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My interview was almost over. The
President of Nova-Tech had relaxed to
the point where I felt it was safe to ask
him personal questions.

“Mr. Held,” I said, “Nova-Tech has
been remarkably successful under your
guidance. Do you attribute this success
to your personal ability? Or did luck
play a large part?”

Sidney P. Held smiled. The President
of Nova-Tech was a pleasant appearing
man of 37 and apparently did not ob-
ject to this line of questioning. “I sup-
pose I should admit that luck played
a major part. But that would give the
wrong impression. As a matter of fact
I will go to great lengths to avoid any
situation where luck appears as a major
factor.

“However,” he went on, “I think the
major factor behind Nova-Tech’s rapid
growth was my scientific background
and training.”

Held was on firm ground when he
started to talk about science. He is a
gradulate of New York University with
a degree in Electronic Physics and
Mathematics. His post-graduate work
continued at Yale, Harvard, and MIT.
During World War II he served as Air
Force Radar and Communications Offi-
cer. His career was continued in indus-
try as a Research Engineer and he spe-
cialized in the radar and missiles fields.
This engineering background was evi-
dent in his business methods. When
Nova-Tech invaded the aircraft com-
munications field it was only after Held
had conducted an exhaustive analysis
of the market.

“We had to establish how many

Sidney P. Held, the founder and Presi-

dent of Nova-Tech, Inc. He expects in

excess of $1 million anuual gross this
year.
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planes needed radio equipment and
what type of equipment was needed.
How much money could be spent for
radio? A $20,000 plane could easily be
equipped with a $2,000 radio. But what
about the $2,000 airplane? It was ridic- §
ulous to consider such an inexpensive
light plane with so much radio equip-
ment installed. Even if their owners
could afford it, most of those planes
could never get off the ground carrying
so much weight.”
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'FLYERS RELAX AT THE LIDO

Lido Hotel offers you complete accommodations . . . Upon landing
you will be met by LIDO’S air-conditioned station wagon . . . For

your convenience and comfort 100 luxurious suites, rooms and
cabanas surround a beautifully landscaped exotic swimming pool
with access to dining room, coffee shop, and club room. Accommo-
dations for sales meeting, private luncheons, and dinners.

THE LIDO . . . for the ultimate in modern luxury at reasonable rates.
Nothing has been overlooked for your convenience and comfort . . .

ONLY HOTEL FEATURING HELICOPTER LANDING FACILITIES.

Lids Folel and Cabanac

ADJOINS : 7533 W@W 67 aud §0 Eact 19:min:
WHITE ROCK DALLAS-GARLAND
AIRPORT Dd‘(dd ]g' 76!44 AIRPORT

AIRCRAFT FINANCING

/2 DOWN — UP TO 36 MONTHS BALANCE

WE FINANCE ANYONE’S AIRPLANE
STUDENT, PRIVATE or COMMERCIAL PILOTS

AIR - CREDIT SALES CO.

Torrance Municipal Airport
Torrance, California DA 6-8970

- ~TWO WEEKS
Cuttom wirraft p DELIVERY

ALL WORK IN ACCORDANCE WITH
FACTORY SPECIFICATIONS . . .
. « . SATISFACTION GUARANTEED!

® All types of aircraft plating by A&E me-
chanics with 10 years experience.

Master Rod & Knuckle pins.

Bearings in P&W and Wright engines up to
1300 hours.

® Hard chrome plating on crank shafts.

Betty and Adrienne do the bookkeeping
for the Export Department. The export.
volume exceeds $10,000 per month. ™

The analysis pointed in two direc-
tions. Held could choose to enter the
luxury market with expensive equip-
ment, which would mean a leisurely
pace of low production with high prof-
its per sale or else he had to commit
Nova-Tech to the mass production of
light weight, compact radio equipment
that would sell at an unheard-of low
price. It could have been a dangerous

% 8 ol) p /ahn Jnc.
decision but Held insists that Nova-

Tech could have made money with ei- 2719 BROOKEFIELD DALLAS, TEXAS FL 2-2031
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ther choice.

“The reason I selected the very light
plane market is because I own an Er-
coupe—and I feel a kinship with other
small plane owners. I feel differently
about big planes. I admire the pilot of
a Cessna 310 but I don’t feel any emo-
tional association with him; I'm just
not sympathetic with his problems.”

Perhaps a more practical reason for
his decision was that the company
owned an Ercoupe and flight tests could
be made easily. Held is a VFR pilot
and the entire program would have
been set back if it were necessary for

commenced the development program
I felt like a true pioneer.”

The design problem was very com-
plex because Held was not willing to
reduce performance or reliability in or-
der to achieve a reduction in cost. It
became necessary, however, to eliminate
non-essential circuits. The TR-102, as
the Nova-Tech radio was named, does
not provide cabin speaker operation as
a result of that design philsophy.

“The audio amplifier and output
transformer (which cabin speaker oper-
ation would require) add size, weight,
and expense to a radio,” Held ex-

The INTERCOM plugs into the TR-102. No other wires are needed.

him to qualify as a twin-engine pilot.
But whatever the reasons were, three
years ago Nova-Tech entered the light
plane communications field.

Today the factory ships an average of
$3,000 worth of radio equipment every
day. The company payroll will exceed
a quarter of a million dollars by the
end of 1958. The “‘Air-O-Ear” trade-
mark appears in 21 foreign countries
including, among others, the Belgian
Congo and Iceland. Nova-Tech has be-
come an important supplier of com-
munication equipment and is now rec-
ognized as a prime source of light plane
radios. There is no doubt that Held’s
analysis of the market was correct.

“Cetainly the market existed,” Held
stated. “We knew that. We even knew
that the price had to be less than $200.
Our two-way radio for light planes not
only had to perform as well as any
existing equipment, but it also had to be
more compact, lighter in weight, and it
had to sell for less than $200. We knew
what we wanted but nothing like that
had ever been done before. When I
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plained. “But a cabin speaker adds
nothing to performance, and certaily
most light plane pilots would have to
use head-sets anyway due to the high
level of cabin noise.”

Held didn’t realize, at that time, that
the TR-102 would be widely used as
spare, stand-by equipment on the more
sophisticated aircraft that did have
sound proof cabins, and whose pilots
were accustomed to cabin speakers. In
response to their inquires he said, “Of
course, if a plane has existing radio
equipment with cabin speaker facilities
then the TR-102 can easily provide an
audio signal to the existing amplifier
and speaker—but I don’t advise it,”
cautioned Held. “If the TR-102 is to
be used as emergency equipment it
should not be dependent on the suc-
cess or failure of any other equipment.
Reliability is increased when the TR-
102 stands alone.”

The decision to eliminate the cabin
speaker and amplifiers had far reaching
consequences—far greater than Held
had anticipated—for a technical reason.
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PROFICIENCY COURSES
FOR
BUSINESS AIRCRAFT PILOTS
AND OWNER-PILOTS
OF
SINGLE and MULTI-ENGINE AIRCRAFT
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Flight
Automatic Electronic Links
Academic Training
C.A.A. Ratings

Patterned to Your Needs
In Your Own Aircraft

<

ENGINEERING FLIGHT TEST ANALYSIS
EMERGENCY PROCEDURES
AIRCRAFT LIMITATIONS

COMPLETE INSTRUMENT TRAINING AND
REFRESHER COURSES

e VELOCITY SPEEDS
LATEST PROCEDURES AND TECHNIQUES

There Is No Compromise
With Safety

“A Proficient Pilot
Is a Safe Pilot”
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WRITE FOR COMPLETE DATA

HOUSTON EXEC AIR SERVICE

Phone Mission 9-4213
HOUSTON, TEXAS

MEACHAM FIELD
Phone MArket 6-3471
FORT WORTH, TEXAS

DOUGLAS A26C: Will sell at sacrifice price
of $26,500 or will lease. 146 hours SMOH
on #1, 110 since new on #2 engine, 50-
channel ARC-1, ADF, ILS. Not plushed but
have made bulkhead modifications and
have couch and reclining chairs for cabin
and toilet between pilot's compartment and
cabin. New license date of delivery. Can
supply pilot if needed. Will consider trades.
The Martin Company, Attn: C. Compton,
216 East Ontario, Chicago 11, lllinois.
SUperior 7-6016.

THE MARTIN COMPANY




The President of the company makes a transmitter adjustment. Held never loses
contact with the technical aspects of the TR-102.

DALLAS AERO’S Skeed program

CORSiSfS 06:

. Increase angle of incidence on horizontal stabilizer.
. Install flap closing gap strip between elevator and stabilizer.

. Incorporate saddle back fairings, short stabilizer tips, and stabilizer
knob fairings.

. Remove up elevator stabilizer section and install streamline tail cone.
Add fairing to replace box type cone.

. Remove knob fairings from wings, shorten flap tracks, rework flap
track control cables and add knife edge closure fairing extension
on flaps and trailing edge of wings.

DALIAS AERO SERVICE

3300 LOVE FIELD DRIVE =

PHONE FL 2-2641 + DALLAS 20, TEXAS

Held explained that the amplifiers are
used for two purposes. Not only do they
provide speaker power when the radio
is receiving, but when the radio is
transmitting the amplifiers are also re-
quired to produce speech power.

“It looked as though we had to have
the amplifiers in any case—that is, un-
less T could design a new way of pro-
ducing speech power for the transmit-
ter. I finally worked out a method that
received world-wide patents and my ap-
plication of this method was largely re-
sponsible for the remarkable success of
the TR-102.

“In other conventional radios all the
receiving tubes are idle when the unit is
transmitting. Not so in the TR-102.
When the mike button is pressed, all
our receiving tubes are switched into
the transmitting circuits by a relay.
When the transmission is completed and
the mike button is released, these same
tubes are connected back into the re-
ceiving circuits. This results in the high-
est efficiency and the fewest parts in
order to produce a given result.

“As a result of this patent, the TR-
102 uses only 5 tubes. Each of these
tubes are dual-construction; they have
two tubes in the same glass envelope.
The remarkable performance produced
by the TR-102 can be attributed to the
fact that these five tubes provide the
equivalent of a six-tube transmitter and
an eight-tube receiver.”

The new TR-102 achieved immedi-
ate success. Its transmission range ex-
ceded sixty miles and its receiving range
somewhat less. Many seventy and eighty
mile contacts are on record, although
Nova-Tech claims only thirty to sixty
mile performance. This is done to indi-
cate what an average light plane owner
might expect.

“That doesn’t tell the full story,”
Held points out. “When a plane is in

1. More stability

2. Better stall characteristics

3. Improved all-weather operation
4. Improved range

CQQSth: 20 MPH INCREASE AT 650 HP
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the air there are too many factors that
affect maximum range. A strong trans-
mitter on the ground is a big help. Al-
titude is a big help. The higher the alti-
tude, the greater is the transmission
range. The higher a plane flies, the
stronger its receiver appears to be. But
the prime factor in long distance recep-
tion is the plane’s ignition noise. A low-
frequency receiver is not too affected
by this ignition noise but it will com-
pletely disable a VHF receiver. An
enormous pulse of radio energy is pro-
duced every time a spark plug fires.
This makes VHF reception a practical
impossibility in the average light plane
with unshielded ignition systems. If a
light plane owner had to shield his igni-
tion it might add as much as $200 to
the cost of installation.”

Held felt that low cost radio would
be a hollow mockery if the installation
costs exceeded the cost of the radio
equipment, and he spent months in per-
fecting receiving circuits-that were prac-
tically immune to ignition noise. As a
result of these highly refined noise-clip-
ping circuits, the TR-102 will not be
disabled by ignition noise and at this
writing the Nova-Tech unit is the only
transmitter-receiver that can operate in
planes with no ignition shielding what-
ever.

There doesn’t seem to be much ques-
tion about Held’s technical ability. The
correspondence file labeled “Compli-
mentary Letters” attest to the enthusi-
astic congratulations he has received
from engineers and laymen alike. The
advanced features incorporated in the
TR-102 (such as providing a 23-chan-
nel transmitter—when most manufac-
turers were content to produce trans-
mitters with only 4 channels) received
grateful recognition. For the first time
a light plane could be equipped with
high performance VHF radio for less
than $200. The TR-102 was priced at
$150 complete. The price included two
transmitting crystals and the power sup-
ply. A whip antenna was also included
in the purchase price. The dire predic-
tions of financial disaster resulting from
this low price proved to be correct, and
the price increase to $189 was the
result.

However, from the very beginning or-
ders poured in. The future of Nova-
Tech seemed to be assured. The daily |
mail included letters from all over the g |

world. Local university instructors pro- e _ ;»‘
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All tubes are accessable when the bottom plate is removed. The compact
construction has been praised by the entire industry.
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vided translation facilities. The mail
came in a never-ending stream. The
company had no preparatidn to handle
this overwhelming volume of corre-
spondence produced by the initial an-
nouncements. In a few weeks they ap-
peared to be hopelessly bogged down.
The Correspondence Secretaries esti-

mate that at one time Nova-Tech was Only women are used in the assembly of the TR-102. Many of them have more
twelve ‘weeks behind in answering let- than 10 years’ experience.
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ters. Held realized that a great amount
of good will was being sacrified because
he was unwilling to increase the office
staff.

“We were committed to the manufac-
ture of a low cost item. Every available
dime had to go into the purchase of
parts and test equipment. We had to
set up a factory in a hurry. If we di-
verted time and money in order to keep
current on this crushing load of corre-
spondence, we never would have been
able to get into production. The operat-
ing budget of the company did not per-
mit an expanded correspondence de-
partment. Our initial budget did not
even permit a sales department. Our
organization had to exist in Spartan
simplicity in order to be successful in
the manufacture of complex equipment
whose low price must be maintained.
We assumed that our equipment, with
its quality performance and low price,
just had to sell itself. I knew that the
initial flurry of letters would gradually
diminish to an amount that our corre-
sponding secretaries could handle, and
that it would just be a matter of time
until the girls would be caught up. Our
three girls in the correspondence sec-
tion answer as many as one hundred
letters a day and it wasn’t long before
they were current. Right now they often
answer the daily mail the same day as
received.

“Our profit margin on each unit was
small, and if our costs increased slightly
we would find ourselves in the role of
humanitarians — providing wonderful
equipment to the aviation field and not
making any money. It was a real jug-
gling act. Purchase orders had already
been placed for our first production
run. Parts were delivered daily. We
couldn’t find room to stack them and
in one instance we spent days trying to
get a condenser supplier to expedite de-
livery on a critical item—only to find
that it had been in, our plant for weeks.
On top of all the confusion the mail
and cables and long distance phone calls
kept pourng in.

“Of course, we could have had every-
thing in apple-pie order if we had to.
We could have expanded our staff of
office girls. We could have instituted a
rigid inventory control system. We could
have utilized all the modern methods
designed to solve the problems we en-
countered in our early days. But I was
firm in my insistence that no cash be
diverted from production. We might be
able to catch up with the mail at a
later date but every extra dollar we
paid for office over-head or any other
over-head, increased the cost of the TR-
102. In order to make a profit at this
low price, real sacrifices had to be
made.”

Held absolutely refuses to carry
charge accounts. His objection is based
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With the top and bottom covers removed there is complete accessibility
for each part.

The tuning system uses temperature compensated parts. This unit transmits
more than 60 miles.
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P.O. BOX 26225

MANUFACTURERS
CUSTOM INTERIORS & DESIGNS
UPHOLSTERERS
/" PHONE MISSION 4-5378
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HOUSTON INTERNATIONAL AIRPORT
HOUSTON 32, TEXAS

The AIRLINER Wi new stay-open” top, withoat acpper.

Made of finest 6 oz. top-grain cowhide. Solid steel-frame construction around the top edge—

NEW! Full length, saddle-stitched straps — full steel
frame—solid brass lock. Solid binder-board reinforced
ends and bottom will retain shape—2 full-length col-
lapsible partitions—Quality built for extra years
of service. Colors, Black, Tan and Ginger.
Size 16” x 7%2 " x 121" out-
side dimensions. Retail price,
$35.00.

Low cost

to you— "
Size 18” x 8” x 13” out-
side dimensions. Retail price,

No. 154
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Double-thick corners—
saddle stitched—Per. e
fect workmanship—beautifully

finished.

HERE’S OUR NEW BUILT-TO-ORDER BAG
OUR NEW EXCLUSIVE “PILOT’S FAVORITE”

Made fo our latest specifications—Stronger—better—handsomer—finest specimen of luggage-
craftsmanship. This handsome new bag made of FINEST, select, 6 oz. top-grain cowhide.

. < NOW built with solid steel frame on top flap for rigid anchor-
ing of 2 solid brass locks.
NEW, non-sagging top with 3-ply veneered-wood reinforce-
ment. Extra strength, yet light weight. These new features
at no additional cost to you. Colors, Black, Tan and Ginger.

Size 16” x 7” x 11%” out- Size 18”7 x 7%2” x 13”7 out-
side dimensions. Retail price, side dimensions. Retail price,

$29.95. $ $32.50.
Lo t L t
oot $18.99 I

' All prices plus F.E. tax of 10%
No. 726 plus $1.00 shipping charge.

We sell a full line of top-quality, business type brief cases and men’s hanger bags. Your
satisfaction absolutely guaranteed or your money back within ten days. No. C.0.D.’s, please.

Write or phone 7= 2 é s :aé Owned and operated

for catalogue by ALPA member
P. G. Box 13366 Fort Worth 18, Texas Telephone, AT 4-8383

on the fact that the company would
have to hire two additional girls for a
billing department ,and the bookkeep-
ing system would become more compli-
cated. In many instances his policy
proved to be extremely detrimental to
the company. Some of the blue-chip
airlines simply had no method of pay-
ment that provided for cash with the
order. Cities and municipalities also had
no facilities for cash payment, and many
orders were lost. Nevertheless Held re-
fused to acceed to the mounting de-
mand. “If we are required to extend
the same credit terms that are offered
by our competitors, then we will have
to sell our equipment for the same
price.”

Nova-Tech has been reluctant to en-
courage dealer business. It seems evi-
dent that dealers in aircraft radio are
accustomed to large discounts. In many
cases, when dealers sell other radios
their discount exceeds the total sale
price of the TR-102, and yet there are
many dealers who welcome the appear-

The TR-102 is subjected to rigorous tests
and very few radios arrive at their des-
tination in-operative.

ance of a low cost transmitter-receiver,
and who are willing to participate in a
program that could not possibly enrich
them. Nova-Tech dealers are satisfied
with smaller profits per sale. Although
they must sell three or four TR-102’s
in order to equal the profits they would
enjoy on another brand, they point out
that TR-102 sales are easier to make
because of its low price. The company’s

AVIATION ADVERTISER MAGAZINE




Military approved parts are used in the TR-102. The chassis are cadmium plated
die-cut steel.

large advertising budget also helps the
dealers. The dealers report that the cus-
tomer finds it difficult to believe that
such an inexpensive, compact unit can
produce the advertised performance,
and usually it takes a dealer demon-
stration to convince him. The majority
of dealers, however, are unwilling to
handle communication equipment at
such low profit and at present the fac-
tory is considering a price increase for
their benefit, and it will go into effect
only if dealer sales become absolutely
necessary to the finaneial well-being of
the company.

Possibly the greatest factor respon-
sible for Nova-Tech’s rapid expansion
was the policy of Direct Sales. In order
to maintain a low sales price Nova-
Tech decided on a sales policy that had
never before succeeded in the aircraft
communication field. The szale of radio
equipment traditionally required “two-
step” distribution—where the factory
sells its equipment to a distributor who
in turn sells it to dealers. The dealer
finally sells the equipment to the pilot
who must pay the costs of two extra
profits. A direct sales program would
eliminate these extra profits. Such a
program required equipment that could
be easily' installed, that needed no ad-
justments on installation, and that was
rugged and reliable, and that could be
handled on a do-it-yourself basis. (The
reason the whip antenna was included
with the TR-102 was to relieve the cus-
tomer from the necessity of tuning his
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transmitter circuits to match his an-
tenna. This is now a factory adjust-
ment. )

Nova-Tech’s direct sales policy was
an immediate success. The installation
of the TR-102 was so simplified that it
no longer required the over-haul of the
plane’s ignition system. Literally, any-
one could do it. Their sales went sky-
rocketing and of course, the greatest
sales aid was the proud pilot who ac-
tually made his own installation. Com-
plimentary performance reports were
received daily. In some of these, pilots
who never had the convenience of two-
way radio, reported in astonishment,
forty and fifty mile contacts. In a light
plane this represents perhaps thirty min-
utes of flying time!

The key to the direct sales program
is the factory service that backs it. If a
customer has difficulty in getting good
operation, the factory service depart-
ment sends a replacement radio in order
to determine whether the installation
was faulty or, as has happened several
times, to determine whether the radio
itself was inoperative.

“Occasionally we have had to refund
the customer’s money because of poor
performance. In almost every case when
the radio was returned, it was found to
be normal, and so we can only assume
that something peculiar happened in
the installation. It is very difficult to
give on-the-spot service to a pilot lo-
cated thousands of miles away and al-
though we try our best to help him,

comfort. . . convenience
safety...reliability
easy installation

[k

AUTOMATIC
OXYGEN
SYSTEMS

FOR PRIVATE AND
BUSINESS AIRPLANES

ZEP ARRO

EL SEGUNDO, CALIF.
ORegon 8-1161

sometimes we cannot help him suffi-
ciently in order to satisfy him. In those
cases, we institute an immediate re-
fund.”

Held pointed to a file folder labeled
“Customer Refunds.” “We average five
refunds for every hundred sales. All of
these refunds could have been avoided
if the customer had competent help,
such as he would receive from a dealer.
But what is most astonishing is that
95% of all sales result in completely
satisfied customers who are enthusiastic
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. DARE

NARCO COLLINS

CAA Repair Station No. 3668
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Unlimited

Aa-chh and its prod-

The TR-1024s manufactured under a
rigid inspeetion system. The Inspection

epartm etsithe choicest equipment
: Held understands that
are absolutely neces-
pany ships radios all
1d it would be disas-
yment arrived in an
inoperative condition to a pilot in Aus-
tralia, or Trinidad, or Iceland.

An annual volume that is expected to
exceed a million dollars is good evi-
dence that the direct sales policy has
succeeded. The company’s large adver-
tising budget, in addition to producing
its direct sales, also simplified the deal-
er’s sales efforts. Pilots throughout the
world are now familiar with the TR-
102 and a dealer is spared the adver-
tising expense since the customer on the
local scene is generally pre-sold and
merely requests a reassuring demonstra-
tion. After all, it takes a trusting and
daring soul to send away for rado
equipment, and thousands of pilots ab-
solutely will not do it. They will make
their purchase from their local dealer
—or not at all. The price increased con-
templated by the company would in-
crease the dealer profit margin, and
would help to strengthen the dealer or-
ganization. Held considers such a step
to be absolutely contrary to company
policy and yet he is prepared to put this
new policy into effect if direct sales fall
off.

When Held was asked whether Nova-
Tech was showing a good profit, his
answer was rather straight-forward.

“I own the entire company,” he said.
“I have no stockholders or partners. I
think we are selling as many radios right
now as all others combined, but so far
I haven’t made a dime. All the money
is plowed back into the company to ex-
pand production and to develop new
products. For example, our new Air-O-
Ear Omni will cost more than $100,000
to put into production. It will be the
least expensive Omni in production and
will be designed especially for the small
plane owner. I am certain that another
new product, the Air-O-Ear InterCom,
will be a prized possession of every light
plane owner. It plugs right into the
front panel of the TR-102 and provides
complete inter-phone facilities. In addi-
tion, by merely turnng a switch in the
appropriate position, either the pilot or
the passenger can communicate directly
to the ground. No other company offers
inter-phone facilities for light planes.
Our new CAP program is almost in
production. We will produce for the
CAP a combinaton unit. In one all-
purpose radio the CAP member will not
only have the standard VHF equipment
but he will also be able to receive and

STEARMAN and
PIPER J-3 PARTS

Send for Free Catolog

WHITE ROCK AIRPORT
1400 John West Rd.
DALLAS, TEXAS

_——-—»
DOPE

Government Specification Cellulose Acetate
Butyrate Fire Retardant, $1.50 per gal. in §'s.

Special price on quantities. Color: Navy Blue.
Extra heavy. $1.25 per gal. in 30- and 55-gal.

drums.
R. ZENOS

Box 1596 - Port Arthur, Texas

T.F. 2100 FUEL PUMPS

C.A.A. CERTIFIED . ... . $30.00 ea.
REPAIRABLE — $8.00 EACH F.0.B. OUR PLANT
Subject to prior sale. Send us your inquries.

ACCESSORIES UNLIMITED

MUNICIPAL AIRPORT P O. BOX 638
OKLA. CITY, OKLA. BETHANY, OKLA.

INTERIQAES

o CLUSIVELY

Fort Worth

Meacham Fleld

transmit on CAP frequencies.

“With such an ambitious program be-
fore us, I can foresee the growth of
Nova-Tech into a very potent factor in
the communication field. Perhaps in
four or five years it will make me rich,
but right now I'm too busy planning for
the future to pay attention to my per-
sonal gain.” { ¢

AVIATION ADVERTISER MAGAZINE



