


THE COVER...No matier ‘where, you're
going with a chaln saw . & intd the
woods, across the jcountry or to your
camp on the lakeT . . tha ney Homelite
Carry Case makes thé job ol transporting
casier and safer. Nowwdrn clothes. no
ruined car upholstery, no oil or dirt
marks and the saw can be neatly stored
in its awn case. The case is sturdy and
tough, too, so that it won’t wear out even
with continual use. A big Spring Promo-
tion will introduce these cases to hun-
dreds of new prospects. See story on
next page.
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SALES

MANAGER
NOW VICE
PRESIDENT

Robert 5. Kennedy
newly appointed Vice President, Sales

It was announced in January that Robert 3. Kennedy had heen named Vice Presi-
dent, Sales for Homelite. He also retains his former title of General Sales Manager.
Mr. Kennedy joined the company as a Salésman in San Francisco in 1953 and
later became Branch Manager in Fresno, California. He was transferred 1o the Chicago
Office as Assistant District Manager anddater€erved=from 1957 Lo 1963 as District
Manager in Cleveland. In June, 1963, he ¢ame to_the/main office in Port Chester as

General Sales Manager.

A graduate of the University of‘@il_jforuia al Berkeley, with a degree in Business
Administration. Mr. Kennedy has/also attepdad‘and graduated from several executive
training courses. He served ag ks, Colonel of Ordnance during World War I1.

SUPER)XL-GOES AUTOMATIC

Homelite deflersihave an excitirg bar-
gain to announce fo their ‘customers and
prospective custeners this spring.

The [Jamous. field-proven Super XL
chain (saw) is now available with auto-
matic chdin eiler at'ils former price of
#199.95!

The Supér XL has been a very popular

by even withwul an automatic oiler. This

new versiop has a 3.55 cubic inch engine
which provides exira cutting power for
allhcutting jobs. Now, the crankshaft-
driven automatic oiler insures simple,

foolproof, positive action. No priming or

adjustments are required. An exira large
mufller, chrome-plated steel with heavy
duty action, makes for quieter, full power,
free-breathing engine operation. Easy
simple external adjustments can be made
now without removing the air cleaner.
The largs diameter (7/8”) handle bar
and comfortable grip allow safe and posi-
tive handling of the saw, while the throttle
lock and step-through handle make for
safer, simpler and more natural starting
and handling.

These are just some of the reasons why
this chain saw will appeal to a large num-
ber of chain saw users. It provides profes-
sional quality features at the same low
price as the original Super XL. Servicing
dealers have Super XL parts in stock
right now, field proven and readily avail-

able. The new saws are already in the
Branch Office stock.

There’s a big extra bonus with this
offer of the new Super XL Automatic.
For a limited time only, a new version of
the Woodcutter’s Kit will be offered 1o
each purchaser, absolutely free! This
handy Kit has a retail value of $30.33.
It contains fuel can, guide bar cover, ex-
tra 16" chain, engine oil. a new exclusive
Homelite file handle, two files and an
Oregon “Gaugit”™. Talk about top value!

Homelite is backing up the new Super
XL Autematic with emphasis on local
advertising plus special promotion kits
with banners. streamers. ad mats and
repros. The Branch Offices are prepared
to help with loeal promotions, sales sug-
gestions and “instant delivery™ from the
branch stock.

This is no clearance sale! These are =%,

fine new saws at a spectacular price. plus
free Woodcutters Kits. Watch the cus-
tomers flock in and the profits rise!
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O NEW
APPOINTMENTS

i

New titles have been announced for several exbeutives’in the
Sales and Advertising Department.

We report with deep regret the deathjof J. Howard Maxwell.
Jr., in December. after a longriliness. He was aVeteran Home-
liter who had been with the e6rapany since June of 1939. He
was a Salesman for several years and came to the main office
during the war to preparetechnical'matiuals required by the
Government. He was,made Advertising Manager in 1945 and
in 1952 was made Sales Promeiion'Manager as well. Long-time
dealers will remember him from the mahy dealer meetings he
helped to conduct!

George Nelson, atho acted as Adverlising Manager during
Mr. Maxwell’s illnessy has been given the title as of the first of
the year. Before joining Homelite early in 1966, Mr. Nelson was
employed by the Air Reduction Co. of New York as Supervisor

Georgey W. Nelson

Franz Holscher

Dennis L. Bertelsen

of Adverlising. He is a native of Wisconsin where he attended
the University of Wisconsin and Marquette University.

Dennis Bertelsen, formerly Marketing Manager, Forestry
Equipment. has been appointed to the newly created position
of Marketing Coordinating Manager. He came with Homelite
in Calilornia in 1958 as a Serviceman. He became a Dealer
Salesman and then Assistant District Manager in Los Angeles
and came to Port Chestersii=l966 as a Marketing Manager.

Blake Stretton, who redently came with Homelite as Manager.
Special Sales, will tak¢ oberthe position of Marketing Manager.,
Forestry Equipmentyormerly held’h# Mr. Bertelsen.

Franz Holschep ias*also réjoined the Sales Department as
Assistant to Robert P. Stractz. ‘Executive Vice President. He
will be workingon Special Projects and Government Sales and
will dividé hissime hetween the Plants, the Branch Offices and
the PortChester office.

~CARRY CASE PROMOTION

The initial enthusiastic acceptance of the new Homelité
Carry Case, introduced during the winter on a limited basis,
has sparked an exciting new promotion featuring the cage. It
has just recently been announced to the dealers.

To publicize the promotion, full color and black and white
ads will be appearing in the FARM JOURNAL, SUGCESSFUR,
FARMER, PROGRESSIVE FARMER. POPULAR MECH-
ANICS, POPULAR SCIENCE, SPORTS AFIELDHOUTBOOR
LIFE, SPORTS ILLUSTRATED and seVeral=State Fampm
Papers during May and June. These ads Will\describe the efse
and show a man carrying it. They will also have'a coupon
which can be torn out and used for a '$15.00 diécount on the
purchase of a carry case if boughtwabihe samestime as one of
the XL-101 series chain saws,,

The case. which can also be bought separately for the regular
retail price of $19.95, will fituany of t£1e XL-101 series saws
with up to a 20 inch bar and chain’

Enthusiastic letters have been coming in from customers who
have used the carry case. The featuré about it which appeals
the most is the safety factor. A customer from Salem. New
Hampshire writes:

“My extreme passion for a carry case for my Homelite comes
from an accident several years ago. | was in the back seat of
a car, alone except for a 35 pound chain saw. The driver lost
control of the car on an ice patch and we turned over two or
three times. My buddies came out unscratched but I came out
of that back seat looking like I'd been fighting a bear. That
chain saw and I had really had a round and the chain saw won.
I vowed never to ride in a car again with a chain saw unless
7™ was safely sealed in a case.”

Homeowners and sportsmen like the fact that the saw can
be stored in the case and there is room for oil and small tools
in it as well. Farmers especially like the fact that it’s so safe

FEBRUARY, MARCH, 1948

ahgd \eaSy to_Carry through thickets and over rough ground.

Fhis Carxry Case promotion will spread the news about these
features and'about the limited time special value. Dealers should
be prepared o supply these cases with all models of the XL-101
series chain saws. They can be ordered from your Branch

Offree. now.




/
HOMELITE

Fifteen years ago, whenjthe dealers Shown on these pages
first agreed to sell Homelile chain saws, they were using good
foresight. Homelite was a fairly\new entry in the chain saw
field with only one model to offef. the 26L.CS. Although Home-
lite had a great deal of experience with 2-cycle engines, we were
selling about 5 per cent of the chain saws being sold in 1953.

These farsighted dealers, however, recognized the Homelite

saw as a significant improvement over the earlier saws. Many.

of these men were former loggers or lumbermen and had used
the earlier 20MCS and the 26L.CS, both lightweight (for those
days) and dependable saws. They liked the sound of Homelite’s
advertising and service programs. Homelite had a reputation
for fair dealing and quality products. And so these men decided
that they would link their future with that of Homelite.

Now. fifteen years later, over 150 of these courageous dealers

®

Cecil Nelson, left, Manager of the Blairsville Saw
Shop of Blairsville, Georgia, recelves his 15 year
plaque from Amos Speight, Sales Representative
of the Atlanta District.

are still actively selling Homelite chain saws. Instead of having
just one model on display, dealers can now decide which of the
current 18 models will sell best in their territories . . . from
the 1034 pound XL-101 to the big professional XP-1130. Dur-
ing these fifteen years, Homelite has become a well-known name
in all parts of the country because of wide-spread advertising
in leading magazines, on radio and on television. In the areas
of progressive design, quality products and total sales. Homelite
is-a world leader among chain saw manufacturers.

Homelite salutes each of these fifteen-year dealers and thanks
them for their contribution to this success story. Because we
have such progressive, loyal and enthusiastic dealers, we were
able to attain this position of leadership. We hope that ym'—\
success and ours continues at an ever increasing rate during
the years ahead.

SAWDUST




Ray Oliver, 15 year Homelite decler of Moritgomery
City, Missouri, proudly displays the pladque Which was
presented to him by the $t. Louis Disfrict. H€ was one
of the first in the area to sell Homelite, choin sdws,

Punch Brown, at left, owner of Punch Brown’s Garage
in Bethany, lllinois, accepts his 15 year plaque from
Walter Geronimo, Salesman. District Manager Lee
Niemiec wos also present totake the picture.

Chu :ssler, at left, Grand Rapids, Michigan, Sales-
man, and Mr. A. Gruettner, at right, former Detroit
District Manager, both congratulate 15 year dealer
Howard Thiel of Scottville, Michigan.
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Gus Tegthoff, St. Louis Salesman, presents o plague
tosMrs. O. J. Trettner, who, with her husband, owns

and operates Murphyshoro Tractor and Equipment
Co: in Murphyshoro, lllinois.

CHAIN SAW
FT. MADISQO

Tim Hull, ewner of ChdinSaw Supply of Fart Madison,
lowas,is another’ 15_year'Homelite dealer. Here he
proudly displaysvein XL-101 and an X1-103 in front
of the'large Homelité' sign on his shop.

Al Pope, at left, Sales Representative for Southern
Indiana, presents a 15 year plaque to Mr. Jake
Scamahorn of Scamahorn Implement Co. of Rockport,
Indiana, in front of his bright Homelite display.

Calvin L. Mackey, 15 yedr dealer from Chambersburg,
Pennsylvania, owns and operates his own saw mill,
sells Homelite chain saws fo timber and pulpwood
cuttersy, farmers and orchard owners.

Fred Homeyer, at left, owner of Homeyer Welding &
Machine Shop of Owensville, Missouri, receives his
15 year plaque from Dieter lorenscheit, St. Louis
Salesman. Lee Niemiec is again the photographer.

Ralph Silsby, left, owner of Silsby Implement Co. of
Mason, Michigan, dnd his Parts Manager Roscoe Gris-
wold, center, accept their 15 year plaque from Mr.
A. Gruettner, former Detroit District Manager.




SING A SONG
OF HOMELITE

by Edward G. Dickson

o

Painted in bright cdh;fr;; red, yellow, green and blue, this truck belonging
to Hodges Bike Shop is a rolling billboard for the store.

Each year about 1,000 chain saws are serviced at Hodges
Bike Shop in Florence, Ala., the:Homelite dealer in the Muscle.
Shoals area of northwest Alabama. But a lot more people thah,
his regular customers know R. T. Hodges, the owner, betauss
he’s a frequent “performer” on television and radio. In“fact,
Mr. Hodges has become accustomed to being hailed by
strangers, people who have seen his TV appearancés.

More than four years ago, Mr. Hodges decidedl to try singing
commercials of his own composition on radid™é promete his
chain saw and lawnmower sales and seryiee” He/could glay a
guitar—he had picked up this ability as a'hoyhooddébby—so
he decided to play the tunes for the, comimercials, “t60. The
radio commercials led to TV commercials, aud\he now is a
familiar figure on TV screens in the area, The hill-billy style
jingles which he sings on his Broadcasts.all tell pretty much
the same story to the cuStomer+ get down, to Hodges and buy
a new Homelite chain saw. He doestif read music, so he just
improvises the tune as he goes-along., For example, here is a
typical jingle written by Mr. Hlodges Lo advertise his Homelite
line:

“The cold, cold wind is blowing—il’s gonna get cold tonight.
I'm gonna have to cut some wood, gonna buy me a little
Homelite. The hittle Homelite 101 is the chain saw for you:
S0 go on down to Hodges—he’ll show you what they’ll do.
Just do away with that heavy saw and buy you something
light. So go on down to Hodges and buy you a little
Homelite.”

Getting into TV with these singing commercials required a
little attention to his costume, too. For his Homelite commer-
cials, he wears a woodcutter’s jacket.

The radio commercials are put on records. The TV commer-
cials are taped at the local television station. He also has pro-

6

Trying out'a/commercialfor Remelite chain saws which he cemposed himself,
Mr. Hodges'dens his weodautter’s jacket for “atmosphere.’”

duced a filni\it a lawnmower demonstration which he uses

otcasiomallyndn TV, ~

Démonstrations, he says, are important in selling almost ai
kind o outdoor power equipment. He keeps a wood pile he-
hind*his shop where he can demonstrate to an interested cus-
tomer just what a chain saw will do. Also, adjacent to the store
is a “patch of weeds” on which he can demonstrate a lawn-
mower.

Mr. Hodges is a strong believer in advertising. His business
brings in around $100,000 a year and he spends some $5.000
on advertising, getting some of that back in “co-op™ funds from
the manufacturers he represents.

The radio commercials, he has found, are most productive
when used in the morning hours. TV commercials are most
effective at night.

Then, there’s his truck, which is literally a “rolling bill-
hoard.” It may be seen anywhere in the Muscle Shoals area.
The truck is brightly painted with red, yellow and other colors.
One feature is a silhouette sign on the top of the truck repre-
senting a chain saw. ~ Mr. Hodges’ shop is. in itself, a good
advertising medium. It is located at what is called “Seven Points
North™ in Florence, an intersection where seven different streets
come together. The shop i1s often used by residents as a land-
mark for giving directions Lo strangers. Mr. Hodges has a pro-
fusion of products names on the store exterior to attract
attention.

Oddly enough, bicycle sales have become only a minor part
of his business, but he likes to retain the firm name—FHodges
Bike Shop—because he feels the communily associates himm e,
with that name. Then. too, there may be a sentimental attach-
ment, because hicycle repairing put him in business when he
was only 14 years old—he operated a bicycle shop after school.
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A group picture of the Dedler Meeting sheld by the

one day meeting/@ind dinnér,

_ h Omaha District in Des Moines, lowd, was taken at
the Holiday Inn South on December?; 1967. Over 75% of the dealers in the area attended the successful

Omgha\District Manager Jim Harmon, at left,
presents |Bob Thomas, of Thomas Saw Seryice,
Council Bluffsy Towa, with 100 Club Award,

DEALER MEETING IN DESSMOMNNES

Two fine dealer meaifigs were held by the Omaha District in
December, one in Omaha and one in Des Moines, Towa. The
purpose was not to introduce any new models or any big promo-
tion. It was Lo honor the dealers for the fine job they had done
during the fall selling season. District Manager Jim Harmon
@acle special 100 Club Awards to *Bob Thomas, of Thomas

Service. Council Bluffs, Iowa: Merrill Hunter of Everett’s
Magneto, Oskaloosa, Towa; Bruce Howell of Bruce Engine, Des

Moines, Towa{ Everett’€ Magneto has received the award for
four consecttive yeats

Service probleiis wete discusssed. Queslions about products
anthprocedures Were answered during the meetings. Then a
firle_banquet pavg a chance for the dealers 1o exchange ideas

and get"to know each other and the District personnel in an
informal setting.

ST. LOUIS CONTEST WINNERS

The grand prize for the St. Louis Fall Sales Contest whs an RCA
Home Entertainment Center, won by Mr. and Mrs. Knight (of
Knights Tmplement, Meredosia, Tlinois. Robert E. ®nthonys/Honte.
lite’s Manager of Field Sales, made the drawing from the wastanly
cards. Consolation prizes were awarded to the seriders, of thesfext
four cards drawn, Laverne Ross of Kahoka, Missouri, Jehn Lantz
of Lantz Tire Supply, Kirksville, Missou#i, Roy Johnson of Ray-
mondville Hardware, Raymondville Missonri and'Doeellman of
Tellman Sport Sales, Belle, Missotiri.

Mr. and Mrs. Leon Knight of Knight's Implement Co., Meredosia, Illinois,

flanked by St. louis District Manager Lee Niemiec at left and Salesman
Walter Geronime, at right, pose with their RCA Home Entertainment Center.
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'ROSE BOWL
TRIP FOR
MINNESOTA
COUPLE

£f. Paul District Manager E. S.
Spencer and his wife, at left,
and Mr. and Mrs. Easterlund set
off for their trip to the Rose
Eowl Game.

For the second year, the St. Paul District has awarded a trip
for two to the Rose Bowl Game to the winner of the drawing after
the Fall Sales Contest. Drawn from all the warranly cards sent in
between September 5 and December 15th, was one [rom Mr. Allen
Lasterlund of Le Seuer, Minnesola.

The Easterlunds were accompanied on their all-expenses
paid Lrip by District Manager E. S. Spencer and Mrs., Spencer.
They enjoyed the Rose Bowl Parade and the game as well as side
trips to Disneyland, Universal Picture Studios, the Santa Aniia
Race Track and a visit to the Lawrence Welk Show. The weather
was beantiful, after a stretch of sub-zero Minnesota weather, to
add to the enjoyment of the trip.




CUSTOMER SELLS A FRIEND

Craig Mellon, XLs10% owner, poses,with some of the firewood he cut with
his new Homelite\chain saw.

After only one week pf owning his new XL-101 chain saw.
a customer, Graig\[""Mellon of Lebanon. Connecticut, felt
moved to write tig aletter. Here are some excerpts from it:

“I have used the saw continuously from sun up to sun down.
Many of the neighboring farmers with whom [ am friendly.
have come to my farm to see what all the noise was about.”

“One neighbor boasted of his saw, which was about 15 years
old and had given him continugus. dependable service. When
he lifted the XL he suddenly realized the difference hetwéen
being tortured all day and the ease of sawing wood without
going to bed at night and having every muscle in his arm
ache. It was hard for me to take the saw away from him!”

“The result was that my neighbor went to the logal Homelite
dealer, Kahn Tractor and Equipment in North Franklin Con-
necticut, traded in his old saw at a fair price toward an XL-103
and now he’s boasting that his saw is twice as.fast and_almost
as light as mine.”

“Incidentally, Mr. Kahn is a persofal friend ©Lamine and
if he sells something he will take good care of it. His salesman,
Bill King, can tell you anything you wish to knaw from A to Z
about chain saws.”

“My neighbor and I arg“both/very happy with our new
Homelites and want yousts know that you Kave just gained two
very satisfied customers. Thank you.”

Thank you, Mr. Mellon:

STUDENT
TRAINS
WITH
HOMELITE
DEALER

Tim Michel, left, is being
trained to sell and service
Homelite saws by Pat
Cole, Homelite Dealer.

Tim Michel is one of 35 high school students, members of
COE who are taking on-the-job training through the coopera-
tion of Aurora. Missouri. business men. Tim chose to work
for Homelite Dealer Pat Cole, owner of Western Auto Store.
In his training Tim is learning to wail on cuslomers, stock
shelves, change tires ele.\He plans to atlend college. and he
hopes to use this trainnigito help with his college education.
Mayhbe, then, he’ll think about heing a Homelite dealer himself.

HOMELITE
DEALER
1S/ TOP:

BUSINESS

WOMAN

San, Froncisco District Manager Robert Glidden points out o few of the
trophies won by Mildred Buel for Sales and Cutting contests.

Successful Homelite Chain Saw dealership’s are not limited
to men. Mildred Buel, owner of Buel’s Sales and Service located
on the shores of beauntiful Lake Tahoe in California, is the
perfect example. Mildred became a dealer in 1966. Since sales
quotas have no consideration for sex, Mildred was issued a
tough quota for her area.

Using all the available Homelite help, plus being a good
business woman, Mildred has exceeded her quota hoth years.
Lake Tahoe is located at a 7,000 foot elevation and has a five
months snow pack. Not to be short seasoned by snow, Mildred
sells approximately 500 cords of fire wood a vear and is now
very successful in selling Snowmobhiles.

CHAINS HIS VALUABLES

How’s this for quick thinking?

After thieves broke in and made off with four chain saws,
the incident was capitalized on in a positive way by Jacklin
Seed Co., Homelite Dealers in Dishman, Washington.

The following ad was run in the local paper: “EVERYONE
IS AFTER OUR SAWS. BECAUSE THIS MERCHANDISE
IS SO HOT TO HANDLE—WE'VE JUST HAD TO CHAIN
THEM DOWN TO KEEP SOME ON HAND. BETTER
HURRY IN . . ”
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HOMELITE

| ChEIM SAWS
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~ story on this page for a more o

_'/1 Pc:w H&fpfui J\fafes

~ Port Chester, Mew York. Member of the New "(ork

lite is usmg a numkve‘rlng system that
indicates major features (similar to the
XL-100 series.) The XL-901 is the stand-
ard dis lacernent version. The XL- 903 has
extra (gsplacement and power, compres-
~ sion release and automatic oiling. T
 XL904 has solid state 1gimno
mati¢ oiling, compres: ‘
‘exira dzsplacemem and pcrw

run down on the new saws—and haw,
a2 hangmp summer with lots o :
30’!.'10“ .
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The sew. XL-9201

The new XL-903

HOMELITE

The new XL-904

A new series\of Homelite ¢hain saws is being introduced in all parts of ies

country whicth Rebert $7 Kennedy, Vice President, Sales, considers the most depei
able, trouble-frée engine#family”” Homelite has ever produced.

The X1.-901, XL-903 and XL-904 have some great new features: The [uel lank

parlg=arenow screw ‘fﬂstened There’s a new simj slex starting system. Pushing one
f»mgle control, preduces a “triple action” starting setup.

The néw ehoke location, on the left side. makes il easier to operate the choke
during-warm-up.

Stioother Performance is achieved with New Lightweight Piston which produces
hetler engine balance (a new low in vibration| plus increased acceleration and
reduced wear without sacrificing strength or dursbility. The improved Handle
Bar Mounts contribute to a smoother “feel.”

Easier Handling is achieved by positioning the new manual oiler in a more
“natural action™ location. and providing a larger, more comfortable. more acees-
sible butten. A larger discharge line makes it easier to push, too.

Longer Engine Life is assured because of the new “Full Pawer™ carburetor which
provides exira fuel and lubrication during peak RPM operating conditions, acts
as an automatic governor Lo prevent “no load” ov erspeeding and produces cooler
running at “high end” RPM. There’s a new Full Contact Clutch. too, with shoes
of R112 “high density friction bronze”, a new Fuel Line Location which improves
access and protects the fuel line; a new Wrist Pin Design and a relocated Fuel

Tank Vent.

The new XL-900 series looks different too. New name plate, decals and trim
Lreatment give these new models a “fresh look.”

In addition, they retain the outstanding features that have made Homelite tops
in the chain saw industry: light weight. low profile, faster cutting, custom made
components, exclusive solid state ignition. positive displacement, shaft-driven
oiler.

Remember, too, Homelite provides a nationwide sales and service network se,
that quality and service go hand in hand.

Advertising literature, in-store promotional materials, paris books, ele. will b
available very soon lo help you promote these oulstanding new saws.

SAWDUST




HEATED HANDLES FOR CHAIN SAWS

[t gets very cold in Guthrie, Minnesota during the winter,
and gften fifen are out using chain saws in below zero weather.
M AMred Olson, of that cily, devised a fine way to heat the
handles of a chain saw by diverting part of the heat from the
exhiaust through both handles.

He uses copper and bronze tubing and fittings, and pro-
vides cocks to regulate the heat as shown in the picture at left.
Two Homelite saws were fitted out with this devise which can
be attached in 20 minutes. One was used by men working on
the pipe line which is being built from Canada to Michigan,
often in 307 below zero cold. One man who used the saw said
he didn’t know how he ever got along without the heated
handles.

Anyone interested in learning more about this patented
device, which would make usihg a chain saw in winter in the
cold regions of the countky @~more comfortable task, should
gel in touch with Mr. Alfred Olson, Guthrie, Minnesota.

Mr. Alfred Olson of Guthrie;” Minnesota, $Hows his patented chain saw
hand warmer fitted"to ' Homelite saw.

BEWARE OF
IMITATIONS

In some parts of the country, Homelite
dealers have been receiving punched

6(}5 emblazoned with an open hook

v VW
CLASSIFIED
LISTINGS

pled, “Classified Listings”. They look
very authentic, even though the fine print . S
on the back is hard to read and some
dealers have sent in their checks expect-
ing they would be listed in the telephone
company Yellow Pages or a similar
broadly distributed advertising service.
They wont be! These companies have nothifig to)do with
Yellow Pages.

According Lo an article which appeaxed.on June 6th¥in the
Wall Street Journal, “The success of this fratid depends*ipon
the recipient’s rapid reading of the statement.” Fhevfull text

The symbal at the left isinot used by the Yellow Pages organization. They use the one of
the right, Be, sure to réad all the small print and know all the facts before sending money
to a directory.

phone bills in typography and format.

Some of the dealers who received these letters and were
misled into sending them money have written in to Homelite
for a co-op rebate which we are not able to give them.

Please be sure not to be taken in by these letters if you

ot the article is being sent to all Homelite dealers,
As many as 20 of these misléading soligitations may he in
operation at once, mailing 14 addresses oftethcopied from real

receive any. Read the small print carefully and notice the differ-
ence between the symbol they use, as shown here, and the au-
thentic Yellow Pages symbol. If you are in any doubt about this,

phone hooks—millions of punched capds, or slips resembling contact your local postal authorities.

As a new feature in Sawdust, we
propose Lo offer for a limited time
offer one advertising specialty each
month as an extra added induce-
ment. During July and August,
there will be a 10% reduction in
the price of the sturdy carton cut-
ter shown here, 210, with it's
| Homelite imprint. A plastic safety
| guard protects hands from the
razor blade. They're a fine bargain

-

Specialty of the Month

at .35 cents a piece in lots of 100.
During these two months, they will
cost the dealer only $31.50 per
hundred.

Carton Cutter is Bargain of the Month
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NEW HAMPSHIRE
DEALER HAS
BUILT
REPUTATION
FOR SERVICE

Mr. Jim Johnson, Manager of thé Small Engine/Division of R. N. Johnson,
keeps o complete display of all the Homelite chdinsaws that are popular
in his area of Southern New Hampshire and, ¥érmont.

Joan Chickering, at desk, is one of five employees in the office of R. N. John-
son, Homelite dealer in Walpole, New Hampshire. This bustling hardware
and farm equipment compdny employs about 50 people aliogether.

Marie Frenette, Secretary and Office Manager of the Small Engine Division,
and Dick Sweeney, Mechanic'&md Parts Man, had many kind words to say
about the cooperation they get fromyHomelite!

R. N, Johnsen, founder of this busy, well-known company, gives all of his
attention te a custemer. He has built a reputation for service and quality
merchandise in his nearly forty years in business.

4

Back in 1929, R. N.(Johnson started a small husiness on
his farm in southermNey Hampshire selling tractors and other
farm equipment. Oyenthe years, his business progressed so

much that he hadetovnove’it out on the road; and in 1941 he
bought a large builthng outside of Walpole, New Hampshire,
and added hardware, lawh and garden equipment and more
lines of farm equipment.

Today, Re N. Johnsdn runs a very large husiness which
emplays(orty or fiity péople and draws customers from miles
aroand)Mr. Johmson‘has been a Homelite dealer since 1950—
ghévgFthe vermfirst chain saw dealers in the area. Three years
gy, the small engine division of the company, (chain saws.
Jawn and gadden tools, lawnmowers and small tractors,) was
‘moved iitaa fine new building of over 13,000 square feet, j}%
across the road from the main building. Mr. Johnson’s
Jiui."#s in charge of this division, and was able to fill us .
onthe way they operate their business when we visited him
recently.

Luckily, there was a slight lull in the number of customers,
so we could get his full attention. Evidently, this was a rare
situation! Jim Johnson runs his division with the help of Dick
Sweeney, his mechanic and parts man. and Marie Frenette,
girl-of-all-work, who 1is Secretary. Office Manager, Parts
Orderer. plus many other things.

Their Homelite business continues to get better every year.
Actually, most of their customers. about 90% , are occasional
users or farmers. There are somie logging operations in this
Connecticut River Valley area. but not many. Their customers
all appreciate the Johnson motto “We fix any Homelite saw
while you wait.” This means having a complete stock of spare
parts and it evidently pays off.

“We still get an occasional 20 MCS in for repair and we
can still fix it.” said Jim. “But the XL-101 series has certainly
brought us terrific sales this year.”

Jim is so busy at the shop from 7 am. to 5:30 p.m. six
days a week, that he hasn’t been able to attend any dealer
meetings. to his disappointment. He thinks that Homelite chain
saws are so well designed thal thev're easy to wark on. how-
ever.

When we didn’t see much of a stock of saws in the show-
room or warchouse, Mr. Johnson explained thal, because of
several robberies last year, he now hides the extra saws under
desks and counters, Strong night lights and double locks on
all doors also discourage would-he robbers.

A forty year reputation in the area for fair-dealing and N
cient service have made R. N. Johnson a trusted name ..
southern New Hampshire and Vermont, His son seems to he
living up to the family reputation in a big way.
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HUNDRED-PLUS DEALERS HONQRED
A BY NORTH ARLINGTON DISTRICT

Richard Sidon, (North Arlington District Manager, ot left,
‘pfesents a TQ0:Rlus Plaque to Hank Gerow of Eastern
‘Chain Savhin Bethlehem, Pennsylvania.

Vic Collins, at right, and his sop Ray, of Northfield, New Jersey, proudly hold up their 100
Plus Plague. They have’been Homelite dealers for almost 10 years and were featured as Dealers
of the Month in Sawdust in May of 1961.

The 1004~ Club for Homelite dealers was established in
the North Arlington District and plaques were awarded for
the first time in 1968,

M, The purpose was to recognize those dealers who had sold
-J0 chain saws or more in one year. It is felt by Richard Sidén.
North Arlington District Manager, that the 100 dealer plague
placed conspicuously in a dealer’s shop serves two pufoses.,
It is not only a token of recognition to the dealer by fomalite

of a fine selling job, but it also gives assurance to the tustomen

thal he is buying from a top Homelite dealer.

In the year 1967, {rom January to Decemiber, 1370 dhé
North Arlington dealers sold 100 or more ¢bain saws,"an( dach
of these dealers received a plaque. My Sidon angeunced that
this would be an annual award from now on. He ‘also noted

that fhig aWard is 'fl)_niy for chain saw sales. Other unils sold are
nol, counted.

The following dealers are now members of the 100 Club:
InNewJersey: Vic Collins & Son of Northfield and Dover
Supply Co.in Bayville.

In " Wew York: Dedrick Power Equipment Co. in Stone
Ridge: Freeport Equipment Sales & Rental, Inc. in Freeport;
Carl R. Kenyon in Warrenshurg; McHale’s Chain Saw Co. in
Port Leyden ; Pettit & Sons Equipment, Ine. in Ballston Spa and
Suffolk Contractors Equipment Co. in Selden.

In Pennsylvania: Asplundh Equipment; Eastern Chain Saw
Supply Co. in Bethlehem; Hazelton Chain Saw Co. in Hazelton :
Joseph M. Heickelbeck in Honesdale and Quaker State Equip-
ment in Harrishurg.

C. P. Deng, owner of C. P. Long. Inc. of
Jonestown, Pennsylvania, may now be the
proudypossessor of a 15 year plaque. hut he's
zeally been selling Homelite's since 1949 when
heyhandled the Homelite 26 LCS chain saws
as a sub-dealer. He hecame a dealer in his own
right 15 years ago, and he’s been a real Home-
lite hooster from the beginning.

Mr. Long is a busy man. In addition to
being a Homelite dealer, he is also an Inter-
national Harvester, Cub Cadet and Scout
dealer, and he also owns a Sunoco Service
Station next door to his farm equipment busi-

Q ness, According to Bob Hood, Homelite Sales-
man who presented Mr. Long with his 15 year

-~ plaque. he does a good job selling. servicing
and advertising Homelite.

ERETEN

VETERAN
DEALER

C. P. Long, of Jonestown, Pennsylvania;, holds his 15
Year Dealer Plaque at right.
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TOP CALIFORNIA DEALERS

WIN DISTRK

Every year, Robert Glidden, District Manager Bl Districhy

113 in South San Franeisco, California, riins agsales contest,
complele with quotas and very substantial ‘prizes; and every
year about this time “Sawdust” [eaturés the pictures of as
many of the winners as possible.

The prizes ranged from $50 U. S™Bondsy to $500 U. S.
Bonds and a top prize of $1.000wvas awarded,on the basis of
excellent sales service and dedlerscustomer{vélations.

in a record of excellent sales, setVice and dealer-customer relations.

Veteran Homelite dealer Gend Dupentof Quiney, CQulifornia, receives the top prize in the 1967 Sales
Contest from Robert S. Glidden, District Mgrtiger. He won over terrific local competition by turning

k13 PRIZES

The dealers are grouped into five divisions and Ist, 2nd.
3rd and 4th place prizes were awarded depending on the per
cenl of sales over quota.

According to Mr. Glidden, “the real winner in these con-
tests is District #£13 . . . for having dealers such as those shown
on these pages. Many of them are winners, year after year,
cach time trying to better their last year’s record. Its this
great enthusiasm thal makes the whole thing so exciting.”

Marvin Larren, at left, and John Orenich, at right,
of King City, California, receive $500 worth of
U.S. Bonds from Bob Glidden, District Manage 5\

Dick Dodelin, at left, of the Sacramento Branch,
hands over @ prize to Larry Taylor of Larry's Saw
Shop in Citrus Heights, California,

DEALER MEETING AT LAKE TAHOE

A very successful dealer meeting was held by the South San
Francisco District recently at Lake Tahoe. Robert S. Kennedy.
Vice President, Sales and General Sales Manager, was present
Lo introduce the XP-2000, the bhig, professional saw designed
especially for the West Coast with ils huge trees.

The dealers had a chance to try out the new saw “which is
2000 years ahead in time. bul available now™ according to
Robert Glidden, District Manager.

Red Houston, at left, Harry Parsigian and Tom Taylor say their say at the
recent dealer meeting at Lake Tahoe, held by District 13.
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Busy Mr. Glidden, at right, has o big prize fo

"Pres” Franklin of Franklin’s Saw Chop, Susan-
ville, Californic, for exceeding his quota in the
contest.

e i

Bill Wright, af leff, co-owner of Wright's Garage
in lodi, shown receiving his prize from Mr.
Glidden, is @ big man both in physical SlZe and
in sales as well.

Wes Hogal, owner of Arrow Equipmentiin/Tracy,
California, took 1st place in Bw]smn IV with
o record 226.7% of quota, whichVis.d very fine
showing in any contest.

\WRen Sanford s another one of the California

dealers Who lexceeded his quota last year. His

welLs?ccked shop is called Gridley Growers of

Gridley, California.

Jovial “Al"” Hitchcock, of Hlfchuck's Gurden &

Tool in Campbell, California, came, in 1st in Divi-
sion | and is congratulated by his old f‘ﬂend
District Manager Gliddeny

Bob Brown, at left, and Russ Lynn of Felton

Hardware in Felton, California, are the proud
recipients of some U.5. Bonds for coming in 4th
in Division | in the contest.

Mr. and Mrs. Dave Stilleke, of Soquel, California,
achieved 207.6% of their quota to take 2nd place
in Division V. It was their first year with Homelite.
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Romeo Rosaschi, at left, owner of Valley Building
Materials in Yerrington, Nevada, receives his prize
bond from Dick Dodelin of the Sacramento Branch.

Phil Moeszinger, who is the owner of Pioneer
Hardware in Folsom, California, came in 3rd in
Division V in his very first year as a Homelite
dealer,

«Llem Stroup, center, owner of Stroup’s Chain Saw

in Redding, California, poses proudly with his
prize between Secretary Betty Robinson and Head
Mechanic Glenn.

Jim Ash and his son Jim, Jr., were 3rd place
winners in Division II. They look over their prize

with pride in their shop in Salinas, California.
Young Jim is o real help in the business.

Another Nevada dealer, John Tallman, of Tall-
man Llumber in Winnemucca, is given his prize
U.S. Savings Bond by Dick Dodelin.




RETIREE'S HELPER

Mr. Percy Melis of Salem, Oregon, is certainly proof that
life can be more interesting if you retire with a Homelife. ‘He
was formerly supervisor of the Kaniksu National Foxest of
Idaho. When he retired four years ago, he acquired & Homelite
XL-12, and he has had fun culting wood for hifngel¥, his neigh-
bors and his relatives. Since his bowling factivities hate di-
minished, he is now using his bowling ball bag tg carry hisgas,
oil, and ool kit. ) ( N

“I have hecome more proficient wﬂh my chain saw than
with my golf club,” he admits, “but I'8till epjoy golfing, too.”
Mr. Melis. who is the father-indlaw of Tomelite Salesman
Al Blindheim, of the Seatile firea, fufds LY’raJ; his XL-12 keeps

him busy without tiring him put, and*e’s slenjoying retired life
more than he ever thnudht he cadld.

Mr. Percy Melis checks his XL-12 Before going out to cut some firewood for
a neighbor, His togls, gas andgil, areiin his bowling ball bag.

HELPING OTHERS ' RAYS

Carl J. Peetz, of Roseburg, Oregon. has real interest in
helping the young men in his community. He. more than any
other Homelite dealer we know about. has taken advantage of
Homelite’s poliey of providing néw saws at hall price for lend-
ing to schools and groups such as Future Farmers of America
and 4-H.

Thig"gear hedvag given or loaned three XL-102 saws to the

forestry” depaﬂn’len[} at Umpqua College and to two F.IF.A.

(haptere in-Roseburg. Mr. Peelz feels that in showing these

young men, how to handle chain saws and how to maintain

them, ht J8 giying them practical education and help. It's gogss
advertising [or the Carl J. Peeiz Saw Shop. and for Homeli
too A0 he always rates a story and a picture in the local papers.

FATHER'S
HELPER

Mark Hagon, aged five,
has no trouble at all
holding the XL-101 in
the Homelite shop of

his father, James Heagan,
in Whitesville, Kentucky.

When his father, James W. Hagan of Whitesville. Kentucky,
was very busy one day this spring, young Mark, aged five.
decided he’d have Lo pitch in and help. His three older brothers,
{who were pictured in Sawdusl in 1961 belore Mark was born)
were all busy at school.

Between Mark and his father. six Homelite saws were sold
in one day. The XL-101 is just a nice size for Mark to hold and
display. and he’s already planning to be a Homelite dealer
when he’s old enough.
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FIFTEEN YEAR PARTNERS

Bill and Helen Sweeden, at left, and Ronald and Anne Archer have been
partners and Homelite dealers for 15 yecrs and have the plaque to prove it.

A 15 year plaque iz a big honor, and when it’s awarded to
two couples wha have been partners for those 15 vears. it's
a real occasion. Bill and Helen Sweeden and Ronald and Anne
Archer are partners in West-Arkansas Equipment Co. in Rus-
selville, Arkansas. They do a great job for Homelite, not only
in selling large numbers of saws each year, but in the efficie”™
and ])u51nes=11ke way they operate.

To celebrate, District Manager Bill Bedford. of the Memphis
District. took them all out f01 a dinner al a fine restaurant.

SAWDUST




. 5. C.—JULY, AUGUST, SEPTEMBER, 196

—GASTONIA, N.C.—GREER

N.Y

3

oL
w
—
v
w
€I
(¥}
=
o2
O
&
z
(@]
9
=

onl p

€

Published by HOMELITE




PEOPLE“MAKE THE DIFFERENCE

It isn’t efough to make theWworld's fastest selling chain saws—the XL's. Home-
lite also wantspto be sure thal every person in the country who uses a chain saw.
should use a ehain saw ‘or could use a chain saw, hears about the XL's, visits a deale®
shop to,seethe lineland is given a demonstration.

So this fallyHomelite is going all-out to bring a stream of traffic into dealers’
shops, In addition to extensive advertising in leading publications and on Spot TV
liere“are some‘ofthe new programs:

The Hoémelite Instant Sweepstakes Contest, being introduced in the October
FARM JOURNAL:

An Open House Special Kit . . . everything necessary to brew up a real old-
féshioned kaffe-klatch;

. % Dramatic TV Coverage . . . Homelite commercials to be featured on the Huntley-
Brinkley Report during October and November.

These three programs will bring in the people . . . no doubt about that. Then,
it will be up to you to tell them the facts about the complete line of Homelite chain
saws; to demonstrate their lightness and power: to emphasize the quality of both the
product and the service you will provide.

When it comes right down to it, you make the difference in the way you take
advantage of the opportunities which are being offered in the months ahead. Get set
for the greatest sales in your career as ayHomelite dealer.

SWEEPSTAKES <CONTEST

As advertiséd in~the Farm Journal

INSTANT . Y { « \INSTANT § ?  Bonus
PRIZES! SAVINGS! | |SWEEPSTAKES!
(No purchase ry) ¥ From $5.00 to $50.00!

Vol can save frem $5 16 S50 on your pur-

5 HomBljie {01 chase of a new Homelite XL Chain Saw!

Chain Saws. -The "instant Savings 'porticn of the coupon
' tells you now, .. how much you can save.

50 Portable radia/, Just washiitgently in water Everyoae wans

an Instant Savings! Take the coupen fo
your Homelite Dealer, lock aver the wide
choice of XLs he offers. choose the one you
want, then save the amount shown on your
“Instant Savings” cougon!

Rhofiegrapns

= 2,500 Columbia
5000 recard albums.
full-color Rand-McNally maps of the world

A i you aom't win an st Prize,

. voute eligibie for the Bonus Sweepstakes. J* t 4

Over 3 million prime chain saw prospects will see the announcement of Home-
lite’s Instant Sweepstakes Contest in the October issue of the FARM JOURNAL.
There will be an official Sweepstakes entry hlank in each magazine and a complete list
of Homelite chain saw dealers (divided into 19 different areas| on the page that
follows the double-spread full color ad.

With Homelite Instant Sweepstakes, your customers and prospects have three
ways to win. First with Instant Prizes, second with Instant Savings and third in the
Bonus Sweepstakes Drawing. In every case, contestants must bring their Sweep-
stakes cards to you to gualify.

(In most states, the Instant Sweepstakes promotion is completely legal. Five
states, Wisconsin, Connecticut, Missouri, Kansas and Nebraska. limit all or part of
the contest. Your District Manager will advige you in such caszes.)

You'll recive a colorful broadside which takes you step by step through each phase
of the program so that you understand what it is and how it works. This makes a fine
wall poster, for the reverse side features all nine XL saws. You'll also he given
a large counter card with a slot for Bonus Sweepstakes tickets, a simplified instrue-
tion sheet and a pad of sweepstakes entry blanks.

This is a profit building program for you with a surprise chance for you to Win o=
a prize for yourself and your wife. Find out all about it from vour District Repre.
sentative and get all ready for a busy fall season.
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OPEN HOUSE SPECIAL

M Holding an Open House is easy—il—you have
?@:rylhing you need on hand withou! having to rush
all over to get a table here, a coffee-pot there.

The Open House Kit, which can be ordered from
the District Representative, has all the basic equipment
for a successful and highly profitable party. There's(a
fully automatic Tricolator Party Perk 12-42 cuy coffeds
maker, which assures plenty of delicious, _piping hot
coffee. Just add coffee and water, wait for the Redi-lite
and serve.

There’s a Fold “N” Roll Versa-Tahle.to put dt on,
too. When fully opened it is fine to uselas a servirlg, cart.
Tt can be converted to other uses by Toeking it in-varigus
positions. Size—open: 26 long, 82 %high and 187 Wide,

There’s also a sample Hoktets Coffee sef! consisling
ol a 210 4 cup rangetop coffeemaker and a beatitiful Hot
Trayette, which your customers can order for just $5.00
(The coffeemaker alone Tor $1.50.)(100order forms are
included in the kit

There atg”ad mats to uselin announcing the Open
House and 12 coldrful posters to put up in your own
and other shops around town. There is a supply of
Registration ticketg tod) il you want to have a prize
drawing during yourOpen House,

The Open House Basic Kif, with a retail value
of $54.85, costs the dealer only $25.00. Additional
items, such as “Homelite™ coffee cups and napkins,
Open House banners, pennants, buttons, bumper stick-
ers and world maps to use as prizes, can be ordered

from the District Office.
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' HOMELITE
OPEN HOUSE

, HOMELITE
| CHAINSAW

e -

Everything you heed fora ‘slccéssfol Open House, comes in the special Open House Kit.

HUNTLEY-BRINKLEY TV SPOTS

The HuntleysBrinkley Report, leading
news program o'V stations all over the
¢ountry, comés,on the viewers’ sereens in
the.primé eaxly=evening hours. Millions
of people”listen to this program which
covers about 99% of the stations in all
20 states,

On October 2, November 15 and No-
vember 27, Homelite will have opening
bill-board identification on the Huntley-
Brinkley Report. Homelite commercials
will run on October 1, 2. 15, 29: Novem-

The Advertising Specialty shown here, a white
giant-number telephone dial, complete with colorful
Homelite imprint, fits easily over any regular dial, It
is being offered at a 10% discount during September
and Qctober. The item number is H-245. The price will
be $.20 apiece for the minimum quantity of 150. The
unit price will be $.17 in quantities of 250 and $.15 in
quantities of 500. Dial the right number by ordering
a supply of these nseful and effective items right away.

her 13, 15, 26, 27: December 2.

In this exciting election year more
people than ever will be tuning in on the
news. They'll see the colorful and exciting
Homelite chain saw commercials and
they’ll be directed to ask for a demonstra-
tion from their nearest Homelite dealer.
Be sure to watch the Huntley-Brinkley
Report on those dates so that you can
talk about it with the new prospects who
will come in to see and buy the Homelite
XL chain saws.
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NEW PRODUCTS FOR
NORTH AND SOUTH 3

SNOWMOBILES

PN ey

3 gy ”;’%’ P ¢
Exploring o glacier is just one of the exciting things you ¢an do in a snow-

mobile. The young lady in her Homelite Forester and her friend with the
Homelite Explorer, take a break to discuss further plans.

A line of thres snowmobiles and a new, larger, more power-
ful Yard Trac are the exciting new products being introduegd
by Homelite this fall. _

Snowmobiles, which are gasoline-powered, tracked vehi-
cles for recreational and commercial use are becdming Very
popular. Since Homelite has been looking for a product that
would allow them to enter the rapidly growingf leisure, time,
market, snowmobiles seemed to offer an outstanding Qppor-
tunity. 5

The sport of snowmobiling has growfiim just five years Lo
such an extent that it is estimated that3200/000 snewitobiles
will be sold this next winter. Usedyfox(fun and for pacing in
the snowcovered parts of the countay, suowmobiles have opened
up a whole new winter pastimeNCoitages, 3% from travelled
roads, can now be reached inthe winter ds well as the sunimer.
Some people even use snowmobiles 16 comimute Lo their jobs
when snow covers the ground:

The Homelite line wilLéonsisg@hthree models, the Ranger.
the Forester and the Explorer=The Ranger is a small, light-
veight. low-priced snowmohile with a 10 h.p. engine and a
12 inch track. Safe and easy to/handle. the Ranger will pro-
vide fun for the whole family.

The Forester is a more powerful model with an 18 h.p.
engine and a 15 inch track. Tt is great for sport, casy to drive
in deep powder snow and in hardpacked snow as well.

The Explorer has a frisky 20 h.p. engine and an 18 inch
track. It will carry two adults easily and will pull sleds or skiers
for a variety of winter fun and games.

“Smooth, sassy and speedy are all good adjectives to de-
scribe the new Homelite snowmobiles™ according to Robert E.
Anthony, Manager of Field Sales. “We feel that this exciting
consumer product will be a worthwhile addition to Homelite’s
total product picture.

Homelite's Sales and Service District offices in the northern
part of the country and on the West Coast will handle the sales

4

BIG YARD TRAC

Llinda Yusko, who works in Office Services af Homelite in Port Chester, tries
out the new Yard Trac for the benefit of the photographer.

and servicing of the snowmobiles. Selected dealers in those
areas will soon have the Ranger. the Forester and the Explorer
on display.

New Yard Treac Line For '69

Homelite dealers who handle the Homelite Yard Trae will
be glad to know that there are now four Yard Tracs in the line
for ’69. providing a higger selection for the customer and more
business lor the dealer.

The 5 HP, 26" mower, the YT 526, which has been on the
market now for almost eight years has constantly heen improved
and this year is no exception. It comes in two models, the stand-
ard with narrow tires and the deluxe with flotation tires, All
lires are pneumatic. Both models have a new safety hrake,
quick action blade stop, easier sicering, compression release,
a new drive disc and a heavier differential. All these improve-
ments plus a reduced price make the YT 526 a more attractive
value than ever.

The all-new 30" rider, the YT 730, has a 7 HP engine
which puts it into one of the fastest growing segments of the
riding mower market . . . twice as hig a market as the 5 HP
market. The new model which comes in standard with narrow
tires and deluxe with fotation tires, has sturdy tractor styling
and incorporates all the new features described for the YT 526

With an expanded line. Homelite dealers will be able t
step up their sales of Homelite riding mowers faor 1969.
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HILLBILLIES and HOMELITES

by Paul E/Ralliff

“I live in the Cumberland Mountains where Kentucky.
Virginia, and West Virginia crash together in a series oferidges
and peaks,” said Robert II. (“Bob”) Justice, Homelite. sales-
man and technician for Call Hardware Company, Pikewille.
Kentucky. “T guess a lot of people picture us ¢itizens df the
hills as about one step removed from Daniel Béone—a bunch
of rille carrying feudists with bare feet, overalls, and flep
brimmed hats!” '

“Why, a Northern visitor recently.asked me whexe all
the hillbillies are. When I told him the Well dressed people
he could see all around him were hill countty natives, lie didn’t
believe me! T informed him that Camwherland Mowrbain citizens
are just as intelligent and ambilious as_an§ grotp of people
anywhere in the world—" ‘

Then Bob Justice chuekléd,

“I told him that tieréyare méi roaming the hills, true
enough. But they aren™®toting” gufis, they are carrying Home-
lite chain saws.”

Call Hardwate Companigoecupies such an integral part of
the life of the region that they, display only a modest sign on
their establishment. They™are known favorably throughout the
rugged area whichothew setve so well. Their stock includes
qualily ilems ranging from len penny nails lo power mowers.
And their satisfied customers number thousands.

“When a firm like Call Hardware chooses an excellent
product like the Homelite chain saw, you get just about the
most nearly perfect working conditions you'll ever see.” Bob
smiled happily. “When I'm selling Homelites, I'm selling a
grand product, manufactured by a grand company, in the store

ﬂa grand firm—and selling them to a grand people!”
! Call Hardware sells an average of at least one hundnéd
“fomelite chain saws annually. Nor is this the sum of chain
saw aclivities as Bob Justice repairs approximately fifty¢hain
saws of all makes per week.

-he deft hands of Robert E. Justice, Homelite Salesman for Call Hardware
Co., make adjustments on a Homelite chain saw.
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“Service. Chain saw owners know they can depend on us.
Thats.why a lot of fellows who don’t buy Homelite when they
purehase their first chain saw, switch to Homelite their second
chain saw. We convince them!”

Robert E. Justice became a Homelite chain saw salesman
in 1964. He took a training course in Cincinnati, Ohio. He has
also visited the Homelite chain saw factory at Gastonia, North
Carolina. “They make a darn sturdy. worthwhile saw, the
Homelite factory.”

Bob is still a young man. handsome, and proud of his
position. He is married and the father of two girls. His hobhies
are flower and vegetable gardening and radio and television
repair. He is a friendly, gregarious person who regards every-
one as a [riend.

“I've been asked how we here at Call Hardware can sell
so many chain saws,” Bob said. “Well. it’s a combination of
many things. First, of course\the Homelite saw is good—the
best. And the Homelite people cooperale with us splendidly.
And the reputation of Call Hardware is definitely a plus factor.

“Then, when,wé sell.a mawfor a woman) a chain saw,
we don’t consider thestransaetiof_ds a closed issue. We en-
courage this cu§temer to yisit @is. talk shop, and abave all
come Lo us if.hehas any questions about Homelite.

“Finallys/aven a Homelite will require attention occasion-
ally. Welofler’the Howmelite chain saw owner prompt repair
of hissaw.”

Bob Justiceis 110t only a champion of Call Hardware and
Houelite chain Saw, he is an outspoken defender of the Cum-
bérland Mountain citizens. “No, sir,” he said, “if you're
Yaokingfo "white lightning” drinking ‘hillbillies’ you needn’t
comé Lloany district. But.” he added, “if it is a fine bunch of true
Amerigans you're looking for. with the intelligence and ambi-
tign to use IMomelite chain saws—why then, just visit Call
Hardware. Our customers are the ahsolute hest!™

s

Rebert E. Justice, left, and Bob Sammons, o fellow employee of Call Hard-
ware Co., admire one of the Homelite XL-101 series chain scaws.




“NOTHING BUT THE BESY”’
is notto~ef Marvin Blackwe®

Marvin Blm:kwell's new shop is not only good-looking but very convenient,
with its spacioUs showroam and well-laid-out shop.

Bob Boatwright, Service Manager for Blackwell’s enjoys working on Home-
lite chain saws in the well-equipped shop.

J. Marvin Blackwell, “Homelite “dealer of Carrollton.
Georgia has a well-defined goal in life. Héwants to become the
number one chain saw sale§ and gervicing dealer in the state.
He’s well on his way too. H€ wasrécently presented with a
Hundred Plus Plaque meaning,that he had sold over a hundred
chain saws in 1967.

Just ten years ago Marvin Blackwell started in business
with $50 capital and a tool shed that measured 147 by 10/. In
1968, his gross sales will exceed a quarter of a million dollars.
His fine place of business is new and modern with a shop well
equipped with all the tools necessary to do a top-notch job. Be-
sides Homelite chain saws. he handles Honda motoreycles,
tractors, mowers and tillers. He employs two servicemen, a
salesman and a bookkeeper. He also has a service truck.

Carrollton is surrounded by farming areas although there
are some logging and pulpwood operations nearby so Mr.
Blackwell’s customers need all types and sizes of Homelite saws.
He believes that it is very important to have a complete assort-
ment of saws to sell when the customer is ready to buy and a
well-stocked parts inventory to repair the equipment when

6

His Homeh?e 100 P'US Plaque is somafhmg that Marvin Blackwell has worked
hard to achieve.and he's very proud &f it.

A display of the full line of Homelite chain saws, with wood-cutters kits
very much in evidence, is of interest to customers.

necessary. This is an essential part of his plan to draw more
and more customers into his place of business.

Mr. Blackwell feels that advertising is important, too, and
he uses local radio and newspaper ads. direct mail stuffers and
roadside signs in strategic locations.

Most of all. Mr. Blackwell feels that a large percentage of
people want the best available equipment snd service irom
the dealer. By offering these to his customers over a long period
of time, a good dea]er image is created which is more valuable
than anything else.

Marvin Blackwell sells the quality features of Homelite
chain saws for the suggested retail price because he has
found that customers are willing to pay for the dependability
and advanced engineering demgns which they embody.

The Homelite District Office in Smyrna Georgia, is very
proud of the outstanding job that Mr. Blackwell is doing. They
feel that his honesty and enthusiasm will go a long way towards

making that goal of being “Number One” a reality. He’s a reak=,

challenge to the other fine Homelite chain saw dealers i
Georgia and a real source of pride to Homelite.
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'SAW-A-BRATION

W. H. Cooper, at lefi, and Robert RGth, of Lynch
Farm Equipment Co., Rocky Mt., Virginia, froedly
display their 100 Plus Plaque. The cdmpany has
been selling over 1000 saws plus other Homelite
equipment each yédr for several yéars.

Mr. and Mrs. Allen Desper, of Desper Power
Equipment Co., Charlotfesville, Virginia, are o
fine Homelite team. Mr. Desper does the selling
and repairing while Mrs. Desper tokes care of
the office and the parts counter.

il Do e

Mr. and Mrs. Paul Curtis sold 100 plus saws the
first year he became o Homelite dealer in 1966.
They-both™Sell and service Homelite equipment
at the Ceovington Equipment Co. of Covington,
Virginiet (Mrs. Curtis is a goed mechanie.)

Accordingte’ Bernatd “Buz” Melntee. Homelite Salesman
of Roanoke. Virginia, one"6f the hig pleasures of a salesman’s
job is presenting an award to one of his dealers for outstan ding
performance.

“It is an even bigger pleasure to present a dealer with a

i
Mr. and Mrs. Avbrey Falconer and son Fargary, plus
another son Lyn, not shown, do a fine job selling'Home-
lite chain saws, mowers and harvesterswin' Ambherst,
Virginia. A dealer since 1963, Mr. Falcéner has ne¥er
sold less then 100 saws o year.

Representing Baker Brothers in Staunton, Virginia, left to right, are Mr.
. Baker, President, (and brother of Raymond Baker of Roanoke, Vir-
sia,) who holds the 100 Plus Plague, Miss Sandra Gum, Secretary, and
Charlie Lam, Parts Mancager, who holds their 15 Year Plaque.
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plaque showing he\has sold 100 pTus saws.” says Buz. “And
when you present,seven dedlerswvith such a plaque within a
short periodfoftine, Wow ¥’

On this page are piclured Buz McIntee and the outstanding
dealerswh rated 1008 Ns Plaques.

The whole force of Buker Brothers in Roanoke, Virginia, turned out to receive the 100 Plus Plaque
presented by Buz Mcintee, Homelite Salesman, second from right. Left to right, Raymond Webster,
mechanic, Harry Foster, mechanic, Mrs. Ann Carroll, secretary, Fred Webster, mechanic, Raymond
Baker, president, Mr. Mclntee, and Jimmy Helms, parts manager. Beaker Brothers, a Homelite
dealer for over 15 years, consistently sells over 100 chain saws.

Each year for the past 10 years, South West Virginia Tire Co. of Richlands,
Virginia, has sold more chain saws. Here, Sherill Mash, Chain Saw Dept.
Manager, Mrs. Hazel Wilson, Purchasing Mancager, and H. B. Stanton, Presi-
dent, proudly display their 100 Plus Plaque.




It is a pleasureto be a able to salute one
customers, af'the refuest oM James E. Dayis of the Pineland
Chain S&w Agency of Many, Louisiana. She reports that Jack
Drew, picturéd here a logging job and with his wife, has been
a Homelite"user far years, He was possibly the first in Sahine
Parish to startusing Homelite chain saws in his culting operations.

Blue Ribbon Winner

Among the many exciting prizes offered
recently in a Dodge Truck Blue Ribhon
Sweepstakes were Homelite XL-101 chain
saws. Three lucky people won chain saws
in addition to other prizes. Miss Margarel
Michaelson of LeGrande, Oregon, and
Mayme Early of Annville, Pennsylvania,
were second prize level winners and Mr.
John Jungman, Jr. of Van Meter, lowa won
the in-dealership second contest for non-
winners and off street traffic.

Mrs. Barly was presented with ‘her
XL-101 on May 17, at a special .ceremony
arranged by our dealer in Lebanon, Penn-
sylvania, Elmer E. Plastererhy, His Sales
Manager Richard Truednd Homelite Sales-
man Robert Hood weraialso presents

Jubilee Da

T
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of Homelite's loyal

e

Mr. Richard True, Sales Manager, Mayme Early,
Mr, Elmer E. Plasterer and Robert Hood, Homelite
Salesman,

At left, Homelite joins in to help celebrate Jubilee
Day in Mechanicsburg, Pennsylvania, Ritter’s
Hardware, Homelite dealers, put on cutting
demonstrations all day and evening. At the log,
with the saws, are Larry Sheetz, ot left, Salesman,
and Jack Ritter, Vice President.

At right, Mrs. Dave Stilleke, of Dave’s Saw Shop,
Soquel, California, receives a $25 U.S. Savings
Bond from Mick Hobbs, San Francisco Salesman,
for being the first dealer in 1968 to reach 100%
of quota. She and her husband racked up «
health 125% on June 24. They're well on their
way to winning the top prize of a $1,000 Bond.

He tried other make& bt they only made him appreciate Homelite
more and he has bgéna big Homelite hooster through the years.

Mr. Drew, whe ha¢ raised and educated nine children, owns
his own homeyinMany andis"a well-respected man in the com-
munity. We hapehe is completely recovered from a recent accident
and backeon,the job, ufingand praising Homelite chain saws.

Viet Nam Soldier

When Bill Stephensen returned home to Seaman,
Ohio, after a year served in Viet Nam with the
3rd Marine Division, he found that his mother
had traded in his ZIP for a new XL-103. Now she
can use it too. He reports the use of Homeiltes
to build bunkers in Viet Nam.

Dave’s Saw Shop

SAWDUST







ot LINE FOR ‘69
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Just in tinte (o# Ghristmas, Homelite announces some changes and addilhﬁ
to the chain saw ling o 7*The Value Line for "69.” This is part of Homelite’s overan
sales program designed to provide the dealer with ihe best and most complete line
ofichain saws_on, the market,

* The big West Coast saw, the 2000 Automatic, which has been tested for over

‘ayear in one of'the hardest use areas hy West Coast loggers, is now available in all

parts of the country. This is the grand-daddy of Homelite chain saws, capahle
of andling the biggest cuiting jobs. It's not for the occasional user. certainly, buat
Tor the/professional who has to depend on his saw for his livelihood. The power

«nd dependability of the Homelite 2000 Automatic are of real importance to him.

* The X1-102 Automatic, a new model of the XL-102. is now available. By
substituling the automatic oiler for the compression release, and ar « price of anly
#5.00 more, Homelite has developed a chain saw to fit a wide range of markets. I1s
light weight, extra power and easy handling make it the “right™ saw for the oceu-
sional user, the camper, and the farmer as well as for the production cutter.

* The C-52, latest version of the C-5, C-51 family, iz being introduced in time
for Christmas selling. Al the price of only $129.95, complete with hard trac har and
chain, this saw ofTers the customer the best buy in the chain saw field. Tt is of modern
design with herizontal eylinder and it has been proven by many thousand hours of
cutting in the hands of satisfied customers. [t's the lightest in the C-family of large
saws. This new low price should make it more popular than ever.

e Finally, especially for Christmas, the XL-12B will be available. completely
assembled with 14" bar and chain, in its own Christmas package. for only $169.95.
It is the perfect gift for the man who has everything or the man who has nothing,
There are several Christmas ad mats. too, to advertise this XL-12 B gilt package,
which should prove to be a best seller.

Because combinations of existing maodels are being used in these new saws. the
dealer already has 909 of the spare parts needed to back them up.

These new models, in addition to the complete line of saws already availalle,
will allow the Homelite dealer to get a greater share of the chain saw market than
ever. New concepts in packaging, new approaches to help the dealer create n
interest and attract customer attention, are all part of Homelite’s continuing pu
gram to provide the dealers with more than competitive products.

The Value Line for 69 promises a good Homelite year ahead (or all dealers
who lake advantage of the possibililies.
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MIDWESTERN DEALERS VISHYPLANTS

As o result of winning o sales contest held in ‘the Chicago District, four Welcome of Bloomington, lllinois, Franz Holscher, Assistant fo the Executive

dealers won a three-day trip to the Hoelite plantsgn.Gastonia and Greer. Vice President, who conducted the visitors around the Greer Plant. A day’s
Above, left to right, Kenneth Stigh€rg, Works Manager, welcomes Mr. and drive through the Smoky Mountains before returning to Chicago made the
Mrs. Ivan Schultzmann of Cedar Rapids, fowa, Mr. and Mrs. Joseph Beltrame trip complete. Two other dealers, Buck Sales & Service of Wausaw, Wiscon-
(he's assistant to the Chicago District/ Managér), 'end Mr. and Mrs. Don sin, and Reliable Hardware, Milwaukee, were unable te meke the trip.

Specialty of the Month

Continuing the policy of offering 109, off the price
of one popular item deseribed in each issue of SAW-
DUST, Homelite offers the Vest Pocket Screwdriver,
listed at .19 cents, for only .171 cents apiece, (Minimum
order 100) during November and December. The item
number is H-233. Order from Keystone Specialty Co..
Ine., Mt Vernon, N.Y. The price goes down to .153
cents apiece on quantities of 250 and 135 cents in |1y NO.H-233

quantities of 500. Send in an order right now. VEST POCKET SCREW DRIVER
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DETROIT
DEALER
MEETING

e
B

Mr. and Mrs. Leo Kupfer, owners of Carl's
Chain SawiShop in Harrison, Michigan, enjoy
a pretend ride in_g=Snowmobile attachment.

This is the crew that planned the fine Detroit @edlermeeting, From left to
right, Frank Mcinerney, District Manager, sedted in the Snowmobile, Chuck
Kessler, Frank Lehman, International Seryice Manager, iMike Kotzan, Jack
Judd, Harold Wiersum, Hank Kurkowskiyand Fred Pearce,2Office Manager.

The Detroit Homelite District held, its"annual dealer con-
vention at Shanty Creek Lodge in Bellaire, Michigan, on Octo-
ber 6th and 7th this year»A# the simmer season had ended and
the winler sports activity had net*yél begun, the more than
200 dealers and their wives had the whole beautiful lodge more
or less to themselves.

The Lodge had been decorated with Homelite banners of
all kinds and a complete display of Homelite products lined
the meeting rooms. Everything looked gay and exciling as the
guests arrived on Sunday afternoon from all over Michigan.
They were entertained at a Get-Acquainted Cocktail Party that
evening.

Monday was a busy day with two meetings for the dealers.
They were shown the new models and new promotional material
and the fall contests were thoroughly discussed. They also had
a chance to talk over mutual problems and ask questions.

Highlight of the day was the introduction of the new line
of snowmobiles. Many dealers from the snowy northern parts of
Michigan signed up as snowmobile dealers. Winler sports are
very hig in this whole area of the country.

g

Ladies-in-waiting for the busses which will takaithem on o te

‘of the beautiful Michigan countryside
to see the Fall blaze of foliage. There dealers! Wives and wives of Detroit salesmen also enjoyed a tour

Frank Mclnerney, Detroit District Managers, at microphone, left, does a
dramatic reading of "Casey ai the Bat' as the story is acted out by Mike
Kotzan, catcher, Jack Judd as Casey, Hank Kurkowski, umpire, and Harold
Wiersum holding on to 1st base.

While their hushands worked. the ladies went on a Fall
Color tour and an Antique Village tour by bus. They had a
most enjoyable time.

That night they all attended a banquet at the Lodge and
were highly entertained by the antics of the Detroit salesmen
who acted oul the classic “Casey at the Bat” while Frank
Meclnerney read the well-known poem. As Casey, Jack Judd was
especially funny.

The dealers had a short summing up session on Tuesday
and then the guests headed north, south and east for home.
(Those heading west would have landed in Great Traverse
Bay or Lake Michigan.)

Frank Lehman, International Service Manager and his
wife represented the Homelite Sales Department and Mrs.
MclInerney and the wives of the Detroit Salesmen acted as
hostesses. No effort was spared to give the dealers and thgir
wives a fine time. If sales during the season can match the
thusiasm shown at the meeting, it will be a great year ahead
for the dealers of District #6.
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of antique shops,and old townsiThey make o most attractive group—a credif to their hushands and fo
Homelite.

3 L il L
At the banquet, held in the beautiful lounge of tHe lodge, Homelite dealers fo get together with other dealers in a friendly informal way is an important
and their wives enjoy the good food andithe warm fellowship: This chance part of such a sales meeting.

K ings at which the dealers heard all about The corridors boasted o fine display of Homelite The huge lounge was gay with the red coats of
new products and new plans were held both Chain Saws, as well as all the newest banners the dealers and the red, Miss America sashes worn
morning and afternoon- and electric signs available. by their wives.
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James Cooper is proud of his Homelité"eannection,

AND
JAMES COOPER
HAS-IT

Twenty-one vear old James Cooper, a Homelite dealer in
Melhourne, Arkansas, is a very determined and ambitious young
man. e has already started on a suceessful business career, despite
a serious handicap which would have hampered a lesser man.

James was only four years old when he was stricken with polio

which left him with hoth legs paralyzed. e was a lively youngster
in spite of this and found a wheel-chair too slow, so he taught hims

self to walk in an unusual way. He would grasp each ankle ‘with
his hands and make his legs move. In this way he wasyable to
2o wherever he wanted.

He attended the public schools but dropped aut affer the 9th
Grade. Watching the other boys enjoy sports amd games and ‘nob
being able to participate made him very unlappy.

In spite of withdrawing from his seliol friends/ Jamres man-
aged to keep very busy [or the next few yéazs. He drove a'tractor
and hauled sand, snaked logs and plowed fields with it. By holding
on to his ankles, he made his feet Wwork the pédals™By pressing
against the steering wheel with=his\shoulderssanduipper arms, he
was able to drive the tractor and put in agoodiday’s work.

A friend of the Coodpers,/DeWayne Lancaster of Batesville,
Arkansas, was very much impressed with the energetic way that
James attacked a joh. Mr. Lancaéter had“a very successful business,
Lancaster Supply in Batesvilley, with Homelite chain saws an
increasingly important sales item. He wanted to expand and he felt
that Melbourne would be a good place to open another shop. He
felt, too, that James Cooper would make a fine manager. When he
offered to set James up in the chain saw business, the answer was
an enthusiastic acceptance.

Mr. Lancaster wanted o open the shop in the business sector
of Melbourne, but James lacked the confidence to face so many
people every day so they compromised. James and his father built
a shop across the highway from their home at the north end of
town, Thal was aboul two years ago.

Business was slow at first. Gradually James overcame people’s
reluctance to trust him with their chain saw repairs.

“T get the work done as fast as possible and T do a good joh,”
explaing James, proudly. “I found that when 1 tried to please my

6

IT TAKES COURAGE -

A special work bench makes it easy for JamessCooper to\dova/fine job of repairing a customer’s saw.

custofmers With my, work; they in turn told others.”

His"self-confidence grew as his business grew. Within six
wmonths, the uilding had to be enlarged and after fourteen months,
hus business had more than doubled. His Homelite connection is
made kfiGwi@n the radio and in the local papers. He has also had
displaysiat the County Fairs which have proved very success?
By offering free chain filing, he has lined up some good prosp.
tivetgustomers. He also gives free demonsirations of cutting wilh
a Homelite chain saw.

James now feels that it was a mistake to open his shop so
far from town. He drives a car with hand controls, which Mr.
Lancaster provided, and is beginning to go farther and farther
afield.

“If our business keeps growing like this™ he admits, “we will
probably have to open a shop in Lown.”

Mr. Lancaster is more than pleased with his new manager.
He is especially impressed with the quality of the repair work
which James turns out, and the excellent sales record he is making.

James has time for his hobbies, now, which are fishing and
hunting.

“1 own my own hoat and motor,” he says, “and White River,
which is stocked with trout, is only about 20 miles from my home.
We also have plenty of deer around here and I like to hunt them.
I have a beagle hound that I use when I'm hunting.”

Jim is making a good life for himself and he should have a
most successful future ahead of him. He is grateful to Homelite
and of course, to his friend DeWayne Lancaster, for making this
siiceess possible.

“Homelite products sell themselves,” hoasts James Cooper.
His own courage and determination can not be underestimated.
They serve as an inspiration to everyone who comes in conlact with
him.

(Editor’s note: Much of the information in the above article wag
taken from an article which appeared in The Melbourne Tin'
The quotes are all from correspondance we have had with James
Cooper himself.)
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isdt right.

Designed to help dealexs v the Cincinndti District to meve
inventory on hand and sell saws in thesstmmer, the Warranty Card
Contest was announged, in®May“hy\Fred Cristiano, District Man-
ager.

The one'condition impaesed was that the dealer use one of the
two ad mats which weze sent to them, once in June and once in
July (minimum) fa their local or county papers. The District
agreed to pay 509 of th cost of these ads. If the dealer had a pro-
gram of TV, radio or drive-in advertising aiready in progress, this
would he accepted in lieu of the ad mats, provided it was also
run in June and July.

_ Three prizes were announced. The first prize of $500 would
aid to the dealer who forwarded the greatest number of Wags
ranty Cards for the combined months of June and July, 1968.

The second prize was a 100 {oot reel of 72 D chain, to e sent
prepaid to the dealer who sent in the second highest/fotalvof
Warranty Cards for that same period.

The third prize; ten cases of one-hall pints of Hémelile Enging
Qil, prepaid, was to be awarded to the lucky dealén whoser name
was drawn from all the warranty cards sent in,

CINCINNATI
CONTEST

At right, Murrel Meussel,
Cincinnatiy, Salesman, presents
Buford Parrish, of Parrish Brothers
Implement,‘kouisville, Kentucky, with
‘dveel of chain us 2nd Prize,

At left, Mi. Willie Greer of London
Diesel Sgr\;iée, London, Kentucky,
recgives oy check for $500.00
framBill McConaughy, Salesman.
John, Smith, Service Manager,

A Warranty Card, to be eligible, had to hz completely filled
in, showing the purchaser’s ndme and address. They also had 1o
be dated either June or July, 1968.

And just so the cuStomers: wouldn’t be left out. after the
contest was over thelcards weregallb sorted by dealer and from
the cards sent in by each of the"three/ prize winners, one card was
drawn. These threeveustomers each received a free chain lor his
saw.

Now! for thie results! First prize was won by the London Diessl
Servigen]Ine! of London, Kentucky and second prize by Parrish
Dréthérs Implement Co., of Louisville, Kentucky. Both these
dealers have the winning habit as they were among the winners in

last summeér’s gontest as well.

Burch Tmplement Co. of Hillshoro, Ohio, won third prize.
Winners of the free chains were Cliflord Arnold of London, Ken-
tieky. D. G. Wood. Louisville, Kentucky and Donald Stevens of
Greenfield, Ohio.

“Our contest was an overwhelming success,” writes Fred
Cristiano. I congratulate the winning dealers and extend my sin-
cere apprecialion to the rest ol the dealer organization who contri-

buted to the success of the contest.”

NEW USFEF FOR A CHAIN SAW

Some things have to be seen lo be
believed. Who ever heard ofa tobaceo
plant taller than a man!

C. ]. Rayhorn, shown in picture at
right, does pretty well for a self-styled
“city farmer.” He holds a leaf from one
of his tobaceo plants, grown on his farm
near Williamstown, Kentucky. He resides
in Florence. Kentucky, and only farms on
week-ends. His broad leaf tobacco grew
so large thal it had to be harvested with
a chain saw!

Hubert Skinner, of Skinner’s Furniture
and Appliances in Williamstown, sent in
Ik, item and the pictures. A Homelite
. er, Mr. Skinner sold Mr. Rayhorn the
XL-12 which was used to cut down the
tobacco.
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Yes, that's tobacco, growing so large that it has to be cut down with a chain saw. This picture made the
front page of the Grant Country News in Williamstown, Kentucky.




PRETTY MODEL\SELLS SAWS

Mr. and Mrs. Henry Coy own and oper-
ale Hank’s Serviee Center in Oregon, Ilii-
nois. They get by very nicely, too, “with
a little help from their friends,” to quote
a popular song. Friend #1 is their son
Henry, Jr., who helps with all phases of
their chain saw business, and Friend #2
is a pretty cardboard model, part of a
Kodak display. The Coys have placed a toy
Homelite chain saw in her hands and‘ghe
stands in the window of their shop,-day
and night, advertising Homelite for theth.

The Coys were formerly in the ¢hain Saw
business in Oregon but moved t&Wisconsin,
After a few years they camé back, mayed
into a fine new shop and 66k on'the Homes
lite line. Homelite is ygrodd/to have them
and interested in the clever prémotional
ideas they are uzsing'to‘make Ofcaomaware
of Homelite and, Hemelite chain saws.

HOMELITE- DRIVER
WINS\TROPHY

The racing car shown above is driven by Jerry
Cecil of Watsonville, California: He is a logging
truck driver for Fred Ash & Sons, Homelite dealer
of Salinas, California, during the week and a
racing driver on week-ends. Sponsored by Fred
Ash & Cons, Jerry has won several trophy déshes
this season and is always a top contender(forithe
main event of the week.

NOVEL DISPLAY
AT COUNTY FAIR

Western Auto of Buffalo, Missouri, has had a great
year, going 100% over sales of 1967. This un-
usual display of o crooked tree with chain saws
has been a big help to them at shows and in the
shop. Left to right, Lew McGill, an employee,
Michael Cully, dealer, and his son Keith Cully.
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The ‘€oy family, left to right, Henry Coy, Jr., Mrs.

Stella Coy and Henry Coy, Sr,, are having fun

with the reactions of passersby to the cardboard

‘Beauty shown at right. She displays Homelite

saws, twenty-four hours a day.

At right, the life-sized cardbeard model halds a
toy Homelite chain saw and stands in the win-
dow of Hank’s Service Station in Oregon, lllinois,
for all to see.

CANADIAN
CARVER

Henry Staalbauer lives in_Cgurienay.
British Columbia. and he's.aliviously-a
talented wood carvere Hé senlus thig pic-
ture of himself, helow. and the statue, of
a 12 foot logger which he had-just.made
using an XLal2{chain sawegith 12™ bar.

“I found it angexcelleht sawspractically
vibration free” wrijes Mr. Staalbauer.
Homelitewappreciates his kind words and
his fine talent.

This 12 foot high figure of a woodsman was
carved frem o huge tree trunk by Canadion wood
seulptor Henry Staalbauer,

FUTURE EXPERT
SENDS GREETINGS

Chain
dealers of Eugene, Oregon, are sending out
this appealing card this year. The sturdy
little Future Chain Saw Expert is just the
one to extend Homelite greetings to frienda=.

The Empire

and customers.

2
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STRAETZ,-MADE PRESIDENT

Robert P. Straetz, former Executive Vice President of Homelite, was
appointed President on December 31, 1968, to succeed J. Allan Abbott
who was appointed Chairman of Homelite. The changes were announced
by G. William Miller, Textron President. who explained that they were
part of a planned transition which wauld lead to the eventual retirement
of Mr. Abbott who has been with Homielite since 1931 and President since
1041.

Mr. Straetz joined Homelite as a Salesnian in 1946 following service
as aresearch chemist for'the Manhattan Praject. He received a B.S. degree
from the University ©f'Chicago and, took additional studies at Purdue
University and Illifigisdnstituté of Technology. He is a member of the
Power Saw Manufacturers Assoeiation and has served as its President.

In his*Hoémelite careér.vafter several years as a Salesman in the
Chicago Distriet,'he setgip,the District Office in St. Paul, Minnesota, and
came to Port Ghester.assAgsistant to the Sales Manager in 1951. He was
made\Jales Managér iny 1956 and Vice President and Sales Manager ine
1960. In 1967 he washamed Executive Vice President.

BASKETBALL BROADCASTS

Tanuary was the month when baskethall

fais began to hear about Homelite as they .
watched their favorile college teams in ac- HMELITE
tion.

Fvery Saturday afternoon. January 4th
through March 8th. Homelite is presenling
College Basketball over more than 183 TV
stations. There are two 30-second Homelite
commercials per game.

In addition, Homelite presented two
College Basketball Specials in prime evening TV time . . . U.C.L.A, and North
Carolina at Madizon Square Garden on December 30th and U.C.L.A./Houston
in the Astrodome on January 18th. Also. on December 30th, immediately
following the U.C.L.A./N.C. game, Homelite presented the Peach Bowl foothall
game between L.S.U. and Florida State.

There’s more! Homelite iz sponsoring the Missouri Valley Basketball series
on Saturday afterncons from January 11th through March 8th with one 30-
second commercial during each game. These are telecast over more than 20
stations.

There’s more! Bill Anderson. top star of country and western music joins
the Homelite sales team with two one-minute commercials on his show, telecast
once a week in selected cities.

Homelite dealers can cash in on the big interest in College Basketball 1.-
making sure that the Homelite Baskethall Banner which was sent to them. is
posted with the time and channel of local games.
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THE TWO MILLIONTH CHAIN SAW

J. A_ Abboltt, now Chairman of Homelite. whose influence
«« the development of Homelite chain saws has been so vitally
important, was presented with the two millionth Homelife
chain saw to be made in this country, early in December:
When it is remembered that hundreds of thousands more
have been made in Canada by Terry Industries, this is an
impressive record. The first Homelite chain sawsthe 20MCS:
was introduced in 1949, less than 20 years agol By 1956, after
only seven years in the field, Homelite becamethe largest
producer of chain saws in the world.

Not only has Mr. Abbott had a deép pérsonal interast in
the development of each new chaingsaw ‘thodelvand & keen
interest in its success, he has also shaped the salesvand market-
ing concepts of the company. His-decision led to the estab-
lishment of District and Braneh offices, glafled"by men, many
of them factory trained. who'kiiew Homelite products thor-
oughly. They in turn worked\eloselyWith the fine dealers who
sell and service Homelite,chain saws'in all parts of the country.

Homelite is forturtate that Mz "Abbott, in his new position
as Chairman ofithe companya will'still have an interest in the
exciting developmients which lie ahead. Certainly, Homelite
owes its pre-emient positfon in the chain saw field. to his
character and leadetship.

The two millionth Homelite' chain saw t8 be made in this country, an
XL-101, is presented to J.'Allan Abbott, af right, now Chairman of Homelite,
by Clarence E. Stevens; Vice Prasident, Manufacturing.

NEW POSITIONS CREATED

| @\

Douglas Hart
Assistant to the Vice President, Sales

The first of January, 1969, saWw many changes in the
Homelite organization.

Raymond Marschalk, District Manager of the Chicago
area decided on early retirement. James Harmon, former
Omaha District Manager, has been appointed to the Chicago
position and Robert Ott, former Philadelphia Branch Man-
ager, has gone out to Omaha as District Manager. Both men
have had many years of Homelite experience and can be
counted on to do a fine job in their new locations.

Just before Christmas, Robert S. Kennedy, Vice Presi-
dent, Sales, announced the appointment of Mr. Douglas Hart

a his assistant. Mr. Hart is a former Vice President and
ﬁleral Manager of the Skil Corporation’s Canadian subsi-
diary. Mr. Hart is a graduate of Wesleyan University and
holds an MBA from the Harvard School of Business Adminis-

DECEMBER, 1968—JANUARY, FEBRUARY, 1969

Walter Herold
Director of Quality Control

Robert 5. Townsend
newly appointed Service Manager

fration.

A new position, Director of Quality Control, was created
and Walter Herold, long-time Homelite Service Manager, was
appointed to fill it. Mr. Herold came with Homelite in 1941
as a Serviceman in North Arlington and has been an import-
ant member of the Homelite team ever since.

Mr. Herold will continue to serve as head of the Value

Assurance Program which was originated last Spring. In his

new position, he will have responsibility for all personnel in
Port Chester. Greer and Gastonia involved in quality control
operations.

Robert 5. Townsend, formerly Assistant to the Service
Manager, was appointed Service Manager. He has been with
the company for more than 18 years and has worked with the
Service Department for the past 14 years,




HI-LITES

OF THE OMAH K
DEALER MEETINGS

All Homelite dealers of the Omaha District, were inVited
to attend one of two fall dealer meetings(in November, Ore
was held in Omaha, Nebraska, at the Prom Tewn House Mator
[nn on November 12th and the other at the Holiday Inn
South in Des Moines, Towa, on Navember 14thi The invita-
Hons included the ladies and many of'them attended-with their
husbands. \

The meetings {eatured  a=Service session with Bill Me-
Donald, Field Service Representafivessoti” hand to discuss
latest service techniqiiés énd engineering improvements and
an Equipment Demanstration ta introduce the 1969 line of
chain saws. construetion equipment. Yard Tracs and snow-
mobiles. A social hour and dinger followed both these highly
successfulameetings.

Stan Folkema, of Siemonsma Sciles & Service,
Alton, lowa, tries out the Forester snowmabile
at the Demonstration session of the deadler
meeting in Des Moines.

At the Omaha dealers meeting, dealers take turns driving the new Homelite
snowmobile, the Forester. Luckily, there was plenty of snow to test the
mettle of this sassy new snowmabile.

4

BrucessHowell ) owner of Bruce Engine, Des
Moines,slowd, at right, is presented with «
1007 Plus Club’ plagque by James Harmon
for thé"third consecutive year.

At the Des Moines meeting, ‘Merrill Hunter, at left, of Evereit's Magneto,
Oskaloosa, lowa, receivestsongratulations and a plague from James Har-
mon, Omaoha District Mangager, for being in the 100 Plus Club” for the
sixth consecutive year.

Robert S. Kennedy, Vice President, Sales, is
shown as he delivered a short address at the
Nebraska dealer meeting at the Prom Town
House Motor Inn.

Pat Flesher, at lefi, owner of Flesher Store, Indianely, lowe, is congre
lated by lames Harmon on being the lucky winner of the color TV which
was given as o door prize at each of the Omaha dealer meetings.
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WORDS OF PRAISEx3 Testimonials

We receive many letlers from customers and organiza-
v.uns praising Homelite products and Homelite personnel. We
do not have room to print them all, unfortunately, but here are
some (uotes [rom recent letters.

Dear Sirs: (writes Foster T. Blind. shown in phoetograph

at right. ) I have a Super XL which I purchased [rorm Kenney's

Engine Service of Coshocton, Ohio, which is a honey, of a saiv.
It is hard to believe that a saw this size and weight can per-
form the way it does. This tree was a weeping willow which
the wind blew down. It measured 35 inchesindiameteér™ had
no trouble at all cutting it down. You have my permission to
use this photograph if you care to. [twwas your'adwvertising in
FARM JOURNAL that induced me tocbuy a Homelite. It may

lelp someone else make the righi-ehoice,

The following is takew frén a letter received by Charles
N. Frame, Homelite Salésntan in Clicago. from Mr. Eurus
Stoltz, Chief of the Trade, and O€eupations Service of the
Public Instruction Departinent‘of the State of Illinois.

“We would liketo take this opportunity to express our
sincere appreciation for your participation in the Forestry
Worlshop just€ompleted. The success of this endeavor was
due entirely to the efforis of those who offered their many
talents. We would alse Jike to congratulate you on the caliber
and proficiency of the employees of your company. All
of them, that we have had occasion to contact, have been
knowledgeable and willing Lo cooperate fully. A great deal has
been learned in this endeavor.”

7‘57. PAUL DEALER GOES TO ROSEBOWL
i 4 1 ’m * e ;

E. S. Spencer, St. Paul District Manager, at left, starts Mr, and Mrs. Howard
Vandegrift off on their irip to California.

“We thank you again for this opportunity for a dream
vacation,” wrote Mrs. Howard Vandegrift to St. Paul Distriet
Manager E. 5. Spencer.

She and her husband. who is the Homelite dealer in
Albert Lea, Minnesota, had just returned from a trip to Cali-
fornia and the Rose Bowl Parade and Game. They won the

4a in a Sales Contest held last fall. For every saw sold over

|uota assigned to them. the dealer received a chance on a
drawing. When the drawing was held. the Vandegrifts were
the lucky ones.
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Foster T. Blind, of Port Washington, Ohio, poses with his Super XL and a
big willow tree he cut with it.

And from IFred D. Godley. Jr. of the Godley Construction
Co.. in Charlotte. North Carolina, Ray Peck received this
letter,

“lust a word of appréciation for walking me into buying
the Homelite genergtor ad 85 pound hammer. Even though
I thought the costto be'high at W time. the savings have been
more than ample\iovustify the expense,

“I was surprised to find“what the generator was running
about five honrs a day in dual purpose, with the hammer being
used oneday.a week!Theservice on both pieces of equipment
has beert almost ndl. W Your eleciric dirt tamper works as well
as ‘the hammer Nfeel that I will have to sell my air com-
pressar!”

OREGON TREE FARMER
OF THE YEAR
RECEIVES HOMELITE

Bob Kintigh, of Springfield, Oregon, a gradu-
ate forester who gave up a professional career to
grow his own trees, was named as Oregon’s “Tree
Farmer of the Year” in a contest sponsored by the
Portland Chamber of Commerce Forum and the
Industrial Forestry Association. For the second
year in a row, the top prize was a Homelite chain
saw provided by the Branch Manager in Portland.
Charles Ridenhour.

Mr. Ridenhour was happy to hear that Mr.
Kintigh was the winner, as he sold Mr. Kintigh his
first chain saw, a Homelite 5-20, several years ago.
He has stated since that he hasn’t used anything
but a Homelite and wouldn’t use anything but a
Homelite! In addition to the 5-20 he has owned
a 600D and an XL-12. His new saw is an XL-101
with Carrying Case.

Mr. Kintigh is president of both the Lane
County Woodlands Association and the Oregon
Small Woodlands Association. Holding a Masters
degree in Forestry from the University of Cali-
fornia, he puts his know-how into practice an
some 300 acres of Christmas trees and timber,




The latest success chapter in the story of “Red™ Houstoh,
Homelite dealer of Yreka, California, shows Red movingTnlo
his fine, new, air-conditioned sales and service facilitys %oua
ton Car and Home Supply has done a hig Homelite business
over the years, having increased it by some §%mevery year
since 1961. Red handles the full line of Homelite construetion
equipment as well as chain saws and snowmobiles.

When asked by San Francizco Districk Manager Robert
Glidden what his secret for continued growth had been, Red
replied, “By keeping well stocked! Lkeeps20 sawé of various
maodels on hand at all times.” '

As the first District #13 dealer to réach, 100% of his
quota for the 1968 Sales ConteStein thatDastrict, Red auto-
matically becomes eligible fot” the/grandv@ward of a $3.000
LS. Savings Bond.

“Red”” Houston poses proudly in the show rogm ofhis new sales and service
facility. Here, he has room to display the“twenty or more, Homelite chain

This fine, air-conditioned shop, the new home of Houston Car & Home
Supply, is at 1019 South Main Street, Yreka, California.

saws that he always keeps in stock. There's always coffee and good con-
versation at Houston’s, too.

Rick Lotti, Scin Francisco Sales Representative, at left, presents Red Houston
with a $500 U.S. Savings Bond, for reaching quota first,

6

The new Homelite snowmobiles are being checked out by Rick Lotti and
Houston’s service man in the fine, well-equipped service area.
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TWENTY YEAR:DEALER

STILL GOING STRONG

Richard Leppo, Vice President of Leppo, Inc., of Tallmalge, Ohio, locks
over his stock of Homelite construction equipment. Cartons of Homelite
H

Leppo. Inc.. a top Homelite dealer in Tallmadge, Ohio.,

for many years is a real family business. Roy W. Leppo, aged
72, is President: his son Richard E. Leppo is Vice President
and Stella C. Leppo is Secretary-Treasurer. They have been
Homelite dealers for twenty years which means that the§ ware
among the very first dealers appointed in Ohio in 1949. Aleng
with Homelite chain saws, they now have a full line of Home-
lite construction equipment. They also sell and Sexvice Olivér
tractors and Davis trenchers. )
They are very proud of their service department. Singe
people have learned that they can get théir machinesrepaired

OPEN HOUSE
IN A STORM

When the big day in December
dawned. everything was ready for edm-
pany at Magee’s Service in Erieville,
New York. An Open House had been
advertised with the promise of free pan-
cakes, sausages and coffee to all who
came 1o see the new Homelite chain saws
and snowmobiles. But outside, a terrific
snowstorm was raging.

Mr. Magee and Ken Cooke, Homelite
Salesman who was there to help, were
very much surprised when nearly 100
hi)]e showed up in spite of the storm. It

!a profitable day, oo, with one snow-
mobhile and two chain saws sold and many
interested prospects to be followed up on.
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Q \ & Lo | : :
chain,saws are stacked on the floor in front of the display. His firm has
handled Homelite chain saws for twenty years.

quigkly, it has been a very busy place.

The fine reputation Leppo, Inc., enjoys in this farming
and industrial community has been built on fair and honest
service and a warm friendly atmosphere. Twelve full time em-
ployees and six part time ones handle the various activities.
A log pile is kept handy for chain saw demonstrations and
the pumps and generators are also demonstrated to show the
customers what they can expect.

[

According to Richard Leppo, their future plans are “to

lLe doing business here for quite a few years.”

AR

Donald Magee, co-owner of Magee’s Service in Erieville, New York, set up o Homelite display for the
guests who came in ouf of the storm.




TWO GREAT PUMPKINS
AND A HOMELITE SAW

Although Halloween is long past, this picture at the right,
which appeared in the Daily Journal of Commerce*in*Port-
land, Oregon, was too good to leave out. As the caption writer
put it, “Yes, Charlie Brown, there really is a ‘Great” Pupipkin’
as Oregon Foothall Coach Dee Andros is known hy"many.™

Coach Andros earned the nickname because» of his size
and because for all football games he dresses in orange:the
school color. He is shown cutting a prize 140 pound Oregon
pumpkin with an XL-104 which owrsPortland Branch has
loaned to the Forestry Department of Orggon State\University.
Good publicity for Homelite. tool

SWEEPSTAKES (RESULTS

The October 1969%Nissue obPARM JOURNAL carried
a three-page Homehitenad andsanthree-part entry ticket. The
first page listed.loeal Homelite, dealers (changed for each of
the magazine’s 16 regiofial-editions.) The next two pages, in
full colow anncwneed the Homelite Instant Sweepstakes and
told the storyof the Homelite XL-101 series chain saws.

The three parhentry ticket was bound in the magazine.
One part of tHe ticket revealed whether the reader had won
an Instant PrizeNThe second part revealed how much his
Instant Savings would be and the third part was a tear-ofl
Sweepstakes entry blank.

This promotion was very successful in stimulating store
traffic and generaling immediate sales. Nearly 70.000 people
came in with their sweepstakes entry blanks and many aof
them used their instant savings on the purchase of saws. Many
claimed their instant prizes during this period. also.

The sweepstakes drawing was held on December@l. 1968
and all 508 prizes were assigned in the order in whieh they
were drawn. The winner of the Dodge Pick-up Truck was
B. A. McClanahan, Oakton, Virginia. J. Nahas of Lake Hanil-
ton. Arkansas, and H, P. Wolfers, of Latham; New York, each
won an RCA Portable Color TV set. N. Tug,ker, Elk €aye’
California, M. Haskell. Sharon. Connegticui, B. Woﬂ,hmg of
‘\hmglelon Michigan, C. Vatland, Mabels Mlhllf‘h()la and G. R
Hammons of Bokoshe. Oklahoma, #vére, the third pfize win-
ners and each received an RCA ‘Stéro Conseh, The rest re-
ceived RCA Transistor Radios.

ARKANSAS DEALERS

Oregon footbeill couch Dee Andros, nicknamed “The Great Pumpkin®, cuts
o prize pumpkin with o Homelite chain saw,

WINS HOMELITE AWARD

(James Gatlin, ot left, Homelite Salesman, presents a $500 check to Do .

Gerwig of Morth Carclina State. Russell Shrum, also @ Homelite Salesman,
lends his support.

The $500 Homelite Award for leadership potential to a
forestry student in the School of Forest Resources at North
Carolina State University was presented to Davis Monroe
Gerwig at the school’s Rolleo in November. This is an annual
outing of faculty and students featuring competitive evenls
and general fun. James Gatlin, from Homelite’s Charlotie
office, and Russell Shrum, from the Raleigh office. made the
award to Mr. Gerwig who is an honor student, active in school
affairs.

BELIEVE IN SIGNS

At right, the welcoming com-
mittee, left to right, Tracy
Bulloch, Manager, and Billy
Gifford, owner of the Gifford
Saw Co., of Crossett, Ar-
kansas, and Charles Raney,
Homelite Salesman, line up
to greet guests under a big
sign for their Open House.

At left, Glen Lewis and Jack
Barnes, owners of Mena
Auto Supply in Mena, Ar-
kansas, got out all the ban-
ners and signs they had to
make o big splashy display
at the Mena County Fair last
October,
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