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Extra Sales Easier Now With
New Homelite Finance Plan

American business is built on credit.
Time payments for large purchases such
\ as homes, cars, tractors, etc., are a well

~ recognized part of our economy and

credit is usually available through banks,
credit unions or finance companies.

Although chain saws are comparative
newcomers to the field of tools and imple-
ments, varicus plans for financing their
purchase have been tried and many
banks will now finance them. However, in
some areas, it is still a very complicated
and slow procéss.

Every dealer has had the experience
of having a customer who really aarnted
to buy a Homelite but didn’t hateensugh
cash to pay for it in full. Li"6rderto help
the dealer make this kind of sale, Home-
lite has designed a plan whiel makes the
dealer his own Credit Manager.

This New Finance Plan includes sev-
eral important features which benefit
both the dealer and the customer . . . fea-
tures which spell extra sales that other-
wise might have been lost.

1. 15% down payment for farmers.
As settled and dependable members of
the community, farmers will welcome
this new fleature which also allows them
up to 9 months o pay the balance. Pro-
duetion cutters. whose work is more
transient and seasonal, must pay a mini-
mum of 25% down and have a maximum
of 6 months to complete their payments.

—

2. Low finence rates. With finance
rates well below our competitors’, the

Homelite dealer will have astrong gelling
point. The finance. charges arey based
upon the actual amount furanced,/As a
special bonug the dealer Geceives $3 on
all contracts where the finange charge is
$15 or mote.

3. Dealer “receives full paymen:. No
reserve 15 held, back” for any reason.

4. Top insuranee coverage! This is
very important for the successful opera-
tion ofla usable Finance plan—for it pro-
tects the déaler by minimizing his risk
and ‘the customer by covering his chain
gawlagainst damage or theft. It is not
reguired to insure all financed saws, bat

it makes very good sense to do so. Only

saws financed by the Homelite Finance
plan: can be insured under this policy.

“We've been working on this new plan
for some time,” explains Gene Carey,
Manager of Chain Saw Sales.. “and we
think we’ve come up with a plan which
is simple, safe and inexpensive for the
dealer to use. There are only four main
steps which have to be taken...steps
which were described in detail in mater:-
al sent to the dealer recently.”

1. The dealer notifies his Branch
that he wanls to use the New Finance
Plan and fills out the Agreement Form.

2. When a customer wants financing,
the dealer has him fill out a Credir Appli-
catton. which the dealer then checks,

3. If the credit rating is satisfactory,
a Conditional Sales Conlract is signed.

4. Tf insurance is desired, the dealer
completes a Declaration of Insurance.

“That’s all there is to it,” says Gene.
“Only four forms to fill out and when
copies of these forms have been sent to
Port Chester, the dealer receives his full
payment and the customer is able
through the wise use of credit, to own
the best chain saw on the market . . . re-
sult. more satisfied customers, more sales,
bigger profits for Homelite dealers!”

&
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ARE YOU A HOARDER?

Those 1957 Serip-Dollars will
soon be worth exactly nothing!
So why hang on to them. Tut
them to use. They're good for
half the price of any advertising
you run up to Febroary 15,
1958. The absolute deadline is
March 30th. and no claims will
be considered after that date.

Remember, for each Serip-
Dollar you invest, you get Iwo
dollars worth of advertising.
You double your chances of
making additional sales. The
more sales you make. the more
Serip-Dollars come back to you,
and the more you can afford to
advertise. So don’t be a hoarder,
Use those Serip-Dollars Now!
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Straight

from

Straetz

{May we introduce, to those of you wha, don’t
know him, Bol Straetz, Sales Manager oFHome-
lite. Three years as a Salesman in“thé Chicago
District, 2 years as District Manager in” St. Paul
and 5 years as Assistant to the Sales Manager
brought him to his present jobwin 1956.0 With
this solid Homélite background, Boli s well
qualified to understandithe sales problems fac-
ing Homelite dealers,), He kaows_that many
valuable sale§ tips ‘are picked ‘up by factory
sales personnel as/they travel about . . . tips
that would be efhelp anl interest to Homelite
dealers everywhere,

Sa, in this column,avhich will become a regu-
lar feature of SawdustiBob hopes to help you
sell more saws by passing these tips on to you.
If you have any particular problem which vou
would like him to discuss in the future let
him know about 1it.)

Have you had a harder time selling
during the past few months? So have
many other people in many different
lines. The experts tell us that the buying
public has more money to spend than
ever before but it’s becoming harder to
get them to buy things. That means that
those of us who have products to sell have
to work even harder to find out what the
customer really wants (that’s our job);
we have to advertise more than ever en
the national and local level (that’s fur
job and your job) ; we have to do a feally
smart job of selling (that’s your jeb)"

Don’t forget that every buyet wants the
best and you have the finest ¢chdin saw
on the market. Your job'is to prove itd
You have some very strong sellingpoints
to attract him. Your job is to wse them!
You have top service and factory tedined
mechanics to offer him. Your job is to
tell him about them! This column will
give you conerete hints on how to do this.
heginning next month.

We know that you, the dealer, are on
the firing line. But don’t forget that we
are here to help you . . . the factory. the
sales and advertising departments, the
district and branch offices, the factory
trained servicemen, the research and en-
gineering departments. We all work as a
team and with this team {functioning
smoothly, I'm sure that 1958 will be a
most successful chain saw year for all
Homelite dealers.
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Displays that are Different

No two Homelite digplays, sel up™at
Fairs and Exhibitibpshall over'the,goun-
try, are exactly glikeseven thougl famil-
iar elemenls go tomake thiemjeasy to re-

cognize. They all aim«io wake people

consciousy of, the namiey *Homelite” and
make thein fdentifw itwwith the gleaming
redhandhgreen-chain gaws on display.
Pictured<on/this page are some oul-
standing Homelite displays which have
been used recently with excellent results.
Attendanceshas been very good as proved
by thewfine lists of prospective customers,

‘obtained at these displays . . . lists which
«gan, be followed up later, when more per-
‘sdmal time and atteniion can be given to

each customer.

The Homelite Display at the. Missouri State Fair
in SedaligmMissouri featured five of the huge Z4
sheet billlboard posters, mounted an cloth, like the
one shown'above, Very effective attention getters!

Debbie and Dorothy Bengaman are the delightful little Power Twins posing af the Homelite displ

A carport housed the Homelite chain saws at the
Lovisiana State Fair, giving protection from the
weather bui allowing all around access. The big
Homelite sign on the pump display marks the spot.

A bright siriped awning erected next to Home-
lite’s reconverted bus, makes a fine display space
at the Hamburg Fair. Dan Pike, Chain Saw Special-
ist, center, of Buffalo, N. Y. is on hand to help.

ay at

the Fresno District Fair, in Fresno, Califarnia. The display is simple but very effective. The Homelite
banner and sign are easy tfo read and identify. The three smiling gentlemen, left to right, Tom Terry,
Bruce Donley, Chain Saw Speciulist, and Jim Harmon, Fresne Branch Manager, are wedring the popular

Homelite combination, red shirts and green ties.

SAWDUST




SERVICING DEAL.

sisl

This is the final list of Homelite Dealers whojwere uwot\de& the Servicing Dealer plaques for the
year 1957, About 25% of all Homelite dealers have/beentgiven these awards. Many more will be honored

_in 1958 and most of those who are already on the list ‘will undoubtedly receive 1958 date tapes io

signify that they have maintained theif $tandards. Homelite Yis very proud of this showing and intends
to continue ifs program of deadler tréining with renewedgeffort during the coming year.

Albrechr, Clifford, Amboy, J1L

Alexander Carl, Kosciusko, Missh

Altamont Implement Co., Altamont, I1E;

Arrow Saw and Tree Supply Co.., Rayal OaL Mich.
Ashenfelrer's, Napoleon, Ohle,

Ashley Hardware Co., Ashley, Mtch

Athens Motor Sales, A:hx:ns

B & W Tractor Co., (Athens, Tenn‘.‘

Baker Nursery, Fon Du Lac, Wis.

Ball Power Mowers, Emporia, Kan,

Barnerr Co., Fred E., Klamach Falls, Ore.
Bartow Equxpment 6., Hillman, Mich.
Beaver Machine Shop. Eexv&r, Wis,

Bero Implement Co., Gladstone, Mlch

Biloxi Feed Store, Bxlmti, Miss,

Blamer, Claude, Mio, Mich, .

Bland Moror Co., Lebanon, Tenn.

Born Fuel and Marine. Sheboygan Falls, Wis.
Bowling Green Hardware Corp., Bowling Green. Va.
Buck & Son, Inc., Searde, Wash.

Bugna, Leonard, Menlo Park, California
Burkholder Implement Co., Sterling, Ill.

Cadillac Equipment Co., Cadillac, Mich.
Caldwell Saw Shop, Pontotoc, Miss. )
Capital Cycle & Equipment Co., Lirtle Rock, Ark.
Central Equipment Rental, chhua Kan,

Chain Saw Shop, The, Mazon, IIl,

Chambliss, W M., Caraula, Ga.

Chappell's Garage, Americus. Ga.

Cody’s Service Station, Roseland. La.

Coleman Farm Supply Co.. Morrilton, Ark.
Coloma Merchantile Co., Coloma, Wis.
Columbia Hardware Co., Columbia, Tena.

Craft Trading Center, Marshfield, Wis.

Creasy, C. B., Lexington, Tenn.

Crossville Supply Co., Crossville, Tenn.

Cullen’s Supply and Engine Service, Dublin, Ga.

Davis Saw and Motwor Shop, Searcy. Ark.
Davis Saw Co., J. W., Rose Hill, Miss.
Davison Filing Shed, Coquille, Ore.
Damschroeder, Eugene E., Clyde, Ohio
DeYoung, Dwight. Kalamazoo, Mich.
Dickson Hardware Co., Dickson, Tenn.
Dixie Tractor Co., Meridian, Miss,
Dunaway Tire Co., McComb, Miss.

Eisenmenger, Oscar, Corydon, Ind.

Empire Chain Saw Co., Eugene, Ore.

Engine Ignition Service Co.. Paragould, Arks
Foff Furnirture Co., Clinton, Ark.

Equipment Repair 'and Sales, Nashville, Tenn.
Fairbairn Lumber Corp., Margaretville, N, Y=
Farm and Forest I:nte[pmses, Middleton, Wis.
Farm Equipment Sales, Clintonville, Wis.
Farm Supply Co., Winona, Miss.

Faulkner & Harris, Greeriwaod Springs. Miss.
Felton Implement Co., Russelville, Ala.
Firestone Dealer Store, Lawrenceville, Va.
Fisher Sales & Service, Birnamwood, Wis.
Forestry Equipment. Pritchard, Ala.

Fossitt’s Garage, Newberry, Mich.

Franklin Implement Co., Franklin, Tenn.
Gauthier, John, Poughkeepsie, N. Y,

Gaylord Farm Store Inc., Gaylord, Mich.
General Sales & Service, Decatur, Mich.
George's Market, Mantee, Miss.

Gibson Saw Co., Forrest, Miss.

Gilbert Implement Co., Orange, Va.

Gipson Motor Co., Harrison, ‘Ark.

Graham Saw Co., Philadelphia, Miss.

Grebe's Inc., Wausau, Wis.

Gross Logging Supply, Eugene, Ore.

Gundy Hardware, Muskegon, Mich.,

Hale Hardware & Implement Co., Hale, Mich.
Hall-Denham, Denham Springs, La.
Hall-Harmon Equipment, Yakima, Wash.
Hallfrisch, Glen, Stephenson. Mich.
Hampshire Truck & Implement Co., Romney, W. Va.
Harrison's Garage, Casey Creek. Ky.
Hawthorne Service Station, McNeill, Miss.

January, 1958

Hayden Welding Co., Kendalville, Ind.

Hedmark, Edward, Skandia, Mich.

Hobbs Boats and Motors, Loﬁeyvxlle Kan.
Hoffman, Phil, Gresham, Wis.

Howell's Ga.rage Tell City, Ind.

Howlett Bros. and Hackney, Gregory, Mich.

Huff Sales & Service, N. Aurora, 1,

Husby & Schartner Farm Equip., Sturgeon Bay, Wis.
Ivy, G. E,, Quitman, Miss.

J-D Moror Service, Kankakee, 111.

Joe’s Saw Shop, Florence, Ore,

Johnson-Ray Co., Ellijay, Ga.

Johnson Silo and Lumber Co., Colby, Wis.

Jones Brothers Equipment Co., Beaverdam, Va.
Jordan Lake Saw Service, Woodland, Mich. g
Jourdan Co., J. C., luka, Miss.

Karpp's Sales & Service, Glennie, Mich.

Katz Sales & Service, Marinette, \Wis.

Kinnamon Saw and Magneto Service /Baraboe, Wis.
Lake Chain Saw Sales, Grand Rapids, Mich:

Lamb’s Garage, Tennessee Rid (N Tenny

Lee Equipment, Mt. Pleasant, Mich.

Lefevre, Donald, Hesperia, Mich.

Len’s Service Station, Sussex \NOJC

Lewis Saw Shop, Cave Junction, Ore, .

Little Feed & Implement Ca,, Walnut, Kan.

Mark Schlise Inc., Forestyille, Wis.

Martin Supply Co Sheffield, ‘Ala.

McCadams Tractor & Tmplement Co., McKenzie, Tena,
McCall & Sons, D. T., Cathage, Tenn

McFarlin Farm Tmplement €05 Murfreeshoro, Tenn,
McGee - Sons. )R, L., Fort Payne, Ala.

Melntyre %,Plemen[ (n IncywWest Point, Va,
Menngke's GarageMalston, W:s.

Mid South Chain Saw, Ce., Chattanooga, Tenn.

_Moe'ssHardware,Grant, Mich.

Morrissey Equ:pmam Co., Cedar Springs, Mich.
Morrow - Truelove ln‘plcmcnr Co., Red Bay, Ala,

Méreon's Garage, Spotsylvania, Va.
Moss Lumber Co., Eikins, W. Va.

Motarcycle Sakés & Service, Dowagiac, Mich.
Murphy Seed Service, Mr, Holly, Va.
Neélson's\Saw Service, Coeur D’Alene, Ida.

icdexjgcsscs Bros., Lawrenceburg, Tenn.
Olser, Harold T., Arlington, Wash.

DOutdoor Equlpmcnt Co., Dyersburg, Tenn.

Palmer's Hardware, Manchester, Towa,

Paris Service Cenrer, Paris, Tenn.

Parr’s Service, South Mxlford Ind.

Parson’s '[rnplemem Co., Pnrsons, Kan,
Parterson Implement Co., Council Groves, Kan.
Peetz Chain Saw Shop, Carl, Roseburg, Ore.
Peterson, R. W., Lakeview, Mich.

Poe Hardware Co., Appomatox, Va.

Pope Motor Co., New London, Wis,

Pope's Saw Shop, Grants Pass, Ore,

Portage Magneto & Eleciric Service, Portage, Wis.
Power Equipment Co., Mt. Clemens, Mich.
Querry, Robert E., Mapleton Deport, Pa.

Quick Way Service, Richland Center, Wis.
Reedsport Qurdoor Store, Reedsport, Ore.
Reisterer & Schnell, Chilron, Wis.

Robinson, D. 8., Palls, Va.

Robinson Tractor Co., Inc., Fort Wayne, Ind,
Romanow Sales & Service, lonia, Mich.

Rome Chain Saw Co., Rome Ga.

Rudy’s Saw Shop, Juhnsouburg, Pa.

Salisbury, M. B., Inc.,, Topeka, Kan,

Saw Mill Supply Co., Reed City, Mich,

Scott Truck & Implement Co., Cookville, Tenn.
Sealey Equipment Co., Denbigh, Va.

Shambeau Sales, Two Rivers, Wis,
Shanaberger & Sons, Farmville, Va.

Shaver's Garage, Boyd, Caro, Mich.

Smirh’s Saw Shop. Brookhaven, Miss.

St. Clair Macomb Consumers Co- Op, Richmond, Mich.
Stanton Shell Service, Princeton, Wis.

Suring Machine Corp., Suring, Wis.

James C. Leath, left, Birmingham Branch Manager,
congratulates Mr. Foreman, Sales and Service
Manager of Brance Chain Scdw and Equipmient
Inc. of Brewton, Alabama, an awzrd winner.

T. J.'s Outboard Service, Pouchatoula, La.
Tarkingron Implement Co., Centerville, Tenn,
Terry's Welding Shop.. Columbia, Miss.

Thiel, Howard E,, Scottville, Mich.

Thomas Saw Service. Council Bluffs, Towa
Thotipson Sales & Service, R. D.. Spruce, Mich,
Toburen Tmplement Co., Ua} Center, Kan,
Toms Red Owl Store, Perronyille, Mich.

Trayerse Saw Service, Traverse City, Mich.

Uwp. Machinesy Co.. Ishpeming, Mich.
Vinz & Sens/(G.0., Daiton Wis.

Virginia Power Fquipment Co., Glen Allen, Va,
Wan8lerveSons, Charles, West BxanLh Mich,

Waverly Equipment Co., Waverly,

Weinholt, W, R., Plover, Wis.

Weiss Tmplement Co., Glenbulal, Wis.
Western Auto Associate Store, Savannah, Tenn.
West Side Engine Repair, Bentonville, Ark.
Whitehurst Motor Co., Hornsby, Tenn.
Wilson's Qurdoor Eqmpmr,nt Jackson, Tenn,
Wintermantel & Spreche, Prairie Du Sac, Wis.
Wolfard Equipment Co.. Cotage Grove, Ore.
Woodyear Chain Saw, Roxie; Miss.

Yearwood Implement Co., Fayereville, Tenn.

Clyde Corning, left, Homelite dedler of Florence,
Colorado, is presented with an award plague by
Fred White, Denver Salesman. This picture wos
on the front page of “The Florence Citizen’” with
a nice write-up.

Lester Pratt, the youngest Independent Homelite
dealer in District 19, is only 19 years old. Here he
is shown in front of his El Dorado, Arkansas shop,
proudly displaying his award plaque,
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W. L. Hanna, Chain Saw\ Specialisteuis \Wyery Winner in the San Francisco District Power Twins Contest, Mr. W. K. Kirby, wearing hard hat, picks
happy to present a $200 Bond to Homelite dealer a 6-22 for his prize. Robert Glidden, San Francisco Distrigh, Mandger is ot left. Mr. and Mrs. W. E. Stroup,
T. A. Whitehurst, Horfisby Texas. Mrs, Whitehurst dealers of Fall River Mills, California, look on with pleostres Their share was ¢ $100 U. S, Savings Bond.

and their son_lJimmy share the, double reward.

MORE
DISTRICT WINNERS

in Power Twins Contest

Den F. long, winning Homelite -
dealer, left, of Mt. Pleasant, lowa,
is shown presenting his prize saw
to District Winner Jim Jamison, of
Columbus Junction, lowa, in the
smiling presence of Ray Marschalk,
Chicago District Manager. (We're
proud to have something in “Saw-
dust” from your neck of the woeds,
Don!)

Mike Stamm, left, Homelite dealer in Centerville,
lowa, is giving District winner Jim Kopatich of
Caille, lowa, his choice of the Power Twins. Bon-
nell Fackler, Omaha District Manager, looks en.

E e ' SRR

Carlos Alford, left, recent “Dealer of the Month’

in Sawdust, presents the District #19 winner The District #3 winner of an EZ-6, is Mr. Ben Clark of Buena Vista, Virginia at left. He is being con-
Ralph Jarnagin with a 6-22. Holding a local con- gratulated by Roancke Branch Manager, Robert Wood, while 1. C. Baker, one of the Baker Bros. Inc.,
test, as well, meant a $200 prize for dealer Alford. Homelite dealers of Lexington, Virginia, locks on a1 right.
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In Wooster, Ohio, Mr. Brechtel, left, looks very happy with the local con-
test prize he is receiving from Gerard, Shéarer; of Shearer Farm Implement Co.
The Power Twins are e familiar part of the.group.

MORE

LOCAL WINNERS

in Power Twins Contest

In Shuqualak, Mississippi, dealer J. M. Ledheiter,
left, of the Shuqualak Welding Co. presentshan
EZ-6 to Jessie Green of Macon, Mississippi,

In Gaylord,Michigan, Bill Hauser, left, dealer,
presents the new chain saw to Chester Butka,
local contest winner, as Adrian Chisa watches.

Janvary, 1958

Howard, Yandegrift, left, of Yandegrift’s Cycle
Shop, |In Albert Lea, Minnesota, hands over the
bigilocal contest prize to Iver Rolands.

In Newport, Tennessee, a “new store” opening of
Homelite dealers Overholt Brothers, providad Mr.
Von Hall with the lucky ticket and the prize saw.

In Republic, Washington, dealer (Ben Butler, leff, of Republic Boats and
Motors, is assisted in his présentation of an EZ-6 to Louie Dragich, by Kay
Blaine, “Miss Republic” whordrew out the winning ticket.

In Johnsonburg, Pennsylvania, Rudy Kocjancic,
left, of Rudy’s Saw Shop presents an EZ-6 to
Hank Blashaw, paperwood contractor for the
Armstrong Forest Co,

In Fitzgerald, Georgia, J. W. Martin, left, of the
Martin - Manufacturing Co. congratulates Paul
Pressley of Douglas, Georgia, winner of a 6-22.
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One of this group of Gebrgia boys could Well have written the letter on
this page. Each one had ajweek at the Forestry Camp, his board bill of
$15 paid by the Hemeliterdealer who helped choose him.

After finishing work in ihe woods, Roy Daniell, left, sipetvises)cheeking and
maintaining the equipment. The boys, eager toflearn=did dll theychain
filing. Not one saw failed to survive the cohtindous use, not n_ne chain
snapped.

A group of campers tackling a cutting and stacking chore under the super-
vision of members of the Georgia Forestry Commission with equipment
supplied by Homelite, The fine safety and work record is a tribute to the
staff members.
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Richmond County 4-H Camp
Augusta, Georgia

August 23. 1957
Detar Rollis :

Here’s the letter I promised I'd write while | was here at
the forestry camp. We've been so busy and having such fun,
L haven't had time till now. T pr obablv be home hefore you
get this but I promised—so here goes,

Well. we are sure having a keen time. They call this a
Future Foresters Management Camp and | guess it’s the first
time anybody ever did just this. The Homelite company, that
makes those chain saws (like the EZ-6 that Unele Joe bought)
and the Georgia Forestry Commission got together and planned
it, and they sure had a good idea.

There are fifty fellows here, and thev're all good kids, sen-
iors in High School, mostly. T guess they were picked like I
was, by the County Agents and the Homelite dealer in their
home town, because thoy were interested in forestry and liked
the outdoors, and could take\the real rugged life. Anyway, we
get along fine—no fights'and lots of laughs.

You wouldn’t behieve.all the stuff we learned! They divided
us into work créws. dnd’took ds.out into the woods, where we
could really do things oursélvesyinstead of hstenmg to a lec-
ture! We qurpnsed Mr. Roy Baniell, the Homelite man who was
sort of rupfiing the canip, In less than three days. three crews
with twe s&ws each(cutyafid stacked nearly four carloads of
wood,' He mever iought we'd catch on =o qu!(k We did all
right mymeasuring,and marking timber, too, in hard wood con-
trol, n fire gontrol where we got to drive tractors and diesel
fire.plows.

They laught us how to take care of the equipment, too, and
how'to'filethe chains so they’d cut nice and fast. Pop, we could
suretise a Homelite on our farm. I can hardly wait to look
over our woodlot now that [ know more about what to look for.
Ibet we’d find some trees just right for cutting. and we could
get money enough for my first year at Agricultural School. T

‘think 1'd like to study Forestry if you folks agree. It’s great!

The Forest Rangers who taught us sure know their stuff,
and so do the Homelite men. You never expected to see your
boy in the movies did you? Well, you will next winter at a
Grange meeting or some place. They took moving pictures of
our gang getting up at 6 A. M. and doing exercises; cutting and
slacking wood, filing chains, planting seedlings, stowing away
the food, lookmg at movies. putting on skits, and they’re going
to take pictures of the graduation exercises lomorrow!

Thanks for your letter and the clipping from the paper, with
my picture in it. I guess lots of the kids got a write-up and
some papers have had big stories about the camp and how it’s
the first of its kind and all that.

If you see the Homelite dealer, thank him again for choos-
ing me to go and paying for my board. Maybe I can help him
when I get back, if he holds any demonstrations or anything,
[ can really handle those Homelite's now!

You know, Mom. how you worried that I might hurt niy-
sell? Well, nobody got hurt, even a litile scratch. The camp
staff were sure proud of the safety record. They talked about
safety enough. Every meal!

Speaking of talking, we all had to give 2 minute speeches
on any subject, to improve our speaking ability. | gave one
on “The Care and Feeding of a Homelite Chain Saw.”

I better get some shut-eye now. Big day tomorrow. I'm
sorry it’s the last day. Start thinking of things I can do to help
now that I'm an expert(?) on Forestly.

Your loving son
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Homelite to Continue 4-H Scholarships

In 1958, Homelite will again. offer four 31600 scholarships

™ to 4-H members who plan to continue their forestry studies in
college. As 1957 was the first year of this program, it might

be a good idea to check back and see how successful it dvas.

The first few months. let’s face it. didn’t work out adplan-
ned. Many Homelite dealers made contact with Counfy Agents

and 4-H leaders and found that they had never Keard-of thef

scholarships. In fact. they were coming to thesdealer for iifor-
mation! This resulted from the fact that the 4H National Ggin-

, mittee for Boys and Girls Club Work Inc., had*to submit the
year’s program to the State Committeeshand wait.for their
acceptance before sending informatign and publicity) to the
local leaders. ‘

This situation wasn't all badsHomelite~could judge how
much interest the whole program stired up by the flood of
letters which began to cafg in. . . letters, from people who
| had seen a Homelite ad¥and. wanted to know more about the
| scholarships. There were also some letters of congratulation
from men high up in‘“the Foresfery field who were most im-
pressed with what-Heutelite was doing.

By late Spring,.all but five 0f the 48 states had agreed to
participate in fofestry projects, so the necessary rules, releases
and promotiondl matetial were sent out to the County Agents
in those states. The Naticfial Committee was surprised and very
pleased with the euthusiastic response at the state and local
level. This year they feel sure that they will get 100% participa-
tion. Certainly all five of the states which did not sign up last
year, Delaware, Florida, Maine, Maryland and North Dakota,
have enough farm or forest areas to make this type of scholar-
ship interesting to their 4-H members,

- The names and pictures of the feur lucky winners of the
first scholarships appeared in the last issue of “Sawdust.” The
following brief notes tell some of the things that these young
men did to qualify as winners.

Charles Dismukes, Kilmichael, Miss. planted 13,000 seed-
lings to prevent soil erosion . . . practiced selective treewcatting,

Douglas Johnson, Braham, Minn., concentrated on forestry
.. . established a tree farm, planting over 3,300 Arees.

Robert Paddock, Augusta, Wis., praticed” what he, had
learned in 4-H-work by planting sheltéf belts on the 200/ acre
family farm and reforesting a 10 acre hillside.

Dan Pence, Mackay. Idaho. a 49 member for 9 years,
completed many projects such 4s%a sdrvey. of ‘xafige reseedings
in his locality . .. furnished™Christmas tregs to schools.

[ These were the winners, but thewsands of other young
people took up forestry projects tosgcompete for these valuable
scholarships and this year many more will do the same. This

r will certainly have an effect on the/thinking of their parents.
Farmers all over the country will become more aware of their
woodlols as a source of money making crops, more interested
in the use of chain saws to make their work easier and more
profitable.

This year, with the Homelite scholarship program estab-
lished and going along smoothly, there should be much more
opportunity for the dealer to cooperate with the County Agent
and 4-H Club Leader in special projects and meetings. By offer-
ing to help with demonstrations and training, by showing the
excellent Homelite films at 4-1 and Grange meetings, by plan-

=, Ting to participate in forestry camps such as the Georgia camp
featured on the opposite page, Homelite dealers will be able
to meet and influence a growing and important group of poten-
tial customers—the farmers and professional forestry and
conservation men.

January, 1958

Aeridl view ¢f the fiew chaingsaw plant in Gastonia.

The\Gastgnia Tree Farm

The wooeds around the new Homelite plant in Gastonia are

buzzing with jactivity these’days. Ray Sarles, Homelite Chain
Saw Speeialist, lomnerly a State Forester, and a crew of
eight ‘are-thinning out the trees which had been marked for
remoyal whep the Sfate Conservation Department made a sur-
Viey ‘of the 62 aeré plot, some months ago.
o/ A survey Whap was made of the whole area by the West
WVirgitiia Pulp and Paper Co.. who agreed to furnish Homelite
with séedlings and buy the wood which was cut, on a well plan-
ned sehedule. This present culting will yield about 75 cords of
‘marketable pulpwood. The crew is also removing the hard-
Woods and planting 20,000 seedling of North Carolina loblolly
pine, supplied by the West Virginia Pulp and Paper Co.

Loblolly pine is being planted because it is fast growing,
hardy and gives the greatest yield in this climate. Another
10,000 seedlings will be planted where they are required. The
whole area will be maintained as a Model Tree Farm.

This handsome award was presented to Homelite in recognition of the
sponsorship of the 4-H Forestry Scholarships at a special luncheon on Decem-
ber 3rd in Chicago. Ray Marschalk, Chicago District Manager, repressnted
the company on this occasion.

Page 7




HOMELITE IN/HAWALII

The Homelite dealers in  Héielalu,
Hawaii is Lewers, & Cooke,\Ltd,/ Mr.
Ralph Reider.of that Compadysent in the
picture above, apd with it ayiribute to
the “Hawalian/ Tree (Trimming Co.”
which posed for ix

The Hawaiian "Tree/ Trimming Co. is
a tree surgery outhit on the order of
Davey or Asphund. It is 100 per cent
Homelite, owning four 5-20’s and two
Model 17’s. They use 23”7, and 38" hars
and clearing attachments.

“These hoys are the best operators ['ve
ever seen” writes Bob Glidden, San Fran-
cisco District Manager. “They could even
trim your fingernails with their Home-
lites.” Dressed all alike in their trim.
Homelite shirts. these Hawaiian tree ex-
perts look ready to put on quite an ex-
hibition in the bright Hawaiian sunshine.
The geuvtleman on the left, kneeling and
pointing to the saw is the owner of the
company, Glenn Petrowich. Directly lres
hind him is the Lewers and Cocke sales-
man, Joe Raposa.

Posing in the well-stocked shop of McCadams
Tractor and Implement Co. are the two owners
Doug, left, and John McCadams.

Page 8

HOMELITE IN NICARAGUA

It’s a long way from™ Michigando Wi

-
aragua. but Dirk DéBogr, a recent grddu-
ate of Michigad State Uniyersity. has
bought into a“Mahbgony (logging busi-
ness there.qHe is introducitig Homelite
chain saw§into the hackseountry area 1o
the amazément of dhe native workmen.

On, a ‘wecentstrig th the States, Dirk
boughtva DG Caterpillar tractor, a four
wheel drive jeep and two new Homelite
£7.6’s with 30" bars. He also took with

vhim agdgénerous supply of spare chains

and parts for replacements are hard to
come by and are delivered by boat after
alwo to five month delay.

Dirk thinks he can show a big increase
in production with the use of chain saws.
He is an excellent operator himsell hut
as chain saws are new to this part of Nic-
aragua, and the laborer is unskilled. the
Homelites will be used only for hucking
at the landings where their use can be
closely supervised. Later on. as the oper®
ators are more skillful, the saws will pro)*
ably be used for felling also, andwill
replace the axes now in use.

How do you say “Timber!” in Nicara-
guan?

Dirk ‘DeBoer, is all ready to take off on his big
vénture in the wilds of Nicaraqua.

The McCadams Tractor and Tmple-
ment Co. of McKenzie, Tennessee. went
all out on the Chain Saw Day, Novem-
ber 2, 1957. John and Doug TcCadams.
owners, had one of the lazgest crowds
attending in the history of their husiness.
Over 500 people were present. Refresh-
ments were served and there was a cut-
ting contest with only Homelite saws
used. Forty-five conteslanls competed for
the prizes given by the McCadams Bros..
Homelite Memphis Branch. and the Ore-
gon Saw Chain Corp.

Advertisements for this Chain Saw
Day had been running since July 1, 1957.
The McCadam Brothers were sponsors of
a radio program and the week before the

Jerry Drummer, Homelite dealer of Kankagee.
Ilfinois, servicing < Homelite chain saw,

AN ORCHID FROM ILLINOIS

Singled out for a special write-up in
his local paper, “The Manteno News'.
was Jerry Dummer., shown above. of
Kaikakee, 1llinois, in a section devoted to
“:Prbgre;ési\-'e and Civic Minded Business

People of-Kankakee Co.".

He istgpoken of as “an authorized
Homelite Sales and Service dealer. whose
widevknidwledge and long experience in

dhes generator. chain saw and power

mower sales and service business has
raised him to a position of prominence.”

“It is because of this that he has earned
a reputation for reliability—second to
none,” the article conlinues. “Mr. Drum-

mer i¢ also civie minded and has always ==,

been ready Lo contribute his time and
energy to any plan which promises to
henefit the entire district.”

“We urge our readers to look ta Jerry
Dummer as a progressive businessman of
whom we may well be proud. His devo-
tion Lo Lhe city has been constanl and his
achievements well merited. We wish him
turther success.”

This is high praise and reflects on
Homelite as well as Mr. Dummer’s J. D.
Motors Service. We all wish him success!

big event. letters were senl out to all cus-
tomers who had either bought chain saws
or parts for them. Mr. Grady Snead, of
MeKenzie. was the winner ol an EZ-6,
lor which he drew the lucky ticket.

Tha McCadam brothers have brought
Homelite chain saws to the attention of
every farmer and timber cutter in the
area. They have an excellent shop with
service facililies available at all times.
According to W. L. Hanna, Memphis
Chain Saw Specialist. “these brothers
have done a great job for us in this area
and deserve a lot more praise than we can
give by merely publishing this story.
Their most prized and profitable posses-
sion is their Homelite association.”

SAWDUST
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Guarantee Cards Provide
Vital, Timely Information

“Why do we ask you to fill out a guar-
antee card for each Homelite unit you
sell?” asked Howard Maxwell. Sales Pro-
motion Manager. in replying to a ques-

/7tion put to him by a Homelite dealer:

“The answer is. there is no other source
for the valuable information we get when
you fill in all the questions on the guar-
antee card. Just a few minutes of your
time tells us where you are selling. . .to
whom you are selling . ..the kinds of
jobs that are done with the units...
what time of year you sell to each kind
of buver.”

“It tells us algo.” he continued, “when
we must hit the hardest with ouradver-
tising and sales promotion camfpaigns to,
give the maximum support™®o your sales
effort for each important market. . Jt
guides us in the developmentof newfand
improved models to meet thesneeds ‘6t
your customers . .. to broaden vour mar-
ket for Homelite units.”

At the present time about 60% of the
cards are reaching the office. This is a
large enough percentage to make ac-
curate deductions and predict major buy-
ing trends, but these would he even more
helpful with 100% return. As can be seen
from the chart on this page, there is a
distinct seasonal swing for both the pro-
{essional loggers and the farmers. On a
vearly basis, farmers account for 41%
of the total chain saw sales, professional
cutters for 36% and other for 23%. How-
ever, this percentage varies widely from
month to month as farmers do most of

their buying in the falb and winter add
loggers do their major huying duringshe
summer months. Othér/chain saw nsers,
including contragfors, “iree Surgeous,

municipal departments, eState ofvners,

ctc.. presenta steadier Sdles picture.

It is imiportanitlo note that'there is no
time dugsing, the year,when any group
stops buying! It is very smart to concen-
trate saleg efforts and give demonstra-
tibms to the custeners who are more apt
toehuy) at.anygiven time—hut it’s a mis-
take to fgnore the customer who might be
ready to buy in the off season.

“Here are the things to keep in mind
when filling out the cards.” Mr. Maxwell
pointed out.

1. Fil them out completely. Take time
to find out about your customer so
that you check the right hoxes.

2. Print the name and address clearly,
including street or box number.

3. Be sure to fill in the model and
serial number.

4. Always include your own name and
address! A rubber stamp for this
purpose is a good idea.

5. Send the cards in promptly.

“You...and you alone...can help

us to help you,” concluded Mr. Maxwell.

“The more cards you send in, the more

accurate our planning can be. so make

a resolution today to fill out a card for

every unil you sell!”

FARMERS 41%

BREAKDOWN OF 1957 SALES BY % OF MARKET
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It Pays To Ask The Man Who C

According to
Miichell Lumber Yard§
of Marion, Ohie
Homelite’s Dealer of the’/Menth

Max Mitchell, junior partner of Mitelell Lumber XYards is

_convineed thal satisfied customers\make codd advertisements.

In fact, he lurns Lo poelry to express il.
“If we have a thousand)satisfied ‘efisfomers
We have none tofsparé
But il we have‘otiesdnsatisfied.ofie
We meet higieverywhers 12

Max and his {athery, Wayne 8. Milchell, the senior partner.
have only heen Muamelite dealers=€ince September. 1055, hut
they are doifg asthriving busifiess due to their enthusiasm and
progressive sale§ and serviee'methods. Their lumber business
has grown frem a small 9peration on the Mitchell farm to a
large modern milhandling the output of 30 individually owned
saw mills. They new/employ 10 people, most of whom have
been with them for 10 years or more.

“Fifteen vears ago we started using chain saws,” recalls
Max Mitchell. “and we’ve had the opportunity to use the differ-
ent kinds and types. Three years ago we discovered Homelite
which has proven itself the saw for us. Our cost dropped at
once and there is very little upkeep. We now hire our cutters,
by the hour, maintain and furnish them with Homelite sa%s
and the cost is half what we were paying in the past.”

The Mitchells were so enthusiastic about Homelite, chaim
saws thal it was a natural step for them to become Howmelite
dealers. They have never forgotten the customer’s painl of
view and credit their customers with much of their*success,
* “You sell Homelite to one man.” explains Max, “and hefore
you know it some of his neighbors are in. eager to huy.’

Their policy of keeping their customers) saws rufining pér-
fectly for them at all times may parlly accegunt for the/loyal
Tollowing they have huilt up. They ¢hatugain cumplete repair
[a(‘]ll[lC"-\—‘-I1€(‘lal service tools, chain and Jax etuipment,
arinding wheels, ete. Four trucks, a’jeepand three service
trucks take care of their lumberjand Momelile delivery and
road service.

“In addition to top-netch/servigé and personal contact,”

BREGON L fan oo

Completely sold on‘Homelite, Mr, Dwight Walters, 2nd from lefi, proprietor
of the Woodland(Tree Company lnc. of Foresi, Ohio, takes delivery en two
EZ-6s from Irl Reasoner, left, Max Mitchell and James Elliot.

says Max)™we useacvery means ol advertising: direct mail;
roaflsides gns at'every m)od highway and crossway; Homelite
degals on gﬂ our own Llu(,.l{s and cars and on some that
belong to dur cisiomers; sales and service decals on all chain
siws: window, and interior banners, decals and illuminated
signé)eleetric and roadside signs.”

SWedtind it really pays,” he continues. “For instance. J. L.
Palten was on his way to town to buy a saw from a competitor
and happened to see one of our road signs . . . so he stopped in,
tried a Homelite aud bought one. Now he’s one of Homelite's
greatest boosters.

“Men who are proud of the equipment they own. boast o
their friends about the pPrit)rmam‘e they get.” explains Max,
“That’s why we have named names in a series of ads which have
been running in local papers. For instance, an ad might say
‘Do you know J. L. Patten of 1027 Sheriman Ave.. But\lu:
Ohio? He’s a happy owner of a Homelite Chain Saw, W hy not
ask him what he thinks of his Homelite?™

The Sales and Service staff of Mitchell Luraber Yards outside their Homelite
shop. Left o right, Irl Reasoner, Max Mitchell, junior partner, Arthur Lewis,
Bill Elliott, James Elliott, John Peterson, George Stout, Jesse Bloomfield and
Jerry Lee Decker.




'wns A Homelite

The Mitchells know that when Mr. Patten is asked “Hew,
does Homelite compare with other makes?” he will say “They
beat any other saw on the market.] ran mine over a year¥or
only $10 worth of repairs. With the saw working. dav @n/¥%nd
day out, cutting 5 or 6 cords of wood a dayv. i Nl runs like
new.” That’s pretty effective sales talk!

Max Mitchell recalls that after running ovhe of these ~“Tg
You Know™ ads a Homelite owner came ifénd said hisvoods
were full of men watching his 5-20 pegfagiyand il/fWasNover
a year old! _

Most Mitchell customers are végy please®, th, have their
names used in these ads. Recepid™algroupsol thdm allowed
Tom Taylor. Cleveland District GiEin SasspeCidlist, to record
on tape their endorsements gL 6fmelitd adyMitchell Lamber
Yards. These conversatiphs mdke yerv iatresting listening.
We only have room to jiglud®é a shom report of each of them.
unfortunately.

Ben Dyer of Neyadd. QhioNowfier of an EZ-6. uses his
Homelite in hisvspare/time tohetiffimber. He has found il very
profitable lofuse &nd it has cdst litile or nothing ta run. He
describes himself’as “a happy owner . .. Yes!”

Bud Verity, a fdrmér ¥om 20 miles south of Marion, uses
his EZ-6 for clearing and cutting fire wood. He hought it after
seeing his neighbor’s Homelite and now another neighbor has
seen his and is buying one, too. According to Mr. Verity. “If
people would try Homelites they wouldn’t buy others.”

Winner of an EZ-6 in the Mitchell’s local Power Twins con-
test last fall. Jack Ballantyne. a farmer of Bucyrus, Ohio, is an-
other Homelile fan. After having used his saw for fence row
and fire wood catting, he says, “If this saw-wears out, I will
definitely huy anolher Homelite.”

Ralph Johnson, a tree surgeon from Edison, Ohio. #lls of
buying an EZ-6 instead of a competitive saw because.oMthe
superior starting qualities of the Homelite and the good sepvice
ke gets from Mitchell Lumber Yards.

I’s easy to see why Wayne and Max Mitchelbare proud to
refer prospective customers to-these satisfied Homelit oywnérs!

In addition to extensive advertising 6f all Kifdseihe
Michells have found county fairs to heya \érf good place io
promole the sales of Homelite chain sgwa,They &&hibited at
the Bucyrus and Mt Gilead fairs laS vear with™fute’ resulls,
They feel that running the saws.showing whatihey can do.

Tom Taylor, left, Chain Saw Specialist, dnd Max Mitchelly next to him, found
o group of customers, willing andyreddy 1o g6 on record for Homelite . ..
D. Walters, B. Verity, J. Lucas, J. Petersom™ir] Reasoner and James Elliott,
Mitchell employees, and B. Dyer.

Ads like these, giving actual dames and addresses of satisfied Homelite cus-
tomers, have proved very effective for Mitchell Lumber Yards. They also fre-
quently use basic Hemelité mut ads,(aliering them to suit their needs.

brings in neafhwaverygne alaiy fair. “A fair is not a place to
sell saws atl theuime bait, tashow them to as many people as
possiblesayMax. “We give Homelite T-shirts 1o many of the
concegsion awners o Wear o that the name of Homelite is in
evidence everywhera=dt the Fair Grounds. Fven some of our
Honielite owafers, proudly wear their Homelite shirts to help
ug m our promation!™

People@hio visited their displays at the fairs keep coming

Nin td Mitchell Lumber Yards to look at the saws, One fellow

came i and wanted a 6-22. After figuring price, financing,
ett.. he thought he'd better buy a used saw. He looked over the
Tazge selection of used saws and finally said, *No. The Homelite
0:22 is what vou demonstrated at the fair and that’s the saw
Lam buying. I decided that when T first saw it in action!™

It should be obvious from these brief examples that Mitchell
Lumber Yards is doing a thriving Homelite husiness. And it’s
a direct result of enthusiastic promotion on all sides. Last year,
the partners spent over $1,000 on Homelite advertising and
sold more than 65 IHomelite chain saws as well as Homelite
pumps and generators. This year they expect to do still more
because they are convinced that it pays to tell people ahout
Homelite chain saws and show them how they perform. As
Max Mitchell says, “Not all chain saws are Homelites . . . only
the very best.”




Straight

from

Straetz

We recently received a copy of d\letter
sent out by one of our District Mamagers

from which we can all benefitw"TThe ol

lowing are exeerpts from this leltér covier=

ing a problem familiar te aklof us,

“Let us for the moment! go baek in
Homelite’s history to the very, edrly 30
Sales were down:“Homelite deci
only solutiovas selling [h_f‘ouvh demon-
strations. A conwntrated,eﬂoﬁ was made
to get all sale€ outlels to demonstrate
Homelite equipmént te all prospects. Re-
gult—in the very depth of the depression,
Homelite’s sales started to climh. Why
did this happen?”

“Each sales outlet was thoroughlv in-
doctrinated with the tried and true
method of sales by demonstration. Suc-
cess lollowed. This brings us to a very

irportant point -what Is. meant by a
demonstration and why do we pul so
much emphasis on 1t?”

“Iirst, let us determine whal is not a
demonstration. To run a chain saw hut
nol cul wood is not a demonstration.”

“A demonslration means many things,
but basically it involves putting the chain
saw to work in the hands ol the man or
men who will make the decision to buy.
Remember, if a picture is worth 14000
words, then a demonstration is Worth
1000 pictures (or pieces of literature}.”

“One last point—other dealersjrepre<
senling our competitors (are constantly
calling on your customersiand/prospetts,
I you simply make an office eall and
leave your card and some liferature—
you are inviting disaster. The prespect
will retain only two things, price and
horsepower. and Llhese merely jotted
down on a piece of literature. owever,
it you get him to witness a complete
demonstration and let him handle the
saw himsell, you are headed for success.
Let him feel for himself how light and
well-lalanced it 1s... how {fast it cuts.
and he’ll never forget you or the Homs-
lite chain saw. And what better time to
ask for an order?”

“This year. let’s everybody determine
lo Lurn every call into a demonstration.
Get the man lo see the Homelite Chain
saw in action.”

TALK ABOUT LUCK!

Mr. Gerald Trudeau, 6f Nortli Bay,
Ontario. winner ofthe Ontario Praw in
the special “Power (Tivins™ ontest pro-
moted by Terry”Machingfy\in’ Canada
last summer is\certainly “aJucky man.
Earlier thiswyear he purthased a Home-
lite frow Parker Brothers. North Bay
defalérs, ad entefed hisname on a draw
for a'garden/cultivator. He won the culti-
vator and wheh hé picked up his prize he
efitered the Homelite conlesl. You guess-

ed it! Hewon the EZ-6!

Mgt

Ray Lee with his grandfathér/s'trusty Homelite,

PROUD GR—ANDFATHER

Pride in hig'Maodel 5 Hén ml,f{z Chain
saw means almost Jas much o Mr. Ernie
Lee of Rontcltatdula, Louisiana, as the
pride he_ feela in his grandson. Ray Lee,
and thdl’s saying a lot!

He hastsed the Homelite 26 for three
years and has cut almost 4 million feet of

Togs with_it{ o, wonder he says, “Tt has

proven/to_be ‘the finest chain saw made,

?outstand‘uw in service and performance.”

When young Ray Lee grows up. possi-
blyshéilt follow in his grandfather’s foot-

Sﬁﬁ:j)ﬁ and be a HDmEIIte user. too!

A

Demonstrating his. skill ot handling his Home-
lite is John S. Wall of Newfigld, N. Y., who
writes the B‘nﬂﬂi&!ﬂ%{‘lc letter printed here.

Newfield, N. Y.
December 9. ],95.'

Pear Mr. Thompson:

Received your letter and [ must write
and el y'cni how much 1 have enjoyed
gettingemy winter’s supply of firewood
with nty Homelite chain saw.

1L have had the misfortune of loging my
right arm (4 years last June) and have
Teartied to-continte my work {farming)
with the aid of an artificial arm.

However, I have heen able to handle
my new Homelite chain saw myself. | can
iiandie it in any position, in faliing, buci--
ing and culting up trees.

My wood culling has been so much
easier. in many ways: nol having to de-
pend on anyone else to use the saw; myv
back does not get lired: the saw is light
to handle and hold and most of all how
much faster it cuts!

1 am very thankful for my new saw and
the service il gives me.

Most sincerely,

John 5. Wall

prize "Par'f-umselfwu ‘MGG u. s 5&wi1g Band:

humber and
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Homelite

Team-up on the Highways

With the coming of spring, more
and more people will be getting out in
their cars. driving around the country-
side. And on many of the country’s high-
— g waysihey’ll be seeing the new Homelite—

“Seotchlite”™ refllective road signs which
were made available to Homelite dealers

| p—

|
|
: a few months ago.

Homelite dealers in the Baltmore,

Roston, Pittsburgh and Shreveport Dis-

| iricts especially, have been quick to order
| these attractive highway signs. Tt’s not
| just the bright appearance, day and nighty
of these colorful highway reminders thal

appeals to them but also the troubledree

nature of the whole program.

It’s s0 easy Lo turn over all_thedetails
to the Nabional Advertising, Company,
largest in the business!{Their Tease ex-

By Day, the colerful 10 x 10 1. sign attracts atten-
tion to you and Homelite.

perts secure the choice logatigris for the
signe. subject to the dealev’s approyal.
They make the signd ddattring the pic-
ture of a man with"aHemelite £hain‘saw
and the dealé™s hame afid Jaddfess in
large eye-catehing letters. Phey ereci the
signs antl, pay=all lease fees, taxes and
other expenses. Thew even provide com-
plete public liabilily insurance.
Afterthe sigh,is in"place, National Ad-
verlising takessfull responsibility for its
maiitenanéesFach sign is inspected and
cleared regulatly. Weeds and brush are
kept cut around it so that it can be seen
fully at all times. If the sign should be
damaged, National takes care of repair-
ingor replacing il at no cost to the dealer.

They are able to provide this fine local

service because of their 18 sales offices
and 25 service points located throughout
the country.

This “Scotchlite”™® reflective sheeting
is amazing stuff. It looks like ordinary
glossy cardboard in the daytime. There
are over ten brilliant colors which make
the picture of the man with the Homelite
saw attractive and eye-catching. At night,
the “Scolchlite” sheeting reflects the
light from passing cars, making the sign
come to life and repeat your sales story
over and over again. .

One of the hest features of the unew
highway adverlising program is the fact
that Homelite pays half the cost under the
Cooperative Advertising Plan, go that the
dealer gets all the advantages of highway
advertising at a low. low cost, with none

*Registered Trade Name of the Minnesota
Mining and Manufacturing Company’s reflec-
tive sheetings,

of the worries of leasing, erecting or
maintaining.

More and more of these new reflective
road signs will be blossoming along the
highways in the next few-months, calling
attention to Homelite chain saws and to
the dealers who sell them. Most dealers
have received a call from a representa-
tive of Nalional Advertising by this time,
offering them an excellent three year con-
tract which will give full-time productive
advertising. If you have not been con-
tacted as yet, get in touch with your
Homelite Braneh Office or Chain Saw
Specialist. They’ll see that you are in-
cluded i this excellent new highway ad-
vertising program. Youll be more than
pleased with the results in terms of added
sales . . . added profits.

By Night, the sign with its 2 x 10 f. name and ad-
dress panel is easy to read.




Dealer of the Month —Frc
Was One of the First Hon.<l

“The Voice of Experien

Mr. and Mrs. Francis Nicholl outside their store
in Deer River, New York. Mrs. Nicholl shares the
many duties snd responsibilitics of her hushand's
business with real interest and enthusiasm.

The smiling custemer, center, Mr. George Alex-
ander, knows that his repair jeb is in good hands.

Experienced mechanics Collin ""Red” Sayer, left,

and Ben Zawatski, right, are sold on Homelit

One day, nearly nine years ago.
Francis Nicholl and a prospective chain
saw cuélomer, Mr. Peter Ottersland were
talking things over in Mr. Nicholl’s place
of Im.:mess in Deer River. New York.
Mr. Nicholl who had built up a thriving
welding and repair business for cars,
tractors and farm machinery since 1928
had recently started selling chain saws.
In came a Homelite representative who
was trying Lo get Mr. Nicholls to take on
the Homelite line. He offered to put on
a demonstration of the new Homelite
chain saw. the 20 MCS. Mr. Nicholl was
interested because he had heard of the
g(aod reputatmn of Homelite generatQrs
and Mr. Ottersland was interested fnany
new phase of the lumbering buSiness as
he was a designer of some ofutht world’s
largest paper mdklnﬂ miachines:

T]IC 200 MCS |)erformu] like a cliam-

pion and both men were 1mpr0%bed

“I’Iltell you whatl'Ihd6. Franéis’ said
Mr. Ottersiand. “If wou'lil take dn ths~
Homelite Agengy. 171l huy the first saw!”
That’s how Francis Niéholl, in August
1949, beeante, one ofthe first Homelite
dealers o the country./Mr. Ottersland,
livedyup to higBargain and hought the
sawsaghich hesstill, owns. He's cut a lot of
woad with ibatsvery little cost and it's
still in éxeellent condition!

Right fref the start, Mr. Nicholl was

convinced that Homelite builds a good
product and stands behind it. His sales
proved it, because although he handled
several other makes of saws, his cus-
tomers . . . especially the produ setion cut-
lers . .. came to ask for Homelite ten-to-
one! In 1950 he purchased his own saw
mill which operates the year round and
saws mostly hardwood. This gave him an
opportanity to keep in close contact with
pradnetion cutters and farmer cutlers.

During hig whole business career, Mr.
Nickoll hasshad one priceless advantage.
a/wile swhd Has been business assistant.
helper( and advisor. Mrs. Nicholl is a
Canadiafi by birth, and taught school in
lier hotne town of Ontario before marry-
ing Francis, a native of Deer River.

“1 have always done the bookkeeping
in our business,” recalls Mrs. Nicholl.
sell in the store, too, and when everyone
else is busy, | take over and sell the parts
for the saws or the saw it=ell. After clos-
ing hours, when the gervice men are gone
home, I am on my own. Francis has a
severe eye condition so that he can not see
to find parts so it’s up to me.”

“Although T sell Homelite parts every
day”, continues Mrs. Nicholl. “T have
never nperated a saw yel. Gur head saw
man, “Red” Sayer, savs he will teach me
vel with an EZ-6, but the days are always
too busy here!”

As the Nicholls live next door to the
store, many customers come after hours.
Mrs. Nicholl tells the story of the night
she was alone and six French Canadian
loggers, who were working in a nearhy
lumber camp. came in for parls.

“The French I learned in schoal is
different from their dialect.” she explains,
“hut with the pictures in the part hooks.
their gesticulating and my limited grasp
of their French. I was able to fll their
parts order that totalled $93.00.7

This story shows why Franeis Nicholl
helieves it’s so important to carry a com-
plete line of parts. “My theory of success
is this”, he relates. “First, you must have
a good dependable product, such as
Homelite, to sell. Then you must adver-
tise constantly to make sure that everyone
interested in saws knows that you have
them.And then most important ol all. you
must carry a complete line of parts and
give top qualily service at all times, as
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quickly as possible.”

He solicits new business by advertisin
i three newspapers and in the yellotv
pages af the telephone directory. He uses
voadside signs al strategic points.degals,
direct mail advertising and digplays, at
the Country Fairs.

As a vivid example df the results of

these policies, Mrs, Nwhollotells of the
day that a dignificd ‘sehtlenien, allked
into the office and-latd four one hundred
dollar bills on=hex (T' k. Ashesnirned o
walk out she asked. “What’s this money
for?” “I'm h},})ﬂg a Homelite” he said.

“When [ asked i, whal model he
wanted he said he, didn’t know. but the
name ‘Homelite” wag” good enough for
him! It seemns he’d been in the market
tor a chain saw and had gone to a compe-
Litor first. When he found they didn’t give
service locally, he was quite disturbed

_and decided 1o check further before buy-

ing a saw. He went Lo the President of his
local bank and was told that Francis
Nicholl was the most dependable dealer
in the entire area and had the hesl equip-
ped saw shop. He'd heard only good
things about Homelite. so he was willing
to put complele trust in our judgement.
He picked out a 6-22 and has had excel-
lent results with it.”

Successful dealers like Franeis Nicholl

alwayve adnit that salisfied customers. are’

powerful salesmen for Homelite. “One
such customer is Mr. Wilbert bn“}ier‘

dairy farmer of Copenhagen, ] ’{ew York.
Tn addition to milking about, 30 cows
every day, he has abuut 3wor 4 hours™to

work in the wood lot on his fapeisDas)

year, he owned a competitive“saw jand
sold a substantial part of his sugawhush
of hard maple to a log contractor. A cut-
ter working for the contractor had a
Homelite 7-29 and was cutting twice as
many logs a day as Mr. Snyder was, in
fact, he averaged & thousand feet a day.
five days a week for a 6 month period,
which brought him in a pay check of 5316
io $340 a week!

Mr. Snyder was so impressed that he
bought a 7-29, which he used to buck the
tops of the maple trees for slove wood.
tle cut 406 cord with this saw and his
total repairs to date are $51.70 plus one
chain! He's had equally good periorm-
ance from an EZ which he bought.

;M@chall

A neighbor of Mr. Snvder has good
cause to be grateful to Homelite. iao.
When his barn burned down, alish
neighbors got together and had af “heo
to help him. [&.mw his 7-20. Mz Sagder
cut the logs, 20 thfm:dnd dest, in iwo,
days. and trucked theni to Franeds
Nicholl who sawed the,logst They il
nelghbor'a set to work arfdMhuilt the harh
in jig Lime al no Gobt 't b this farfuery

Other m]pf)rtant memberg, ol ihis
Homelite operﬁl 1 are theyunechanies.
Collin “‘R‘@ﬂ " Saver andl Ben Zawatski.
In recentyedvs. becatise, of his poor eye
sight, Frangis Nicholhhas been unable o
do aetual serviee work on saws, hul hoth
mechanics arencompletely familiar with

‘elain sawrepdicfand rebuilding and have

gll the best é‘guipmfmt.

" Aunost iteresting member of the fami-
bvownol, to be overlooked. is Francis
father. Mr. Fred Nicholl who iz
3{) Vears young. An avid hunter. Mr.
Nicholl, looks and acts like a man in his
fifties. He has worked lor Franeis for
about 22 years. on his own highly indi-
vidual time schedule.

“It’s a pleaqure to sell Momelite saws
and parts” according to the Nicholls, and
they speak from tlne Expcran( e ool doing
just that, very successfully. “It's alwavs
easy to sell a good product and when von
believe 100%¢ in that product, it makes it
Lwice as casy.”

“And so the days go by™ savs Vs
Nicholl, “The days lead inlo years and
we keep on selling Homelite chain saws.™

Homelile is proud of the lovalty, char-
acter and ability of such people as
Francis Nicholl and Mrs. Nicholl. They
and other dealers like them have contri-
buted in great measure to Homelite's fine
repulation all over the country.

Jhtes, old friends get together. Francis Nicholl,
Aefi, and MF. Peter Ottersland proudly display «
20MCS whichwas one of the first production series
made By Homelite. t's still in prime condition.

Putting a champion 7-29 through its paces. Mr.
Wilbert Snyder, right, shows Froncis Nicholl the
technique he used to buck over 400 cords of wood.
His profits were large; his expenses smaill.
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Sharpening chain has become a very
profitable side line in many suceessful
Homelite dealers” shops throughout the
country. Machines have been déveloped’
in the past few years tosspeed-up and ims
prove chain sharpening, Ifi addifien to
the actual profit 4rom, shagpebing the
chain, other Pr@ﬁﬁg follow., ]:%J‘%! Stacking
reels of chaifi andwadvertising sharpening
and maintenance of allynakes of saws,
dealers find ‘tHat owners jof competitive
saws get the habit of Coming to their
shop, huying chain there and eventually
buying Homelite chain saws.

Here are the advantages to a dealer
who goes in extensively for chain sharp-
ening:

1. He gains additional chain grinding

husiness.

2. He gains additional chain sales.

3. He converts competitive chain saw
users to his store.

4. He sells more Homelites.

Fach ol these four points puts addi-
tional dollars in the dealers pocket.

Ag an example of how successtully this
has worked, we have two dealers in Nouth'
Central Ohio who decided that this glam
was worth trying. They invested in‘elec-
tric grinders and with 25" reels ‘ol the
popular chain in stock, they'began ad<
vertising the fact that théy did precision
chain sharpening on all makes of saws.
Not only did they increase theitschain
grinding and chain business, tremen-
dously, but one dealer increased his saw
sales in 1957 by 7674 over 1956. while
the other increased his business by
181%!

Speaking of increasing sales, the new
Time Payment Plan seems to be doing
the job it was intended to do. The month
of February showed a 100% increase in
time payment sales over the month of
January. and according to Seattle Dis-
trict Manager Sherwood. a hig inerease
in sales there can be traced directly o the

sl

Not all Homelites are
chain saws. Thes
""Homelites’" are o sfack
bowling team, sp_qr-fsg'l‘eﬁ_a
by Homelﬂé'deurier

Eli Brunner, Oneida,
Kansas. Leﬁt“jd‘l right cre
L. Heim‘ﬂﬂ’wﬂ].". "Tangeman,

18" eams.
Mr. Brunner feels the
compensation from his
sponsarship has been
very gratifying

uThis pitturetells the story of exactly how | feel”
professional cutter and amateur photographer
Gilbert Wright of Myers Flat, California, says in
a.recent, letter. It looks as if he’s proud of both
his pretty wife and his 6-22 which he uses for fall-
ingwsecond growth poles. “l do commend you on
the starting ability of the Homelite”, he writes,
“It's light enough and it's o recl work-harse when
necessary.” His dealer, is Ivor Wilson of Weott.

of Culbersén.

OUR LOYAL CUSTOMERS

Cut, of the hundreds of nice letters we
gét froin customers; occasionally one is
espdeially original and we can’t resist
passing iFalong Lo vou. Mr. Frank Bryant
North Carolina writes
“Now, Iy have my new Homelite, 1
wouldn™ trade it for a dozen ol any other

“kinds When vou go to cut wood with a

Himelite yon know you are going to get
some work done and in a hurry, too.
Nothing can beat a Homelite.”

And then, Mr. Bryanl composed the
following:
H—is for Homelite, best saw made.
O—own one, they are the thing.
M-—money saver, more work dane.
E—FZ-6 is Lhe kind to buy.
L

[-—inquire at your dealer for a Homelite.

light in weight, easy to handle.

T—trade what vou got. vou can’t get
heat.
E—every Homelite is guaranteed.

Put them all together, they spell Home-
lite, to Mr. Bryant and thousands of satis-
fied customers,

Carl Waananen, left of
Route 71, Dukes,
Michigan, looks with
pride at the nice, new
EZ-6 which Edward
Hedmuark is presenting
5o him. Mr. Hedmark,
the Homelite dealer in
Skandia, Michigan had
a very successful local
contest, Now if the
snow will only melt,
Mr. Waananen will be
able to iry h
Homelite out
in the woods of the
MNorthern Penninsula.
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Spring Sparks Big Sales Pus

Spring Cleaning Aime is here—a time to get the cobwehs
out of thinking as well as out of the corners of the shop.

Nature does such a speetacular job of putting on a new look
in the Spring that people feel they must do their part to keep
up! Homelite dealers are no exception, They’re dusting out the
parts bins. washing the windows> brightening up the displays
and placing the bright red and green Homelite colors wheze
they’ll atfract the most attention. A new sign. an eye-catchiing
display, can do as much for business as fresh bait on a fishing
expedition.

This past winter has been a long, tough one in wiost parts
of the country, and some areas are feeling the efleets of the
current husiness recession. Each expert feels he has the answer
to this problem. The only trouble is there are-as'many answers
as there are experts! Mast of them seem to feel) however,dhat
the economy iz basically sound. and that busin&ss willbé& on the
aptrend again before the year is out.

Getting right down to conditiong ta industriesaffecting the
sale of Homelites, Gene Carey, Managér of Chain Saw Sales,
has this to report.

“Receipts of pulpwood™at mills all over the entire country
were down only 4% in Januaty 1958.from"one year ago. For
the same period, inventoriessat the pulp mills were up only 5%.”

“Lumber shipments are angtheryréliable index.” continues
Gene. “They were down only 31% from January 1957. In-
ventories were down by 3.2%. still in very good relationship.
These figures would indicate that neither pulpwood or saw log
business have been very seriously affected by the recession.”

According to a February, 1958, report sent out by “Lumber-
man-Timberman.” 999,000 dwelling units were put under con-
tract in 1957, Many recognized authorities make conservative
estimates that 1,100,000 new homes will be started in 1958, If
correct, this would mean an increase of about 2 hillion hoard
feet of lumber which would be needed for their construction.

[n addition to this, President Eisenhower has just signed
a bill which allocates $1,850,000,000 to loan and mortgage
associations for mortgage money to be used in new housing
starls estimaled at another 200,000 units. If these new units
materialize, it will represent an increase of 30% —surely an
encouraging picture!

What ébout farm nceme —another factor which influences
chain sy sales? This varies widely in different parts of the
country. _as the rising cost of living is balanced against the
price the farmer can’get for his produce. Actually, the overall
farty incomé fcreased by about 2% in 1957. according to a
recent artieledn the New York Times.

So, thifngs aren’t as black as the prophets of gloom like to
claim, The wide-awake Homelite dealer will seize on the positive
side'af present day conditions and feel proud that he has a quali-
ty product and the hest service reputation in the field. Hell
paint out that a Homelite chain saw can help a man bring in

_additional income. that it pays for itself in short order. that

it is trouble free and remarkably inexpensive to operale.

And he’ll use any slack time he may have to clean up,
brighten up, spark up his Homelite operation. And he will
speak up about it through promotion and advertising, so that
the customers will surely know where to come when they're
ready to buy Homelite chain saws.

Spring Cleaning Time finds Morris “Bix’’ Bixby, washing the windows of the
Portable Power Tool Co., Inc. of South Norwalk, Conn. Bix is manager of this
neat and well-run shop. The ewner is T. J, Hoermann,




Straight

from

Straetz

Ever} ‘where you go these days people
“talk about recession. husiness slowﬂown
and tax cuts. It took a group ¢f automo-
hile dealers in Cleveland. Obioto talk
about sales pickup—andthed td do some-
thing about it.

They held a Sales®o-pdma overva three
day period and(sold moré earsithan in
any three day period for oventwo years.
They did it'hy advertiging. trading, and
hard selling.

We can do this imthe Chain Saw husi-
ness, too. In fact. a number of dealers
have been successfully increasing their
chain saw sales by holding CHAIN SAW
DEALER DAYS. They may be called by
different names—an OPEN HOUSE or
a CHAIN SAW CLINIC or a FIELD
DAY, as described on the page oppo-
site—but they all have the same pur-
pose...to gel the customers into the
dealer’s shop and to sell Homelite chain
saws!

These DEALER DAYS have been held
when customers are most likely to be in
town. in many cases, Saturday. With
good preliminary advertising offering,
free inspection of chain saws. plus re-
freshnients and prizes, dealers havefodud
this type of promotion really/pays“ofl,
They have sold new saws.Mised ‘saws and
many accessories. And the chain saw user
knows that the Homelite dealer _has a
good stock of units and parts and is aware
of the value of good service.

So, if you want to make more chain
saw sales. start planming a DEALER
DAY now. Remember, half of the cost of
the adverlising is covered by Homelite's
Dealer Cooperative Advertising Program,
After you hold a CHAIN SAW DEALER
DAY you can be sure that when people
ask you “How's business?” you can
answer “Good...and it’s going to get

Rutod P fr =

Sales Manager

Bumper-fo Bumper

Last May. wher'the Powet® Twmu Were
introduced, ¢he \Beétractable, Spike Bum-
per, an aceessany for the B and the EZ-6.
was madle’available to the dealers. In all
thevefcitement of promoting the two new
aniodels, thissery useful part was more or
jess pverinuk&d.

e new spike bumper was developad
after itswas reported by many users that
the EZ warked better in the bucking cut
when th&spike humper was left off. HU\»-
eversome users like to have a spike on
the unit for felling cuts.

These two entirely different needs can
be filled with the new retractable humper.
When you need spikes you have them.
When you're bucking logs. the spike itself
hinges back and out of the way.

From the tests which were run on the
new spike. it was felt that it was more
practical in some cases than the standard
type of spike bumper now on the EZSK
remains to be seen whether enough, cus:
tomers would prefer this type of bumper.
Therefor, it’s important to gépthese in
use on as many of our dirgflidrite saws
as possible, to see how the users like ihe
feel of the new style.

Close-up view of the Retractable Spike Bumper,
mounted in place of the regular Bumper Plate.

I a'dealer has any customers who re-

amove” the eplke bumper hecause they

think it géts in the way in the bucking

wut, heemay find that these cutters will be

glad, te fry the new retractable spike
bumper.

It% an mcxpcnswe item. retailing for
wonly $3.75, and can be used on either the

EZ or the EZ-6. The dealer can order it

from the Homelite Branch as Part

#A-55022.

HOMELITE HONOR ROLL

An ever-incrégsing number of Home-
lite dealere atefoining the proud ranks of
those Who have’ received their Servieing
Dealer awards. This latest list includes a
firstdisting of dealers from Distriet #7,
1}:|e Ciucinnati District. and additional
from Distriets 21, 10, 18 and 25.
These dealers have met the five stated
qualifications; possession of a complete
set of Service Tools: a faclory-field-
trained mechanic: a parts stock in keep-
ing with the number of Homelite saws in
the terrilory; an altractive unit display
and adequate dealer identification. Con-
gratulations!

SERVICE PLAQUE WINNERS

Bahner Farm Equipment, Shelton, Conpecticur
Burch Tractor & Implement (_Ojnpan} Hillsboro. Ohio

C & B Garagé, Independence, Ohio

Cahall Brothers, Georgetown, Ohio

Chain Saw Sales. Bedford. Ohio

Chalker & Fiest, Phalanx Sration. Ohio
Cobleatz, Daniel N., Hartville, Ohio
Curris Moror Company, Anrtonito, Colorado

Drew Brothers Lumber Company. Greenville. Ohicy
Dubais Electric & Refrigeration, Dubois, Wyoming

Lngine & Mower Service. Pueblo, Colorade

Faullener & Harris, Greenwood Springs, Mississippi
Frantz Equipment Company, Westfield, Massachusetts
Goyette Bros., Inc, Piresfield, Massachusetts

Grimes Implement Company. Inc., Chillicothe, Ohio

Ivor's Engine & Mower Service, East Haven. Connecticut
Jaeger Saw Works, Rockford, Illinois
Kemper County Tractor Co., DeKalb, Mississippi

Tancaster & Son, C. K., Mountain View, Arkansas
Lancaster Loggers Supply Co., Batesville, Arkansas
Larcom & Mitchell (nmpmy Delaware, Ohio
Leverert Implement Company, Mansheld. Ohio
Loggers Supply Company, Port Gibson, Mississippi
Longworth, Noah H., Richmond, Indiana

Lupa, Luther, Jr., Walnur. Mississippi

M & M Sales and Service. Ashland, Ohio
Mathis Repair Shop, Warer Valley, Mississippi
Mississippi Hardware Co., Vicksburg, Mississippl
Mitchell Luniber Co., Manon Ohio

Nerzley Boar & Moror Sales, Trov, Ohio
Newbury Aute Service, Newbury, Ohio

Oshorn Co,. D ( The, Bristolville, Ghin
Quo Farm Equipment, Frank L.. Brookville, Tndiana
Oxford Tractor Co., Oxford Mississippi

Pennell's Gatage, Starkville, Mississippi
Pike County Farm Bureau CU op. Inc.. Waverly, Ohio
Pury's Welding Shop, DeWit, Arkansas

Ray Tractor Company, New Albany, Mississippi
Ruwer-Sibley Equipment Co. Inc., NewMilford. Conn.
Ruwer-Sibley, Inc,, Torrington, Connecticut

Schlabach Engine Shop, Mose, Apple Creek, Ohia
Shinrock Elevartor & Supply Ass'n., The. Shinrock, Ohio
Shuqualak Welding Company, Shuqualak, Mississippi
Sixty One-Fourteen Service Station, Auguilla, Mississippi
Southeast Ohio Timber Products Co., Zanesville, Ohio
Sparaco’s: Lawnmower Service, Old Saybrook, Conn.
Spencer, K. H., Darser, Ohio

Sportsmen Cenrer, Columbus, Ohio

Taylor Lumber Co., Rushtown, Ohio
Thomas Brothers, Corning, Arkansas )
Tolles Farm Equipment Co,, Southington. Connecticur

West-Ark: Equipment Co., Tnc., Russellville, Arkansas
West Farm Equipment Cao., Sedan, Kansas

Wickline Lumber Co., George, Londan, Qhio

Williams Welding Shop. Fred, Brinkley, Arkansas

Y Lumber & Hardware, The, Cody, Wyoming
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They're Still Talking

When Farm and Forest Enterprises,
Ine. of Middleton, Wisconsin. have a
party, they believe in making it a good
one ... so that people will want to come.
and will remember it for a long time
afterwards.

Last December 21st they held a Field
Day and sent out over 8.500 invitations.
Everybody in the area who might he in-
terested in Homelite chain saws “was in-
vited and over 300 accepted! The-invitas
tion was in the form of the @Glorfal self-
mailer featuring the complzl;e line of
Homelite chain saws. and invadditién. it
mcluded five certificates, each ode & M-
ferent color, enlithing, the bedretnid all
kinds of 1 mlerestlr% honus iteng=One was
a chance to(witness a demonslvation and
compete for adpée E7-6; one. for Home-
lite owners. offered “a “mew chain and
flashlight for the hest Statement of “We
like our Homelite he€ause . .. 7 Another

offered a chain sharpening ata saving of
$1.00 10 $1.50. A fourth was a credit

cerlificate of $10.00 on the purchase of
any new or used saw, during a three week
period. while the last was a New Saw
Bonus Certificate which listed nine bonus

items such as file, gas can. etc. in addition

Winner of the locc:l Power Twins confest, Mr. Co
rad Breunig, left, receives his EZ-6 from R, €I
Swanson, Homelite dealer.

Farm and Forest

Fred Wallin and Bill Newlun,
Enterprise employees, explain some of the ad-
vantages of the new EZ-6 fo Mr. Breunig.

empty Homelitethain saw grtonss

Southern Wisconsin,

About the Party!

to the instznétion book&wrench and can
of gear "labe: which ‘went with a new
Hofi\éfif’e. AH thid?. ﬁhd tutting conlests,

Ig_uts,ﬁooi It 8 110 wonder Lhat the turn-
out was gbod. and a fine time was had

that davdram 10 AM. to 3 P.M.

ngfihght of the occasion was the an-
figtimcement of the winners of the varions
prizes. Conrad Breunig of Mazomanie,
Wisconsin. who won the EZ-6. was very
pleased. He needed a saw and had heen
wanting to get a Homelite.

There were other prizes too: chains,
gas cans, files and holders. According to
R. C. Swanson, Manager of Farm and
Forest Enterprises. Inc. the Field Day
was a real success.

“We feel that it has brought a lot of!
people into our place of business and that
the promotion was really worth Aghile:
The chain sharpening coupons ghail were
sent out are still being used.”

It took a lot of planning and Advertig-
ing to put on a big afEﬂn‘ of this kiad
Guests were impresse mﬁl the hack-
ground display of /@hout two hutdred
<Saved
for the occasion. They looked &ver the
modern shop, ‘with equipment for all
types of chain saw service. and repair.
They shared the enthusiasm and pride
withgwhieh' R. Q4 Swatison and his crew
shawed off the ‘Homelites!

The Farm(and, Forest Enterprises out-

Jfitavhich is.a branch of Sunny Side Seed

Farms. Tfic. is a familiar one in the area,
havidg operated a portable sawmill for
15" Vears—in fact, theirs was the first in
Now that they are
Homelite dealers, they can combine husi-

ness with more business by demonstrat-

ing the speed and efficiency of Homelite
models in actual on-the-job conditions.
Two men are especially trained to do re-
pair work on saws and take care of the
sales. The sawmill truck carries a Home-
lite sign so everyone in the field can
recognize it.

“We display our saws at the local fairs
and other events of that kind.” explains
Mr. Swanson. “We also try to be a serv-
ice organization as we believe that it is
one of the more important things in
maintaining a business of this kind. We
find that farmers. particularly, are very
conscious of service as it applies to all
their farm machinery and equipment.”

“An excellent product, plus a tremen-
dous national advelticin& ('ampaign has
certainly helped us in our sales,” says Mr.
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A replica of one of the certificates which was in-
cluded with each invitation ta the big Field Day.

Swanson. “Field days, no doubt, have a
far reaching effect, beyond the immedi-
ate results of that day or the following
month.” Mr. Swanson feels that adver-
tising in all forms pays off. They have a
continuing ad in all county weeklies and
use direct mail and roadside signs, as well
as wadio, advertising to supplement the
progtam.
N i always difficult to evaluate ad-
vcrtlamg dectralely,” says Mr. Swans-
son. “L believe our tendency is 1athe1 to
nnderestifnate it than overestimate it.”

Jarm and Forest Enterprises, Ine. is
already planning another Field Day for
the general public and some special Field
Days for selected groups.

An experienced and progressive dealer
puts a lot of thought and money into pro-
moting a program of this type. It’s nice to

“know that it pays off in added sales and

local recognition.

Bill Newlun and Fred Wallin excamine the cut-away
models which help them sell Homelite chain saws.
The hard hats keep them safe and neat.

The pick-up truck, used with the sawmill and chain
saw sales, advertises Homelite on the road. Fred
Wallin and Bill Newlun with the Power Twins.




~ Nico Van De Ryn, Chain Saw Specialist'of Si.
Paul, Minnesota, shows o group of d6ggers, how
to proctice what he preaches.

Teacher Fotf A Day

It is just as impertant for thHe user of
a Homelite chaigsaw 't know Fewfo take
care of i, a8’ it isle know how to handle
it. So time'gpent/in giving instruction on
proper chain“mainlehange. filing tech-
nigue and chaiu repair,” as well as safe
cutting practices. i Wme well spent. The
class pictured above was given by Nico
Van De Ryn to a group of cutters em-
ployed by the Rhinelander Paper Co. in
Rhinelander, Wisconsin., Not only did
Mr. Van De Ryn receive a warm letter of
thanks from the company, but they pub-
Hishied his piciuce in their coi
zine.

“I think we can definitely prove that
they learned from your demonstration,
by the complete lack of maintenance bills
since you were here,” writes King G.
Sheldon, Chief Forester of the Company,
to Nick, a St. Paul Chain Saw Specialist.
“Thanks again for your assistance, Nicky
I'm sure the men got a lot out of what Véu'
had to say. They seem very satisfied witlh
the performance of the saws.”

ipany maga-

St. Paul Districi Manager E. S. Spencer, left, and
Dr. F. H. Kaufert, right, Rirector of the School of
Farestry, University of Minnesote, congratulate the
two award winners, Carl H. Reidel and Richard

W. Schneider.

At first glance. a"panade in Joward for-
estry student al{Alab&ma Pelytechnic In-
stitute and @ wisiting graup from Port
Leyden, New\Y ork. don't seém to have a
thing ig’cammon. They are all part of the
Homelité_familys however ... a family
that strétches™all ‘dcrbss the country.

Whereverwbou go, on main highways.
O countey roads, on lonely forest trails,
you'rg=apt, Lo see the familiar red and
green\of ja Homelite chain saw or a pic-
tuxe of one. You hear the familiar buzz of
the engine or meet the man who repre-
sents Homelite in his community. It’s nice
to be able Lo be so proud of the quality
product we represent and of the people
who make and sell it!

A _senior forestry student at Alabama Polytechnic
Insﬁfute gets prq:ﬁuuf experience with a Home-
1i¥8)7-29. Used by the Forestry Department in their
lodging (laboratory and for bucking logs to length
at their sawmill, this 7-29 won the admiration of
faculty and"students and appeared for two days
at_a Village Fair held on the Auburn, Alabama,
¢ampus. A chain saw with o coliege education!

Homelite Forestry Awards have been
presented to four more deserving young
men—iwo at the University of Minnesota
and two at Michigan State University—
bringing to thirteen the number of such
awards given since last September. The
University of Maine will announce the
winner or winners of the final Homelits
award for 1957-58 in the near future.

Dean Swenson of the College of Agri-
culture at Michigan State University ex-
presses the attitude of other University
authorities when he writes: “We greatly
appreciate yvour interest and support. The
award helps more than the students who
receive il, since I am zure that it acts as
a stimulus to other students as well.”

Robert Thomas, owner of Thomas Saw Service in
Council Bluffs, lowa, gave the Power Twins o ride
on his float in o porade at Treynor, lowa, last
fall. He has recently been awarded a Servicing
Dealer plague for his fine Homelite activities.

I1’s nice to welcome old friends like the McHales,
Homelite dealers from Port Leyden, New York, who
paid a visit to the Port Chester plant recently. At
left is Michael McHale, his father Charlie and his
sister, June. Mr. and Mrs. Howard McHale and
their daughter are on the right. The McHales were
featured as "Homelite Dealers of the Month” in
the September, 1956, issue of Sawdust.

Vin Awards

Detroit District Manager A. Gruettner, left, pre-
sents Forestry Awards to David A. Young, Forestry
junior and David L. Gerwitz, Forest Products
junior as Professor W. Randall of Michigan State
University looks proudly on.




New Models,
To Spur Sharp Rise.in Sales

The 7 month guarantee which Home-
lite is offering on the two new “Magic 77
chain saws is the strongest possible proof

that the 7-19 and the 7-21 are the most
dependable chain saws ever offered.
Homelite is so confident of the great fea-
tures and high quality built into each
gaw, that we are backing our judgment
with the strongest guarantee in the indus-
try. We know they're good!

Why is Homelite so sure of these saws?
In the first place, they are being produced
in the Gastonia factory, the world’s most
modern chain saw plant. The whole plant
has only one purpose—to turn outithe
finest chain saws in the world. TinJess
than a year of operation they have stic-
ceeded in doing just that.

Qualily 1s stressed. evéry siep’ of the
wav. The high quality of the materfils
and machined parts is matched=hy \the
high quality of operation on th&tassembly
line and the high quality perfommance
demanded of the finished product. The
saws have to meet the highest standards
before they can have the bright Homelite
decals applied and be shipped out in their

own colorful hoxes.

Homelite is sure of the “Magic 77 ghain
saws because hundreds ol thousands of
hours of actualyugs, in/the field have
proved them Lwhe wirtnally thouhlé free.
The great new featires such as'the tough,

counter balaneed cravkshaft . . . new
cylinder with 127 more.cooling area . ..
longer ( spark plugl life...new intake

parts . . mew_ “magnetd rotor ... make
the \7-19 andN\the 7-21 exceptionally
smooth runfiing and easy to use.

Mang of. these new features were de-
veloped™ at, the request of Homelite
dedlers and salesmen—men who know
whal the customers are looking for and
what they expect in the way of perform-
auce from a chain saw.

This unparalleled 7 month guarantee
should prove a very strong selling point
tor Homelite dealers, Our customers have
always recognized that Homelite quality
was worth paying for. This warranty is
like a bonus for their confidence in
IHomelite and says to them. “We feel so
strongly that vou have made a wise
choice in buying one of these great new

At lefi. .. the new
7-19, direct drive
“Magic 7 Homelite

At right ... the new
7-21, gear-driven

“Magic 7" Homelite
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New Warranty

Homelite Chain Saws that we are willing
to stand back of the material and work.
manship for seven months from the day
the saw is delivered to you. We will re
place any defective parts free of charge.
We can aflord 1o do this because we feel
so sure that there will be very, very few
of sueh defective parts!™

The hard-hitting new advertising and
promotion program for the “Magic 77
chain saws, which will he launched the
end of May will feature the phrase “Put
yourself in the money-making picture.”
This iz meant for the customer, and
points up the speed. lugging power and
dependahility of the new saws: the fact
that they handle like magic, and cut =o

fast and economically that they quickly

pay for themselves.

As a Homelite dealer, you can “Pul
voursell in the money-making picture.”
too. by demonstrating and promutmg
these outstanding new “Magic 77 chain
saws, the direct dl ive 7-19 and the gear

driven 7-21. With the 7 month gnarantee
to back you up, you'll see your sales go
up, as il by Magic.
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We haven't gone completely crazy! We
know that it’s only May, and that Decein-
ber is a long way ofl. However we want
~vou to know ahout a special line of heau-
tiful 1959 calendars which @re ]Tem«*
offered this vear to Homeliles dealers km
the first time. We have beed dble to gel
them al rock-hottom pritesyand weld like
to tell you about thein, so you cambegin
planning for next Chrisfmas. how, hefore
the rush begins.

We wanf you ¥ be ableMo compare
these with ‘Q.ﬂlf;;" calendars you mav be
offered. so that yoweansee how low our
_|li"1;;(-‘.s are and Whal care has gone into
the selection of thediwe styles illustrated
on these pages. Remember that the deal-
er’s name and address and the Homelite
identification will be imprinted right on
the calendar, a permanent part of the
whol(, design. =

AL you cain 8GL youi uxdu in SCON. it
will be a real help to the company which
imprints and ships the calendars. In fact
they have offered a 5 per cent discount
on all orders sent by August 15. However,
you have until October 15, if you're not
interested in that 3 per cenl saving.

So [orget the warm weather and the
spring Mlowers, Hum a chorus of “Jingle

Bells. Jingle Bells™ and get in the Christ-
mas mood right now! Christmas means
gifts. and whal more ideal gift than
beantiful calendar could vou send to
progpects or valued customers.

By actual survey. 98 per eent of all
United States hames use calendars. And
because the calendar is consulted often.
people remember the person who gave it
to them and the business he represents.
So a calendar is a highly effective form
ol advertising, promoting business and
building good will 365 days in the yeaf,

Look over the descriptions of eaeh ‘ot
the five styles offered, study the aficlesed
sheet with alternate picture choides! go
aver the list of customers and Prespecls
you wish to reach andecheck“the priges
and quantities required, W oull bersur
prised to find that severalof these ealen-
dars are less expehsiyethan Christmas
cards. cards which will hedGoked st once
or twice and discarded.

Your GHain Saw Specialist will have
samples7of all these”calendars. If you'd
prefer to _jsee the Samples before you
ordar. be suréstonask for a showing. the
nextlime hevisils You. So keep this. copy
af Sawdust hdndy—lor future reference !

These metal desk calendars are supplied in attractive holly-decorated envelopes with o pretty folded

card which brings “Seasons Greetings” to the customer ot prospect ..

. a nice way of saying "thank you”

for past pafronage or of infroducing Homelife fo @ new customer,

Have You'Done Your
Xmas Shopping Yet?

Here are a few things to remember when
flling out the enclosed order form.

1. Cei vour order in early, 5% discount
if sent bhefore Augustlb.

2, All orders must be in hy Octoher 15.

3. Check or money order must accompany
order.

4. Desk calendars come complete with
greeling card and holly envelope.

SeFor other styles, it is necessary to indi-
gate whether mailing tubes, envelopes
or mailing wrappers are required.

6. 3&{%5(’ to inclicate the style number oi
the pictures chosen from the selection
shicet for either the Varnished Hanger
‘or Farm Record calendars. A minimum
of 30 in one style is allowed.

=1

. Print your name and address exactly
4s you want il to appear as an imprinl,
Spell out all words in full unless you
wan! them to be abhreviated.

8. All orders are shipped by R. R. Ex-

press, F.O.B.. Chicago, Iliinnis.

9. Orders are 1o be sent directly fo:

Kevstone Specialty Co.
22 West First Street
Mt. Vernon., New Yeork

Sorry, these do not come under the

Dealer Co-op Plan. so Serip Dollars

can not be used in paymenl.

DESK CALENDARS

The two styles of Desk Calendars are
of metal with the date pad stapled on
securely. The small one. 2£170-541. mea-
sures 234 by 31 inches, and has a space
for 4 short lines of the dealer imprint,
to the left of the Homelite spot. The
background color is a soft blue. The date
pad has the holidays marked in red.

Priced at $20.50 for 150, $38.00 for
300 and $58.00 for 500, these calendars
are inexpensive vet attractive and practi-
cal. They make very nice Christmas
Cards which will be used all year.

The large desk calendar, #£170-1776B,
has a metal backing, is 614 by 414 inches
in size. with a space for a three line dealer
imprint at ihe top.

The pad is printed in four colors. and
features portraits of historical figures on
their birth dates, plus appropnal,e pie-
tures for each h(ﬂlﬂay. and the jewel and
flower of each month.

Priced at $33.75 for 100, $76.50 for
250, $137.00 for 500, these calendars are
simple, neal and very useful.

-
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The Farm Record Calendar. =130-
6020A, shown above. would make an
ideal item for the dealer whose customeng
and prospects are farmers. or livedin
rural areas.

Under the altractive pictuge, Seach
monthly sheet has space for,the {armer
to keep complete records of farm Teceipts
and expeunses. Notice theyprominently
featured dealer imprint and Hemelite
identification! A strong self jpacket)on
each page makes a handy place toKeep
bills and receipts, and the whole page can
be torn off and hung on the hack of ihe
calendar for year-long record keeping.

Articles of interest to the whole farm
family are featured on the back of each
sheet and a sturdy pencil is mounted in
a special holder at the top.

The price is $23.00 for 50, §41.75 for
100, $102.00 for 250 and $189.00 for
500. Envelopes for this style are priced
at $1.70 a hundred.

This calendar is 8 inches wide by 1214
inches long, and can be ordered with any
one of five lovely full color pictures. See
enclosed selection sheet,

This\beautitul galendar is large. 12 by
20 Anchés ewerdll, and can be ordered
with any ong of a great variety of sub-
jectsil(see enclosed selection list.) There
are™pictures to appeal to every kind of
customer: logger, farmer. or sportsman.

“on may want to choose several different
subjects for different types of customers.
Fifty is the minimum order {for any one
subject. The date pad is the four-color
historical style, with two months dis-
played at a time. The dealer imprint has
real prominence across the whole top of
the calendar.

These are called Varnished Hangers
because a thin coat of varnish is applied
to the whole surface, furnishing a pro-
tective shield which prevents fading and
cracking, keeps colors bright zll year.

The cost is surprisingly low, especially
when ordered in the larger quantities.
Priced at $25.75 for 100, $53.75 for 250
and $97.75 for 500 (less than 20 cents
apiece!) Varnished Hanger calendars
are available in mailing tubes at $8.50
a hundred or in paper wrappers at $3.15

a hundred.

The Sportsman Calendar for 1959 is
an information-filled. action packed di-
gest of uselul facts and hints which will
he welecomed by fishermen, hunters and
campers alike.

To capture the lifelike, breath-taking
beauty of lake, stream, mountain and
field. twelve outstanding full-color Koda-
chrome pictures are used, one for each
month. On the back of each page you will
hnd photographs, sketches and factual
articles by top experts. on such subjects
as “trout and bass fishing,” “hunting
with bow and arrow.” and many others.

To help take the guess work out of
fishing plans, a long term fshing guide
charts the hest days for fishing.

The dealer imprint appears on each
and every page of this 8 by 16 inch calen-
dar, in the prominent center-ol-the-page
spol. Full-color pictures and information
ahout popular game fish also are fealured.

Sportsman calendars are priced at
$23.10 for 50, $39.00 for 16, and $93.50
for 250. Mailing tubes cosl $6.35 a hun-
dred, and envelopes are available at

$2.65 a hundred.
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“Belly to Belly Selling”

Did you ever hear the expression
“Belly to Belly Selling”™? Pretfy.desgrip-
tive. don’t you think? Tt wasused receht-
Iy at a top-level economic'gonference of
leading manufacturers{irém all o¥ér the
country in answer to'ghe,questiofin. How
do vou make a Letter mercliandiser oul
ol a retailer2”

This expression originally becanie
famous in pictdring the personal selling
activities of the old-fashiened drummers.
who went out “after their customers.
demonsirated their¥products and then
stood there face to [ace until a deal was
made. It points up, in strong terms, the
need for more direct close contact by
Homelite salesmen with dealers and
dealers with eunstomers =

Al the same meeting President Eisen-
hower stated that manufacturers should
give hetter value in the products they
manufacture. We, at Homelite. agree that
customers deserve belter values and we
are announcing the two new Magic 7
chain saws—built in the most modern
chain saw factory in the world. These
Magic 7 chain saws are so well engin:
cered and built with such quality that we
are confidently backing them up with a
“T-month guarantee™.

In addition to the extra valugshuilidnto
these saws, we have an attractive promo-
tion kit designed Lo helplyou make your
customer aware of Homelite’smew Magie
7 chain saws and to bring hint [agewo
face with vou to close the deal.

We are excited about the sales possi-
bilities of these new szaws. The general
economy is showing a betler tone: hous-
ing starts are climbing; prices in the
lumber market are firming up: paper-
board production is still at over 805 of
capacily.

With same “Belly to Belly Selling™ on
our part and yours, 1958 will be a good
year! Lel’s gat out and sell!

Rotot P frs

Sales Manager

HIGH SPOT OF THE.SHOW

A number of giant.Narway pines, usec
by the Timber Topfers for theitshazard-
ous climbing demofisiration @t the 1958
Sentinel Sporis'SHaw in Milwaukee, were
cut  down <al Nilie Menominee Indian
Reservation, hear Shawano Wisconsin,
with Homelite chainisaws.

T Hese ‘giant spéars were over 200 years
@ld. the resull of thelndian Tribe’s selec-
tivel loggingprogram which hegan in
1865. Set up® inside the arena. ihey
reached, to, the rafters, and provided the
selting tor an exciting exhibition of tim-
ber iopping.

The Homelite dealer in Gresham, Wis-
cgrisin, Phil Hoffman. does a thriving
Business wilth the Menominee Indians.
They'd swap almost anything they own
for » Homelite!

Posing proudly before one of the fallen spars
which will be snaked cut of the forest by bull-
doZer are Yernon, Hoffman, Jim Cowles, Jini's son
and the saw that did the felling.

Ads that really get around, are these two Home-
lite station wagons ond their crews! Sons of
Eleanor Hedstrom, bookkeeper ot Chain Saw
Sales & Service, Homelite dealers in Kaiispell,
Mentana, they are just back from the Soap Box
Derby in Kalispell, Left to right, Robin Jay, Steven,
Chuck and Scot! Hedstrom.

NEVER UNDERESTIMATE A
HOMELITE

Qur competilors found this out recent-
Iy. at a Gl_,;ktiﬂg contest. during the annual
SnowWeek Festival put on by the Goge-
hic‘College in Ironwood. Michigan.

The Upper Peninsula of Michigan is
ofie of the largest logging centerz in the
mid-west. and as usual there was great
nterest in this contest.

One of our competitors had been brag-
ging that with their new “6147 H. P.
model, Homelite’s clock was really going
to be cleaned! The contest log was a 237
Hemlock. and the 6145 H. I, saw made ihe
excellent time of 30 seconds.

It wasnt good enocugh for first place,
though! A hungry 6-22 operated by Ben
Hamilton of Wakefield, Michigan,
snorted through the same log in 22
seconds! A Homelite does it “again.

It's Coffee Break Time thanks to Louella Cease, left, and her friend with the coffee pot, Eva Christiansen.
The sawyers are Iron Ingalls and Morris Hanson. Louelle and her Homelite dealer husband Kenny Cease
of Bagley, Minnesota, are building their own home with their own lumber. Thenks to the Homelites above,
the whole job of cutting, skidding and sawing took less than three weeks.
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New Magic 7 Promotion Kits

Spearhead Local !

From earliest times. cerlain numbers
and signs have been considered lucky.
Among the most famous is the number
7. It looks as if the number “77 will
live up to its reputation by bringing lots
of Tuck to Homelite dealers this vear . ..
especially if dealers are willing to take
a little trouble to help their luck along.

At sales meeting in various parts of

4k 3

the country. the new “Magic 77 chain

saws have been received with high en-
thusiasm. A meeting in Denver. Colora-
do, on May 23, produced a fine turn-out
of dealers in spite of the distance they
have to travel to get there. Harry Hasher
of Rental Equipment Co. eame all“the
way from Billings, Montana, a~digtance
of 655 miles!

“The dealers were very enthusiastic.”
according to Lou Roy Fawlef. District
Manager and George Lodge, /Faetory
Chain Saw Specialist, who assisted him.
“They showed their sincere interest by
taking the new saws back with them ...
not by merely placing orders.”

These dealers know that no matter how
good the saws. no matter how strong
the warranty, they won’t sell them-
selves. They must be promoted—and pro-
moted—and promoted. That’s where the
new Promotion Kit comes in! Sent to
each dealer recently. the Kit features
seven hig promotion aids, all designed

~ o help sell.

Obviously, these promotion aids are
of no value packed in the box. They must
be used and the more fully they are used
the better chance the dealer has to “put

himself in the money-making\picturel.

The materials in the K3t #an he msed
to set up this “money-making picture”” ih
the dealer’s own'\shop, “Fight Qenpant-
shaped mobilegir¥brilliant sed andegreen,
have brass eyelets for easw/wiring and
stringing.{ Weatherproof. they can be
used insidetand out,

The big)3 x5 faot Jdisplay banner.
printed i red Son weatherproof drill
cloth.\can be psed on a wall. in a window

‘display or.even ontside the shop. The new

shipping cartafis. red for the 7-19 and

sgreen for the 7-21. make colorful. easy-

Lo-see. disp-lay aids. With these. and with
the “hig'blow-up of one of the national

ads_and the attractive two-color counter

edrd displayed. the slage is set.

cales Drives

A dealer can fix up his shop with ihis
malerial but if no one comes to see it
he’s gone to a lot of unnecessary trouble!
That’s where the rest of the Magic 7
promotional material comes in. News-
paper mats and publicity releases. radio
and TV spol announcements are supplied
complete, except for the dealers name
and address. These serve as invitations to
all prospects in the area to come into the
dealer’s shop and see the new models.

So, with the “Magic 7~ chain saws . . .
national and regional advertising . ..
strong product literature . . . the new 7
Month Guarantee . . . a 7-fold promotion
and 7 months left in the vear. TTomelite
dealers can turn 1958 into one of the
luckiest. most profitable years ever,

S. Tomkins Jr., Homelite
dealer of Hanover, New
Jersey, lost no time in
setting up this attractive
display, using the ma-
ferial from his Magic 7
Promotion Kit. Mr. Tom-
kins’ business is named
“"Do-11-Yourself, Inc.””
and he believes in setting
a fine example!




Advertising —— On-the-spot demonstration -} Service =

Increased Sales

For Charlie Epler of Idaho

Homelite Dealer of the Mobnth

At 26 years ©f age. Charlie Epler, of St. Maries, Idaho. 1s
prohably one of the #oungest successful chain saw dealers in
the country. After an early career of general contracting work
and a short period of logging. he went to work. late in 1952.
for a machinery dealer who handled several makes of chain
saws along with farm machinery.

This proved to be a smart move. for Charlie hecame fami-
liar with all types of chain saws and became acquainted with
most of the people in the area. In November. 1056. he opened
his own Homelite shop under the name “Charlie’s Saw Shop.”

“The happiest and proudest day of my life is thesanly, way
T can describe how 1 felt about owning my own business,” says
Charlie, “My first thought as a new dealer was(that T hatl 7o
advertise and advertise hard.”

Charlie did just that. He spent well oyer 51500 in all types
of advertising. He ran newspaper andamgvié ads on"a regular
weekly basis; competed in local fairs ‘and celebrations; con-
stantly traveled about to make on-the-job (entenstrations:

- 2 - . 3PN L] ! 2 23 1
participated in the Homelite “Power Twins Centest™ and held
two local coniests, giving awdy two new saws:

“Believe you me” says Charlie. “ig paid off in big ways as
I sold over a hundred new=tinits_in'the) first year of husiness.
even though 1957 was one of the worstyears for logging opera-
tions anyone remembers, due to'poor lumber markets and poor
weather conditions.”

Big Area to Cover

His selling area is over 1500 square miles of logging and
farming country. surrounding the thriving community of St.
Maries. a town of over 3.000 inhabitants, located in the pan-
handle of Idaho. It’s main resources are lumbering, with several
big mills in town and nearby. and the big Potlatch Forests.
Inc. logging camps operating withing a 30 mile radius of town.
This gives Charlie plenty of chain saw users. and he believes
in trying to contact each one of them either personally or by
mail. He’s on the road so much in his bright red and green
station wagon demonstrating his favorite saw, a new Homelite,

that people haveseome towrecognize him. “Here comes Christ-
mas Tree/Charlie,” is the wniversal greeting he receives from
one ang all.

Chazlie Eplet has some very interesting and well-thought-
outtadvice on the subject of seliing. “If time permits.” he says.
“nothing héats on-the-job sales and meeting your future cus-
tomers prthedfield. Behind all your selling vou have to have a
goodareputation of complete serviee and satisfaction. once
a Guspomer has purchased your saw.”

“By complete service” continues Charlie. =] mean having
a, complete parts stock. over $2.000 worth. attractively dis-
played. easy to find: giving 24 hour a day service. every day
of the week. The loggers you are dealing with are a hard-work-
ing type of people and when their saws need service or repairs.
they want them ‘ready to go’ for the next day’s work. In a short
season like we have, one can’t afford to miss any working days.”

If this young dealer really had to work seven days a week.

Charlie and Lou Epler in frent of the St. Maries Shop with their station
wagon. Charlie has put a lot of miles on this car, demonstrating saws all
over the surrounding orea, erecting roodside signs, keeping in touch with
his customers.




he’d be old beforé histuiie, especially since he's an avid fishing
and hunting fan. Business usually does come first. but he's able
to get an occasional day or week-end off because he has a very
efficient helper. his pretty wife Lou! Besides being a mother
of his two sons and two daughters, (a full time job in itsclf)
she puts in plenty of time at the shop. helping with all phases
of the business. She sells parts, does the hook work, handles

small repairs, and runs the shop when Charlie is out selling ofy

taking a day Lo ﬁqh or hunt. “Without Lou to help me gt
I couldn’t make it.,” admits Charhe. “She’s just been a wonder-
ful help and partner to me.”

After being open less than two years. Charlie’s Saw Shop
is becoming a popular place for the majority of the s&W users
to congregate. Some want service on their saws) some corme
to make trades, and some drop in just to watths Chaﬂ]e work—
and work he does!

*] am proﬁd of my service,” adufithCharlieyeT will work

Instructing the customer in the art of starting his new 7-29, Charlie takes
care to point out all the important features. He stresses safety rules that
are so important to avoid injury to the operator, fire in the woods and
damage to the saw.

on anything the~dustomen beings in and have never refused
service Lo anyone on iy, type ol machine, be it a competitive
chain saw. @ lawn nmwe;z, a gar den tractor, an outhoard motor
or aayﬁhmg thatAtasspossible to bring through the door. It
gives me an additional chance to get the customer in my shop
and maybe sell him a new Homelite.”

In additional to Homelites, new and used, practically every
makevgf'¢hdin saw there is appears in Charlie’s shop at come
tivhe prether. as a trade-in or for repairs.

“Any extra time | have is spent 1e1)u11(hng and pamtmg
my used saws so that they look like new,” Charlie explains. “In
Jact, T have always given a 30-day unconditional guarantee
on my rebuilt saws and have had real success doing it.”

Enthusiasm is Catching

Charlie is really enthusiastic about his Homelite line!
“Working with Homelite factory representatives and selling
Hemelite products is one combination | couldit hope to bet-
ter.” he says. “The Branch Office will do its utmost to give any
assistance you ask for. I'm surely grateful to Homelite engineer-
ing which means better saws for me to sell and Homelite’s confi-
dence in the new chain saws, so that 1 can offer a seven months
guarantee to my customers. I'm sure of having the hest chain
saw on the market, always.”

In his regular weekly advertisement which runs in the 5t
Maries™ paper, he stresses the advantages of the new Homelites,
and lists unusual used saw values. He also emphasizes the new
Homelite Iinanee plan. with the 15% down payment for farm
saws, the low finance rates and top insurance coverage.

“This new Homelite Finance Plan makes it easier for me
o close final sales.”™ admits Charlie. “I'm certainly pleased with
the way my husiness has been going, and I'm looking forward
lo a very successful career of selling and servicing Homelite
chain saws and whalever Homelite products the future will
hold.” Charlie seems to have found a formula for suceess .
“advertising -+ on-the-spot demonstrations -+ service —
increased sales.”




SHORT ORDER SAWYER...an enthusiastic cus-
tomer, Lloyd Reeves Jr., of Huniingdon Valley,
Pennsylvania, writes that he has cut over 100,000
fect of thiz size poplar and red oak in less than
a week’s time. He kelieves Homelites "can’t be
beat regardless of price and Eastern Chain Saw
¢nd Supply of Sellarsviile is an agency Homelite
can be proud of!” He's willing to make u 45 mile
round trip to their shop because he feels their
service is warth it

STOLEN SAWS

Two cases involvifig \the search, fot
chain saws stolen ffomHomelite &ea]erq
have turned up”reeently. Homelite is
anxious lo agsist dealers dnd\customers
in every *potsible wayinwstich cases.

A mosturseit requéshedmes from Leo
Schug, Ménager ofthe\Engine & Tgnition
Service 'Go.. ofPapigould. Arkansas. He
gends the following message to all Home-
lite dealers:

“On thé night of December 27th. 1957,
ten new i{t’mlPiaLe chain saws were =tolen
fxom ourplace of husiness, Listed below
ardmodels, serial and engine magneto
numbers on nine of the saws.”

Model

Serinl Number Engine Number

7-29 622692 N-16625
S—RGN 717350 N-25848
6-22 755780 P-62506
5-20 706834 W-37464
1-20A 760166 W-606G00
171. (82475 W-13536
EZ 675310 W-10923
EZ 675311 W-10724
6-22 754173 P-60701

“We have followed every lead and

checked all information through law, en-
forcement agencies.” writes Mr. (Sshug.

“As a last resort we are appealing loyou.
our fellow Homelite Dealers. We will
sincerely appreciate any small\bit of ifi-
formation which may helpyus to regover
these stolen saws. We avill accept your
collect telephonecalls, "€all_mé. persen
to person. Leos Schug at Ceflar) 64403 or
Cedar 6-30565 day Jor nightel?

So. if vou see"or heartof a niew Home-
lite selling below cost-=al an auction or in
any unauthorized twansaction. make it
your busifiess 4o tahecis and see if it might
ssing saws. You'll earn

-;;]:m sincexe | wraigltu(]P of this hard hit

dedler i Ar}sansa“

PROUD FRESHMAN . ... Douglas Johnston, of Braham, Minneseta, 2nd from left, gets the first lnstu"v«-
ment of the $1600 Homelite Forestry 4-H Scholarshi sp which he won in the national competition last

fall. 1, W. Ke

sented Homeli

fey, Homelite Sdles Trairer, left, and E. 5. Spencer, District Manager, righl, repre-
:. The other smiling gentlemon is Leonard L Harkness, State 4:H Club Leader.

Straight

from

Straetz

Instead of telling you what [ think
about the new Magic 7 chain saws. here
are some comments and actual quotes on
the subject, straight from the Field.

From a Michigan user... I thought
the 6-22 couldn’t be improved “till T tried
the 7-21.”

Qur-Denver District Manager says . . .
“All\dealers are Lertamly enthused over
the™7 month warranty.

A letterfrom a West Coast logger says.
“Sodar, the 7-19 has outcut all the other

\saws in camp.”

A doctor in Surburban New York re-
ports . .. “Any manufacturer who will

‘guarantee his equipment 7 times as long

as their competitors must have the hest.”

“The 7-19 sure cuts fast, and it’s guar-
anteed for 7 months, ton. What a deal!”
.. .comes from a farmer in Kansas.

A dealer in the South writes ... “The
new 7-21 is sure a great saw. You could
guarantee it for 7 years and not have to
worry.”

A user in South Carolina says...*1
have tried my new chain saw and like it
fine. It is great. The reason 1 wanted a
new chain saw was weight and power and
it sure has it.”

A New York user reports...“After
a week of using the new saw on maple
tree tops. it sure is the ticket for this kind
of work. So light and fast on those limbs
and cuts up and dawn with no pressure.”

From a user in Oregon ... “After six
months of fighting the very good but very
temperamental competitive make. the
trouble-free Homelite is a revelation. It
culs faster. too.”

The prize comment came from a dealer
salesman of one of our major competi-
tors. He was overheard to say...“7
months! I'd sure hate to have to pay the
cost of warranty if we guaranteed our
saws for 7 months.”

Homelite isn’t a bit worried about that.
We know we have the best!

Roturt P it

Sales Manager
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FairKits Give Bright E)lsplay

Farmers are héving & record year!
While other occupations have been hav-
ing their troubles, business has heen very
good for farmers in all parts of the coun-
try. County and State Fairs will reflect
this prosperity in the late summer and fall
and Homelite dealers are busily making
plans to “go to the Fair™. There they will
display and demonstrate the complete
line of Homelite chain saws,

Homelite has come up with a great.
new Fair Kit which will make the job of
setting up and decorating the Homelite
booth or display as easy as falling off a
log! Each kit contains all that’s needed
to make a colorful and interesting back-
ground for the saws themselves.

e Two sirings of bright plastic pens
nants—for use inside or outside the
hooth.

& A large satin hanner, 6Q" % 40",

with “Homelite Chain Saws”,
black and red on a ;-.hlmmﬁrmg
white background, trimmed (with
gold fringe across the botkem.

e Six big photo enlargements of

Homelite chain saws“in“actiongdor

hanging or mounting,

o Three jaunty wed ‘and white(baseball
caps with/black wisors@nd the Words
“Homelite, Chain Saws? in bright
greenyto dress upand identify the
attcndfmtq of the"hooth.

Thesenilems easilyvadapt to any kind

of display areavand the price for the kit

ie ontly $5.007Fhe, lime and effort saved
¢ worththatwhuth and more! In fact, in

larger displays, two or more of these kits
could be mstd to great advantage.
ThaMagic 7 (ham saws, their colorful

shipping cartons and the special promo-

tional material pointing out their great

new deatures and the new 7 Month Guar-
antee ean be used to supplement the
tnaterial in the Fair Kit itself and make
andisplay that will be the hit of the show.

GIVE THEM SOMETHING TO
REMEMBER YOU BY

Having created an attractive and eye-
calching display, it iz important to be
sure that a lasting impression has been
made—that substantial sales will be the
result. That’s where the give-away item,
with the Homelite imprint, plays a big
part. All of the popular give-away items
described in the Homelite Sales Promo-
tion Book in Section 10, “Specialty Ad-
vertising”, are available for this purpose.
They should be ordered well in advance
of the Fair date g give time for imprint-
ing and shipping as specified.

(Continued on next page)
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New I'air Kits (Continued from Page 1)

Most popular give-aways for Fairs are
inexpensive ftems such as balloons, vard-
sticks, match books, pencils, and ball
point pens, all imprinted with the dealer’s
name and address and the Homelite
identification. These items have proved to
be worth many times their cost in the
goodwill and interest they create.

KICK-OFF FOR THE
FALL SEASON

Fall is the big chain saw buying seagon
for the farmers. after the harvest is in and
the chores of the summer are over. That’s
why it’s specially important=io™hring
Homelite to the farmers” attention at ilie
Fair. It has been proved(by those whe
have used this potent method of promos

Magic Woodpile strefches away on both sides of
Mr. Arthur White, 78 year old Homelite user, who
made a neaf profit out of discarded trees. He gives
his trouble-free Homelites much of the credit.

Homelite starred in twe"Bueking Con-
tests, recenlly, before large feroups. of
interested spectators.

In the annual Boulder Creek Bueking
Contest, in Boulder Creek, Ca]i_fﬁrnin
operator Howard Brown. took 1st place
in the direct drive class with an EZ-6,
a 1sb in the 6.5 hip. and under class with
a 6-22 and also a 1lst in the 7 h.p. and
under class with a 7-29. (Sorry we have
no pictures of this event.)

At Rapid City. South Dakota. in the
Black Hills area. a big Homelite promo-
tion was held in June by the Sport Club,
under the direction of Zoel L. Couture.
Homelite dealer. Cash prizes were
awarded for winners in the bucking con-
tests and a drawing was held to give away
a new 7-19 saw. They had a good turn
out for the alfair and received a lot of
fine publicity.

tion that there are many, lwpeortant zeal
sons lor it and many worthwhile resultg.
Homelite chain saws te many peaple at
a lime. Result: (adong list_of prospective
customers, with .a” great(saving of the
dealer’s limevand effort!

Fatrs™provide aJ(shorcase for new
models nd new=developments in the
Homelite lines, ‘Result: well-informed
progpectivelcustomers who are more able
Lo pesisl compelitors” claims because they
have zeén for themselves the advantages
of the Hemelite line.

Fairs.create sales and. after all. that is
‘theymost important point to the dealer.
Not all of the sales are made at the Fair.
In fact, most of them occur as a result
of seeing the Homelite demonstrations, of
taking home the literature and finally de-

R L

Did you ever wonder what becomes
of the trees that tree-men cut down, for
construction or city projects? In hitile-
ton. Colorado, Mr. Arthur White."ef 571
Gallup Sireet, helped solvesthe problem
by allowing tree-men 14 aul stumps and
tree lrunks onto his tepsacre propertvand
leave them there.

Mr. White is 78(years old..a pefisioner,
and still a wan offaction. As the wood
began Lo pilewup. he decided to do some-
thing about it.

He bought a Howtelite, 7-29 two years
ago and started cutting/up this wood into
firewood lengths, The 7-29 is still going
strong (thesonly expense has been for
wew ghain )/ His latest acquisition is an

Lucky winner of @ 7-19 is Roy Magus, center, of
Custer, South Dakota, receiving his prize from
Homelite dealer Zoel L, Couture. At left is Denver
District Manager Lov Roy Faylor.

ciding that the Homelite is the best chain
saw on the market. The alert dealer will
have the names of these prospects and will
tollow them up to be sure that the sale is
actually made. It still takes salesmanship!

The, year 1958 should see the best at-
tended Fairs for many a year. It's im-
portant for all Homelite dealers in rural
areas to see to it that they have displays—
and good ones, too—at all the major
Fairs in their territories. With the new
Fair Kits to help make the hest displays
ever, with the greal new Magic 7 models,
the 7-19 and the 7-21, and the 7 month
guarantee to back them up, the sales
which result will make 1958 a year to
remenber!

ORDER YOUR FAIR KITS TODAY,
ON THE ENCLOSED RETURN CARD!

EZ-6{ which he uses on the smaller dia-
meler ‘edts. Last vear, Mr. White cut 400
coxds. (300 cords of cottonwood and ihe
rést in hardwoods) and he sold it for
$4,500. He anticipates culling about 800
more cords from material in his yard at
present.

The only other equipment Mr. White
uses is a small Ford tractor and trailer.
Occasionally he uses a light circle cut-ofl
saw run with the iractor.

As his raw material cost him nothing
and he has had no major repairs to buy
for his Homelites, Mr. White is making
a very neal profit for himself. and turn-
ing trees into money at a great rate.
Needless to say, he's a Homelite booster.

Speed Demon with a 7-19 is Paul “Porky” Snell of
Hullett, Wyoming, winner of a Bucking contest,
who averaged the fast time of 8.9 seconds in his
two cuts through 14" pine.




HOMELITE CUSTOMERS
Prove Valuable
To
SOUTHERN LUMBER CO.
of
Sylva, N. C.

“We were talked into becoming thef
Homelite dealer in Sylva. by J. Ca

Lowery, the Knoxville Branch Manager.”
admits Jim Stovall, son of J. Philip
“Stovall, owner of the Southern fsumber
Co. “We have since been very glad that
we decided to sell Homelites"beeatise e
have conme in contact WithCan entirely
different set of customierswthrough, the
saw department and they ‘have ledrhedto

——know us-and the othee phases of cupbusi-

ness. This hasdead to our havinga wider
customer cdntactzin the county.”

The countyisdacksofn County, in north
western North Capelinahan area of farms
and forests which ydelds lumber and pulp-
woad in abundance! Mr. Stovall. Sr.
spent the years during World War 11 saw-
milling in Northern Georgia. After the
war, he had a large inventory of yellow
pine left and decided to haul most of it
back to Sylva, where he had lived for
about 22 years. He set up a lumber busi-
ness there, handiing a complete line of
lumber, coal and building material. He
now handles practically everything in the
building field and does a great deal of
residential contracting in the area. ~Be-
ing in the lumber business. you gel io
know about chain saws.” says Jim. Jr.
“and we were convinced that Homelite
had a fine product. When we took on the
dealership. we decided to get right behined
it and do a bang-up job.”

“When we first went into the biisingss.
we were even over-enthusiasti¢,” ‘admits

-DIRBTT DRIV

The yard of the Southern Lumber Company houses lumber cut by operators, who, more and more, are
using Homelite chain saws. Standing by the truck, left to_right,Jare Homelite dealer J. P. Stovall, his son
_Jim Stovall, Manager of Southern Lumber Co. and Ralph Bavis. Yard and Delivery man.

Jim. *We were so pleased to sell a Homes,
lite to one of our first customers that we
handed it to him with our blessing. withs
out checking on his credit! Within “an
hour. we had to go after him and take the
saw back!™

Jim, who has been working, part time
for his father, has just graduated from
Western Carolina Collége with a BiS. in
Business Adminisiration and is fiow giv-
ing his entire attentioirto heing Lumber
& Building Supplies Manager

“Our saw department is small but we
have the best manager“and mechanic in
the business, Carl Pdinter,” confides Jim.
“He.is a'good trader and has never failed
to. eprrect meehanical disorders. The
complete affdits of our chain saw depart-
fent ape leftup to him. T help out on re-
pair work when necessary.”

The advertised policy “Parts and Serv-
icewom Iiverything we Sell” has been the
backbone of Southern Lumber Company.
tu all its operations. They give immediate

Starting in young fto
lecirn the family
business is

J. P. Stovall 111, standing
between his father

J. P, Ir., left, and his
grandfather, J. P., Sr.
Carl Painter, Manager of
the Saw Department
and James Bumgainer,
Mechanic, display some
of their Homelites.

abtention Arepair work and always have

mechanical _disorders corrected, within
24 hoursfafler the machine is left with

Lthem. VA jeep pick-up truck and a com-

pleté-get of Saw Service Tools contribute
to the speed and excellence of the service.

‘This earns thein the gratitude and loyalty

ol their customers.

Southern Lumber Company believes
strongly in the value of advertising, both
in newspapers and on the radio, and
credits many sales to this source.
“Nothing can beat personal contact,
though.” says Jim Jr. “If you say what
you mean and stand back of vour word
and guarantees, you get a reputation for
honesty and dependability, and it gets
around among the people who are in the
market for the products vou sell.”

A clue to the success which has come
to this father and son combination is to
be found in an expression Jim Jr. uses
often. “We surely are proud of our Home-
lite chain saw department!”

Carl "Red Painter,

is all ready to deliver
o new EZ-6 in the
Service truck. There's
not much doubt
about the brand of
chain saw which
Southern Lumber
Company

endorses and sells!




Ahbatt’s Garage, Stover, Missouri

Adams County Fruit Packing & Distributing
Co., Inc. Biglerville, Pennsylvania

Azevedo Hardware Co., Gustine, California

Base Line Machine Waorks, Highland,
California

Baumann, Richard N., Onchiota, New York

Baymiller Auto Supply, Walnut Ridge,
Arkansas

Beachler Garage, Ed., Springfield, Missouri

Bedard, Raymond, Champlain. New York

Bould’s Farm Supply, Nicholville, New York

Bovette & Morgan Saw Shop, Hodge, Louisiana

~Brady, Roy, Seneca, Missouri

Branco Chain Saw and Equipment,Brewton,
Alabama

Brandon Tractor Co. Inc., Centyé, Alabama

Brown Stave Co.. Elliz, Marshfeld, Missouri

Burrell Saw & Tool Co., Tlion, \New York

Cassville Flying & Repair Service, (Cassville,
Missouri

Cole Moot Co., qu. “&T:’saw Pu.t;muilu

Cook’s Battery & ‘Electric Service, Bonners
Ferry, ldaho

Cooperative Fammers Supply Go., Paso Robles.
California

Diablo Rentals, Walnut Creek, California
Dixie Chain Saw Co.. Mdcon, Georgia

Doc’s Saw Shop. Greensburg, Indiana

Dodge Equipment Co., Porterville, California
Downs, Dan, Keeseville, N, Y.

Draper & Naff, Gaineshoro, Tennessee

Elder Repair Shop, Decker, Montana
Elliott & Hutchins, Inc.. Malone, New York

Fischer’s Farmers Supply, Birnamwood,
Wiseonsin

Fort Seott Truck & Tractor, Fort Scott, Kansas

TFoshee Chain Saw Sales, Natchitoches,
Louisiana

Garrison Boats & Motors, Decatur, Alabama
Gary, Arthur, Canton, New York

Gore Marine Service, Camdenton, Missouri
Gorshe Bros., Calumel, Michigan

Griffen, Howard, Monroe, Louisiana

Gutshall & Sons;.H. R., Carlisle, Pennsylvania

Harris Lumber Co., Mountain Grove, Missouri
Hateh’s Saw Shop, Show Low, Arizona
Hennies Co., W. B., Visalia, California
Hilltop Garage, Dolgeville, New Yark
Howard Road Shop. Madera, Gdlifornia
Howell, Rebert C., Barnesville, Ohig
Huntingdon Equipment Co., Huntingdon.
Tennessee

Joe’s Garage, BishapsGalifornia

Joyner Chain Saw\Cosf' Searcy, Arl Kansas

Lakeview Equipment Co., Sehroen’ Lake,
New Yarky,

LaPointef Dotiglas, Marﬁepa New Yerk

Lewis AutonService, Ava, Missouri

Logan, Cooper Sales & :SPrv1 2, Brownstown.
Tndiana

Leng Truck & Tractor Co., Clinton, Missouri

M & M Mofor Co., Byrdstown, Tennessee

Mason-Dixomn Llne Store, Southwest City,
Missouri

MeGee &8ons, R. L., Ft. Payne, Alabama

McHale, Charles, Port Leyden, New York

Mtanwllc Manufacturing Co., McMinnville,

1 Tennessee

Miller’s Saw & Tool Co.. Alexandria, Louisiana

Morgan, Carl L., Richland, Missouri

Morton’s Garage, Ed., Stockton, Missouri

Neill’s General Store, Aldrich, Missouri
Nicholl, Francis, Deer River, Lewis County,
New York

Oberlin Equipment Co., Oberlin, Louisiana
Orton’s Equipment Co., Stratford, California
Ozark Chain Saw Clinie, Proten, Missouri
Ozark Trading Post. Lebanon, Missouri

Peterman Agricultural Co., Peterman, Alahama
Pineland Chain Saw Agency, Many, Liouisiana
Poland Truek & Tractor Co., Arcadia;Louisiana
Polley Farm Service, Lynn, Indiana

Quillen Lumber & Supply, Aldersony

West Virginia
Riddle Tractor Sales, SpencéryIndiana
Robertson Supply Qo4 A.M.¢ Iberiad Missauri
Ryan, John T.. Sazanae, Néw York

Scott, W, J., Gouverneur, New, Ydrks

Seeley Lake Garage. Seeley Lakey, Montana
Simpson’s Garden Town, Pasedena California
Smith, Ed, Tupypcr Lakc, va York

Sport (.lu]) Rapid Cityy South Dakota
Stroming Machinéry Co.."Mariposa, California
Stroup’s Chain Saw,‘Bedding. California

Tidwell Saw Jales & Service. Double Springs.
Alabatmia

Taliver-Kinn&y Mercantile Co., Ft. Collins,
Colorada.

Tri-State Marine, Joplin, Missouri

Waits, Glenn, Versailles, Missouri

Wllb()fl Gordon C., KBI-‘HE' New York

Wo]fc John Oliver, Post & Lumber Co.,
Chetopka, Kansas

Wolfe & Sons, Sales, Ontario, California

Wooton Truck & Tractor Co.. Covington,
Tennessee

Decler George Mills, left, of Engine and Mower
Service, Pueble, Colorado, poses proudly with his
service plaque. Mrs. Mills and Mechanic “Duke’”’
share in the award.

These men, of the Poland Truck end Tracior Co.,
Arcadia, La., all share in the honor of winning the
award. Left to right, J. 5. Williams, R. Perritt,
Manager and W. L, Deas, Parts Manager.

Straight

from

Straetz

Recently we received a letter from Mr.
W. J. Poitras of Abington, Massachu-
setts. He writes. “Best aquipment Pve
ever invested in. light. perfect halance.
cuts like a charm. Nearly made the mis-

take of buying a cheaper saw, but always

believed vou get what you pay for and
Homelite sure proves it. If vou know any-
one who wants to borrow a saw, sell them
one. I'm (ot Jending this one™!

A little research showed that Mr.
Paitras was the proud owner of a new
Homelite 7-19.

In reading his comments again, one
statement stands out—"“Nearly made the
mistake of buying a cheaper saw. hut al-
ways believe you get what you pay for,
and Homelite sure proves it”.

The key word here is “cheaper”™. There
is a big difference between cheap. and
inexpensive. A cheap chain saw is a saw
that is low priced. Along with this low
price usually goes high maintenance
costs—poor service availability—less en-
gineering expense and thus inferior de-
sign and low quality.

An inexpensive saw, on the other hand,
means quality at a reasonable price. It
means a fair proﬁt for the manufacturer
so he can spend mcuvy on enginesring
advertising and manpower to help ihe
dealer. In Homelite’s case. thig all adds
up to light weight—balance—power—
low maintenance costs, plus factory
trained service and parts availability
everywhere. It means a product so high
in the quality of both its produet and its
dealer organization that Homelite fesls
perfectly confident in guaranteeing it for
7 months. In short it means that Homeliie
chain saws are the most inexpensive saws
on the market today.

Ratrl*

Sales Manager
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Another

Homelite has taken another big step
forward . . . at just the right time . . . with
the introduction of the new Z1P—the first
high quality chain saw Lo sell for leds than

~_', $200. The ZIP market. composed of men

who use a chain saw for occasional cut-
ting, is enormous . . . potentially nearly a
30 million dollar one. That’s why there’s
excitement all through the Homelite or-
ganization these days.

In a concentrated ﬂurr}-‘, eleven Sales
Meetings were held during the last few
days of July in various parts of the coun-
try to give all District -and Branch Man-
agers and Salesmen a prevue of the wen:
derful. new saw. Their response was im-
mediate and enthusiastic. They hurried
back to hold Dealer Meetings mtheirdwn
arcas, wishing to pass on ghe good news
to every one of their dealers.

WHAT IS THE ZIP LIKE?

The most noticable feature ol the ZIP,
a direct drive saw with many of the fea-
tures of the 7-19, is it’s striking new color.
It’s an attractive blue-gray . .. an expen-
sive looking chain saw. It says to a pros-
pect . .. “here is quality!”

The ZIP is a modern machine with a
modern design that any man will be
proud to show off to his friends. It’s as
good ds it looks, too. It’s a quality saw
in every part, every action. It’s packed
with more plus features than any other

. low cost competitive saw.

J

7

Obviously, certain changes have been
made in the design and manufacture in
order to be able to sell the ZIP at the low

The new, blue, low cost ZIP chain saw looks
like @ quality product and that's just what it
is. Here o farmer prunes one of his fruit trees.

cost. The Worsepower is reduced and cer-
tain refinements have been removed.
Where quality counts, however . . . in all-
position cutting, easy handling, light
weight, fast cutting . . . the ZIP maintains
the high standards of the rest of the
Homelite line and outshines, by far. any-
thing the compelition has to offer at or
near the same price.

So that’s the big news! And the timing
is perfect because the market for which
the new ZIP is intended is ripe for just
this combination of low cost and high
quality.
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'New Low Priced Homelite ZIP

Timely Surefire Hit

WHAT IS THE MARKET
FOR THE Z1P?

This market is coniposed of three basic
groups . . . farmers . . . outdoorsmen . . .
“others™ This last group, a mixture of
ranchers, estale owners. utilities. iree
surgeons and park commissions, makes
up aboul 10% of the market. They will
be interested in the ZIP for certain types
of jobs hut will continue to require high
power saws for heavy duty cutting.

More important are the outdoors-
men . . . campers . . . fishermen . . . men
who like to get outside for relaxation.
Jusl think what a welcome addition a ZIP
would be to any camp site! It would spzed
up the around-camp chores of cutting fire
wood . .. clearing the site ... or cutting
fire [anes. Obviously these men don’t
want Lo spend a lot of money on a saw hut
they would find many uses for one. The
ZIP could very well be their “dream’ saw.

The most important group of all,
about 80% . are the farmers who have
heen accounting for a larger and larger
propertion of Homelite’s chain saw sales
in the past few years. Farmers all over
the country are experiencing the best and
most profilable year they’ve had in a long
time. This year they will be able to buy
what they want and high on the list will
be a qualily chain saw. When they find
that they will be able to buy a Homelite
chain saw for under $200, the result may
surpass the wildest expectations of the
Sales Department!




The introduction of the ZIP to the
Homelite line offers a new and unusual
opportunity for all Homelite dealers to
make real profits for ithemselves.

First—it will broaden the market for
every dealer, bringing in the oceasional
user who Lhinks he wants a chain saw in
the low price brackets.

Second—it will give every dealer the
) opporlumhi to intr odu(e these prospects
to the 7-19 and the 7-21. Many cusltomers
who will come in to buy/6p price Will
stay to buy on features!

Following are a listeof plus feattizes ol
the new ZIP, features'nob found/omother
low-cost saws. Homelife has, ayguality
reputation tp=maintdin, a reputation built
up carefully over the past 30, years. The
ZIP will de.rothing te damage that
reputation. Combifiing as/it does low cost
and good performance, it will satisfy the
occasional uzer in all normal cutting re-
quirements and bring added prestige io
the Homelite name.

Homelite also has a service reputation
to maintain. It would be poor service o
the customer to let him buy the ZIP with-
out finding out what his requirements
really are. His use of a chain saw may re-
quire the features found only in the pro-
fessional models.

TWO WAY PROFIT OPPORTUNITY

Eeatdres ofsthe ZIP

I amdhs _Hofeélige Sshort-stroke en-
gine dé‘sigjg

2 +tough. ‘drop-forged,
anced crankshaft

3—dutomatic clutch and safety guard

d—moisture and dust proof magneto
with integral cooling fan

counter bal-

5—all-position diaphragm carburetor
and rugged reed valve

6—large air filter and fuel tank
T—simple piston pump for oiling
8—chrome-plated cylinder bore
9—ball and needle bearings throughout
10-—positive action fuel pump
11—rugged die castings
12— positive position chain Lensigniiig,
device
13—recoil starter
l4—finger-tip controls
15—one-piece, die-casi gpark®plug and
cylinder qhield '

16—complete engine and saw gianufac-
tured under I omehte s sufct gquality
control An the ‘most q},@dern chain
saw planbin/the worldvat Gastonia,

North, Carolina

Meet Your Nq

The
Farmer

“I need a good. dependable chain
saw for harvesting my woodlots, cut-
ting firewood, fence posts and buld-
ing lumber, keeping my orchard in
good shape, cutting silage and clearing
my land. That new ZIP looks very
good to me. Lets see how it cuts”

Tree -
Surgeons,
Park

Utilities

“We use our other Homelites for the
big jobs, but the new ZIP sounds good
for smaller jobs such as pruning and
trimming, repairing storm damage,
maintaining shade trees and ;J;zlu.s ~0fm
way. We have so many wses for jus
this kind of a saw.

=

The Farm and\Chain Saw Picture at a Gl

1956 SAW SALES

(ALL MAKES)

53%

OVER UNDER

$200. $200.
In 1956, 270,000 chain saws were sold in this
country. More than half—over 143,000—sold for
less than $200. Homelite, with no saws in that
price range, still was tops in the field that year.

SAWS BOUGHT BY
FARMERS-1955

SIZE OF FARM NO. OF | % OF |NEW4USED) AVERAGE TOTAL
PRODUCE SOLD FARMS FARMS SAWS

ABOVEFID,000  |582000| 34% |23000 "-‘Zl& 5 o
1200 TO las2000| 337 | €000 | 196 |34~
“i0,000

ng%jﬂﬂf"zg)u iwiso0| 297 | 55000 | %204 fiL2 -

RESIDENTIAL
TOTALS

4779000] 327 | 147000 |*202. ['29.6 -

The figures on which the above chart was based
were taken from a report made by the U. S.
Department of Commerce and the U. S. Depart-
ment of Agriculiure. The main conclusions are
these: 1. All farmers, whatever their income,
seem to buy saws at about the same rate—about
3% of them each year. 2. The average price of the
saws they buy is $202. 3. The total sales represent
a huge sum, 29.6 million dollars—in o year when
farmers were not so well off as they are now.

FARM INCOME

IN BILLIONS
|

Farm income for the past four years is shown
on the chari (right). With an estimated income of
12.8 billian dollars, farmers will be better off in
1958 than they have been for @ long fime.

1955 1956 1957 1958
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. don’t want to spend too much, but

Customers!

The
Outdoors-
man

“I’d sure like to find an inexpensive,
light weight chain saw to take into the
woods with me, for cutting firewood.,
clearing campsites, clearing fire lanes
wnd building shelters and cabinsT he
Zip sounds like just what Iye_been
looking for.”

and
Estate
Owner

“I often have use for a chain saw in
clearing land, culiing fence posts; re-
patring storm damage, pruning and
trimming trees, cutting firewood. |

I want a saw that's dependable. Let’s
see the ZIP.”

ance in Charts

[
|

ZIP MEANS
601.

7 B0Z FARMERS

zD)

% 10% SPORTS

0% OTHERS
MORE OTHER
SALES HOMELITE

N, SAWS

58

The intreduction of the ZIP should increase this
year’s sales by over 50%. It is estimated that 80%
of ZIP sales will come from farmers, 10% from
sportsmen and 10% from other occasional users.

Begiuning on' labor Day, this lively
songivthe wew/ZIP singing commercial,
will be coming over the air from local
radio stations all over the country. TTome-
lite has'planned a big national radio cam-
paignyfor the thirteen week period be-

tween Labor Day and Thanksgiving . . .

two ‘weeks on the air, one week off, two
wecks on, ete. (A list of the stations and
the times will be available from the Dis-
trict Offices as soon as the arrangements
have been made.)

Dealers who want to chime in with
their own spol commercials can either
schedule them right after the ZIP com-
mercials or during the week when Honte-
lite is off the air. Either way will give fine
coverage and bring the customers. in, o
see the new ZIP. Records of the®inging
commercials will be available free of
charge to any dealers who sigih up for
such a series of radio spotsy, They will
be sent directly to the radiowstation-upon
the dealer’s request.

25 NUMBER'QNE QN L
=== <KIT PARAD®

The Promotion Kit, which has been
made patovhelp singsthe praises of the
ZIP is'heing handedwout at Dealer Meet-
ings and by Ghain Saw Representatives.
Allndealers ghould have them by the end
oD August—if dot, they should check with
their Distrigt or Branch Offices.

Radiosstripts, newspaper mats, puhli-
city ‘releases, all geared to the exciting
news about the low cost ZIP, are a part

withis kit. Variety is the keynote, with

special sales approaches for special types
of chain saw users. .. bringing home to
the dealer’s own community the fact ihat
he is Homelite in that area. The ZIP is
big news because, for the first time in the
history of the company, Homelite is offer-
ing a low cost chain saw. It will be easy
for dealers to cash in on the excitement
and get plenty of local publicity. Radio
and newspaper advertising are part of the
Cooperative Advertising Plan, of course.

o

e

SOMETHING BLUE
HAS BEEN ADDED

The color is new—a zippy blue—but
Homelite is not singing the blues! Quite
the contrary! The Promotion Kit is full
of colortul items to spread the good news.
There’s a banner...a 22” by 88" one
of satin which can be used inside or out-

Somethihg to Sing About

“You-00-00 should see the saw,
theHHomelite Zip saw!
It’s the handiest. dandiest,
mosl economical,
most dependable saw-aw-aw
You've ever seen.”

side for a striking display. There are
counter cards—reprints of a Farm
Journal ad—and Tell-All Tags, spot-
glued so they can be easily attached to
any number of places in the dealer’s store.
There’s a Tell-All Tag attached to each
ZIP, too. All these items introduce the
new color—blue.

The bluest thing of all. is the ZIP itself
and the colorful shipping carton all ready
Lo double as a display stand. The carton’s
striking design has been used to make
a large point-of-sale display. too, which
#ios, 11 very well with the whsle ZIP
thenie. These look really great if orange
erepe pdper.is used on the floor or in the
windew ‘digplay. The contrast sels the
blue ofl very well.

EVERYBODY SING! @

To make absolutely sure that every-
body’s heard about the ZIP, there’s a
Broadside Bulletin available. that can he
sent as a self mailer not only to known
customers and prospects hut to every hox
holder in the area! Big and colorful, it
unfolds to a spread 30” hy 227, In wards
and pictures, it tells the ZIP story. empha-
sizing the low price and all the quality
features. It can be used folded or un-
folded as an effective display piece in

many different ways and places. ..
tacked up on a wall . .. as a background
for a window display . .. as a giveaway.

The dealer can order a thousand or
more of these, imprinted with his name
and address, all ready for mailing to rural
box holders and the only charge is $1.50
a thousand. Tf it cost ten times that
amount it would be worth it. Complete
details on ordering direct-mail broad-
sides will be sent to all dealers soon.

Another very effective promotion piece
is a small stuffer which can be used as an
insert for invoices or letters or as a hand-
out at Fairs and Field Days or in the shop.
Colorful and informative. it’s a wonder-
ful way to introduce the new ZIP.

All in all, this whole ZIP promotion
has been planned with care and enthu-
siasm. Everyone’s going to hear that
Homelite has a new, low-priced quality
chain saw. They’ll all end up by joining
in singing the words of the new ZIP sing-
ing commercial—

“The Homelite ZIP saw is the handiest
The Homelite ZIP saw is the dandiest
Chain saw. you ever did see.”




Steeples don't usually rest op :%hg ground, but thisséne, in West Sand Lake,
New York, has been cut from iis“usual resiing place by o Homelite chain
saw and is now on its wayytodthe kindling,pile.

Out in the big timber country. the trees are so hig that they
can make a log cabin out of one log. In Hoquiam, Washington,
such a cabin was built as a tourist attraction. They took a 14,
ton piece of 400-year-old Sitka spruce. about 14 feet long and
36 inches in diameter. Then various chain saw operators. set
to work to hollow it out. Homelite’s Russ Young was,one of
them and for over three hours he bored and cut his/#ayiinto
the heart of the log. Later on, windows, a door and steps were
added to make an altractive and useful Tourist Unformation
Office. It’s one way to solve the housing pfoblem! Horfielite
dealers must have many other interestingstoriés of{thisviype.
We'll be glad to print them in Sawdust.

Right up our alley is this team, sponsored by
Anten Stark, Homelite dealer of Zenda, Wisconsin.
Left to right, Esther Smith, Dorothy Zelenko, Bobbe
Pankenin, Rowena Martin and Margaret York.
We hope their husbands use Homelites.

husband!

Homelite Dealer, Cornelius Quist, Everett, Wash-
ington, 2nd from left, pays a call to Port Chester,
and so do his daughter, his wife, his wife’s cousin,
his niece, and far leff, Ben Heininga, the cousin’s

The Veterans of Foreign Wars, of the Perry Williams Post

3025 in West Sand Lake, New York, now make their head-

quarters in what was formerly the First Lutheran Church. They
{ound that rain, pouring through the open sides of the steeple
had rotted through the huilding ceiling. causing a leak. So—the
Vets decided the steeple had to go. A call to Homelite brought
an operator and a Homelite chain saw. The supports were easily
cut through and a crane gently lifted off the steeple and set
it down on the ground. Now everybody’s happy and Homelite
has added another unusual story to the list of 101 other uses

ior a chain saw.

There’s room in this one-log cabin in Hoquiam, Washingion, for several
tourists to gather and exchange tall stories about the tall timber.

University of Maine Forestry Students, Paul D.
Duffy, left, of Wilmington, Delaware, and Peter
R. Hannah of Burlington, Vermont, share the $500
Homelite Forestry scholarship, presented by Al
Oreutt, Orono Branch Meanager.

—~¥ |




Straight

from

Straeiz

Now that you've all heard about the
Zip—and many of you have seen it,I'm
sure you're as thrilled with il as we are
It’s a dandy little chain saw, a welcome
addition to the Homelite lingZ It opens
a whole new markel to use, - one we've
never heen able to competedngup to new,

But let’s not be carried Awaysby odf
enthusiam lor something new. leet's not
forget the other Hamslite medels, espec-
ially the 7-19 afid the 7-24=There’s every
reason in the world why these chain saws
will continue to'sell ingreater and greater
numbers as theip=dependable perform-
ance and lop—no{.ch qf:gality becomes more
widely known.

The Zip will bring in the prospects—
we can promise that. Then it will be up to
you to be sure that these prospects see
and consider the more powerful models.

Old Customers

What about those thousands of cus-
tomers who have been more than willing
to pay a little more for Homelite quality
and service? Will they suddenly decide
to try to save a few dollars and buy a
Zip? Not if you use the right sales ap-
proach. Being Homelite users. they’ll
understand what you mean when you talk

about additional horse power, automatic

governor, seven months quarantee, and
all the other plus features. They'll khow
from experience that these fealures ‘are
well worth the additional cost.
New Customers

We're sure that many pofential gus-
tomers, particularly certainfarmerg and
occasional users, will be intepésted, only
in the Zip. It’s possibly all they can al-
ford. We are just as sure that many more
of them. with a little effort on your part,
can be sold the additional fealures of the
7-19. As it’s next to imipossible to tell hy
looking at a prospect whether or not he
can be sold up to a 7-19. the logical
method is to try it with every one of them.

The first thing to do is to find out just
what he’s planning to do with his chain
saw. By pointing out the plus features of
the 7-19 and the 7-21 and showing him
how these will make a specific job easier
or speedier or more profitable, you will
be doing him a service and assuring
vourselt of extra profit on the sale.

Special Sdles Bulletin

August, 1958

Treade~up Tips for Top Profits

TWENTY PLUS FEATURES OF THE 7-19
FOR ONLY $70 MORE HERE'S WHAT THE CUSTOMER GETS:

Twice the Horse Power . . . faster

cutting, more reserve power,
easier performance when the going is
rough, longer service life because the
saw engine is not running at full or
overload capacity.

Larger Bar Sizes . . .

longer guide bars effectively and“still
give full power performance.

Automatic Governor/(. .

of all Homelite professional med-
el saws, to keep the engine running at
proper speed in‘all“eutting cohditions.
Prevents exceSsive wear.

@ Longer Chain andBar Life . . . be-

cduse the governer keeps the en-
gine speed c¢ohstant” The chain runs
mare smoothly‘and at a slower speed.

@ Spike Bumper Plate. .. gives more
accurdte control on felling cuts.

Rubber-Handle Grip . . . on 7-19
provides firmer holding power,
better control.

@ All Attachments Available . . .

making the 7-19 or the 7-21 per-
fect for the man with a variety of jobs
to do. He'll need the added power to
run these cost-cutting attachments, the
brush cutter, clearing bar and plunge
cut bow.

Six Clutch Shoes . . . instead of
three in the Zip, transmits added
power under full load.

@ Bigger Cooling Fan . . . gives 25%
more cooling air, cuts down heat,
prolongs engine life.

with moret
power, the 7-192 or 7-21 can use'

wadfeatupe!

Ball-Drive Starter . . . that stands

up under every day use and con-
stant starting,

@ L‘clrger, Better Air Filter . .. is eas-
y ief to clean, lasts longer.

Premium-Priced Platinum Spark
Plug . . . lasts longer, burns fuel
more efficiently, keeps engine cleaner.

@ Handle Brace . . . prevents distor-
tion when felling really big trees.

Wrap-Around Handle . . . as well
as flush-cut handle, available for
easier handling in all cutting positions.

@ Extra Safety . . . with fuel shut-off
cock.

Intake Valve . . . with four reeds
increases engine power, gives
smooth performance.

Qil Cap Chain . . . makes it im-
possible to misplace or drop i

Most Advanced Cylinder Design
. . .permits highest compression,

maximum efficiency. Large cooling fins

provide 12% more cooling area,

@ Copper Qil Line . . . has greater
strength, longer life.

@ 7 Month Guarantee . . . (instead

of 1 month for the Zip), offered
as a result of all these quality features.
The customer can't fail to be impressed

with this proof of Homelite's confi-
dence in the 7-19 and 7-21.




selling
two 7-19s

than you do
by selling
three Zips

DON'T FORGET TO DEMONSTRAYE THE\DIFFERENCE !
You all know the impogrlarce of dem@iistrating in this busi-
ness of selling chain saws. You'Ve said, over and over again,
that the surest way to ciine a/saie isfo'get the prospective cus-
tomer to handle the saw himselfs
1t’s more important than evex now, if you want to show the
difference between the new ZIP and‘the 7-19. Your prospect will
be able to see that the ZIP has a lot of power for what it costs,
is easy to start and handle. However, he’ll be able to feel the
difference with the 7-19, the most powerful direct drive chain
saw on the market.

The faster cutting and greater lugging power will be sure-
fire selling points for the prospect who’s planning to give his
chain saw hard, constant use. Faster cutting means more pro-
duction and more profits for him. In fact, these exira profits
will more than justify the extra initial cost of the 7-19.

So be sure to put both the Zip and the 7-19 into the hands
of every prospective customer. Let him start them, make cuts
with them, compare them. He'll know which saw is the right
one for his needs. Your sales of both the Zip and the profes-
sional models will spurt ahead. if you get owt and demonsirate
both! So for top profits, don’t miss a single opportunity.

You're inBusiness
TodViake Money!

You make 50% more
profit when you sell

one 7-19

than when
you sell

one Zip

DON'T OVERLOOK THE VALUE OF QUALITY APPEAL!

In this machine age we live in. men take great pride in the
machines they own—their cars, their trucks, their chain saws.
In many cases, their livelihood depends on these machines.
These are expensive possessions so a lot of care and thought
goes inlo choosing them. Although performance is very im-
portant, the quality, appearance and maker’s reputalion is very
important. too.

The automobile industry has found this out recently. Criti-
cized for making cars too big, with too many gadgets and there-
for too expensive, they came out with some less expensive
models with the extras eliminated. What happened? People
kept right on buying the more expensive, more modern styles,

Homelite chain saws have always appealed to the type of
customer who wanted quality and the latest improvements,
even though the cost was higher than some competitive models.
Your customers will still be in the market for the latest
Homelite professional models, the 7-19 and the 7-21. Homelite
has built up a great reputation in the chain saw field. Remembher
to point this out to all your prospective customers. When you
sell them quality saws, you've given them something they’ll be
really proud to own.
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Dealers Tie In With-Powerful
ZIP Spot Radio Ad Campaign

Homelite is on the air! “Operation Radio”. which started
right after Labor Day, is broadeasting the news ahout the new
Z1P on radio stations in many parts of the country. The singing
commercial, so eflective for selling everything from razor
blades to automobiles, catches the ear of the listener; makes
him pay attention to the ZIP “Sales pitch”. Before “Operation
Radio” finishes on November 29th. hundreds of thousands of
people will have heard about Homelite and the new \ZIP!

Homelite dealers were told about the new sawwand the
powerful ZIP advertising campaign al Dealer Meetings held
by almost all Homelite Districts during August. Some meetings
were extra lively, with guns popping. men rushing dowh aigles.
pretty girls assisting the speakers, Others were more restrained.
hut all produced the hoped-for result=real enthusiasmi and
excitement about the sales possibiliiesiol the new ZIP!

If these sales possibilities are to_be realized to the fullest,
a stepped-up program of radid adyertising=is-absolutely essen-
tial. With the fariners” big buyiflg season Nust ahead, now is
the time to plan this program and pul/itanto eflect.

It would be virtually impos€ibleyler Homelite to schedule
radio announcemenls on everyWocal station in the country.
Therefore, Homelite dealers are urged to supplement Homelite’s
fall hroadcasting program by promoting their own local “Oper-
ation Radio.” In many areas, the local stations are far less
expensive than the larger stations and provide a more selected
audience. And, if the dealer has enough Scrip dollars, Homelite
foots half the bill!

A record ol the Homelite singing commercial, conlaining
both the complete ZIP song and a shorter version. are avail-
able free to any dealer signing a contract with a station for a
series of spot announcements, The dealer has only to write to
Homelite’s Advertising Departiment, giving the name and ad-
dress of the radio station and the transcription will be sent
free of charge, by air mail. directly to the station.

Another effective promotional tool which dealers are order-
ing and using is the ZIP broadside. This can be imprinted with

theddealer’s namicvand address and mailed Lo every farmer in
thedealer’s salesterritory. The cost is only §18 per 1.000 broad-
dides which vovers postage. imprinting, handling and mailing.
This 3-colon newspaper-spread size selling piece presenis the
Z1P spory in a dramatic way. It helps sell ZIPS and costs less
than 2¢ apiece. delivered.

There’s a new feeling in the air these days—a fresh feeling
of optimism and life. It looks as if the recession has been licked.
All signs point to another upswing. The Housing industry is
forging ahead again and the [armers have had a record year.
With the new ZIP to round out the Homelite line of high quality
chain saws and a lively radio campaign to promote them, Home-
lite dealers will wind up the year with the higgest fall sales in
history.

The many selling features of the new ZIP were measured on a Zipometer
at the Roancke Dealers’ Meeting. Vaneta Maynard is taking a shot at the
top goal ... mere profits,




Mr. and Mrs: R, D. Thompson dnd two of their
children, Kim and Lou Ann line up for a pictufe.
Baby Tetri Lee missed out.

“We must give eredit where credit is
due,” says pr oud husband Dmk Th(‘imp
son. “If R. D, Thompson, Saleg & Servie#
has been at all successfalva great deal of
the credit must gosonmy good, ‘wife
Earlene, who is l)_(mlskeeljer, homemaker
and saleslady.”

Thal genérous statement must be very
pleasant for,Mrs. Thompson to hear. She
leads a busy lile taking care of their al-
tractive new house and the three children,
Kim. Lou Ann and'Terri Lee. In addition
she has plenty to do in their shop which
handles various types of farm equipment
and appliances as well as International
Harvester trucks. Mrs. Thompson visits
with the women and sells them #oasters
and washing machines while her hushand
discusses chain saws and tractors with
their husbands. It sounds like a fine.
working partnership!

Dick Thompson, a veleran in the farm
equipment husiness at the ripe. old age of
32, was born and brought up in Spruce,
Michigan. He went to school in Alpena.
20 miles away, and attended Western

Kentucky State Teachers College for af

while, bul cotunts the education he Te-

ceived serving in the U. S, Army intihe'

South West Pat ific as a very vital patg, of
}ll‘w iraining. .

“I made my first contagFwithJHomelite
when T was a sergeant Wwith the Motor

Homelite
pointers me Dick T‘nompson on how to eoper- .
ate his saw. Dick believes in having o compleie
line of saws and spore parts,

ser Williom Beck, left, gefs mme.f

The Lady Gets the Credit

from

Homelite Dealer of the Month
R: D..Thompson, of Spruce, Mich.

Division\in New Guinea,” he explains.
“I've heen in the Homelite whirl as a
dealer since the old model 20MCS days.”

Spruce is a small town in the heart of
a/lively vaction paradise on the shores of
Lake Huron. There are good farms and
thriving forest lands in the 60 mile radius
which R. D. Thompson Sales & Service
covers. The farmers and culters come to
the shop with their problems so Dick does
very little sales or service in the field.

“We never hold up a cutter because of
a saw repair,” explains Dick, who aims
to give quick, salisfaclory service af ‘all
times. “If need be we give him a/Tganer’
until his is ready. You haveto have a

% o P
echanic Arnold Moggie, repairing o 5-30 al-
16 o power arm vice. A cledn shop and
%rﬂper fnol elp Wen fmlrfed Arho!ci o de
‘expert repairing,

complete saw service and spare parls to
make your business pay. This means
ku,ping good inventory control and hav-
ing well-trained repair men. working a
(le‘m shop with the proper tools.”
Chain Clinies, held once a year for all
power saw owners in lhe area. have
proved very worthwhile for R. D. Thomp-
son Sales & Service. Men wilh compelitive
uniis come, too, to learn how to iake
care of their saw chains. They see ihe
fine service facilities in this Homelite
Qhup get Lo know the men who operatz
it and before they know it they’re talking
aboul trading their saws for Homelites!
There’s no mistaking the fact that R.
D. Thompson is a lIomellt( dealer. 12
Roadside signs proclaim it on the high-
ways, regular radio and newspaper ads

Dicky T pson, right, demonstrates a 7-19 to

cti r Verne Cascaddan. The demonstration

custo
’ﬁ:g%?{ is hard maple, which provides no diffi-
colty for the Homelite.

reach other prospects wilth the news.
Direct mail pieces bring the Homelite
story right into the homes. And then. of
course, there’s the Alpena County Fair,
where Homelites make a big showing
each year and attract a big audience.

All this keeps Dick. Earlene and the
two mechanics, Arnold and Art Moggie,
very husy. They manage to arrange the
work so that some time is left for other
activilies.

“Like all men,” admits Dick, “I love o
fish and hunt and also. like all men, I
can’t do as much of it as 'd like. A good
deal of my time is spent with the Velerans
of Foreign Wars. I'm a senior District
Commander and T travel around north
eastern Michigan visiting Posts quile
regularly.”

A strong booster for Homelite, Dick
has a special word of praise for the way
the Sales Department is organized.

“I think Homelite is a very fine com-
pany to do business with and I'm very
much in favor of their system of factory
Branches instead of distributors. 1 feel
this is probably the most important thing
in the success story of Homelite.”

An equally important factor in the sue-
cess story of Homelite is the quality of
oulstanding dealers such as Dick Thomyp-
son. Well-liked and active in community
affairs, experienced and expert in the re-
pairing and servicing of machines, Dick
is also a go-gelling salesman who has
a sincere enthusiasm for Homelite pro-
ducts and policies. e also has Farlene!
How can he lose!




NEW HOMELITE

~ ELECTRIC PRUNER

After many months of testing and
actual use in the field, the new Homelite
electric pruner has surpassed all expecta-
tions and is ready to be launched on a
nationwicle scale this fall. Enthusiastic
letters have been coming in from orchard
growers and tree men singing the praises
of this new product.

Tt was developed after Homelite foupd
that there was an unsatisfied nead fora

_lightweight, easy-to-handle power pruner
for trimming all types of fruil{¥ses. In
Southern pine forests, Lhe prming of
young trees is being urged. At*resent,
the great majority of orchaxd men are
using either hand-operated dr pneumatic
pruners. The hand priers are dlow, ahd
tiresome Lo operates, Fhe ppeumatieinod-

els, on the other hand. are.elfective but

have several major disadvantages. They
require the u'_"sawé‘% a costly, heavy air com-
pressor. The condénsed water in the com-
pressed air lines has a tendem) to freeze
during the winter pruning months and
cause trouble. Because the pneumatic
pruner (and manually operated unils as
well) operate with a shearing action,
large branches are sometimes bruised.
Thh tends to retard healing and may
allow rot and disease to set in. Finally.
pneumatic models have a comparatively
heavy cutting head which is tiring to
handle upeuallv'al the end of a long day
of pruning.

On the other hand, the Homelite prunar
is even faster than the pneumatic models
which reduces costs by cu[ting the time
required for pruning or by using fewer
men to do the work in the same amount
of time. Homelite pruners are powered(h
low-cost Homelite 115 volt generaldrs 8o
that the total cost of a complete pruning
outfit is much lower than_cémpetitives
pruner-compressor sets. The lightweight
Homelite generator-prunenset ¢an also'he
carried anywhere it is needed. The-Howe-
lite generator is air-cooled. eliminating
any freezing problem even in the'gpldest
weather. The Homelite pruner is a true
saw and makes a smooth, clean cut which
heals quickly. The cutting head on the
unit is light and the motor in the handle

LIST PRICES

Pruners

T4 oot s e
6 Fool oo

Generators

35ALLS o

BALIS .o

ALALLS

Cable 507 ...

gives perfect balance. This makes cutting
easy drom any angle. In addition there
dre no Deavy compresser air lines to pull
Jaround.

This_ newy Homelite electric pruner

gives éveny mndication of being a sure-fire
SILCCESS. Accordmg to est;males, approxi-
mately 135,000 orchards supply over
00 of all commercial fruit yvet less than
Walf of them are presently opgratmg
power pruning equipment. The “Ameri-
can Fruit Grower™ estimates current sales
of power pruners at around 6,000 a year.

The bulk of sales of pruning equip-
ment is made starting in late August and
running through inlo January. so the
pruner is being made available at just
the right time for masimum interest.
Homelite is the first in the market with
a labor-saving. time-saving, money-sav-
ing electric pruner. It not only cuts limbs
up to 194" without crushing hat it is $50
to $250 less expensive than other power
pruning equipment now on the market.

Two pruners are usually operated from
one 1500 walt generator such as the
Homelite 35A and four pruners from a
3000 watt generator such as the 8A or the
41 A. Dealers may obtain these generators
from their Branch Office to be sold in
conjunction with the new Homelite elec-
lric pruner.

It looks as if Homelite has come up
with another winner. Tf you want to see
the pruner work. ask for a demonstration,
then you'll really sell them in quantity!




The Homelite Portable Saw Mill is carried up ‘the
mountains by a mule. Note the Homelite perched
“on the load ... and the metal track.

DO-IT YOURSELF SAW/MILL

In Switzerland, woddcutiers have o
unique problem whichyhas been solyed.in
aunique way for them by PanelectraLtd..

Here the saw mill is all assembled, with the cut

and peeled=log on the cart, which runs on the
track. The saw is attached at right.

the Homelile Distributor SimZarich. Be-
cause much of the tiphergrows an‘ihe
steep, mountainoussslopes, the logs jare
practically impossible 16 carry out.*0nce
the Lrees are cub.d@wn.

Panelectra(l.td. ‘Has devised a portable
saw mill whith can be ‘dismantled and
carried ingoythe highforest. packed on the
baekta‘mule. Cun_ﬁi*sfiﬂ.g ol metal tracks
and a carl, W Can‘he set up on any flat

surfdace. AfterAhevtree is felled and cut

tp-into logs, the Homelite chain saw is
mounted i a stalionarv position on the
saw niill, the log is placed on the cart and

.}T]'ushe& along the track into the running

blade of Lhe saw. The neat boards which
restill are carried down the mountain on
the mule’s back with very little trouble.
[t’s =0 easy to pack up the saw mill and
move on Lo the next hill top!

We will print any do-it-yourself pro-
jects using a Homelite. Send them in.

The log(is dlmast completely cut into boards. A
pulley controls the‘height ofthe saw. Convenience,
not speed is the purpese of this useful contraption.

Winners Take All

Some of the dealers in the Memphis District, who
won @ free Deep Sea Fishing Trip, pose with their
hosts and their catch. L. ta R, front row, L. Hayes,
First Mate, F. Niedergeses, E. McPhdil, S. Joyner,
Captain Moses. Back row, W. L. Hanna, T. Trulove,
K. C. Fitscher, G. E. Ivy and L. Schug.

8 Yéor Old Stops Show

At the National Plowing Contest, in Hershey, Pa.,
Carl Kunkel, son of Homelite Dealer Ivan Kunkel
of Kutztown, Pa., attracted lots of attention by
starting and cutting with the new Zip, without
help from anyone. No better demonstration could
have been used to show how easy the Zip is to use,

Straight

from

Straetz

Now that Fall is here, have you noticed
the ZIP in the air? This is not only a plug
for Homelite’s new ZIP chain saw and
our radio advertising campaign: for il
also represents a feeling of prosperity in
the minds ol people throughout the coun-
try as well. A positive allitude toward the
future is coming back. Farmers are earn-
ing mere money. Pulpwood and sawlog
pricesare creeping up. The OLD ZIP has
returned.

_Every sign is pointing towards a big
Fall selliig season for chain saws. Will
you gel your share of saw sales and pro-
fits 7\l You have any doubts at all. now’s
‘thevtime Lo do something about it!

Homelite’s big, nationwide advertising
and radio campaigns are telling your
prospects about Homelite saws right now.
Tie in with this tremendous program and
steer these prospects to your door by ad-
verlising in your local papers and run-
ning spot radio commercials of your own.
Remember. Homelite’s Coop Advertising
Program pays half the cost!

Use the new ZIP direct mail program
to reach the big ZIP market in your area.
We will furnish the broadsides with your
name and address and mail them to pros-
pects on the rural and star routes you
specify. It costs only $18.00 per thousand.
A real hargain!

And provide real service. Nowadays,
customers won't wait while vou order
a parl [or a saw. Carry the necessary parls
inqu[ﬁr_\; ta service cnstomers pmmptly
for 7-19, 7-21, and 4-20 saws as well as
Z1Ps. Youw'll not only have a greater num-
bher of more satisfied customers, you'll
also have the chance to sell some of your
ZIP prospects up to the more expensive
{and more profitable) models. Although
our ZIP sales have been very gratifying,
we are also showing an increase in 7-19,
7-21, and 4-20 sales. This makes it a must
for the successlul dealer to carry these
units in stock.

Business is good and getting better
every day. As business increases so will
competition. Lets keep the ZIP in our

sales and earn our share of saw profits.

Qatd P

Sales Manager
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- Zip Broadsides Provide Zest:
Easy, Economical, Effective

N

)

By the end of this month over half a
million rural route and star route box-
holders will find a Zip Broadside in their
mail boxes. These big, colorful selling
pieces present the Zip story in a dramatic
and lively manner. Each broadside points
out effectively the special features that
make the Zip the most outstanding, low
priced chain saw in the industryv. Each
one will help the dealer huild bigger sales
with Zips and the rest of the Homelite
chain saw line. -

Obviously, this broadside alone will
nol produce many actual sales. It is de-
signed to arouse interest, Lo tell a stafy,
to make the reader conscious of\ihe
product, the Homelite name and the
dealer’s name. If he also hears(about the
Homelite Zip on the radio fees the'Heme-
lite ads in his local paper, notiges a roads
side sign with the Homelite name=asi\he
drives into town, a memorable impres-
sion has been made. And if he hag'any
use at all for a chain saw he’ll be coming
to the Homelite dealer for it.

One reason for the appeal of this
broadside is its size . .. as you unfold it,
new pages of pictures and information
are revealed, each one larger than the one
before. The final, huge, inside spread
uncovers a sure-fire feature. “See what
your friends and neighbors think about
Homelite chain saws™ ... quote after
quote from actual people. with their
names and addresses to prove the truth
and sincerity of their remarks.

Four variations of this list, represent-
ing opinions from the East. Middle West,

South and West. make it(pussible for
the reader lo recognizef\ome or miore
names from his own statenT he unsolicited
words of praise ;ayentaken [ropi jactial
letters which peur futo'the officedin/Port
Chester every(day froin every/part of the
country. They telliti a simple-honest way
what the ‘eustomers really think abont
their Homelite chain saws. The reader
can’t helpabeing, impressed by this fea-
tuge ‘end by the hroadside as a whole.

Dealers wlio have ordered these broad-
sides aré pleased with them for another
yery praetical reason . .. the value! For

The Zip Broadside makes interesting reading for
a farmer who finds what other people from his
own part of the country think of Homelites.

less than 2¢ apiece this surefire sales
message can be personalized with the
dealer’s name and address and mailed to
every farmer in his sales territory. There
is no mailing list to bother with, no ad-
dressing. no handling. All the dealer has
to do is ask the postmaster how many
rural, star and box holders are in his
postal area. Tle then fills out the order
blank, indicating how many broadsides
he wants sent out and what post offices
he wishes to cover. And the tolal cost,
including all postal charges and printing
is just $18.00 per thousand . . .the mini-
mum order under this special plan.

There’s not too much time left for
ordering these broadsides hecause Postal
rates are due to go up on January 1st and
this price offer will ne longer hold.-An
order form is enclosed which also pro-
vides a trouble-free method for reorder-
ing for those who care Lo do so and an
offer to imprint the broadsides for $1.50
per 1,000 in case the dealer prefers to do
the mailing himself. All orders must be
received before December lst, to allow
time for imprinting and mailing hefore
the first of the year.

““This is a real good deal.” writes R. D.
Thompson, last month’s Dealer of the
Month. “We'd like to have more of this
type ol advertising in the future.” Evi-
dently a great many other outstanding
dealers agree with him. Rural box holders
all over the country will be Tooking with
interest at these Zip broadsides and Zip
sales, as well as sales of other Homelite
chain saws, will zoom upwards!




THERE'S NOTHING like losing a good
cuslomer Lo make you appreciate him
and try to win him back. A few years ago,
the Homelite dealer in Brewton. Ala-
hama. Branco Chain Saws and Equip-
ment, Inc. lost a valued customer, the
T. R. Miller Lumber Co., to a competitor.

L.D. “Wink” Aughtman, Salesman and
Parts Manager. and O. L. “Obie” Fore-
man, Service Manager for Branco. didn’t
take this defeat lving down. They felt that
the T. R. Miller Company was an account
worth fighting for. It was originally a
sawmill. dating from the early 1900s.(It
now owns approximately 200,000 jacres

~of timber land and the business includes

2 sawmill, a veneer mill, a girebound
box factory and a treating plant for polés,
posts and lumber. 4

From its own lands(the T. R. Miller
Co. produces pine timherfor its sawmill,
gome of the posts.and poles for s Ireal-
ing plant. and same jof thethasdwood for
its veneer niill, which produces veneer for
its hox facterys In addition, they pur-
chase more of allsthese forest products
from various lafidowners and these are
cul by contract loggers.

A few months ago the T. R. Miller Co.
was brought back into the Homelite fold
with the purchase of six 5-30s. The men
at Branco felt very pleased about it. J. P.
“Pat” Iayes, General Manager, &ives a
great deal of the credit to Wink Aught-
man and Obie Foreman. They did a fine
selling job and proved conclusively that
Homelite chain saws stand up better and
operate better than any other brand.

“We felt very good about getting them
back™ admits Wink. “We also discovered
a very interesting fact. Now. that we had
recaptured their own company logging
account. 100%  of the wood products
they process are cut with Homelites:

Their contract loggers, their pol&.and
piling producers, their pulpwood, pro-
ducers and even the veneer_supplier, all
use Homelites!

“You see,” he continuesy, “'T. R. Millex
is a multiple operation and wesean\ac
count for a minimum of 35 to 40 Home-
lite chain saws directly connected” with
the many wood products they use.”

No wonder Branco considers the Miller
Mill a good customer! And T. R. Miller
considers IHomelite completely satisfac-
tory, too. Some facts and figures com-
piled by Mr. G. B. Lambert, T. R. Miller’s
forestry head. are of real interest. Since
acquiring the six Homelite 5-30s, his saw
logging costs are approximately $2.85
per thousand feet. He states thal this cost
is as low as his costs were when the mini-
mum wage paid was 50¢ an hour. When
he was using a competitive saw he had
to use 15 men to produce his logs (18,-

000,000 feet per year). With his 5-30s he

L. D. Aughtman, Salesman,
right, with customer

Dealer Nonminates Lumber (

Q. L. Foreman, Servive Manager

uses only 5 men (one saw is kept as a
stand-by ). These men produce the same
footage per day and his costs of saw
maintenance are at a bare minimum.

These are very impressive figures and
should prove a good selling point for
other Homelite dealers to use.

A few facts about Branco Chain Saw
and Equipment . ..they operate in Es-
cambia County in the southern part of
Alabama. They sell logging supplies in
addition lo chain saws and maintain a
completely equipped service department.
They have moved recently into larger
quarters than they had before and now
have ample parts bins for storage and
floor space for display and sales purposes.

Albert Pate, Saw Filer

Henry Minchew, Saw Mechanic

“Our service policy is our most im-
portant sales feature, actually,” admits
Wink Aughtman. “We attempl to be able
at all times to repair any Homelite chain
saw ag quickly as possible so that the
operator’s down time will be kept at a
minimum. Of course we have to be avail-
able when called on and we have never
failed to answer emergency calls early in
the morning and at night. We do try to
maintain working hours on a reasonable
schedule. however. We all like fishing and
hunting and have fine sport around here.
Golf is also a strong contender or the
time of a couple of our people. We figure
we do our jobs better if we don’t spend

all our waking hours over a hot saw!”
\

|
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Lawrence Lucas, Pulpwood Cutter

“Customer of the Month”

Catskinners oun Logging Operation

Then he adds a very important paint.
“We Lry to make at least one fieldwisit to
every saw within a few days after it is
sold.” By doing this, they make sure that
the operator understands how to care for
and operate the saw and thus cut down on
paossible trouble later on.

Branco solicits new businesg by main-
taining their fine service policy and hy
advertising. They do some direct mail
advertising, considerable radio and news-
paper advertising and they have erected
four roadside signs from National Ad-
vertising Company on the four main
roads into the city.

Mr. Hayes is very optimistic about the
future of Branco Chain Saws and Equip-

C. B. Caro, Woods Forenzair

ment, Inc. *Our personnel are all natives
of this section of the state,” he explains,
“and we know the country and the people
very well. We have established a fine
reputation in our ferritory and we gain
considerable recognition and advertising
value from the fact that we are closely
allied to one of Alabama’s largest pulp-
wood dealers, Branco Wood Products.
They operate in about 18 counties in
South Alabama and are owned by the
same people as our company.”

Above all, it seems, Branco values the
goodwill and satisfaction of its cus-
tomers. They have proved this by nom-
inating the T. R. Miller Company as
“Homelite Customer of the Month!”

Straight

from

Straetz

There doesn’t seem to be too much con-
nection between banking and chain saws
but the following quote from the Royal
Bank of Canada’s monthly letter seems
to fit the chain saw husiness like a glove.

“Every business enterprise is made up
of four activities: financing, producing,
accounting and selling. Without selling—
tha fitding, winning and keeping of cus-

{omers—mnone of the otherscan stand up.

The old theery that anyone with a little

atoneycan Sstart a business is being

proyen false. Equally as important as
meney, in business today is knowledge.
Wehave lo know what our customers

want. Knowing how to appeal to them
sthrough their wants is the secret of sue-

cessful selling. People buy things, not for
the things themselves, but for the serv-
ices they perform. An advertising agency
advised shoe stores: “To women, don’t
sell shoes! Sell lovely feet!’

In the chain saw industry we could say,
“Don’t sell chain saws! Sell fast, easy
trouble-free cutting!”

Smarl people are price-and-value con-
scious. They will not insist on lower
priced items if they can be shown that
higher priced ones will give them better,
more trouble-free service. In order to
convince them that they are getting more
value per dollar spent we must know our
product thoroughly. In our case, we must
know why Homelite chain saws are
lighter, faster cutting, more trouble free
than other saws, regardless of price.

In closing, let’s remember the old say-
ing “Service with a Smile.” Think for a
minute of the stores where you trade.
Aren’t there other stores selling the same
products for the same price? Why, then.
do you continue to go to one place? It’s
probably because they seem glad to see
you and are inlerested in you. This is
“Service with a Smile” and it may often
mean the difference between a failing
operation and a very successful one.

Retiot?

Sales Manager




This is the saw that kitled:

Wite of its ewner 'ru r’lulu Anucueﬁ ot Bﬂn, Minne-

Many dealers took part in Homelite
displays and award-givings all over the
country this past summer.

Leonard D. Bugna and Son. Homelite
dealers of Menlo Park, California, Sput up
a fine display at the San Mateo County
Fair in late August.

Bob Wdl[mk of Headwaters Marine.
Park Rapids, Minnesota, gave away over
375 worth of prizes at Centennial Cele-
bration Day. held in Nevis, Minnesota,
which was attended by over 2000 people.
An EZ-6 won lst place in the sawing con-
lest, too!

A. J. Eck & Son. Homelite dealers of
Williamsport, ‘Pennsylvania, displayed,

A Homelite contestant shows his cutting ability
at the Tupper Lake Field Day, in New York State.
Ed Smith, the local Homelite dealer, was a busy
man as representatives competed in many of the
logging contests that day.

Minnesota LoggerKills Bege

There are probably better methods [6r
killing a bear. But jwhen waodsman
Arnold Andersgn-of Britt, Minnesota,
turned from utting pulpivood recently
and saw aybig bear coming”al him. he
made a gickdecisioh dAudused the only
weapou at_hand. his BZ6 chain saw.

STt was mesar the/bear,” he said. As
the hear lufigededr. Anderson whirled
his buzzing saw. ripping open the bear’s
belly andicutting off two of its paws. The
action/threw the woodsman to the ground
and hedotnd himself pinned down hy the
fallen bear. Luckily he sustained only

slight injuries.

This has been an unusually dry sum-
mer in northern Minnesota. As a resull,
bears have been invading city and town
limits, even entering homes in search of
foad. Mr. Anderson feels very grateful
1o his Homelite which prnha]‘\_l_y' saved his

life.

their Homelites for a whole wWeek &f the
Bloomsburg. Fair. Of the 989ycople whd
made cuts with a saw in erder to register

for the giveaway saw, Bester Randall%ol

Athens was the wipmer.

Another Pennsylyania eyent af which
Homelite made a J}Jg impression. was the
Woodsmans Carnival at Cherry Springs
on August, lst and 2ad. Many dealers
participated.s with (valuable assistance
from Branch and Diswict personnel. The
spirited musidyof, Lee Forster and his
Country Orelicsira attracted favorable at-
Enlion y“bvet _5.000 blown-up ballons
were givefi away and the biggest pile of
logs ever wds cut up for the two-day show.

Palmer Jones, Lufkin Branch Manager, 2nd from
left, poses with the 7-19 donated for Diboll Day,
and Southern Pine officials Clyde Thompson, log-
ging superintendent, Arthur Temple, Jr., President,
and Shitley Daniel, director of operations.

A Sclute tc Dibsl,
wDibollZ Pexas, calls itself the Wood
Capitaleoflthe South and well it may. It
is the\hdme of Southern Pine Lumber

Ca,. ome of the largest lumbering opera-
tionsin the south. All of the woods work-

Texas

ers. as well as local merchants, relatives

and friends, etc.. turn out for its home-
coming day each year.

Homelite was happy 1o share in the
celebration which took place on Septem-
ber 20th. this year, by offering a 7-21
chain saw as a give-away. More than
5000 visitors attended the gala aclivities
on Diboll Day.

“We of Homelite in the Southwest.”
says Paul Ryan. Sonthwestern Manager
of Homelite,” are proud of the extent to
which we have been able to serve the
lumbering operations ol Southern Pine
and we value the friendship of these good
people very highly.”

Qregon Dealer
Believes in Give-Aways

Fritz Davison, dealer, of Davison's Filing Shed,
Coquille, Oregon, presents a 7-19 to Tommy
Weathers of Canvas Valley, Oregon. Mr. Weathers
won it at the Agness, Oregon, culting contest in
July. Other Homelite users came close.

Harvey Strader of Bandon, Oregon, was the win-
ner of the saw given away by Davison’s Filing

Shed of Coquille, Oregon, at the Coos County
Fair, August 17th. He poses with a 7-19 but finally
chose a 7-21.

P




New Scotchlite*
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Signs Sell

Homelite by Day and Night

In this motorized age we live in, one
of the best ways to get a selling message
across—especially to a chain saw cus-

=, tomer—is to adveriise where he’ll be sure
/ to notice it as he drives along the high-

way. Homelile dealers are convinced of
this and over 600 large Secotchlite signs
have already been put up in various parts
of the country.

Now. dealers who felt they couldn’t al-
ford the large sign will be able to order
smaller Scotehlite signs, printed on both
gides and about one third lower in price,
under the same kind of arrangemgit
with the National Advertising Company.
Dealers who already have the larger signs
on one or more of the main highways
will be able to use these newsmaller signs
on important secondary toadss

After all, it isn’t so muehsthe todrist
driving thr m}rrh the communityAvha, will
be the pol:enhal local customer . /. al-
though he’s sure to be impressed 1f he
sees the Homelite name all across the
country! The people who live in the com-
munity and surrounding areas are the
ones who will see these attractive signs,
not once but many, many times. They will
associate the dealer’s name with Homelite
and remember it when they need a chain
saw or chain saw service.

Another point to think about is the
fact that families are constantly moving
from one part of the country to <lllOth€I_'.
In some areas. 30% of a dealer’s potential
customers move away every five years to
be replaced by a new 30%. IU’s important
to make it easy for these newcomers to

find the Homelite dealer!inSthe cofh-
munity.

The days when chaid saws werevonly
found in the deepayoodsare ovérs/Tome-
lite saws are Being ‘used pfore and more
by the farmer, the sportsmesn and, in the
cities, b¥otree surgeghs, construction
workerseestate owpershand municipal
officials, These_are ‘the Jprospective cus-
tomers who will\see the Scolehlite signs
niest\often. and\be influenced by them.

Most dealers are Loo busy selling chain

C HA [ N
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The new "“Scotchlite”*sign with its 4’ by 6’ Home-
lite panel and o 2’ by 4' panel featuring the
dealer’s name, is effective both day and night.

*Registered Trade Name of the Minnesota
Mining and Manufacturing Company’s reflec-
tive sheeting,

saws to take on the job of erecting and
maintaining roadside signs. That’s where
the National Advertising Company, larg-
est in the business, comes to the rescue.
National representatives will he calling
on the dealers in the near future to ex-
plain this in detail. They guarantee to
supply signs of first class quality and to
maintain them in first class condition.
As a result of this national tie-in, they
also guarantee increased prestige for the
dealer and belter local recognition,

The dealer doesn’t have to scout
around for a location or dicker about
leases. He doesn’t have Lo erect the sign
or worry about the taxes or liability in-
surance. Best of all, the dealer doesn’t
have to keep the sign clean or cut the
weeds around it. All these jobs are done
by employees of the National Advertising
Company as part of the service included
with the sign. The small monthly rental
involved makes this an exceptionally
worthwhile deal.

To make it an even better deal, Scotch-
lite signs are eligible under the Homelite
Cooperative Advertising Plan. Homelite
dealers have plenty of 1958 Serip Dol-
lars left. In fact, with only four months
left, over 75% of it is still unspent. Serip
Dollars are real dollars only if they are
used. Otherwise they are just pieces of
paper! It is possible to pay in advance
for these Scotchlite signs, using Serip
Dollars for half of the rental. Tn this way
the dealer will receive double value for
his money .. . 365 days and 365 nights of
effective advertising coverage.




The Pause that Refreshesh On'the tchble ‘@re the remains of the huge tray of
cold cuts, cheeses and salads braught into provide lunch for those attending
and conducting”the ‘Service Training School. From left to right, standing,
J. Bazaar, J. Deer, P. Whiteman, G Underwood, P. Karuniewick, C, Van
Allen; and J. Ransom. Seated, JiDiVincenzo and G. Lodge facing W. Herold.

Paul Whiteman, owner
of the Chatham
Machine Shop, Chatham,
New York, checks the

carburetor of a uwmit
during the trouble-shodting
session. Although

a new Homelitesdealer,
Mr. Whiteman, is an
experieficed\engine
mechanic,

Joseph Bazaar, left, Homelite dealer of Amstardam, New York, brought his
mechanic Pefer Karuniewick along to the Service Training School to learn
the Homelite way of doing things. The use ‘of special equipment such as the
tester on table right, used to check the inlet needle on the carburetor, makes
for quick; easy repairs.

Page 2

needle valve on thel

Service Training..

(Who put the kerosine in the 7-197

What gave the shakes to the 6:22%

These and many other baflling questions were part of the
training that new Homelite dealers and their mechanics re-
ceived at a Dealer Service Training program held at the Albany
Branch Office in October.

Because Homelite feels that Service is so vitally important,
every effort is made to provide the equivalent of factory train-
ing for new dealers or newly-hired mechanics in larger dealer-
ships. Some Districts have buses, fully equipped as Homelite
shops on wheels. from which they conduct training for several
dealers al a time, right in the area. In other cases, a mechanic
will spend from two days to a week in the District or Branch
shop. working with the trained mechanics and learning the
special Homelite technigques: Occasionally, a Homelite Sales-
man will come to the deale¥’s/shop and work for two or three
days with the meclianie,

The majority of Branches hald the type of Service Training
School featufed\here., In this #ase. a group of aboul ten mech-
anics. may /6L them the dealers themselves, spent three days
in the fiie, newv Braneh Office in Albany. A large section in the
rear of the/shop was fixéd up as a combined meeting room and
éxperinmental shopand a group of highly experienced men
eonducted heNsessions. In addition to Charlie Van Allen,
Brafich Magager. and his three shop mechanics, Wes Colling,
Al Schweigert and Larry Edson. there were Joe DiVincenzo
(Jaé D._for short) and Joe Falzarano {Joe Fal for short).
veteran North Arlington Service experts; George Lodge. Fac-
toy Chain Saw Specialist. and Jim Ransom, Sales Field Repre-
sentative for Homelite.

Most of the “students™ had had experience with 2 eyele
engines but the opening session went into the subject in great
detail with emphasis on the special features of llomelite 2 cyele
engines, such as the fuel supply. the carburetor. the ignition

Charles Underwood, mechanic for dealer George Jolley of Sulem, New York,
disassembles a unit to find out what is wrong. He has had extensive chain
saw experience and really likes working on 2 cycle engines. He finds the
Homelite units sasy to service and repair because of the built-in advanced
design and quality parts,
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..Key to Success
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systen. There were many questions. naturally, but the “i€achs
ers”. who know this subject inside and oul. explained\things
clearly and knew the answers to the questions.

The afternoon session called for the actualtaling apart

and putting together again of Homelite chaif saws,'with@ run-
ning commentary on the purposes and special fealures of sach
part. Each dealer was required to do thé job himself without
having any parts left over! They weteyalso shofinithe best
methods of chain filing and bar maintenance.

The second day was given ®wer for the ‘most part to a
“trouble-shooting™ session arfdtlat’s wheredall kinds of things
“happened” to go wrong fwath“a whelesgroup of chain saws.
One dealer found. by adtualexperience.that a chain saw does
not start with kerosing\in the gas'tank. Another pupil spotted
mismatched serews invthe housingywhich caused the excessive
vibration of thesunit. Just “as=€oon as one prnbiem was
solved the saW Was/taken hack™o the bench and “bugged up”
again. while theflealer tackle® another balky problem. (A plug-
ged-up exhaust!a pinchedioff fuel line, a worn carburetor flange

are all guaranteed tO\pravide tr ouble for the trouble-shooters!

The final trainifg session stressed the importance of service
to the customer—quick and efficient service. service with a
smile. Nol only is an adequate stock of units and spare parts
vital to this type of service but also a neat shop. attractive dis-
plays, file holders and chain oil on the counter. These all add
up to satisfied customers. more profit and less lost time. The
Homelite standards of qualitv and service are not just words
but a way of operating a business for the advantage of all.

The men who completed this intensive training wére pre-
sented with very professional certificates qualifying thém as
“Factory Trained Mechanics” for Homelite. Havmg one wr
more men so trained is one of the dealer’s chief requirements
for being eligible to receive a “Servicing Dealer's"Award 7 This
simulated bronze plaque in the dealer’s shefy Tells e Wgurld
that he is considered an outstanding dedler in everyaayy

Jake Deer, left, and Joe Bazaar test the units which they have repaired in
the work area back of the building. Mr. Deer is a mechanic with the Blaisdell
Repair Shop, Homelite dealers of Coeymans, New York. These experienced
mechanics were quick to spot and repuair the trouble spots in the “bugged-up’’
units and enjoyed playing detective.

November, 1958

Meore Dealers Honored
With 1958 Service Plaques

¢ “The following dealers have been awarded the Homelite
Servicing Dealer Award for 1958. Congratulations to them
and to the many dealers who continued to live up to the stand-
ards which won them the Award Plaques last year and who
have again qualified in 1958,

The five points on which the dealer is judged are the follow-
ing: 1. Possession of a complete set of special service tools—
the Master Equipment Kit. 2. A Factory-Field trained me-
chanie, either the dealer himsell or someone in his employ.
3. A Parts Stock in keeping with the number of Honielite saws
in the territory. 4. An attractive unit display. 5. Adequate
dealer identification.

Arrow Saw and Tree Supply Co.. Roval Oak, Michigan

Beck Electric & Supply Co., Delgvan, Wisconsin
Blaisdell’s Repair Shop. Goey: s, New York
Blystone Equipment Co. of Nevada, Las Vegas. Nevada
Brewer Chain Saw Sales & Service. Perryville, Missouri

C & M EquipmentiCo.. Satem. Misgouri

Casswood ]nduatrws ] wl. Beardstowny [llinois
Chatham Machie Shop. Chatliam. New York

Craft Center, by Division olMucwérs & Cooke, Hawaii
Craig Motof Gu,. Sunmmxa—vﬂ]c Missouri

C !an']all & Hancock PosverSaw Co.. Heber, Arizona
Curtis Moowzge, Delle Wheeler, Ore gon

Edagards, " Wayne ¢Ay, Warren, Pennsylvania
Filt'ssMachine.Shep. Susanville. California

Fapmers Exchange. Alturas. California
Fisher's Dlt;St‘J gcwme Gap, Pennsylvania

Gun & Sports Center. Holly,

Michigan

Hale Hardware & Implement Co.. Hale. Michigan
Hannibal Auto & Equipment Co., Hannibal, Wisconsin
Hartmann Farm & Supply, Baldwin, Illinois

Huffman’s Appliance & Chain Saw Store, Vichy, Missouri

Jolley, George AL, Salem, New York

Karpp's Sales & Service, Glennie, Michigan
Ken's Tool & Supply. Riverside, California

Lenane & Adams Equipment Co., Charleston, Missouri
Lutesville Metor Co., Lutesville, Missouri

Marion’s Saw Shop. Crescent City, California
Maulhardt Equipment Co., Oxnard, California
McKinstry Tractor & Implement Co., Pinckneyville, Illinois

Nighsonger Farm Eqguipment, Ligonier, Indiana

Pardieck Sales & Service. Seymour. Indiana
Plasterer, Elmer E., Lebanon, Pennsylvania
Powell, J. L., Ine.. Birch Tree, Missouri
Puetts Garage, Lakeport. California

Quincy Welding, Quiney, Illinois

St. Clair-Macomb Consumers Co-op., Richmond. Virginia
Schneider Equipment Co., Inc., Cape Girardeau, Missouri
Simon’s Engine Repair, Fred, Belleville, 1llinnis

Spark’s Equipment Inec.. Potosi. Missouri

Tarzana Garden Equipment, Tarzana, California
Tale’s Saw Shop, Winslow. Arizona

Thompson Sales & Service, R. D.. Spruce. Michizan
Trimble, Lyle E.. Inc.. Phoenix. Arvizona

Valaskey-Klug, Ree
Vandertook, H, A,,

Walt & Art’s. Payson, Arizona

Wangler & Son. Charles, West Branch, Michigan

Wansing Refrigeration Co., Meta, Missouri

Weinand Equipment Co., Farmington, Missouri

Whitener & Eichelberger Motor Sales, Poplar Bluffs, Missouri

ville, Wisconsin

cst Plains, Missouri

Young Equipment, Band. Oregon
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Homelite Doings, Here, There and Evarywhefe

24 Chain Saw fer the Teachar. Dealer Dyéine, Stan-
ton, of Stanton Shell Service, Princeton, Wlscansm,
turns over an EZ-6 tg Thnrnus Calyert &f the local
high school fagulfy. A specual price, redUction was
given because the saw is to be usedlin the school
forest by young,prospective/foresters.

A Chain Saw for the Farmer. The Homﬁrlﬁe
in September, attracted over 4,000 fa me

splay ot the 1958 Plowville, held at Sanborn, Minnesota
during.the, two day affair. Many prospective customers

Pictures and peporls comifg in from
various parts afthe countryvs rP‘ﬂecl the
heightened, activily duefo the upturn in
business ~geuerally afid Mthe Homelite
chain_saw business.in parti(ular Radio
coést®irwhich listeners write in to say
why they wauld i to own a Homelite
Zip have brotght in thousands of entries.
The winfiers have received Homelit=
chain sawswas prizes. At Fairs and Festi-
vals, Homelites continue to outcut the
opposition—al the Tennessee Forest
Eestival they took most of the first place
honors; at the Annual Fair and Loggers
Celebration in Orofino. Idaho, Homelite
took every honor in both the 5 HP and
under and the over 5 HP class. Letters are
beginning 1o pour in from new Zip
owners praiCing their “handy, dandy
little saws!"" It looks as if the fall of 1958
will go down in Homelile history.

showed real interest in the new ZIP which/should rewH n ]:lg sales after the avtumn chores are all done.

Leading West Coast Dealer

Dexter Kawelmacher of Grass, Valley,
California, is considered one of the best
loggers in northern California. He has
just added to his fame by winning the
Redwood Empire Logging Champion-
ship. He cut through a 40 inch log in 49.5
seconds with his Homelite 5-30,

A Homelite user for the past five years,
Mr. Kawelmacher starled out this year
determined to win some money for him-
sell in culting contests. He entered nine
contests and won every one—total win-
nings, $1.500! Which goes to prove that
a good saw and a good man is a money-
making combination.

The Winner! Dexter Kowelmacher, at right, poses
with a modern Paul Bunyan holding o huge axe.
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T.Hi; ®ye-caiching display is in the Salesroom of
MeCadams, Tractor and Implemeni Co., Homelite

dealer in “McKenzie, Tennessee. It is a 61 foot

eypress stumpyweighing about 5,000 pounds and
has slots far 12 saws, Customers stop, look and
often biy!

For Yellow Page Listings
Homelite Way Best

More and more dealers are taking ad-
vantage of the chance to use the [Tome-
lite Cooperative Advertising Plan to place
their listings in the Yellow Pages of the
Classified Telephone Directories in their
localities. The hest method of doing this
is  through authorized methods. not

through the local telephone directory

salesmen !
This is the way the plan works. About
3 months prior to the closing date of the
individual directories. conlracts are sent
to each dealer. describing the types of
listings. the prices. ete. He then Alls it out
and returns it to the Advertising Depart-
ment with his check for 14 the total cost
and Scrip Dollars te cover the rest. As
soon as this is received. the ad is placed.
A situation has come up in a few cases,
where local directory listing salesmen
have called on dealers and induced them
to place orders through them. They imply
that the price they offer i lower than the
Homelite price but this is almost never
true! Careful examination and compari-
son will show that they offer fewer lines.
less boldface headings. haphazard pro-
duet indentification. i\t‘lualh the dealer
is gelling less rather than more for his
money. ]n addition, orders placed locally
can not be paid for with Serip Dollars!
These local directory salesmen are not
supposed to solicit Homelite ads from
dealers but will probably continue to call.
Dealers who place their orders in the
authorized way will be sure of getting
their listings in, at the lowest price and
they can pay half with Serip Dollars,
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Winner of the Second Prize in the_Meforskandia
Contest was Mr. Ivar Larsson.

Mr. Anders Larsson winner of the Firsi Prize in
Homelite Contest.

~ Homelite Contest in Sweden —_Big~ Sudcess

Motorskandia, the Homelite distributor in Sweden, condueted an exciting contest
last spring to infroduce the Power Twins in that coUniry. Pictured above is Mr.
Anders Larsson, First Prize winner, who received & two-week ‘trip) for two to the
beautiful Island of Majorca, off the coast of Spain. He%glso received a sum of
money equal to twice the cost of his chain saw becauserhe purchased a Homelite
during the contest period! Fifteen men, out 6f the hindreds who entered the con-
test, qualified for the final judging by \@nswering correctly a series of difficult
questions about logging and cuttingv AlMfifteen’were brought to Stockholm where
they competed in five separate cutting’and férestry events at the annual St. Erik’s
Fair, a very popular local eventy THis was @& contest where knowledge and skill
were more important then luckd

Wisconsin Dealer Makes
Display Pay

Mr. Derrill Fry, right, and his son Ronnie are very
proud of the new building inte which they moved
a year ago. The name of the dealership is the
Quick Way Service in Richland Center, Wisconsin.
Mri, Fry_has had a big increase in his chain saw
business since moving which he attributes to the
large stock of spare parts and saws which he
carries, He strives to provide the best possible
iservice; uses emipty saw cartons and all the promo-
tion equipmentshe receives to decorate his shop;
keepswsed saws cleaned up and ready to go; sells
more Homelite oil and other chain saw accessories
by, displaying them prominently. Inside and out-
side,\the Quick Way Service is neat, colorful and
well-identified. No mistake about it, this is an
outstanding Homelite dealer.

R. A. McMillan, left, Farm Director of WSB Radio,
Atlanta, and E. W. McClellan, Homelite District
Manager, present a new Zip to Mr. A, 5. King win-
ner of a radio contest. At right is Tom Ross, Home-
lite dealer of Buford, Georgia.

San Francisco District’s Dealer of the Month for
October is Mr. Ralph Sheppard, right, of Wesfern

Chain Saw Company, Eureka, California. Bill
Wahl, Chain Saw Specialist, gives him a plaque
for his outstanding record of sales, service, display
and advertising.

Novembker, 1958

Harry Nelson of Nelson’s Saw Service, Couer
D’Alene, ldaho, presides over his Homelite booth
ot a recent fair. Qutside the booth, logger John
Darles, owner of a 7-21, is considering getting
a Zip for hunting. Harry Wicklund, Spokane Chain
Saw Specialist, looks on.

The Homelite College of Chain Saw Knowledge at
the Lake States Logging Congress at Shawano,
Wisconsin, is manned, left to right, by Homeliters
F. Shier, G, Shier and D. Curley of Milwaukee,
P. Pierson of Greenlake and Albert Litzkow, dealer,
of Black Creek.
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Falling
An
‘*‘Outlaw’’

Erom a story by Don Spini and Ed Freitas, Associate
Editors, which appeared in the August 1957 Issue of
The Noyo Chief. monthly publication of the Union
Lumber Company of Fort Bragg, California.

All photographs by Ed Freitas

The “outlaw™ that we are referring to is not the kind that
runs around holding up banks or committing other unlawful
acts against sociely. This “utlaw™ happens to be a tres! Trees
that have no natural Mlaysut™ (a place where the tree can be
falled without Iredldng it) are far too dangerous to be falled
by ordinary meanss—unlesd youWish to risk losing the tree by
breaking it fip into matchwosd,

Usuallf st trefs have a “layout™ of one sorl or another.
or elge"tng can edsily Bt made for them by (alling them across
otlier downed €imber. Bul the real “outlaw™ has to stand there
wntil man ¢bnies along with modern machinery to make a bed
for it toAdall om.

The “Gutlaw™ pictured on these pages was on an irregular
6() degree hillside in the Patsy Creck area of our Ten Mile
woods. She also happened to be a “leaner” —leaning downhill
by several feet at the top. To let her go down the hill would
mean breaking the tree into a thousand splinters —a complete
loss. We decided Lo wedge her up the hill, but first we had to
gel Bill Fee to bulldoze a “bed” for her.

There is always a lot of extra work involved in falling these
“outlaws™ —especially with the heavy side or back leaners.
Usually, these trees are upwards from ten feel in diameter and
over two hundred and seventy-five feet in height. In former
times, as many as forty wedges would have 1o he used to fall
these giants of the forest hecause the tree leaned hack so far.

Today. thanks to modern equipment, a new type of hydraulic
jack simply lifts the “outlaw” over.

All of the extra work and precautions that are taken mean
saving many thousands of hoard feet of timber yearly. Of
course the men selected for this type of work are experts in their
field. They have come up against just about every situation that
they might encounter in falling one of these timber giants.
Neturally. our fallers are some of the best men in the business.
We're mighty proud of them, too!

(Editors Note. As the chain saw used in the operation pic-
tured is a Homelite 7-29, we'd like to say that we're mighty
proud of our chain saws. too! Just think of the amount of time
and energy it would have taken to cut through a tree of this
size with a cross-cut saw! Both the falling and the bucking
time are reduced to a minimum with a Homelite.)

SAWDUST




Nevember, 1958 Page 7




‘

Homelite to Enter
Marine Engine Field

Homelite announced last month that
it has purchased the manufacturing
rights to the Fageol Marine Engine and
expects to be on the market with an out-
board motor during the second half of
1959. The engines will be 50 H.P.. four-
evele vertical in-line design for maximum
fuel economy and quiet. vibration-freé
operation.

Extensive testing has been carried ‘on
by the Engineering Department\since
early last summer. Careful recordewere
made of gas consumption., ¥olame/Of
sound. durability and .dépendabilityaf
the component parts. Boats powered by
these engines were onthe go twelve hours
a day. seven days a week. piling up per-
formance reconils ®qual keelwo, or three
seasons of ordinary use.

Improvements of dtyling and design
are now being effected by the Engineer-
ing Department T, Port Chester. The ac-
tual manufacturing Wwill be carried on in
the Gastonia plant.

“This will provide us with an entry
into the rapidly growing marine market,”
explained J. A. Abbott, President of
Homelite. “The shorter work week, more
widespread participation in sports and
more family recreation has created a de-
mand for all types of boats, particularly
small cruisers with engines of about 50
horsepower. We feel that Homelite, with
over thirly years’ actual experience in

making ‘gualily éngines for the logging,
farming. utility, municipal and construe-
tionfindustries. Will now supply the public
with Lhe best o marine engines as well.”

This“great increase in the popularity
af boating as a sport is evident in all parts
of\the country ... not only along the
various coslal areas but in lakes and
vivers, wherever there’s water enough to
float a boat. Marinas and docks, even
“hoatels”, are springing up everywhere
to take care of the rapidly increasing
number ol these small craft. In the fifty
or more years since the outhoard motor
was introduced, constant refinements and
improvements have been made to insure
safe, economical, troublefree operation,

“OPERATION RADIQ”

The Z1P radio transeriptitng have been
so popular and the demand, has been‘so
great that they will"hes available \to
use for another 13=wéeks. Dealers who
contract for time ‘on local radio(stations
can have the ZIP singing dommescial sent
directly to the station by nelifying the
Advertising Deparinfent. Free radio
scripts @reyalso available. It pays to keep
on singing thespraises/of the “handiest,
dandiest saw,\the Homelite ZIP saw!

s

Lurgest
White
Pine
Cut
in
Lincoln,
Montana
with

Homelite

This white pine, felled by George Elletson, left, with his Homelite, was the largest ever cut in Lincoln
County, according to o newspaper story which appeared recently. Dick Martin, at right, scaled the 142
foot log which measured 73" across the stump and 18" af the top, making a total of 11,080 board feet.

The entire length of the tree was 170 feet.
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Straight

from

Straetz

“You can sleep an hour later when
vou've got a Homelite ZIP to do your
work.” These words were sent to Radio
Station  WCCO in Minneapolis by a
gentleman who was entering a contest run
by WCCO in which listeners were asked
to write. in 25 words or less, why they
would like a Homelite ZIP. This is a fine
slogat for the customer. It proves that he
watits \labor-saving tools and that we
should point out to him how much time
and labor.he can save with a Homelite.

This doés not mean that the dealers can
sleep(an hour later, though! Instead. we
mustalFget up an hour earlier to get our

share) of the large, new market the ZIP

has opened. There is lots of work to be
done. While the happy ZIP owner is sleep-
ing. we must get out earlier and convert
every hour into constructive selling time
. . . contacting new customers . . . demon-
strating the complete line of IMomelites.
WATCH THOSE DISCOUNTS!

Some dealers are evidently more inter-
ested in being discount conscious than in
being good salesmen. Giving away a pro-
duct at a discount doesn’t take much
salesmenship but it doesn’t bring in much
money either. In these days of rising over-
head. discounts are a real luxury,

Don’t blame the weather or general
business consitions if your profits are lag-
ging. Stop and think a minute whether
voure allowing discounts and if so,
whether you are stepping up vour salee
enough to make up the difference. Here’s
a little table to illustrate this point.

I your The Your
discount 1o percenrage siles must
the customer of profic be

is 18 increased
5% 200 25%
LO“% 40% 67%
1234% 50% 1007
15% 605 150%
200 80% 4009,

Instead of giving discounts, sell the
customer on the fact that you give service
as a discount. This will pay off liké an
insurance annuily in repeat business and
increased sales.

Rutod P e

Sales Manager
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Lights! Camera! Action! The feature
film is over and the movie audience is
sitting relaxed and attentive, waiting for
the next show. Suddenly, the busy buzz
of a Homelite chain saw is heard; an out-
door scene in full color is flashed on the
screen; the operator puts the saw through
its paces as the announcer’s voice points
out the special advantages of each type
of attachment, Then, when the attention
of the audience is captured. the Homelite
dealer’s name and address appears on the
big screen and stays there long enough
to register clearly.

As a matter of fact, the sight and

sound of a chain sawsinfagtion neVer fails
to attract interest. Yotng atidl old/alike
enjoy watching thepspeed withtwhich the
saw does a _]Ug which used te be a long
and tiring"ene. They like the excitement
of havidg the tree crash, down, of seeing
10w, easyndl is_th, cut wpinto logs. That's
why ‘actual demignstrations are always so
eflective in sélling: People are impressed
By actiofis niore often than words. What
better wa¥ to/demonstrate Homelite chain
sawse to [&rge groups of people at one
time than by action-filled color movies
it the Homelite dealer’s own community ?
The peaple who make up these movie
audiences are the best possible prospects.
They live in the area and find it conven-
ient to do business with the dealer.

A new series of six color movies, especi-
ally designed to sell Homelite chain saws,
is now being offered to Homelite dealers.
Each film stresses a different selling point
such as all-purpose use ... effective at-
tachments . . . money-making possibilities
...ease of handling ... power...com-
plete line. Depending on the type of area,
(farming, big timber, pulp or logging
country) the dealer can order whichever
version or versions would be of the greal-
est interest. He could get them all, as far
as that goes, or in any combinalion.

Homelite has paid the full cost of pro-
ducing these movies. The dealer pays only
a one-time charge for having his name
filmed and he pays the cost of showing

HOMELITE 'STARS
IN
NEW _ LOCAL FILMS

Published by HOMELITE, o division of Texiron Inc.
PORT CHESTER, N.Y.— GASTONIA, N.C.
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the films in his theater. And. because of
the Cooperative Advertising Plan, if the
dealer sends in Serip Dollars amounting
to one-half the sereening charges, Home-
lite will pay one-half of the hill.

To insure satisfaclory hookings and a
minimum of trouble and effort on the
dealer’s part, all bookings are being
handled through representatives of
Homelite’s authorized film distributing
companies. These men are ready Lo call
on the dealer, at no obligation to him, to
explain exactly how the arrangements
will be made and just what the costs will
be. These are local men, who know local
condilions, theaters, and prices and will
be able to advise the dealer wisely and
help in every possible way. All the dealer
has to do to find out how to boost his
chain saw sales with Homelite’s action-
packed movie ads, is to fill out and return
the enclosed card to the Advertising De-
partment in Port Chester.

It costs nothing to get this information.
1t could open a whole new chapter in the
busginess life of the Homelite dealer.
Everybody gets a kick out of seeing his
own name or picture in the paper. These
movie ads offer the dealer a chance 1o ap-
pear locally “in the movies™. His reputa-
tion and business will increase at a great
rale when friends, prospects and local
business men see his name and learn
ahout his quality product on Lhe big silver
screen of the local theater.




J. Whitney Bancroft  Henry Green West
Nashua Calhoun City
New Hampshire Mississippi

Four young men received wonderfuh, Christmas ‘gifts re-
cenlly. gifts that will have a big inflience on theit educations
and on their whole lives. They are the 1958 winhers oFthe $1600
4-H Forestry Scholarships whieh, Homelite_hag sponsored lor
the pasl two years and will cgntinue to_spéngor ‘in 1959.

To J. Whitney Bancroft w»f Néshua,“New Hampshire,
James Austin Hunt oflegsyille. Lotiisiana, Fric Siverts of
Wheat Ridge. Coloradg andsHenry?Green West of Calhoun City.
Mississippi. this meahs that eacli*wear for the next four years,
a check for $400awHll arrive te help with their college expenses.
It will makesifipossible ¥or=iliem to complete their forestry
studies angl prepare themseles for careers in forestry.

To win‘thescholarships, these former 4-H members had Lo
submit, among oplierthings. proof of good grades, membership
in 4-H, and intention to take up forestry in college, either as
a major or minorNThey also had to describe actual projects
undertaken and completed. Their interest in forestry is no
whim. They have cleared woodlots, practiced seleclive cutting,
planted trees, cut fire-lanes, studied conservation, given talks
on all these suhjects, made displays and kept reports. They have
helped pay for their own educations by selling firewood and

christmas trees, by cutting wood. They have had all this practi=

cal experience and now they are eager to learn all the latest
theories and practices in college so that they can become weal
professional foresters. Winning the Homelite Forestry Scholar-
ship is a reward for work well done and a promise forthe future.

The actual winners are not the only ones who henefit fregm
these scholarships. Other 4-H members, spurred an by a chance
to compete for them, are working on ways~to improve theiv
farm woodlots and make them profitable. Over 67.00070f'them,
in every state in the union. worked onlseme forestey project
during the past year. This means thatwnary 4.1 Leaders and
County Agents were directing these‘\young pegple ,and many

AT PENNSYLYANIA STATE UNIVERSITY, the 1958-59 Homelite Forestry
Scholuirships were awarded ot the Ag Hill Party. From left to right, [
Howerd Maxwell, Sales Promotion Manager; Lering C. Hulslander, senior,
Harold C. Pitzer, junior ond Robert E. Ross, Altoona Branch Manager;

GIFTS THAT.NEVER
WEAROUT

1958-59

James Austin Hunt Eric Siverts

4-H WINNERS NAMED !/

Wheat Ridge
Louisianc Colorade

farm parents were learning new ways of doing things {rom the
younger generation.

Where does the Homelite Dealer Fit into this picture?

In the first place, as the local representalive of Homelite.
the dealer himsell is partly the donor of these scholarships.
As such, he should know as much as possible about them. One
ol the original announcement leaflets about the scholarships is
enclosed with this issue ofySawdust to remind dealers of the
hasic facts of the scholarships.

In the second plage, as a local businessman, the dealer is
anxious Lo win, the” geodwill and respect of the community in
which he lives and works. Thisoffers the best kind of an oppor-
tunity to do qust that. By getting to know the local County
Agent and %l Leaders ‘and” convincing them of Homelite’s
sincere ifterest and willingness to help with any forestry pro-
ject, he willbe making friends for himselt and Homelite. [t will
he pagsible for Him Yo Tearn in what way he can be of construc-
tive help. After allthe dealer has many services to offer: an
interesting faoyie on Chain Saw Safety to show; demonstrations
of”brusheeutting techniques; discussions sessions about two-
cyclesengiies ». . all subjects of real interest to these d-H'ers.

Where does Homelite fit into this picture?

Homelite is convinced, as are many other of the nation’s
industries, that it owes an obligation to the community in which
it does business. To quote Mr. Merritt D. Hill, General Manager
of the Tractor and lmplement Division of the Ford Motor Com-
pany, speaking at a special Donors Conference for all the com-
panies who have a part in the Awards Program, “As | see it,
the 4-II Program is one of the best means by which an industry
can meet part of its obligation to the nation’s young people.”
Homelite agrees with this viewpoint completely.

AT NORTH CAROLINA STATE UMIVERSITY, the annual
Rolles was the occasion for the presentation of the Hom
left, Richard Burchett, Raleigh Branch Manager, presents ch
lite hard hats to Roy Stonecypher, senior and Devid

al of Foresiry

~and Home-
lett, junior,




In fact. five years ago. J. A Abbott, President of Homelite,
in a Christmas message to all Homelite dealers, announced the
establishment of six forestry scha larships to be given annually
in the name of the dealers. Later increased to eight, these
scholarships have made it possible for more than fifty ouf-
slanding forestry students to complete their studies in sonEnol.
the nation’s lcddmﬂ colleges.

Any move w hich furthers the dev elopment of goodforestry
praclices in the woods and on the farms is important(io every
American. especially to those of us in the chain‘saw busipess.
At the present time. thanks to the combined(efforisvof ghyerns.
menl agencies, large and small industries andan awakened
public. America is finally growing moreXjood than iNis using
every year.

n Marshﬁf,@)

Some people reallvlikigo do (ings The hard way. Not for
them. the easy jobs. t‘h; push-oyEm C&Stnmerq the no- Lompen«
tion territory. They gzl real fatisfadtion from measuring their
own sales abilitd anyl the §iakiehof the product they represent
against a worthy, 6pponent.

Such a mands Howdrd Craft. Homelite dealer in Marshfield.
Wisconsin. He waswarned when he took on the dealership that
the territory was'sirongly dominated by one of Homelite’s chief
compelitors. The maw’and the product were well entrenched and
very popular. Howard would have a tough job breaking in. even
with Homelite chain saws. This didn’t seem to discourage him
in the least and in 1953 he hecame a [Homelite dealer.

“It was pretty rough at first.” admits Howard. “T'm really
sald on Homelite myself, though! and when T could get men
to use them and see how well lhu operated. | beﬁ’an to get

_sales. These customers began to tell their friends about their

dependable Homelites and I had less and less trouble buildiug
up my husiness. 1957 was a very good year for me and this year
should end up even better.”

- Howard’s shop is located right on his farm outside wf Marsh-
field. He’s prepared to give 24 hour service and someliihes
does! His wife helps him with the bills andaccounts ane his
son works right along with him so it's a real"familyDusingss.
They sell outboard motors in addition_tol Homelite chain saws
and Howard buys wrecked automobiles #fid sells the”parts.

i d*Cmﬁ o‘[‘ Marshﬁefd, Wxsconsm; t:omlﬂrge hnme und

nct when the cusfomer weinfs it

Motern chain'days are so easy to operate and so eflicient in
eulting downitrees that they could very well have contributed
Lo the. destrugtion of the wood supply in this country if no
eontrolhadbieen exercised. Luckily, chain saws are also nseful
in many phaceb of fire and insect control and in selective cut-
ting ofyripe trees . . . all constructive activities.

Wb conceniraied effort to “Keep America Green™, trained
professional foresters play a very important part. Homelite is
proud to have had a small part in this great program by develop-
g more and more efficient tools for the industry and helping
young men to become trained foresters. We can echo the senti-
ments of one of the recent scholarship winners who wrote,

=1 promise to do my best Lo live up to the standards implied
in Lhe scholarship.”

When he needs a car lor himsel. he reconditions one of his

wrecks .
righl mow! v

.he has a beautiful Cadillac alnumt ready for use

One time he droye byer 1000 miles buying up used Home-
lites. He came home #ith his cdr Joaded down with units. After
reconditioning them e puten a Jsig sale. The customers came
in droves. lurethby the low, prices, and became enthusiastie
fans whentheyound, ot the advantages of owning Homelites.

Howard_Craft kiiows just what hix customers want and
need, Bikehmost et tliem. he is a larmer and shares their pro-
ble auc] interests, He is also a former cutter who made his

i

_hﬂng in theswduds. getting paid at the rate of 30 cents a log
Jusp after Lie war. Quite a bit of pulpwood is cut in the area by
Sefrmers fndl, pmfesswna[ cutters. There is some logging as well.

H(, reathes this markel by almost daily advertising during
the ¥&ll buying period. He keeps them happy by giving cheer-
ful, expert service, 24 hours a day. He really enjoys the con-
test with his local rival...enjoys bringing more and more

chain saw users into the Homelite camp.

“I never doubted I'd make a success of it,” says Howard
Craft. “Now, with the new. low-cost ZIP, I'm going to do betler
than ever. It’s just what the farmers around here have bheen
waiting for. How can we miss? Why should T worry about
compelition. [m the compelition in this area.”

All lined up, ready to be sold, are these Hamelite units at Craft's Trading
Center. From left to right, Jerry Komf:ﬁe‘r, mechanic, Paul Plerson, Green-
lake Chain Saw Speciq!lst and Howard. Craft, denfer, talk over wqys and
means of b;ingmg in the customers,




Nico Van der Ryn, Chain Saw Specialist) at Rice,
Lake, Wisconsin, with the buck h&%iamed .. .the
ZIP way.

The Mark of ZIP

Dear Editor:

In your Octoberissire ol Sawdust you
ran a story ol a bear attacking a logger in
Northern Minnesotas 1t seems that deer
feel the same way about Homelite chain
saws in Wisconsin.

I was cutting my winter’s supply of
firewood just north of Rice Lake, mind-
ing my own business and giving iy ZIP
demonstrator a little work-out. I set the
saw down to pile a few sticks when there
was the most ferocious snort behind nie.
Whirling around, I was face to face with
the meanest looking buck I had ever seen.
I couldn’t figure out whether he was ob-
jecting to the noize or the way his forest
was melting in front of the Z1P. Anyway,

when he started pawing the ground and,

lowering his antlers, I started¥ooking for:
the nearest tree to climb), Unfortunately,
I had already cut down.every good, sized
tree in quite a radinswdo | had to pely on
my ZIP for defense: Os sobn 'a;é:I picked
the saw dp ‘and ‘gunned my-engine, the
buck charged., Quick @swonly a Homelite
can he” 4 made thesign of the ZIP:
Swish—8wisheSwish. "When the dust
had seitled, Thﬁ]‘e lay my buck with his
throat cut and all dressed out ready for
butchering.

I yourknow of anyone who is looking
for a ‘good deer rifle for a reasonable
priee, please have him get in tonch with
‘men I am enclosing a photo for anyone
who might possibly doubt the truth of
this story.

Nico Van der Ryn
St. Paul. Minnesota

QOne in almgst o thowsand!H, Sianley Becker, cen-
ter, of Gloversville, N. Y., Won o ZIP chain saw
in a Homelite\radio céntestisponsored by 13
dealers in the Albany ferritory. There were 998
entriés. At left isaCharles John Stevenson, popular
radic \personality ‘and, at right is Charles Van
Allen, Albany BranchvManager.

The Homelite distributor in Singapore, Mr. Eng Kiat Soon, ditended « wedding of one of his clients in
Kulai, Johore, Malaya. He was able to get this group picture of the Homelite owners in the area in o
grove of rubber trees. They are professional lumber men and strong Homelite supporters.. .. witness the
Banner, the T-shirts and chain saws!

L

Straight

from

Straetz

You can learn a lot about golf, tennis
or bowling by reading books...but
you'll never play any of them well unless
you get out and practice. The same ap-
plies to selling, whether it’s chain saws,
outhoard motors or lawn mowers.

This may seem elementary, but people
who should know better keep right on
makiifg the same mistakes in selling. over
and over again. Most of vou deaiers know
4 lohaboul selling, but how much of this
knowledge.do you actually put to work?

How fudny limes have you run into
objections Tike, “your price is too high”,
“I den'e’need one right now™. “I can’t
alford your product” and so on? You
hawe probably read articles on “How to
Overcome Objections” and you've prob-
ably overcome many of these objections
at some time or other, but do you practice
what vou have read? Are vou prepared
for these selling hazards or do you get
a mental hlock when someone says, “Your
price is too high?”

If you prepare yourself for these ob-
jections you should be able to answer
them skillfully, the next time you encoun-
ter them. If you have the right answers,
you’ll gain confidence and you’ll make
more sales. And no one knows the an-
swers better than vou do. You've seen
how Homelite chain saws stand up under
use . ..seen how much more they are
worth as trade-ins . . . seen how they com-
pare with other chain saws. You are the
man who can talic with authority about
these things because you know.

One top Homelite dealer said, 1 don’t
have any secret for success. | just practice
the selling methods which have proved
successful over the years. When I read
about some new art of selling, [ try iL
If it works. I remember to use it again.”

Think of the selling tricks you know,
but haven’t used lately. Practice a lew of
them. The results will amaze you! And if
you have any selling knacks that will help
other dealers, send them in to “Sawdust”.
We will publish them from time to time
so that others may benefit from your skill.

Rutend P St

Sales Manager
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