modified downward as...
other business practices are factored
in.” The idea was that gross income
generated from rebuilding alone
would be modified downward;
subsequent articles have shown that
the single most effective way to do
this is to hire an assistant or two. At
least three primary events follow
when this course of action is taken: 1)
the hourly earnings for the shop
owner increase in comparison to
working alone; 2) every hour worked
by an assistant opens up an hour
available to the owner to earn money
from other sources—tuning, for
example; 3) competitive job pricing
can at least be partially controlled
since the owner-to-assistant job hours
mix (ratio) can be analyzed and
possibly adjusted to meet qualified
retail competition or, in the case of
rebuilders who also work wholesale
for the trade, to rightly offer lower
rebuilding prices to other technicians.

More on

the Business
of
Rebuilding

skill, work out of rented, or owned
commercial space, do everything to a
piano that can morally be done, and
offer wholesale prices to other techni-
cians who sub-contract to them. In
between the small one-job-a-year
rebuilder and The Big Rebuilding
House are many medium-sized
businesses which draw significant
income from rebuilding, but whose
work force is small, and whose space
is a large attachment to a home. But
whatever the size and scope of the
firm the important thing here is that,
whether one or one hundred pianos a
year are rebuilt, each one is not only a
quality job, but is also profitable in its
own right—that each one is microcos-
mic of the whole enterprise and earns
a respectable hourly wage for the
business owner.

DIFFERING

MARKETS

FULL OR
PART - TIME
REBUILDING

By far and away most techni-
cians involved in piano
remanufacturing are part-time. The
traditional and classical rebuilding
house of which there are relatively few
employ many workers of all levels of
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Despite what many sales and
marketing experts have to say, the
market—that area of trade with its
complicated mix of types of people, its
population numbers, peoples’ inter-
ests, their erudition or lack of, their
incomes, and geographic psychology
— varies greatly across these fruited
plains. What dollars a rebuild might
fetch in Los Angeles may have little to
do with Albuquerque fees, or Bismark
fees, even though the exact work and
materials are used in all three cities.
Hence, only in a relative way is it
useful to know that so-and-so in such-
and-such a city charges $16,000 to
completely restore a Steinway, and
that elsewhere the fee is only a flat
$10,000. Now this isn’t to say that the
widest price spread is really possible
here, it isn’t. What really matters is

Nick Gravagne
New Mexico Chapter

that the qualified rebuilder is earning
a legitimate and respectable income
from bringing to bear the multitudi-
nous forces of talent, honed skill, tool
and physical plant investments and
the like. A legitimate business means
one that can stand on its own merits—
that the enterprise is professional,
smoothly run and accounted for, that
prices are set intelligently and not
from the seat of the pants or out of
guesswork or even fear and that no
form of subsidy (including being
propped up by spousal income) keeps
afloat what would otherwise be a
sinking ship.

ALAS
POOR YORICK

Imagine a dead Steinway O
built in 1910. You know the look and
smell of it. It's not a piano any more,
but if properly remanufactured will be
a fine instrument again. But even
decomposed, there remains a skeleton
of the Steinway grand which can be
re-fleshed and breathed back to life.
And even that skeleton is worth a lot
of money; it has a “salvage value.”
And although we might not agree on
what the value might be, or how to
universally arrive at it, we cannot be
far wrong in reporting that wholesale
prices for such instruments (assuming
availability) are commonly set at
about $3,500 give or take some hun-
dred dollars. I know of a man who
recently bought an old Steinway S
from a private source for such a cost
and then inquired as to having it
totally redone. But whether we agree
on the dollar value of old and tired
Steinways there is no doubt that they
are worth a lot of money.
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The numbers indicate the page on
which the information can be found

ABRASIVES
Sanding belt, dual grit: Dec 17

ACOUSTICS

Bernoulli, Daniel: Feb 40

Biot, Jean Baptiste (1774-1862):
Feb 39 _

Cagniard de la Tour, Charles (1771-
1859): Jun 38

Colladon, Daniel (1802-1893): Feb 39

Doppler, Johann Christian (1803-
1853): Aug 23

Fourier, Jean Baptiste Joseph (1768-
1830): Feb 40

Hooke, Robert: Jun 38

Mathematical formulas: Feb 39

Mersenne, Merin: Jun 38

Ohm, Georg Simon (1789-1854): Feb
40

Pitch perception: Jun 38

Poisson, Simeon Denis (1781-1840):
Feb 39

Robison, John: Jun 38

Sauveur, Joseph: Jun 38

Savart, Felix (1791-1841): Jun 38

Scheibler, Johann Heinrich (1777-
1837): Jun 38

Seebeck, A. (1805-1849): Jun 38, Aug
24

Sound wave & vibration studies: Aug 23

Sturm, Charles (1803-1855): Feb 39

Wheatstone, Charles (1802-1875): Aug
23

Young, Thomas (1773-1824): Aug 23

ACTIONS
Fandrich action: Sep 15
Information on various types: Jul 12

ADHESIVES
Epoxy for pinblock: Dec 15
Hide glue flakes: Dec 15
Keytop: May 34
Polyester resin for pinblock: Dec 15

BOOK REVIEW
The Calculating Technician: Jul 33,
May 18

BUSINESS
Advertising: Mar U6, Jul Ul
Appointments: Jan 11, Jul 11
Computer bulletin board: Mar 19
Costs: May 41
Customer relations: Feb 31, Aug 4, Nov

30

Development: Sep 18
Economics: Sep 30
Employees: Nov 26, Dec 26
Ethics: Jul U1, Aug U2
Financial planning: May 4
Insurance: Feb 12
Job sheet: Nov 24
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Marketing: May 6

Piano Evaluation: Jan 10

Pricing: May 41, Dec 32

Rebuilding: Nov 24

Service call charges: Jan U3

Technician/artist communication: May
29

ECOLOGY
Recycling: Dec 13
Resources: Dec 13

EXAMS
Tuning: Jan U6

HEALTH & SAFETY
Air filtration systems: Aug 12
Lung protection: Aug 12

HUMIDITY
Control, changing pads: Jul 9
In the home: Dec 29

IN MEMORY
Blanton, Blair: Sep U10
Burton, Jim: Mar 7
Grimley, E. Vann: Aug U2
Kulcke, Max L.: Mar U5
Markum, Ben J., Jr.: Jan U2
McCollom, Augie: May Ul4
Russell, Fred: Jan U2
Scoggin, Pharis E.: Jan U2
Shalanko, Daniel: May Ul4
Sponseller, Fred, Jr.: Mar US
Trimble, Owen C.: Jul U3
Wallace, Fred W.: Sep U10

INSURANCE
Business: Feb 12

INTERNATIONAL
1991 Tour: Feb 16
Australia: May 26
IAPBT: May 26, Nov 10
IAPBT President's speech: Dec 9
Russian correspondence: Dec 9

LUBRICANTS & CLEANERS
Graphite: Jan 26

MATERIALS
Felt: Sep 15
Hammer hardener, evaporation: Nov 16
Lacquer, water-reducable: Aug 12
Stain, wood: Aug 1

MISCELLANEOUS
Gratitude to former teachers: Jun U7
Holiday greetings: Dec 6, 8
Marketing: May 6
Miniature pianos: May 19
New Year: Jan 6

MUSIC
Education: Jun 8, Nov 8
Traveling Music Library: Feb 16

MUSICIANS
Gottschalk, Louis Moreau: Jan 14

NOISES
Buzz, treble: Jan 14
Clicking grand damper: Jan 14
Pedal, squeaky shift: Jan 13

PARTS, ACTION

Action centers: Sep 12

Backcheck removal: Jul 8

Brass action rail: Aug 13

Capstan polishing: Jul 9

Damper felt storage: Jul 9

Damper head, felt backing: Feb 21

Damper lever felt, vertical: Jul 9

Dampers: Feb 18

Dampers, grand: May 20, Jun 16

Hammer butt/catcher leather: Dec 22

Hammer making: Jul 18

Key leads: Jan 24

Key pin installation: Jul 8

Key pin removal: Jul 8

Key recovering: Jun 29

Key, sticking: Jul 10

Keytops: Mar 21, Nov 12

Keys, sharp replacement: Jun 29

Leather, hammer butt/catcher: Dec 22

Rail, jack stop, vertical: Jul 10
damper upstop: Jun 19

PARTS, OTHER
Bridge: May 38
Bridge cap: Jul 34
Bridge replacement: Jan 26
Bushings, damper guide rail: May 20
Damper guide rails: Feb 20
Leg repair, grand: Jul 9
Nosebolts: Jul 34
Pedal pitman: Jun 22
Pedal pitman modification, Steinway:
Aug 14
Pin block reamers: Jul 10
Pin, tuning: Jan 13
Pinblock: Sep 13
Pinblock, replacing: Aug 8
Plate: May 40
Plate, broken: Nov 13
Plate, flexing: Jun 35
Plate, manufacturing process: Nov 14
Pressure bar, cracked: Jan 15
Rail, damper upstop: May 20
Soundboard: May 38, Jul 34
Spinet music shelf repair: Nov 23
Strings; restringing: Jul 14
Tuning pin torque: Jul 11

PIANO INDUSTRY

Alfred Knight, Ltd.: May 19

Dealer: May U112

Music Product Directory: May 18

NAMM, 91: Mar 12

National Piano Month: Aug Ut

Purchaser's Guide, 1992: Dec 6

Steinway/Kawai agreement: May 18

Young Chang New National Service
Manager: Mar 11

PIANOS
Bauer vertical: Jan 15
Water damage: Jan 16
Damage: Mar 26



Design & construction: Sep 18
Miniature: May 19
New Digital PianoPlus: Feb 17

PIANOS, PLAYER

Disklavier: Sep 12
Vacuum motor: Jul 9

PIANO TECHNICIANS GUILD

Executive Board: Mar Ul, Sep U3
Change: Mar 6
Chapters: Sep Ul1
newsletter: Jun U3
officers: Mar U3
programs: Aug U3
projects: Jan U4
Code of ethics: Mar U2
Committees
Bylaws: May Ul
Marketing: Jun Ul
Marketing: May U8
Membership Category Study:
May U9
Convention: Sep U7, U8, 24, Jun 6
Convention, 1991: Jan 8, 9, Feb 10,
11, Mar 10, Jun 10, Jul U3, Sep 10
Convention city, Philadelphia: Mar 8,
Jun 10, May 14
Council: Sep Ul, US
Dealer relations: May Ul4
Dues: Feb 8, Mar 4
Education & Training: Sep U6
Ethics: Jan U5, Jun US5, Sep U8
Exams, written: May U9
Fees, 1913: Jul 6
Foundation: Jul U4, Sep U5
Foundation scholarship: Jun U3
History: Jul 6
Institute, 1991: Mar 8, May 8
Institute, 1991 class schedule: Jun 14,
May 16
Institute, 1991 class description: May 8
Institute, 1992 preview: Dec 11
Institute, 1991 class review: Sep 12, 20
International organization: Feb 6
Journal Storage: Dec 16
Membership classification: Jun U7
Membership reinstatement: Jun U4
Membership structure: Jun Ul
Miscellaneous: Jul 4, Sep 6, 8
New member sponsor: May 44
Participation: Jan 4
Re-organization: Mar 6
RTT logo: Jan U7
Survey: Mar U6, May U10
Teacher relations: May U13

PUBLIC RELATIONS

Radio: Jan 16

REBUILDING

Bridge: May 38

caps: Jul 34

finishing: Mar 28

notching: Feb 36

pinning: Mar 28
Damper systems: Feb 18
Dampers, grand: May 20, Jun 16
Downbearing: May 39, Jul 12
Hammer butt/catcher leather: Dec 22

Key end felt: Feb 33

Key recovering: Mar 21, May 34, Jun
29

Keys, sharp replacement: Jun 29

Pedal pitman modification: Jun 22

Pinblock: Sep 26

Pinblock replacement: Aug 8

Plate, setting: May 40

Rail, regulating, felt punchings: Feb 32
damper upstop: May 20

Restringing: Jul 14

Soundboard: May 38
crown: May 38, Jul 34

Wippen cushion felt: Feb 33

REGULATING
Action handbook: Jul Ul
Dampers, grand: May 21, Jun 16
Emergency: Nov 28
Pedal, una corda: Jun 22
Sostenuto: Jun 21
Specifications handbook: Jul Ul
Theory: Sep 14
Tone: Jul 18
Touchweight, grand: Jan 22
Vertical, keys sticking: Jul 10

REPAIR

Back/plate separation: Nov 15

Brass action rail: Aug 13

Bridge: May 38

Dampers, grand: May 20

Hammer butt/catcher leather: Dec 22

Key end felt: Feb 33

Key recovering: Mar 21, May 34, Jun
29

Keys, sharp replacement: Jun 29

Pedal pitman modification: Jun 22

Pressure bar, cracked: Jan 15

Rail, felt regulating punchings: Feb 32
damper upstop: May 20

Spinet music shelf: Nov 23

Vertical Keybed replacement: Jan 16

Wippen cushion felt: Feb 33

SERVICE
Professionalism: Nov 6
Service call charge: Jan U3

SUPPLIES
Sandpaper for hammer files: Jul 12

TECHNICIANS
Communication with pianists: May 29
Crowl, Erroll P.: Jan Ul

THEORY
Difference tones: May 26
Downbearing: Jul 34
Hammer compression & tension: Jul 19
Soundboard crown: Jul 34
String tension formulas: Nov 32
Torque: Jan 13, Jul 11
Tuning: Nov 32

TOOLS & EQUIPMENT
Bass string case: Aug 12
Biscuit joiner: Dec 17
Bridge drill: Jan 28
Bridge pin hole marker: Jan 26
Capstan wrench, small: Jul 9

Damper guide rail electric easer: Feb 21
Dust collection systems: Aug 12

Files for hammers: Jul 12

Glass: Dec 13

Glue pot: Dec 13, 14

Glue table: Aug 12

Hammer tail arcing jig: Nov 23
Hydraulic jack: Jul 9

Ivory jointer jig: Nov 20

Key covering machine (Oslund): Nov 13
Key lead swaging: Jan 22

Keytop bevelling jig: Nov 22

Moving dolly: Aug 13

Paint sprayer: Aug 12

PCV pipe for storing straight parts:Jul 9
Reamer, pin block: Jul 9

Respirator: Aug 12

Router: May 37, Jun 29, Nov 20
Sanding belt, dual grit: Dec 17
Shopmade jigs: Sep 13

Support under grands: Jul 9

Tool kit, use of velcro: Jul 9

Tuning lever tips: Jul 9

Voicing: Jul 20

TUNING

Aural: May 28, Jun 33, Jul 29, Aug 18,
Nov 32
Aural vs. electronic: Jul UL, Dec 15
Aural/electronic: Mar 20, Dec 19
Bass: Sep 21
Beats, speed: May 32
Difference tones: May 26
Direct interval tuning (aural): Feb 25
Direct interval tuning (Electrn.): Feb 25
Electronic: Jul 24, Sep 20
Electronic, stretch calculator: Feb 24
Electronic, unisons: Nov 17
Emergency: Nov 29
Equal temperament: Sep 20
Exam, electronic: Jul 24
Inharmonicity: May 30, Nov 32
Inharmonicity constant(?): Jul 11
Inharmonicity, negative: Jan 18
Octave tests: Dec 20
Octaves: Dec 15, 19
Spinets: Aug 15, Nov 18
Stability: Feb 28, Mar 31, Nov 18,
Dec 18
Stability (becket problem): Feb 23
Stretch Calculator: Jul 24
Stretch numbers: May 32
Systems: Dec 20
Temperament, equal: May 30
Temperament octave: May 26, Jun 24,
Temperaments: Sep 13
electronic: Feb 23
Treble: Dec 19
Tuning systems: May 30
Tuning twice is faster: Nov 18
Unisons, electronic: Nov 17

VOICING

Hammer hardener, evaporation: Nov 16
Lacquer solutions: Jul 20

Theory: Sep 14

Theory and procedure: Jul 18, Sep 14

WOOD

Humidity, the effects of: Jul 12
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STRIKE GOLD IN CALIFORNIA!

4

5 6
Who are they? You tell us!

All we can say is that all eight grew up (?) to become
prominently involved in Piano Technicians Guild activities —
in one way or another.

So go for the gold! Take a guess! You're eligible to win a
special prize — gold coins valued at more than $300! The
carliest postmarked entry wins, The winner will be announced
during PTG's 35th annual Convention and Technical Institute
July 22, 1992, in the Hyatt Regency Sacramento.

Watch for more clues in the months to come!

Gold Contest

Piano Technicians Guild
4510 Belleview, St. 100
Kansas City, MO 64111

7 PGS 35TH ANNUAL

CONVENTION &
TECHNICAL INSTITUTE
SACRAMENTO, CA
JULY 23-26, 1992

i

Send your contest entries to:

Contest Rules

The contest is open to all PTG members and non-member
registrants at PTG's 35th Annual Convention and Technical Institute
July 22-26, 1992 in Sacramento, CA. PTG Board members, staff, and
Convention Planning Committee members are not eligible to win.

The prize will be awarded to the correct entry with the earliest
postmark or, if no winning entry has been received prior to the
convention, to the first correct entry received at the convention
membership booth.

Name:
Address:
City, State, Zip:
My Eight Lucky Kids Are:
1

LN
0 3 N W




REBUILDING PRICE

As A FUNCTION OF

NEW P1ANO PRICE

Let’s briefly consider a much-
used method in quoting rebuilding
prices to customers.

Now, for comparative pur-
poses let’s consider a brand new
Steinway L retailing for $25,000 (plus
or minus). Backing out a salvage value
of $3,500 what we have left is an actual
and “paper” depreciation value of
$21,500. Actual in the sense that, with
use and age, the instrument with its
many components is going to deterio-
rate; and paper in the sense that, not
being real estate—pianos are consid-
ered to be tangible personal prop-
erty—value depreciation is an eco-
nomic fact of life. In any case, this
actual and paper value, a sort of
reservoir of depreciable dollars,
directly reflects the age and relative
health of the instrument. The propor-
tion is clearly direct: the younger and
healthier the instrument, the higher
the reservoir; and the older and
sicklier it is, the lower the reservoir.
But salvage value suggests there will
always be some water in the bottom of
the reservoir.

Most of us are aware that
rebuilding prices are sometimes set as

IS NN N NN
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a function of new piano prices; for
example, a retail remanufacturing
price for a Steinway A or O might be
set at two-thirds of a new “L”, or
$16,750. And then the $3,500 salvage
value is added back to the rebuilding
price the “asset basis value” computes
to $20,250, which is still $5,000 less
than the retail price of a new piano.
From the accountant’s point of view,
there is little to argue with here; the
arrangement seems economically
feasible. Obviously, there is some
merit to this method of price setting.
On paper this works fine, and
in certain areas of the country where
the demographics are resonant, such
prices might fly. Still, the geographic
psychology of an area plays a signifi-
cant role in setting prices. “Why
should I pay New York or Los Ange-
les prices when [ live in New
Mexico?”, some will ask. The question
is unreasonable and is in large part
based in a comparative analysis of
housing and real estate tax costs
which are considerably higher in the
respective homes of the rain-soaked
Yankees or LaSorda’s glamorous
Dodgers. Besides, NY and LA rebuild-
ing prices on the average are not
necessarily higher than anywhere else;
nontheless, dwellers of the hinterlands
expect to pay less for anything com-
pared to what they believe big-city
folk are paying. But there is an even

more elusive psychological mist borne
along in the minds of buyers every-
where which is at once phenomenal
and inscrutable. This must, when
finally condensed as a thin film
between the brain and skull, causes a
sort of knee-jerk reaction to the cost of
something irrespective of any rational
thought. If the price “sounds” right, or
if, at some hidden spot at the geomet-
ric center of their being, they “sense”
the price to be within some unidentifi-
able parameters of acceptability, they
will consider buying it. If not, nothing
short of fraud, or scare tactics, or
skulduggery will shake them loose.
Studies have shown that all buyers,
and that includes us, have a maximum
price we will pay for something
whether we know it or not, or whether
we can afford it or not; beyond that
price we pull the plug.

Be this as it may, rebuilding
prices can always be arbitrarily set at
some percentage function of new
piano prices. This is an individual
matter but I have never been really
satisfied with the method. That is why
I decided to set an income goal as
outlined in the Oct 91 article, and
analyze what combination of pricing,
costs, and hired help would be re-
quired to attain it. Which brings us
back to the point of this article’s
opening paragraph: Can the
remanufacturing retail price be
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lowered to where more people can AD]USTING THE

afford it for a given demographic area,

but without compromising the shop REBUILDING FEE—

owner’s earning potential? This idea

was already touched upon last month A COMPARISON

as we discussed the value of hiring
assistants. We'll start with a break down
of the basic direct materials costs for a

Well, let’s take a closer look. typical all-out restoration.
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Soundboard wood,

including ribs and

pro rata freight $ 350
Bridge capping

material $ 20
Pinblock $ 125
Tuning pins and

all strings $ 135
New hammers,

shanks and wippens  § 825
Damper felts $ 30
Finishing products $ 50
Misc. cloths,

punchings, pins,etc. $§ 15
Total Direct

Materials Costs $1,550

Obviously, other costs might
incur. Moreover, there might be farm-
out costs for key recovering, refinish-
ing, bellywork, etc. Still, for every
farm-out cost there is a corresponding
decrease in total hours necessary to
complete the project in-house. How to
know if farm-out costs are reasonable?
Simply ask yourself if instead of
farming out some aspect of the job,
could you complete it in-house for the
same or fewer dollars? Farm-out costs
should represent hours of work
contributed toward the completion of
the rebuild, only they are contributed
by someone other than you and your
crew. It is only natural and right that
services and products supplied by one
technician or specialist to another
should be offered at 15 to 20% below
retail.

Now, again per the October
article: assuming a rebuilding price to
the customer of $14,250 and an hourly
estimate of 300 hours to complete the
project, what kind of earnings will the
shop owner enjoy working alone from
start to finish. After backing out
expenses and dividing the remainder
by total hours, the solitary rebuilder
will earn an after-materials-expense




hourly wage of $42. Even working for
only seven hours of direct work, and
leaving one hour per day for book-
keeping, telephone, etc., the rebuilder
will earn $294 per day throughout the
term of the rebuilding project. From
this total all other business and
personal expenses must be paid. But it
certainly looks respectably do-able for
certain individuals.

Suppose, however, that at a
price of $14,250 only one prospect in
ten will buy, whereas if the price were,
say, $11,500 he or she could be kept
busy all year with shop work. Is this
possible? At such a price the hourly
after-materials-expense earning will
drop to $33. Again, working a direct
seven-hour day, five-day week, daily
earnings will be $231 from which all
other business and personal expenses
must be paid. This is cutting it too
close. So, although an increase in
volume of work has been attained, the
earnings have dropped dangerously
low. To reiterate an idea, what really
matters to the shop owner is how
much he or she is earning per hour,
either directly in hands-on work, or
indirectly as the beneficiary of the
work of assistants. And this is true
whether the shop puts out one job or
twelve jobs per year—each job should
be successful in its own right.

If the rebuilder, then, believes
that the going market rate for grand
piano rebuilding is maxed out at
$11,500 (and I'm not suggesting it is or
should be), an assistant or two is
imperative in order for the hourly
earnings to increase. Now refer to
TABLE 1(above), which is a printout
of a computer program I have de-
signed to show the effect on hourly
profitability of lowering or raising the
rebuilding price (called the Job Fee in
the Table). The headings should speak
for themselves. But notice the under-
lined row. In particular our interest is
centered on the employer-to-employee
hourly mix. What the Table tells us is
that in order to raise the owner’s
hourly rate back up to $40 or more, an
assistant will have to work (for $6.50/
hr) at least 80 of the total 300 hours
necessary to complete the project. Also
notice the two right-hand columns

MATERIALS

JOB | TOTAL | OWN | OTHER OWNERS | RATIO OWNER/ | HRSWEEK | HRS/WEEK
FEE_ | HRS | HRS | HRS HR.WAGE | EMP HRS OWNER | EMP
$1500 [ 300 {300 | 0 1500 3333 40.00 0
280 | 20.00 35.25 14.00 37.33 267
260 | 40.00 37.46 6.50 3467 5.33
[ 220 | 80.00 43.09 275 293 10.67
200 | 100 46.75 2.00 %67 13.33
180 | 120 51.22 150 24.00 16.00
140 | 160 64.00 88 18.67 21.33
120 | 180 7358 67 16.00 24.00
100 | 200 87.00 50 13.33 267

table 1—shows the effect on hourly profitability of lowering or raising the rebuilding price of a job.

which indicate that on a weekly
average throughout the duration of
the project, the owner will put in 29
hours for every 11 worked by the
assistant. Now what this means is that
not only has the owner’s shop hourly
earning been raised, but 11 hours of
the week are now open for additional
earnings. All this being so, the answer
to our query in the first paragraph is
yes—gross income from rebuilding
will be “modified downward” as the
per-piano fee is lowered, but the
hourly earnings can be maintained
(even increased), as well as additional
income earned due to the availability
of more open hours, simply by hiring
a shop assistant. Now as to gross
yearly income from rebuilding: if 300
hours are required to redo a grand
piano, then only six or seven complete
jobs can be done in a 50 week period.
Let’s say six. At $11,500 per job, the
gross yearly income will be $69,000. In
addition, eleven hours per week of
additional work time have opened up
for the shop owner.

If it all sounds too neat, that’s
because it is. On paper everything
works brilliantly; all the football plays
work like a Swiss watch. But some-
where between the drawing board and
the playing field real life intervenes,
and like poor Charlie Brown, there
will be some nasty Lucy to yank the
football out of place just as you're all
wound up to kick it to the moon—and
flat on your back you go with a
thump. We'll explore some of these
thumps in a future article; for now
let’s consider...

HIRING
ASSISTANTS

There are three main character
traits you want in your assistants—a
good attitude, a good attitude,and a
good attitude. To be sure, an innate
ability to work with both hands and
head must be a given; with these in
place you can train them to jump
through all sorts of hoops. But a
willing and humble and teachable
attitude you cannot teach and without
it there can be no foundation on which
to build. If you treat them right, train
them right, give them a pleasant work
environment, most of them will work
hard to please you, and most of them
will be faithful to you.

Other tuners seem like natural
choices for assistants. But, except
when hired as sub-contractors for
specialized tasks, they are sometimes
the worst on-going assistants because
their motives and fidelity tend to be
torn between two worlds: their own
business and yours. Conflicts of
interest and time abound. If you are
thinking of hiring a tuner-assistant,
especially one with “years of rebuild-
ing experience,” the two of you have
much to discuss at the outset. But the
chances for a long-term, successful
relationship are slim.

Partnerships of tuner-techni-
cians also must be very carefully
worked out. From the standpoint of
shop income, two partners are on a
par and expect to earn the most per
hour that the shop can produce. This
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is a critically different sort of arrange-
ment than when hiring a general
assistant in order to raise the owner’s
hourly earnings. Partnerships work
best when specific areas of expertise or
preference are delineated between the
two, or among the three, etc. One
party, for example, might be the
bellyman specialist, while another
might be the action specialist and yet a
third party might be the field special-
ist, with a special knack for selling big
rebuilding jobs.

One big pitfall to avoid when
either hiring a general assistant (one
you will train), or working in tandem
with a partner, is the one of “linked-
assistance.” That is, if the hired hand
or partner is always at your side,
helping to set up jigs that you can set
up yourself, or helping to carry an
action that you can carry yourself, or
hitching on bass strings while you cut
and turn coils, the shop and
everyone’s earnings will suffer. This is
a huge mistake. Assistants must have

jobs that they accomplish alone and
without your help, and the same is
true for you. Obviously, there must
and should be communication, and
pleasant at that; and the assistant will
have many questions which should be
courteously answered. But the overall
scheme of the shop at work should be
specialization: You do your thing, and
they do theirs. Unless under a time
crunch, if an assistant must be out of
the shop for a few days (as with part-
time help) avoid the temptation to
finish his or her partially completed
work even if you have nothing better
to do. Go out and tune a spinet, take a
nap, write a Journal article, but let an
assistant’s work sit until he is back to
complete it. This will pay monetary
dividends later, as well as instill in the
worker a sense that he is valuable to
the shop in specific ways.

The part-time rebuilder,
which includes most builders, has an
inherent and limiting problem. At
best, considering that by circumstance
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or by choice, the volume of work is
small and intermittent, the difficulty
of hiring good people and keeping
them is serious, and seems to preclude
any possibility of organizing a shop
which will run most efficiently and
profitably, Hence, for all their knowl-
edge and skill many rebuilders find
themselves whiling away shop hours
scraping bridge notches, or cleaning
damper heads, or poking into any of.a
thousand little holes better left to
assistants. This isn’t to suggest that
hired help should only be used to
carry out these simple repetitive tasks,
but that the shop owner needs to
reflect on the matter that the presum-
ably hefty fee he is charging his client
might best not be dissipated irrespon-
sibly.

So, then, the part-time
rebuilder requires a part-time assis-
tant; even full-time rebuilders require
some part-time assistants. As to
finding and hiring these people, use
common sense; and during the
interview make especially sure that
your perceptive antennae are fully
tuned in. In general, stay away from
Macawbers who are in-between jobs,
or who just want to keep busy until
something else turns up.

Helpers must become in-
fected, or show early symptoms of
coming down with the fatal piano
disease, the Great P Plague, or they
will never work out. Part-time assis-
tants will probably not contribute
more than 80 to 100 hours of time
toward a 300 hour job. But that’s
enough to make a big difference, for
them and for you.

e
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in the February
Journal

Advertising
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CORRECTION

NOTICE

John C. Bryner, RTT, of
Clearfield, Utah, has spotted an
algebraic typo in the July "91
Journal.

On page 36, the second
formula for finding radius (r) when
deflection (d) and length (1) are
known.

The incorrect formula reads:
r=1* + 4d2/8d

but it should have read:
r=1? +4d?
8d

The worked-out mathemat-
ics, however, which appear in the
example support the correct for-
mula if you trust that many of you
interested in the subject were able to
spot the typo and make the correc-
tion yourself.

Interestingly, though, Bill
pointed out a well-known and oft-
used “approximating” mathemati-
cal technique which, under certain
circumstances, can be used to
simplify an otherwise unnecessarily
complicated formula. And so
without going into the reasoning or
respective derivations, I have taken
the liberty to further reduce Bill’s
already reduced formulas to:

d=1¥/8r
r=12/8d

But please note that these
extremely simplified formulas are
perfectly fine to use if you are
working out soundboard crown and
radius since the upward crown
deflection values are relatively tiny
compared to the quite large radii.
But they are not to be used as
general formulas for deflection or
radius. If you are building an
archway to your house, for example,
and you want to figure (d) and (r),
use formula 1 of the July "91 Journal
for (d) and the corrected formula for
(r) as shown above. And many
thanks to Bill for spotting and

pointing out the typo.

Practically Speaking from page 20

and let-off screws all perfectly clean
and with new action parts installed,
you will have a visually stunning
rebuild!

Screws and hardware with a
heavy plating should be buffed rather
than blasted, as long as their plating is
in good shape. However, often metal
parts will have only a very light
plating which is corroded and too thin
to stand up to buffing. For these parts
the bead blaster can be used to remove
the old plating (rust is usually found
under the plating anyway). The result
will be perfectly clean metal with a
light sheen, ready for a coat of clear or
gold lacquer.

Agraffes clean up beautifully
with bead blasting. Remove them
from the plate, placing them in order
in snug holes drilled in a board. Blast
off old paint or corrosion, ream, and
apply a light coat of clear lacquer.

IsIT
WORTH IT?

Yes, a bead blasting cabinet
takes some time to make. And, it takes
up some shop space. However, it is
one of those tools that, once owned
you will never want to be without. I
put off building my bead blasting
cabinet for quite a while. Now I realize
that I could have built it several times
over with the time I spent over the
years holding rusty screw heads up
against a wire wheel. And, I can turn
out a better looking rebuild now in
less time.

. Next month I'll save you the
hardest part of the project by present-
ing plans and instructions for building
your own glass bead blasting set-up.

e
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Economic
Affairs

o adequately create a busi-

ness pricing model, you'll

have to first track your ex

penses for differentaspects

of your business. Some cat-
egory examples would be: tuning; re-
pairs in the home; shop work; rebuild-
ing; pianos sales; pianos parts’ sales;
refinishing; etc.

Each category can be thought of as
a separate business unit. That way the
expenses will be allocated to the proper
business category and you’ll definitely
see where your money is coming from
and where it isn’t.

If you are equipped with a com-
puter and an accounting expense pro-
gram, switch on the computer. Other-
wise, take out a piece of paper. To the
left of the page list the business catego-
ries that are pertinent to your specific
situation. Leave enough space so you
can list your major expenses for each
category. As this article continues, and
thoughts come up for you about your
business, list major expenses for these
business categories. Separate expenses
into two columns — fixed expenses and
variableexpenses. Youmayalso wantto
cross reference your tax return so noth-
ing is forgotten.

FIXED
EXPENSES

Fixed expenses do not vary with
your sales volume. They are incurred as
a management decision you make, gen-
erally over a longer time frame. Some
examples are shop rent or lease pay-
ments, employee salaries, yellow pages
advertising costs, payments on your
business vehicle. Since fixed expenses
cannot be eliminated in the short run,
these expenses must be provided for in
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your pricing model as naturally asbring-
ing your tuning hammer to a tuning job.

VARIABLE
EXPENSES

Variable expenses vary directly
with your volume of sales. Some ex-
amples of variable costs are gasoline
expenses, auto repairs, subcontract
wages, the portion of utilities expense
that vary with shop usage or long dis-
tance phone calls, small tool repair and
replacement costs, small shop supplies
such as glue, or piano parts supplies.
The difference between fixed and vari-
able expenses is that variable expenses
can generally be eliminated or cut back
in the short run. For instance, if your
businessis in a financial pinch, you may
be able to lower your costs for variable
expenses. Knowing this basic difference
between your expenses is a must to
proper budgeting.

Some examples: cutdown on long
distance calls; eliminate short-term ad-
vertising if the returnis negligible; work
four 10-hour days in your rebuilding
shop to save electrical and heating costs;
eliminate carrying inventory — use a
“justin time” inventory policy; no cellu-
lar phone; group tuningsin well-planned
routes to lessen gas and auto mainte-
nance costs.

When you know what your fixed
and variable expenses are for the year,
allocate them to the business categories
that make use of those costs. For ex-
ample, tuning does not make use of
yourrebuilding shop, sorebuilding shop
overhead is not a tuning business ex-
pense. Jumbling your expenses can put
you in the position where one segment
of your business—such as tuning—is
carrying your rebuilding shop or piano

The
Business

Expense
Model

sales business. If you already know this
— fine, but if you work too many hours
a week and don't quite know what'’s
wrong with your business setup, spend-
ing the time to structure your business
in this manner will assist you in deter-
mining what impact each aspect of pi-
ano service has on your profit figure.

You can further break down sev-
eral of the business categories, such as
rebuilding, major reconditioning, sales,
and refinishing into per-job units. Build-
ing contractors do this all the time. For
example, you’'ve purchased a piano for
rebuilding: 1. List the initial cost of the
instrument as an expense. 2. Add ex-
pensesincurred to complete the project:
parts, supplies, shop overhead, tool and
equipment replacement costs, etc. Be
aware which of these expenses are fixed
and which are variable. 3. Add the sal-
ary expense you allowed for labor to
complete this job(which was determined
from your personal pricing model).

When business expenses increase
on clearly identifiable items such as the
price of a set of hammers or yearly ad-
vertising expense, you directly see that
increase and are most likely charging
for your services accordingly. There are
many smaller types of expenses that
may slip through the cracks such as
small shop supplies (glue, steel wool,
sandpaper, brass cleaner, dowels, etc.),
and small piano part supplies (those
parts kept on hand to do in-the-home
small repairs — not complete sets of
anything). These expenses have to be
attributed to an overhead number that
is specific to the work calling for these
supplies. Our auto repair shop calls this
category “small tools and supplies ser-
vice” and includes a separate charge on
the bill for this expense. It's a direct
expense charged to the job.

You now have developed a “mar-
ket basket” of goods and services for the



rebuilding of one piano. This can be
used as a pricing guide for your next
project. Watch price variations and ad-
just your pricing accordingly. After a
whileyou’llknow exactly whatyouneed
ona weekly orona per-jobbasis to cover
expenses and a profit.

As you can see, we now have the
basis for a two-part pricing model: per-
sonal wages pegged to the CP], paying
close attention to tax increases and the
personal income index. Business ex-
penses are tabulated as either variable
or fixed expenses, and tracked sepa-
rately according to the specific job cat-
egory they relate to.

EXTERNAL
AND
INTERNAL
FACTORS
AFFECTING
PRICE

When creating your pricing policy
you must be aware that you cannot set
price in a vacuum. There are all sorts of
economic theories explaining how prices
are determined. Many of these theories
have no validity since they are based on
perfect competition in the market place
whichdoesnotexist. The following prin-
ciples, however, do have a direct appli-
cation to pricing policy.

LAw OF
SUPPLY & DEMAND

If supply of those providing ser-
vices or products like yours is great,
price decreases for the service because

of competition. This decrease in price
will mean thatsome suppliers will leave
the market, lowering supply and even-
tually increasing price. In order to over-
come this cycle and keep your price at a
reasonable level, you must either do a
high volume or target the high end,
high-quality market.

ELASTICITY
OF DEMAND

If a product or service is said to be
“elastic” then a decrease in price, means
and increase in revenue fromsignificant
sales increase. In my experience piano
service tends to be “inelastic,” which
means not a significant increase in sales,
to overcome a drop in price per unit.
This again is dependent upon how you
target your market.

LAwsS OF

CONSUMPTION

Income varies with the age of the
family, educationand occupation, added
to the basic tenet that as income in-
creases, spending for miscellaneous
items in relation to spending for basic
needs increase.

LAwWS OF
DIMINISHING

UTILITY

As additional units of a product
are consumed, the satisfaction obtained
from the purchase of additional units
decrease. Each product or service has a

Janet Leary, RTT
Cleveland, Ohio Chapter

consumable limit. In our profession
people usually have one piano, tune it
once or twice a year, and don’t expect to
spend money on major service very of-
ten within the life of the instrument.
Some business experts consider
pricing policy a function of costaccount-
ing, while others clearly see the larger
perspective of integrating economic
theory into a strategic marketing policy.
These four economic principalsare used
in a strategic marketing framework to
determine the “right price” to cover ex-
penses and allow for a profit, by target-
ing the “right market” that will allow
you to achieve those desired results.

— ..
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International
Relations

This month I have two

articles to share with you. The first
is a translation of an article that
appeared in the Europiano magazine
1/1991. 1t is about the 4th annual
meeting of the Australian Piano
Tuners and Technicians Associa-
tion. I think it gives a good picture
of that convention. In many ways,
conventions in different countries
are the same. But each has its own
national flavor which keeps things
interesting. I want to mention a
special thanks to Hans Sander for
his help in translating this from the
original German.

The second article is the

next part of the speeches that were
given in Seoul, Korea at the 7th
IAPBT conference. This one is my
presentation on behalf of the PTG. 1
want to give credit to Karl Bruhn
and the work of NAMM and MENC
about the current status of music
education. Their reports shaped
much of my thinking and I have
included a number of quotes from
their report.

I received another letter

from the Russian Association which
describes their activities in setting
up their association. I will print that
letter next month.
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National Meeting of the
Australian Piano Tuners and Technicians Association
by Max Matthias
reprinted with permission from Europiano Magazine 1/1991
(Original in German)

From the 8th to the 11th of November, 1990, the 4th national
meeting of the Australian Piano Tuners and Technicians Association took
place in Perth, Western Australia. I was invited to that meeting.

About 2:00 AM I landed in Perth. After a couple of hours to catch
up on sleep, I met with the President of the Western Australia Guild, Mr.
Rod Collins, and the President of the National Guild, Mr. John Cross. There
was a friendly welcome among many friends who had taken part in the first
Congress in Sydney in 1985. At the evening buffet, how could it have been
different, we were already talking “piano.”

OFrFICIAL PART WITH SPEECHES

There were the following themes on the program:
1) Piano servicing - Bosendorfer
Here a videotape was shown about service work, especially regulation of
Bosendorfer grands.
2) New marketing at Kawai
With a Kawai parts list, instructions on how to handle Kawai warranties,
technical information, as well as a regular newsletter including technical
news, Kawai wants to contribute to better communication and better
service performance. This information is available from the manufacturer
on request.
3) Tuning
How do you tune profitably? Ara Vartoukian, an experienced technician,
showed several possible ways to achieve a good stable tuning in a suitable
amount of time.
4) The Yamaha Disklavier (Upright & Grand)
On hand was a grand Disklavier where the whole system with all the
possibilities and features were explained. A small black box under the
grand contains the entire electronics with its control unit. All functions of
the grand can be tested by using a test program. The pedals are operated
gradually by small solenoids. Later, after all the possibilities of the grand
were demonstrated, one of the participants asked, to the amusement of all,
if the grand could be tuned automatically as well. The whole system is in
principle a further development of an idea from Hupfield and Welte at the
beginning of the century, with the help of modern technology.
5)Plates, soundboards, string length, tension and soundboard wood
Ron Overs reported on his activity in his repair practice in which he can
obtain better tone in older instruments by moving sections of the bridges

story continues on page 35




The Future of Pianos
and
Piano Technicians

THE

PROBLEM

We have a problem. I am sure
that you are aware that piano sales
have been dropping by about 10% a
year for the past several years. Has
this slowdown hit your business yet?
Maybe yes, maybe no, but we have a
problem. What is happening in the
piano market is only a symptom of a
much larger problem. In the U.S. there
is an alarming lack of interest in
learning music. While everyone enjoys
music, six out of ten Americans have
not attended a live music performance
in the last year! Learning to play
music takes time and effort. Today’s
society is instant: “Got a headache? —
Take a pill and it's gone instantly.” All
our technology is aimed at making
routine tasks easier so they can be
done quickly without as much work
on our part. Learning to do anything
has always taken time but we haven’t
been good at showing our children the
value of taking the time to learn to do
something difficult. In the meantime,
the pace of modern life is such that we
have little time to spend with our kids.
Many countries have family time
when they sit together and sing folk
music. American kids listen to prere-
corded rap music on a Walkman while
in the car with their parents, who are
doing business on the car phone.
Society itself is moving away from
meaningful communication among
people. Is it any wonder that music
would reflect this?

Ron Berry, RTT

Chairman, International Relations Committee

I personally feel a loss that
interest in American folk music has
faded. When I was growing up you
could get a guitar and learn three
chords and produce the music you
heard on the radio. The music was
socially relevant and you felt it was
important. Today’s pop music is so
engineered in the studio that even the
groups that make the music will lip
sync to a tape in public performance.
What does this say to kids about
making their own music? They would
need $10,000 of electronic equipment
to reproduce the sounds they hear. I'm
happy to see that some pop musicians
are returning to acoustic instruments
and more of the simplicity of folk
music. This is hard to do because the

Music
EDUCATION
IN SCHOOLS

music itself must have more substance
when it doesn’t have all the electronic
engineering to dress it up.

A large concern for everyone
in the music industry is the status of
music and arts education in public
schools. The American education
system has been under scrutiny as
American realize that their children
are not as well educated as those in
Japan and Germany, among other
countries. Consequently, there has
been a focus on “back to basics” —
mathematics, science and reading.
This leaves many with the attitude
that music and the arts are merely
unimportant frills that can be cut first
when the budget gets tight. And that
is exactly what is happening. We have
been asking such central questions as
“What do our children need to learn?”
“What is truly basic?” and “How shall
we teach?” Yet, until we focus our
thinking and energy on “Why must

Past President, IAPBT

we educate?” we will miss our
children’s greatest needs. The Na-
tional Endowment for the Arts was
prompted to say, “The problem is
basic arts education does not exist in
the United States today.”

The following appeared in a
special edition of Newsweek:

“Beethoven told one of his pupils
that his own music education had
been sorely lacking. “But,’ he said, ‘1
had talent.” Unlike Beethoven, most
of us cannot triumph over a poor
musical education — and that's
exactly what most American children
get. So poor, in fact, that in 1984, an
informal Musical Alliance poll of 6th
and 10th graders revealed that
though

Beethoven was the composer kids
recognized above all others, only 5
percent know who he was.”

Those music programs that do
exist are left understaffed. A recent
report by the National Association of
Music Merchants found that student-
to-teacher ratios were as follows:

Out of 41 states where figues were
available, South Dakota ranks best
with 151 students for every single
teacher. California ranks last with
1,535:1. Only 15 percent of California
music classes are taught by a quali-
fied music teacher.

So you see that we must focus
on a larger problem. Without new
people learning to play music, piano
sales will continue to decline. If we
tackle the problem of developing
interest in music, the piano business
will grow as a result.

story continues...
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THE

CAUSES

Technicians often feel isolated
from the rest of the music industry. It
is easy to go tune a piano and return
with your money and leave it at that.
But technicians must reach out and
become part of the whole music
community. Technicians and teachers
have the most lasting and direct
relationship with the customers. We
have perhaps a greater committment
to pianos than other parts of the
industry. In the past, we have relied
on manufacturers and dealers to carry
the load of promoting music. It is time
we take the responsibility on our-
selves.

As well as a general slow-
down of piano sales, the U.S. manu-
facturers have faced increased compe-
tition from manufacturers outside the
U.S. Labor costs are less in some
countries than in the U.S., although
U.S. manufacturers have moved to
southern Indiana, Arkansas, Texas
and other states as well as Mexico to
find lower labor costs. Part of this
problem came about in the 1970s
when foreign competition was grow-
ing. While Oriental manufacturers
were making larger verticals at
competitive prices, the U.S manufac-
turers were lowering quality in spinets
to beat the competition. Only recently
have they seen that the change must
be upward toward better quality even
at a higher price. Almost every
manufacturer has stopped making
spinets.

Electronic keyboards hit the
U.S. market in a big way and have
skyrocketed ever since. While some of
these became an extra toy for serious
musicians, they have affected the low-
end piano market. Why pay $1,200 for
a cheap spinet when you can pay $300
for a keyboard? Neither of them
sounds that much like a real piano
anyway. The growth of electronic
keyboards puts a keyboard instrument
into the hands of many people who
would otherwise have nothing. Ask a
good pianist what kind of piano he
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learned on and you will find it was
often one that we would consider
totally unacceptable now. The elec-
tronic keyboard may serve the same
purpose of getting the young musician
started. Then they graduate to the
piano later. It has now surpassed the
guitar as the instrument of choice
among young players. Onc concern |
have about electronic keyboards is
that there is no system in place to help
purchasers learn to play them. Pianos
are generally sold in music stores
which have teachers available. Also
the piano is enough of an investment
that the parents feel the need to make
their children stay with lessons for a
while. The keyboards, however, are
sold at discount stores which don’t
even sell music to play. My concern is
that parents will spend $75 on the
cheapest keyboard. After the child has
not shown much interest on his own
they will then figure that he is not
interested in music and will pursue it
no further.

On a positive note, it seems to
me that keyboard players will be the
musicians in demand in the future.
Already in studio work the orchestra
is replaced by synthesizers. String and
wind players are in a much worse
position than keyboard players. But at
least part of the musical training on
any instrument is transferable to other
instruments. The PTG membership
survey said that 84% of PTG techni-
cians play the piano or another
instrument fairly well or very well. It
is music we need to support in any
form.

Values have changed. While a
piano was considered an important
part of any good home in 1900, a good
stereo and a wide screen TV are the
new status symbols. Pianos do have
the advantage that they hold their
value. The electronic keyboards will
be worthless in a few years because
there will be better units for less
money. There is something sentimen-
tal about pianos and it is hard to
imagine people speaking fondly about
the old DX-7 they had as a child. I
think people respect pianos because
they last so long and carry memories
from one generation to the next.

Our technology and commu-
nications have made us less able to
communicate. Now we talk to phone
answering machines and people hide
behind voice mail systems to be more
“productive.” People go to work with
a walkman on and don't talk to
anyone all day. Computer technology
has now developed “virtual reality”
where you put on TV glasses and
sensors all over your body and enter a
world created by a software designer.
There are positive uses for this tech-
nology, but people may also use it as
yet another escape from the real
world. It seems that human values
have not been able to keep pace with
technology. When it reaches a break-
ing point, attitudes will snap back to a
simpler life style.

Values and public opinion
seem to swing back and forth. People
are now in a fairly materialistic stage
with their focus on getting ahead
rather than the finer parts of life. But
just as the 1960s had a movement
away from technology and material-
ism to a simpler life, we are probably
heading for a similar change of
attitude. I think that every so often
people need to take a break to let
human values catch up with technol-
ogy. When people turn from material
goals, they turn to the arts.

THE

SOLUTIONS

In the U.S. all the organiza-
tions in the music community have
begun working together to solve our
problems. A networking activity has
developed on a national level. The
presidents and executive directors of
national organizations of technicians,
manufacturers, dealers, teachers and
sheet music publishers have been
meeting two or three times a year to
find ways the whole industry can
work together. The National Associa-
tion of Music Merchants organized a
petition drive to show public support
for music in the schools. More than
100,000 signatures were collected. The
NAMM report quoted earlier focused



on the benefits of making music. This
report stresses the importance of
music education in making a well
educated whole person. There have
been studies showing that learning
music helps children become better at
other subjects. Music is beginning to
be better understood as a form of
intelligence, not merely a manifesta-
tion of it. The work of Howard
Gardner developed the theory of
“multiple intelligences.” By intelli-
gence, Gardner means an ability to
create and solve different kinds of
problems. He identified seven basic
intelligences: linguistic, musical,
logical-mathematical, spatial, bodily-
kinesthetic, intra-personal (intelligence
about one’s own feeling life) and inter-
personal (intelligence about human
interactions, temperaments, and
motivations). Since this means that
music can be a way of knowing, it can
become a way of teaching. A brain
researcher, Gordon Shaw, has done
work leading him to believe that when
the brain does certain tasks related to
learning and memory, it reflects a
structure that is “musical” in form,
shape and timing. He believes that we
can use music to examine higher
creative and learning functions which
we could not understand otherwise.
The NAMM report was presented to
the U.S. government committees
studying education. Hopefully it will
make some difference. The one quote
which perhaps sums up the necessity
of arts education was from Susan
Driggers of the Bell South Corpora-
tion:

“At perhaps no other time have
music and arts education been more
important. Apart from their obvious
benefits, music and the other arts
produce critical thinkers, people who
are decision makers. In the informa-
tion age, our company needs
peoplewith critical thinking skills to
analyze data and make judgements.”

Technicians need to be aware
of piano teachers in their cities. PTG
members have found success by
networking with teacher organiza-

tions. They exchange newsletters and
provide technicians to do a program
on piano service for the teachers.
Technicians are often asked if they
know a good piano teacher. By
knowing the personalities of local
teachers, technicians are more able to
match the needs of the customer with
a teacher.

Our industry is small, so we
cannot advertise our way to success.
The amount of money spent on
advertising in the U.S. is around $480
per every man, woman and child. A
budget of $1 million would be less
than one cent per person. So you see
that we must be smart in the approach
we take. Any promotions or advertis-
ing we undertake must be aimed
carefully at our target markets. The
PTG is proposing a dues increase to
spend $50,000 a year on hiring a
professional marketing firm to help us
present a better image of PTG. In the
past, PTG has done some promotions
but they have been unfocused and
lacked continuity.

When we work on instru-
ments that haven’t changed substan-
tially in the last 100 years, it is easy to
think that things will always remain
the same. Compare us to the electron-
ics field where technology changes
daily and technicians have to special-
ize in one small area such as two-way
radio or audio equipment. But the
field of piano technology has changed
and will continue to do so. As piano
sales move from spinets to better
quality uprights and grands, custom-
ers’ demands on technicians will
increase. Piano owners will demand
better tuning and expect technicians to
do full service. High level voicing and
action regulation skills will become
more necessary to the average techni-
cian.

Our various organizations can
do much for the future of piano
technology. PTG is preserving some of
the technical information from the
past by publishing books and hopes to
expand its publications with more. All
of our organizations support techni-
cians by providing technical informa-
tion through magazines, seminars and
conventions. PTG established a

foundation which recently has given a
grant to a university student of
acoustics who is studying the charac-
teristics of piano hammers. This way
we have been able to get someone
from the scientific community to do
research that we could not do our-
selves. Our organizations should focus
on helping technicians develop their
business skills to make their busi-
nesses more efficient. Most technicians
work on their technical skills but
many have terrible business practices.
Many American technicians are using
computers to keep track of customers,
remind them of future service, keep
income and expense records, etc.

We as technicians need to
become involved in our local music
communities. Beside being good for
business this will help strengthen the
music community and help more
people become part of it. Learn to play
something on the piano when you are
finished tuning. Many customers
never get to hear what the piano can
sound like. Even good pianists like to
hear their piano from a distance. We
are teaching people about the love of
music and the best way to do that is
for them to see it in us. Support public
performance either by buying adver-
tisements or just by attending. Start
networking with other local associa-
tions in the music industry.

We need to become advocates
for public music education. When
sports programs are about to be cut,
parents come to the school in anger to
see that they are saved. But when
music programs are to be cut, we sit
back and say “isn’t it too bad.” We
must make school officials aware of
the importance of arts education.

The current decline of the
piano business will continue unless
we all work to prevent it. Technicians
tend not to be concerned because the
slowdown has not hit our part of the
business yet. So what if dealers aren’t
selling much? There are still millions
of old pianos to sell and repair.

We need to act now before our
part of the business slows down. I feel
that it is much more difficult now for a
technician to get started that it was
even 10 years ago. A recent survey of
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PTG membership showed that 43% of
those who respond to a question about
outside income noted that more than
50% of their household income came
from non-piano activities. Part of this
means that their wife or husband
works also, but I was surprised that
the figure was so high. If the business
slows down more this trend will
continue. I feel that those of us who
are full time piano technicians have
more time and energy to become
better technicians. If economics
become such that piano tuning could
be only a part time profession, 1 feel
that the level of service would decline.

Probably the worst thing we
can do at this time is nothing. It is
public apathy about pianos, piano
service and music in general that is
causing the problem. We know that
the piano is something very special
which can enrich the lives of those
who play it. It is one of the few
instruments which can play music of
any kind. A symphony can be repro-
duced for piano, so can vocal, choral
or other instrumental music.

Elitism and jealousy among
ourselves will surely bring us all
down. Dealers have been operating in
a survival mode for several years and
therefore sometimes acted more in
desperation. They cut down each
other and explain why they can sell

PIANO
SERVICE

A DRYBURGH
!

distributors of
Satellite City Hot Stuff
adhesive products
1-800-GLUE ALL

ask for our complete guide of
piano applications

10% discount on first order
when you mention this ad

their piano for a few dollars less than
their competitor. They need to work
together to tell people why anyone
would want to buy a piano in the first
place. The music industry spends its
energy fighting over pieces of a
shrinking market while ignoring ways
to make the whole market bigger.
Educating the public about general
piano quality upgrades the business
with high pressure tactics. Of course
technicians must realize that manufac-
turers make pianos to meet various
price points and the piano must be
judged for relative value. Too many
technicians are quick to condemn a
piano because it doesn’t meet the
standards of a seven-foot grand.
Present the facts and let the customer
make his or her own decision. Do you
always buy a Mercedes because it is
one of the best cars made, or do you
decide what quality level you can
afford and look for the best value in
that range?

THE

CONCLUSION

We are in a unique business
which offers a freedom that few jobs
have. The fact we take a piano from a
starting point to an ending point and
see the improvement we have made
gives us satisfaction in a job well done.
The PTG membership survey rated
flexible schedule, challenging work,
tangible results and client appreciation
high as what we like about our work.
Listed as much less important were
job security, income and prestige. We
are doing something that gives people
enjoyment and enriches their lives. Let
us take our love of music and the
piano and show others why we love it.

I will leave it with a quote
from American composer, Aaron
Copland:

“So long as the
human spirit thrives on
this planet, music in some living
form will accompany and
sustain it and give it
expressive meaning.”

SPURLOCK SPECIALTY ToolLs

Damper Felt
Cutting Block

» Beautiful hardwood, lacquered

+ Two “V” and one square groove fit

single, bichord and trichord felts
+ Cuts perfectly clean, square ends
using single-edged razor blade in

thin blade slot
Catalog Available

order by phone—most orders shipped within 24 hrs.

(707) 452-8564

3574 CANTELOW ROAD -

VACAVILLE,

$16.50

CALIFORNIA 95688
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National Meeting of the Australian Piano Tuners—continued from page 30

and correspondingly fitting the
strings.

6) Damper springs and touch

Walter Haase explained the influ-
ence on touch because of the
damper springs and the weighing
off of the springs on a piano.

7) Gluing up new grand dampers
Lynton Luff demonstrated on a
model he had brought along with
him how he successfully replaced
grand damper felts without remov-
ing and reinstalling damper heads
and wires. He cuts the felt off and
pushes the new felts between the
strings and the damper head, thus
keeping the damper automatically
in the right place to the string.

8) Use of materials for grand building
and action making.

Here, I mentioned the use of materi-
als used for building Steinway
instruments. The touch (as technical
and psychological phenomena) as
well as the development of the
action which was a separate topic.

Between classes there was
ample opportunity to get involved
in private conversations. There was
also plenty of time for socializing. A
nighttime trip on a ship into the
Perth harbor with an evening meal
aboard was the high point of the
social part. Humorous additions to
the program from participants and a
raffle added to the richly varied
program.

Up to now, not all of the
state organizations belong to the
national association. There is an
effort in progress to integrate all the
regional associations into one
national association. At present
there are four regional associations
with over 200 members: New South
Wales, Queensland, Victoria and
Western Australia. Southern Austra-
lia has not yet made up its mind on
joining the national umbrella
organization. The Association in
Victoria met on week later in
Melbourne, celebrating its 10th year
in existence. I was invited to that
meeting as well.

THE STATE

THE LAND

OF THE PROFESSION

AND ITS PEOPLE

Australia doesn’t have any
regulated apprentice training, in our
(the German) sense. They distinguish
between the tuner and the technician.
Many have learned to tune only, some
even taught themselves. The disad-
vantage for learning to become a
tuner-technician is that Australia
doesn’t have piano factories or larger
workshops to take care of necessary
training. Almost all tuners and
technicians are independent and work
for themselves with the exception of
institutional employees. Trained
experts as we know them came mostly
from England or European countries.
There are experts who perform
excellent work but also many inexperi-
enced less-qualified piano tuners and
technicians. The association tries to
distance itself from the inexperienced
people by means of a qualifying
examination. On the other hand, the
association finds it difficult to set a
suitable standard for themselves.
Their monthly publication “The
Tuners Voice” has information for the
members and good suggestions are
passed on. There are relations with the
association from New Zealand. There
are some attempts too for contacts
with the American PTG.

Australia is a giant land with
rich natural resources and ideal living
conditions, but scarcely 17 million
inhabitants. Cities have a blooming
musical life. In spite of a current
domestic recession, this year nearly
7,000 uprights and more than 1,100
grands were imported. The lion’s
share falls to the Asian products with
3,253 Japanese uprights and 695
grands as well as 2,402 Korean up-
rights and 295 grands. The large
distances within the country and the
remoteness of other continents make
the people uncertain. Many in Austra-
lia believe that their homeland is not
as well acknowledged as other coun-
tries and that it is economically and
politically insignificant. In addition,
this makes the market conducive to
being flooded by Asian firms with
good business instinct. It is hoped that
Australia, after receiving its indepen-
dence as an English colony, will not be
drawn into a new dependency. What
earlier was obtained with weapons is
done today with the help of money.
An apparently unstopppable way?

B
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AUXILIARY

EXCHANGE

This is the month to begin to
carry out all those self-improvement
New Year’s resolutions which were
made just a short while ago! One that
is tops on my list is to double check
and be sure my PTGA dues have been
paid. Life goes by very rapidly in my
little corner of the world here in High
Falls, New York. There are times I've
had something in mind to do for so
long, that I think I've already accom-
plished the necessary action. If you are
“living life in the fast lane” too, glance
in your checkbook to see if you are
paid up and ready to have the annual
convention fun in Sacramento with the
PTGA when July 1992 comes zipping
up. Remember, registered PTGA
members pay less!

Another resolution I have
considered adding to my list is to try,
in some subtle way, to discover
whether or not an appointment made
with a new customer will bein a
heated house! One thing can be said
about our tuning excursions - they are
always different!

There were three people in the
home of one of our most recent
appointments whose native language
was Chinese and only one-and-a-half
of them spoke English. The one-half
was a four-year-old boy, who spoke
English quite well, but was very much
engaged with the TV set in another
room. A cold coal- and wood-burning
stove mocked us from the kitchen
since it was not burning on this chilly
day. No one would know for another
week, when the former owner was to
arrive, how to light the furnace which
promised to provide future heat.

Grandma was all smiles and
very friendly. She spoke to me at great
length in a very confiding way.
Unfortunately, I neither spoke nor
understood Chinese! The boy’s
mother, who was Grandma’s daugh-

ter, had to leave for work and there we
were! It was 40 degrees outdoors;
there was a blustery wind to boot and
Grandma, wearing a heavy quilted
coat, donned a ski cap for added
comfort while we went to work.

The piano was a 20s upright,
donated by the former owner of the
house and suffered from unglued jack
flanges—four of them! I found myself
kneeling on an ice cold dining room
floor helping “my tuner” seat the
flanges in the glued areas, while the
parts danced everywhere but into
position. My reward for completing
this phase of the project was to be
seated and permitted to read the
latest, brought from home, National
Geographic, while hubby tuned.
Sitting and reading was worse for the
circulation in the prevailing cold. I
must confess that the daughter was
kind enough to provide hot coffee and
cookies before she left, but we would
have “abandoned ship” long before
this stage if we weren’t so far from
home.

I'have never been so thankful
for my wonderfully functioning car
heater! We did thaw out in time. We
did leave the piano in much better
shape than it was when we arrived,
but we'll probably never return to that
address where the vintage glue could
release yet more of the pesky flanges.
And to think that in Hong Kong, the
lady of the house complained, ere she
departed, the tuner came and made
any repairs to their Yamaha for free!

So go the “perils of Arlene
and Bill.” We hope you all fare better
than this and please, have a happy,
happy New Year. We are going to
make a special effort in this direction
and in our big resolution to keep as
warm as possible this winter of 1992.

Arlene M. Paetow, President




FROM
YOUR
EDITOR

The October PTGA President’s
message made reference to the ques-
tionnaires filled out at the Philadel-
phia convention and some comments
made about the unfriendly reception
some people felt they received from
other PTGA members. Luellyn Pruitt,
who is now a staunch supporter of
PTGA and a past president of our
group, was kind enough to send the
following comments on the topic.
Thank you Luellyn for taking the time
to respond. These exchange pages are
an open forum for our membership.
Please be assured that all submissions
will be published. I do need to some-
times edit for space, etc., but I try very
hard to maintain the “flavor” of the
article.

FrROM
LUELLYN PRUITT

I'read with a sense of recogni-
tion and empathy the report of some
guest who felt snubbed at the auxil-
iary convention in Philadelphia. It has
been quite a few years since I was in
that position, but remember vividly
going on a ladies tour during one of
the last mid-winter conventions of the
Guild and being totally ignored. The
next summer my husband took me by
the hand and lead me to the auxiliary
registration table and “joined” me.

After that, although I was not
necessarily nor automatically a
member of the group, it was easier.
Doing the first thing I was asked to do
(installation of officers) pushed me
through the gap.

Some of us are just not joiners
by nature. Neither are we extroverted
enough to overlook the close-knit

camaraderie of others who have been
together in many situations, many
times. At times this camaraderie can
be carried to such extremes as to
exclude non-members.

On the other side of the coin,
it is possible that the ladies who felt
slighted made a genuine effort to meet
others and become part of the group.
If so, we all need to apologize to them
and pledge to do better.

Perhaps we just think we
make enough of an effort to invite
spouses and friends to join the auxil-
iary. If we are really lax in that regard,
show us up by taking the initiative
and joining. We really don't bite!

members include Rose Tomko, Sharon
Williams and Donna Connell. We see
great things ahead for this chapter.
With dynamo Sue Speir in the chapter
who is our Newsletter Editor, they
can’t help but be an asset to the
Auxiliary.

We welcome both Chapters
with open arms and a lot of love
thrown in!

Ivagene Dege,
PTGA Recording Secretary

OHIO STATE

CONFERENCE

OURTwoO

NEWEST CHAPTERS

Hurrah for the two newest
chapters in our PTG Auxiliary. We are
so proud of them.

The first chapter, South
Eastern Pennsylvania, was formed
September 10, 1990. They immediately
started working with the National
PTGA President, Arlene Paetow,
making plans for the 1991 Convention
in Philadelphia. And what plans they
were! The trip to Atlantic City for
those arriving early was their idea.
The ladies helped man the registration
table and were so friendly and helpful
throughout the convention.

We can’t thank Pres. Joyce
Helzner, V.P. Fran Milanse, Sec.
Marilyn Raudenbush and Treas.
Sandy Hartman enough for all their
hard work. By July 1991 they had a
new slate of officers. They are Pres.
Marilyn Raudenbush, V.P. Sandy
Hartman and Sec./Treas. Joyce
Helzner. We are so looking forward to
working with them in the future. They
are a great chapter and an asset to our
Auxiliary.

The second chapter is our new
Dallas Chapter formed in January
1991. This was such good news given
to us at our Council meeting. The
charter application was found and
presented to their Treasurer Sue Speir,
who was taking it home to their
President, Rhonda Speir, and Secre-
tary, Edith Mullen. Other charter

I received a nice note from
Ginny Russell concerning the activities
for the Auxiliary at the Ohio State
Conference held in Columbus, Octo-
ber 3-6, 1991.

This year the Ohio State
Conference was held at the Truman
Hotel. the leaves were displaying
beautiful hues of autumn as 11 happy
spouses gathered for a fun filled
weekend together. Norma Moon and
Ginny Russell headed south from
Cleveland to view the Ohio Theatre
restoration; Helen, Lynette and Jason
Hollingsworth, age 3, arrived from
Dayton to enjoy the classes and
information; Joannie Morris and Doris
Zimmerman drove from Illinois for
the shopping and the brewery tour;
Marilyn Orr, East Liverpool, OH,
Phyllis Tremper, KY, Zee Hawkins,
MD, and Julie Berry, IN, were all
looking forward to the classes and
Marilyn Ritchie was our Columbus
hostess, ably assisted by Kim Fippin.

Ginny reports that the classes
were interesting and educational, the
shopping spree was fruitful and the
tour of the recently refurbished Ohio
Theatre was very enjoyable. It also
sounds as if the food was a high
priority. That’s always one of the
added bonuses to attending the PTGA
event—almost everyone seems to
enjoy a nice meal with friends, both
new and old!

If you have a minute, jot down
some of the highlights (and even some
of the problems) from PTG/PTGA

continued page 40
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November 1991
Membership

[ NEW MEMBERS —l

REGION 1

CHAPTER 078—
NEW JERSEY, NJ

DAVID H. ESTEY
4 Perrelli Lane
Oak Ridge, NJ 07438

DON R. JENNINGS
181 Hamilton Ave.
Glen Rock, NJ 07452

CHAPTER 101
NEW YORK CITY,
NY

SIMEON N.
MAYNARD

2130 Tiebout Ave.
#103

New York City, NY
10457

CHAPTER 111
LONG ISLAND-
NASSAU, NY

HARRIET M.
LIPMAN

219 Raff Avenue
Floral Park, NY 11001

CHAPTER 131
SYRACUSE, NY

CHARLES A.
COVILLE

R.D. 4, Box 61A
Rome, NY 13440

MATTHEW T.
LOMBARDO

165 North Ridge Dr.
Central Square, NY
13036

CHAPTER 151
PITTSBURGH, PA

WESLEY C. GILL
248 Gill Road
Apollo, PA 15613

REGION 2

CHAPTER 201
WASHINGTON,
D.C.

JAMES A. WESTON
Rt. 227,

P.O. Box 155

Bryans Road, MD
20616

CHAPTER 331
SOUTH FLORIDA,
FL

FRANCISCO
MORALES

Ave. Dr. Harris, #25
San German PR
00753

REGION 3

CHAPTER 727
NORTHWEST
ARKANSAS, AR

BARRETT A.
JOHNSON

402 S. Cherry St.
Sallisant, Ok 74955
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CHAPTER 771
HOUSTON, TX

DAVID J. GEIGER
11118 Melba
Houston, TX 77041

STEVEN C.
LINDQUIST

9441 W. Sam Houston
Pkwy. S., Suite 110
Houston, TX 77099

CHAPTER 787
AUSTIN, TX

MIKE POPE
1813 Cedar Ave.
Austim, TX 78702

REGION 1

CHAPTER 441
CLEVELAND, OH

GERALD M.
PALUCK

2710 Daisy Ave.
Cleveland, OH
44109

CHAPTER 601
CHICAGO, IL

RICHARDSS.
SUWINSKI

602 W. Third St.
Elmhurst, IL 60126

REGION 5

CHAPTER 631
ST. LOUIS, MO

WILLIAM H.
TREFTSV

410 County Hills
Dr.

Rock Hill, MO
63119

CHAPTER 683
NEBRASKA, NE

KEITH A. BYRKIT
802 N. Harvard
PO Box 248
Harvard, NE 68944

CHAPTER 803
BOULDER, CO

JOHN W. CASTLE
PO Box 203
Guernsey, WY 82214

JAMES GRAVATT
4086 Greenbriar Blvd.
Boulder, CO 80303

REGION 6

CHAPTER 926
ORANGE
COUNTY, CA

NORMAN ].
ROBERTS

1454 Deauville Place
Costa Mesa, CA
92626

‘ Reclassifications y

REGION 1

CHAPTER 021
BOSTON, MA

ROBERT A. SNOPE
323 Petham Road
Ambherst, MA 01002

REGION 2

CHAPTER 223
NORTHERN
VIRGINIA, VA

THOMAS V.
JOHNSON

7102 Stonebrook Cr.
Sanford, FL 32773

REGION 3

CHAPTER 741
TULSA, OK

ROBERT S. KERR
3507 E. Jasper St.
Tulsa, OK 74115




January 3-4, 1992

February 21-23, 1992

March 6-8,1992

March 14, 1992

March 27-29, 1992

April 2-4,1992

April 3-5,1992

April 11, 1992

April 24-26, 1992

May 1-3, 1992

July 22-26, 1992

Arizona State Convention

Aztec Inn, Tucson, AZ

Contact: Bob Anderson, 5027 E. Timrod Street,
Tucson, AZ 84711 (602)326-4048

California State Convention

Red Lion Hotel, Ontario, CA

Contact: John Voss, 2616 Mill Creek Road,
Mentone, CA 92359 (714) 794-1559

Mid-America Workshop and Tool Show
Hilton Northwest, Oklahoma City, OK
Contact: Gary Bruce, 1212 NW 183rd,
Edmond, OK 73034 (405) 348-3213

Bluegrass Tuning Seminar
Transylvania University, Lexington, KY
Contact: Fred Tremper, 413 Skaggs Road,
Morehead, KY 40351 (606) 783-1717

Central West Regional Seminar

University of Minnesota, Minneapolis, MN
Contact: Paul Olsen, 3501 Adair Avenue North,
Crystal, MN 55422 (612) 533-5253

Pacific Northwest Regional Conference
Inns of Banff Park, Alberta Canada
Contact: Otto Keyes, Box 2415,
Canmore, AB TOL OMO (403) 678-4169

Pennsylvania State Convention
Ramada Inn, West Middlesex, PA
Contact: Gary Nelms, RD7, Box 7281,
Mercer, PA 16137 (412) 346-4876

Los Angeles Chapter Annual Seminar

La Canada Pres. Church, La Canada, CA

Contact: Jon Longworth, 6926 Billingham Avenue,
N. Hollywood, CA 91605 (818) 982-2431

New England Eastern Canada Regional Seminar
Crowne Plaza, Natick, MA

Contact: Christine Lovgren, 39 N. Bennet Street,
Boston, MA 02113 (617) 227-0155

Florida State Seminar

Ocean Manor Resorts, Fort Lauderdale Beach, FL
Contact: Bob Mishkin, 1240 NE 153 Street,

North Miami Beach, FL 33162 (305) 947-9030

35th Annual PTG Convention & Technical Institute

Hyatt Regency, Sacramento, CA,
Contact: PTG, 4510 Belleview, Suite 100,
Kansas City, MO 64111 (816) 753-7747

COMING EVENTS
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auxiliary from page 37...

events you may have attended and
forward them to me. I think that
everyone enjoys reading about what
other people have done at their
conferences. It not only creates interest
in attending the conferences, it also
may provide information to anyone
involved in planning an upcoming
event.

A TIMELY

Tip OR TWO

Phyllis Tremper, our Vice
President and faithful contributor
forwarded the following tips for
protecting valuable possessions.
Perhaps as you contemplate your list
of chores to tackle during the winter
doldrums you might like to add these
to the list.

How many pieces belong to
the set of china you inherited? What is
the model number of your washer,
dryer and other major appliances?
These may sound like trivial ques-
tions, but the answers would be very
important in the event of a burglary or
devastating disaster at your house.

A household inventory is a
good way to keep track of these not so
trivial facts. Go through your home
room by room and record make,
model and serial numbers of the
expensive items as well as anything
valuable to your family such as
heirlooms, antiques, etc. Pictures
really are “worth a thousand words”.
Especially with those items that don’t
carry a serial number, a picture can
prove invaluable in case you need to
file a claim. (Perhaps this would be a
great use for that video camera you
received last Christmas! You can
videotape your possessions and
narrate therefor eliminating the need
to write all the information down!)

Once you’ve completed the
inventory make sure you store it in a
safe place AWAY from your home
such as a safe deposit box or with a
relative, and update the information
every year.

Phyllis also suggests that instead
of putting cartons (from valuables you
may have purchased or received for
Christmas), at the curb for the trash
collector, dismantle the boxes and RE-
CYCLE if possible. This way anyone
passing by won’t know what new “good-
ies” you may have in your home..

I RESOLVE...

It’s resolution time again. As
PTGA members I would like to invite
you to add to your list a little and
resolve to 1) send your dues to Phyllis
Tremper right away; 2) pencil in a trip
to Sacramento in July and start saving
the loose change lying around for
“mad money” to use shopping in Old
Sacramento at all the interesting
shops; 3) see if you can’t think of a
tidbit or two that you might like to
submit to the exchange.

HAPPY NEW YEAR!

NOW AVAILABLE . atrer an
absence of over hall a century!

(Varnish-Apply Dupiex Paper)

* SOUNDBOARD DECALS

Available at piano supply houses
woridwide... OR:

PRO PIANO 3915 18th Street
$an Francisco, CA 94114
Telephone “5/521 1210

2BV 0y
%6& L

DIXIE PIANO SUPPLY
We carry Dampp-Chaser Products.
Great Service ¢ Great Prices
Fast Delivery
Ask for Buddy Gray (205) 345-1296

EXPAND PROFIT POTENTIAL...

TURN TUNING WORK INTO MORE BUSINESS...
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CLASSIFIED

Classified Advertising rates are

35 cents per word with a $7.50 minimum.
Full payment must accompany each
insertion request. Closing date for
placing ads is six weeks prior to the
month of publication.

Ads appearing in this publication

are not necessarily an endorsement of the
services or products listed.

Send check or money order (U.S.

funds, please) made payable to Piano
Technicians Journal, 4510 Belleview,
Suite 100, Kansas City, MO 64111.

FOR SALE

BUMPER STICKER. “Piano Tuners
Still Make House Calls.” Two-color,
graphics. $3.50 to B.S.E.; P.O. Box
93297, Rochester, NY 14692. MC/
VISA orders, (716)-473-0300.

WEBER CONCERT GRAND, Circa
1870 needs whippens and hammer
assemblies. Write Dan Gill, 24 Carruth
Street, Dorchester, MA 02124.

HANDCRAFTED SOUNDBOARDS
BY Nick Gravagne. Ready to install
crowned boards or semi-complete.
Your choice. Ordering and installa-
tion, instructions $15.00. 20 Pine
Ridge, Sandia Park, NM 87047. 5(05)-
281-1504.

CUSTOM PIANO COVERS made to
your specifications. Perfect for any
storage or moving situation. All work
guaranteed. Also available, many gift
items. Send for free brochure and
samples. JM FABRICations; 902 185th
Street Court East, Spanaway, WA
98387. (206)-847-6009.

KORG MT1200 TUNER. $275 (list
$360) Hears A0-C8*. Plays C2-B5.
Shows pitch, note, octave. Can pro-
gram calibration, temperament. KORG
AT12 TUNER. $155 (list $225). Song of
the Sea. 47 West Street, Bar Harbor,
ME 04609. (207)-288-5653. Brochures.

SANDERSON ACCU-TUNERS. New
and used. Bob Conrad, (800)-776-4342.

DON'T LEAVE HOME without your
bottle of Pearson’s Super Glue ($3.25)
or your tungsten carbide sanding file
($7.00). Rapidly becoming an essential
part of every technician’s bag-of-
tricks. (Postage extra). Steve Pearson
Piano Service; 831 Bennett Avenue,
Long Beach, CA 90804. (213)-433-7873.

“COMPONENT DOWNBEARING
GAUGES (bubble type) give readings
in degrees (string angle) and thou-
sandths of an inch (dimension).
Available at supply houses. Box 3247,
Ashland, OR 97520.”

SANDERSON ACCU-TUNERS from
Authorized distributor. Tuning lever
note switch for Accu-Tuner: $35/
coiled cord, $30/straight cord. Con-
signment sale of used Accu-Tuners
and Sight-O-Tuners for new Accu-
Tuner customers. Call for details. Rick
Baldassin. (801)-292-4441, (801)-374-
2887.

BUCKSKIN FOR RECOVERING
grand knuckles and backchecks,
upright butts and catchers. The
“original equipment” supplying the
industry for 140 years. Richard E.
Meyer & Sons, Inc.: 11 Factory Street,
P. O. Box 307, Montgomery, NY 12549.
(914)457-3834.

PIANOS FOR SALE-Spinets, consoles,
studios, grands. One or a carload.
Excellent brand names. As is or
rebuilt. Lowest possible prices. Owen
Piano Wholesalers; 2125 W. Washing-
ton Boulevard, Los Angeles, CA
90018. telephones (213)732-0103,
(818)883-9643.

WE HAVE OVER 50 top quality used
instruments ready for sale. New
pianos always discounted. Steinways,
Reproducers, Art Cases. Attention! For
the moment at least, we can still do
noncompliant hand rubbed lacquer
finishes at regular prices! Call Steve
Schroeder, Hewitt Pianos: 13119
Downey Ave., Paramount, CA 90723.
(301)923-2311.

WONDERWAND: TRY THE Tuning
Lever you read about, hear about and
see at Seminars. Enjoy Less Stress,
Better and Faster Tunings: $50.00 p.p.
Charles P. Huether, RTT; 34 Jacklin
Court, Clifton, NJ 07012-1018.
(201)473-1341

HIGH TECHNOLOGY LUBRICANTS.
Protek (CLP) Center Pin Cleaner
Lubricant. Field tested at Tanglewood
Music Festival on pianos in outdoor
environments. Excellent for treating
verdigris action centers. Unequaled in
performance and longevity. Contains
no Silicones. *NEW** PROTEK Multi
purpose lubricant (MPL-1)
Flouropolymer grease type lubricant.
Clean, non-toxic. Exceptionally long
life span. Protek products available at:
Ford Piano Supply; 4898 Broadway,
New York, NY 10034. (212)569-9200.
Pianotek; 214 Allen, Ferndale, MI
48220. (313)545-1599.

STEINWAY PLAYER. 52" upright
with 40 Duo-Art rolls and matching
bench-very rare condition. Serial
#180332. Asking $12,000. Alan Pierce;
9580 N.W. Cormnell Road, Portland, OR
97229. (503)292-3959.

RELIABLE ACCU-TUNER
NOTESWITCH! One year guarantee!
Includes coiled cable, thumb switch
and attaching hardware. Left-handed
switches available! $40.00. Dean
Reyburn, RTT, Reyburn Piano Service;
9605 Pine Island Drive, NE, Sparta, MI
49345. (616)887-0191.
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CUSTOMER BROCHURES COVER
piano information, history, care, new
pianos, tuning, regulating and tone
regulating. Write for sample copy and
prices: Three Rivers Piano; 1052 South
Fork Drive, River Falls, WI 54022.

THE MOST ECONOMICAL precision
key bushing cauls on the market.
Although quality and selection have
steadily improved, price is still just 25
cents each after 5 years and 150,000
sold! All sizes in stock all the time,
custom sizes usually within one week
at no extra charge. Phone orders
welcome. Immediate shipping.
Spurlock Specialty Tools; 3574
Cantelow Rd., Vacaville, CA 95688.
Phone/FAX (707)452-8564.

NEW PRODUCTS: JAPANESE pull-
stroke saws cut like no other hand-
saws for the shop and unique 2 in 1
CUTTERSAW saw & knife combo for
the tool kit. DAMPER FELT CUTTING
BLOCK for a perfect job when cutting
damper felt to length, uses razor blade
or Cuttersaw knife. Carbide
SOUNDBOARD ROUTER BIT, turns
cracks into perfectly machined
grooves for precise fitting of shims,
includes 13-page manual. Free bro-
chure of all items, Spurlock Specialty
Tools.

WANTED |

WANTED!! DEAD OR ALIVE:
Steinway uprights and grands.” Call
collect; Ben Knauer (818)343-7744.

STOLEN PIANO—"MELODRIPO”
64-key acoustic piano 4'x3'x2’, with
“Helpinstill Magnetic Pick-up Sys-
tem”, Serial #200727, stolen from
Union Square, San Francisco, CA 11/
24/91. San Francisco Police Case
#911597936. If seen please contact,
Jonny Hahn, Street Performer, 3657
Dayton Avenue N., Seattle, WA 98103.
(206)633-0388.
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“I WILL PAY from $100.00 to $5,000
finders fee for the following pianos
and related items: A. Steinway Ex
Duo-Art player, art carved case; B.
Mason & Hamlin Ex Duo-Art player
in any case; C. Art carved case of
Mason & Hamlin, Chickering or
Knabe, player or regular grands;
Ampico or Duo-Art player mechanism
or parts; E. Ampico or Duo-Art player
rolls. Please call Jim Brady COLLECT.
(317)259-4307.”

1900 OR NEWER Steinway Model “D”
IN ANY CONDITION except no
cracks in plate, for total rebuild
project. Must be dirt cheap. (914)271-
5855.

STEINWAY UPRIGHTS AND
GRANDS, any condition. Call Karen
Bean, Piano Finders. (510)676-3355.

SIGHT-O-TUNER WANTED: State
condition and serial. With accessories?
The String Craftsman. Towne
Conover, 203 Main Street, Acton, MA
10720. (508)263-8742.

TUNING SCREW ASSEMBLIES for a
Mason & Hamlin screw stringer. Call
collect. (817)785-2752.

HIGHEST FINDER'S FEE paid for
successful purchase of STEINWAY OR
MASON & HAMLIN EX-PLAYER
GRAND. Please call me collect at
(612)824-6722 anytime. Grant Leonard,
401 W. Lake Street, Minneapolis, MN
55408.

SERVICES

PIANO KEYS RECOVERED-52 whites
with .075 tops with fronts=$70.00; 36
sharps-$35.00. Pre-paid or an open
account-your choice. Average three
working days turn-around time.
Money-back guarantee. Send UPS or
Parcel Post. We return UPS. 6 years
experience. Kreger Piano Service; Rt.
1, Box 693-T, Ottertail, MN 56571.
(218)367-2169.

SIGHT-O-TUNER SERVICE: Repairs,
calibration & modifications. Fast,
reliable service. Richard Weinberger,
18818 Grandview Drive, Sun City
West, AZ 85375. (602) 584-4116.

RESTORATION OF CARVED WORK,
turnings, inlays and marquetry,
including repair of existing work and
reproduction of missing pieces. Edwin
Teale, 19125 S.W. Kinnaman Road,
Aloha, OR 97007. (503) 642-4287.

PLATING-PIANO HARDWARE.
Stripping, buffing and NICKEL
plating, with hinges up to 60" lengths
$125-$225/set, depending on quantity
of parts included. Enclose packing list
indicating number of screws with
description and quantity of items.
REFERENCES AVAILABLE. COD
delivery in 2-3 weeks. A.R.O.M.
throughout the U.S. A.! We will serve
you with quality & reliability.
CRAFTECH ELECTROPLATING;
#46R Endicott Street, Norwood, MA
02062. (617) 769-0071 days, (617) 469-
9143 evenings.

BRASS ON IVORY-Piano hardware
refinished, repaired-stripped, buffed,
lacquered. References available.
Delivery 2-3 weeks. $110 per set. 302
Linden Avenue, Edgewater, MD
21037. (301) 798-6536.

ACCORDIONS REPAIRED/TUNED.
Full-service accordion speciality shop.
Sale of new/used instruments, parts,
straps, cases, music, accessories. MID-
AMERICA ACCORDIONS; 303
Highland Drive, Richmond, IN 47374.
(317)966-2711.

TRAINING

PERKINS SCHOOL of Piano Tuning
& Technology. Since 1962. Courses
offered: Tuning & Repairing, Grand &
Player Rebuilding. Write or call for a
free catalog. Licensed by the Ohio
State Board of School and College
Registration. 225 Court Street, Elyria,
OH 44035. (216)323-1440.




NILES BRYANT OFFERS two home
study courses: Electronic organ
servicing: newly revised. Covers all
makes and models-digital, analogue,
LCT’s, synthesizers, etc. Piano Tech-
nology: Tuning, regulating, repairing.
Our 87th year! Free booklet: Write or
call NILES BRYANT SCHOOL; Dept.
G, Box 19700, Sacramento, CA 95819.
(916)454-4748 (24 hrs.).

THE RANDY POTTER SCHOOL of
Piano Technology-Home study
programs for beginning students,
associate members studying to up-
grade to Registered Tuner-Technician,
and RTT’s wanting to continue their
education. Tuning, repairing, regulat-
ing, voicing, apprentice training, and
business practices. Top instructors and
materials. Call or write for informa-
tion: Randy Potter, RTT; 61592 Orion
Drive, Bend, OR 97702. (503)382-5411.
See our ad on page 3.

VIDEOS

VICTOR VIDEO TAPES: 1). Piano
Tuning-$175.75; 2.) Rebuilding the
Grand Piano-$225.75; 3.) Grand
Regulating-$175.75; 4.) Keymaking-
$124.75; 5.) Soundboard Replacement
System-$94.75. The Piano Shoppe, Inc.;
6825 Germantown Avenue, Philadel-
phia, PA 19119. (215)438-7038.

SOUNDBOARD REPLACEMENT
SYSTEM. Complete removal instruc-
tions on video tape-$94.75. Custom
boards shipped ready to install. The
Piano Shoppe, Inc; 6825 Germantown
Avenue, Philadelphia, PA 19119.

(215)438-7038.

PROMOTE PIANO PLAYING and
add income! When tuning, share
information on the nationally ac-
claimed Sudnow Method, an adult,
home-study tape course. From the
start play old “standards” with
professional chords, without notes.
Easily learned. Good profits! 1-800-
658-7250.

VERTICAL PIANO REGULATION
Step-by-step, professionally produced,
video instruction in how to regulate
the direct blow, vertical piano action-
written and presented by Doug Neal,
Instructor of Piano Technology,
W.LT.C.C. $79.95 per copy, VHS -
printed transcript sold separately at
$10 per copy-Send order to: Piano
Technology Educational Materials, .
3133 Summit, Sioux City, IA 51104.
Orders must be prepaid.

BOOKS

“LET’S TUNE UP”-Hardback 1st
Edition only $17.50 per copy. Paper-
back, 2nd Edition still available per
copy $17.50. No immediate plans for
another printing. Make checks payable
to John Travis, 8012 Carroll Avenue,
Takoma Park, MD 20912,

THE GUIDE, a source of information;
procedural, technical and hourly. Fits
a shirt pocket. $10.00 postage paid.
Newton J. Hunt, Piano Tuner-Techni-
cian, 74 Tunison Road, New
Brunswick, NJ 08901. (908)545-9084.

“A GUIDE TO RESTRINGING”-
Paperbacks $16.50 plus $1.50 for
postage and handling. Hardbacks
$21.50 plus $2.00 for postage and
handling. Order today. Sorry, no
COD'’s. Make check or money order
payable to: John Travis, 8012 Carroll
Avenue, Takoma Park, MD 20912.

HELP WANTED

PIANO TECHNICIAN POSITION
available at West Virginia University,
Morgantown. Full-time, 12-month
appointment with benefits. For
information: C.B. Wilson, (304) 293-
4091, Ext. 150.

—  am

COLEMAN-DEFEBAUGH

Video Cassettes
sAural & Visual Tuning
Pitch raising, temperament, setting, beat counting,
Sanderson Accu-Tuner, etc.

$79.50

*Grand Action Rebuilding $79.50

H. hanks & flanges, wippens, key  bushing,
backchecks, etc.
*Upright Regulation $65.00

Troubleshooting, refelting, etc.
¢Beginning Piano Tuning $55.00
*Grand Action Regulation §79.50
*Voicing $79.50
sExploring the Accu-Tuner $55.00
VHS or Bets (808) 273-4273

Superior Instruction Tapes
220 Shirey Lane
Palmdale, CA 93351
PIANO TECHNICIANS GUILD

is proud to offer a selection of
technical books published by the
Piano Technicians Guild and the
Piano Technicians Guild Foun-
dation Press. Currently available
are: “The Calculating Techni-
cian”, by David Roberts-Key to
string scale design ($13); “The
Piano Action Handbook”, by
Randy Potter-Regulating specs
for 132 pianos and more ($8-
members/$10-nonmembers);
“Piano Parts & Their Functions”,
by Merle Mason-The complete
piano nomenclature book
($10.50-members/$15.50-
nonmembers); Journal Indexes:
“Classified Index”, compiled by
Merle Mason and covers prior to
1979 ($50-members/$60-
nonmembers); “Classified Index
Supplement”, compiled by
Merle Mason and covers 1979-
1983 ($12.50-members/$15.50-
nonmembers); “Cumulative
Index Supplement”, compiled
By Danny Boone and covers
1984-1989 ($5). Piano Techni-
cians Guild; 4510 Belleview,
Suite 100, Kansas City, MO
64111. (816)753-7747. Mastercard
and Visa accepted.
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HART SPRING TOOL

BUTTERFLY TYPE SPRING TENSION REGULATOR-U.S. PATENT OFF.#236334
2 D)
<= *
Soon 1o be a standard item in every piano tool kit

THIS IS THE FIRST LEGITIMATE SPRING TOOL DESIGNED SPECIFICALLY FOR THE BUTTERFLY TYPE SPRING
*Removes and replaces spring in scat ically without g %: Di ion "2° (above) equals the distance from the side of the
lever to the center of the spring seat; when flat face of tool is placed againat side of lever, spring is in tool notch and spring seat.
*Circular notch *1" allows use in any g:umou *Can not kink spring, *Perfect for other springs too! *Stainless steel = a lifetime tool
From Chapter Newsletters: "...it should have been invented at the same time as the butterfly spring
because it is such a "natural” tool to use."; "...the first time that I used it I more than cut my time in half..I
was so impressed that I am going 1o devote a whole page to this tool so that everyone can order their own.
Steinway and Sons- Michael Mohr: "This is the best spring regulation tool made. I highly recommend its
use” ***Price= $14.75 ea. + $2.50 shipping & handling (Colo res add 5% tax)

Order from: HART’S PIANO SHOP P.O. Box 40685 Grand Junction, CO 81504

/”/ PTG'S 35TH ANNUAL

CONVENTION &
TECHNICAL INSTITUTE
SACRAMENTO, CA
JULY 22-26, 1992

Pre-convention Board meeting
Board meeting

council delegate check-in
Registration opens

Council meeting, regional caucuses, elections
Council meeting

Opening Assembly

Exhibit Hall ribbon-cutting
Institute classes

Regional meetings

Auxiliary Tea

Institute classes

Auxiliary tour

Institute classes

Auxiliary Installation Luncheon
Exhibits close

Awards Banquet

Institute classes in morning

44—]JANUARY 1992 P1ANO TECHNICIANS JOURNAL

INDEX

OF
DISPLAY
ADVERTISING
Accu-Tech Tool Cases 27
American Institute of Piano Tech. 14
Baldwin Piano & Organ Co. FC
Bill Garlick 11
C.A. Geers Company 40
Cory Instrument Products 8
Dampp-Chaser Electronics 26
Decals Unlimited /
Schroeder’s Classic 14
Dixie Piano Supply 40
Dryburgh Piano Service 34
Fleisher Piano Cabinetry 24
Hart’s Piano Shop 44
Inventronics, Inc. 24
Lunsford-Alden Co. 8
Mapes Piano String Co. 10
North Bennet Street School 17
Pacific Piano Supply 23
Piano Technicians Helper 35
Pianotek 11
Pro Piano 40
Randy Potter School 3
Renner, USA 12
Reyburn Piano Service 27
Samick Music Corp. 7
Schaff Piano Supply 1
Schuler Co., Inc. 17
Spurlock Specialty Tools 34
Steinway & Sons IB
Superior Instruction Tapes 43
Vestal Press 11
Yamaha Piano & Organ Co. BC
Young Chang America 4,5
Don’t Forget...
...the Kid Pix Key Conven-

tion Contest is still open to
the first person to correctly
guess the identities of all
eight people. (Photos
appeared in the December
‘91 issue of the Journal.
Send in your contest en-
tries today!




ON JANUARY 16TH,
A PIANO IN CALIFORNIA WILL BE HEARD
AROUND THE WORLD.

The Boston Piano Introduction. Winter NAMM International Music Market, Anaheim. Boston Piano Company, 800 South Street, Waltham, MA 02154-1439.
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Tech Gasette

Yamaha Piano Service

January, 1992

New Products

INTRODUCING THE NEW
YAMAHA UPRIGHT PIANOS
This year, at the annual NAMM
Show, Yamaha is unveiling four
new upright pianos. We are incor-
porating new scales, changes in
back designs and other technical
advancements. All of these im-
provements have combined to pro-
duce pianos that are even better
than their predecessors.

Let’s take a look at some of the
changes you’ll see in these new
models:

The UIE Our newest offering
in this well-recognized line is the
UIF, which replaces the UIE. The
most significant refinement in the
new model is an improved scale
design. The most notable feature
of this new scale is the curved
bass bridge which replaces the
straight bass bridge on the earlier
models. The result is overall bet-
ter tone quality, especially in the
bass and tenor sections.

New scale with curved bass bridge.

Next is the U3F, which replaces
the U3E. This new model has
been given basically the same
improvements as are found in the
UIF: a new scale design, incor-
porating the curved bass bridge.
Better tonal response has been the
result in this 52-inch Professional
Upright.

This brings us to our “WX-
series’”” uprights. You’ll recognize
them by their characteristic case
designs, and by their distinctive
*“Radial Back’ assemblies.

In the 48-inch line, the WX1 has
been replaced by the new WXIE
This model features an additional
backpost to the radial back design.
The benefit here is even more
strength and stability in a.proven
back structure.

New radial back design with
additional backpost.

Finally, we want to introduce you
to the WX7E Our top-of-the-line
upright. A vertical piano that eas-
ily rivals the performance capabil-

ities of many smaller grands. The
earlier WX7, with its agraffe con-
struction, duplex scaling, full
sostenuto and distinctive cabinet
styling, has been the piano of
choice for many discriminating
pianists.

We have solved a bit of a contra-
diction with this piano. People
who play vertical pianos are often
accustomed to having a muffler
rail (often called a practice or
mute rail) at their disposal. The
WX7 has a sostenuto function for
the middle pedal and so did not
have the muffler rail feature. We
have now incorporated a hand-
operated muffler rail on the new
WXT7E This will give the pianist
the best of both worlds: a true sos-
tenuto function from the center
pedal, and a hand-activated
muffler system.

The WXT7F also benefits from
the improved radial back design
that we’ve incorporated into the
WXIE

These new models have already
started arriving at your local
Yamaha dealer. Take the time to
stop by and have a look. Listen to
these pianos. We're sure you’ll be
pleased with what you see and
hear.

Yamaha will

Participate in

LITTLE RED SCHOOLHOUSE
February 3 - 7

DISKLAVIER™ SERVICE
SEMINARS:

January 20 - 24

March 9 - 13

April 6 - 10

PTG CONVENTIONS:

February 21 - 23, California State
March 27 - 29, Central W. Regional
April 23 - 26, New England

SERVICE: (800) 854-1569

PARTS: (800) 521-9477

FAX: (714) 527-5782

YAMAHA

Copyright 1992 Yamaha Corporation of America * Keyboard Division*P.O. Box 6600 « Buena Park, CA 90622
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Consistency Required In Marketing

Keith Bowman, RTT
Chairman, Marketing Committee

I would like to put the focus of
this article on a single term which
is fundamental in any form of
marketing: consistency.
Fundamental because by being
consistent, we are assuring any
audience or clientele that they can
expect the same benefits in the
same way, time after time. When it
comes to identity, whether
business or organizational, being
consistent in goals, ethics and
mission presents a clear image to
the public or industry. This
generates name-recognition and
loyalty. Conversely, no amount of
money invested in any kind of
marketing plan can overcome
inconsistent efforts in planning
and execution.

To illustrate this point, think of
an establishment that you
frequently visit — a restaurant or
hardware store, for instance. Why
do you go there? Is it because you
are always greeted courteously
and made to feel comfortable? Do
you count on the familiarity of
seeing particular people or
knowing that you can find what
you need? If this is so, your loyalty
as a customer is rewarding that
establishment for its consistency.

To do everything right the first
time is only the beginning. You
must continue to do it the same

MARKETING

way every time. By making such a
commitment, you are generating
confidence in your business or
organization.

The very first step in
developing a marketing plan is to
determine an identity that
accurately portrays who you are
and what you can do. Notice that I
am not using the word image. Too
often, especially in advertising, the
consumer is starting to hold this
word highly suspect. "Corporate
image,” for many, has become
synonymous with insincerity and
manipulation of buying trends.
This type of image development
ultimately is not a good
foundation for marketing over the
long term. And if image created in
the boardroom might work for
awhile for a large corporation, it
certainly won't for a small
business, or an association such as
PTG.

I think of PTG as credible,
ethical and committed to our
Mission Statement. We have an
excellent identity, even if it is
understated and not reaching all
our various target audiences as
closely as we would like. There
are, however, a couple of areas
that can be improved on, and have
been mentioned in the past by
several members, including
consistent use of one title or name
for our franchised members.

As you well know, franchised
members have the use of
"Registered Tuner-Technician,"
"Registered Technician,"
"Craftsman,"” "Registered
Craftsman,” and "Registered
Member." And almost anything
with the word "Registered” or
"Guild Craftsman” can be found in
use. More importantly than ever,
Continued on next page

Meet Your Board Members:
Leon J. Speir, RTT

Jami L. Henry
Director of Communications

Many of us remember our
high school English teachers for a
variety of reasons...but South
Central Regional Vice President
Leon Speir, RTT, has his to thank
for a 28 year career as a piano
tuner-technician.

As a junior in high school,
Leon developed an interest in
piano tuning and repair and
began his apprenticeship with his
part time English teacher/part
time piano technician.

Then, in 1964, with $100 in his
pocket, Leon set out on his own
with three goals in mind. To keep
overhead to a minimum, to
provide quality work and to
continue to educate and up-date
his knowledge about the trade.
His recipe has proven a success.

“My business has evolved
from a primarily tuning business
in the early years to a full service
business including major rebuild-
ing. My shop rebuilds player
pianos and grands and we install
soundboards and pinblocks. My
Continued on page 3
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Consistency...

we should finally decide this
issue. As collateral (brochure)
materials are generated by this
committee and The Phelps Group,
and as we begin to plan a media
placement campaign, it is very
important to give the public one
and only one name when they
think of qualified, professional
piano service. Too, when member
advertising shows this consistency,
we are all pulling together.

Another area where we can
clean up concerns our association
logo. The Marketing Committee
has been charge with developing a
new logo. But this constitutes a
future change that is not
guaranteed. For now, our
association logo remains "The
Piano Technicians Guild, Inc.” in
Century Bold type. Legally, when
used in abbreviated form, we
should be writing and saying
TPTGI. We are all fond of using
PTG and Guild in articles,
advertising, news releases and
elsewhere. Look no further than
earlier in this article, where I did
the same thing. Personally, I
would abhor having to refer to my
organization as TPTGI, yet legally,
it is correct.

Marketing Committee Update

As this is written in early
December, I can report to you
that the committee has
processed the first collateral
project, a membership
solicitation brochure. We expect
the brochures to be printed soon
and available for our booth at
the NAMM show in late
January. Copy for approval ona
general piano information
brochure and the technical
bulletin on pitch raising are
being reviewed by the
committee. The remaining three
initial projects are near to
submission, and other collateral
projects are being prioritized.
We also have received some
interesting graphic logo ideas

from Phelps, which the
committee is also reviewing.

As Marketing Committee
Chair, I am going to the
National Association of Music
Merchants show, at which time
a face-to-face meeting is
scheduled with key executives
of The Phelps Group. This,
obviously, will afford an
opportunity to meet these
people, review work completed
and work-in-progress, and to
begin planning for a media
placement campaign. I expect to
report good results from this
meeting in another update on
Marketing Committee activity.

— Keith Bowman

The Marketing Committee is
planning to submit proposals to
the Bylaws Committee that would
deal with these issues. As
previously stated, addressing these
inconsistencies will only make it
easier for the committee to
accomplish its charges, and may
save The Phelps Group an
occasional headache.

So what other areas can we
address. We all have diverse
backgrounds, locations and
perceptions. If you are aware of
other instances where we are not
consistent as an organization, drop
me a line; anything we can do to
sharpen our identity will be of
great benefit.

—

Nominations For Officers Close Feb. 1

M.B. Hawkins, RTT
Chairman, Nominating Committee

As PTG winds down the 1991
calendar year, the Nominating
- Committee suggests we allow
ourselves to focus on the elections
coming up at the next Council
Session scheduled for July 1992.
You, the membership, must decide

Membership Matters

Total Membership.......... 3,886
Total RTTS.....coceverueennnene 2,407

who the officers for the next year
will be.

During the coming months,
this committee will be busy
investigating and examining
information regarding various
prospects. In compliance with our
Bylaws, we are requesting nomina-
tions for President, Vice President,
Secretary-Treasurer and seven
Regional Vice Presidents to serve
on the Board of Directors for 1992-
1993. Your input is absolutely vital
if the Nominating committee is
going to come up with a slate of
officers which reflects the sense of
the membership.

When your nominations are
received by the committee, the
person you propose will be sent a
consent-to-serve form along with
information on the duties of the
office. While we expect nomina-
tions from chapters, it should be
remembered that any member in
good standing may submit his or
her own name for consideration.

Your nomination must be
submitted no later than February
1,1992. Please mail to:

M.B. Hawkins, RTT

Nominating Committee Chair

P.O. Box 10386

Oxon Hill, MD 20745
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Leon Speir...

wife Sue has worked with me in
the shop for the past 20 years. She
specializes in recovering piano key
tops and has developed a clientele
of piano technicians and music
stores across the country.”

“Continuing education is an
important aspect to achieving a
successful career as a piano tuner-
technician,” Leon said. “But,” he
quickly continues, “I believe it has
been my association with PTG and
the networking with other mem-
bers that has proven a vital contri-
bution to my career.”

Ask Leon Speir about PTG and
he’ll be the first to tell you it took
some time in the business before
he could see the value of Gaild
membership. “After joining PTG
and interacting with other techni-
cians who were so willing to share
of their knowledge and time I have

become a strong advocate for
Guild membership,” Leon says.

“One of the things I learned
when I became a board member
was the genuine interest and
honest concern that each person on
the board has in the individual
members of this organization. It is
after all an organization that exists
because of its members and we
must always remember that we are
here to support and promote
them,” notes Leon.

That is the one goal Leon
believes the board must never lose
sight of, no matter how many
changes occur. And change is the
one thing Leon has consistently
experienced both as a piano tuner-
technician and as a PTG member.

After joining the PTG in 1978,
Leon quickly became active in his
local chapter, serving as program
chairman, treasurer and as chapter
president. Leon started the chapter
newsletter, “The Piano Wire” and

In Respectful Memory...

introduced the concept of selling
advertising to underwrite the
costs.

In 1985, Leon served as PTG
Newsletter Committee Chairman.
In 1988 he was elected Texas State
Association PTG Treasurer. Then,
in 1989, he served on the Member-
ship Promotion Committee and on
the Bylaws Committee in 1990. His
duties have also seen him organiz-
ing annual seminars and serving
on the Advisory Board for the
Piano Tuning and Repair Depart-
ment at Grayson Community
College from 1989 to 1991.

“We have taken steps into a
new era for the Piano Technicians
Guild. With the introduction of the
new marketing plan, with our new
ventures into publishing and the
solid financial base we now enjoy,
I feel these steps will propel us
with a giant leap into excellence
and I am excited to be a part of it.”

Terence "Terry" Boyle

Terence Boyle, 58, a member of
the Chicago Chapter, died October
22.

In addition to his work with
pianos and antique musical
instruments, Boyle was a tenor
with the Chicago Symphony Choir
since 1973 and director of the St.
Cajetan Church Choir. His work
with the choir included three
Carnegie Hall performances and a
1989 tour of Europe.

A native of England, he first
came to the United States as a
merchant seaman in the early
1960s. On his first visit, he met his
wife, Helen, who survives. They
were married in England a short
time later.

Other survivors include two
daughters, Helen Kapinus of Joliet,
IL, and Ann Marie Boyle of
Morgan Park, IL; two sons,
Timothy Boyle and David Boyle,
both of Morgan Park; as well as
two sisters, Philomena Bromilow

and Winifred Parry, and a brother,
Thomas Boyle, all of England.
— Audrey Karabinus

Peter Dale Bates

It is with sadness that we note
the passing of our friend and
colleague, Peter Dale Bates, 72, of
North Ogden, UT. His nearly 20
years with the Guild have been a
span of devoted service to his
fellow man. His cheerful outlook
toward the many challenges life
brings us was an example to those
whose lives he touched.

Dale was an innovator. He
could figure out how to get a job
done when the going was
particularly tough. One would
rarely hear him complain even
though his heart was giving him
trouble at various times in recent
years. It was heart problems that
brought his colorful life to a close
following a lengthy illness.

Dale was born, raised and
lived most of his life in Utah. He

was an excellent organist. He had
his own dance band for a period of
years. He also sold pianos and
organs.

Dale is survived by his wife,
Irene, along with three sons and
three daughters.

We will miss Dale's friendly
handshake at future gatherings.

— Wilford Young

John Nardine

John Nardine, 57, a member of
the Las Vegas Chapter since 1979,
died of cancer October 18.

John worked for many years as
a professional jazz musician before
becoming a fine piano technician.
Before moving to the Las Vegas
area, he was a member of the
Orange County Chapter.

He is survived by his
wonderful wife Pauline, three
stepchildren and three
grandchildren.

— Wayne Montag

January 1992 Piano Technicians Journal — 22/U3




chapter.

Emil Fries was presented the first "Emil Fries Merit Award” by the Portland, OR,
Chapter. The award will be presented annually to an individual who has made
outstanding contributions to the chapter and PTG. Shown are, from left, Martin
Nemecek, whose idea led to the first award and who chaired the committee that
developed it; Wilda and Emil Fries; and John Cooke, who was president of the

Annual Award Honors Emil Fries

John W. Cooke, RTT
Immediate Past President
Portland, OR, Chapter

The Portland Chapter
presented a plaque to Emil Fries
on his 90th birthday last February
in special recognition for
outstanding contributions and
distinguished service to the
chapter and the Piano Technicians
Guild.

However, we felt that a single

/ '/ s s

CONVENTION &
TECHNICAL INSTITUTE
SACRAMENTO, CA
JULY 22-26, 1992
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presentation would not adequately
honor Emil’'s many contributions.
He had been an inspiration to so
many technicians as teacher and
mentor. He invented the 9-in-1
gauge — seen at the bottom of the
plaque in the above photo — to
help visually impaired technicians
regulate pianos. And every
Portland Chapter president is the
caretaker of "the gavel" that Emil
made years ago and presented to
the chapter.

President Nolan Zeringue
mentioned what his chapter had
done to honor Jess Cunningham.
We felt that we would like to set
up an "Emil Fries Merit Award" to
be given annually to the person the
chapter feels has made
outstanding contributions to the
Portland Chapter and the PTG in
the tradition of Emil Fries.

I hope this will encourage
other chapters to recognize the
past contributions of their older

members.

DATES
DEADLINES

January 1, 1992
1992 Annual dues officially due.

New Year’s Day — Home Office
closed.

January 11-12, 1992

RTT Tuning and Technical Exams.
Puget Sound Chapter Test Center.
Application Deadline: Jan. 4, 1992.
Examiner trainees welcome to
participate. Contact: Wayne
Matley, 2502 Harmony Lane,
Enumclaw, WA 98022. (206) 825-
6921.

January 19, 1992

RTT Tuning and Technical Exams,
Washington, D.C. Chapter. Techni-
cal exam contact: Sam Powell,
(301)840-0267. Tuning contact:
Michael Travis, (301) 441-3555.

January 25, 1992

RTT Tuning and Technical Exams.
Portland, OR, Test Center. Contact:
Dave Peake; 5826 NE 115th;
Portland, OR 97266. (503) 761-
4800.

January 31, 1992
Unpaid membership dues delinquent.
February 3, 1992

1992-93 officer nominations to
Nominating Committee Chair.

Amendments proposed for 1992
Council due to Bylaws Committee
Chair.

March 2, 1992
Members delinquent in 1992 dues to
be dropped.

April 17,1992
Good Friday. Home Office closed.

May 25,1992
Memorial Day. Home Office closed.

June 24,1992
Convention early registration deadline.

July 22-26, 1992
35th Annual Convention and Insti-
tute, Sacramento, CA.
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