The Piano Technician

Stalking the “reputable” friano dealer

Mﬂst of the infommation on new
pianos Pve presented thus B has con-
cemned the differences between mano-
facturgrs. Alnost 35 important o
vou—indeed, sometimes nore
inportant—is your choice of a dealer
from whotn to buy the piano. The
principal resson why this is important
is that, as wc've scon most pianos arrive
from the factory needing a considerable
armnounil of acjustrnent and tuning
before they are ready for you to
inspect, much less buy, Dealers vary
greadly in the inlerest they ake ih pro-
viding this necessary pre-sale service as
well as fn other ways,

Magazine articies on piano purchase
tnvariably advise (e reader we find a
“reputable”™ dealer. Just exactly what
that mzans, or how (o find such a busi-
ness, the articles rarely explain. Let's
tiake o look at what you want o 2
desler, aned sorne ways to find one who
matches your needs.

You want a decler who mainiaing
biph service stariderds. Standards vary
a grest deal from store o store. One
technician from Colorado wrote me
abkout the standacd practice where he
works: V[ wonld expect, if T were buy-
ing a pizno, that cverything would be
in order with it when new: i.c., com-
pletely regmiatedd, up e pitch, and
voiced to some degree of evenness of
tone aross the keyboand,. OF course,
they are not. Dealer preps are cssen-
tilly non-cxistent at our siore, They
only want to pay rechnicians for
teming —~"Don’t spend maore than about
an hour on a piang,’ the dealers
instruct —and pretend that regulating is
just sugar on op.”

Most dealers realize that they cao get
away without servicing their pranos at
all and hatdly anybody will know the
diference. Some dealers, thongh, ser-
vice their piznos anyerzy, and ro stand-
ards that are considerably higher than
those of both the manufacturer and of
their unknowledgeable customers.
Omcn: Like adventage of the Cost sav-

gurlnithat if yon can't tell the
nce, then you probably don't
need —or deserve —the extra service.

At the very [cast, a store that expects
Lo service its pianos properhy should
have a well-equipped shop on the pre-
mises. Don't buy from 2 furnitoee,
department, or rall store lacking a ser-
vicing shop, but which assures you that
the independent techniciun they hire -
will service the piano after ic's been

rewved v your home, Ask scveral
techuicizns which stores hanee the best
service departmcaes,

You can tell a good dealer by the
iy e or she keghs. Yo wanl a

dealer whose offerlngs are, for the most
part, i the inedium-to high-qoalicy
tange. Most dealers offer a varicty of
differenit brands thar cover 2 broad
range of price points, so that they will
be equipped to cater to any customer’s
desires. The exact heind they choose
o sl depend on what franchiscs are
available (since a fanchise usoally
cumes with a protected sales territory ),
the terms offered by the manufacharer,
the popularity and reputaticn of the
beand, and other considerations.

¥ou cant exqpect oven very fine
tlealers to scll some brands or models
that they can’t honestly recommend
They may feel tha they have to have
such nianos on hand for the customer
whao refuses to buy anything betler, or
they may be required by i mannfic-

© turet with whosn they da business o

stock its entire line, from the cheapest
spinct to the concert grand, However,
when a dedler selis mostly unrecom-
mended junk brands, your really have to
question their mowledge and integrity,
oven if there are 2 fow high-quality pia-
nos on the sales floor.

In particular, the Steinway dealer is
often the best dealer in any farticular
locale. The Stefnway dealership is
ammong the most coveted, and with
some exceptions Steivway chonses oy
dealers who keep especially high ser-
vice stmdards and have an exceptional
reputation. Don't worry— Steinweay
dealers also sell less expensive brands.
But the service standards they use on
their Stednwaiys are likely (o rub off on
their lesser brands, Conversely, the
low standards with which dealers of
mcdiocre pianos service their stock are
likely to carry over Lo the few high-
quality pianos they may keep around.

Yo want 4 dealer wbo Reghs the
pranos on the sales floor it fune.
Nothing can be more frostrating than
trying to shop for 2 plano and finding
Lalf of them oul of tune. There's no
way you can adequatcly pdee the tone
of a pianc that way. Of course, it's
unfezsonable 1o expect that cach of
two hutwdred pianos will be in concert-
perfect tune at alf times, but most
should be quite playable and mugical.
Yoo can expect that spmec of the
cheapese promational pianos rhat will
be lefr upruned, partly to discourage
anyone ot buying them.

You wean! a dealer whose salespeople
wre krowledpeaiie, cotrteous, and
beipful. Many salespeople know very
lietlc about pidnos amad could just s
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well be selling shoes or appliances.
What little they do knew has been fed
o them in special seminars sponsored
by manwfachirers’ marketing depart-
meqits, where they leam o sclt the so-
called advantages of the various
gimmicks I've described in previous
cohonns, O the other hand, there are

le: whio cither kuve 2 prior
technical background, or are dowbling
as both technician and salesperson, or
have taken the time and trouble to find
ount what this field is really all about,
Even if they aren’t technicians, they will
ot have 1o bluf their way thoough -
answering any technicat questions you
ey have.

All other things being cqual, a
dealership owned and operated by
piano technicians is lthely (o be more
conscienlious than one owied by busi.
nesspeople with livde technical back-
ground, and many piano rebuslding
shops carry new instrvments as a side-
line, Technicians are more likely to be
dewted to their craft, angt so carry bet-
ter Qrality instruments and service
them: more carefully than non-
techiicians. They are also, pertaps,
more likely to be straighforwarnd in
their husiness deatings and rely less on
deceptive sales techniques, Of couise,
there are abways exceptions 1o general-
fzations such zs this, %o this rule shoatd
not be followed religiously.

You wan! a dealership which seems
as £ i widl be in business for o iong
i, and will be willking and able v
{rovidde wervanty sevvice shusdd pou
eed ft. Of course, Lhere's no wiy you
cin tell ahead of titoe which businesses
are likely to £l prey to perodic reqes.
sions. My point here is to warn yon
against doing business with cermain
kinds of companies—not legitimate
piano dealers—which specialize it by
uickiring discontimesd merchandise, o
in certain shopping malls where busi-
nesscs seem o seart and f2il with great
regularity, Even if the store from which
you Bboughi the piang 5 no longer in
husiness, it stil may be possible to
receive warranty service, but it will be
more diffieul.

‘Whllc n guaranteed prescription

iven for finding a reputable
dealer eeplng these pidlines in oind
and a.xk.lng tocal independent piang
technicians for their recommendations
will most likely lead you to a dealer you
can trust and enjoy daing business
with.
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