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PERSOMNTO PERSON

HOMELITI™

SALES CONVENTION

PORT CHESTER 1866

Dick Neal, Charleston, W. Va., gives o "Person to Person’ report.

SALES MEETINGS

In a whirlwind dash across coutttry;=Homelite’s top Marketing, Service,
Ingineering, Advertising and Promofion men conducted four sales mestings in
less than a week recently . . . infAblafita, Georgia; Greenwich, Connecticut;
Chicago, Illinois and San Franeised, Californial

The theme, as illustratedson these pdgesywas “Person to Person™ selling.
Effective presentations by Reberi S, Kennedy, General Sales Manager; Dennis
Bertelsen, Market Manager; Eorestry Equipment; Walter Herold, Service Man-
ager; J. Howard Maxwell=Jr.. Advertising Manager and Phillip J. Halperin,
Marketing ServicessManager inttoduced the two new saws, the XL-700 and the
XL-800. Plans te advertise arid promote them were detailed.

These meetings will beused as models on which dealer meetings in all parts
of the country@may be baséd<The news about Homelite's two great new saws
will spread irem dealeriol his customers “person to person™ until the whol
chainsaw field will kihow about them. /R

Spring Sales Message

ROBERT S. KENNEDY, General Sales Manager

Almost every facet of our daily lives involves us in sonie sort of communica-
tion. Communication carried on by our conversation, by radio, by television and
by various means of writing, informs us, enriches our lives and assists us in
making a living. Those of us whose living comes from selling, realize each sale
is dependent upon communication. Only when the prospect is aware of the bene-
fits of our products, will he spend his money Lo purchase them.

You can study the features of each new Homelite product. You can remember
them and learn by heart the benefils which each feature brings to the customer.
All this means nothing unless you lake the next step and communicate. to a real
life prospect, what those potential henefits can do for him-—and you have to do
the job convineingly enough to create a desire on his part to want to own and
Lo pay money for your product.

We asked our existing customers, through a questionnaire, what they liked
and disliked about Homelite chain saws they had purchased.

The answers came back indicating they liked the light weight of the saw,
but some preferred a saw that would have more power and run for a longer period
of time. We communicated with Homelite’s engineers and asked them to build
us such a saw.

The XL-700 and XL-800 are the saws your customers asked for. By means
of mass communication we have informed as many people as we are able to of
these new saws and their potential benefits. It now remains for you to communi=s
cate the XL-700 and XL-800 story PERSON to PERSON to each and ever,
prospect who will read or listen.

REMEMBER—c¢ommunication pays off !
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. iion O'Brien, Secretary to General Sales Mancger Robert S. Kennedy,

Less than 20 years ago, Homelita introdugedl, the 20 MCS,
the first lightweight one man chain saw_in thé field. Over the
vears, Homelite’s engineers/aveContinued, 16 design lighter
saws, well halanced and pawerfil, capable of cutting efficiently
without back-breaking €fforte on the part of the operator. As
we all know, the XL-12 wevoluti6iiized the whole chain saw
industry.

Some of our kustomers{iBspeeially the production cutters,
although full of praise for the XL saws, wanted larger fuel
tanks so theyeould cut l6nger without refueling.

Homelite has comeupawith two brand new saws. the X1.-700
and the XL-800. With double gas capacity and double oil capa-
city, plus many othéwexciting new features. The XL-700 has
a 4.7 cubic inch displacement and a manual oiler. It cuts 15"

PROMOTION PLANS

As always, Homelite is prepared to give these new saws a

“al send-off with an intensive advertising and promotion cafn-

~paign. There will not only be ads in all the leading lumbex,

logging, and forestry publications but also in most of the@arm

papers, in the sports magazines and in some other fA&tional
publications as well.

Radio and television will be used more frequently than evén,
on national hook-ups as this has proved to be.aningreasingly
effective medium of advertising. Promotion kit€ and a Sperial
Woodcutter’s kit will be available to dealerd ad d&Scribédbelow.
Everything possible will be done to aromse an’interest insthese
new saws and get the customers into thé'dealers’ shops. Tt’s then
up to the dealer to provide the “person o person’ selling which
makes a customer of a prospect

wolds up the new indoor-outdoor display banner which is in the promotion
kit for the new saws. The kits also include o colorful counter card, envelope
stuffers, descriptive streamers, radio scripts and publicity releases.
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NEW SAWS

hardwood in 12 seconds and 16" hardwood in 11 seconds. The
power and speed have to be seen to be believed.

Yet both saws weigh only 1414 pounds without bar and
chain; both will fell trees up to 5 feet in diameter.

The XL-800. in addition,to having the trouble-free, auto-
matic Homelite oil pump..is‘even more powerful, with a dis-
placement of 5.0 cubicnches, It cuts 157 hardwood in 10
seconds and 16" softwoad i & seconds.

Both saws are\béaatifully sigTad, well balanced and equip-
ped with all the latestfefinementsto make them run cleaner,
last longer and Beweasier to setyide and repair. Homelite dealers
will know, as, seon as ﬂ1§5y tey them out, that these two new
Homelite chdinvsaws gre, Just what their customers will want
to buy. Newresting onpasp successes here !

The new XL--800

NEW
WOODCUTTER’S KIT

A special offer of a Woodcutter's Kit, which the dealer can sell at a bargain
price to anyone requesting o demonsiration of a Homelite saw is a big
feature of the spring promotion. A $10.27 value . . . it sells for just $4.95.
Here, Sharon removes the useful items from the special kit.

The new XL-700



PORTABLE CHAIN.SAWMILL

Mr. Howard W. Trewhridge, opetating’ the one mcn Chain Sawmill which
he inventeds

A “chain gawmill’ weighing only 15 Ibs. in addition to the
weight of te saw_ i8 being manufactured by an invenlive con-
tract logger, Howard W. Trowbridge, at Sisters Bay, Oregon.
This might he of, séal interest to many Homelite dealers.

This unil turns out boards, ties and other dimensional items
and gives them a regular shape and satisfactory smooth finish.
Tt also does a good job of slabbing logs. It can be fitted on
any Homelite saw and is easily transported.

PSMA

As a member of the Power Saw Manufacturers Association
PSMA, Homelite works with other leading c¢hain saw ananu-
facturers to standardize procedures and térmig in the.chain
saw industry.

One of the most important achievements’of the asspciation
during the pasl year was the preparation.of six additional tech-
nical standards by the Technical Planning Committee. The new
standards cover Power Saw Cutting Rates, Conyversion Factors,
Spark Arresters, I'uel Mixture, Rower Say ‘Besition, Symbols
used in Power Saw Techmical Work, Chaifidaw [gnition Timing
and Wood Weights anid Hardnesses. These new standards have
been added to the previeug matefial\in the publication of the
1966 issue of the PSMA Techfiical Manual, copies of which are
available at $4.00 apiece from /the Executive Office of the
Association at 2217 Tribune Tower, Chicago, Illinois 60611.

The Technical Planning Committee is continuing its work
in the development of further standard procedures to be added
as rapidly as possible to this important publication.

The PSMA has elected as its officers for 1966 President
Robert E. Anthony of Power Equipment Division of American
Lincoln Corporation, Toledo, Ohio, and Lombard Power
Equipment Lts., Montreal, Canada, and Vice President-Treas-
urer, J. D. Mennell of Pioneer Saws, Ltd., Peterborough,
Ontario, Canada. Mr. Anthony is a former Homeliter, having
heen Product Manager and Assistant Sales Manager. Other
members of the PSMA Board are Donald C. Blasius, McCul-
lough Corporation; James N. Conley, Jr.. Beaird-Poulon, Inc.;
J. P, Maupin, Remington Arms Co., and Robert P. Straetz,
Homelite, a division of Textron Ine.

The symbol of PSMA, at right. is used on all printed

A Homelite chain saw is-fasterfed to one end of the two foot steel channel,
with @ winch on the other end.

The contrel ‘apparatus is & two-foot steel channel that fits
over a lwo by\fourand sefves.as an accurate guide for the saw.
On one end'ofthe steelpiece a winch has been fastened and on
the othefa ¢hain sawh
Mr. (Trowbridgenis™filling orders at $20.00 retail, f.0.h.
isterS Bay, Oregons/The wholesale price is $16.00, f.0.b.

[Tomelite executives who have looked into this invention,
regommend it highly and feel that many [Homelite dealers
would find it a useful item Lo have to offer their customers.

_—

material pul out by members of the association. This non-profit
corporation was organized; to stimulate and promote the
general welfare of the Power Saw Industry by any lawful
means; Lo provide a forum where members may consider indus-
try problems; to encourage research and development of
standards and sound practices in the interest of purchasers
and users; to promote the sale and use of chain saws: to collect,
compile and distribute statistical and management informa-
tion; to assist the industry in relations with government
agencies and the public.

SAWDUST




Exterior of new shop ‘The (Basin”

A conlinuing succecss tlory i€ being acted out by Mr. and
Mrs. Herhert Oliver, wwners of\the-Homelite dealership, “The
Basin,” in Sandpeint, Idaha,

Mr. Oliver started as a mechanic for the dealer in Sand-
point. In 1960she and(a partner, Mr. Merle Ames hought the
business and operatediil*as Ames and Oliver. In January, 1964,
Mr. and Mrs. Oliver agsumed full ownership of this dealership
and changed the namie Lo “The Basin”, Small Engine Special-

NEW
MARKET
MANAGER

Dennis ‘Bertelsen,

Dennis Bertelsen, formerly‘a salesmamin the Los Angeles
district has been appointed Market Manager, Forestry Equip-
ment. He replaces E. J. Oréuit’who i§ now Manager of Home-
lite’s Alexandria District.

Mr. Bertelsen was born and\brought up in Selma, Cali-
fornia and attended Fresno State College. He served four years
in the U.S. Navy as an electronics technician. He came to
Homelite as a mechanic in the Fresno branch, intending to stay
only a few months until he could go back to college. Instead, he
became caught up with Homelite and found it so interesting he
just stayed. That was eight years ago and after being a success-
ful salesman in Fresno he was transferred to Los Angeles as
a dealer salesman in 1959. During the past year he was sales
manager of the district and acted as an assistant to the district
manager. In this dual role he contributed greatly to building
and maintaining that district’s significant share of the chain
saw markel.

Mr. Bertelsen is looking forward to meeting dealers in other
parts of the country so that he can come to understand their
local problems and help them in every way possible.

JAMUARY-FEBRUARY-MARCH, 1966

Mr, and Mrs. Herbert OQliver, owners

Mr. Oliver and prospective cusfomer

ists. (An open house le celebrate this was mentioned in the
summer 1964 issue of #Sawdust”). Now, less than two years
later, the Olivers held, avgrand opening of their fine new cus-
tom-built buildidg. “Thevday’s deifvities included free refresh-
ments, door prizés and demgfistrations.

Theirs is pogrone of thelarger volume dealerships in the
Spokane apsa—getting igeer all the time. They must he doing
everything tighi! :

SE(LS TO SPORTSMEN

(™~ TN

Ken Hannay, partner in the sporting goods store, Hannay’s, of Minneapolis,
Minnesota, poses with a display of Homelite chain saws. They took on the
Homelite line about @ year cgo cnd thonks to a big success with the
“Swinger” offer last fall, they've found that sporting and chain saws go
very well together,
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F.F.A. RECEIVE SAWS' AND ASSISTANCE

FROM HOMELITE DEALERS

Having a fine, new Homelite chain saw to use piakes,voca-
tional agriculture classes much more interesting for gome lucky
Future Farmers of America out in Oregon. Their ofganizations
received the saws as gifts from some enterprising Homelite
dealers who took advantage of a special offer which Homelite
made Lwo years ago. Homelite offered t6 provide saws for such
apurpose at a special rate to the dealgf™The front-page publicity
which the presentations have receivad and the goedwill which
has been established with the hoys and “théir parents have
been more than satisfactorys

Both the Oakland High,School and the-Roseburg Chapters
of F.F. A. received saws lagt year from Carl Peetz, of Roseburg,

.Oregon, who has beéna,Homelite d&aler for the past eight

years. This year, when he replaegdithe saws with new ones he
made the front_page of the'paper again. The saws will be used
in the instruction of chairsaw operation. saw filing and mainte-
nance and the safe use of pewer saws.

Mike Nighols. of the Mike and Fritz Saw Shop in Myrtle
Creek, Oregongis apother dealer who has received fine publi-
city and good resulls by providing a saw for the Myrtle Creek
F. F. A. Chapter.

Mike feels that this aid has done a lot to familiarize future
chain saw owners with Homelite. Several Homelite chain saws
have been purchased by parents of F. F. A. members.

A third Oregon dealer, pictured at the right, is Carl Arney
of Coos Bay Chain Saw Co., of North Bend. He instructs the
F.F. A. groups with the saws he has donated, explaining how
to handle and service a chain saw and stressing safety measures.

“All I ask.™ he tells the young men of Marshfield;, Oregon
and Coos Bay, “is that you use the saw safely. Bring it back
next year and I'll replace it with a new model.”

“Army” Temple is the wife of a Homelite dealer, owner of
“Temple Rents” in Indianapolis. She and her hushand attended
aregional meeting of the American Rental Association last fall.

One of the highlights was a drawing for an XL-12 chain
saw donated by Homelite and Mrs. Temple was the lucky
winner.

“I would like to express my appreciation and thanks”, she
wrote to Warren Schroeder, a Chicago Salesman. “The XL-12
is a familiar item and [ was happy to win it™.

(-]

THE LADHESCEIKE HOMELITES, TOO

Carl, Arney, right, presenting an XL-12 fo Robin Johnson of the Coos Bay
F.F.A. Carl is the owner and operator of Coos Bay Chain Saw Co. His shop
is situated in one of the prime logging areas of the coast of Oregon. He's
been selling and servicing Homelite products for the past 13 years and his
operation has grown from a basement shop to @ $100,000 o year business.

Mr. Stewart Perry of Winthrop, Massachuselts, the recent
purchaser of an XL Automatic sent us a photograph of his
god-daughter, Winifred Everbeck. using the saw.

“The saw is so easy to use”, he wriles, “My god-daughter

enjoys using it to cut windfalls on the 214 miles of scenic trails =

through the woods on our estate in Maine. We live here for
two months in the summer and the saw is light enough to carry
back and forth from the farm to the city.”

SAWDUST
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THREE CUSTOMERS AND THEIR HOMELITES

SMALL MAN, SMALL SAW,.BIC JOB,

William O. Lovett, a Hotnelité dealer
of Weston, West Virginia, was so ‘im-
pressed with the job one'of his cusiéiners’
did that he took .a ‘picture wWith, Jis

“Swinger” camerd and sent it"in-to us.

B. ]. “Sharty” jOchletree, of Vadis,
West Virginia,wedt down a)42” poplar
tree with a super XL.\with very little
effort. The contrast ‘between the size of
the tree, as against the'man and the saw
is startling. Since this picture was taken,
Mr. Ochletree has purchased a new
XL-500 which he calls, “The Walnut
Hound™. The walnut trees must shake
in their rnutw when they see him coming.

RETIRED FARMER
When Mr. James Steinacher, of Milli-

gan, Nebraska, returned a questionnaire,
he enclosed some pictures of himself and
his XL-12.

“When I got the first XL-12", he wrote,
“it looked to me like a kid’s plaything.
I tested it out on this big log and it went

through it just like it did on the small

stuff”,

Mr. Steinacher is a retired farmer who
says, “I am a social man. I live.ofl the
edge of town and garden. I dén’hydnt to

sit down and count my fingéss in the

winter so I play with flomelite chain
saws. | think they are‘the best.”

OREGON ENTIIUSIAST

Another Homelite user who sent back
his questionnaire with a special note and
some fing color pictures was Mr. William
N. Charitbers of Haines, Oregon. (Sorry
that,thjs is not in color to show the blue

fmountains dfipthe hackground: Editor)

“Thisgis e’ with the plaid shirt”, he
writesa, [ & 76 years old and find
pleasurein sawing wood with a Homelite,
ndy aldTeliable 5-20. These pictures were
taken in my yard. The building is the

pamp house and part of the Twin Moun-

tains of the Blue Mountain Range are in
the background. These poplar trees are
about 65 years old.

™

VETERAN DEALER
RECEIVES PLAQUE

Walter Burrill, cemer, receives o plagque which shows thaty his company
have been Homelite dealers since 1949, At left is Robert ‘Wood, Field
Chain Saw Representative and Arnold McClay, veteran Homellte Scﬁesman of
Saranac Lake, N.Y. is ot right. Walter andthis brotheruAliare owners of
Burrill Saw and Tool Works of llion, Hevf"_‘{ork, dndwwere written up as
Dealers of the Month in Sawdust,/March,21961. In their 17 years as dealers
they have sold hundreds of Homelite chain saws, Yard Tracs and units of
canstruction equipment, and have aufine reputdtion for friendly and efficient
SerVIce

THE ELK HUNTER AND THE SAW

A column describing modern elk hunting in a Eugene,
Oregon paper, assigned the chain saw a valuable place in the
modern elk-hunter’s equipment.

“Nothing, including the rifle, is as helpful in many ways”,
columnist Pete Cornacchia reports. “It would be interesting
to know how many elk which died suddenly would be alive
today were it not for the power saw. For it is the key which
Myuickly opens roads blocked by windfalls which otherwise
would require hours of labor to remove with axe or hand saw.
It can clear a path to get a vehicle into where an elk has fallen
and it has even been used to quarter the animals so they can
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be brought home more easily. Around camp. of course, the
chain saw will remove the threatening snags and will cut a heap
of fire wood in no time at all. It’s one tool, no elk hunter should
be without.”

Chain saws have been used more than once to clear a path
through lodge poles or larger timber which stand between
vehicles and downed elk.

A group of Oregon hunters recently brought back five buck
elks from a hunting trip because they were well-equipped, effi-
cient and hunted in country which they knew well.




Exterior view of the T. & A. Equipment Co. in New Oxleciis, Lovisiona

Art Adame=antl_Alex Theriot, owners of the Homelite
dealership, T A Eqmpmcnt Company in New Orleans, Louisi-
ana, gol a big salés assist last year from Hurrican Betsy, who
blew lots of Homelite chain saw. pump and generator business
their way.

However, they both contend that they can equal last year’s
gales without the help of any old hurricane and hope devoutly
that Betsy was the last of those destructive ladies to swing iuto
town for many years to come.

They have been operating T & A Equipment sinee the
Homelite branch in New Orleans closed down about three years

Display room, T. & A. Equipmént

Alex Theriot and Art Adams, pariners Mrs. Tommie Adams, office mecnager

The whole team

ago. Both men formerly worked for Homelite . . . Art Adams
as a salesman and Alew Theriot as service manager. When it
was décided that avdealership be established, the\ jumped at
thefopportunity, To say they have been successful is an under-
‘statement.

They operate’only in the City of New Orleans. which has
a metropolitan populdtlon of about a million people. They are
assisted by Art’s attractive and efficient wife Tommie. who runs
the, office; tvo salesmen; a parts man and three service me

By using their Homelite training and experience. they ha
been able to build up a record business and a fine reputation a.
the same time.

at T. & A. Equipment Art Adams with C. Creel and T. Bolster

Mechanics H. Lee and M. Schmidt in shop

SAWDUST




CALIFORNIA DEALER
” BELIEVES
IN

ADVERTISING

-

i

Mr, Bradford with the statue of Paul Busivamall lighted up for Christmas

Andy Bradford, owner of Bradford Power Tools in Place-

ville, California believes in advertising and promotion. He’s

f found that the more people hear about you, the more they're
apt to remember you and come in for all their chain saw needs.
When Mr. Bradford had a shipment of XL-12s arrive, he

had a photographer take a picture of him just starting to cut
down a large tree. Someone held a stop watch and eight minutes
later. Mr. Bradford posed again (see above right) with a neatly
stacked pile of logs. The two pictures were used as a basis for

a very effective ad. Seeing is believing—and the prospects
crowded in to see the little saw that could do such a big job.
His shop is well known in the area because of two large
ﬁcarved figures of Paul Bunyan and his blue ox, Babe, which
sland outside. At Christmas time, Mr. Bradford put Christmas
lights on Paul and at night he looked like a decorated tree.
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Ms. Bradford, after felling a tree and bucking it in eight minutes

Mr. and Mrs. Bradford, outside their Homelite Shop.

There was favorable comment in the local paper about this
... all good publicity.

Another occasion which hrought favorable attention to
Andy Bradford and Homelite was when a new highway was
opened with much ceremony and speeches by local and state
officials. A huge log had been placed across the end of the new
section of road. Andy Bradford cut through the log with one
of the first big XP-1100’s shipped to the West Coast. He used
a 50" bar and cut the log into huge sections which were loaded
on a truck and taken to a sawmill, two miles away. [t was a hig
day for Bradford Power Tools.

Andy Bradford and his wife Pearl cover the business them-
selves. They both feel that the more good advertising and publi-
city you can get in this kind of business, the better your sales
will be. Their sales records prove they're on the right track.
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HARTMANN & SONS

PLAN BIG

YARD TRAC SALES

Mrs. Hartmann ond Nancy Metzgar in office

When Ray Hartmann & Son, Homelitewdealers in., Bast
Stroudsburg, Penna, do things, they do @hem in_a big"way.

Recently, they decided to gel a new(sioek of Honfelile Yard
Tracs. Tnstead of waiting to have them deliveped, théy drove
their own 10 ton truck down to the,Homelite plant in Greer,
South Carolina loaded 18 of thélatest Deluxe models on it and
drove back to the shop with theth. They-expéet to sell them with
no trouble.

Their move from theiz/origingl harn shop to a fine new
building was recorded in “Sawdustin 1964. Since then they
have continued to grow and pesper. They now have nine people
working for them in addition to the three hardworking partners
themselves, Ray Hartmann, his son Roger and his son-in-law.

ARNOLD’S REPAIR
HITS JACKPOT

John Arnold of Anold’s Repuair Shop, Marietta,
Obhio; at right, is shown presenting one of 12
Homelite chain saws to the purchaser, K. L. Moore,
of Belpre, Ohio. Tony Arnold is at left. Since then
he has purchased eight more. The saws will be
used to clear over 100 miles of the bank of the
Ohio River. Literally thousands of people will
see Homelites in action.

i

Eighteen Homelite Yard Tracs ore displayed bysHastmann and Sons in their spacicus showroom,

A Hartmann @nd Sonstruck went right to the factary in Greer anl picked up a load of Yard Tracs.

Clyde Hallett, They sell farm machinery in addition to chain
saws, mowers and E-Z-Go Golf Carts.

Mr. Hartmann once sold 8 Homelile saws in two hours! Two
or three people came in to buy saws at the same time. The other
five who were in the shop listened to the sales talk and became
so interesied and excited that he made 8 sales. At least two of
these people had no intention of buying saws when they came
into the slore.

They solicit new business constantly. with newspaper ads,
radio, direct mail, roadside signs. They also have dispiays at
[airs, where they haul logs in and demonstrate every lwo hours,

I’s an inspiration to see how successfully this hardworking
team continues to build sales and goodwill in the 30 mile area
they cover.

HOMELnE
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William Welsh. Jr. is Homelite's new Construction Equifmrent’ Markel Managor
nd he has already plunged into his job with the enthusiaSth, and energy which are
characteristic of him.

He’s been in the conslruction equipment field during’all of-his business career.

He attended DePaul University in Chicago, then stafted\sélling coustruction equipment

in that city. He served in the U.S. Air Force ddring the Wat as a flight engineer in the

Pacific Theatre of operation. He joined Homelite 4n 1953 and became an aggressive

and highly successful salesman for the Chicago Distriét Office. He became Chicago
Branch Manager in 1957. He resigned 1960 to beeome,a pariner in a construction
equipment dealership, still handling the Homelite line He came back with the Homelite

‘ office in St. Louis in 1965 and tooklover his present job at the first of the year. His
long experience as a salesman avtha) dealer should prove very valuable to him and

CONSTRUCTION EQUYPMENT CORNER

Canum, owners

to all Homelite dealers who handle the consituction equipment lines.

William Welsh, Jr.

CONSTRUCTION SERVICE & SUPRLY

_ft to right, Gene Rickard, Walt Ferritur and Ken

In business for only a year, Construction Serviee ‘and
Supply in Denver. Colorado, have been doing a fine job selling
Homelite equipment.

Dan Cook, of the Homelite Denver office sexftvin these pic-

tures of their operation and gave a few reasohs-tor their su¢-)

cess.
“These hoys-are all backed by yearshél €aulstruction gqtiip-

DID YOU KNOW?

Many have asked, but few have spoken. Maybe this isn’t
completely true. bul we are here i answer to many recfuests
far some kind of assistance in the manufacture of special
application equipment.

Your contribution to this end of “gelting something done
on a small scale” will be greatly appreciated. To tell you more.,
perhaps an example would make it clear. Would you like to
move those XL-100's that you have in stock?

One Homelite district. Charlotte. thought of a way. Some
already know of the application—grinding bulldozer and
scraper blades in the field. It was dene very successfully, The
only hitch was that it took too long for everyone to be aware
of this application. Some still don’t know, but would like the

Hx_nformatiun. Perhaps, with your help, a change can be made.

Ne can act as a clearing house for new ideas received from
the field. Many good ideas fall by the wayside for lack of com-
plete information or high cost due to low volume. Can we
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Chuck Shanks, Denny Gollins, shop and Larry
Vath, office managers \

Homelite construction equipment display in fine
Denver shop.

ment sales in and around Colorado, Wyoming and South Da-
kota. They are the best to be found.”

Gene Rickard. Walt Ferriter and Ken Canum are the
dynamic partners who not only sell but also rent out Homelite
construction equipment. They are assisted by Larry Vath, office
manager, and Joe Wood, office; by Odel Pace. sales and by
Denny Collins, shop.

by William Welsh, Jr.

change this fault?

With the new emphasis being put on construction equipment
and the billions to be spent in the next five years in the con-
struction industry, perhaps we can get the jump on competition
as we did with the XL-12.

Let’s get behind the “new look™. Get that new idea or appli-
cation to us. The one someone else sends may be the one that
helps you.

We would like Lo run this columm in every issue of Sawdust
filled with suggestions sent in by our construction equipment
dealers and salesmen. If you have found a new application for
any Homelite product, pictures or drawings will help make il
usetul to others. 1f a customer of yours would like to use his
Homelite equipment in a certain way but you do nol know the
special application equipment to suggest. let us know about it.
If we pool our ideas we can be useiul to dealer and eustomer
alike.

11
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TROSANSBEAR )
AND.GIRL

Trust the staid British to come up with the exciting displays! Above, is a beautiful display which
Teojan Works, Hamelite distributors in England, used recently to atiract faverable aftention to
Homelife products. The model, at left, posing with the Canadicn bear, insists that she has some

Indian.._Eilqu. The pine trees, ferns and Indian teepee give o very duthentic touch to the back-
ground.

J. Scott, tree lopper and felling contractor of Great Bookham, Surrey, Eng-
land is shown using his Homelite chain saw to cut out the sink of a giant

HOMELITE/IN ENGLAND

Trojan Works, Homelife’s distributor in Great Britain, sent this picture out™™%

with a publicity release about the XL-100 circular saw. It shows a man using
elm. This 250-year old tree was 100 feet high, with o 46 foot quarter girth. "the new petrol-driven Homelite XL-100 circular saw to cut a four inch steel
Mr, Scott said, “I've never come across anything the squal of Homelite.”

12

girder on a demolition site.”
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WHOSSAND: “NOBODY BUYS

by-Dennis Berlelsen, Marketing Manager, Forestry Equipment

We said it<—and/you probably have said it yourself. But we have been
ehiecking araundNately and discovered that more and more chain saws are being
s6ld in the"Smigier than ever before. This fact rased two questions: First, what
dealers are'selling these chain saw?

AND
Second, who is buying these saws?

To get the answers to these questions, we went to those dealers who are
selling more chain saws during the summer and asked them, “HOW DO YOU
DO IT?” Practically all the dealers interviewed, started by telling us that they
hadn’t always sold as many chain saws in the summer. In the past, they had noted
that many customers were looking and shopping for chain saws in the summer
and talking of buying in the fall. When fallicame around, however, the summer
shoppers had already purchased their sass. Qur dealers decided to go after their
share of this summer market.

Theystarted by asking themselves, what have I been doing wrong? Study-
ing rheir stores and their sales presentations, the answer became evident. They
had.been unconsciously telling their customers to buy in the fall. If a customer
was/shopping for a chain saw and asked about a Homelite chain saw in July,
they would give him a brief run down, the price, and a quick “When you are
ready, this fall, come back and I'll show you how it cuts.” The dealers had taken
down their Homelite chain saw promotion material and let their chain saw
display dwindle down to practically nothing. Even their Homelite salesmen
talked only about sales promotions for the fall season. They realized that the
prospects for Homelite chain saws were there all the time. but they weren
making a positive selling approach. So—they did a complete about-face.

Now these dealers have a year-round chain saw program. It includes traffic-
building advertising, adequate displays to give a positive sales image. plus a good
running demo with a sharp chain and a green log to cut. Their stores and
personnel were prepared to take advantage of the resulting iraffic. Many dealers
said that it was easier to get prospects to take time for a demonstration during the
summer and they were amazed at how many prospects were turned in to Homelite
owners by the demonstration.

An interesting sidelight was the fact that some of these successful summer
dealers were new dealers. They hadn’t been dealers long enough to be told that
they couldn’t sell saws in the summer. Beause they were new and just didn’t kno 4
they had sold a great number of saws during the summer months. Now it is quite
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ifficull to convince them thal they can’t sell saws during the
T summer.

Our second question, “Who is buying all these chain,saws
in the summer?” produced some familiar answers and. a few
new ones.

The professionals were the largest group“seftrred, to by
most of the dealers. These were the loggers and pulpweod cut-
ters plus, of course, the contractors who'have their psak season
in the summer. Although the loggers in most cases'do their own
shopping for a chain saw, many gentfagtors relipominformation
delivered to them or their purehasing agents. Many successful
dealers located contractorgand bitroduced thémselves and their
products. At the same tinte they left them an up-to-date catalog.
Do the contractors«in Your arda have up-to-date Homelite
product information’?,

Another summer customer for these dealers was the local
government purchasing agent. The fiscal year ending June 30
and beginning July 1 offers two opportunisies for éhéi'ii_l saw
sales. Any money remaining from the durrént year is used to
buy products which the purchasing agent ¥eels willupdate his
equipment. At this time also, the dealér brouglit néw catalogs
and tried to get Homelite produgts spétified-in_the new budget.

Another answer we often réceived to out question, “Who
is buying chain saws in the simimes? " wag “the farmer.” He is
a year-round important market €or Homelite products. Annu-
ally he represenis just as large a“portion of the chain saw
market as the professional. He is a customer for Homelite
pumps and generators. as well.

The comparatively new group of customers we heard about
were in all types of businesses and jobs but all seemed to have
two things in common—first, each owned his own home, and
second, each considered a chain saw a useful household tool.
They talked about a chain saw and its uses as they would
a power lawn mower. a cut-off saw or electric drill. One particu-
lar type of homeowner was the man with a fireplace who had

sen buying his firewood. Our dealers discovered he was a
natural for a Homelite chain saw because of the money he
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CHAIN SAWS IN THE SUMMER"?

would savenOther homeowners that wanted to prune, remove
treed, orclear brush on their property found buying a chain
saw less expensive than hiring it dene or renting a saw.

There were homeowners who were also sportsmen or
campers. They took their chain saws with them when they
went camping. Today’s camper is well-equipped and has a con-
siderable investment in materials to make his time outdoors as
pleasurable and free of chores as posible. A chain saw reduces
the time spent cutting firewood from hours to minutes. It is
also a useful tool to assist in building the campsite. Home-
owners with second homes or cabins told our dealer that they
get double duty from their Homelite chain saws.

All in all, we found that during the summer there are
a great many people thinlang,about buying new chain saws,
but they just need a littléyhelp deciding. Our dealers who

specialized in summer sales helped these people make their
decision with:

A traflic-building advertising program, keyed to get
a shot at these prospects.

An attractive chain saw display to get them thinking
chain saws.
A demonstration of a good running saw cutting a log.

Calls on purchasing agents of local governments and
contraclors to get some annual business.

Sales presentations showing why the prospects was
wise to buy NOW . . . how he could save by buying
now.

Asgking him to buy or suggesting he take it along
today.

You can join these successful dealers and increase your
summer income by doing what they have done.

Prove to yourself that chain saws are sold the year round
and prepare yourself, your personnel, and your store to take
advantage of this opportunity.




§ SAN FRANCISCO AREA

CLASS I PRIZE WINNERS
Redwood Chain Saw, Forc Bragg
Simon Stores, Oakland
Leonard Bugna & Sons, Menlo Park
Hircheocks Garden & Tool, Campbell

HONORABLE MENTION
Western Chain Saw Co., Eureka
Lewers & Cooke, Honolulu, Hawaii,
Gardeners Aid, Santa Rosa
Wilson Saw Cemer. Rio Dell
g'wam ng.é:e Chain %zicw Twaiti Ham
tanton Equipment, iah  (

CLASS II PRIZE-AYINIERS'
Hoopa Saw Shop, Hoopal
Appliance Sales, Modesto!

Davis Saw Sennce Qam.Rapﬁael

Clarence F Fren(h Garbetyille
NORABLE MENTION

Diablo REnta.l Walnur Creek

Ritz Tractoc, Naga

Oakdale Sharpening, Oakdale

CLASS TIT P S WINNERS
Willis Hardware, Whillits
PacificsSaw Works, Oakland
HON@RABLE MENTION
WOrick Saw Orick
& H Tobl E’gte{' Brentwood
Swede’s Saw, Shop, Salinas
Powér Tool &"Saw, San Leandro
Duange “B. Russell, Calistoga
Glenns, Saw Shop, Mission San Jose
CLASS IV PRIZE WINNERS
Yackey’s Nursery, Napa
Garretrs Hardware, Healdsburg
/ HONORABLE MENTION
Mobil Saw Shop, Richmond
Bergers Equipment, Martinez
Squerie Bros,, Morgan Hill
CLASS V PRIZE WINNER
Pete's Hardware, Castro Valley

NORTHERN CALIFORNYAN DEALERS_

WIN TOP PRIZES |

Every year. Homelite dealers in the
San Francisco and Sacramento areas
wait eagerly lo hear which ones came
out winners in the annual sales contest
conducted by the Districl. The quotas
given to each dealer are something to
shoot for and those dealers who shoot
way past their quotas are hopeful of
ending in the money.

This year was no exception and on
these pages we list the names and some
of the pictures of the winners of the 19635
conlest.

“dt was a battle royal to the end” said
Rebert C. Glidden, District Manager in
announcing the results. “Thanks to all
for the wonderful year of 1965.”

Bert Simon, at left, president of Simon Stores, Ockland Califarnia, is pre-
sented with the 2nd Prize in Class | by Mick Hobbs, San Francisco Salesman.
Dividing the dealers into classes according to the size of their chain saw
operation made a more exciting contest this year.

First Prize in Class Il went to Hctrry Farseglan af Willitss Hurqure & Bul'ldmg
Materials Co., of Willits, California. Bill Wahl, San Frncisco Salesman, makes
the presentuhon. This was one of many wmneré Wwho alsa received a prize
in last year’s contest.

R SACRAMENTO AREA

CLASS T PRIZE WINNERS
Dupont Power Tool Co,, Quincy
Georges Construction, Oroville
Nomellini Tool Renral, Stockton
Houston Car & Home, Yreka
HONORABLE MENTION
Chets Chain Saw, Red Bluff
Stroups Chain Saw., Redding
Bert See, Nevada Ciry
Bradford Power Tool, Placerville
Butre Pump, Chico
Sierra Saw Shop, Aubur
CLASS II PR[ZE WINNERS
Robert Wreay, Tahoe City
Wright's Garage, Lodi
Spinetti Bros., Jackson
Eilt's Garage, McArthur
HONORABLE MENTION
Auto Elecric, Reno, Nevada
Fichter & Sons, Corning
Eilt’s Machine Shop, Susanville
CLASS III PRIZE WINNERS
Commercial Hardware, Reno, Nevada

F. J. Repair, Fort Jones
Fourth St Machine Shop, Alturas
HONORABLE MENTION
Amos Merz, Woodland
Thomas Aute Parts, Orland
Hermans Saw Shop, Happy Camp
Cain’s Saw Service, Tahoe Valley
CLASS IV PRIZE WINNERS
Sterling May Co., Woodland
Bob Rains Rentals, Fairfield
HONORABLE MENTION
Western Auro Store, Colusa
P & H Auto Parts, Fallon, Nevada
Paul's New & Used, Elko, Nevada
Twin Sales & Service, Willows
Gridley Growers, Gndlev
Luttig & Severson, Sacramento
Bar Hein Tractor, Sacramento
CLASS V _PRIZE WINNER
Tallman Lumber, Winnemucca, Nevada
HONORABLE MENTION
Folsom Saw & Mower. Folsom

Dick Dodelin, at right, presents the 1st Prize in Class 1l to
Dennis McKeeman of the Robert Wray Co. of Tahoe City,
just as he was leaving by snow cat fo deliver an XL-12.

Lot
Bob Rains, of Bob Rains Rentals in Fairfield, California, A Do
out with his Homelite station wagon, selling chain saws, Ma
when he was presented with his 2nd Prize, Class V. Spi




Dexter Kawalmacher, at left, owner of Redwood Chain Saw in Fort Bragg,
Galifornia, has a right to lock proud as he receives his 1st prize in the San
‘Francisco area from San Francisco's happy-locking salesman, Bill Wahl,

Stephen Selfeczki, in front, his father Frank, at
left, and Ernie” Selmeczki, center, accept their 1st
Prize in Class, V/from Mick Hobbs. They operate
Pete’s Hardware in Castro Valley.

Den Modena, of Garrett’s Hardware in Healds-
burg, California, accepts his 2nd Prize in Class
IV from Bill Wahl, Salesman. He's already plan-
ning on winning a prize for 1966.

Proud of their 2nd Prize Award are the three
partners who operate the Pacific Saw Works in
Qakland. From left to right, Mario. Ponchione,
Bill Alara and Bruno Ponchione.

Receiving a 2nd Prize in Class Il are Doyle Banks,
left, and Fred Wild, center, parters in Appliance
Sales &, Service of Modesta. Mick Hobbs, Sales-
mang, does, the honors.

Al Hitchcock, at left, above, is proud to accept
his 4th Prize in Class | from Mick Hobbs, San
Francisco Salesman. Al is owner of Hitchcocks, the
Homelite dealership in Campbell.

First Prize in Class 11l goes to Tom Hergan Roland Doneux of Nomellini Tool Rental in
of Commercial Hardware, Reno, Nebraska. Stockton tries hard to win a prize each year.
Tom is shown at left accepting the prize Here he receives the 3rd prize in Class |

Spif®e [oft, and Dick
Imento Branch
ager, are dwarfed by the
etti Bros. Homelite sign.

Bill Wright, of Wright's Garage in Lodi,
California at left, is presented with the 2nd
Prize in Class Il by Dick Dodelin. Bill was
a winner last year as well.

from Dick Dodelin, Sacramento.

from Dick Dodelin.




William Ramsey, at left, ‘Homelite dealer of Calvin, Pennsylvania, shows
a customer the many different _models \of Homeite chain saws which he
stocks in his fine, new shop.

FORMER “HOMELITE USER BECOMES HIGHLY
SUCCESSEUL HOMELITE DEALER

When"William (Ramsey, of Calvin, Pennsylvania, was a
teen-ager, not #hany)yéars ago, he started cutting pulp. It con-
tinued to be hisyoceupation, off and on, and he came to use
Homelite chain saws, which were always fast, easy-to-handle
and efficient.

“I liked to work on Homelite’s, too,” says Mr. Ramsey
who has a mechanical turn of mind. “When I got my back hurt
and wasn’t able to continue warking in construction or pulp-
wood cutting, I decided I would like to work on Homelite chai
saws and sell them.”

So, early last year, William Ramsey became a Homelitg
dealer. According to Don Sineway, Manager of Homelité's
Altoona Branch, “In one year as a Homelite dealer\he has
worked the chain saw business in his area so well that he has
virtually wiped out competition. He has just abput deubled‘the
business. Mr. Ramsey built a fine new shopwin\Calvin. where
he can display a full line of Homelite chdin-saws and(several
Homelite Yard Tracs as well.” _

The seeret of his success liesydnthis statement’ of his
business philosophy. “I do enjow!mwavork "nd work from
7 o’clock in the morning until 9:30 or 10 o’eloekvat night. My
desire is to build my businessuntil Homeliteswill go far in the
future. I do everything.l ganthink®f=tartry to build my
business.” [
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“Don’t take my word for i, says Mr. Ramsey, “I'll demonstrate how fast
it cuts and let you take a turn next so that you can see how easily it handles.”

-]

The customer seems to like theqnew XL-800 and Mr. Ramsey points out the
features which guaranteeymare ‘power, longer cutting and top performance
at all times.

Typical of thesppertunities he has seized is something that
happened last summer? A localdarmer asked Mr. Ramsey to sell
peaches for him.\Instead 6f taking a profit on the peaches, he
asked the farnier to paywfor.some radio advertising on a local
radio staljon. Theyvadyertised both Homelite and the peaches
and got Yery good results . . . they sold all the peaches and
seyeral saws asAe[ll Many people came into the shop to see
this muusual gombination.

In addition to being hardworking and ambitious, Mr.
Ramsey-is a.good business man who knows the value of promo-
tiomand ddvertising. He uses radio, newspapers and TV, plusa
foadside signs and Homelite decals on his truck. He also know:
the, advantage of paying his invoices promptly and having a
good credit rating.

Having established himself as “Mr. Homelite” in a 14 mile
area around his shop in Calvin, he can handle most of his
business in his shop. However, he occasionally goes out into the
field in his Homelite truck to deliver a saw or to check on his
customers’ needs. It’s a busy life but one which he enjoys more
every day.

Mr. Ramsey is 35 years old, married and the father of three
sons., Plenty of incentive to keep a young man hustling to secure
a good future for his family.

“I hope we can all work together and build Homelite’s
name higger and bigger,” says William Ramsey.

- e IR 7 fEps - Ke{uw“""" i — s o i

-

e

The customer is sold on the new XL-800 and William Ramsey promises to
check it over and deliver it o him in his new Homelite truck, the next day.
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What's New

“in Construction Equipment

The above photo shows cn XL-120 equipped with o speciai shoe to allow

Bosion the saw fo slide along on a 2 x 4 crossmember when cutting 3" flush shoring.
By turning saw on its side, weight is carried on shoe, guaranteeing straight

Sqlesmqn cut with no binding. Sent in by Frank Marshall of Freeport, L. 1.

Develops

Avutomatic

Switch

for

Electric Pump

Dan Dilger. ahove, ol our Boston District, submitted the
drawing and specifications, shown below, for an automatic
float switch for the submersible pumps. He used a Square D Cao.
Class 9036, GG-2 switch. The SP-1 to which this switch was

attached has been on 24 hour continuous duty sinee June 1965.

s & o . - Asid ;drwt“ "

Variations of this set-up can easily be designed to fit your Depny McWilliciis, St. Poul Salesman, is shown above at a recent Sales
own installation on construction sites. Thanks to Don for Meeting, using'® Paying Breaker on two 5' by 10’ concrete slabs. These slabs
; were totally 'dembdlished to hand handling size chunks in less than an hour

“ Maaking it easier and for passing the word. usingthe PBB5"and the PRSS.

Suith (see sp.eu)
N

4o curredt

.’ﬂ 5 l-:l'h‘n -

T
A STEEL 10
| o [CovER 4
ViEw Ak
— W' sTEEL Lyt wlakiise
Jy STEEL _— Re: . .
00 Above, Bill Welsh, Marketing Manager, Construction Equipment, demon-
1%/32, strates o diamond blade and water attachment for the XL-100 being used to
oeb Y " ’
ﬂ““’é’_"l b, score rock about 17" deep, at the rate of one foot per minule
% ! In North Carolina, Richard Burchett sold this 45 TP3 Trash Pump for liquid

asphalt transfer operation. It handles 4400 gallons of asphalt of 150 to

FleaT 600 viscosity in 14 minutes at 115 to 150 degrees farenhesit.
23" Circurifiant =

sukh L

SAME
as
. above

™ L
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NEW MEXICO DEALER
REPORTS ON HIS
CUSTOMERS

E. W. Mitchell, owner of Mitchell Seed & Grain of Roswell,
New Mexico, rests in his favorite chair with his dachshund
Eric Von Stahlhaus after a long day in the mountains.

What kind of customers buy Homelite XL-125? Our dealer
in Roswell, New Mexico, . W. Mitchell. called to our attention
three of the men to whom he has recently sold these great little
saws. They sounded so interesting that we couldn’t pass fip the
chance to introduce them in Sawdust.

One is Peter Hurd, a top-flight American artist who is cur-

rently finishing a portrait of President Johnson~wlhich was
commissioned by the Johnsons. This is his third pertrait of the

President. One appeared on a Time Magazine cover afid the
second was painted as the official White House portrait,,
Mr. Hurd is also a polo player, guitdrist) linguist ‘anid/all-
around citizen who lives on a half-mile square mnch at San
Patricio, New Mexico. He plans to use the XL-12 on his apple
orchard and his woodpile.
Another XL-12 owner is Blﬂ Langnegger three-time

Peter Hurd, one of Mr. Mitchell’s famous chqm saw customers, puts the finishing toudhes
on the partrait of President Johfison ivthe picturesque living room of his adobe hacienda
in San Patricia, New Mexicaf

president Gfihe New Mexico Farm Bureau. He operates four
large, irrigated farms, one ranch, one cement block company,

one.oildnil I and he feeds 8000 cattle the year round. A ]ncture'..\

gtory, of his operation would show a factory, not a farm . .
with beef the end product.

Proud owner of two XL-12s, one with a 127 bar and one
with a 16" bar, is Bert Pfingsten. He owns a ranch in the
Bonita Valley with better than 20,000 fruit trees, most of them
apple. He says. “the Homelite saws are the very best. use the
least gasoline and are so light they can go right up in the trees
with the pruner.”

Mr. Mitchell, who is the owner of Mitchell Seed & Grain,
a business established in 1917, evidently knows his customers
and their needs well. He is proud to sell them Homelites.

DEALERS DECORATE BOOTHS FOR HOME SHOWS

McMillan Brothers Company, Homelite dealers in Salisbury, Maryland, put
up this simple but effective display at the Better Lliving Exposition and
Home Show, held in Salisbury April 1-3, 1966.

8

Using saws, banners, posters and other promotional material, Jim Thon.
Power Equipment of Poughkeepsie, New York, put up this lively display
at the Duichess County Home Show recently.
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NEW:'SAW ~
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Waorla's First .
Chain Saw with
. Solid Siate lgnition

Swhz:h shawn

Latest member of the XL family is the XL-850, which features a real ignition
triumph. This is the world’s first chain saw_without hreaker points . . . with salid
stale ignition.

This new ignition works very muchias'an ordinary magneto does except that
it electronically breaks the circuit_to pI'G\'lﬂe a spark with an electric switch
which has no moving parts. All ighittow TailupeSdue to wear. corrosion. pitting,
misalignment or improper adjushment of meviig'parts are eliminated.

This tiny switch does its ]@hﬁmmenm and tirelessly. Solid state ignition will
increase spark plug life, enging efficiency and reliability and will make the XL-
850 very easy to start, !

In addition to this revolutionary new ignition, the X1.-850 has all the out-
standing features Wwhich’ 'charaﬁiuriﬁe the latest models of the XL family, the
fastest selling chaimsaws in the, world. Tt is lightweight, fast cutling, with double
the gas and 01] gapacity. [nhas\both an automatic chain oiler and a  iigniial OVeT-
ride. In fapty ils/a greal thair saw which will make a big hit with the (_u-d,omﬁ-\
in all parts ofrthe e6untiy.

ANNOUNCING TWO SPECIAL CONTESTS

FOR HOMELITE DEALERS . . . A chance to win a $25,00 1.8, Savings
Bonid or possibly even one for $100.00.

You don’t have to meet a quota or buy a thing. You just have to let
SAWDUST in on some of your activities by writing a letter describing
unusual or new applications for Homelite pruducts and unusual sales
you may have made to interesting customers. Make the letter fairly short,
{not more than 200 words, please.) and send it to the Editor, SAW-
DUST, Homelite, Port Chester, New York 10574,

Each letter that is published in SAWDUST will win a $25.00 bond.
At the end of six months. a jury will select the best of the published
letters and the author will be sent a $100.00 bond. Start sending in your
letters right away so that Lhe first winning letter or letters will appear in
the next issue of SAWDUST. Include a picture of yourself if you have
one. Share your experiences with other Homelite dealers and maybe
you’ll win a prize.

FOR DEALERS’ WIVES . . . a chance to win a wonderful, all-expenses-
paid trip for two to the plant in Gastonia, North Carolina. and to the
Homelite office in Port Chester, New York.

Knowing how important a wife’s contribution is to the success of
her hushand, we’d like you to write us a letter (see address above) telling
how you have helped in promoting Homelite and what you think a wife
can do to inerease her husband’s business success.

Send in your letters before the end of February. 1967. The winning
letter will be published in the March issue of SAWDUST and the prize .
of a trip to North Carolina and New York will be arranged at a time of
the winner’s own choice.
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Soon the days will be getting shorter: the trees will begin
lo lurn color; there will be screens to take down. leaves to rake,
#=*™d to cut up, gardens to care for, painting projects to finish.
.. «h all these vital things to do, where will most of the men he

found? In front of their TV sets watching foothall!

That’s why Homelite has concenirated much of its advers
tising in a program designed to reach this captive audienee of
able-bodied men. Here are the highlights.

During the fall months, Homelite will sponsor the National

Broadcasting Company’s AFL SCOREBOARD fon 10 weeks

and the NFL GAME OF THE WEEK on 5()/stations for(17
weeks. These NFL half hour programs willdgature highlights
of the previous week’s games in variousparisiof the c¢ouniry.

JULY, AUGUST, 1966

The, viewers will see a filmed commercial, in color, showing
XTichain saws in)action. They'll hear the buzz of the saw, see
1he/speed gvith Syhich the operator can drop a tree, marvel at
the ellitienéy.of these lightweight, Homelite saws.

There’smore! Wherever possible, Homelite will have spot
advertisements on the TV coverage of live football games in
various cities. In these areas, a hard-hitting promotion, put on
by the TV stations and by Homelite will feature large pictures
6f local football heros with the Homelite sponsorship spelled
out at the bottom of the posters. Dealers in these areas will also
receive these large pictures so that they can display them.

Even in Homelite’s magazine advertising, a special attempt
will be made to reach this audience of men. Ads in SPORTS
ILLUSTRATED will announce that Homelite is sponsoring the
football telecasts and will offer readers a special buy on a Foot-
ball Almanac . . . a $3.95 value for $1.95. Other mens’ maga-
zines such as FIELD AND STREAM and OUTDOOR LIFE
will carry important Homelite ads during the fall months.

Homelite dealers can tie into this football theme with
material which they will receive in their Fall Promotion Kit.
Displays in the shape of orange footballs can be hung in win-
dows and sales areas. A large poster showing the cut-away view
of the chain saw engine can be used as background display.
Counler cards, featuring foothall scenes, with a picture of a
Homelite chain saw, will add to the overall foothall atmosphere.

The farm market. so important in the Homelite picture, will
be reached through big, four-color spreads in the Oectober,
November and December issues of the FARM JOURNAL. Com-
plete dealer lists will appear in connection with the October ad.

There will also be ads in PROGRESSIVE FARMER and in

other regional farm papers.
Homelite has won the toss. With the new XL-850, and all

the other great chain saws in the line as footballs, Homelite
dealers can kick off for the biggest sales victory ever!




GOING
STRONG ON
LONG ISLAND

Nick Preziosi, owner of the Freeport Equipment Sales & Rental, Inc., of Freeport, Long Isand, New York,

showh with his son James, aged six, has two more boys and a girl at home. He's very enthusiastic
wabout the cooperation he gets from his District office and from the Homelite office.

The traffic streamed by.ofi the busyighway outside the
wide expanse of windows of“the Freeport Equipment Sales &
Rental, Inc., in Fregportmdong Island( Ingide, young James
Preziosi. aged gix, was helping his father Nick, who owns the
Lusiness, set upea caniping display in the window as a back-
ground for a Jively-line of Homelite XL saws. In another part
of the shof; an.elderly couple'was being shown the advantages
of a ride-on mower by Gil Gelling, salesman, mechanic, all-
round helper. IFred Beyer. the office manager, was on the phone
taking down afarge order for parts. In the well-cquipped shop
in the rear, Rounie Zito and Joseph Smergilio were expertly
repairing equipnient which was needed immediately, if not
sooner, by harried contractors.

This was the scene which greeied us when we went there
recently Lo get a picture which we used on the cover of the last
issue of SAWDUST. It was a different type of Homelite dealer-
ship than we had ever visited . . . a city operation, rather than

a rural or smalltown one. It was highly recommended by the

North Arlington District Office for the excellent job they wefe
doing, and talking to the owner, Nick Preziosi, we leavned
something of how he operated. o

“My father and T siarted a rental business il Freeport in
1950 in a place about one fifth the size of this one®We rented
out chains saws and all types of equipment«and we sold chain
saws occasionally but had no service facilities. Tt wasd’much
of a place. When it rained outside, jtwrained “inside on the
saws.” 7 .

“In spite of this, we made a galof'it,” Nick{continued. “By
1958, we had grown so big thatwesplit inteytwe businesses.

My father took the rental business and | concentrated on sales,
Tree surgeons who came in to huy saws asked for other supplies
such as ropes, axes, hand saws, etc. We stocked them and pretty
soon we were stocking gontractors” equipment as well. Then
tree surgeons in other.patts of the country wrote in ordering
equipment so we prepared acatalogue and now we have a steady
mail-order business\from “three or four hundred customers
from here to Mississippi.”

“We took en'the Homéliteline of chain saws in 1962.” Nick
said proudly, “One of the'reasons he is enthusiastic about his
Homelit€pdranchide, Ts, the fact that Homelite does =0 much
natipnalladvertisifig.\ITe feels that Homelite has a very good
name”in the markerand therefore the customers are pre-sold
in many insgtances. He advertises in a Nassau County paper
which hag=a large circulation.

In addition to the tree surgeons and conlractors who make
up. his Steady customers, Nick finds that many campers, -
Yacaliofl in up-state New York, are deciding that a chain s..,
18{a handy piece of equipment to have along on their trips.
There iz an element of prestige in owning a Homelite, too!

“You have to have plenty of saws displayed.” advised Nick.
“People who come in wanting to buy a used saw for 350 see
the XL line and somehow they decide they can afford to pay
for the lightweight power of one of those great chain saws.”

Nick Preziosi was born and raised in Freeport. He has four
children, three boys and a girl, and if all the hoys are as helpful
as six-year-old Jimmie, he’ll have three junior partners before
very long in Freeport Equipment Sales and Rental.

Ronnie Zito, at left, and Joseph Smeriglic man
the shop. Ronnie worked on Homelite equipment
first during his ten-year stint in the Air Force. Joe
says, “A Homelite is a saw a mechanic likes to
work on. He knows it will work after he fiixes it.”
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Gil Gelling, left, who learned about chain saws
and other equipment working here part time
while he went to school, is the all-arcund helper.
Fred Beyer, at counter, is the office manager who
does most of the ordering.

Nick Preziosi, at right, points cut the advantages
of an XL-700 to Norman Shaw, a customer. A
was shown on the cover of the last issue of .
dust, setting up this window display to attract
campers who are important customers.
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TREE FARMER OF THE YEAR

-~

As part of the widespread observance of the 25th Anniversaryfofthe Ameri-
‘wan Tree Farm System, an Oregon tree farmer, Rex Brown, was named as Tree
Farmer of the year by the Portland Chamber of Corimeros. s Special présenta
tion was made at which Mr. Brown also received some*fifie prizes ineluding a
Homelite XL-12 chain saw. He was selected from all of,Orezon’s tfée, Farmers
for the outstanding manner in which he has operated his 430 acre fresfarm since
1947,

There are over 30,000 tree farms in this/Ccountry, inévery state, covering
nearly 67 million acres. When the first tree farm was established in 1941, the
nalion was losmg more wood to harvest, forest fite damfige, insects and dlsease
than it was growing. Now, government hgures reveal; the nation is growing 61
per cent more wood than is being llarvemed ‘or lost iy o[hcr ways.

The American Tree Farm System is spenqnmd ndtlonal]v by the American
Forest Products Industries, Inc., idfermation andieducation voice of the nation’s
private forest and forest producie”indisiries,/ SAWDUST is proud to join the
many publications which hafe®alited theAmerican Tree Farm System on this

their 25th Birthday year,

Congratulations al¢e, to*Oregon’s, Rex Brown for the recent honors which
came his way. We knew he’ll find plerity 6f use for his X1-12.

Tree Farmer of the Year, Rex Brown of Carlton, Oregon,

TOP DEALER.IN THE OMAHA DISTRICT

From March 4st, 1966, until May 27th, 1966, the Omaha District held a sales
conlest for their chain saw dealers, All dealers who reached their quotas at the;
end of the time, received a $25.00 Savings Bond. Each month there was alsp™a
drawmg from those who had ordered saws during the month, the winner receiv-
ing a $50.00 Bond as a prize. Eighty three dealers qualified at the end%of the
conlest, many going way over their assigned quotas.

Cash prizes were awarded to the top three dealers (those who exceéded theix

’ l"tas by the largest margin.) There wasn’t much doubt about theT5, PTize ayiny

ner, Everett’s Magneto, of Oskaloosa, Towa, because he turged inVa really gut-
standlng record . . . 414 per cent of quota! He received a $300,cheek from Jdmes
Harmon, Omaha District Manager.

The second and third place winners were right-uphthere with Everett’s
Magneto. In 2nd place was Elliott’s Sawmill, of Creenfield, Iowa, Wwho reached
400 per cent of quota and in 3rd place was Russell Tron Works.%ef Boone, lowa,
with a 360 per cent of quota.

KING SIZE SALE

e e

Jim Dekker, Jr., shown above with a nice order
of twelve saws sold to one customer, is in charge
af the Homelite end of Dekker Service in Rhine-
:Pﬁer, Wisconsin. There are several paper and
_p mills in the area which is also noted for

tourist attractions. Dekker Service has been a
Homelite dealer for ten years.
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ond Mrs. Brown display the Homelite chain saw and
cther useful arficles he received as a result of the honor
given to himnby, the Portland Chamber of Commerce.

Everett Hunter, right, receives his prize check from James

Harmon, Omaha Distriet Manager.

NEW”DISPLAY STAND

ANOTHER WINNER

A new display stand has been designed by Home-
lite's Art Director John Esposito, which will hold
three saws and which also has a rack at the top
for product literature. It takes up a minimum of
floor space and is a real bargain for $9.95, avail-
able through the Branch Office. The order number
is A-63609.

Ralph Sheppard, left, of Western Chain Saw,
Eureka, California, is shown receiving his prize
in the San Francisco Dealer Sales Contest from
Bill Wahl, Salesman, This was omitted by mistake
from the article in the last Sawdust. Western Chain
Saw has a habit of coming in @ winner in these
annual sales contests.

—



NEW HOMELITE SHOPS

Sam Smith, at right, is proud toiwshow off his finesshop in Pitisburg, Kansas, to Ted Vesi, Homelite
Salesman of the Kansas City District. Mro8mith’s interest has always been divided between bicycles

and Homelite chain saws, both of whieh, hespromotes actively.

Smith’s Tap“Shop, dnc.\of Pittsburg, Kansas, has been
a Homelite dealer since 1954, Also known as Smith’s Scooter
Seles, the business has handled scooters and bicycles in addi-
tion to Hotfelite.chain saws. Sam Smith, the owner, is proud
of his modern{shop on East 4th Street in Pittshurg, with its
large display of'saws. He recently became a Yard Trac dealer
as well.

VETERAN DEALER RETIRES

Another veteran dealer, My Adolph Koch, owner of The
Saw Shop in Jackson, Michigan, has decided to retire aftef

being a Homelite dealer since 1952. During those years hemever

missed a Dealer Service School or a District #£6 Dealer Meet-

ing and the District office had many pleasant contact&with Him.

With this record, the District has extended a lifetime inyitation

to Mr. and Mrs. Koch to attend their annual Dealer Meetings.

Mzr. Koch sold his business to Mr. ErnestqGann” whe will
carry on as the Homelite dealer in Jackson;

Mr. Adolph Koch, wétiring/ Homelite dealer,

“tuFns over the'keys of the

Saw/Shop to tkehn‘g?w owhner,

Mr. Ernest Gann.

district.

EUROPEAN CUTTING
CONTESTS

Competing with 19 men ot a woodcutters contest
in Rodez, France, Mme Serre of Rouget wields her
Homelite chain saw with authority.

Facing these strong opponents, the lady
defended herself honorably. As a reward

she was soundly kissed on both

cheeks by M. Monservier, kead of the

The smiling gentlemen in the center is

D. Pedro Sanchez Garcia of Spain,

who came in third at the Spanish National

Finals of Chain Saw Operators Contest recently.

In the RENFE extra official classification he took

first place with an XP-1000. Jose Martinez, at lefi, of
Casli, Homelite distributor in Spain,

presents him with a Homelite chain saw

as Jerry Van der Werf, Manager of

of the Homelite European Office,

The Thomas fomily, Kent, Mrs. Ruby Thomas and Robert
Thomas, Homelite dealer in Council Bluffs, lowa, pose
in front of their shop.

In rural Council Blulls, Towa, another long-time dealer
Robert W. Thomasy, cempleted a new building this spring. He
featured Homelite productd in a most successful three day
Grand Opening, Thomas $aw_Seérvice has been selling Homelite
saws sincesApril 1. 1954.\de has a colorful display of these
saws inghis handsomey wood-panelled shop and a pile of logs
for dmnenétration,pu‘r‘poses, ina prominent spol. out front.

congratulates him.
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a small tank and an XLSW4 Homelite pump.

The XL’s which made such an instant hit with chain saw
= are now coming into their own with fire departments,
_- aractors and many other customers.

For brush fires, fire departments are finding that you can’t
beat the XLS1%% pump. It has plenty of pressure for¢hrush
fire operation and better still, it doesn’t discharge all the water
at once as do larger pumps and ones without good thréttls com-
trol. The tanker truck can stay atthe fire longer and,make-betier

use of the available water. Whlle some fire pumps require clean,

water, pond or stream water can’t hurt the XL.pump Just thirew
in the suction hose and let’er go! ;
As for the XL-100 circular saw, which’his many uses, it

DIAMOND.BLADE

. %
An XL-100 circular saw with Diamond Blade and water attachment is being
used here to score o section of pavement which is to be removed.
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CONSTRUCTION
EQUIPMENT

XL'S COMING JNTO THEIR OWN
l Wj 'ﬁ"”ii’*‘ﬁ«’t

This jeep auxilliary pumper is used for fighting grass and brush fires and is equipped with

The XLS% pump, mounted on the pumper, can be used
to pump, pend or river water.

HOMELITE XL1'2 PUMP.- £6R GRASS FIRES

ismow beingused extensively with a diamond blade and water
ateachment, to make shallow culs in concrele either for scoring
Br fofBottedlled breakage.

A speeial water attachment plate was designed by the North
Aglingten Branch to give heavy duty service. It has replaceable
water spray arms attached directly to the base plate which has
an apron around the outside of the blade. This allows for left
or right hand cutting of walls horizontally and eliminates flood-
ing the engine with water. With the diamond blade, a cut 1”
d'eep and 16" long can be made in 15 minutes.

By choosing potential customers carefully, a demonstration
of this use of the XL-100 should result in a sale every time.

SAN FRANCISCO
DEVELOPES
NEW PRODUCT

Over the years, many Homelite salesmen have tried to come
up with a good saw attachment to be used for opening or
closing large gate valves or flood gates. Some of the attempis
have met with sad results! However, the San Francisco District
believes it has found the answer to this problem with an attach-

ment they call the WIZ-PIN.

Using the W1Z chain saw with this special attachment, one
man can handle the job with ease. A flood gate which normally
would take two hours to raise and lower now requires only
ten minutes. The special clutch takes up the torque load and
the WIZ-PIN will operate in a clockwise or counterelockwise
direction. No generator and expensive electric wrench is
needed.

Proof of the efficiency of the WIZ-PIN is that they have been
selling such an operation in San Francisco for some time now,
with good results.




HOMELITE

"Just my size,” says this litte girl as she rests
in a chair made with o chain saw from a log
at the Homelite exhibit at the Wood Fair.

Exhibited for the first time in Yugoslavia, Homelite chain
saws aroused great interest at the Ljubljana Wood Fair forthe
District of Slovinia, last May. Ljubljana is in the nerthwestern
part of the country, near the Austrian border.

Tom Petherick, Homelite’s International Field Service
Representative, was assisted in setting up apdumanning thewex-
hibit by Ivan Predic, an employee of Adfiasgun agent in Bel-
grade, Yugoslavia. .

The Fair covered everything to fo With wood . . _Jogging,
milling, products made of wood. Thousands ofipeople jammed
the grounds, many of them from, Eastern Etrope. Russians.
Poles, ete. They crowded the-tlomelite display. especially late
in the afternoon each day When Tom pit-oh an exhibition of
fancy culting. e madé chaigs, tables andvother objects, demon-

i
The gentleman in the picture above was a guard who was so interested
in the Homelite exhibit that he volunieered to help out at meal times.

JULY, AUGUST, 1966

Photo at top shows the Homelite'display at theFair and Tom Petherick. The round buiding in the background
had displays of modern and anfique furniture/At the Slovinia Wood Workers Contest, shown directly o
no Homelite saws Were\wsed, as wesare just introducing them in Yugoslavia. “Wait fill next y

straling how versatile and easy to handle the saws are.
In addition to manning the Homelite exhibit which was

open from 8 a.m. until 7 p.m., Tom managed to attend the Waod

Workers Contest for the District of Slovinia which was held in
conjunction with the Wood Fair. Each contestant competed in
10 different logging operations. The one with the best total
pointe won. No Homelite saws were used by contestants because
they were being shown for the first time, but here also there
was terrific interest in Homelite saws. The woodeutters own
their own saws and contract to cut and many of them would
have bought Homelites right on the spot if Tom had had them
to sell. Judging by the many phone calls which came in to
Adria in Belgrade, even belore the Fair was over. Homelite
has been well launched in a new territery.

L

An interested crowd of spectators gathers round to see the cutting exhibition
put on by Tom Petherick near closing time every day.

SAWDUST
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FORMER
EXECUTIVES
RETURN

Eugene E. Carey Robert E. Anthony

Two former evecutives, with highly varied chain saw experience and back-
grounds, have returned to Homelite to fill important positions in the Marketing
Department.

Robert E. Anthony, who will serve as Manager of OEM Sales and Market-
ing Manager, Lawn & Garden Equipment. has been with American Lincoln,
manufacturers of Lombard chain saws where he was Director of Marketing,
Power Equipment Division. His early career included several vears as a Home-
lite chain saw dealer, then eight years at Homelite in the Sales Department
where he was responsible for chain-saws) lawn mowers and kart engines. He
also served as assistant to Robert P, Siraelz, Vice President. Sales.

Eugene E. Carey, whoais fretusning 6 Homelite as Manager of Special
Sales, has a twenty-year backgrownd in amarkefing small engines. He was feld
salesman for Lombard for Several years befére coming to Homelite as Manager
of Dealer Sales. He seLapsome of the first Homelite chain saw dealers in the
Northeast. In his thirteényears with"Homelite he saw the number of dealers
grow to over 3500 (Heveft in 196210 become Vice President. Sales. for Beaird-
Poulon, Inc., Mditufaeturers of Poulon chain saws.

Infrodbging . . .

THEXP-1020 AUTOMATIC

A new member of the XP family of Homelite chain saws is being
intraduced, the XP-1020 Automatic.

This new, fast-cutting, rugged, professional chain saw has an
automalic oiler . . . an integral oiler similar in design to the XL
Automatic Oiler. There is also a manual override for long guide
bars and tough cutting situations.

This saw sporls a new pawl type starter which, because it is
less affected by moisture and dirt, will be more dependable and
long-lasting. This new pawl type starter will also be used on all
future XP-1020’s.

The XP-1020 Automatic weighs only 21 pounds less bar and
chain and has a 6.1 cubic inch displacement. It will be standard with
a 404, 59C microbit chain and will have an 8-tooth sprocket for
greater chain speed. A chrome-lined cylinder provides long engine
life because it offers maximum heat dissipation.

The XP-1020 Automatic takes the same wide range of bars and
chains as the XP-1020. . . straight bars from 177 to 42" plus plunge-
cul, bow and utility bars.

This great new direct drive saw gives extra power for production
cutting. Its automatic oiler, easier starting and light weight will
provide hours of cutting in big timber with reliable performance and
without operator fatigue. Demonstrate this new saw and all the
other fine Homelite chain saws to your customers. They’ll profit g
from it and so will you. )

e e s ———— e e e e
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TOY SAW WINS RAVES

Homelite announces another first! This Lime, it’s a toy XL
chain saw, so natural looking that you'd almost think it was the
real thing. It’s two-thirds the size of the XI.-12, has a starter
j'l that pulls and a chain that goes around the bar with a
. #zing sound. It doesn’t really cut though, luckily for the
safety of the child who will play with it and for the trees and
furniture he will pretend to chop down. The chain is adead
chain, driven by a coil spring, which is wound up when the
starter cord is pulled.

These will be sold exclusively through Homeltie'dealers why
will be able to offer them to their customers for just\$3.95 .

little"envugh forwa quality Loy like this one is.
5 Apromotiomkit featuring the toy saw will be provided to
thie 'dealer-when' he orders these saws from his District or

Branch-office s The kit will contain window posters, streamers,

newspaper, mats. counter cards and publicity material. Any
little Boy whose father owns a chain saw (and even those whose
fathers don’t own one yet) will say “Buy me one!” when he
secs these Loy saws in the dealer’s window. Maybe he’ll bring
his father in to look at the real Homelite XL saws, still the
largest selling chain saws in the world. They make good
Christmas presents, loo.

“YOU
AND,
YQUR
CHAIN
SAW'’/

™

To meet the need for more detailed chain
=aw operator instructions, a visual presénta-
tion called “You and Your Chain Saw” has
been put together for use by dealers, Joh
Training Corps Centers, construction coms-
panies. utilities, schools and colleges.

Consisting ol 76 excellent color slides, a
7 page scripl, number-keyed to the slides,
nd an expandable pointer, it is packaged
o =2ll for £24.95 net and can be obtained
from your Homelite Branch office. The
domestic version is #24032. A special ver-
< Wor use in couniries where the metric
sv#m i= used 1s numbered #24032-1 and
the price is the same.
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New Wedges

A new, complete line
of Homelite plastic
wedges has just been
introduced. Red in
color, carrying the Ilomelite name, these
wedges are available in 5147, 714" and
10%%" sizes. They are made ol durable,
shatter-resistant plastic, so rugged that they
will take the roughest lype of treatment.

Since the introduction of the 714" Home-
lite wedge in the eurrent Woodeutter™s Kit,
many dealers have asked for a complete
line and here they are. Every chain saw
user should carry a wedge to free his saw
if it is pinched while bucking or to help in-
sure that the tree falls in the right direction.

These lightweight plastic wedges are easy
to carry and fit nicely into a pocket. They
won’t damage the chain if they are cul into
accidentally, either. Order them [rom your
Branch office.

New Chain Oil

A new Homelite bhar
and chain oil, the result
of two years of develop-

i - ment, is now available
in both quart and gallon plastic containers.

This is a tacky oil that clings to the bar
and chain and resists throw-off at high
speeds, [t has a 40° pour point, contains
rust preventative and has an excellent load-
carrying ability to resist the culting opera-
tion pressures. Homelite bar and chain oil,
by prolonging the life of bars, chains and
sprockets, will cut operating costs.

The Homelite bar and chain oil has been
tested extensively and is specifically formu-
lated for chain saw use. Prices will be com-
petitive with other Teading bar and chain
oils. The white plastic containers with theijr
red and blue designg will make another
colorful item to dress up the shelves and
bring in additional profit as well.




“SUMMER SUPER SALES”

Bring Prizes To North Arlington Dealersg

The drawing for prizes in the North Arlington District
“Summer Super Sales” Conlest took place on QFtober 3, al
Rent-A-Tool on Highway 22 in Union, New Jerseyd

Several of the dealers who had made their'quotas and whao
lived nearby were invited to be present gt the drawiig which
was conducted by District Manager, Dick Sidon, Sales Manager
Joe Mac, Branch Manager Les Newman, Dealer Répresentative
Bernie Berstein, Homelite Marketifig ‘Manager “of* Forestry
Equipment, Dennis Bertelsen and MargarenE. Huggard, Editor
of Sawdust.. o \

There were three categories™in the o6fitest. Large, medium
and small dealerships were e6mipeting with Jike dealerships and
three identical sels of prizes,were awafded the lucky ones whose
names were pulled from 4" Howmeliteshard hat.

The visiting dealers drew.ihe names in the three groups.
Sterner’s Co. of,Quakertowh, Pennsylvania, R. L. McVey of
Wilmington,(Délaware.and McHale’s Chain Saw, Port Leyden,
New York, received color TV sets. Needham’s Grinding of
Roseland New Jersey; Becker’s Garage of Hanover, Pennsyl-
vania and"CarLR."Kenyon of Warrensburg, New York, won
electric typewriters. Green of Scranton. Scranton, Pennsyl-
vania; Suffolk Contractors Equipment, Selden, New York, and

North Arlington District Manager Dick Sidon, left, congraiulates John
Meninger of Needham's Grinding Service for being one of the nine lucky
winners in the confest.

Vic Collins & Son of Northfield, New Jersey received electric
Acutron watches.

The contest, whighan for the months of June. July and
August, spurred chaify,saw sales to the highest the District
had ever experfénced during the summer. More than 150
dealers made théir) quotas'and even those who did not. sold
more sawsdhan wsual. The District backed the job up by eon-
tinuing toradvertise heayily during these months so that. work-
ing together, they made/a big success of the contest.

Keeping tabs on the drawings were Peter Urbelis
of C. H. Robefson, Inc., Bernie Bernstein andJohw
Meninger of Needham's Grinding Servicé in froht
row; Dennis Bertelsen and Philip G. Berger imback.

Paul“Worth, at right, owner of Rent-A-Tool in
Union, New Jersey, and his son Bob were hosts to
the group who conducted the drawings for the
fop ‘prizes in the Summer Sales Contest.

Peter Urbelis, ot right, draws o name from a
Homelite hard hat held by Dennis Bertelsen,
Marketing Manager, Foresiry Equipment, as Joe
McMenoman, and Bernie Bernstein watch.

From left to right, the Arnolds of Kansas City, the Jerry Gays, Mr. and
Mrs. Bois, Mr. and Mrs. Ball of Emporia, Mr. and Mrs, Hawkins of Ozark,
Mr. and Mrs. Boland of Warrensburg, Wilbur Gay, District Manager, Mr.
and Mrs. Seirer of Mankato, Mr. Costner cnd Mr. Jones of Kingman and
Mrs, Wilbur Gay. Kneeling, Salesman Ted Vest.
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KANSAS CITY SPORTS

The Kansas City, Missouri. District had a series of success-
ful dealer meetings in September and at each one. a name was
drawn for a special prize . . . a free weekend for two to Kansas
City to see the Kansas City Chiefs in action. The prizes tied
in so naturally with the foothall theme which marked Home-
lite’s Fall promotion. The whole promotion made a hig hit in
that sports-minded part of the country.

On a weekend in October. six couples and two extra men,
joined District Manager Wilbur Gay. his wife Connie, the three
Salesmen and their wives for a truly memorable time. Some
dealers drove over 300 miles to attend the party. They all went
out to dinner on Saturday night. staved at one of the best molels
in the city, and on Sunday went by bus to the game. The™ I
got along famously. There was only one discordant note, «c-
cording to Mr. Gay . . . the Chiefs lost the game.

SAWDUST




MANY SAWS MAKE RIGHT WORK

If every cutting job was the same, Homelite would only
“wave to make one kind of chain saw. But trees grow in different!
sizes and some are hard and some soft and no two cutting opés
ations are exactly alike. N

Pulpwood cutting in the South, for instance, has(it,0wn
special demands. Felling requires one kind of saw, ad, Iucking
another. Many pulpwood operators use three o more "imodéls
of Homelite saws on a single job. They use dtraight bars and
bows for both felling and bucking.

On this page are photographs of a pulpwood operation in

Brewton, Alabama, showing the use of three Homelitd saws, A Super Wiz 66 with bow attachment is used to fell this small
each with a special talent for a specific job. tree which the operator can cctually then push over with his
~ hand.

A pulpwood crew moves into the forest with an empty truck, ‘The bow attachment is also used for bucking because of its
a loading rig and several different Homelite saws. Each saw anti-pinching’\characteristics. It allows the operator to stand
kas a particular use, 3 ‘upright, toe,

®

To fell this tree, fairly large for this area ‘of Alabama, the ) Here, a cutter uses an XL-800 with flush-cut handle to slice

cutter uses an XP-1020 with a 17 inch bar. Thiss powerful saw through a small tree close to the ground. The light weight
makes quick work of it. insures less operator fatigue.

X ’The same XP-1020 is used to buck the log into lengths for Ancther log is piled onto the truck which will take the com-
loading. The operator wears a safety hot, gloves and tight plefed load to a pulpwood mill for processing. Paper and many
fitting clothes. other materials are made from pulpwood.
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Jack Bower,“left, holding

wbrather Robert, Mrs. Raymond Bower and Roger Bower of Dowagiac, Michigan.

TEENAGER-TAKES OVER FATHER'S BUSINESS

At a time(in his lileswhen most 18-year-olds are thinking
about getting a'part time job, Jack Bower, of Dowagiac, Michi-
gan, is not only carryving on his father’s Homelite chain saw
business and operating/a farm, but he has also found time to
finish in the tep twenty of his senior class of 200 students.

Jack’s father Raymond was killed in an auto accident last
February. Besides the widow, Mrs. Flora Jean Bower and Jack,
other members of the family are Roger, aged 13, and Robert
an active one year old.

Ray Bower was only forty-two when he died. He had heen

A MAGISTRATE-AND HIS SAW

Magistrate Elmer Grant Richardson of Irvine, Kentucky.
got his picture in the paper with a log he had removed because it
was blocking a country road. Homelite dealer Ernest Farmer,
of the Western Auto Associate Store in Irvine, seeing that the
phetograph also showed very clearly the Homelite Super XL
which Mr. Richardson had used to cut down the tree, asked
permission to use the news item and picture for an ad. It proved
to be very effective.

Confronted with a 56 inch white oak log, the Magistrate
wasn’t sure if his 12 pound chain saw would be able to cut
through it.

“Tt wasn’t much trouble at all,” he is quoted as saying. “The
Homelite really ate the log up.” A testimonial like this is worth
sharing with the whole town.

6

a Homelite dealer sidce 1956 and had a fine reputation for serv-
ice and reliability=Naw. his san is carrying on this reputation.
Customers relyonthis ability{ag much as they did on his father’s,
according to Wrs. Bowér whd now owns the business and
handles the ofltee work S,

All days are 1250\ Uhour workdays for Jack between his
respomsibilities at{thenshop and on the farm. Jack is. in fact,
so-btiSy/as head 5i the Bower household that he is reluctant to
tallc‘about it{ Wiheh asked how he manages to hold down two
jobs, his réplyis simple.

“I justdo it.” he says.

The Homelite chain saw dealer in Kewaunee, Illinois, is
Orville Morey of Morey’s Machine Shop. He’s a steam engine
fan as well as a Homelite fan and he built the half size steam
engine shown here with his own hands, piece by piece. He did
a beautiful job, too. He recently combined his interests ﬁ]\d
had a fine display of Homelite saws and construction ec” )
ment at the Steam Engine Show al Buda, [llinois, His stewn
engine caused a lot of comment and o did his Homelite display.
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Firel winners in the contest announced last montli i
Sawdust appear on this page. Each of these dealers will
receive a 825 U. S, Savings Bond and will be in the runping
for the final prize of a $100 Bond. There are “fgursmere
months in which to send in your letters. Enffiesfor the
Dealers Wives contest will appear in the next isgue. Tha
prize for the best letter . . . an all-expenses paid trip Jfor
two to Port Chester and Gastonia. Keep WJ‘]t}nﬂ"

MISSION IN
SOUTH AMERICA

Dear Editor: Three Homelite
chain saws (an XP 1100, ‘an
XP 1000 and an XL 500)are
about to begin theify unnsual
advenlure of trail Bi;mncr in
the jungles of"South America
Several men known as THE
AMUS COMP‘ANY, equl
with a Diesel engine 'Um’mog
manufactured bhyy Mercedes
with a back hele moufited on
it along with a winch, are
pulling a trailer with 400 gallons of oil and gas [or their equip-
ment. They are using these saws to cut trees to lay across bogs to
winch their way to land for which they have obtained mineral
rights and are going to prospect forsvaluable minerals, including
?‘d and other precious stones. They stated that the trees are

der than the American Oak and they are really trusting the

FHomelites to do their job.

Additional equipment and supplies included an outhoardmotor;
rubber raft and diving equipment, an extra set of chain foreach
saw, gear oil, chain breaker and chain file kit. The Diesél oil will
d]S(l serve for use in the Homelites.

To these men the Homelites will mean success or [ailure in

getting there. WE wished them success. ~
Adrian Kellenberger, Owner, Elgin Anto Radiatar Shop

PICTURES TELL THE STORY

Dear Editor: Following is our humble contribution to your request
for an article suitable for use in Sawdust.

Picture #1 shows Raoul Gagnon of Milan, New Hampshire,
taking possession of the first XL-850 to he sold in this area. He
made a classic remark which might amuse some of the readers.
He came in with a competitive saw 1o be traded. In answer to our
question as to what was wrong with it and what he wanted fixed, he
said. “The only way to make the d--- thing go is to carry it!”

Picture #2 shows a load of Homelites being unpacked in front
.}_r place of bhusiness in Berlin, New Hampshire. As we are on

- Msy thoroughfare leading into the city, this actnally stopped
a lot of traffic. Bobh Catello of Louie Catello & Son, Berlin, N, H.

SEPTEMBER-OCTOBER-NOVEMBER, 1966

BemvBuiler, veteran dealer from Republic, Washington, shows off his 15
year plagye.

BEN BUTLER

Dear Editor: I don’t see how you could tell this story in 200 words
or Jess!

1t was one of the first Christmases when 1 received a personal
present from Mr. Abbott. He must be a wonderful man to think of
so many things like sending Mr. Sherwood out to the N. W. to set
up an organization the way one should be set up. Then, one time
after a few of the first years were gone, to receive a personal letter
from the General Credit Manager, telling me he didn’t often write
to any one who paid his bills on time, usually it was just the op-
posite. T was sure proud of my eredit standing; then to receive
a letter like that made me proud of our organization.

Then as the years passed, there were so many fine dealer meet-
ings and schools as each new saw came out.

There was a time at a meeting in Spokane, when they intro-
duced the XP-1000, a saw we had wanted for so long . . . lots of
power and lightweight . . . that would have been plenty, hut at the
banquet, Mr. Sherwood gave a speech about the oldest dealer,
and was [ surprized when he said it was me and more so when he
presented me with a portable TV sel.

Of course, you know you are geiting older, but your knowledge
increases with each year, and your Homelite products improve and
how can they? They were good from the beginning. Now, I have
received my special plaque marking the completion of 15 years as
a Homelite dealer, the only one in the District, and what a wonder-
ful 15 years it has been!

Ben Butler, Republic. Washington




BRITISH PYRAMID

Australian Axe-men and a pyramid of
men standing on the steps made by Home-
lite chain saws in a lree trunk were j{st
part of the excitement sponsored\by
Trojan, Ltd., Homelite distributors in the
United Kingdom at a recént Bucks
County show in Ayleshury. \England.

Trojan presented asilver<Homelite
Challenge Cup and substantial mreney
prizes to the Australian Teame{or their
fine display of underhand €utting, “the
down-under way.” The competitors stand
on short lengths of logs and cut between
their feet with razor-sharp axes to see
which one can cut through the log first.
The winner took only 24 seconds to cut
through a log, 18 inches in diameter!

When a large crowd gathered around
the Trojan chain saw display. the Trojan
men used Homelite saws to bore into
a tree and then they climbed to the top of
the tree. using the chain saws as steps.
Standing on the blades is not a good
practice, but it was an impressive display
which attracted a lot of attention to
Homelite.

SEPTEMBER-OCTOBER-NOVEMBER, 1966

PAUL BUNYANCDAY WINNER

At the recent West Coast Logging Shew “Paul Bdngan Days™. held in Forl Bragg.

California, Arvin Reed, wielding Horelile saws,

same in st in both the gear-drive

and direct-drive cutting events,Heas a customer of Redwood Chain Saw Co.. of Forl

Bragg, and they're pretty proud/ofhim.

This is one of the Weél Goast’s big lo

culting competition. Cofigratalations(to

DEALERS' ON THE MOVE

=
o

An unusual sight in lreland, the Emerald lIsle, is
this display of Homelite chain saws, which are
transported from place to place in the van, shown
here, by Salesmen of Walkers, Ltd., our distributors
in Ireland.

sing shows, with emphasis on chain saw
. Reed for his 1966 victories!

Richard Polliard, center, Chain Saw Dealer-Sales-
man from the Pitisburgh office and his wife Janet
are shown a chain saw part by Jack Taylor, Chief
Manufacturing Engineer in the Greer plant.

Young Ricky Davis, whose father owns Davis Sales
& Service, the Homelite dealership in Che®™ ™,
Kansas, poses with a Homelite chain saw < 2
pint size float which made o big hit in the aniual
Fireman's Parade.
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