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‘55
And 56 Will Be Even Better!

“1955 was a great year for Homelite and our dealers—and
1956 will he even hetter!”, says Nelson Thompson, Homelite
Vice President in charge of Sales.

“A look at our record will show that in 1955, our dealers
drade more money seiling Homelite Cliain Saws than ever Ji€t
fore. This sales success was not accidental. it has resulted from
the fine teamwork of dealers, branches and factory working
together toward a common goal.

“First, Homelite dealers sell the hest engineefed-+-most
dependable power chain saw on the market! And in*1055, %
great new saw—the Model 5-20-—was added te.our line. The
5-20 has received such excellent ac-
ceptance that there appears to be no
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reat Year For Dealers...

vout foll6w-up with more demonstrations than ever before . . .
allvhese havesmade 1955 a hanner sales vear.

*Every ealer may be sure that in 1956, as in every year,
Homelitd will ‘eontinue to produce units of the finest quality.
Andl thisssfar, the demand for these Homelites will be the
greatest ever!” continues Mr. Thompson,

“Professional loggers will need Homelites to fill lumber
demands for a predicted 1.280.000 new housing starts. Increas-
@s are lorecast for other construction fields which will further
boost the need for lumber. )

“Pulp wood cutters harvested 27 million cords of wood in

1955 and will have to increase this

doubt that this.unit will dominate the
market for the period immediately
ahead. Another 1955 addition—the
Brush Cutter Attachment—has, also
been well-received. And._.all. other
Homelite chain saws and fattachifients
have maintained high sales yolumeg
throughout the past year.
“Secondly,” adds Mr. Thompson,
“through the use of the Dealer @o-
operative "Advertising Plan and

HOMELIT

CHAIN saw s4i e

Homelite’s increased advertising and
“promotion, Homelite products have

become the most widely-known and

most desired in their field!” 7

Another Homelite first in °55 was

production in 1956 by millions of
cords to meet expected demands.

“Farmers are learning that cutting
marketable Lrees on their woodlots is
profitable when they do-it-themselves
with a chain saw. In 1956, tens of
thousands of farmers will purchase
chain saws to add to their farm in-
come. Homelite will offer a complete
line of quality chain saws for this
market.

“Yes, there will be an even greater
demand for Homelites in 1956! To
help you gain a greater share of the
chain saw market Homelite is increas-
ing its advertising. The Cooperative
Advertising Plan has already heen

the Time Payment Plan which is

helping dealers to get more and more sales every day. Dealers
have also welcomed the expansion and strengthening of Home-
lite’s unique factory branch organization which has resulted
in better service to them.

Speaking directly to Homelite dealers, Mr. Thompson said.
*Your excellent local tie-in with the 5-20 advertising and pro-
motion campaign . . . your stepped up use of local newspapers
and radio . . . your increased use of direct mailings . . .

expanded to include billhoard posters
and telephone directory listings {see pages 2 and 3). The Time
Payment Plan will become more important in hoosting your
sales volume. Homelite’s factory branch organization will con-
tinue to work with you to improve your service.

“You may be sure,” concludes Mr. Thompson, “that in
1956, everything possible will be done to help you increase
your profits and maintain our position of progressive leader-
ship in the chain saw industry.”




BILLBOARD POSTERS, “YELLOV
ADDED TOYHOMELITE CO

Effective January 1, Homelite will share the®ostof billbéand
posters and telephone directory listings under fhe Homefite
Dealer Cooperative Advertising Plan.

By using these two additional sales(boasters as well as news-
paper, radio and television coverage. dealers ®ampow maintain
a well-rounded, ellective advertising fBogram . . . and
Homelite pays half!

Dealers who adverpise iw’their, localielephone directory
“yellow pages™ will seon,realize #he tremendous value of these
ads! They’ll be ableto take advantage of the telephone com-
pany’s gigantic ‘advertising Eampaign to educate the public to
look in the 'yellaw pages” to know where to buy a product they
want. And they’ll learithdl most folks regard the firms listed in
these pages as dépendable and reliable.

Every day more and more people are looking in the “yellow
pages” before they buy! Make sure that every chain saw pros-
pect in your area sees your name when he looks in the local
directory. You'll cash in on added sales and service work when
you're listed in the “yellow pages™.

And 1t's easy to place your ad in the telephone directory.
Here's how it’s done.

You will soon receive a form from our Advertisifg Wepart-
ment. On it will be the standard Homelite Trade Mark-Heading
and the standard Homelite Trade Name listings, (illustrated

Standard Homelite Trade\Netme Listing
HOMELITE POWER CHAIN, SAWS
YOUR NAME
Address.........{.....s. 7. ... PRONE NoO
Standard Homelite Lrade Mark Heading
HOMELITE POWER CHAIN. SAWS
LIGHTWEIGHT, POWERFUL HIOMELITE

A complete line of one-man
chain saws and attachments
for every wood-cutting joh.

Ask for a free demonstration.
SALES-SERVICE

“WHERE 10 CALL”

YOUR NAME
Rddress......o.ooveeeeeeeeeeeeeeen ....... Phone No.

(Both the above listings have been enlarged)

CHAIN SAWS

elsewhere on this page) and the charges for each. Then all you
do is:

1. Select and indicate the Trade Mark heading or Trade Name
listing you want.

2. Enclose your check for half the cost of the ad and scrip
dollars to cover the remaining half.

That’s all you have to do! Your listing will be included under
Homelite’s national contract. You will gain the benefits of the
same listings proven effectiyeé by Homelite branches . . . and
you’'ll be relieved of the\details of making up the ads and
placing them in difdeiories.

Fill out and rettrn yourdormirds soon as it’s received so that
your ad can beplaced in thegtext edition of your local directory.

Angrwhen you tdlk about great ad values such as telephone
direetoTy sadvertifiig = . .
hest. .

you have to mention one of the
. 24-sheetposters! Now, under the Cooperative Ad-
vertising Plan.)Homelite will share the cost of renting your
billboard space. And, as usual, Homelite will supply the big.
FREL!!!

fmllcolorposters . |

This low-cost advertising rates high in effectiveness, too!
Because of the greatness of its size . . . its impact is tremen-
dous! Folks who pass by just have to notice these big. eve-
catching Homelite messages! And when you place your bill-
board ads on readsides near your business—near pulp mills—
by pulp and saw logging operations—wherever there’s good
‘prospect’ traffic . . . your messages, day after day. reach the
men who buy!

Colorful billboards do still more for dealers. They add ta
his reputation as dependable merchant and create a preference
for Homelite. And when your name is imprinted (vour local
posting company can probably do this for a nominal fee), you
have a “personalized” billhoard . . . one that attracts pros-

pects Lo your place of business and gains sales for you!
To make this type of advertising even more effective
Homelite now has 3 new colorful poster designs available! Each

carries a brief, powerful selling slogan and illustration of a
Homelite Chain Saw:

Design #5 features the Model 17 with Straight Blade and the
message “Big Saw Power!”

Design #6 shows a Homelite 5-30 and tells of “More Power
Per Pound!”

Design #£7 depicts a Model 17 with a Plunge Cut Bow that
“Keeps On Cutting!™

Order these new designs today so they can help you sell!

ey




/ PAGE’’ DIRECTORY 'LISTINGS
OPERATIVE ADVERTISING PLAN

With these two great advertising bargains joiningnews-

paper, radio and television coverage under the CgOperative
Advertising Plan. more and more dealers will wanl™6 take
advantage of Homelite’s offer to share their advertising cosi®
It's easy . . . it’s profitable! Just send your.elaims for credit
along with paid invoices, proof of advérising (teap”Sheets,
continuities, scﬁpts, etc.) and serip dollars”in the amefint of
50% of the total bill to:

The Advertising Departmett. HomelitesPoxt Chester, New
York.

Naturally, since Homelite is”Sharing your costs, all ads
submitted for credit must be deyoted to promoting Homelite
products exclusively.

Another important point to remember . . . deadline for
submilling 1955 scrip dollars for credit is February 15, 1956!
None can be accepted after that date! Every dealer will soon
receive his 1956 scrip dollars but be sure to use your 1955 scrip
before February 15!

Since Homelite now shares the cost of billboard poesters and
telephone directory listings as well as newspaper, radio and
television ads . . . every dealer can double his advertising
coverage! And more advertizing means more sales! Use the
Homelite Dealer Cooperative Advertising Plan . .

greater profits for vou!

. it means

E

AIN SAWS

Now You Can Use Homelite’s
Cooperative Advertz'sing Plan For . . .

NEWSPAPERS: Classified or display advertising in any reg-

ularly published daily or weekly newspaper.

FARM PAPERS: Classified or display advertising in local or

state farm papers.

RADIO:  Spols, station breaks or regular programs on licensed
commercial broadcasting stations that are accredited by the

National Association of Radio and TV Broadcasters.

TELEVISION: Live or recorded spots or programs from
licensed commercial TV stations that are accredited by the

National Association of radio and TV Broadcasters.

BILLBOARDS: OQutdoor advertising using 24-sheet, full color

poster

supplied free of charge by Homelite.

TELEPHONE DIRECTORY LISTINGS: Siandard Homelite

Trade Mark Headings or standard Homelite Trade Name

Listings.




BEAUTY QUEENS USE HOMELITES DURING TOUR

To publicize lumber and wood pro-
ducts in midwestern consuming areas,
the Pack River Sales Company of
Spokane, Washington and the North-
western Lumbernmien’s Association recent-
iy selected a Pine Tree Queen. The winner
... Miss 1‘&'{&11"“_\_’11 Johinson, a studeut at
the University of Minnesota . . . and
her mother were flown to Seattle for a
tour of logging operations in that area.
Upon arriving al the airporl in Seattle,
the Queen was welcomed by that cily’s
official hostess, Diane Rumburg. who
holds Lhe litle “Miss Seattle™.

Miss Rumburg and Miss Jolinson were

California Exhibit

then both treated to a weeks» tdur of

sawmill and logging operations Furing,
which they had an opperminity to oper-

ate Homelite Chain Saws. ;
CORRECTION

In the Homelite Christnfas message to
dealers copcerning'the Forestry Scholar-
ship Progrdm, the namelof the University
of Washington was if@dyartantly omitled
as one of the participating colleges.

This year, as last. a $500 scholarship
is Being awarded\d a forestry student at
W) Uhiversilg 6f Washington.

quality unit . .
\choose it. too! It looks and actually is

Orchard Man Wins Homelite

Used Saws Can Earn
Exira Profits For You

Wilh sales of new Homelites reaching
record heights. dealers throughout the
country are laking more and more used
chain saws in trade. Used saws can be-
come a problem if they are allowed to
clutter up a storeroom and tie up a
dealer’s capital.

“With just a litile extra effort,” says
Sales Manager Robert Straetz, “every
dealer can turn these used saws into extra
profits] The main problem in selling
used units is that they look used so here’s
a simple suggestion.

“Display two used chain saws side by
side in your showroom. Show one just as
it canfe from its previous owner and the
othér, mechanically reconditioned and
hiright and shiny with new paint! This

Q.:[Eaﬁ saw,will also carry a higher price

tag.
Mr!\Straetz continues. “If you looked

\ate these two units, which would vou

chodse ?  Naturally. the new-looking,

. and your prospect will

worth the extra meney!”

Another feature of this plan of display-

—

ing a used saw that looks ‘used” and one _

that looks new is that you give ihe
prospect an opportunity to choose. Often
if a potential customer sees two identical
units. he can’t make up his mind which
he should choose and then possibly might
not buy at all. But given a choice, he’ll
invariably pick the higher-priced, newer-
looking saw and you’ll have made
another profitable sale!
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Now! Homelite Electric Clocks
Available With Dedler imprint

Here’s good news for dealers who want
24 hour-a-day local advertising at rock-
bottom costs: Homelite electric clocks

. with individual imprints. Now, in addi-

tion to the brilitant red and green
illumination which features the Homelite
chain saw and makes the clock stand out,
night and day, the dealer’s name and
address can he silk-screened in bold,
black enamel letters on an aluminized
panel above the clock face.

Good news, too, is the surprisingly low
cost of the clock plus the identificatign:®
with two lines of printing, $13.7Q; With
one line of printing, $13.45. De@lers=who.
want clocks without imprifits canwstill get
them for only $10.95.

An enterprising dealer can #aKe, ‘adt
vantage of this low price and place
several of these husiness-building, eye-
catching clocks in local establishments
such as clubs, depots, howling alleys,

DON'T WASTE TIME!
MAKE IT WORK FOR YOU!
Order your Homelite clocks, now.

Fill in and return the enclosed
post card at once.

bars, lanch rooms . . . wherever chain
saw prospects gather.

Some dealers may Want to give'these
away Lo local merelants6thers mav gvant
to charge a wominab fec.tigher way 1t
won't require wmueh salesmanship to get
the proprictor to acceptene for his place
of busifiessy

The clocks aréyeasy to install and can
he used to adwantage in many attention-
Fetbing spotstin'windows, over doors, on
walls. ThHeyll give long-lasting depend-
abléGervice because they're made of top
qiality’materials by the world’s largest
mantiacturer of advertising clocks. And
they make excellent, economical night
lights, too!

“A clock is a natural for keeping the
dealer’s name before the public,” says J.
Howard Maxwell, Jr., Sales Promotion
Manager. “Have you ever noticed how
many people look at a clock to check the
time, even when theyre wearing a
watch? And remember. every look at a
Homelite clock means another favorable
impression for the dealer!™

Judging by the demand for this useful
promotion aid, a lot of prospects all over
the country have been getting the right
lime and a reminder that it’s time they

bought a Homelite Chain Saw. Now, with,

the addition of the dealer impring, it will

\be possible to place more clocks in more
places where more people will connect
the dealer with Homelite.

Lifetime aluminum case with stainless steel trim

. convex glass , . . 15" diameter . . . illum-
inated with two 15 watt bulbs . . sliding bulb
cover to facilitate replocement . . . Bottom set
rod for ease in adjusting time . . . dial sereened
in vivid red, green and black . . . black hour and
minute hands . . . red sweep second hand . . .
comes complete with & feet of rubber cord . . .
for use on A.C. current only . . . movement
guaranteed for one year. With two line imprint
as shown, $13.70.




HOLIDAY - CHIGHLIGHTS

S——

A week in Bermuda iparid-winter! This was Mr. and Bill Willson’s reward. last
month, for sinhifig Hogmelite’s big Display Contest.

Afi€inaeross-cantyy*flight from Yakima, Washington, came a day packed with
interest: W' the m@Thing, a complete tour of the Homelite Plant in Port Chester: in the
afternpon. a/quickefirst-time look at the sights of New York City; in the evening,
dinger at Sardi’s and the thrill of seeing the hit Broadway musical, “Fanny.”

= Nextday a swift flight over the Atlantic took them to the warmth and relaxation

Starti int for the Willsons’ Port Chester visiP 4 \ O, . 4 . R %

R Iy e e b AL At of the begutiful island of Bermuda. The weather was kind, the fishing good, th(f Castle

Here Mr. Abbott and Nelson Thompsofi, Vice Harbour Hotel anxious to make them comfortable. Sounds to-good to be irue? These
~ President in charge of Sales, congratulate Bill on \ &, S T e e - . N Tt P % ;

is prize-winning display for the ReMie~Beuip. (“PINIEs TeC or d some of the highlights of the Willson’s 6,500 mile trip . . . proof

ment Co. Ten minutes later the Willsefi's Jsaw ihe Jositive that it ]‘e‘d“y happenedI

“works,” from Receiving, (whefe oW’ materigls

and supplies arrive) to Shipping ’:'(_:where the fin-

ished product is packed) —<'an ‘erderly cafifusion

of sudden noises . . . Vibrations . . sjeltsh,,. .

moving conveyor beltS. . and «cheerful)) com-

petent workers, proUdyofutheir_jobs,

A business woman herself, Mrs. Willson appreci-

ates the importance of constant checking to %

maintain high quality. Here she watches Mary press opdrator, Ernest Conte ‘demonstrates on a magnesium handle cover one of the many drilling,
Mocarski, using one of six snap gages needed to feciming find tapping operations necessary in the manufacture of a 5-20 chain taw. The Willsons marvel at
check a chain saw crankshaft for close talerance. the speedsoindaccuracy with which Ernie turns out several hundred units an hour.

No need for protective masks as the Willsons watch Joe Merenda spray tank Steve Olszewski explains to the Willsons how he combines five previously “ ™.

brackets as they come slowly by on an overhead conveyor. Excess paint hits assembled parts fo make the magnete which he joins to the crankcase. A
a wall of water and is washed down, forming a jelly-like substance easily well planned, steady supply of these sub-assemblies (the respansibility of the
collected and discarded. The sprayed articles confinue on through the oven, Production Centrol Department) makes this final assembly move quickly and

where 250° heat bakes the finish on permanently. efficiently. Another example of Homelite’s fine teamwork,




Power toals, a canveyor lige (set fo move.at'2 feet a minute) and o team of four other skillful girls help
Maria Oliveira finish the final assemb'y of '@ 5-20 in record time. Here Maria uses air gun to secure the
handle bar to the upity "Who says Women/don’t know how to use tools?"” asks Mrs. Willson, proudly.

In the deafening din of the Test Room, Tom Gray gives thé 5-20/a roughivork-out. By manipulating the
switches on the wall above, actual field conditions©f stress and™strain can be produced, and any unit
that doesn’t perform at top efficiency goes back to e rechecked. Bill Willson heartily approves of this
kind of testing; says it makes his sales job muech edsier.

il

Almost ready to go! The final inspection passed and recorded in a permanent file, the Homelite seals and

serial number in place, the Operator's Manual,

Parts List and other aids enclosed, William Vaccaro

carefully packs o 5-20 for shipment. This could be one of the extra saws Rankin Equipment Co. will sell

as o direct result of Bill's prize-winning display!

Forget business and have a wonderful time in

_B&rmudq,"‘ Eugene Carey, Manager of Chain Saw

Dealer Salesisadvises Bill Willson at New York's
Idlewild Alggortt And except for a friendly visit
with Bérmud&”Homelite dealer, H. R. Horsefield,
that'sexactly what the Willsons did!

The Willsons enjoy @ “spot of tea’ at Bermuda’s
Castle Harbour Hotel. Mixed with memories of
beautiful scenery, curious Calypso music and in-
feresting walks on the coral beach is the memory
of an appetizing breakfast of fish, caught by Bill
himself the day kefore. He thinks it was pompana!

Tanned and rested-looking, the Willsens wave
goodbye ds they start on the last lap of their

6,500 mile trip. “Thanks to Homelite,” Bill says.
“Qur Bermuda trip breought us new sights, new
friends and new ideas.”




Adverﬂsmg Department’s Adefel Mucrl digp Iuys
$1,346 in Scrip Dollars, lnﬁgesi claim evgriecaive-
ed by Homelite.

West Cdast, Dealer ‘Group
Gets $1,36,Ca~op Credit

Even if it’s not thereal thing, $1.346
looks like a lot of money! And a real
check to match the scrip-dollars shown
here will pay half the cost of a TV sched-
ule for a group of Homelite dealers in the
Eugene. Oregon, area.

According to Bill Voud of Coast Cable
Co., chairman of the group.” We intro-
duced the new 5-20 with a series of spot
announcements over Station KVAL-TV.
We were so enthusiastic over the results
we decided to sponsor a regular bi-
monthly half-hour show featuring Eddy
Arnold. The TV program will advertige
Homelite saws exclusively and if «the'
results are anything like we've gattsh, ih
the past, we'll all boost our sales te” an.
all-time high!” '

The following Oregon ‘dealers pogled
their serip-dollars for this TV Nenties
Ackerly’s
Carl Rutz’s Saw Shop. Roseburg
Coast Cable Co., Eugene
Coos Bay Chain Saw Co.. Coos Bay
Davison’s Filing Shed, Coquille
Garman’s Saw Shop, Coltage Grove
Gross Logging Supplies, Eugene
Hoskin’s Loggers” Supply Co., Lebanon
Johnson’s Saw Shop, Coryallis

Saw Shop, Florence

Lentz & Zimmer Supply Co., Sweet Home
Monty’s Engine Service, Junction City
P. C. Briggs Co., Roseburg

Reedsport Outdoor Store, Reedsport
William’s Saw Service, Oakridge

EARLY RETURNS.PRAISE
HOMELITE FINANCE ‘PLAN

After less thafishrée month3wof opera-
tion, the, Homelife Findnce Plan is
proving to hunidreds ofistecessful dealers
that sellingen easy credibterms is the key
to ‘hizh, sdles voluie ‘and profits. The
dettersithey dvrite speak for themselves!

Cliff Collelte, of Hyde Park, Vermont
says: “Tlle new Homelile Finance Plan
has heTeddme greatly in selling more
chgm saws. [ like the prompiness with
Whieh the} forward my check for the
gustomer’s unpaid halance. No need now
td fool around waiting for local banks
to pass on contracts.”

Another booster is Charles Ingram of
Baseline Machine Works, Highland,
California. “The new Homelite Finance
Plan is excellent. Since using it. I've been
able to make 9 sales | couldn’t have made
without it. The service from Port Cheste
is prompt and efficient.”

And from Lancaster, South Cafdlina,
Mr. Crenshaw of the Lancaster Chain
Saw and Plumbing Co., mirifes) “I'm
tickled to death to have the plan! Wish
they had had it yearsrago\when L Tinst
became a dealer. Hoi{r@‘?te has, heen
prompt in fnrwarthng the r‘;«hﬂ(ﬁ Lo me
on the 7 cofitracts®] pdi_shreugh its
Credit Department.”

These enthusiastic xeperts are reward-
ing pro6f that the Hamelite Plan is doing
what it ‘was m‘tendeﬂ to do: help the
dealet sell moreNHomelite chain saws!

Little Man With BIG Ideas

Who says the younger generation is

Aelting soft An enthusiastic owner of a

Homelite\nddel 17 chain saw, Roy L.
MeNeil,_of Smyrna, N. Y. sends this
‘pitiure of his 414 year old grandmn to
Jprove that his Homelite saw “is one of

ihe easiest chain saws to operate.”

Young Kyle MecNeil,
short, with a small amount of help from
his grandmother, father and mother and

“Terry” dor

a neighbor and his wile, cui all ihe
winter’s wood supply for their camp on
Stoney Lake in the Adirondacks. And
John Blanchard, Homelite chain saw
dealer in Smyrna, ohviously has another
satisfied customer.

Ed Crane, a successful broiler raiser
of St Johnshury,
worry when the temperature drops to 20
below zero. He simply hooks a scoot to
his crawler tractor. places his TTomelite

Vermont, doesn’t

Model 17 in the specially made box and
heads for the woods. A few hours later,

he’s back with a cord or so of wood,

ready cut for his hot air furnace.
Depending on the season, he uses
about 30 cords annually, so at $15 a cord,
it costs him less than a penny a bird for
heat for year round brooding. That’s
cutting costs—thanks to Homelite.




NEW
TO OPEN BIG NEW_ MARKET

Designed especially Lo give Homelite
dealers a bigger share of the farm and
“occasional user” market, the new EZ
direct drive chain saw is winning -rave
noticos ab its-first public appearances.

There’s good. sound reasoning behind
the bid for this market. Since 1946 the
number of trezs cut each year [or pulp-
wood and lumber has Deen mounting
steadily. The sale of chain saws during
that same period has jumped Lo five times
the 1946 figure! Even more interesting
is the breakdown of just who is |J11\m0‘
the saws. In 1946 only 20% were honght
])}" farmers, sporlsmen, estale~ewners,
ete. In 1955 these buyers a€counted for
60% of the purchases! [Uf the presemt
trend continues, by 1960 the ocpasional
user will be buying 75% of a ¢hain saw
output nearly double its present volume.

Every feature of the new EZ was work-
ed oul with this newly important market
in mind — the farmer. the estate owner,
the sportsman. the orchard man, the tree
surgeon. the construction worker,

Homelite dealers will now be able to
sell prospects who wanted Lo buy a chain
saw but put it off because of price. They’ll
be able to attract many new prospecls
because of increased interest and in-
creased need for this type of chain saw.
They’ll be able to sell men who already

s — 1705720 5-30

— and can use an extra saw,

own other Homelite

All the new features™—=lighter weight,
increased cutling spéed, greater €eonony
—are great FlmgNfeatugls JAMED o
Homelite’s prayed gualities 6 advanced
design, careful workmanship and inter-
ested folloWsup servi€e they will make the
new EZ the' cagicst chain saw to sell . . .
thewbiggest meneymaker the dealer has

evey haneledy

Chart of Chain Saw Sales

1945 1950 1955 1960

Farm
Production

Here's whdit's happened to chain saw sales in the
past ten years and what will happen by 1960.

2ANIVST
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HOMELITE EZ SAW

Ads To Tell Story

Leading off with a big two page spread
in color in the March 31st issue of the
Post, Homelite will

launch the most extensive advertising

campaign in chain saw history.

Announcement ads will also appear in
the April issues of fifty-seven other maga-
zines, providing complete coverage of the
tarmer, sportsman, lumberman and con-
struction markets. Follow-up ads in all of
these periodicals will carry on this care-
fully planned, well coordinated campaign
throughout the year.

The success of the advertising will be
measured by the interest it creates, the
customers who will want demonstrations
of the new EZ. Tt is vitally important,
therefore. that these customers know
where to come for these demonstrations.
The dealer must use every method in his
power to make sure that he is known as
the Homelite dealer in hiz community.

Homelite has prepared and sent to the
dealer a wealth of material, newspaper
ads. radio and TV seripts, poslers, dis-
play material. Homelite has gone all out
to give the new EZ a big send-ofl. There’s
plenty of room on the bandwagon {for all
alert Homelite dealers Lo cash in on this

biggest campaign in chain saw history!




On your mark! Get set! G&LiAnd
Homelite’s new £Z is off to a gedd)startin
the race Lo capture the, title of “world®$
fastest selling direct drive,chainygaw™ !

There’s always big\eXeilemefit Yat*the
start of a race. especially among the ones
who have Légh geoaming their candidate
for the big montent. They 've put a lot of
hard work into geiting'this new EZ ready

The starting gun has heen fired! The
makers of the new FZ feel confident that
they have a winner and have given their
winner a big send-off. You. the Homelite
dealers, are not only the main cheering
section but you share the prize when our

contender wins the race. =

Kit Provides Spurs

You've been given the material to take
a very active part in the £Z promotion.
Youlll want to take full advantage of it
for many reasons, all of them selfish.

l?ii'rst ~—you have strong, colorful,
material to catch the prospect’s attention,
to make him aware of you as the Home-
lite dealer. The bright vinyl banner, the
& luminous feather streamers. the colorful
counter cards and blow-ups of the major

ads are all designed as attention getlers.

Second — you have a selection of pre-®
y %

pared ads and publicity stories to use\in
your local papers. These will feagh™a
wider audience right in youn Gwnstom-
muanity . . . te in diregtly, with thé
nationwide publicity. Pegple pay atieu-
tion to what they readl ih.the papéis. Be
sure they read &bl tHe new (Homelite
EZ! Notice ghat ihe wal reprint sheei
included jn the kit has a spéeial group of
contest atls. Mats #EZ-26. EZ-27 and
E7-20 @re\designed(to be used as teasers
when yod run“a regular ad aboul the
conkest on anether page. The rest of the
€ontestatatsdwith the exception of EZ-21,

Margaret Marcussen of Homelite’s Advertising denartmentdis shown with some of the items from the

Promotion Kit. The new EZ is displayed oneits'golorful capten 'y, . -

reproductions of some of the ads are

mounted for counter display. The streamers can be used for autside or indoor decoration.

Jawks, the demonstrations . .

can be used alone or at the bottom of a
regular one- or two-column ad.
Third — you have radio and TV
scripts all ready to be used as spot an-
nouncemenls and station breaks over
your local station. There’s no doubt about
and TV
advertising. People believe what they see,
remember it and are influenced by it.
Fourth—You have a terrific contest
to promote sure-fire interest .

the effectiveness of radio

. . to get
prospects in for a demonstration . . . to
help wou close more sales! Make use of
E\’f‘@xy part of it . . . the self-mailers. the
1 . to catch
and heldthe interest of every prospect in
yourtare®. every possible customer.

Contest and Contest Rules

The purpose of the contest is to
broaden your markets and open up more
husiness. It lets you keep your present

share of the market (as represented by —

the 17. 5-20 and 5-30 models) and opens
up profitable chunks of the farm and
occasional user markets.

The plan is to get demonstrations and
build a prospect list quickly. To do this
Homelite will give away 24 EZ chain
saws each month through April, May and
June - a total of 72 in 90 days!

Who is eligible? All your prospects,
whether or not they already own a Home-
lite chain saw.

What do they have to do? Only one
thing! Have a demonstration of the
New Honelite EZ chain saw,

How do you enter the names? Give
each prospect a blank. fill out the stub
with his name and address. detach it and
enter it for the drawing. (Be sure to write
vour own name and address on the back
of each stub!)

Where do you send the stubs? To your
Homelite District Office, every weel:.

When and where are the drawings to
be held? Once each month. in each

Homelite District. You will be notified of —,

the exact time and place by your District _
Manager. Be sure to give full publicity
to these events in your local papers.




-MARK!

Does a prospect have only one chance
to win? No, once entered. the progpect is
eligible for the full 90 day drawing
period. He has 3 chances to win if he gets
his name in at the start of the contest.

What does the dealer get out of the
contest? More prospects, more sales dnd'
a chance to win a $100 U. S. Savings

" Bond if one of his prospects, Wins the

Homelite EZ.

Now come the mosl, ifipontant ques?
tions, the ones that cofintthe mose

Have you orderetl your mp]",:ly of
banks? You willsybant to b, ready to
enter your pfospects in the'gontest at the
earliest passible datess]l you haven’t
ordered them yetsmsenthe enclosed post
card for quick ‘action. And be sure to
order your free posl cards al the same

GET SET

time. All yquthave to doVis address, stamp
and mailthei.

Have you brought your list of pros-
pects\up e ddte® Be sure to add the
nages of as‘many [armers as you can.

And do¥t forget the sportsmen, orchard

¥

men,

Lreg surgeons. contractors and oc-
casional users. Put back on the list all
tliese prospects who have shown an
ifterest, but have not purchased a saw
because the price was too high. Make
your list as complete as you can!

Let’s all be in on the finish of this race.
The big, exciting advertising campaign,
the altention-getting contest, above all
the new EZ itself; all have heen designed
lo bring more people to your placetef
business . . . to bring yeu more=sdles,
to increase your profits.

Thisqcolerful cardboard bank may entitle its
oWnerfio win o new Homelite EZ chain sow. If
‘He deesn’t win, he can save his money in if and
buys himself a saw! He can't losel

You'll feel the flocting pawer of the new Hemelite E2
direct-drive chiin saw the inylant the chain bites into eacd.
the wood . . Heating pewer that cots bn any position
#nd decs it with so much less effort on your part.

You'll fael the foster suMing speed ns soon ss you
trigier its quick-starting. 3 horsepower egine . prove
ix 59 the EZ zips through § Oak in § seconly and 18°
Pine in 14 seconds. With aehoiee of 17%, 217, and 257
bar lengths you ean easily andle any tree up to 3 feet
in diameter.

axwell,

You'lll feel the lightoess of its casy-to-handle 19,

pounds. whellier yeu'te feliing trecslr gitting cord”
- mruch lighter than any othgf & horscpower.
chain !

You'll feel the new fow cost iu ilur bulfet, nok just
Tow first cost, but love maintenante and o,;‘hntin(; costs

See il Feel it}
Haorelite EZ, |
eved 1o cut ilore wood, moe profitably, |
Homelite degler i fire dedonstrmtion,

BUY ON EASY TIME-PAYMENT FLANI!

FOR FASTER, EASIER, MORE PROFITABLE WOODCUTTING:

Try the FLOATING POWER of the

| = HOMELITE ¢

thedloating power of the néd
PRI That makes i1 cagiorthan

Direct-drive Chain Saw

- Full 5 Horsepower
- Only 19 Pounds
' New Low Cost

A Complete Line of Chain Saws

Free!

Wina HOMELITE EZ

for every culting job

HomELITE

4403 RIVERDALL AVE, PORT CHESTIE, NEW YOUX

24 Hamelile £2'chain sows given away sach monh|
Hothing to buy | Nothing to writs! Ma obligation. Just nik

A Divizior of TEXTRON AMERICAN, INC.
MANUFACTURERS OF CAR: SAWS « PUMPS -

- BLOWERS

your Homelite deoler haw you can win. See him teday! I ol Feivy bcbiery L, Ui — Tarsasa, Mastieal, Vansoovse, Qllowo, Edrrion, Mostiar

This is a reproduction of the two page spread which will launch the adver-
tising campaign for the new Homelite EZ in the March 31st issue of the
Saturday Evening Post. This is the first fime in history that any chain saw
manufacivrer has ever used a two page spread in o national magazine.

Follow-up ads will appear in seven more issues of the Post to bring the story
of the new EZ fo the attention of its five million readers. Fifty seven additional
magazines will alse carry announcements and follow-ups: national and
regional farm papers, sports meagazines, trade cnd professional journals.




WASHINGTON

ABOVE—A huge™fit tree, 77! acfoss the butt, was
felled and bucked by James & Luttrell, a timber
feller of Ashford, Washingfon, using o 5-30 with
a 44 inch bar. He writesyl have used my saw for
one season, which in this part of the country is
six months. | think the saw is one of the best made
for my type of work.” The 5-30 looks very small
against the enormous trunk of the felled tree,

LETTERS>FROM
HOMELITERS

Trom nosth) south, east and west,
Honielite continues Lo receive letters and
pictures drom proud owners of Homelite
chainGaws® The letters tell of especially
Big ordifficult jobs done speedily and
effictently with the aid of the trusty
Homelites.

The wrilers are mostly lumber men
who use their saws constantly and will
still be the main buyers and users of Lhe
17, 5-20 and 5-30 units. The fact that
they are satisfied with the quality of their
Homelite saws and the service Lthat goes
with them provides the kind of word-afs
mouth advertising which can Gy, he
measured in lerms of money @67 _jnarket
coverage, but which is umwaluable in
building repeat sales threugh customer
confidence.

BELOW—One of the largest of the historic elms which line the streets ofi Farmingion, Mdin had to be cui
down because a split in the trunk made it potentially dangerous fofthe home’of Ray,Magne, right. Lewis
Rackliffe, left, did the job with a Homelite 17. According to Mr. Reckliffe, “the saW.is about 16 months
ald and still runs good. It has been working all the time in the woads\We do abolt all the tree work in
town, whenever they want any done, so you see | have to havela gaod runningysaw. That is why | take
a Homelite. Several of the boys here are going to buy saws like Mine.

FLORIDA

ABOVE—J. V. Varnadere of Oak Hill, Florida, is
o one man lumber company. After using his Home-
lite 5-3Q for nine months he says, | am writing
you to let you know how well-pleased 1 am with
my-Homelite saw. In the first nine months use of
the saw | gut 19,860 trees, limbed them and topped

them? | have,run it regularly, five days a week

with very litfle expense other than new chains.’

COLORADO

BEL@W—Tree removal in o city requires speed and
super efficiency so that traffic will not be blocked

‘Here Horace Duran of Deaver is shown topping

a 32" maple tree. He explains "Without power
equipment for off-the-ground use, this portion of
the job would have taken almost half a day. As
it was, it took about 20 minutes.” Lloyd’s Equip-
ment Ca , Denver Homelite Distributor. sant in the
picture,
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Rush of Orders for New EZ
Brecks All Homelite Records

Iminediately after the official launching of Homelite’s great
new direct drive EZ. the orders started pouring in and ihe
factory has been working at full speed to keep up with them.
The Production line is working overtime. day and night. The
'Shipping ‘Department iz rushing orders to all parts of the
country by truck. fast freight and even by plane! The Office
personnel is filling hundreds ol requests for banks, mats and
other publicity material. Everybody’s caught up in the ‘®xcite-
ment of a hig, successful operation. And judging frgin“dealer
reaction. they ve caught the excitement, 1oo.

Thousands of Banks!

Best indication of the greai response(is’the fact Wit pver
300,000 give-away contest banks haye ‘hesfi ordered ¢ far!
We've had to obtain another quarterqfa millionte take care of
the requests that will continue tohcome inaThis terrific rush
has meant that orders were deldycd & few d_ay?»‘."f‘}ie banks are
now heing imprinted and gent ouwl’ at the rate of 40,000 a day
and every effort is heing made o keepap with the orders.

The last 50,000 banks ordepéd By ehie dealers will be held
up until after the middle of Apxil while the extra banks are
being printed. Afier that there shotuld be no delay. Although
this volume of orders is more than expected it is all part of the
exciting success of the new EZ.

Several questions have come up about the contest which
were nol answered completely before.

What does a dealer do if he gives demonsirations of the EZ,
befjore his supply of banks arrives? 1le keeps a record of the
names and addresses ol all the prospects whe witness a demon-
stralion. When his banks arrive he fills in the name and address
on the stub. which he tears off and sends into the District Office.

=~ Then he mails or gives the corresponding bank to the customer.

Wiy haven't Dealers in Nebraska received banks? The State
laws of Nebraska prohibit such a contest so residents of
Nebraska are not eligible as contestants. Sorry!

Ady¢eniSingBrxghches Out

Requests fon advertising material and mats as well as radio

ahdTV commercials. indicate that the Homelite £Z is being
promoted oh thavlocal level as well as in the national and region-

al nfagazines. Dealers are seliluy up eye-caiching displays with
the @é¢lorful material received in the Promotion Kits. The
ldminous feather streamers are particularly effective in attract-

a0, attention and putting over the selling points of the new EZ.

EZ Floating Power Wins Raves

Biggest cause of this rush of orders is the new EZ itself!
Homelite salesmen and dealers have heen attending Dealer
Meetings all over the couniry during the past month. There
they discussed the features of the new £Z:analyzed the tremen-
dous market that exists for this lighter, powerful, less expensive
Homelite; were shown the saw in action; actually handled and
used it themselves and experienced the truth of the descriptive
phrase “floating power.”

These power saw experts all agree that the £7 is a great
value, appeals to a wider market and is sure to be an additional
money maker in the Homelite line of fine chain saws! And they
are backing up their opinion with orders and more orders!

Farm Census Data A Gold Mine

One of the most important sales tools suggested in the
Dealer Plan of Action for the new EZ is the Farm Census of
the UL.S. Department of Commerce. Bob Straetz, Sales Man-
ager, reminds dealers to take advantage of this valuahle free
material which Homelite will send them on request. The Census
Report gives specific market information for exch county, facts
and figures such as; number of farms and their sizes: income
level; number of acres of woodland; number of fence posts
cul; cords of firewood cut: board feet of sawlogs and veneer
cut; cords of pulpwood cut; dollar value of all wood cut. The
dealer who wants to plot his sales campaign for the new EZ to
malch the location of the occasional user market will find this
information really useful and profitable.
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MEET HOME
RAYMONI

A Man who
Good

First EZ in the Savannahsrea is given the big rush. Mr. Raymond L. Towles removes the chain saf rom
his plane after bringing it from the Jacksonville District Office. He flies his four-place Tayler Craft into

Jacksonville frequently for emergency parts fo toke care of customer’s urgent needs.

“I will make these chain saws the most
important line in my area,” hoasted
Raymond L. Towles of Port Wentworth.
Georgia, when he took on the Homelite
dealership a little over two years ago.
His attitude covered a great deal more
than an idle boast, however. All the
elements of sure-fire success were present
when Homelite and Ray Towles joined
forces.

Repair shop of Towles Service Center is equipped
to handle any chain saw problem. Hefe Harold
Girardeau, left, and Raymond L. ToWwles, ®Wwner,
right, confer with customer Jagk"Willicams,

First element — thorright man, ith, a
broad mechanical background sa@yhighly
successful capeer Nas Ya sefWictustation
operator and, unfisual hisinesg ability

.« . a ‘smcere, forceful, hardworking
man whthsays whalidyneans and means
what hewsays.

Second elerment — the right time and
pluce. (Iwas becoming  increasingly
evident that power saws were destined to
play ‘a yery important role in the Georgia
cgonomy. In the first place Georgia, in
the heart of the great Southern Forest
belt, was leading all other southern states
in pulpwood production by a big margin.
In 1954 Georgia produced 3.370.474
cords or 19% of the total.

The demand for pulpwood to meet the
needs of the American people for paper
and paper products has increased faster
than any other forest product and there’s
no doubt that it will continue to increase
during the next twenly years. In order to
insure a continuing supply of wood for
these products, our forests must be pro-
tected. replanted, cultivated and used
wisely and Georgia is doing an outstand-
ing job in this most important phase of
conservation. There are more acres of
wood lots which can display the sign

“Member—Tree Farm—American Tree
Farm System™ in Georgia than in any
other stale.

Important to Ray Towles and to Home-
lite was the fact that the newly developed,
lightweight, powerful chain saws made
this hig job easier and more profitable
for all concerned. Which leads directly
to the third element for success.

Third element — the right product. Mr.
Towles was very particular about the
make of chain saw he wanted to handle.
He had to be assured that he was selling
an honest product, that he was dealing
with a reliable company and that he was
thoroughly sold himself in order to be
sincere in selling to his prospects. Ile
looked the field over carefully and elected
Lo take Homelite. Needless to say. Home-
lite wanted a man of his stature and
comprehension in it’s corner so the deal
was signed.

The elements of success got together
and the results have more than backed
up Ray’s boast! He not only made
Homelite the most widely used saw in

the Savannah area, but also opened a-—

branch in Ludowici under the manage-
ment of James Dasher. They started
taking in competitive equipment in trade
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LITE DEALER

L. TOWLES

is as

s his Word

the opening day! Evidently the Homelite
name is becoming a potent selling point.
Base of operations for Ray Towles is

his aftractive, neat-looking shop at Pori -

Wentworth, on the northern outskirts of
Savannah, right on T7.5. Highway #17.
Making full use of all the material
provided or suggested by Homelite's
advertising department. he proudly
drives home the point that he represents
Homelite . . . by signs and displays,
inside and outside his station. '

He adds a lot of his own ideas. too!
Striking example of his ingm‘uﬁgf 1s a
jar of clean air filters fplace@®on the
counter in his shop. Any\eustomer ghay
take one free and leave his old#ncudobe
cleaned and returned to the jar.

“My customers know by this service
and others that I'm interested in their
problems,” says Ray. “It also helps me
Lo promote preventive maintenance at the
customer level, The better the owners
treat their Homelites the hetter perfor-
mance they’ll get from them.”

This attitude is typical of the factors
that make Ray Towles an oulstanding

= liomelite dealer. He knows his entire

market, including professional and occa-
sional cutters; he covers this market
aggressively demonstrating to pulp cut-

“This neat and well-equipped shop is truly o
crew above. From left fo right, Mrs. Ouida Byrd, Bookkeeper, Raymond L. Towles, Owner, J, P. Collins,
Parts Manager, and Harold Girardeau, Mechanic. A customer, R. D. Davis is at the right.

ters, loggers, contractors, farmers and
government agencies, in fact to anybody
who has the remotest possible use for a
chain saw. The service he renders is tofy
grade, including special flights in_his
four-place Taylor Craft into Tackﬁﬁvﬂlo
for emergency parts to také cave of
customers’ urgent needs, His/statior
wagon. with the Homélits, chain saw
decal to identify it, fis"a, Tamilide, add
welcome sight.
—Most—impgttant, SMr. Towles knows
Homelite sawSiinstde and out and so do
his men._ﬁ’&_is never without a new story
to illustrate the superiority of Hemelite
anddis so Convinded himself of that superi-
orityithat heds awery effective salesman.
Knowifig \his' product so well he is
iquick te”defect and report any unusual
meghanical problem to the factory, some-
timés 8ffering his own valuable recom-
witwdation for correction. This kind of

“service’ center. And always ready to give service are the

copSteictive  suggestion  from  dealers,
dlost, to) actual on-the-job problems. is
most helptal to the factory.

There'snb special secret to account
for shedkind of success which Ray Towles
has, brought 1o himsell and Homelite. A
topr quality, reliable product in an area
where chain

saws have hecome not
luxuries hut necessities is being handled
by a man with experience, enthusiasm
and integrity. Mr. Towles deals fairly
and squarely whether huying or seifimg.
To him fairness comes ahead of profit,
but profit comes automatically.

Towles Service Center will defy you
to point to an unhappy customer in or
near Savannah and customers conlinue
to trade where they are well treated. All
this enabled Mr. Towles recently to point
Lo his earnings for 1955 and say, with
emphatic meaning, “This is a business,
not a sideline.”

Just north of the city limits of Savannah, Georgia, on U.S. Highway 17 stands this attractive and well
identified Towles Service Cenfer. Mrs. Byrd, Bookkeeper, is standing at the door. The Homelite name is
displayed proudly and excellent use is made of the promotion material supplied by the company.

T




Homelites Spark
Winter Sports Carnival

Ever wonder what people do on a long
winter week-end when the snow is four
[eel deep and the temperature way below
freezing? In LEly, Minnesota, up in the
norih east end of the slate, they go fish-
ing, eat free pancakes and have log-cul-
ting contests in which Homelite chain
saws win all the prizes!

According to Frank Rom. Homelite
Dealer, the log-cutting contest on Satur®
“day afternoon. [Feb. 3rd, was the Lighlicht
of the Sixth Annual Winter”™ Bporte
Carnival, sponsored hy, the/Ely” Junie
Chamber of Commergé. “This wag the
second year for the logsctiiting eyi

it drew twice as prapyweontestantseag last
The sEithusiastic
composed of visitors frem nedar and far.
among them reporters,and photographers
from several big ity papers and maga-
zines. The Minneapolis Tribune has

year. angdience was

already published a three page layoul
with pictures in its Sunday Picture
Magazine and Look Magazine is due to

have a story in the near future. As all the

ng T—ann::hhm. II"\ ret_-l“lL

ing pubhclt\ is unexpected and very
gratifying.

Many of the spectators had never seen
or heard a chain saw in operation and
found the contest exciting and interesting.
Bundled up against the cold. they stood
in the snowy street as the well planned
‘off like eclockwork. A6,

contest  wenl

Carl Peters, mckes the sawdust fly @shhewwwins the 6.5HP! contest in an
average time of 9.95 seconds. Ampiece worker for The=Tomahawk Lumber
Co., he uses his professional ska" and tHe power of fu; Homelite 5-30 to cop

the first prize of o pair of logging boots.

Thisyprize, a Homelite 17 is just for being lucky!
Frank Rom, lefi, Homelite dealer who donated
the saw, presents it to a smiling Oliver Thums.
All contestants were eligible for this drawing.

entranis in 7 different divisions sawed
their noisy way through 177 Norway
pine as if they were cutting cheese.

Homelite saws really racked up the
records! Most of the contestants wére
lumberjacks, pulp-cutters, driverss and
pulp-skidders competing for over $2.000
worth of prizes donated by the*Spbnsors
of the Sports Carnival. The,only woman
entry. Mary Pleasgh, Ammed in a(veny
good performange swath/her TFGmelife.

The contestyStirned "oy _gonimeh en-
thusiasm that'there is talk 'of a National
or Nerth @merican Confesl to be held at
Ely in 49578 The offitiab results of the
1956 cohtest, with the-tecords made by
the three top mienwin each division will
give other, sawyers a mark to shoot at—
of cul aLl

But to @€l back to the free pancakes

Second Annual Power Saw Contest

Rules of Contest—Two culs on opposite
ends of a log tapering [rom 17" to 15.5".
Average time for the two cuts to determine
the final time.

Qfficials-Contest
Starter-Edward Buckley
Timer-Bill Braun
Timer-John Perko
Timer-Gerald Ludvieson  Jerry Chernivec
Timer-Bill Drescich William Mills, Jr.
Men’s Diviston—>5.5 Harsepower
Make Average Time
Homelite 9.95 seconds
Thomas Bildean Homelite 11.1  seconds
Kermit Nelson Homelite  11.9  seconds
Men's Division—>5. Horsepower
Frank Reese Homelite 119 seconds
Rohert Reese Homelite 121 seconds
Wayne Murphy Homelite  13.35 seconds
Men's Division—4. Horsepower

Ojficials-General
Chm.-Art Murphy
Harry Homer, Jr.
Shelden Klobuchar

Neame
Carl Peters

John Vesel Homelite 184  seconds
David E(Im'rm Saw “A” 199  seconds
Vince Vesel. Jr. Homelite 215 seconds

len’s Division—3.5 Horsepower

F el Deauble Homelite 188 seconds

W'»mnp} Allman Homelite  23.35 seconds

T Neard Yuu.g\-mllh Homelite  23.6  seconds
Women's, Division—5 Horsepower

I\:’l.eu\ Pleanaly Homelite  29.95 seconds

ang “fishing in February! Over 2.500

pancakes were served by Aunt Jemima

‘and her committee and more than 600

fishermen entered the fishing contest!
They landed 48 fish, too. ranging in size
fram 4 lbs, 11 a6z ta a 2 az =ardine

The Winter Carnival was a big success
in every way. Frank Rom can go off
fishing. at the proper season. with a
pretty certain [eeling that everybody in
his part of Minnesota, and beyond, has
heard of the performance and speed of
Homelite chain saws and will eventually

wanlt to buy one.

Setting for the Log-cutting Contest is this platform of a truck, parked in a
blocked-off street. Here, Judges, Timekeepers and a news photographer (in
western style hat) look on with interest as Ferdinand Deauble shows his

winning style in the 3.5 HP. division. His prize, a $50 wrist watch.

T T Ty b
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Sales Continue To Climb As
EZ Contest Enters 2nd Month

As it nears the half-way mark the big EZ Contest is still
going strong. There has been a terrific response to the adver-
tising, both national and local. Dealers have been kept busy

giving demonstrations which have led to sales, not only of the,

new EZ. but of the other chain saw models as well. April sales
broke all Homelite records!

Orders for the banks continue to pour in. over 830,000F

having been received so far. Many dealers have givemmout all
the banks they received and are reordering. There will’be ng
delay in filling the additional orders. There are still two more
drawings to get in on.

Most Districts have had their first drafings/in a higesglare
of publicity. The first lucky winners of 24487 saws have’been
notified and the dealers who sent in the nameg<have received
their $100 1. 5. Savings Bonds, Gongratulations to them all.
And to all those who didp’t win 2 rentéftben you still have
two more chances!

Even though they didit“get_théir hew EZ’s free in the
contest, those who bought themdre sending in very enthusiastic
letters in their praise. Here are a few’excerpts illustrating many
different phases of the new EZ’s immediate popularity.

“Woodecutting is now a pleasure instead of a chore. If we had to hire
someone hy the hour 10 do the work it would have cost as much as the
original cost of the saw.” Laurven Woodrufl, Cattarangus, N. Y,

“The EZ is the best saw for the price. has the best quality, enginecring,
durability and light weight. They make it the number one saw for me.”
Harry German. Richmond. Indiana.

“With the new EZ an old man can do a voung man’s work.™ Tom
Walker. Rutherfordton, North Carolina.

“I use my new EZ more as a hobby, keeping a twelve acre wood-lot
in apple pie order.” Fay F. Wilson, Port Austin, Michigan.

“When | saw the Homelite direct drive I just had to own one. It's
a pleasure to run, far more nseful and half the work.” Joseph P. Figgin,
Port Orchard, Washington,

“| stappeth using thessan she day 1 bought it and have used it 8 hours
a day. Gadavs a week\for Mhe last 3 weeks withoul a breakdown. Yes, sir,
it'Saweal saw.amd [ dont know how 1 ever got along without it.”
William S. Pinettey Kettle Falls, Washinglon.

Armed with*this type of enthusiastic customer response and
thelcofinuing national advertisements for the new EZ and
the Contest. Homelite dealers are using every method at hand
tonkeep the interest high. Ads in local and farm papers, spot
announcements on radio and TV, brightly colored displays all
play a part in keeping the dealers name and the Homelite name
in the public notice. At this rate more records will be shattered
for the month of May!

Kenneth Shippee, left, Manager of the F, A. Bartlett Tree Co., cnd
Robert Jamieson, Downington, Pa. Branch Manager, draw the first
winning stub in the North Arlington Territory. Harry Lindale of Green-
wood, Dela;, wins the free EZ and Dealer W. |. Pase of Harbison,

Dela., the $100 U. S. Savings Bond.
s T




Homelite iz proud to present on these
pages the fourteen voung men who re-
ceived the 1955-56 Homelite Forestry
Scholarships in the name of Homelite
Chain Saw Dealers. They were selected
by the authorities of the eight leading
universities to- which the annual grant
of $300 each had been given. The pur-
pose of Lhe grants is to help deserving and

m

competent students to complete their
forestry training. In some casés two
grants of $250 each were made and in
one case three students sliared the grant.

UNIVERSITY OF MINNESOTA

These young men come from~wany
parts of the country. many diffgrent
backgrounds. Some are aery_Jyoung{
others, having complefed helr servide.
are older. Several arg/tharvied. Ode has
two children. Howeycr they @l share
certain qualitiés. They apé .‘ll oxtellent
students, leaders iy Forestr¥ activities in
their seligols, members of honorary
Forestyy Secieties afid most of them have
had, to Werk their Wiy through college.
Alohof hard sy oekdstudying and sacrifice

Jviis broughtficm into the final stretch of

E. S. Spencer, St. Paul District Manager, seatedileft, and Pref. R. M. Brown, right, give check to Remington
Kohrt, Senior Forestry student, majoring in Forest Management and Timouthy B. Knopp @ Junior, majoring

in Wildlife Management.

HOMELITE
FORESTRY
AWARD
WINNERS
for

1955-1956

MICHIGAN STATE UNIVERSITY

Richard\C. McDonald, Vice Pres., Manufacturing,
(r}gﬁf) ‘Feturns to his alma mater to present awards
te Mdrvid Bengelsdarf of Monroe, Mich., 28 yr. old
marfied veteran and Jerry Clutter of Pittsburgh,
married andsthe originator and 1st Chairman of
the BigrTentAnnual Forestry School Day.

their educational careers.

The presentations of the awards were
Made by Homeliters in person who took
time out of their busy schedules to repre-
sent the Homelite dealers in this pleasant
duaty. The method of presentalion varied
with the cecasion, whether a dinner
banquet, luncheon or private meeting.

In each case the recipient was sur-
prised, honored and very much pleased
according to the appreciative letters they
wrote. They were unanimous in express-
ing the hope that they would live up to

LOUISIANA STATE COLLEGE

Art Adams, Chain Saw Specialisi of New Orleans
congratulates award winner R. Rodney Foil of
Begalusa, La., 22 year old Senior, (right).




UNIVERSITY(OF
GEORGWA
Qdell Lee
Rileys, Jry, (left)
from Aikeny S. C.,
fifle expert and
R.OT.C. officery
shares thelowerd,
which¥Dean
Weddells ‘and
Norman Supove,
Jécksanville, Fla,
Df&triﬂ Manager
MORTH CAROLINA STATE COLLEGE hold, with Dayis
Willie Rogers Curtis of Otto, Magen “County, Roberts, (right)
Georgia, and Charles Donald Webh of "8 sheville, from Vienna, Ga.,
N. C. were given their awards by District Mﬂf'\qgg; Honor student and

P 1 member of the
J. W, Thompson of Charloite, S

Council.

Homelite dealers™ expectations,
University aulhrities, doo, Wwere very
grateful andl appreeiative of these awards.
As Assistang Dean A A Nowell, Director
of the Institute/OTAericulture at the
University of Minnesola expressed it. “1
know of no investment that will return
greater dividends over a long period of
lime than scholarships for worthy and
needy college students.™
‘ =~ Homelite can feel very proud to have
SN @ part in helping these brilliant and
deserving young men in their Forestry
| careers. The conservation of our wood-
lands through good forestry practice is
important to everyone in America hut

UNIVERSITY OF MAINE

Al OFeutt, 2nd frem Yleft, Chain Saw specialist and U. of Maine graduate presents Homelite awards to
dealers and their chain saw business. Kendall Befssetty Pleasantville, N. Y., Robert Brown, Orono, Maine and Eugene Putnam, North Amity,
Vérmont, PréfhRobert 1. Ashman, left, and Warner Shedd, right, Xi Sigma Pi, look pleased.

especially important to the Howelite

PENNSYLVANIA STATE UNIVERSITY UNIVERSITY OF WASHINGTON

Robert Ross, Altoona Branch Manager, presenisithe awardste Hans T. Bergey, A. D, Sherwood, Seattle District Manager, gives check 1o Clinton W. Morrow,
senior, (right). Born in Danbury, Conh, Mr Bergey (attepded school in a married veteran with two little daughters. Dean Gordon D. Marckwerth

Pa., and has been wholly dependent/ipenthimself foricollege. of the University is at the right.




A typical picture used to crgliteNinterest in¢lesse
Newsom's column is of Mrsy, Wo,D. Walden.entitled
“The Lady does a Man Size Job ‘with,a Homalite.”

Dealer-Columhist

Readers of the Sandersville, Georgia,
“Weekly Progress’ lank forward each
week to the lively, Well-written column
that Jesse Newsom, Homelite dealer, has
contributed since January 1946, He
figures that 90% of the 2,500 subscribers
read his column and resulls are far hetter

he conld use for

any other medim
any amount of money.

Touching on everything from ammuni-
tion to wire rope cable, he tells stories
and gives tips and advice on what and
when to plant and what equipment to use
on various jobs. He’s been running a
series of pictures which he took himself
of Homelite saws in action and from the,
response he says “I believe that tem “or
fifteen homemade, handmade _pietures
will establish me as Mr. Homelite in this'
community.”

Jesse has highlighted the=EZ Conitest)
by having a log and an EZ on €he parch
of his store and inviting his readefs to
take a few minutes to stop by and have
a lry at using a Homelite with the chance
of winning one free. The response has
been very good.

From the sample columns we've seen,
it looks as if a lot of thought and care
had gone inte the writing, also a good
understanding of what people are inter-
ested in. His readers, feeling that he’s
their friend, are more apt to follow his
suggestions and buy his wares because of
this personal touch. Good work, Jesse!

HOMELITECSTRIKES OIL

It’s a very spgei'aj_ wil. perfdet Tar two
cycle Homelitenengines. A§ a\malter of
fact it’s perdedt, for all tWe-cvele engines.
That's whyzHomeliteldedided to market
it.

There's adeal néed for a special oil.
The kind whiéh has been used for the
past ten Years doesn’t provide top per-
formafice in our newly engineered chain
saw, engines. The new “high detergency”
will\was developed for the 1956 high

&ompression automobile engines which

are four-cycle, water-cooled engines.
When used in our two-cycle. air-cooled
engines this “high detergency™ oil is not
very satisfactory as it tends to form a
residual ash which [ouls spark plugs and
exhaust ports.

So. Homelite tested and tested ancf
came up with a modern oil with, ‘the
additives precisely balanced tg. preyent
ash formation and provide a self<€lganing.
detergent action. It’s just’right té1mproye
the performance of ourysaws and, (keep
nainlenance to agnimimom. .,

L nded £

b8

aleo regew Bedui out-

board motors;,powermowers{ gererators
and pumpsgas well as alllmakes of power
saws. Bow, display (puwpeses, colorful.
die-cut cardboard cardeto hold a can of
oikare now heing printed. These will be
ayailabledrdefogall dealers, shortly.

The oil comes in %} pint cans to take
the guesswork out of measuring, One can
mixed with each gallon of gas is just
right for all our current saw models.

The red and green printing on the oil
cans themselves and the Homelite name
on the cases provide good advertising
wherever they appear. If every dealer
tries to sell the oil with each new saw and
impresses the customer with the im-
portance ol using Homelite oil, he'll have
them coming back Lo his shop more
frequently. This will provide the dealer
with additional possibilities [or sales of
aegessories and equipment.

The oil should be a good money-maker
Ao the dedler. too. A case of 48 cans
Eosts $9.00.4 or $8.10 if bought in 10
caselots.or more. The suggested list price
I8, 29¢a 12 oz, can or $1.50 for a “carry-
bote™ carton of six cans.

Fivervone benefits from this oil deal —
the customer because his saw will per-
form better, require less repairs; the
dealer because he is promoting good will.
advertising the Homelite name and
making a nice profit for himself.

To tap this new oil pipeline all the
dealer has to do is send in his first order
for a case or more of Homelite Chain Saw
Oil or the enclosed return card.

Four of these handy, cardboard “carry-home” packs come with each 48 can case of Homelite Chain Saw
Qil. Excellent for display purposes, they will also prove attractive and easy-to-sell items, offering a saving

of 12 cents over the single can price.




Now! Most Powerful
One Man Chain Saw

With the introduction of the new 7-29,
the most powerful one-man chain saw
you can own. Homelite now offers a full

A line of modern. top-quality chain saws.

It’s a terrific chain saw, this 7-291 Any
sized tree, even one 10 feet or more in
diameter can be felled by its powerful 7
horsepower engine! Yet it is light, only
29 pounds. perfectly balanced, easy to
handle! Any type of cut is easy with this
all position, all angle wizard.

The 7-29 is. a professional saw for
professional cutters who appreciatc'the
dependability of Homelite produets. the
service Homelite dealers expertly ‘give.
In production cutting afeas like the
Pacific Northwest or the Sguthern Pulps
wood areas, logging compani€s\and
individual cutters will welcome the exira
power, the low operating and main-
tenance cost of the 7-29. They need a
chain saw that will de any job more
guickly, more easily. more profitably.
That saw is the 7-29.

Other potential professional customers
for the new saw are Contractors and
Highway Departments who need power-
ful. dependable chain saws for land
clearing in road building and construe-
tion; Utilities and Railroads who prefer
a powerful chain saw for right-of-way

maintenance; Park Commissions and

The 7-29 at work in the hands of a skilled sawyer
in Valsetz, Oregon, makes a neat, easy job of
felling this huge Douglas fir.

Tree Surgeons who want the power of
the 7-20 for park and shade tree work.
These are all heavy users of chain saws
and offer steady repeat business. Every
dealer has a market for the 7-29 in two or
more of these selective, professional
fields. And demonstrations will capture
their interest and help to sell them.

vor
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People Will Be Hearing
About The New 7-29

The sfiewegaw is something to shout
aboift! “Hemelite will shout about it with
Bigheolorful two-page spreads in all pro-
duction and professional-wood cutter
puﬂwlications.

The 7-29 will shout its own praises
with a big attached Tell-all tag and with
its own colorful green. black and white
carton, ready to set up as a display.

Dealers will he able to join in the
chorus by making full usc of the material
supplied in the 7-29 promotion kit: the
radio and television commercials; the
prepared publicity releases; the profes-
sionally written newspaper mats; the free
bulletins and envelope siuflers which tell
the full product and application story of
the 7-29. They’ll think up original ways,
too. to tell their friends and neighbors.

" Billboards and banners (especially the
new giant, free 7-29 banner described
helow) will spread the news about the
“most powerful chain saw you can own™
te professional users everywhere.

Following so closely on heels of the
amazing Homelite EZ, the great new 7-29
will create a big impression, make a big
reputation, bring big profits to the Home-
lite dealer who now has a full line ef the
best chain saws on the market.

NEW SAW — NEW FREE BANNER

To every dealer ordering a new 7-29, Homelite
will send free a giant 8 foot by 4 foot banner!
Printed in three brilliant colors on white nylon,
this waterprool banner is ideal for inside or
outeide use! Order vour 7-29 now . . . gel your
mammouth banner FREE!




From coast téwcoast. Homelite dealers
are getting set to present a bigger and
better chain saw act with exciting new
stars in the leading roles. This year they
expect capacity audiences at fairs and
field days — everyone eager io see the
new developments and new products.

Homelite’s new stars are living up to
their advance billing in a big way! It’s
hard to realize that in just eight short
months Homelile has introduced not one
but three new models to its world-famous
last fall the 5-20: in
and now, the new

chain saw line
March, the EZ;
7-29, the most powerful one man chain
saw on the market!

To show off the complete Homplite
line to best advantage, a 1&78‘&, wells

planned, colorful show is a musi. Early

entry is the key to obtaimiig a choide
location and may mean the difféyerice
between a hit and a flop. The best spot is
usually on one of the main arteries, in
a =ection of the fair grounds where farm
equipment and other makes of saws are
shown — not off in a dead-end corner of
the lot!

To attract the crowds. advanee publi-
city and regular local advertising should
announce the when and where. It will
arouse inlerest, make people say io
themselves, “T must remember to go see
the Homelite chain saw display.” Then
when they get to the fair, and are greeted
by a gay. colorful booth decorated with

ballons, streamers and banners steupg
up on high poles, they’ll say, “Thig igthe
place!” And the bright rediub@rd hatg

and Homelite T-shirts sworn by the

exhibilors makes themwposthive of/ity
To hold the groWd¥ interesihthe
enterprising exhibitor does7all e fan to
mak(ih‘is boath interesting,antd™pleasant.
He s;#;&w
— matehgsN, yardspieks® pens, pencils,
ballonsy, banks — alloawvell-marked with
the Homelite mante and the dealer’s name
and §ddres /They’ll serve as memory-

s plefity of mseful give-aways

jogeers allnwy®ar long. A few chairs for
fogt-weary/ wives to occupy while hus-
bapds take their time examining the saws
and) trying them out . .. plenty of
Jiterature with descriptions and pictures
of the saws in action: a water cooler to
provide a cool drink — these are added
considerations which pay off in good will.

The spotlights however, are on the
actual saws and accessories. The new
peghoard display stand with shelves and
hooks on both sides, offers the perfect
way Lo gel visitors to pick up and handle
the equipment.

Where regulations permit, a chain saw
demonstration at a fair draws more
attention than honey draws Hies! All the
equiptnent necessary [or such a demon-
stration is a good supply of logs for
cutting and some Homelite saws in prime
running condition! Log-sawing contests
are noisy and exciting, for contestants

, \
andNaudience alike. Watching an expert
to some fancy cotting amazes even those
demiliar with chain saws. Letting the
prospect handle a saw himsell convinces
him that here is a saw that can do many
jobs, save him time, money and effort,
Dealers know how important demon- S~
strations can be lo turn prospecis into
chain saw owners. At a fair, however,
instead of spending the time to take Lhe
saw lo the prospects, his prospecls come
ta him—hundreds of prospects in a good-
humored and receptive frame of mind,
anxious to get into the act. Not too many
actual sales result at the fairs themselves,
but if the names and addresses of all
interested vicitors are recorded, a prompt
[ollow-up in the home territory usually

produces quick and gratifying results,

Fair time is almost here. To get inio
the acl. be sure to order your supply of
Homelite prometional aids NOW'!

Here is a terrific assortment to choose
from. Black-starred items may be ordered
direct from Homelite by filling in the
enclosed card. Order red-starred items
direct from the supplier on the enclosed

self-mailer. Prices include free imprint Y
and free postage, except for the Hard Hats -
and T-Shirts. Remember. with lively U

displays. useful give-aways and with
your complete line of Homelite Chain —
saws as headline altractions, Fair time
can be the start of your most profitable
celling scason!




Give Them <
Something

To ]
Remember

* Gay Balloons of assorted colors, sure to
draw crowds to your booth! Sausage shape,
20" lomg when inflaled. Your 3-line imprint in
black on one side, picture of Homelite saw on
other side. Use them to decorate vour booth
and as a very inexpensive zive-away [lor all.
Imprint and delivery [free. 500 for 8§12.25
tminimum order} . . . 1.000 for $24.00.

s@ attractive two-tone,

swolh writing, retractable
. wuarahieed  mechanically  perflect.
fﬁ;ur setter prospects . . . will he
aiueciated all year long! Price in-

imprint and free delivery. 100 for

O 51%!1111&11 arder), 250 for $45.75, 500

You By!

ity SQL50.

FAIR SPECIAL! Free
to each dealer orderi
black-starred
Banner to eac

HOMELITE chaim saws

any of th

*  Wood-cased Pencils . . . have universal
appeal . . . popular, vound shape . . . white
with red and green printing . . . red rubber
praser in brass ferrule, 3-line imprint and de-
li . Prices, 500 for $15.00 (minimum
0 000 for $29.00.

limited. Orden today!

KX Bullet Pencils . . . [
tical give-away items for Fairs. ..

wi ;

nsed by every prospect. Red and green print

on white plastic barrel . . . large red Sy
H0¢

eraser and metal tp . . -

imprint. Prices, 250 for &1

. long-la
cased stub pencil. Free (leIiV@re 3-1in£'0

\ 4

* H ome[&

IANES * S3TVS
INjE2N
d3vaa

@n front &
prospects daya
%ees

: : | nig!

s i evfree
Y Hard Hats . . . Good-looking, red Bty o % and 3-line
helmets of indestructible aluming ofint . . “each
justahle headband . . . lightwéich Cilte containg
ounces . . . Homelite decal ¢ 2500 match books.
yourself, tesell them or give . -
culy $400 each, Lo, New York. Pristaantera |
e 3 2 cases: $21.75,
3 cases: $29.25,
4 cases: $34.00,
10 cases: $80.00.

TURN TREES INTO. MONEY WITH
HOMELITE CHAIM SAl

Y T-Shirts . . . wonderful attention-getters
of fine guality, white cotton, washable, color-
fast . . . “Homelite Chain Saws" silk-sereened
on back . . . handy pocket on front . . . sizes
medivn and laree . . . $7.00 a dozen (mini-
mum order) Lo.b., New York.

OF CHAIN SAWS
FOR EVERY
CUTTING JOB

minimuyh
order) . 500 for $25.75, 1,000 \ 0.00. Q

X Banks . . . excellent sive-away items for
fairs. insure posilive, long-lasting identifica-
tien. Same two-piece cardboard bank used
during the successful EZ Contest . . . each
hank packaged in individual while envelope.
Limited supply still available. 11 all three
drawings are over in your district, he sure to
detach and destroy stubs before giving bank to
prospects. Prices include 3-line imprint and
free delivery., Only 5 ecents each, minimum
order 250 at $12.50.
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Yardsticks . . . Guaranteed good-will builders, these “walking
advertisements” feature your name and address and phone number in
bricht red lettering on 3 feet of display space . . . “Homelite Chain

Saws" on hack. Useful inexpensive gifl [or every member of the family.
Prices include 3-line imprint and delivery. 250 for $15.50 (minimum
crder), 500 for $26.50, 1.000 for $49.00.

HOMELITE CHAIN SAWS




A PLACE FOR'EVERYTHING! Hooks and hangers
for tools and accessories cap’Be used in a hundred
and one ways, Ideal for, fairs Jas well as show-

rooms, it saves flodr space, adds display space.

NEW ISLAND D{SPLAY(
EFFECTIVE, SPACE-SAVING

A handsome rew Island Display Stand,
rugged. roodly Wil compagt is the ans-
wer o ever ;ﬁsplay problem. Although
only 5 lebt)Wide. 2 f8eileep and 6 feet
biglt, il “has geemledough to display 3
saws)) plus attatiments plus accessories
pls literature® Peghoard construction.
3 extraadjustable shelves. an assortment
of howks and hangers and a 3-tier
HI,;‘.?&LUI'E rack make this possible.

Good looking —all lacquer finish,
White peghoard, Dbluc-gray shelves and
legs. red and black lettering on white top
panel. Easy to assemble — one man can
put it up or take it down in less than two
minutes! Costs only $35.00 delivered.

Use business reply card to order yours
now! Delivery: 4 weeks from receipt o
order. Be ready for a big season!

FRONT

A TWO-SIDED DISPLAY — it promotes a better
flow of trafficy allows people ta move around
instead of growding in front of the stand. Notice
literatureésfack, roomy shelves, neat appearance.

HAVING A FIELD DAY!

Dealers are making hay while the sun
shines, these days, cashing in on the big
increase 1n business which the new EZ
and the EZ Contest are bringing them.
They find that they're selling not only
EZ’s but other models as well, more of
them than ever, at a time of year which
is usually preity slow.

In addition to the demonstrations and
drawings for the big nation-wide EZ
Contest, some districts report that dealers,
are having contests of their own.\The
Field Day pictured here was pug on by
Wilkes Power Saw in N. Wilkeshoro,
North Carolina. and featuges door prizes,
refreshments, demonstrations ~amdw_a

N

chance Lo Lry out various Homelite chain
saw models. The dealer gave,a free EZ%
one of the prospects ity régisterdd that
day. Since the widmey had to he/present
to coliect thé prize, evefyhedy stayed
around and tried gut the sawsand becamz
sold on Mgmelite! It%helps to have a

pretty girlymake thddrawing and present
the saw!

Fhousandssof, people all over the
fountty”havé_watched such demonstra-
tions, nrany for the first time, and have
enteted the contest in the hope of winning
dh K27 The names and pictures of the
official winners will appear in a coming
issue of “Sawdust”. There’s still almost
a month left to keep the Contest going
and the sales coming!

All this and an EZ, toc! Miss Wilkes Power Saw —
sometimes known as Mary Helen Waddell — pre-
sents saw donated by Wilkes Power Saw Co., of
N. Wilkesbore, N. C., to William DaBerry.

NEED A BRUSH-UP?

“From now thru the summer is a
good time to sell brush cutters,” Bob
Straetz, Sales Manager, reminds dealers.
In districts where dealers have continued
to demonstrate, the sales have continued
to elimb. In others, there is need for some
planning Lo bring brush catter sales to
life. “Dust off vour demonstrator and
line up some prospects,” Bob urges. 1f
we don’t sell them. our competitors will!”




Saw Chain Clinics O
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BOSSIER CITY, LA.—lim Anderton, Lub?ve)

District Manager keeps his hand in apd g_.e:fs-fighl

up on the bench to file the chain. Atrthese meetings
the emphasis is on doing nof Watching.

LUFKIN, TEXAS — An interested graup (BelaW)
pick up some fine points of filing from'an expert.
Some found they had to unlearn some ofdfhabits
before learning the new methods.

A series of Saw ChaindCliwics, with
capable specialists frani the Oremon
Chain Co. to lead the wa¥ Jhave heembeld
recently. in many\df Hotelite’s(Disiriets
and Branches Fyentually i = plaffied o
bring the latest informatiod on proper
chain filifig to the Hongelite dealers and
then lolaciftb:ﬂ dealers,in every possible
way to hring this infarmation to the chain
saw user. Aftenall, the user is the one who
hénefits by it

- With/the Suiroduction of the direct
srive E¥the badly-neglected subject of
chaip maiftenance has become very im-
poriant, The direct drive has more than
twicelas much chain speed as other types
ol chain saws, which greatly exaggerates
any imperfection in the chain filing and
therelore makes the proper filing of the
chain of utmost importance.

Homelite engineers put months of
work and engineering know-how into
adding a fraction of one horse power Lo
an engine. only to have that extra power,
and more besides. thrown away if the
user has neglected to have his chain
sharpened properly. As most users do
their own fling, they must be taught the
correct way. That’s what the Saw Chain
Clinics are for.

Some of the groups already trained
have started to share this training with
dealers and their customers at Dealer
Days, Field Days and regular Saw Chain
Clinics. Homelite and the Oregon Chain
Co. are formulating plans. to be an-

nounced soon, which will provide quali-

fied men to assist dealers at this type of
gathering,

It Homelite users can be taught the
hest and most effective way of maintain-
ing top performance from their top-
quality Homelite chain saws, they will
ha more convinced than ever that Home-
lite is the best chain saw on the market.
That attitude builds ever-increasing sales
for the dealer, A Saw Chain Clinic is a
sure way to train, help and sell the
cuslomer!

GLADSTONE, MICHIGAN — A Chain Clinie, which
was held at the Bere Implement Company, reached
a group of Homelite owners who were interested
in  lecrning how to file their own chains.
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PAPER WORK is only/& partuef the busy life of Bill Campbell, co-owner of the Campbell Tractor apd

Equipment Co. He rimkes iff as easy as possible for himself by having o place for everything .and“by

keeping everything in ifs groper place,

Bill Campbell has found that there
are drawbacks to operaling his Homelite
chain saw husiness in Summersville, West
Virginia, especially when he’s busy! “We
are localed near the County Court
House.” he explains, *and, during the
last Court term the Judge sent the Sheriff
down with a message that il we didnt
shut those saws off and leave them off,
during court sessions, ours would be the
next case on Lthe docket!”

Some compromise was evidently reach-
ed, hecause the Campbell Tractor dnd
Equipment Company has been, ghing
along at a greal rate with nog/ntéwtp-
tions. Bill Campbell and™ his_father.
Eugene, own the business, together. M,
Campbell has a farm and various=elher
interests and Bill concentrates on selling
and servicing tractors, farm equifiment
and Homelite chain saws.

Summersville is located in the center
of Nicholas County. primarily a farming
district, which also boasts some hig
logging operations. The Cambells esti-
malte that 75% of their customers are
professional lumbermen. 25% farmers.
Many of the farmers cut wood for the
lumber companies in the off season,
others only cut their own wood for fences.
building material and firewood. These
make up the potential cnstomers that

Campbell Tractor and Equipmient/are set
up io handle.

They have quite an guifit, Bill hadkight
men working for\bimanwhis_gdod-sized,
well-maintaingit bulldingHe,_has two
2-ton trucks, apick-up serviee truck and
a station wagon for sales work. With all
this activily to direét, Bill still has time
to da most'of theselling himself! And, as
catmbe imagined,”he doesn’t just sit
atound afid Waif for business to come to
him. Hesgoes out after it. in more ways
thang¢one!

Qut To Get Business

To begin with, he follows up all sales
leads immediately, not just by letter or
lelephone alone, but by a personal call
and demonstration. Sometimes it takes
quite a few calls on the same prospect,
but Bill finds that patience and actual
demonstrations pay off. “Get them to try
it for themselves and theyre hall-sold
already.” he says.

Bill doesn’t believe in hiding his light
(maybe we should say “his Homelite™)
under a bushel, He wants everyone Lo
know he’s a Homelite dealer, so he uses
as many ways as possible to tell them; —
newspaper advertising in the weekly
newspapers to the tune of %3 to $5 a
week; spot announcements on radio and

F OPE
BUSY

TV hilljoards with colorful Homelite

signsdecals and signs on trucks and

store” The show room itself is decorated
with attractive and eye-catching Home-

lite displays. All-in-all, this program. plus

the increasing use of national advertising
by Homelite, is making the area around
Summersville Homelite-conscions, which
is precisely what Bill is aiming for,

The annual Nicholas County Fair is
the traditional get-together gathering of

neighbors and kinfolk from all over the

SURROUNDED BY SAWS! This busy Repairman goes
chain saws, at which he is an expert. He's working
there are « lot of other makes of saws at his feet. T

—
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county. Last year Mf&Camtbells put on a
display of Homelite chain saws that just
about stopped the show. “A chain saw
running can draw a erowd quicker than
a dozen carnival barkers”, Bill explains.
“When a [armer sees a chain saw in
action for the first time he just stands
land stares!”

Having attracted these potential
customers by various means, Lhe next
step is actually making a sale. Bill Camp-
bell lets the saw speak for itself in demon-

almly about his business — the business of servicing
n o Homelite and there’s another on the bench but
eir owners troded them in on Homelites, naturally!

stration, then follows up With nameg of,

friends and neighboréwwho are satisfied
Homelite users. Fihally, he emiplasizes
to his potential Gustomer the big/advan-
tage of Homelite Servicg. The' fact that
Homelite.copsiders sefwide of vital im-
portance @nd leels-a, responsibility long
afler thé, poimtyoidsale §s a very good
selling-poinfgghesbuyer of an expensive
pieee of equipment such as a chain saw.

Sells Service With Saw

Bill isn’t out in the field all the time,
altheugh sometimes he’d like to be twins,

‘tHere’s 5o much to do! His show room is

tidy and well-arranged and there’s no
clutter of spare parts lying around. Parts
are stored in metal bins just off the
show room. Perpetual inventories are
kept so there is no reason to be out of
parts or to keep customers waiting.
“There’s no substitute for good sser-
vice™, says Bill. and he does evefyphijug
he can to provide it. He has ondasfn who
handles all the chain saw €ervice work,
with expert skill. He was “wrained FyNa
Homelite Branch Rejfresentativ® #id
knows how to Spot a_nrj. cure nretty’ well
all the troublesithat/afflict chiin saws. He
irains the ®wners in thé\proper methods
of sharpeniug’ their Gwn chains, so they
won’t havé Loswaste the time to bring
theffwin wheneyen, they need attention.

Saw Trading Takes Skill

Often the sale of a Homelite involves
taking & used. competitive-make saw in
trade. This business of trading requires
a touch of horse-trading skill. Bill, evi-
dently a pretty good trader, tells an
amusing story about this.

“Once a customer brought in a com-
petitive saw to trade. [ offered him $125
and he turned me down. A week later he
was having trouble again and tried to
trade and | offered him $75 but he
refused. A few days later he was back
and T dropped to $60. A week later 1
offered him $50 and he took it! He had
spent considerable on Lthe saw between
the first and last visit but had got no
service out of it.” Somehow that deal
seemed Lo go in reverse! Perhaps if he'd
waited another week the customer would
have paid Bill 1o take it.

Ifs always interesting to know what
“sold™ a business man on taking on the
Homelite dealership. In Bill Campbell’s
case he says. “We were called on by a
Branch Representative who showed more
interest in helping us sell than in making
a fast sale for himself and getting out.
Homelite has the kind of quality product
we could be proud to sell, too, and an
outstanding service policy.”

Evidence for The Defense

Bill is a hard-working, serious-minded
young man, doing a hang-up job of
establishing a fine reputation in his com-
munity for himself and for Homelite, in
spite of a Judge who's afflicted with too-
keen“haaring! Typical of the qualities
which ntake him such an outstanding

dealer argTis answers Lo some questions

ALL READY TO SKIP TOWN and get out in the field
fo do some selling! Bill Campbell spends a great
deal of his time making calls, following up sales
leads, clinching sales.

we posed. We offer them in evidence,
Judge!

When asked if he had any selling tips
Lo pass along to fellow dealers, he said,
“A good reputation is a salesman’s
greatest asset.” When asked how a Home-
lite saw reacted on a particularly difficult
job, he announced proudly, “No timber
cutting job is difficult for a Homelite!”
Selling Homelite saws shoudnt he a
difficult job either, for anyone with Bill
Campbell’s  combination of industry,
organization and enthusiasm. On the
basis of the evidence, case dismissed!
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In Alaska
Living Dangerously. This picture of Vernon
Roberts, o logger with the Andersen Bros,,
. . \ . ) . . logging Co. of Anchor Bay, Col. was sent by “1
The Kenai Lumhgﬂ_ Co. of deywand. Alaska. forwards this picture of one of the Bob Glidden, San Francisco District Manager.
largest trees ever {8lledvin the area)) Evidently Homelite rates high for accomplishing He“perches carelessly on o spring-board which
tinq and other gfeat Jc'iggmg Jedts Tor they write. “At the present time we have six log- has, bef:n drwlenfmto 12;: 85&;%* tree to PVOVize
i t
ging compghies Working fohus and since the Model 5-20 came out. all logs brouwhi Wparireing pacviavin Thie. 8 90, efipsnes 4o i
x finishing gh&ycut all by itselfl Don't lean too
[ into our mill are felled }w Homelite saws.” hard, Yeraénllt might topple over.
The O'Neil Butane and EquipmentCo..
Inc. of Glenwood. Arkansas.*Homelitey
dealers.  helieve theywyel Taund  the
voungest Homelite user Sip Sthe Usited,
States. Vernon Wehuni'igrl1 years,old.
weigih 30 pnuntfs. He, w0t only uses the —

Hormetiie 17 wguiatly v @hi WesTor s
uncle. he drove the car intoown to have
the saw repaired? Comgés from a Home-
lite-usings ﬁar__nii_v, Lo, hlis father now
owns tWo new 5-20sy

We confer thetitle “The Mighty Mite™
ofteernon ‘]lld ‘deelare him “Champion
T : Youn@es& Hommelite User in the U. 8.7

s s WedEE 7 i teen (D Y daaLe.rq who wish to challenge rluu
‘Butane & Equipment Co., In must supply details ol age and we1ght demonstration logs, Veinon shews how he

_he stands by car he drove to town. : %@‘ Plug ﬂqe ])h”[gc.. Lo prove it! coptured his fitle.

OKLAHOMA - WHERE THE DEALER BLOWS HIS OWN HORN

Mr. Marlin W. Williafns of Williams
Engineering and Supplw,Ge.. Lofust
Grove, Oklahoma. has aggressive, ‘and
original ideas lor advertising \Hongelite
Chain saws. His car and Lrailer ané seen
and heard. demonstrating in neighboring
towns, at picnics and County Fairs. In the
trailer iz a small. portable generator.
On a small table behind the front seat of
the station wagon iz a 30-watt amplifier.
a radio. a tape-recorder and mierophones.
Works beautifully, too.

“When I took the Homelite chain saw
dealer agency.” says Mr. Williams, 1
took it seriously. I think vou have a
marvelous product and [ think [ can in-
troduce it to the mutual advantage of all
concerned.” Mr. Williams isn’t wailing
for prospects to come to him. He's going
right out to meet them.
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Homelite Takes Top Spot With
orthwest :Farmers

Pacific

The spectacular rise-to-the-top of
Homelite in five short years as shown on
the chart on this page is typical of the
welcome  being  accorded
Homelite chain saws by hrmets in all
parts of the country.

The continuing survey from which
these figures were compiled is conducted
in January of each year by a group of
farm papers known as the “Pacific North-
west Farm Quad”. Farm and ranch
families are sent questionnaires and
asked to check the things they expect to
buy during the coming year, and Lo indis
cate the brand they prefer. Over the, past
seven years, rechecks have heen madje to
determine if the “intent to buy™ Stlted
in actual purchases. Almost always it was
tound that they actually purchased mege
than they had planned. THifs, this fpre!
ference survey can be taken @s a‘jtruc
picture of the relative popularity, of the
various brands of saws in this area.

Homelite appeared on this list for the
first time in January 1952. Considering
the fact that Homelite only began to ex-
pand its sales into the Northwest part of
the country in 1951, 3% was not a poor
showing. From that time on, the percen-
tage ol Northwiest farmers preferring
Homelite chain saws almost doubled
each vear, until in January of 1956

~ Homelite rose to the top ol the list with

39% of the farmers whoe planned to buy
a chain saw. wanting a Homelite.

As the 1956 survey was taken in
January before the EZ was introduced,

it will be very mtf‘rutmg,to see the cffedis

of the intense loca] andmationwide puhh«

city in next year’s ~Luw-} The immediate
popularity of the WZ. WeSigned &sfegially
for the farm and occasiondl user market,
will undoubtedly produce an add]llunal
inerease i preference.

And FEports comifig WnMrom other sec-
tions of'the couglry ceafirm the fact that
the Northwest¥s ot alone in preferring
Homelite. Wherever farmers have (h‘y
coveredsdlie olitstanding quality of Home-
lite sawssfnel have been treated to that
special brafd of service that the Homelite
dealew is proud to give. the desire to own
4 Hamelite has been spreading.

“Phere are over 5,382.000 farms in the
Thited States — farms with woodlots to

‘be cared for, fence posts and firewood to

he cut. veneer and pulpwood to be har-
vested. Farm Census Reports of the U. S
Department of Commerce give L-pe(,lfl(,
market information and figures for each
county. This information is free and will
be sent by Homelite to all dealers sending
requests.

Surveys similar to the one summarized
here are conducted by farm papers in
other sections of the country. They indi-
cate that thig year about 4% of farmers
plan to buy chain saws. 4% of over 5
million is over 200,000 — and that’s a lot
of chain saws! The dealer who makes the
effort, who uses all possible sales tools
and goes out after this lucrative markei
is sure to reap a rich reward!

YVON RUDEN 2%

CHAIN SAW BRAND PREFERENCE* WITH PACIFIC NORTHWEST FARMERS
OVER THE PAST 5 YEARS

MeCULLOCH 49% McCULLOCH 40%

20% HOMELITE l‘l‘?olMALL 18% MALL 11%

1952 1953
McCULLOCH 48% McCULLOCH 44%
MALL 23% MALL 23% MALL
TITAN 11% TITAN
DISSTON 6% HOMELITE 5% lTlTAN
LLE.L. 5% | DISSTON 4% SEARS
HOMELITE 3% | LLE.L 3% DISSTON
SEARS 2% SEARS % LEL

*Statistics taken from a continuing survey of the buying intentions of farmers in the states of Wash-
ington, Oregon, ldaho and Utah conducted by the Northwest Farm Quad Publications.

1955 1956
HOMELITE 39%
23% HOMELITE 25% |McCULLOCH 34%

9% TITAN 10% TITAN 5%
4% SEARS 5% SEARS 5%

% LE.L. 2% LE.L 4%
2% CLINTON 2%
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for LeRo@\&G%omas of Wilson, N. C.

Every two or three weeks, @rl
as the milkman on his routesthe specially
equipped truck belonging eroy W.
Thomas of Wilson, N o@mlina isits

the loggers and puI@ s in t@ ls

saws and tools
’ [ repair, from
a minor one like g a worn sprock-
el to a complete overlfaul.

This isn’t just a part time occupation.
The truck and Mr. Scott are on the road
every day and the lumbermen count on
his visits and look forward to them. He’s
an expert repairman and enthusiastic
Homelite roater. He's gn sald an Hamelite
chain saws himself that he has no trouble
gelling them to other people.

Leroy Thomas feels that this travelling
Homelite salesman is a very vital part of
his organization. He says, “We try to call
on all professional cutlers every 2 or 3
weeks on the job, in the woods. 209 to
25% of all parts sold are sold in the field.”

=

Home of Good Service x

There’s somebody minding the, st
Lowever! Mr. Thomas and his m in
tain an up-to-date, well-stg€Ke p. for
he believes in Service with a Capita
“[ try to carry a very contplete_li
parts.” he explains. “Sometingé
counts more than anything else\when
custemer has a repair problem. I olien
ship parts to other dealers who've run oul
of them. We all share in the customeor’s
good opinion of Homelite.”

“You could have a complele line of
parts and still not give good service.” he
continues. “Our repairmen really under-
stand chain saws and problems. They
know how to trouble shoot and put their
finger on Lhe cause in a very short time.”

His store is a busy place, for in addition

@g lling and servicing Homelite chain
W

s he sells Logging and Mill supplies.
Most of the customers are old friends of
Mr. Thomas — a decided advantage.

“I've been in the timber and logging
business since 19467, he recalls. “I was
the log buyer for three furniture and

way | met just about all the loggers in th
southern half of Virginia and the east
part of North Carolina. In 1950, I
my own logging operation, usin
type of two-man chain saw. |
part of 1950 1 met Mr. Bi
who had just moved Lo Raléigh.
was setting up Homeld ers.

Never seen a one-m N saw
until he carrie an t ods We
were logging{ That ‘Was OMCS

veneer mills for four years and in ih\

1d

it over the

model, but 1 much preferre
two-man sdws and | hought one.”

“After <t dused i@ veral months,
Mr. M aldeapp ed me about a

ship 111\\terj'ilory. Seeing the

possihilities in the one-man chain saw [
decided to take it on. At that time it was
hard to convince a man on this Lype of
chain saw. It somelimes took two to four
demonstrations to zell a prospeet a Home-
Ii ally we had to sell the operator on
L wand he would sell the hoss.”

T course those days are gone, now”,
omtin @ Thaomas, proudly. “The
one- 1@&\!\’ leads the market. We are
still ‘giving as many demonsirations as

1d by doing so we are outselling all

p petitors in our arca. Demonstration
EOO our product in the field is the im-

portant part of making and keeping
tomelite the “King” in our area.”
Every custommer who buys a Homelite

chain saw from Me, Thow

added service which isn’t paid for with
money but with future goodwilll “We
send a dealer representative to accom-
pany every new saw Lo the new owner in
the woods,” explains Mr. Thomas. “There
he gives a private lesson in the care and

£ gtz wspeeial-

—




use of the saw.” The results — a com-
petent, salisfied user, — a well-cared for
chain saw — fewer emergency problems
and repairs.

Another service which Mr. Thomas is
able to give stems from his long-time ac-
quaintance with most of his customers.

Keeping Old Friends

He is able 1o finance and carry the ac-
counts of the loggers. himself. He doesn't
have to clear credit with the bank or
Finance Company. This has been a hut
den on operating funds at times buty has
certainly helped sales.

Incidentally. the regular calls@GLSalas-
man Scotl make it possibleste ffarof
even preily risky accountsewifhja better”
assurance of collectionorNat least( re-
possession. Mr. Scoft, “wnust  b#w an
accomplished man L

Although Mr. ( Themas drasetarried
many repair dnd ser¥ice accounts and still
does, he doesw’t pecommend it. “There’s
aol much to Tepossess Wil a customer
doesn’t pay for repairs,? he cautions.

Satisfied customersydre the main part
of a successful business of any kind. Even
with the best service in the world if the
product wasn’t good to hegin with, the
customers would go somewhere else.
A typical satisfied customer is Leon

™\ Picrco who ovwns the first model 5-26-scld

by Mr. Thomas in September. 1953.
Lloyd Taylor, the operator of the saw,
says he has cut over 3 million board feet
of lumber with only minor repairs.
Many others in the area have found
the 5-30 most durable for large swamp

and sandy timber prevalent in Fastern
North Carolina. However, according to
Mr. Thomas, the 5-20 and the EZ are also
in good demand by farmers and pulpers.

Making New Friends

It’s good business to keep old_frictids
and costomers happy. but alsé mpértant,
to make strangers into<«frends apd'
customers. Leroy Thoufds, makes wide
use of newspaper andhradio adveftising
to- let these strapge®y kdow jehwra(bl is
located and thelproducts aifd sérvices he
has to offer, He tsgs/roadside signs to tell
the passer-By that he’s the Homelite
Dealer in‘The territorf and*he sends his
two panelptuckszout marked with hold
Homelite decals™oNdo a selling job for

hipSaitdy Homelite wherever they go.

Qnevol’ the best ways to make new
Iriends is/fo entertain, and this Mr.
"Elibma:j.,d";i.éxfery year, in a big way.
A day:lenggtield Day is held on a Satur-
day 1r1M;f\? Plans are well-laid, and sales-
nren, frém the branch office in Charlotte
axe_on hand to help with the demonstra-
tions and contests. Invitations are sent
out to regular customers and ads in the
newspapers and over the radio issue an
invitation to all those interested in chain
saws Lo come and join the fun

EZ Party a Big Success

This spring the big national EZ Contest
was a fine thing to play up in publicity
stories and on May 26th a large crowd
zathered for the lestivities. They had a
grand time. too. There were cutting con-
tests and demonstrations. movies and
refreshments and as the high point. the
awarding of door prizes to the lucky ones
whose names were drawn. The top prize
was. naturally. a new EZ, donaled by Mr.
Thomas, and it was won by Mr, Roscoe
Roundtree, a logger of Wilson. who was
very happy indeed with his prize. Some
people handled a Homelite chain saw for
the first time and marvelled at the light-
ness and power: others had a fine time
swapping stories aboul “Homelites [
have known™. New friends were made and
[uture customers attracted. A good show!

Net result of all this activity in the field.
these demonslrations, the care with
which Lhe stock is kept. the experiness of
the service given. and above all the
friendly interest shown to customers and
the real pride shown in Homelite —
a successlul, thriving Homelite dealer.

 proud fo dceept @ hew EZ from M. Thomas,

left, is Mr. Roscos Roundtree wha held the

 lucky number for the saw given by the dealer.

Me. Roundiree is o professional loggar,




TO BEAT THE BAND — this float with six Homelit
chain saws in action captured all the attention
the Firemcn and Forestry Day Parade, recer@

The occosion was the Morehead-Rowan LCou

Homer Gregory & Co., Homelite deal
County, the truck currled o big log %l
up during the parade by the smi i
gentlemen pictured above. Fr
Thomas, Ewell Razor, Bob D,
F. Herbert, F. F. Cristiano
ger), Omer Trent and Geo

for elite

i @ all Homelite
dealers have fo a prospect sees

a Homelite chain in action, he’s on
the way lo heing sold. The problem is
how to teach all the potential new
customers while taking care of old
customers and running an active sales
and service business.

Almost everybody watches TV these
days. Il you have a TV station n your
area, why not let the viewers see a Home-
lite chain saw in action. let them know
that you’re the Homelite dealer?

Homelite has prepared a series of four
16mm, black and white spot commercials
for use on television. To keep production
costs to a minimum. all four films — two
11-second and two 2l-second — are
grouped on oene reel. These reels
available now, at $6.00 a reel.

Each film shows a 5-20 chair

action, but the sound track no
mention of any particul r@ Tha
narration stresses the edse of; Iiandling

light-weight power and v
Homelite chain saw.
These filins are ready for us the
dealer need only have his T ation
prepare a slide showing his name and
address to be used immediately after the
film. In this way, for a 30 second com-
mercial, the TV station could run one
21-second film plus 9 =econds of live
audio while the slide is on the screen.
A chain saw is a “natural” on televi-
sion. with plenty of action and attention-
getting sound. Here’s one commercial
the viewers can’t miss! Use the enclosed
post card to order the 4-film reel right
away. The more people who see a Home-
lite chain saw in action the easier it will
be for the dealer to sell more saws. Let
television help do your demonstrating!

the 8
saws we

&ITH WINGS
ER CANADA

L 4
The \Qpla &ea.rd coming
down l@ 59 % in the dense,
wonde ui wioundland in
camps look up with
nizing that it’s not the mail
anger. Suddenly asz the
plane : by, clouds of leaflets drift
own e of them right at the feet of
men. They ﬂcramble to pick up the
s, glance quickly at them and then
Ve a ir]endl} greeting to the pilot as
e circles back and off to the next camp.

This was Terry’s solution to the diffi-
cult problem of bringing the news of the
new 127 and the big Canadian EZ Contest
to the men in the 180 isolated logging
camps in the vast 42,734 square mile
territory of Newfoundland. Many of 1
towns can De reached only by boat tal the v:Homalits Newtsuradland. sealars

a ny isolated logging camps usually

x d
plane. The 15 Homelite dealers co g only by boat,
hope to cover the whole area in @ne
monrh period of the Crmt.est%[ WA melite dealers in Newfoundland and
imperative Lo gei prospectisq cpstomer 10,000 leafiets were dropped! By the end
to come to them. ’

of June, when the Contest was over, more
 Lach leaflet entitl than 2400 demonstrations had been
T-shirt, (made of Te

th given by these 15 dealers!
R I [t R W . H
Varue PL.Ld LU, 1K 5
entitled to se@l nstr
EZ and enter hissmame for t

he presented it to one he dealers whose
tlamc-s dress on the leaflet.
36 hours, early in June,

-red 1o all the Terry-

T-S

anada. Log
urprise, recog
plane o th

OMELITE’

‘ cane whi

INGED MESSENGER — the
arried the new EZs and coniest news

as it was called, shows how teamwork and
imagination has helped to build up a lisi
of red-hot prospects in a difficult-to-reach
area. This will surely pay off in more
sales and bigger profits for Terry-Home-
lite dealers in Newfoundland.

FLOATING ER was demonstrated in more ways than one when this colorful coupon fell from the
sky dn “Operation Bombing”. The reverse side featured a picture of the EZ, with its special selling points
oty ist of Terry-Homelite dealers in the Newfoundland area.

THIS COUPON PLUS 25 CENTS ENTITLES BEARER TO
ONE T SHIRT

(RETAIL VALUE $1.25)

Bring this coupon to one of the Homelite Dealers listed
on the reverse side, He will gladly give you a T shirt for
just 25 cents.

also the opportunity

to
WIN a HOMELITE (57 Free!

By asking for o demonstration of the new Homelite EZ
Direct Drive you become eligible te win an EZ saw which
will be drawn ot the end of this month.

SIS

i

BE CAREFUL ~ PREVENT FOREST FIRES

float.

—_

The success of “Operation Bombing™

P A R L E e 1

S
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A Big New Chain Saw Plant
o Be Built Soon by Homelite

News of great interest to all Homelite
dealers ‘iz the announcement made on
Sept. 6th that Homelite will start con-
struction on a new modern chain saw
factory in Gastonia, North Carolina, in
November. Al the present time. additions
are being made to the main office building
i Port Chester to provide room for the
enlarged office operation necessary to
handle the increased husiness.

It has become more and more evident
that these changes were sure to come.
The sales of chain saws have surpassig
even the most optimistic predictions. ‘Che
chart on this page clearly indicates\the
sky-rocket trend of the past few wears.

This rise is a result of thesontstanding

sales job being done al! oyer the country
by Homelite dealers. Thewcetmpany( ot

course, has made every effort £6 huild

the finest possible units, to create new
models, to improve old ones. They'have
advertised extensively on a national and
regional basis so that the name “Home-
lite™ has become well-known all over the
country. However nothing can detract
from the excellent job turned in by the
Homelite dealers: a job of local adver-
tising, demonstrating. giving top-notch
service. Theyre so sold on Homelite
themselves that the orders really pour in!

In spite of increasingly cramped
quarters. the factory has worked very
hard to keep up with these orders. They
have been turning out thousands ol saws
where only a few years ago they were
turning oul hundreds. But there is no

more room to expanddn\ert Chestery

A leading engineering firm. Ford,, Ba-
con and Davis, nfade an*¢xtensiesurvey
of possible sifes for the/new fatiory,
locally as well, as farther afiéld. Richard
C. McDofiald. Vite Pregident: Manufac-
turing, wisited dozeps\of the suggested
places hefore Homelite settled on the site
in Gastonia as.the final choice.

astonia 1s, a, small industrial town
with  good (ransportation  facilities, a
hedlithw(indmsitial climate, plenty of skill-
ed workerssd It is in a section of the
coutitry which is becoming more and
nfore iMportant in the chzin saw market.

‘[he Gastonia plant will be a one-story,
miodern building. 135.000 square feet in
area. The property on which it will be
built is a sixty-two acre tract of land two
miles south of the town, formerly farm
land but now more than half covered
with pine trees. It is planned to develop
this into an experimental tree farm at
some future time. The plant will have all
new equipment and machinery and will
employ about 500 local people.

A major factor in the decision to build
the plant in Gastonia was the fact that it
is only aboul twenty miles from Char-
lotte. North Carolina. which is rapidly
developing into a major shipping and dis-
tribution area. Kasily reached from the
Atlantic States, the South and the Middle
West by truck. rail and air. Charlotte has
been chosen by many nationally-known
concerns as a distribution center.

Building a new plant for the sole manu-

facture of chain saws is a hig step for
Homelite. Made possible by steadily
mereasing business and the association
with Texiron. it greatly strengthens
Homelite’s position in the chain saw field.
With the increased efficiency promised
by the new plant in Gastonia and the
continuing enthusiasm and aggressive
selling of the Homelite dealer organiza-
lion. chain saw sales will undonbtedly
climb to new highs.

HOMELITE SALES GROWTH
FOR THE YEARS
1946 ThAU 1296

TUAST 5 MONTHS OF 1556 ESTIMATED |




R 5 T

One hitter cold moming M January #9050, when the other
loggers on the job ayere still asleep, in their beds, Charlie
McHale, of Port Iayden, NaYS Jjumped into his clothes and
hurried out to & Wind-swept mea(Tou where the temperature
was 35 belg® zerowThere was his new Homelite 20 MCS where
he had leftSit in/the mpsgexposed place possible. On the third
pull ol the statler the wobor caught with a rear, thus passing
another of the fany fough tests that Charlie gave that first
Homelite saw of his,

“I wanted to be sure of what it could do myself, before I
started telling other folks ahout it.” he explains. “For the
records. that same saw is still going strong. It's been traded
quite a few Hmes, had at leasl six owners. Il been repaired,
repainted and redecorated but it still has the original cylinder
and engine and it’s cut over 7 million board [eet of hard w 0:)(]'
Not ba(‘l '

A logger by profession. who had used chain saws, Charlie
read an ad about the Homelite saw and wrote in at oncéygaying
that he felt able 1o demonstrate the saw and knew she ‘eould
wpan it. One week after he had written for the franchise apd
sent in his initial investment. Charlie was in busirfess. e didn%
try to sell that first saw until he’d tested it undémall condiliens,
Then he felt ready to talk about it.

“When the muddy season stopped the» legeingd werk, 1
March, I took that saw in my car anddrove/over 5000 1mle- 7
Charlie recalls. “T wasnt just tryingtto make immediate sales
— | wanted 1o talk to everyone [ could find dndyd@monstrate
what the saw could do. T'll het=l talked Lto“every farmer and
logger for miles around!?

Homelite Big Favarite

How well Charlie succeededin cgnvincing the surrounding
countryside is shown by the factShat about 9079 of the chain
saws now used in his territory are Homelites! The region is
just west of the Adirondack State Forest and is famous for its
large ddi[) farms which supply New York City with milk.
About 50¢ Ve of the Mcllale cuslomers are farmers who use their
chain saws to cut pulp and fire wood on their large farms, and
0% are loggers from the many logging operations ncalbv

1t would be quite impossible for Charlie to get around to all
these customers. Besides, his customers really |1kt= to come and
zee him and his brother Howard and Howard’s wife, Madeline.
The shop which they operate in Howard’s former garage
behind his house, is a [riendly, welcoming spot. Both brothers,
born and brought up in Port Leyden. worked in the woods in
their young days and a third hrother Bill is still in the logging
business. They know everyhody for miles around.

Howard, who has been busy with various other local activi-

The MgHales
Work
{Round the
Clock —To
Bring Service

Howard McHale, Brother and Partner

ties and who was County Superintendant of Highways for 18
years,hasn’t devoted as much time to the chain saw business as
Charlie. but he’s planniugstoiin the [uture. Howard’s wife is a
very active part of thi§ famlh’ business, too. acting as book-
keeper, ordering the PaAtis, ]wlpmg to repair and 1}amt up the
used saws so theyTl(106k gookd Ay new. She spends as much
time in the sheplasshe doeé in'Wer home. but it’s only a step
away and she‘\can keep hereéye on her three children and
manage the hotsework andcooking between customers.

“I had(to get interssted in Homelile chain saws in self-
defense™, she explains®™*The hovs are so wrapped up in it, it’s
allthen falk abbub Bul I like it almost as much as they do!”

A Place for Everything

Fherdlare twa Thmm: that vou notice right away when you.
enfer Ahis Homelite shop Everything is e\ceptmna]ly neat and
tidy. The pine floor looks freshly scrubbed, the windows shine,
the counters are polished and uncluttered. The wall cuphoards
hold neatly stacked parts and tools, each in its proper place.

The other thing vou notice is the number of new Homelites
— usually between 20 and 25, and the completeness of the

Mrs. Howard McHale expertly puts the ﬁnlshmg touches on o used Home-
lite chain saw. to give il that ’ ‘just-like-new!’ icsak .




staock of spare parts. This small shop carries an inventory of
nearly $30.000! It’s one of the largest stocks of spare parts
carried by any Homelite dealer in the country.,

Charlie explains his thinking on this quite simply. “When
someone comes in to ask lor something. we don't like to saf
‘We're sorry”. We hate to turn a customer away at any Hnd®s

And they never do! Their shop 1= literally open 24 <diours
a day. Charlie feels that even a good product is secoffffary to
service. and they aim to provide service of the verybdst/kind.
Charlie Mcllale is a real expert when ii comes\to Sawshe
knows them inside out and upside down. HE cany assenthlesa
complete unit from parts. In fact. after the 26LCS was (iscon-
tinued he made several of them himself Igm spare pdvis.

He can repair any make of saw. ng"Thatter whaf clndition
it's in. Many a saw has been hrought Su.a hasket dfter being
smashed by an accidenl. and withim\an hour 3uda half it has
been fixed and ready to go to werk®™The hoffs & work would
faze a man less interested in WS ol At S doesn’t seem to
bother Charlie McHale. “(Oftén a logger™will come in late at
night with a saw that he“weeds fog workethe next day. so we
stay up until it’s fixedy “Charlie explains.

“We've closed shop tany wdrning when our neighbors are
just going to wofk¥ &lds Howard” “Some of the loggers are
working way'backiar the wodds. Mayhe they have to pack their
saws five omsix miles to=get t6 a road. I they come to us for
help, we're goifig to.give ito theni.”

Traffic in Chain Saws

As with all active Homelite dealers, the McHales take in a
great many used saws in trade. Homelites as well as other
makes. Charlie regularly has about 40 used saws in the shap.
He does all the reconditioning and repair work on them and
moves them out as last as he can. He is well equipped with all
the proper tools iodo this joband he has a complete ba shdp
on the second floor where he can repair any type of bar.He
says iU’s no trouble to sell used Homelites especiallf, wheir
they're all repainted and shined up to look like new. And he
usually gets very good prices for them.

“Competitive saws take a much bigger mark-down. even afier
only a few weeks of use.” Charlie recounts. “@ueyman callet,
up for a used saw. cheap. and 1 told him aboyf awreal gopd(bay
I had. He asked how the owner of the sap=hadomg¢ todrade
it in and I told him, because the owner‘Wafited a Homelite.
So he said, "Well. then, send me a Hofelite.” ™

Charlie McHale, in his outstainding job @@ avTomelite
dealer, points up the importantrcsponsibility ‘that the dealer
has to his customer. His cuslofiers) trust Hissjudgment and his
willingness to stand backfof wltat he sells\ Charlie gives his
personal guarantee on top_of the Howelite guarantee. He
really is Homelite to his customersmand he’s a fine Ambassador
of good will!

Spreading the Good Word

The Oneida County Fair. held in Booneville, N, Y. each
summer is a hig evenl and the McHales usually have a fine
Homelite display there. This year the display won 3rd prize.
Pine trees were set up back of a display stand. with spotlights
trained on the shining red-and-green chain saws and the bright
banners: a colorful. eye-catching exhibition. Each day of the
Fair, the McHales gave away a $25.00 Sayings Bond in a draw-
ing, and they received not only honors and publicity but the
names and addresses of several hundred interested prospects.

The McHales do an all round good job of publicizing Home-
lite. They advertise regularly in the papers and on the radio.
They make the most of display materials. posters and banners.
A couple of years ago they put up six roadside signs on the

Wi ipiient he
Bars. [n fact EeQ,:%i&

main roadé Jleading itonPort Leyden, and now everybody
around dnows that McHale and Homelite go together.

TasWow how faryhis fame has spread, Charlie tells a story
abott one of thefe veadside signs. “We noticed one of the signs
waswnissing, 7he explaing. “We figured that someone had Laken
i tor repair, avtritck or something. Well, a young couple from
Dietre were dng their honeymoon, driving to the west coast, and
goiug throwgh Montana the bride was looking at the scenery
and réading the signs along the road. ‘Hamelite. McHale, Port
Lieyder. New York™ she read out loud. The groom speeding
along. told her she must be crazy. Maybe it said ‘Homelite’
but not “McHale!” She insisted, so they turned the car around,
went back. and sure enough. there was our lost sign, carefully
placed by the side of the road 2.000 miles from Port Leyden!”

You can’t keep a reputation for service, hard work and great
enthusiasm from spreading all across the country. That's why
Charlie McHale and Company has been chosen as “Dealer of
the Month™ and why they're doing a fast. profitable business
of selling more Homelite chain saws than they’ve ever sold
before! It pays to give this kind of service.




They Start Young in Florida. At 13, Robert Daven-
port of Palm Harbor is a professional legger.

Title Challenged

Homelite, a division of Textron Ing

“Port Chester, New York
Gentlemen:
In your Sawdusl #’15 Iiﬂ

1956, hdeks

page. O'Neil Butane & Eﬂmpmem Co..

Glenwood, Arkansase ®laifi they, haye
the voungest IIomeJn&* usery il (hSTA.

Arkansas ma¥y Nhave Lh,e y oungest
Homelite ugér but/we here,in Florida
have the youngdst logger. He' is Robert
Davenport. age 13 aweight)O0 Ibs. Robert
cuts about 100@” feel‘g a day with his
Model 17. drives\hi® own caterpillar
tractor and trucks.

Attached are snapshots to prove our
claim. Robert and his father log for the
Palm Harbor Lumber Co., Palm Harbor,
Florida. They have been Homelite users
for the past three years.

Very truly yours,
Epperson & Company
Tampa, Florida
Larry C. Earle,

Salesman

Monkey on a Stick
. .

The brush grows high out on the Paci-
fie Coast but with a Homelite ways will
be [ound to cut it down. Al Blindheim of
our Sealtle office sent in this photograph
of a Homelite Model 17 with brush cut-
ting attachment. It's being used by a man
perched high on a rig called an “indus-
trial monkev™. As the car goes slowly
down the road the brush cutter cuts a
wide path in the overhanging trees.

This use might be suggested to Park
and Highway departments as well as
Professional Tree Men. It looks easy!

HOMELITE \KEERS

ON WINNING

Reports keei) eoffiing in fremeall parts
ol the counts§ abott log-cut g contests
from fairs Anth carniyalsh HmnehtP con-
tinues 0 mack in fapst) of the prizes.
( SemEithese todkplage several months
g0 and haye”heemdeld up, waiting for
1)](:‘1“0‘9 ‘Vﬁm never came.) A( tua”\H
piettires are uhneccessary. The ﬁgures
tell the.story!

Froin YAlbugquerque. New Mexico,
cones e report of a Southwestern Saw-
ing Exhibition held by Homelite Dealer
D, A. Foil at the Log Culters Supply on
May 11th and 12th. A Homelite 17 won
in the 314 horsepower contest and Home-
lite' 5-20s won the first three prizes in the
5 horsepower class. The 7-29s had not
made their appearance yet so Homelite
had no entry in the 7 horsepower class.
After the contest, however, Lou Roy Fay-
lor, Oklahoma City Branch Managen,

with a 5-20 demonstrator, beat the Litnge!

of all the entries in this class exceptthe
winner who had a 4 second edge. € bivery-
one was amazed at the power ¢Lihe"5-20

and lhe fast cutting in cefparison to

weight as the other saw m-lg“iil ahout 90
pounds complete.” writes\Mr. Edvlar.

From Broken Bow. quahoma COMWCS
a detailed repost “of the Forest: fgstnral

Matches Win for Homelite

The Homelite match books. which
many dealers give out to their customers,
are nol only a good buy for the dealer
and very good advertising for Homelite,
they're also considered so effective in
design that they recently received the

held on June 9th. The story of the part
that Homelite dealer Garland Ander.on
played will appear in a future issue of
“Sawdust”. The sawing contest. before
a large and interested audience resulted

in a big victory for Homelite. This year

Homelite won three out of the four first
prizes and took many smaller prizes. In
the 6 horsepower or over Contest. Lhe
7-29 lost out by only 2 seconds after the
operator, unfamiliar with the 7-29 had
lost several seconds getting it started.

Homelite wins in the East

From A. ]. Eck & Son of Williamsport,
Pa. comes a report of a Fireman’s Carni-
val and Log Cutting Contest on July 4th.
Thev've been having it for five years and
Homelite has always won! This year the
new 7-29 was the big attraction. In the
contest the winning 7-29 sawed through
a 20"gak in 1114 seconds. 614 seconds
dhead of the only competition that came
anywheresmear the Homelite. Even our
ihodel 5-30° Beat this other 7 horsepower
chain(say. Homelite came in first in all

cantests”won all four prizes.

From North Arlington comes the re-
port on the final standings in a chain saw

\culling contest at the Gladfelter’s Picnic,

June 19th, at Spring Grove. Pa. Home-
lite 7-29s took all five top places in a field
of 32 entries which included five of the
best known competitive saws.

Photo by Ross Photes, New York

third Annual Award offered by the
American Match Industry. in the picture
abhove a Salesman of the Lion Match Co.,
left. is present as the Mayor of Port
Chester, N. Y.. Anthony Zaccagnino,
center, presents the award to Howard J.
Maxwell, Homelite’s Advertising and
Promotion Manager.
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PICKING A WINNER Mayor Dunn of Fresno, California, 2nd from left, draws « lucky number as Bill Rankin,; g°°
left, Lamar Cheney, center right, and Tom Terry, right, of the Fresno Office assist. Seventy-one other drawings were:

“ made for Homelite by mayors, sheriffs, prominent tree experts, pretty secretaries and even by little children, in °

B 9|J_ parts of the country. ;

Pl




This special
edition of “Sawdust”
containsdhe names and in most cases the
picturessofiall the lucky people who were
winners Jin the big. nation-wide EZ

Comtest launched by Homelite in April,

b was a greal contest. with interest
high from the very beginning. Over

Twelve hundred Homelite dealers ordered

over 300.000 banks and participated in
other phases as well. There were win-
ners from thirty-three states and seventy-
two communities. resulling in a fine
amount of publicity. The winners were
mostly farmers. loggers and professional

tree men but also included a schoal

teacher. a retived mail carrier. two ladies
and a young hoy.

Some of the winning dealers were
well-estahlished. with a lame following
of loyal Tlomelite customers. Others were
very new. as new as the EZ itself. Over
half of the winning dealers showed
areatly increased business from the day
they demonstrated their first EZ. All
over the country. the sale of EZs as well
as 5-30s, 5-20s and 17s. was amazinge.
especially at a Hme of year which is
usually considered slow lor selling saws.

Tn addition to the Tucky seventy-twa
who won a free EZ in the nation-wide
Contest and the manv others who won
free BZs offered by wide-awake dealers
al Field Days and Logeging Contesls,
there wmehlmallvlhousandq who boughi
[EZs as a direct result of a demonﬁtratlon
Tudging by letters and comments From
users. rhf‘v feel they got their money &
worth\ To quole a tvpica] letter, “It is
thesbest saw T ever used and sawing ig
a\plgasire instead of a task since T pur-

hased ity is the best!” That goes for

the Contest, foo. Tt was the best!

WINNERS OF EZs

Arkansas; B. Potter, Mountain View
Arkansas: John Snider, West Fork
Arkansas: Dan Drummond, Winslow
California; Fred Pentilla, Coalinga
California; Don Leedom. Highland
California: Hansel G, Hammons, Lindsey
California; R. H. McConnell, Petaluma
California; Mrs. Dorothy Carozza, San Jose
California: Kenneth Wilson, Tahoe City
Colorado: Dennis James Miller, Paonia
Colorado; Frank Hardin, Rye

Colorado; Frank Jackson, Monte Vista
Delaware: Harry Lindale, Greenwood
Florida; Marvin Strickland. Bunnell
Georgia; Robert Doswell, Fitzgerald
Georgia: W. C. Jackson, Tennille

Idaho; Jerry Wright, Hagerman

Mlineis; Willard Kapplin, Altamont
Mlinois; Martin Twenhafel, Gorham
Qlinois: Hershell M. Black, Mt. Carmel
Indiana: Donald Greer. No. Manchester
Towa: Homer Parcell, Brighton

Towa; The Peterson Brothers Dow Clty
Towa; Carl Welter, Epswortly

Towa: Rudy Miller. Kalona

Kansas: Elmer Hall, Havana %,
Kentucky: E. G. Peery. Hazard
Kentucky; John King, Leon 4
Louisiana: Morris Leeper, Winnheld
Louisiana: Mrs, Verna B. Craig, Zwolle
Maine: Roy Freeman, Wells

Maryland: Frederick Vantz. Haneock
Massachusetts; Casey G. Kulas, Cheshire
Massachusetts: Joseph Florinde, Rochester
Michigan: Kenneth Hallstrom, Chatham
Michigan: Archie Tompkins, Grand Haven
Michigan: Ralph Brownell, Watersmeet
Minnesota; Arthur Birk, Mankato
Mississippi; C. S. Cresap, Tuka
Mississippi: Willis Jordan, Pachtuch
Mississippi; Shelby Amacker, Poplarville
Missouri: J. D. Lewis, Birch Tree
Missouri: Jesse MeGinnis; Clinton
Missouri: Myrel Dake, Iheria

Missouri; R. Q. “Archie” Fraser, Salem
Missouri: Ernest Johnson, Westhoro

New York: Clifford Hill. Malone

New York: Jess Underwood. Massena
New York; Richard Ott, Vietor

New York: Morris Gay, Warsaw

North Carolina: . €. Summerlin, Goldsharp
North Cavolina: Fred Gaither, Miller's(Creek
Ohio; Clyde Miller, Akron

Ohio: David J. Davies, Ashland’

Ohio; William G. Calvert. Lewisville

Ohio; Paul French, New Paris

Ohio: Amos Wa"nm Uriontown

Ohio; Ralph ]enkm= Wavne

Oklahoma John _Ed Ode}. Salinm

Oregon: Melvin Bergerﬁon Viérnonia
Pennsylvania; William A. Nenub, Roulette
Pennsylvania: Leslie’ Sheesley, Vintondale
South Caroliga: Panl Gilés, Union

South Daketa WJames Fidler,"Rapid City
Virginiag Paul C, Bennett,/Doe Hill
Vlr;nuua Yohn H Maszon, Mineral
Washington, Arthur ‘Calvin, East Stanwood
MW est® Vn-mma,. Johm Baring, Bayard
Wisconsin® lohn P. gteffan Malone
Weoming : @5 H. Anderson, Elk Mountain
Wyoming: Harry Davoy, Newport
Wyaming: “W. 1.. Anderson, Smoot

'WINNERS OF $100 BONDS

Arkansas; Ben & William Thomas, Fayetteville

Arkansas: (. ). Meadors, Mountainburg

Arkansas: C. K. Lancaster Jr., Mountain View

California: C. E. Russell, West Side Pipe Co..
Coalinga

California: Charles 1. Ingram, Highland

Califernia; William Turner, Petaluma

California: R. Howard & C. Dodge, Porterville

California; Martin V. Kearns, Farmers Union
Hardware, San Jose

California: Robert J. Wray, Tahoma

Colorado: C. E. Corning, Corning

Colorado: W. 1. Peckumn, Del Norte

Colorado: Andy Feil. Hotchkiss

Delaware: W. 1. Pase. Harbison

Florida: L. E. Wadsworth. Bunnell Timber
Co., Bunnell

Georgia: J. W, Martin, Fitzgerald

Georgia: Jesse Newsom. Sandersville

Idaho: Frank Parsons, Priest River

Tdaho: Mr. & Mrs. Vernon Ravenscroft, Tuttle

MMinois: Elmer H. Miller, Altamont

Tllinois: Rudy Christy, Deck Hill Battery,
Mi: Carmel

Illinois: Richard E. Kennedv. Murphvshoro

Indiana: Noah Longworth. Richmond

Tndiana: Russel Kerlin. Silver Lake

fowa: Max Jones. Denison

Towa Herbert Koelker, Dyersville
lowa: Frank Brown, Fairfield
lowa; Jeff L. Ropp, Kalona

Towa: Lloyvd Brush. Shenandoah

Kansas: Kent L. West, Sedan

Kentucky: Guyn E. Hayden.
Hardware Co.. Hazard

Kentucky: 1. S. Hudgins, Leon

Louiziana; J, E. Davis, Many

Louisiana: Charles Alford, Winnfield

Maine: William Syvinski. South Berwick

Maryland: C. C. Mason. Mountain Lake Park

Massachusetts: Walter Tripp. Acushnet

Massachusetts: Mrs. Walter Piekos, Berkshire
Power Equipment, Cheshire

Michigan:; Hugo Hallstrom, Eben Junction

Michigan: Wyner N. Maki. Tvon River

Michigan: Merlin Gundy, Muskegon

Minnesota: James Stewart, N. Mankato

Mississippi: 1. 0. and J. C. Jourdain, Tuka

Mississippi: H. B. Hawthorne. McNeil

Mississippi; G. E. Tvey. Quitman

Missouri; J. L. Powell, Birch Tree

Missouri; James Long, Clinton

Missouri; A. M. Robertson, Theria

Missouri: Troy Land, Salem

New York: Jack Hanna, Haneoye Falls

New York: DeWitt Hutchins, Malone

New York: Douglas La Point. Massena

New York: William Dubeis, Pavillion

North Carolina; Bill Boyer, ]. M. Edgerton &
Sons, Goldshoro

North Carolina: Clarence Benton, Wilkes
Power Saw, N. Wilkeshoro

Ohin; Kenneth Tunk, Ashland

Ohio: Gene Damschroder, Clyde

Ohio; Dan Coblentz. Hartville

Ohio: Roy Leppo, Tallmadge

Ohio: A. J. Cline, Woodsville

Oklahoma: Wildeat Williams, Locust Grove

Oregon: T. F. & Hilda Keasy, Vernonia

Pennsylvania: W. Steele Shaw, Blaireville

Pennsylvania: J. C. Jones, Bradford

South Carolina; G. M. Boughman, Union

South Daketa: Zoel L. Couture, Rapid City

Virginia: Henry Gilhert, Orange

Washington: Bert Robinson. Mt: Vernon

West Virginia: Harold Largent. Berkley Springs

West Virginia: Robert Boserman, Franklin

Wisconsin: L. J. Baker, Fon du Lac

Wyoming: Don Wood, Afton

Wyoming: Ray Leflorge, Hanna

The Sterling

—
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Above, Douglas LaPoint, dealer, of Massena, New
York, and Jess Underwood, winner

Above, C. C. Mason, dealer,
; Park, Maryland, and winner
Bayard, West Virginia

of _Mountain( Lake
lohn _Bawing, of

T )

WINNERS

Left, William Syvinski, deglet, “of South Berwick,
Maine, Roy Freeman, wimner,»and M¢, G Lemoine,
Boston District Manager (Allvpictures ere. identified
from left to right)./” "

Right, W. S. Biffew, dacksonvilla, Office Manager,
Louis Wudsw,grﬂ&! dealer, of El:unneﬁ'i, Florida, Me-
chanic Booith, ahd M. C. S#fiekiahd, winner

Above, dealer Vernon Ravenscroft of Tuttle, Idaho,
and winner Jerry Wright of Hagerman, ldaho

Above, DeWitt Huitchingmdeler, of Malane, Wew
York, Arnold McClay; Hemelite sSalesmal dnd
Clifford Hall, wigher

Below, Hareld Largent, dealer, " of Berkeley
Springs, West ¥irginia, Frederick C. Vantz, winner,
and Robgrt Woods, Chain Saw Specialist

Above, Wallace Hingtgen, Chain Saw Specialist,
Arthur  Calvin, winner, Mrs. Calvin and Harry
Lindbeck, Manager of Robinson Hardware, M.
Vernon, Washington

Left, J. W, Martin, dealer, of Fitzgerald, Georgia,
Robert Doswell, winner, and Richard Hanselman,
Chain Saw Specialist

At right, Fred White of Lloyd's Equipment, Denver,
and winning dealer W. L. Peckumn of Del Monte,

Colorado




Left, Ernest Johnson, winner, of Westboro, Misscuri
and Lloyd Brush, dealer, of Shenandoah, lowa

Above, John Ed Odle, winner, Séngtos Langleyy
Wildeat Williams, dealer, Mary{Jot Langley and
Lou Roy Faylor, Oklahoma Cn@f Branch Manager,
in Radio Station KOE_S Pryori dkjuhomu

- Slyfhn
Above, Max Jones and Harold Lavery, dealers, of

Denison, lowa, and the Peterson Brothers, winners,
of Dow, City, lowa

|~
“'wgr; oy 18 pounds Above, John L. Sfeﬁcm, winher of Malune Wls-
mﬂ&liwrsemw c consin, andwl. J. Baker, d€aler, of Fon du Llac
MELITE . :
: fgmcmtm o Wigesin
Above,

Lynwood Tripp (now B’Clhlﬂ‘iufe Dmnd
Manager), Harry Llindale, winner, and W

s
. 1. Pase, Belaw, WL, And@_@cn, winner, Don Wood, dealer,
dealer; of Hurbison,l Delaware

L
Above, in front, Mrs. Riner, O, E. Cook, Atlanta
Branch Manager, W. C. Jackson, winner, Louie
of “Afton, memgr and Lynn Peterson, North Salt Riner. In back, J. G. Hatcher, instructor, and John
Lake District Ménager Mize, principal of local high school, Sandersville

Above, R. O. "Archie”
of Salem, Missouri

Fraser, winner

Above, Martin Twenhafel, winner, of
Above, Frank Parsons, dealer, of Priest River, Gorham, Ninocis
Idaho, and Henry Davoy, winner, of Newport
Wyoming




Above, Lamar Cheney, Fresno Branch Manager,
Fred Pentilla, winner, and C. E. Russell, dealer,
of Coalinga, California

Above, Rnlph H. Brownell, winner, Nico Vad d
Ryn, Chain Saw Speciclist and Wyner N. Mﬁs,h
dealer, of Iron River, Michigan

Above, John Snider, winner, Ben _and( William
Thomas, dealers, of Fayetteville, Arkénsas, and
Bob Tilley, Chain Saw Specialist,

Above, James long, dealer, of Clinton, Missouri,
Jesse McGinnis, winner, and John Haldeman,
Kansas City District Manager

'Above C]yde: Miller, winner, and Roy Leppo,
dea[&’ ~of Talmadge, Ohio

Above, Roberr J. Wray, dealer of Tahoma, Cali-

N fornia, Mr. Wilson, Kenneth Wilson, winner, and
,,eft T. F. Keasey, dealer, Lyman Hawkin, Mayor Richard Dodelin, Sacramenie Branch Manager

of Vernonia, Washington, and Melvin Bergerson,

winner

Below; Archie Tompkins, winner, Merlin Gundy,
dealer, of Muskegon, Michigan, and Charles
Kessler, Chain Saw Specialist

Below, Gene Damschroder, dealer, of¢Clyde,)Ohio,

and A. Gruettner, Detroit District Mani

Above, James Fidler, winner, and Zoel L. Couture,
dealer, of Rapid City, South Dakota




Above, Ralph Jenkins, winner, of
Wayne, Ohio

Above, Detroit District Manager A. Gruetiner, Kenneth Hallstrom,
winner, of Chatham, Michigan and Huge Hallstrom, dealer, of Eben
Junction, Michigan

Aboye, \Morris Gay, w":r‘ngr, of Warsaw, New York,
and ﬁbdjel Pike/ Chains Saw Specialist

POUNDS
NEW LOW eoSy
SFULL HORSEROW

= o = i s

AbB6ve,\ Homer
and Frank Brown, “dealer, of

Fairfield, lowa

Above, J. D. Lewis, winner, of Birch Tree, Missouri

Above, Wilbur M. Gay, Salesman, Elmer Hall,
winner, and Kent L. West, dealer, of Sedan,
Kansas

Below, Kennard Jones, Salesman, Mrs. Dorothy
Carozza, winner, her sen and Victor Kearns, dealer,
of San Jose, California

Above, Mayor Zeno Gebhart,
Carl Welter, winner, and Her-
bert Koelker, dealer, of Dyers-
ville, lowa

Above, Lamar Cheney, Fresno Branch Manager,
Hansel Hammons, winner, Ralph Howard and Clar-
ence Dodge, dealers, of Parterville, California

b i LTI

Above, Willard Kapplin, winner, Elmer Miller, Above, Fred Cristiano, Cincinnati District Manager,
dealer of Altamont, lllineis, and Ted Skroch, and Guy Haydon of the Sterling Hardware Co.,
Indianapolis District Manager Hazard, Kentucky




of Orange, Virginia, and winner Joh# H ason

Above, Andy Feil, dealer, of Hotchkiss, Colorado,

and Dennis James Miller,
Colorado

winner, of Paonia,

Below, Donald Greer, winner, of North Manchester,
Indiana, and Russell Gerlin, dealer, of Silverlake,
Indiana

Above, L. Roy Bowman, Chain Saw Spggi_c‘ﬁ‘irsd, Henry G

Above, A. J. Cline, dealer of Woodsville,

Above, David J. Davies, winner,
and Kenneth Funk, dealer, of
Ashland, Ohio

Chio,

and winner William G. Calvert of Lewisville, Ohio

Above, winner Bs Patfterd and,
C. K. Lancastef, Jr., dedler, &f
Mountain View, Arkansas

s T

Above, H., Throckmorton, Chain Saw Specialist,
C. Albrecht, St. Paul Office, Arthur Birk, winner,
and James Stewart, dealer, of N. Mankato, Min-
nesota

i Ee
Black, winner, and Rudy
Battery, dealers, in Mt. Car

Above, Hershall M.
Christy of Deck Hill

mel, lllinois

Above; D. O. Jourdain, decler, of
L. 5. Cresap

e e

winner

-~ -

= L i it
Above, S. B. Patterson, dealer
] salesman of Blairsville, Pennsyl-

vania, and winner Leslie Sheesley

Above, Dealer J. E. Davis of Many, Louisiana, Mr.
Craig and Mrs. Verna Craig, winner, of Zwolle,
Louisiana




~ Above, E. G. Perry, winner and Mr. Hurt, dealer-
salesman for Sterling Hardware, Hozard, K‘uﬁjucky

At right, D. Farthering of thel Wilkes Co., North
Wilkesboro, Morth Caroling ‘and winngf Fred
Gaither, Millers Creek, North"Caralina

Above, O. D. Mecidors, dealer, of Mountaiabuig,
Arkansas, and Dan Drummond, winner, of Winslow,
Arkansas

Below, Shelby Amacker, winner, Master Hawthorne
and his father H. D. Hawtherne, declef, of McNET!,
Mississippi

Above,\Paul Giles, winner, G. M. Boughman,
dealer, of Union, South Carolina, and Tom Jones,
Chain, Saw Specialist

& oy Tt :~
i ‘7 !UIISH;rwxwi’d

Below, Bill Boyer of J. M. Edgerton & Sons,
dealers of Goldshoro, North Carelina, and winner
D. C. Summerlin

Above; Carlos Alferd, dealer, of Winnfield, Louisi-
and, and Morris Leeper, winner

Below,Ray Leffarge, dealer, of Hanna, Wyeming,
dndwCarl H. Anderson, winner, of Elk Mountain,

Wyeming

At left, Don Leedom, winner, and Wayne Ledford,
dealer, of Highlend, California

Below, C. E, Corning, dealer, of Corning, Cole-
rado, and Frank Hardin, winner, of Rye, Colorado
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Homelife New World Leader
In Saw Sales and Production

HOMELITE’s spectacular rise to the top in a few short years
is a typical American success story. In October, 1949, when
Homelite introduced its first model — the 20MCS — thirteen
other companies were making chain saws. Some of these were

. old, established concerns; others were new and eager. Since

Then several of these have dropped oul, but new entries have
joined the race and there are new twenty-six in the field. And,of
all these, Homelite — after only seven years — is thejlargest
producer of chain saws in the world. How did this/happen?

FIRST. Homelite has a better product. As a result o¥THome;
lite’s engineering skill and experimental knowshow. the chain
saw design is outstanding. The lightweight énginey developed
and improved for Homelite’s carryable pumps.and generatots
has heen made even lighter, without sacrifiging either power
or dependability. In fact the power Has'heen ingfeased to the
point where Homelites have more Ppower per poutdethan any
ather chain saw on the market.\And thé\guality has heen
maintained. even as production hag been&tepped up from a few
hundred a month to théusands” Contimleus quality checks
during manufacture and rigid/on-thesj6h tests in the field keep
the standards high and the customesssatisfied.

SECOND, Homelite has a bétter sales organization. There
is an unusually solid relationship between the factory. the
branch and the dealer on the Homelite team. Homelite salesmen
have high mechanical skill. proven selling ability and in mest
cases specialized loreslry training. With this background and

becanse they concentrite their efforts on Homelite products
éxclusively, Hommelite salesmen are especially qualified to help
theix, dealers’éffeetively. In their turn, Homelite dealers do an
outstanding job of knowing their customers’ needs and prob-
léms_and fegognizing that good service and a high volume of
salés go_hand in hand. a

THIRD. Homelite has a better promotion program. The
name and fame of Homelite chain saws have been spread far
and wide with hard-hitting, consistent ads in magazines and
farm papers and with the most comprehensive point-of-sale pro-
gram in the industry. Taking advantage of this program. Home-
lite dealers have made themselves known in each community
and have identified themselves with the Homelite name.

Complimenting the Homelite dealers on their part in
achieving this record performance, Mr. J. Allan Abbott, Presi-
dent of Homelite, said, “When a peak iz reached, an ambition
realized, there is a templation to sit back and rest on our
accomplishments. In this case it would be fatal as we face a much
stiffer competitive race in the future and we want to be strong
enough to keep the lead we have taken. To this end, as a mem-
ber of the Textron family of diversified industries, Homelite is
building a new, modern chain saw factory in Gastonia, North
Carolina. This new factory will be a very important factor in
insuring our continued lead in the field by providing more
economical and eflicient production of chain saws on an even
larger scale. We're on top now, and we plan to stay there!”

Artist's sketch of new Homelite Chain Saw Factory in Gastonia, North Carolina




Quality Products

HE STRANGE-LOOKING tree on these

pages hears the seven models of
Homelite one-man chain saws which have
been spreading through the forests and
wood lots in increasing numbers during
the past seven years.

The seeds were planted nine years ago
when Homelite decided to go into the
chain saw field. First a very thorough
study was made of the markets and condi*
tions in the lumbering industry. It becampe
evident that loggers wanted a lightweight

_saw, powerful enough to cut the largest
trees and rugged enough to sfamd, up
under hard and constant use. These three:
qualities — lightness, powef andfugged.
ness — have been the cénstant goals in,
the development of Homelite chain'saws.

A very important decision wés mdde
at this time by MemAbbott. In ageport on
the subject Jie wiote, “I deeidedto con-
centrate our eflgrts on the ore-man saw
rather than thetwo-mén type predomin-
antly accepted a¥”the, tirie. If we had
entered this field Wwith/the two-man saw.
our success would have been very limited
as the trend towards the one-man saw has
been so great and so sudden”.

Before the first model was put on the
market, factory salesmen with equipment
built in Homelite’s experimental depart-
mment went out into the field to demon-
strate the new chain saw and line up
dealers to handle it. Finally, in October
of 1949, the 20MCS began to come off the
production line. The red and black saw
with the swivel handle was studied with
curiosity and interest, which torned to
enthusiasm when the performance was so
outstanding.

CONTINUING DEVELOPMENT

The 26LCS replaced the 20MCS, in
April, 1951, and was an immediate.suc-
cess. These two models laid\the solid’
groundwork of quality afd pepformance
on which the future sales gro®th wat to,
rest. Many of these are still in u€e.

In August, 1953, the mighty Model
5-30 was introduced, weighing only 30
pounds and capable of developing 5.5
horsepower. This was followed in March,
1954, by the Model 17, called “The
Mighty Mite of Chain Saws”, weighing
20 pounds and producing 3.5 horsepower.
This was another greal success which
resulted in a big jump in sales volume.

In the fall of 1955, the Model 5-20, in
a blaze of publicity, took the spotlight.
Within three months, this lighter. 5
horsepower chain saw had broken all
sales records!

By now, Homelite’s triple threat team
of quality product, sales organization and
sales promotion were in high gear and the

customers responded with enthusiasm(In
1956, the direct drive EZ.\designed éspeeis
ally for the farmen/dnd ‘6ccasiertal user
and heralded by Homelite’s rhostexten-
sive advertising” campaigh,\ made an
immediate hit and shot the sales up in the
spring and suthmer. Julyhusually a low
point in /sales, produced an amazing
record s afise of 125 Nrom July, 1955,
#nd higher gales volume than any pre-
vious month\éven the fall months! In
addition, dast summer, came the Model
7-29, werld’s most powerful one-man
c,bain waw, and Homelite had another
winner to round out the line.

‘I'Re current models, the 17, 5-20, EZ
and’ 7-29 provide a fine Homelite chain
saw for every need, from heavy profes-
sional production cutting to light prun-
ing, limbing and clearing. 1t’s no wonder
that this Homelite chain saw tree is the
tallest tree in the stand and with proper
care and allention, will continue to top
the forest.

Quality Dealers

While new chain saws wére ‘being
developed and promoted with, Thereasing
vigor, the Homelite dedler\organization
was growing in proporker

In 1949, when the 20MCS was, ready
to go into produstiony, Momelite/had to
decide what kind of‘a sale$ organization
to set up. It wanld have beenfeasy to turn
to the distributors whe{could have pro-
vided a-darge numberof outlets in all
parts ofithelcountry a ashort time. There
waslalways the ‘whance in this kind of
disteibution phat\this new product would
belost inethe/shuffle — not presented to
the custopien, with any clear understand-
ing of its, pétentialities. So Homelite de-
cidedhon a course which. in the long run.
has \proved much more satisfactory.
Using the hard-hitting and well-estab-
lighed Homelite Sales Organization as a
nucleus. specially trained men went out
into one section of the country at a time.
selecting established farm equipment
and logging dealers and training them to
represent Homelite.

The dealers thus became an integral
part of the Homelite organization, ap-
pointed directly by Homelite and receiv-
ing all the necessary encouragement and
help. Although it took many months to
establish, the result was a well-knit, well-
trained, loyal and enthusiastic group of
nearly 1,000 dealers by 1952.

As new models have been introduced
and sales have increased by leaps and
bounds, a continuing policy of strength-
ening, and increasing the organization
has brought the number of dealers to ap-
proximately 2500 and has resulted in
good coverage of all the farm and forest

areas in the country. The Homelite Sales
Department is working constantly to
make this even more comprehensive. to
strengthen each link in the chain.

Training these hundreds of new dealers
each year has been an important project
handled. primarily, by the Chain Saw
Speeialists, working out of Homelite's 65
branch offices. These men are all carefully
picked for their background of forestry
or lumbering experience and are factory
trained in all the vital elements of the
maintenance and servicing of Homelite
saws. Their main job is setting up and
training new dealers and assisting all
dealers in their territory in all types of
problems, from how to file a chain to how
to operate a Homelite shop.

In this close-knit type of organization,
there’s a chance for an unexcelled two-
way, flew of ideas. Dealers, who have
eyery-day contact with the product in the
users” hands, have made valuable sugges-

Mions for” improvements and changes.

These arelstidied with great interest by
the faetory and adopted if they are con-

sidered to be practical and of universal

appli¢ation. On the other hand, the Sales

‘\Department and the Sales Promotion

Department are constantly passing on
ideas and material which will help the
dealer do a better selling job and increase
his profits.

ON-THE-SPOT TRAINiNG

In addition to the training given by the
Chain Saw Specialists, many branches
hold dealer meetings to discuss mutual
problems and exchange constructive
ideas. In one district a bus has been con-
verted into a mobile “Service School”
which goes out into different communities
and logging camps. The seats of the bus
have been removed. work benches in-
stalled and experienced and inexperienced
chain saw users “learn by doing”. Other
branches have used other types of mobile
instruction units. Customers as well as
dealers are welcome at these sessions and
learn how to service Homelite saws, how
to hle a chain to get the best cutting
results and how to trouble shoot the unit.
Reports indicate that this type of training
is very popular and successful.

This is the sales organization which
has brought the sales of Homelite chain
saws to the top. Though “Sawdust™ some-
times features a “Dealer of the Month”
there is no such thing as a typical Home-
lite dealer. Some have good-sized estab-
lishments with several employees, others
work alone. All, however, are part of the
whole Homelite picture, contributing,
through courteous and interested service,
salesmanship and keen knowledge of the
chain saw market, the vital secret of
Homelite’s success,




TOP LEFT — the EZ, March, 1956
. CENTER LEFT — the 5-20, November, 1955
3OTTOM LEFT — the 5-30, August, 1953

TOP RIGHT — the 7-29, May, 1956
CENTER RIGHT — the 17, March, 1954
BOTTOM RIGHT — the 26 LCS, April, 1951
AT BASE — the 20 MCS, October, 1949




"The Sky’s the Limit with
Homelite”, according to
Dealer Bob Wray, lefi, of
Tahoe City, California.
Here, ot Squaw Valley,
8,800 feet above sea lsvel)
he is presented Wit MOO
Bond by Dick Dodelin, right,
SacramentosBraneh Mangef.
The EZ was -
presénted to award

wififier Kennleth W:]snn awho,
Wwith his fether, {madesthe
difficult ascent with

the Homelite(men, by

chair liftL

Future Forester, Harry A, Houghton, (denter right) University of Georgia
recipient of a 1956-57 Homelite Forestry Scholarship is complimented by
(I. to r.) Gene McClellan, Atlanta District Manager, Billy Daniels of ihe
Russell Daniel Dealership in Athens, Ga. and Acting Dean B. F. Grant.
Mr. Houghton is an outstanding student with a fine personality and
great future potentials. He was very happy to receive the award,
especially since his two yearqold son just had o baby sister!

STORMS EROM“ALL OVER

Interesting stories and pietures are coming in from all over
these days. L tters fropenthusiastic owners 0{ new Homelites
sparkle with fr]endly words like “It far surpassed our expecta-
tions.” “T just can’t express myself how grand it is”, “You
should furnish rollenskates to kcep up with the Homelite”. “For
day after day trouble-free production cutting, the Homelite
can’t be beat.” Nice kind of letters to get!

Homelite displays are drawing the crowds at Fairs; Home-
lite floats are awarded prizes in parades: Homelite chain saws
keep winning sawing contests. Here are a few of the pictures
which illustrate the kind of activity taking place all over the
country, with dealers, salesmen and customers.

(At right) Prize-winner C. M. Smiley poses with pfeity Farest Queen
Eleanor Cammack at the Louisiana Forest Festival in'Winnfield, Loufsi-
ana, which was attended by 60,000 people in Ociéber. Mr. Smiley Wan
the $50 first prize in the 4 to 6 horsepower culfing) contest with his
Homelite 5-30. Homelite users carried off most of ‘the prize money,
with the 7-29s taking all the top places in the aver & horse power class.

A Fair Return for Interest is what Mr. Alvin E. Fry (below) feels he
received when he won a Homelite saw at the South Lebanon Fair in
October. He was one of many who visited the interesting displays set
up by Elmer E. Plasterer, Homelite dealer of Lebanon, Pa. This active
dealer also entered a beautiful float in the Halloween parade, complete
with a pretty girl and Homelite chain saws. It won first prize, naturally!

New Kind of Guessing Game was played at the White County Fair in Arkansas recently
by 7,348 people who were asked to guess how long it would take to reassemble the
Homelite 7-29 shown in the glassed-in counter. Guesses varied from 15 minutes to
24 hours. Actual fime if took Homelite mechanic Robert A. Walls, left, to put it together
and make a cut in a 24" log was 2 hours, 1 minute, 23 seconds. Dave Southerland,
center, Homelite dealer of Searcy, Arkansas, assists at the two hour broadcast which
wuas aired over KWCB. The fifty silver dollars in the case went to the winner!

L 4
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Dealers Present Christmas Gifts
To Eight Leading Forestry Schools

Two years ago at Christmas, a message
was sent to all Homelite dealers telling
them of a generous gift which was heing
given in their name to the whole country.
[nstead of sending individual gifts of no

permanent value to each of the 2000

Homelite dealers, the first Homelite For-
estry Scholarships were presented. An
award of $500 was sent to each of sjx of
the country’s leading forestry schools. at
the University of Georgia, Louisiana State
University. the University of Maine. the
University of Minnesota, Pennsylvania
State University and the University of
Washington.

Committees from these schools selegitd
juniors or seniors to receive the awands
on the basis of scholastic ability. flmangial
need. extra-curricular activitigs and” fu;
ture promise.

Last year two more scholarghips wee
added and distributed throtgh Michigan
State University and NorthCarahiffa
State College. The same eight Ngolleges
received the awards for the vear 1956-57.

So far. thirty young men have shared
these Christmas gifts from Homelite.
Their expressions of gratitude and their
desire to live up to Homelile's faith in
them have been very sincere. To quote
Trom a lew of the letters. ““T have been
lrying to work my way through college
and at times, of course, the way is diffi-
cult. This help from Homelite is greatly
appreciated and I will try to live up to
this award by endeavoring lo make a
good record in the field of forestry.”
“I was very much surprised and pleased
to receive this honor.” “I hope 1 can make

Christmas came early for John H. DeCoste, center,
and Theodore O. Hilbourn, right, of North Carolina
State College. Dirk S. Slikker, Raleigh Branch
Manager, hands them their Homelite Foresiry
Scholarship Awards.

a contribution to wood-using industries
for payment of the faith Homelite has
pul in my abilities.”

These young men are more than prom-
ising youngsters. They are already upper
classmen, specializing in forestry, de-
termined on careers which Homelite is
able to help them attain. Most of them
will undoubtedly stay in the forestry field
which is in erying need of trained people.

/Those who have studied the situation
say that there is a shortage of trained
foresters, with no improvement in pros-
pect for several years. There is a brisk
activity in the purchase of timber-hearing
lands by big companies and small inves-
tors. Seeding nurseries are committed far
beyond capacity in many cases, Industry
is fast bidding up remuneration for
[oresters while mechanization in the
woods and wood yards is proceeding
rapidly.

Homelite regards itself as a partner in
the forestry field as well as the forest pro-
ducts industries. for their success or
failure closely affects Homelite’s future.
Of greal interest, therefore, is the advance
that has been made in forest management
and preservation in the last 35 vyears.
Now. at last, this county is growing more
wood each year than it uses, ulilizing
more of each tree, finding many new uses
for wood and wood-pulp. The future
looks very hright. All this has come about
because there has been an organized ef-
fort to selve these problems, sponsored
by industry and private groups as well
as by state and federal agencies.

Homelite dealers, by giving a Christ-
mas gift which helps some of these future
foresters with their education as well as
by selling high quality chain saws which
are such vital tools for the farmer and
lumberman, are an integral part of the
whole picture.

Watch for an interesting announce-
ment Lo be issued soon which will widen
even farther the dealer’s share in the
tuture of forestry.




Fromy’Christmas Tree
Homelite Dealer of th

& Sends Greetings in Two

A welcoming greeting of “Bien venu!
Fntrez!” from cheerful Ed Smith, Home-
lite dealer of Tupper Lake, New York, as
you step into the cozy warmth of his shop,
has a mighty pleasant sound — especi-
ally if you're a French Canadian and
gpeak anly French!

Ed didn’t always speak French. He de-
cided to learn it about five years ago after
lie witnessed what seemed like a tragedy
to him. A French Canadian with cash

Q__Sﬁ), G* '!"9':‘
, to utilize all

niguey 11 his hand and a need for a chain
sawNin his mind came into a chain saw
shop (not Homelite) and couldn’t make
iimself understood. Result — no sale. Kd
Smith determined then and there that
he'd never lose a sale that way, or any
other way. so he set to work to learn the
language. As nearly 7506 of his customers
are Canadians, working in the logging
crews, it proved to be a very smart move.
His shop is the meeting place for all the
lumbermen when they come to Tupper
Lake. They swap stories, experiences ‘aud
feel completely at home. And théyshare
a common bond of enthusiism >~ {or

IMomelite saws. Letters or packages ard

sent to the lumberjacKs, % Bd Smith,
Tupper Lake and are pigked up there by
their rightful ownexs efenfually~Ldvhas
become a very wellknown apd ingpdrtant
member of thé community,

It wasn't always like thistand Ed will
be the firsito tell you about some of the
strugglestand, trials iéwent through. He
was born_and brought up in this Adiron-
dack, region &f wooded mountains and
blteslakes. Weyhad to start working in

the superior features of the
wgine. He quickly catches the spirit
he new wunits on shelves above the -

the woods at the age of thirteen, first as
a peeler, then later as a lumberjack. He
used a cross-cut saw first, then in 1945
he began using a chain saw and became
a real expert and authority on them.
That’s why he can sell with real convic-
tion the speed and casy-cutling qualities
of'a Homelite!

Leaving the woods, Ed got a job as
aclerk ima hardware store which sold
many brafid€ of chain saws. Ile learned
how_tg sgrvice and repair them. how to
makendeals and trades, how to know a
sgotchain saw when he met one. There-
fore. when Gene Carey and Jim Swan
were touring the area, giving demon-
stration of the 20 MCS and trying to line
up dealers, he was immediately interested
— although it was his bhoss, not Ed,
whom Homelite was trying to get, After
the boss had turned down the idea. Ed
asked for the dealership and was given it
several months later.

Ed recalls with humor those first
months trying to get his own business
started. Cash was very scarce and very
necessary! “I was always lwo jumps
ahead of the finance man with my 1946
Ford and always two payments behind!”
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e Month
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he recalls, “One night 1 just had to get

* some cash so [ walked across thevga to a

camp on an island at 12 o’cloCkeat night

to pick up a trade-in. [ kifpweheré L

could sell it and | needéd the/money!™

“I’s an ill wind” as thessaying goes,
and Ed Smith credits thetstart of Tiis stic-
cess to lhe terrible hlow-down of1951,
which levelgd gredt staiid®~efdtimber,
causing untold damage and“destruction,
There was an instant néedifor chain saws
to help in the clearitig and clean-up work
and Ed tried to Provide as many Home-
lites as possible, oveinight. The factory
had a hard time keeping up with the or-
ders from him. He evidently made many
fast friends at that time for himsell and
Homelite—[riends he has kept ever since.

Ed Smith gives a full share of the credit
for his success to his wife, Doris. “If it
wasn’t for Doris”, he says. “1 wouldn’t
have a thing. She’s helped keeping the
books and records, taking care of the ac-
counts. I couldn’t have done it without
her!™ Their success includes three lovely
children and a beautiful new home. “It’s
fquite a change from that ancient Ford to
my new Buick (and all paid for, too!)
plus a four-wheel drive jeep which T uge
to get into the woods for demonstratighsy
service and deliveries.” Q

To insure Lhis success Ed saydh“You
have to get out in the woodsand show
the saw and you have to gife serviée.” Ed
does everything within hig power to give
this service. His shop is equipped gewiake
all kinds of repairs. He saves oney for
his customers by repairing carbugetors,
tapping out defective jets, welding mag-
nesium and alaminum castings. This isn’t
just an 8§ to 5 operation, His shop is open
at all hours of the day or night in case of
an emergency.

Ed is one of the experienced and ob-
servant [lomelite dealers who frequently
suggest improvements in Homelite units.
Some of the changes which resulted from
this interested attitude were improve-
ments in the carrier handle brace and the
throtile shaft.

In his early days. Ed Smith used to do
a lot of demonstrating in the field. often
staying for days in a lumber camp, work-

ing with a Homelite saw toyar8ve what it
could do. He says, “Yoinnever carvell
what kind of busipess you will ‘do. Wou
know how they say{ he'll give\ydh the
shirt off his haele?} Well, Fyivgiven the
shoes right OfNGY feetein the name of
Homelite fecvice! A Lumberjack liked my
shoes =6 much that he had to have them.
[ warteduio keep(a prospective customer
bappy. S0 L/gaveShim my shoes in ex-
change for oues that were much too simall
for‘me. L darinear crippled myself get-
ling houre!™

Edfs Shop at Tupper Lake is really
quite a'place now, and so many customers
came to him that he doesn’l have time to

Aetbout in the woods the way he used to.

He carries a tremendous stock of parts
and plenty of new and used Homelites.
During the day, he and his repair man,
Fred. work on major repairs and recon-
ditioning of chain saws turned in for
trade. Then, late in the allernoon. after
work. the lumberjacks begin to congre-
gate in his shop. some wanting service on
their saws, others wanting to buy or trade:
and many others just wanting Lo, Faug
around in a congenial atmosphepenEd
takes care of them all so well ghat Poris
has a tough job getting thewnio clear out
and go home after the husinets is ling
since completed. _ J
When he first hecamefa Fomeliredsater
Ed had 1o hattle 8T sompetitiod ih the
form ol other make® ol chain.saws, but
no more! There just isn’t @y competi-
tion! Arownd Tupper Lake, Homelite is
considered the Cadilla®ohehain saws and
everybody wants one, If they can’t have
a néy Homelite ‘then they want a used
oifewLonsequently, Td does an exceplion-

ally profitable business on trade-ins. e
dees suchsexpert job of reconditioning

that he’s able to give a “new saw guaran-
tee” qn any used Homelite saw he sells,

It goes without saying that Ed does
a~hpe promotion job as well. Although
e is'umable to use roadside signs, (heing
Inothe Aditandack Park area where they
are prohibited) anywhere you go in the
vicinity fyou will be given Homelite
matches! At the annual Tupper Lake
Field’Day, Ed Smith sets up an exciting
Iémelite display and gives away hun-
dreds of balloons, yard sticks. matches
and even T-shirts and helmets. He always
has a colorful float in the parade and in
the log cutling contests Homelite has con-
sistently been the winner. o

His enthusiasm for Homelite is catch-
ing! He keeps reminding people that
Homelite makes the best chain saw in the
world and Ed Smith is the man who sells
them. Whether he sells them in English
or French Canadian, he’s doing an out-
standing job. So “Merry Christmas to
Dealer of the Month Ed Smith and his
[amily and also Joyeux Noel!”




Where Are Yb’“l,lf‘

L] o [
Scrip‘Dollars?

Are your ScripRollars out ‘working
for you or are they stuffedwin ‘the back
of a drawer? It’s ‘getting neax the end of
1956, remember, and your 1956 Scrip-
Dollars will only beshenored for adver-
tising appearingChefore Feb. 15, 1957.

The time is getting short so lay your
plans to use every last one of your 1956
Scrip-Dollars. Remember, for every dol-
lar you invest, you're getting two dollars
worth of advertising! You are doubling
your chance of interesting the right pros-
pects. informing the right people, making
additional sales. So get those 56 Scrip-
Dollars working for you before it’s too
late! '

This year, to make the Scrip-Dollar
deal even more workable, you’ll be getting
1957 Scrip-Dollars for your November
and December purchases. These will be
valid until Feb. 15, 1958, bul those 1956
ones are approaching the finish mark.
Make the best possible use of them far
better Homelite identification and jhgre
sales . . . use them NOW!

S PR E\NA'D
The Good Word

The good werd) is “Howlelite” of
course, audfhéne™® a newy inexpensive
methiod available to spreadithe word! For
dealers whaknow théyalue of reminding
peoplétover and dvet, dgain, one ol the
best methodswe'veshil upon is the new
Honglite TaekérSign.

With the words “Homelite Chain
Saws” i white on a brilliant red back-
ground, these colorful embossed metal
signs are 12 by 24 inches in size. They
hayeéwsix holes [or tacks (3 top and 3 bot-
fom) plus all four edges turned for added
strength and rigidity. Theyre weather
resistant, sturdy and durable,

Homelite Tacker Signs are easy to hang
on fences, trees and barns. They're small
enough to fit almost anywhere, yet large
encugh and bright enough Lo be seen for
a long distance.

Homelite Tacker Signs are packaged in
lots of 100 and may be ordered on the
enclosed post card for $28.00 a package
F.0.B. 5t. Louis, Missouri. For (luanfitzieé
less than 100, dealers should cohtagttheir
Homelite Representative. Supplits ard
limited, so gel your orderin Today !

Homelite Tacker Sign

Prize Winners, left to right, Don Dilley, Obie Dickie,
Ralph Dickie cand Nestor Trujillo pose proudly after
claiming their share of $200 in prizes at Monte
VistdmColorado.

Homelite Saws Take
The Lion’s Share

Bealers and local merchants of Monte

Vista, Colorado, made up a purse of
aver two hundred dollars for prizes for
‘the winners of the second annual chain

saw cutting contest held in conjunction
with the San Luis Valley Pure Seed Show
in Monte Vista on October 27, 1056.

All chain saw dealers and users in the
area were invited. Homelite was very well
represented by Bill’s garage of Del Norte,
Colorado, and IHomelite chain saws won
the greatest majority of the contests,
coming in first in the under 4 HP. class,
first in the 4 to 6 HP. class and second in
the over 6 HP. class, Fred While of
Lloyd’s Equipment, Denver, sent a series
of excellent pictures which he took him-
self and which reflect the excitement and
interest such contests create.

DEALERS \GET HOMELITE TRAINING
COMING” OR GOING

Dealer Meeting Sparks New ldeas. An all 'day meeting at the Hotel Severs in Muskogee, Oklahoma, was
attended by 31 live-wire dealers in September. If was carefully planned in advance by Lou Roy Faylor,
Oklahomua City Branch Manager. Bob Anthony, Assistant Sales Manager, Chain Saws, was on hand to

&

In the Chicago area, training is brought io the
declers in the form of o mobile “Service School”.
Work benches, tools and equipment are installed
in o remodelled bus. Seated, left, is Ray Marschalk,
Chicago District Manager. Instructor Dan Cook is
standing, right, and a serious group of dealers cre
paying close attention.
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