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Vaughan Tools are 

playing an important part 

in tonstruction and 

production throughout the 

country because skilled crafts- 

men recognize skillfully built 

tools when they use them. 

These same craftsmen will tell 

you Vaughan's "built-in" 

balance makes a big difference. 

They'll tell you it always 

pays to buy a good tool. 
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Protection 

SS Aww Another 
SS Famous 

— Master 

"Secret Service" 
Padlock 

Largest, most powerful of the “Secret Service” series . . . no 
finer padlock protection at any price! Combines the two 
most important principles of padlock security: 

LAMINATED CASE CONSTRUCTION .. . stronger than a { 
solid block of steel. 

BRASS CYLINDER, PIN-TUMBLER LOCKING MECHANISM 
. most effective protection known to lockmakers. 

Check your Master stock now .. . and 
order from your wholesaler. 

PIN-TUMBLER SECURITY 

... another Master-perfected 

security feature 

Phosphor bronze springs, nickel- 
silver pin tumblers assure long, 
trouble-free service. 

Nationally advertised in Saturday Evening Post, Life, Household, This 
Week, Parade, True, Field & Stream, Popular Science, American Legion, 

Ebony, Boys’ Life, Farm Journal, American Girl, 

Master Jock Company, Milwaukee 45, Wis. ¢ 
For Details Circle 2 on INQUIRY CARD 



MADE RIGHT 2 PLAY RIGHT 

Lausvill 

GRAND SLAM 
Golf Clubs 

Free copies of these two 

famous catalogs are available 

now. Send for yours! 
Address: Dept. HW -6 

SURE HITS 
* eo 

for spring selling 
Feature the choice of the champions in baseball, softball 

and golf equipment and you'll get your share of sporting 

goods sales this spring — 

HILLERICH & BRADSBY CO. 

Louisville, Ky. 

For Details Circle 3 on INQUIRY CARD 
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consumer 

offer! 

Your customers get 

first dollar’s worth free! 

They send the coupons LAS 

to Chicopee. -. “ERG 

ae a SCREENING 

For further information contact your wholesaler or write to: 

CHICOPEE MILLS, INC., Lumite Division, 47 Worth Street, New York 13, New York *T.M.0.C.F. Corp, 
For Details Circle 4 on INQUIRY CARD 
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Here’s the 

oscillating sprinkler 

that outsells 

all others 

by far... 

Swingin Sprays create buyers 
for everything Melnor makes... 

and Melnor makes everything: 

A FULL OSCILLATING SPRINKLER LINE 
All Swingin’ Spray models with fife- ’ ‘a 

A COMPLETE GARDEN ACCESSORY LINE 

Every wanted garden item...hose nozzies,, 
connectors, sprinklers, convenience items like 

Meinor’s famous Stop ‘n Flo shut-off valve. 

BRAND NEW GARDEN ACCESSORY ITEMS 
See the amazing new Aqua-Gun hose nozzle with 
exclusive “green trigger" —a powerhouse at only 
1.50 retail plus new mender kits. ..chrome nozzie. 

time lubricated “Perma-Sealed’* | { 
motor unit........ Starting at 6.95 ~ 

MELNOR METAL rerwers CO., INC. + 10-40 45th Avenue « Long Island City 1, N. Y. 
: For Details Circle 5 on INQUIRY CARD 
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COMMENT 

The Purpose is Selling 

The following is a brief outline of the flow of merchandise in 
the hardware field. Correct me if Iam wrong. The manufacturer 
makes merchandise and sells it to wholesalers. The wholesalers 

in turn sell it to retail stores. The retail stores in turn sell it to 

the consumer. 

It has been our understanding for years that a catalog is one of 
the tools of manufacturers and wholesalers in selling merchandise. 
Consequently, it came to us as a little bit of a shock to receive 
catalog style recommendations for the wholesale hardware indus- 
try as prepared by the National Wholesale Hardware Associa- 
tion, stating in part: “Generalized selling copy to be eliminated.” 

It so happens that this catalog recommendation has come out 
simultaneous with preparation of our part of a recommended cata- 
log treatment for the benefit of helping retail hardware stores 
do a better selling job. (See Page 42). We have tried to prepare 
it in a manner that actually would not cost a great deal more 
than the present catalogs, if anything more. We believe that with 

a little bit of imagination and a little bit of creative selling thrown 
into catalog production, the industry can do the retailer a lot of 
good by offering him a “selling and advertising source catalog.” 

: You retailers should stop one moment and realize that you are 
buying nothing from wholesalers. You are in effect procuring 
merchandise to sell. Consequently any help you can get from your 
partners along the line . .. manufacturers, wholesalers . . . should 
be welcomed. It is your duty to use these tools and other selling 
tocls when they are provided te you by your partners in selling. 

JANUARY 1956 



et) SEINE TWINES 
‘ SEINE CORDS 

YOU CAN PUT YOUR © ‘lt STAGING 
“VENETIAN BLIND CORD 

CONFIDENCE IN THE sash conDs CLOTHES LINES 
MASON LINES 
FISHING LINES 
NYLON CASTING LINES 
STARTER ROPE 
JUMP ROPE 
MOP HEADS 
WRAPPING TWINES 
KITCHEN LINES 
EXPRESS TWINES 
CHALK LINES 
PARCEL POST TWINES 
POLISHED INDIA TWINES 
PLASTIC CLOTHES LINES 
JUTE TWINE 

— 

pLasTic 

MIKE CLOTHES a 

wee 

KES Ee : 2% 
' LETTE 4 

= TiTLULL ULE REL 
S aedil 3 > ae 

eis d—2 connected 

individually __—— __ These attractive red, white and blue cello- 
phane window cartons sell MIKE clothes line 

7j\| ORDERS OF $50.00 OR MORE, FREIGHT wherever displayed —keep the product 

PREPAID. Orders of less than $20.00 f.0.b. Mill, clean and reduce stock losses. MIKE Plastic 
Lawndale, N. C., Van Nuys, Calif., Marietta, Min- Clothes Line, Art. 575, wipes clean 7 

nesota, or Dallas, Texas. Orders of $20.00 to and won't stretch—lasts indefinitely. MIK 
$50.00, freight allowed to $1.00 per ewt. Freight Solid Braided Clothes Line, Ast. 556, «ga 
prepaid does not include extra charges incurred longer Weary, high quality Cotton line— 
outside carrier's regular zone of delivery. easy fo tie. 

7861 Sepulveda Blvd. Marietta 3104 Gaston Ave. 
Van Nuys, California Minnesota Dallas 26, Texas 

For Details Circle 6 on INQUIRY CARD 
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Is This Page 
Missing 

take 
home 

OUR AMERICAN 

TB yw Floce, bow coon better dye 

Always display 

merchandise for 

maximum profit! 

PROFIT PROVED DO-IT-YOURSELF RENTAL 

American Sanders and Polishers rent fast. They are 
known and preferred by your customers because they are 
the most editorially featured sanders in America! And 

smart dealers demand American Rental Tools because 
they are tamper-proof and virtually wear-proof for long 
trouble-free operation. To effectively promote these profit- 
proved Rental Tools we give you 3 big action-tested sales 

promotion kits. To dramatically display the tools you 
need only 18” x 42” floor space. Our merchandising ex- 
perts help you all the way, all the time! 

No wonder dealers with American tool rental departments 
never complain! With a sander that’s tamper-proof and 
virtually wear-proof, advertised and promoted for you, 
it’s hard not to make money! 

Send for the en- 
tire profit story 

now! Get the buy- 
ing facts on the 
only sander that 

carries a basic 
5-year mainte- 

"/\ MERICAN 
FLOOR SURFACING MACHINE CO. 

nance guarantee! ESTABLISHED 1903 

528 So. St. Clair St. Toledo 3, Ohio 

TOOLS ee WORLD-WIDE SALES AND SERVICE 

For Details Circle 7 on INQUIRY CARD 
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Henry DISSTON Sons, Inc. 
now a proud division of 

H. K. PORTER COMPANY, Inc. 

As your finest source of highest quality saws, 

home workshop and garden tools, the Disston 

organization is now backed by the great assets 

of H. K. Porter Company, Inc. 

The fine quality and superior characteristics 

of all Disston lines and products will be carried 

on ...and augmented. The interests of Disston 

customers — hardware wholesalers and their 

customers, hardware dealers—will be vigorously 

fostered. If you would like further information 

or answers to particular questions, please do 

not hesitate to write. 

Henry DISSTON DIVISION 
H. K. Porter Company, Inc. 

Philadelphia, Pa. 

Divisions of H. K. Porter Company, Inc. 

ALLOY METAL WIRE, PROSPECT PARK, PA. 

CONNORS STEEL, BIRMINGHAM, ALA. 

DELTA-STAR ELECTRIC, CHICAGO, ILL. 

Henry DISSTON, PHILADELPHIA, PA. 

ESECO, JOLIET, ILL. 

LACLEDE-CHRISTY COMPANY, ST. LOUIS, MO 

LESCHEN WIRE ROPE, ST. LOUIS, MO. 

McLAIN FIRE BRICK, P'TTSBURGH, PA. 

QUAKER PIONEER RUBBER, SAN FRANCISCO, C..L. 

QUAKER RUBBER, PHILADELPHIA, PA. 

THE RIVERSIDE METAL COMPANY, RIVERSIDE, N. J. 

VULCAN CRUCIBLE STEEL CO., ALIQUIPPA, PA. 

W-S FITTINGS, ROSELLE, N. J. 

HARDWARE WORLD 



DISSTON’S National Hardware Special 
REGULAR $495 VALUE 

TOWN & COUNTRY 

Check these PROFIT POINTS and place your order now! 
Disston made and specially-priced, oy. Accurately set and bevel-filed teeth 

this saw allows you the regular dealer’s margin of profit. 
Full polish 
Rich, dark maroon handle of strong, 

/ Popular 26”, 8 and 10 Point crosscut Butyrate plastic Patterns fill every consumer need. Handle secured to blade by 4 nickel 
s / Individually kraft bagged, packed 1% plated wrth hin Teh medallion 

dozen only in self-contained shipping A Nationa: Hardware Specia] etching 
carton. (Major shipping case for de- livery to wholesalers Contains 10 saws in 5 cartons. ) 

f 

FEATURED and PROMOTED 
Taper ground blade 

IRHA Hardware Week Program Henry DISSTON DIVISION ‘ 

Special point-of-sale self-selling display label 

H. K. Porter Company, Inc. 1101 TACONY, PHILADELPHIA, PA. 

CARD For Details Circle 8 on INQUIRY 
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Another 
First from 

Model 56 

. Just push the Button! 

x 

It’s the Amazing 

DAZEY zs Buon 

CAN OPENER 

SPECIAL FOR IRHA HARDWARE WEEK! 
Dazey does it again! This time with a brand-new, grand-new $ 498 

& VALUE “Push Button” can opener that’s ready just in time for big 

IT FOLDS DOWN 
WHEN NOT IN USE! 

Hardware Week sales. Just push the button —this new with Magnetic Lid-Lifter 

Dazey opener folds straight down—out of the way when 

not in use. Complete with a powerful magnetic lid-lifter, 

the new “Push Button” fits any Dazey wall bracket. ¢ 

So stock up on Dazey and rack up big profits. 

See your local distributor or write us today! For 
BIO 
a Powerful magnetic lid-lifter. 

> Super-honed, grease-sealed cutting wheel. 

S Chip-resistant, white enamel finish. 

e Folds down out of way when not in use. 

SEE US AT THE CHICAGO SHOW DA/ EY 

BOOTHS 203 & 205 St. Louis 7, Mo. 
For Details Circle 31 on INQUIRY CARD 
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INTERESTED IN IMPROVING YOUR TURNOVER AND PROFIT ON LAWN AND GARDEN TOOLS? 

Order Green Thumb tools from your Union jobber and mass-display them on your wall as one com- 
plete matched line — clear, natural finished ash handles, garden-green trim and the exclusive Green 
Thumb guarantee on every tool. You'll sell more tools. You'll make more repeat sales of matching 
tools. You'll make more profit. Try it. The Union Fork & Hoe Co., Columbus 15, Ohio. 

lawn and garden tools 

NATIONALLY ADVERTISED IN COLOR IN: American Home © House Beautiful © Living for Young Homemakers © 

For Details Circle 12 on INQUIRY CARD 



ABOUT 

PEOPLE 

Two M-W 
Executives 
Promoted 

M. R. Twiss 

M. R. Twiss, formerly a vice presi- 

dent of Marshall-Wells Company has 
been promoted to the post of execu- 
tive vice president, suc ~-ding L. M. 

Hatfield who recently rsigned. Mr. 
Twiss also was elected to the firm’s 
board of directors and was named 
president of the Zenith Machine Com- 

pany, a laundry equipment manufac- 

turing subsidiary of the company. 

At the same time it was announced 

that N. W. Diehl, formerly assistant 

to the executive vice president, has 

been named manager of the firm’s 

general services department. 

Western 

District 
Rep. 
Named 

William F. 

Williams 

William F. (Stormy) Williams has 

been appointed district representative 
of the Outing Products Division of 
the Coleman Company, Inc., in South- 
ern California and Arizona Mr. Wil- 
liams joined Coleman as a sales 
trainee in October, 1955. 

Ralston Names Shriver Co. 

The Lawrence Shriver Co., Los An- 

geles, has been appointed representa- 

tive for the 11 Western States by 

Ralston Manufacturing Co., as they 
near completion of setting up a na- 
tional selling organization for firm’s 
Grady steel wedges. 

12 

Yale Names Miss Gruidl 

The appointment of Marion Gruidl, 
A.H.C., as a contract hardware spe- 
cialist in Yale’s Los Angeles Office 

has been announced by James D. 

Young, general sales manager of the 

Lock and Hardware Division of The 
Yale & Towne Manufacturing Com- 

pany. 
Miss Gruidl received national at- 

tention as the first woman to be 
granted membership in the A. H.C. 
(American Society of Architectural 
Hardware Consultants). With a quar- 
ter century experience in the hard- 
ware consulting field, she has served 
as secretary of the Builders Hardware 
Club of Southern California of which 
she is a member. 

Consumer Glue Ups Minters 

Clarence “Tiny” Minter has been 
appointed sales manager by the Con- 

sumer Glue Company of St. Louis. He 
has been with the firm for 20 years 

and will supervise the sales of all di- 
visions of the company—who manu- 
factures a full line of adhesives, 

patching plaster, crack fillers, etc. 

Frank C., 

Porter 

Frank C. Porter has been appointed 

sales manager of consumer products 

for the Westinghouse Electric Supply 
Company, Northern California branch, 
with headquarters at 201 Portrero 

Avenue, San Francisco. 
A native of Seattle, Mr. Porter was 

formerly vice president and general 
manager of the F. B. Connelly Com- 
pany, Portland, from 1949 to 1954. 
Prior to that he was Seattle vice 
president of the Connelly Company, 
and before that appliance sales man- 
ager in the Spokane office of the Co- 
lumbia Electric & Manufacturing 
Company. 

Joins 
Estwing 

Manager 

David A. Taylor has been appointed 
saies manager of the Estwing Mfg. 
Company, Rockford, Illinois, manu- 
facturers of Estwing unbreakable 
hammers and hatchets. Mr. Taylor, 
until recently was merchandising di- 
rector for an advertising firm and 
prior to that was hardware sales pro- 
motion manager for the Gates Rub- 

ber Company. 

HARDWARE WORLD 
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Named 
Pal 
Sales 
Manager 

Tom H. 
Reminga 

Tom H. Reminga has been named 
sales manager for Pal Products, Inc., 
Michigan City, Indiana manufacturers 

of wheel goods. Mr. Reminga was 

formerly with the Kalamazoo Sled 
Company where he had been a pur- 

chasing executive. 

Spokane Distributor Named 

The Sunset Electric Company of 
Spokane, has been appointed as dis- 
tributors for the Eureka Division of 
Eureka Williams Co., in the Spokane 
area, according to A. L. McCarthy, 

division sales vice president. 

1956 LINE OF HOMKO POWER LAWN MOWERS were the center of the 
stage at the recent sales meeting hild by Western Tool & Stamping Company. 
Harold E. Masback is seen demenstrating the Homko Lawnmobile. E. C. 

Syphol, vice president in charge of sales flew in for the meeting. 

DISCUSSING RETIREMENT PLANS 

RETIRING PRESIDENT, Herbert W. Hall (left) of Maytag Northwest Com- 
pany, Portland, discusses his future plans with Roy A. Brandt, (center) firm’s 
vice president in charge of marketing, while A. R. Hughes, new president of 
the firm looks on. Mr. Hughes was formerly assistant manager of the Maytag 

Chicago branch. 

Revere Ware Adds Five to Decleor Promotion Staff 

Don Headrick 

Five men have recently been added 

to the Western staff of dealer promo- 

tion representatives of Revere Cop- 

per and Brass, Incorporated. The new 

men will assist retailers in building 
better in-store and window displays, 

JANUARY 1956 

Ed Johnstone Charles Dornbush Winslow Fogg 

in developing promotions, and in keep- vertz, the Southwest; Charles Dorn- 
ing dealer sales personnel alerted to bush, Portland; Edward S. Johnstone, 
future promotional plans of manu- Los Angeles; and Donald Headrick, 
facturer. Southern California. 

The men and their districts are: 
Winslow Fogg, Seattle; Melville Ge- More News About People 

, and Firms On Page 73 
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GOLD STRAND” INSECT WIRE SCREENING 

Here is screening to fit every job requirement— 
screening to fit every budget. Easily recognized by 

the gold thread woven into each selvage, Goid 
Strand is available in Galvanoid, Antique and Bright 
Bronze, and in Aluminum. Special reinforced selvages 
provide a good body for tacking—assure flat screen- 
ing—won’t pull out of the moldings. 

CLINTON 

GENERAL PURPOSE 

WELDED WIRE 

FABRIC 

Has many uses around 
farm cand home. Wires 

are individually welded 
at each joint for long, 

trouble-free life. Stay 
wires cut flush. 

V-MESH LAWN FENCE 

Combines beauty 
withstrength. Heavy 
zine coating gives 
years of added 
service —preserves 

“new” look. 

GENERAL PURPOSE 

STRAND 

An excellent general 
purpose strand that is 

ideal for guying anten- 

nas, stacks, poles, signs 

and similar items. 

“The product of 1001 
uses.’’ Double-wire 

selvages for added 
strength; zinc-coated 
after weaving for great- 
er rigidity, improved 
wear and corrosion- 

resistance. Sold under 
brand name “Calwico” 

in the West; “Clinton” 

in the East. 

JOB-ENGINEERED NAILS 

Every characteristic of each 
type of CF&I nail . . . hard- 
ness, finish, size and kind of 
head and point, etc. ... is 
carefully controlled to give 
the user the finest nails 
available. The steel used 

in CF&I nails is carefully 
inspected throughout proc- 
essing and manufacture to 
assure maximum toughness 

without brittleness. CF&! 
nails are available in 5, 
25 and 100 Ib. fiber cartons. 

® CF&l R 

LOK-TWIST HARDWARE 

CLOTH POULTRY 

NETTING 

Woven with a 
special reverse twist 
that assures a flat, 

non-buckling net- 
ting—requires few- 
er posts—no top or 

bottom boards. Zinc 
coated for corrosion 
protection. 

/.MECHANIC’S WIRE 

Used extensively around 
farm, home and ranch as a 
general purpose wire. Two 
types: galvanized and 
black-annealed. Gauges: 
16 through 20 on 2 and 5 
Ib. spools. 

MERCHANT WIRE 

Annealed or galvanized. 
Gauges: 6 through 18. 
Packagedin100lb. bundles, 

HARDWARE WORLD 



PRODUCTS 

FLOWER BED BORDER 

Protects, but does not hide flowers and 
plants ... attractive, inexpensive and 
strong. Requires no posts—is easily 
removed for mowing lawn. 

ORNAMENTAL 

FENCING 

Decorative protection 
for lawn or playground. 
Available in either single 
and double loop con- 
struction, this fencing is 

made in two weights and 

several heights—all 
heavily galvanized. 

® 

o Made of ci-tempered high MCLE U aOR ete Made of oil-tempered high- 
carbon wire, these springs are DENVER - OAKLAND 

ideal for heavy doors and 
gates. 

® 
PERFECTION DOOR SPRINGS 

Offered in looped or cone- 
hooked ends complete with 
hooks or eyes. 

These springs are available in black- 
japanned or electro-galvanized finish. They 
are outstanding for toughness and durability. 

For Details Circle 13 on INQUIRY CARD 
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Merchandise Now In The News 

TIME-SAVING Calbar #55 Air Pres- 
sure Caulking Gun is a precision tool 
for faster, better and more economi- 

cal caulking. Each gun comes with 
three nozzles with individual end 
shapes. Important feature is instant 
stop-flow action that stops flow when 
trigger is released.—Calbar Paint & 
Varnish Co. 

For Details Circle 100 on INQUIRY CARD 

METAL PRIMER, Krylon Zinc Chro- 
mate Primer, for preparing bare 
metal surfaces for final paint or other 
coatings, is being packaged in 12 oz. 
aerosol cans and will list for $1.95 a 
can. Available in only one color, in- 
terior green, primer sprays on 
smoothly and dries with a firm finish 
in a matter of minutes.—Krylon, Inc. 

For Details Circle 102 on INQUIRY CARD 

LATEST ADDITION to Reo power 
mower line is the Scotty, a popularly- 
priced reel type model. Unit features 
Reo’s 244 horsepower gasoline engine 
with rope starter, five-blade reel, 

chrome molybdenum bed-knife, height 
adjustment from ',” to 234”, combina- 
tion clutch and throttle lever, and 
floating handle suspension.—Reo Di- 
vision of Motor Wheel Corp. 

For Details Circle 104 on INQUIRY CARD 

DISTINCTIVE Health-O-Meter 117 
features magnified 260-lb capacity 
dial that pops up numbers bright and 
clear, nonslip live rubber platform, 
built-in lifting handle, and choice of 
six colors accentuated by sparkling 
chrome trim. Blends with any bath- 
room decor. Retails for $8.95. Other 
models from $6.95 to $37.95.—Con- 
tinental Scale Corp. 

For Details Circle 101 on INQUIRY CARD 

16 

COMPLETE, 10-piece “Pak-O-Fun” 
Grow-It-Yourself garden kit includes 
three of Village Blacksmith’s garden 
tools, six packages of Burpee’s flower 
and vegetable seeds, and two pack- 
ages of plant food. Multi-colored dis- 
play carton contains over 1200 “how- 
to” words on gardening, from plan- 

ning to harvesting.—The Village 
Blacksmith Co. 

For Details Circle 103 on INQUIRY CARD 

UNLIMITED USES can be found for 
Portalite, an auxiliary, portable light- 
ing unit that can be used indoors and 
outdoors. Particularly suitable light- 
ing outdoor trees, workshop spots, 
window dressings, etc. Mounting is 
designed to permit it to be readily 
hung on walls, brackets, shelves, etc. 
List price, $2.50.—Bretford Mfg. Co. 

For Details Circle 105 on INQUIRY CARD 
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For additional information 
on any item shown on these 

SUPER-SIZE Ice Kaddie ice bucket 
offers unlimited utility both indoors 
and outdoors. Bucket holds an extra 
large supply of ice cubes for use in 
the patio, in the bar, in the car, kitch- 

en, and on picnics: Said to keep cubes 
solid for six hours.—Tri-State Plastic 
Molding Co., Inc. 

For Details Circle 106 on INQUIRY CARD 

COMBINATION household refriger- 
ator-freezer, Maytag Double Decker 

is offered in two models, an 18-cubic- 

foot and 14-cubic-foot, refrigerator 

unit is in upper half and the food 
freezer is located in lower half of 
unit. Both units feature automatic de- 

frosting.—The Maytag Co. 

For Details Circle 107 on INQUIRY CARD 
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pages, please circle number 
on the Reader Service Card, 
facing Page 65 in this issue 

REDESIGNED Sharpe Model 35 air 
valve spray guns has been simplified 
by using fewer parts, and by stand- 
ardization of nozzle, tips and needles 

to permit low cost parts replacement. 

Variety of spray equipment is shown 
on display board available-—Sharpe 
Manufacturing Co. 

For Details Circle 108 on INQUIRY CARD 

MIX-ER-ATOR consisting of one- 
quart container fitted with plunger 
which spins two stainless steel discs 

can be used for scrambling eggs, 
whipping cream, and mixing ice 

cream shakes, frozen juices, powdered 
milk, cocktails, baby formulas, ete. 
Retails for $2.89.—Dazey Corporation. 

For Details Circle 109 on INQUIRY CARD 

RIGHT HOSE REEL FOR THE JOB 
is offered in the Series 16 Castell reels. 

The Super RAC-116 called “Water 
Porter” (top) is mounted on its own 
reel barrow for portability. The Super 
RAC-316 (below) connects to any 
standard faucet or still cock for per- 
manent installation. The third unit is 
a wall type reel that mounts on wall 
near faucet. All three feature a spe- 

cial water seal that seals tighter the 

higher the water pressure. Reels are 
simple to install, simple to use. — R. 
A. Castell & Co. 

For Details Circle 110 on INQUIRY CARD 

THREE MODELS of a Rotary edger 
and trimmer have been added to the 
Geyer line. Self-sharpening blade, 

solid rubber tire, and exclusive spring 
tension between shear blade and cut- 

ter blade are featured. Retails at 
$3.95, $4.95 and $5.85. —Geyer Manu- 
facturing Co. 

For Details Circle 177 on INQUIRY CARD 
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Here’s the Big-Selling line that'll boost your sales of Watering Equipment. . . 

Look it over carefully now . . . then put your order in the “want-book”, today. 
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TRIPLE TUBE FLEXIBLE SPRINKLER* 
Sells 4t0 1 over any other 

SPRINKLES BETTER * “4 more coverage than any other flexible 
sprinkler. Even distribution, no puddles, no dry spots. 

MADE BETTER ° All virgin vinyl for longer life and better wear. 
Scientifically designed spray openings guide water to perfect 
pattern. Superior Couplings assure maximum water flow 

without leaking. Flush-out coupling for easy cleaning and 
connection of extra lengths. 

PACKED ON REEL * Convenient — rolls up and rolls out the 
sprinkler with the greatest of ease. Stores sprinkler properly, 
for extra years of use. 

No. 1000 — 50 ft. covers 1000 sq. ft. $5.98 With Reel 

(20 ft. x 50 ft. rectangle) 

No. 600 — 25 ft. covers 625 sq. ft. $3.98 With Reel 
(25 ft. x 25 ft. rectangle) 

Above prices Fair Traded at retail? 

*¥The Triple Tube Sprinkler is patented under U. S. Patent #2,621,075 

and other potents covering multiple tube flexible sprinklers. 

FLEXIBLE SPRAY-SOAKER 
Every home needs hundreds of feet 

Not a sprinkler. Not a seeper. Does things neither 
of these can do. 

Hundreds of fine sprays, from scientifically designed open- 
ings, spray upward only, from end to end in narrow pattern. 
Nothing equals it for effective watering of Trees, Shrubs, 
Narrow Strips of Lawn, Foundation Plantings, Garden Rows. 
Sprays aerated water for best soaking results without 
wasting water 

CAN BE LEFT IN PLACE ALL YEAR ROUND. Will not rot, 
rust or mildew. Made of tough virgin vinyl plastic with solid 
brass, nickel-plated, reattachable couplings with flush-out cap. 

RECOMMEND THIS NEW SPRAY-SOAKER. It’s vastly su- 
perior to the old fashioned seeper. 

No. 500-50 ft. $3.29 
No. 800— 100 ft. $5.98 

Above prices Fair Traded at retail? 



Now SUPPLEX Pays YOU to Advertise. Every carton of the five Supplex products illus- 

trated on these pages will contain this Advertising Dollar... worth $1.00 in payment of 

your newspaper advertising of Supplex products. It’s the hottest promotion of the year— 

your chance to tell your neighbors—at Supplex’ expense—about Supplex watering equipment. 

REINFORCED 
TIRE-¢€ORD 

No. SPE-556 “SPECIAL” 

50 ft. $6.49 

25 ft. $3.95 75 ft. $9.50 
Above prices Fair Traded at retail? 

3-PLY WITH VISIBLE TIRE CORD REINFORCE- 

MENT. Selis itself because your customers can 
see the reinforcement through heavy trans- 
parent virgin vinyl outer protective jacket. 
It sparkles... it’s got sales-appeal. Five year 
guarantee. 

Supplex 

“ECONOMY” 

SENSATIONAL 230°/, SALES INCREASE IN SUPPLEX GARDEN HOSE 

IN ONE YEAR... BECAUSE IT'S THE BEST ON THE MARKET. 

TIRE CORD REINFORCED—Will not split, burst or break even if left in hot sun for days 

under full water pressure... REATTACHABLE COUPLINGS—Eliminate “leaky coupling” 

returns—can be tightened or removed and replaced at home. Solid brass, nickel-plated 

. . «FULL GUARANTEE—Details on every colorful hose disc . . . ALL VINYL PLASTIC—So light, 

so flexible, it’s a pleasure to use .. . so smooth inside it delivers 50% more water than 

rubber hose of same bore . . . COMPLETE LINE OF OUTSTANDING VALUES — 

No. STD-546 “STANDARD” 

50 ft. $8.95 
WITH REEL 

25 ft.$5.15 75 ft. $13.25 with Ree! 

Above prices Fair Traded at retail? 

4-PLY—TIRE CORD REINFORCED. Double outer 

jacket. Brilliant green, opaque, virgin vinyl 
outer sheath provides extra protection 
against sun, oxidation and abrasion. 

STORAGE REEL—FREE OF EXTRA COST—a real 

help to easier handling —- longer wear. Ten 
year guarantee. 

Virgin, transparent vinyl. 

Reattachable couplings. 50 ft. $3.98 
Five year guarantee. 

Ad-Dollars do not apply ¢ 

No. 5856 5/3” “LARGE BORE” 

50 ft. $12.98 25 %.$7.50 

No. 3456 3/4” “LARGE BORE” 

50 ft. $15.98 25 f. $9.30 
Above prices Fair Traded at retailt 

TIRE CORD REINFORCED. Big volume water 
delivery—for homes or professional needs. 
5/,' delivers 60% more water than ¥2” plastic 
hose.34" delivers 120% more water than 14” 
plastic hose. Extra rugged construction with 
tough virgin vinyl outer protective jacket. 
Weighs 2% less than rubber hose delivering 
same volume of water. Ten year guarantee. 



COMPLETE 

and 
COMPETITIVE 

Sell the complete line of Martinware 

Tapered Garbage Cans and Garbage 

Pails. Seven sizes include a new 30 

gallon can. Made in two finishes: 

(1) Hot-dipped extra heavy zinc 

coating after fabrication insures 

maximum rust-and-leak-proofing 

(2) Tite-coat galvanized sheets—at- 

tractive, economical, durable. 

Order MARTINWARE from these wholesalers 
Billings Hdwe. Co. Billings, Mont. 
Drake Hdwe. Co Burlington, lowa 
Dunham, Carrigan & Hayden Co San Francisco, Calif. 
Farwell, Ozmun, Kirk & Co. St. Paul, Minn. 

Denver, Colo. 
‘ F Janney-Semple-Hill & Co Minneapolis, Minn. 

wae Ra Jensen-Byrd Co Spokane, Wash. 
é . —, j Luthe Hdwe. Co. Des Moines, lowa 
i = ——~ —_j 

MARTIN EF 
‘ WAR Rogers & Baldwin Hdwe. Co. 
i Seattle Hdwe. Co 

: 

sg 1 9 Townley Metal & Hdwe. Co Kansas City, Mo. 
& > & Union Hdwe. & Metal Co Los Angeles, Calif. 

: < 3 Isaac Walker Hdwe. Co 

Wright & Wilhelmy Co. 

The BIG RED LABEL Martinware line 

gives independent dealers quality 

merchandise at competitive prices 

for highest profits. Martinware is 

sold only by independent dealers. 

GENERAL METALWARE COMPANY 
Minneapolis 13, Minnesota 

For Details Circle 14 on INQUIRY CARD 
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Never before an 

ALUMINUM Screening 

opportunity like this! 

5 50-ft. Rolls of OPAL Aluminum 

Screening PLUS specially-designed 

Dispensing Rack only 

\ 
| 

Rack width—24 Rack depth (overall)—32 

OFAL does it again! First came OPAL’S complete, high-quality ee! ee 

wire screening line. Now it's OPAL'S outstanding aluminum 

screening display offer. 
Remember, this is a limited, introductory offer. All 

HERE’S WHAT YOU GET! orders must be in by Feb. 15th, 1956. The price $79.75 

is F.O.B. York, Pa., east of the Rockies. West of the 
You receive one 50-ft. roll each of 26", es 30”, 32” and 36” Rockies add 5%. Freight Prepaid and Allowed. 

widths OPAL Aluminum Screening. That figures a total of 633 Rack alone only $24.50, F.0.8. Memphis, Tenn. This offer 

sq. ft. for just $79.75. In addition you get this distinctive tubu- is good only in the continental United States of America. 

lar aluminum display and dispensing rack Replacement rolls available in 100-ft. lengths only trom 

especially designed for metal screening. _ ignet® your distributer. 
Note, this specially designed rack has been store tested 

1.6 and has won highest dealer approval wherever shown. 
ff 3 z wut oa “we Better tell your distributor to count you in on this impor- 

VI A L U Mi N U M es vi — tant offer NOW! 

Product of the 

NEW YORK WIRE CLOTH COMPANY ¢ YORK, PENNSYLVANIA 
For Details Circle 15 on INQUIRY CARD 

JANUARY 1956 21 



WASHINGT 

—— BY N. R. REGEIMBAL 
Chilton News Bureau, Washington, D. C. 

Western Business Outlook for 1956 is Excellent 

But Falling Farm Prices May Hurt Some Retailers 

Western hardware business should continue to grow in 1956. 
Sales of building supplies and sporting goods especially should 

reach new records in most Western communities. 

Here’s the reason: Total na- 
tional business is expected to re- 
main healthy during the year. 
Whether new home construction 
nationally declines, remains 
about even, or continues its rise, 
expansion in the Western states 
is expected by government ex- 
perts to continue. 

More and more money will be 
spent, these experts say, by 
homeowners with bulging pock- 
etbooks to expand, modernize, 
and fix-up existing homes. 

Latest figures from the U. S. 
Census Bureau for Western 
states show that while the na- 
tional average increase in retail 
sales from 1948 to 1954 was 31 
pet, Arizona sales increased 50 
pet to $982 million ; Colorado in- 
creased 38 pct to $1.7 billion; 
New Mexico 54 pct to $732 mil- 
lion; Oregon 21 pct to $2 villion, 
and Washington 29 pct to $2.8 

billion. 
Sporting goods should be par- 

ticularly in demand in 1956. 
Good times, high salaries, high 
employment and more leisure 
time mean families and sports- 
men alike will spend record 
amounts for fishing, hunting, 
camping and leisure time equip- 

ment. 
In addition, Interior Secretary 

Douglas McKay will ask Con- 
gress to approve a program for a 
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vast expansion and improvement 
of tourist facilities in the na- 
tional park system so camping 
and traveling is going to become 
even more attractive. The ex- 
pansion is needed -— National 
Parks in 1920 had 1 million visit- 
ors; 17 million in 1940, and 50 
million in 1955. By 1965, 80 mil- 
lion visitors are expected. 

One problem to Western re- 
tailers is lagging farm income. 
Official estimates are that farm 
income will dip again in 1956 as 
much as 5 to 7 pet below this 
year. This will be the fifth con- 
secutive yearly drop. Commodi- 

ties expected to lose ground in 

the price war include hogs, poul- 

try and eggs, cotton, wheat, corn 
and other feed grains, rice, pea- 

nuts, and many fruits and vege- 

tables. 

LUMBER PRODUCTION will 

be spurred if Congress goes 
along with recommendation of 

Sen. Carl Hayden, D., Ariz., and 

Sen. Wayne Morse, D., Ore., who 

want federal agencies to ask for 

more money for access roads to 
timber stands in Western states 

... Roads are used by campers 

as well as loggers . . . President 
Eisenhower is considering pro- 

gram to help distressed commu- 

nities of American Indians 

strengthen their economies .. . 
Proposed new 20-year contract 
with a private firm for operation 

of tourist facilies in Yellowstone 
park calls for $13.5 million in 
expansion in the next 10 years. 

POWER, RECLAMATION ex- 
pansion by federal and state 
governments is expected in 1956 
. . . Congress will be asked for 
record appropriations to finance 
new projects — probably will 
vote most of them... Reclama- 
tion Commissioner W. A. Box- 
heimer is pushing for rapid de- 
velopment of all potentially ir- 
rigable lands in the West... . 
In 1955, more than $250 million 
of purchasing power was pump- 
ed into the economy by con- 
tracts for water resources de- 
velopment in the West . . . Gov- 
ernment is going to spend more 
itself, offer more inducements to 
get private firms to spend more, 
for power production in the 
West in 1956 to try to overcome 
power shortages, and lure indus- 
tries away from coastal areas. 

WESTERNERS in the News: 
George B. Owen, Arizona State 
civil defense director who guided 
formation of the first mutual 
aid and evacuation compacts be- 
twen nine Southwestern states 
in 1952, is the new evacuation 
specialist for the Federal Civil 
Defense Administration ... J. D. 
Zellerback, of San Francisco, 
president of Crown Zellerback 
Corp., is the new chairman of 

Committee for Economic Devel- 

opment, a private economic re- 

search organization. 

HARDWARE WORLD 



‘Tove 1,000,000 fc! } OVER Ty a SCALES MADE IN ’55 

The industry record! One million scales produced by Counselor in /ess than a year.* 

True, Counselor made them... but it was your confidence in Counselor — and 

your customers’ acceptance of Counselor — that brought about this tremendous 

production and sales figure. Thanks a Million! 

By this accomplishment, Counselor has firmly established leadership in the bath 

scale field; confirming that confidence you have shown in us. And... you can 

continue to count on Counselor — America’s foremost producer of bath scales. 

* CActual production time, 42 weeks. From 7:00 A.M. January 3, 1955 to 2:46 P.M., November 16, 1955 with two weeks off for plant vacation ) 

BOOTHS 267-269 
AT THE SHOW 

CouNSELOR 
ant, COTE 

AMERICA’S FOREMOST PROETErr OF BATH SCALES 

THE BREARLEY COMPANY ® ROCKFORD, ILLINOIS 

For Details Circle 11 on INQUIRY CARD 
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WAYS TO MAKE 

REYNOLDS DO-IT-YOURSELF ALUMINUM 

MORE PROFITABLE FOR YOU! 
Keep Your Reynolds Rack Full 

—and in Full View! 
Homeowners go for Do-it-Yourself Aluminum be- 
cause it makes jobs easier— because one of the pre- 
formed Reynolds shapes is always just what they need 
for some particular repair or maintenance job. Be sure. 
your rack has the complete line-—and be sure it’s out 
where customers can see it. 

Be Sure You’re in the Profitable 

Do-It-Yourself Aluminum Business 

For Hardware Week 

You can sell Do-It-Yourself Aluminum to your cus- 
tomers for an investment of less than $50. The special 

Store Merchandiser shown at left (1.7 square feet 
of High Profit Space) is FREE with several different 
starter assortments of Do-It-Yourself Aluminum. It 
will prove quickly the money you can make with 

Reynolds Do-It-Yourself Aluminum. If you already 
have a fast-selling Do-It-Yourself Rack in your store, 
use the Store Merchandiser as a special screen ma- 
terials display . . . it’s a great seasonal tie-in. 

Sell Nicholson Files and Reynolds 
Together —a Related Items Natural! 
Reynolds and Nicholson are working together on ads 
in 14 major consumer magazines in March and April 
— to sell more of your customers on both fine products. 
Because there’s “a Nicholson File for every purpose” 
in working with aluminum you'll sell Nicholson or 
Black Diamond brand files to every Do-It-Yourself 

Aluminum customer. AVAILABLE IN CANADA 

REYNOLDS 00-17-YOURSELF ALUMINUM 
Reynolds Metals Company, 2469 S. Third Street, Louisville 1, Kentucky 

See Reynolds’ new program “Frontier’’— Sundays on NBC-TV 

For Details Circle 17 on INQUIRY CARD 
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Eabid ro cur 
Mr. I. A. Biddle of Biddle Building Ma- 

terials, Harrison, Ohio, test-cut four well- 

known unidentified brands of single strength 

window glass. After trying several cuts on 

each, he picked L-O-F window glass every 

time as the easiest to cut. So did 28 out of 

30 dealers who tried this test. Said Mr. 

Biddle: ‘‘Feels softer to the cutter and 

snapped off straight and crisp”. 

Eabto TO SELL 
This L-O-F label identifies quality glass 

wherever it is seen. People know this label— 

it appeared 234 million times in 1955 ad- 

vertising alone! And every time it appears 

it adds to the already strong preference for 

L-O‘F glass. This preference means faster, 

easier sales for you. 

East 
TO MERCHANDISE 

This 11’’ x 6144” counter card offers visual 

merchandising that helps build your win- 

dow glass profits. It stops store traffic and 

reminds customers to buy the glass they’ve 

been needing. The Escolite letters glow 

like neon lights. Only 10c. Order one now 

from your Libbey’Owens‘Ford Distribu- 

tor (listed under ‘‘Glass”’ in phone books). 

LIBBEY: OWENS: FORD the easy-to-cut WINDOW GLASS 

For Details Circle 19 on INQUIRY CARD 
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FORGED IRON 
HARDWARE 

by NATIONAL LOCK 
Rustic ... rugged .. . authentic . . . here is distinctive 

cabinet hardware that brings colonial charm to the kitchen, 

den or game room. These skillfully reproduced latches, 

hinges, pulls and knobs are easily applied to either natural or 

painted wood surfaces. Finished in durable Dead Black, 
Old Brass and Old Copper, they have instant customer appeal 

that means consistent sales and profits the year ’round. 
See your jobber or write for illustrated catalog describing the 

complete line of these popular hardware items. 

WRITE FOR CATALOG — PRICE LIST NO, 256 

In Dead Black 
Old Brass 

Old Copper 

2 
eee il 

NATIONAL LOCK COMPANY 
Rockford, Illinois © Merchant Sales Division 

For Details Circle 10 on INQUIRY CARD 

JANUARY 1956 27 



GIVE A“IROKER” BOOST 

BOKER tools are as finely made as BOKER 

cutlery. BOKER’s trademark stamped on 
them is a guarantee of quality, workman- 

ship and performance. BOKER tools are 

made of special analysis, chrome vanadium 
steel. They’re load-tested, diamond-tested 

for hardness, and accurately machined from 

the time the steel is forged until final pol- 

ishing. In short, they’re the kind of tools 

your customers will go for. They look qual- 

ity — They feel quality—They are quality! 

Sa 

$275C --7” - 10%” - 

12%” sizes 

Heavy duty Comibination Pattern 
Snips will cut curves as well as 
straight lines. Other patterns and 
sizes also available. 

275C 

S 
h : 

26507 — 10” size 

Patented Groove-Grip, 5 po- 
sition adjustable Plier- 
Wrench—cannot slip. Forged 
ribs and grooves. 

< 
% a <a : 

6507 

$5332 — 6” agd 7” sizes 

A popular Logg-Nose Plier with keen 
side cuttersf For electricak radio 
and telephoge work. The all ground 
home tool. ~ 

£5612—6” - 71/2” - 82” sizes 
Heavy duty side cutting 
Plier widely used by line- 
men and electricians and for 
maintenance repair work. 

25179 — 419” - 5” - 6” - 712” sizes 

Diagonal c@tting Plier used by tele- 
phone, radfo and electrical workers 
“Do-It-Yourselves” and for general: 
maintenagce repair. 

GW — 4” -6” -3”~10"-12” sizes 

Chrome plated finish, special 
alloy steel thin Wrench. Ex- 
ceptionally strong. 

SPECIALIZED 

PLIERS FOR THE 

ELECTRONIC 

MANUFACTURER 

See us at the 

NAVY PIER 

Jan. 19-26 

Booths 327-329-331 

BOKER 
‘Sy 

An > 

H. BOKER & CO., INC. 
Established 1837 

101 Duane St. \\ 

New York 7, N.Y. 

For Details Circle 21 on INQUIRY CARD 
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How to get a bigger share of 

history's biggest 

; Hy 
me 2 Ly= 

Stock the line that meets _/// 
every need—model-wise, © 
price-wise. When you stock 

and sell Globe-Skates, you'll 

never lose a customer because 

they had “something else in 

mind.” Globe offers a complete 

line with models ranging from _ 

safe, plain bearing skates for be- 

ginners to speedy, ball bearing 

models for advanced skaters. 

Displays build traffic, do 
a job of pre-selling for you 
... Brilliant new Globe roller 

skate packaging catches every 

eye, gives you ideal material 

for sales-boosting window and 

floor displays. 

To cash in on your big share of skyrocketing roller skate sales 

Grose-Union Inc. 
MILWAUKEE 1, WISCONSIN 

Shipping Points 
Milwaukee, Wis. © Denville, N.J. © Los Angeles, Calif. 

For Details Circle 32 on INQUIRY CARD 
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ARDWARE retailers plan- 

ning a store modernization 
program in the future, or who 

have just completed a moderni- 
zation of their stores have a 
golden opportunity to save 
money on their income taxes. 
Or, unless properly handled in 
your accounting and income tax 
reporting, your store moderni- 
zation program can cost you 
extra money taxwise. 

Here are offered some tax tips 
to help you take full advantage 
of the opportunities presented 

in the income tax law relating 
to store modernization. 

Separate Repairs and 
Improvements 

As you know, the cost of re- 
pairs to property is considered 

JANUARY 1956 

an ordinary and necessary ex- 

pense of operating a hardware 
store. Thus, you are permitted 

to make a full deduction from 
your gross profit for all repairs 
in the year in which the expense 
is incurred. This resulting fig- 
ure gives you the amount of 
your taxable income for the 

year. 

Store modernization, however, 
presents a different problem. 
The question arises as_ to 
whether the expenditure was an 

expense (deductible this year) 
or a capital investment (which 

must be depreciated over the 
life of the improvement). 

To further clarify this phase 
of the tax law, the Tax Court 
has made the following ruling 
on this problem in the case of 

When You Start Your Modernization Pro- 

gram Be Sure You Take Full Advantage 

of The Income Tax Savings and Avoid 

Some of the Tax Pitfalls. 

By Jack E. Bedford 

the Illinois Merchants Trust 
Company which applies to all 

taxpayers: 

Repair expense is “an ex- 

penditure for the purpose of 
keeping the property in an 
ordinarily efficient operating 

condition. It does not add to 
the value of the property, nor 
does it appreciably prolong 

its life.” 

Capital investment is “for 
replacements, alterations, im- 
provements or additions which 

prolong the life of the prop- 

erty, increases its value, or 
makes it adaptable to a dif- 
ferent use.” 

For instance, in your hard- 
ware store’s modernization pro- 

gram, you will have both repair 

29 



expenses and capital invest- 
ments. A new roof for your 
store must be depreciated, but 
a roof that is merely repaired 
can be considered a current re- 
pair expense. Fixing the floor 

in your store is a current ex- 
pense, but when the old floor is 
removed and a new floor in- 
stalled, this will prolong the life 
of the store and must be depre- 
ciated. 

Painting and redecorating, on 
the other hand, is considered a 
repair expense and can be used 
to reduce your taxable income 
this year. But, if you change 
your lighting system, install a 
sprinkler system, or put in a 
new front for your hardware 
store, these are considered as 

capital investments and must be 
depreciated for tax purposes. 

You can test each moderniza- 
tion expenditure you make for 

your hardware store with this 
question: “Does it prolong the 
life of the building or fixtures ?” 

If it increases the value of the 
property, adds to its life, or bas- 
ically alters it ; you will be safest 
taxwise to consider it a capital 
investment and apply one of the 

accelerated depreciation meth- 
ods outlined later in this article. 

TAX SAVING SUGGESTION: 
You will find that you will 
keep your income tax at an 
absolute minimum if you keep 

a detailed record of all of your 
modernization expenses. Then, 

test each item of expense with 
the question on prolonged life. 
Separate all legitimate repair 
expenses and charge them off as 
necessary and ordinary expenses 

in the year paid or incurred, 
depending on your accounting 
method. 

If You Lease, 

Check This Ruling 

Under the terms of some lease 
agreements, hardware mer- 
chants are permitted to make 
improvements on the store 
building. This type of store 
modernization is being done by 
many progressive hardware men 

who want their stores to be new 
and modern. Some landlords 
will not make improvements, 
but will permit the hardware 
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Straight-line 

$1,000 

$1,000 
$1,000 

$1,000 
$1,000 
$1,000 

$1,000 
$1,000 

$1,000 
$1,000 

Ist year 
2nd year 

3rd year 

4th year 

5th year 

6th year 

7th year 

8th year 

9th year 

10th year 

DEPRECIATION TABLE 
The following calculations are based on an initial cost of $10,000 for a 

hardware store’s modernization program and the depreciation allowed 

each year during the ten-year estimated useful life under each of the 
three approved methods of determining your depreciation. 

Double De- 
clining Balance 

Sum-of-the 

retailer to make modernization 
changes that will increase the 

value of the property. 
If you do modernize the store 

you lease, you are permitted to 
make annual deductions for this 

business expense. You can not 

charge the complete expenditure 
off in one year (unless your lease 

has only one year to run or un- 
less it is considered a repair 
expense rather than a capital 

investment). 
According to the Internal 

Revenue Code, you can base 
your annual depreciation of your 
hardware store’s modernization 
on the greater of: 

1. Cost of improvements 

spread over the remaining 
life of your lease, or 

2. Cost of improvements 
spread over the estimated 
life of the improvements. 

For instance, a hardware re- 
tailer has a new store front in- 
stalled on a building he leases. 
The cost of modernization is 
$5,000. He has a 25-year lease 
which has 20 years remaining. 

Dividing the cost ($5,000) by 
the remaining life of the lease 

(20 years) gives an annual 
charge off of $250. 

However, the hardware re- 
tailer estimates that this new 
store front will only have a use- 
ful life of ten years. By divid- 
ing the cost ($5,000) by the use- 
ful life of the improvement (ten 

years) he has an annual deduc- 
tion of $500. Thus, the hard- 

ware retailer is permitted to re- 
duce his gross income $500 
instead of $250 — the greater 
amount — for income tax pur- 

poses. 
Even though your lease has 

an option for renewal, the cost 

of the modernization is based on 
the remaining life of the regular 
lease. There is always the pos- 
sibility that the option will not 
be exercised. For tax purposes 
you only consider the time left 
in your present lease disregard- 
ing the renewal clause. 

TAX SAVING SUGGESTION: 
Be sure that you take full ad- 
vantage of this greater ruling. 
Figure the annual depreciation 

of your modernization program 
both on the remaining life of the 
lease and the estimated life of 
the improvements. Take the 
largest figure as a deduction. 

Apply Accelerated 
Depreciation Deductions 

You may be able to take larger 
deductions for the depreciation 

of your hardware store’s mod- 
ernization program. All of the 
improvements (capital invest- 

ments not repair expenses) can 
be depreciated over the esti- 
mated life of the building or fix- 
tures. If you apply the old 

(Continued on page 58) 
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REYNOLDS endorses NICHOLSON FILES for DO-IT-YOURSELF ALUMINUM 

Here’s a big new file market—a “natural” for Cash in on this promotion — keep a 
AS d 2 stock of Nicholson and Black Diamond 

tie-in sales with the hot Reynolds line! Your _ fijes near your Reynolds display rack. 

customers need files to smooth the rough edges —_Your best “do-it-yourself” customers will 

that are formed whenever aluminum, like an soon read ads, reminding them to buy 
es Y Nicholson and Black Diamond files when 

metal, is cut or sawed, and to notch this easy- _—they buy Reynolds Aluminum, in The 

to-handle metal. Some files do the job better Seturdoy Evening Post, Pepuler Me- 
chanics, Popular Science, and leading 

than others, Reynolds Metals Company has _ farm publications. So cash in by keeping = 

found. And the best files for the job are made Nicholson files near your Reynolds dis- 
play rack, and pushing these files when 

by Nicholson. you sell ‘em aluminum. | 

Reynolds endorses NICHOLSON and BLACK DIAMOND HANDY FILES: 

ideal for aluminum, and for a thousand other home uses. One side double cut for fast 

metal removal. Other side single cut for satin-smooth finishing. Comfortable forged handle. 

Reynolds endorses NICHOLSON and BLACK DIAMOND 6” HALF ROUND BASTARD FILES: 

for removing burs and rough spots inside aluminum tubing after it is cut. Also an all-around 

home file for flat or concave surfaces of almost any material. 

CHECK YOUR STOCK OF NICHOLSON FILES TODAY 

ohets, NICHOLSON FILE COMPANY, PROVIDENCE, RHODE ISLAND 

Sy (In Canada: Nicholson File Company of Canada Ltd., Port Hope, Ontario) ©T.. Reynolds totals Co. 

For Details Circle 16 on INQUIRY CARD 
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Good Will Is No Accident 

INCE 1949, Cartwright’s of 
Santa Fe, New Mexico, has 

maintained leadership in hard- 
ware retailing in this capitol 

city. Since most of their mer- 
chandise is fair-traded, cut-price 

sales are out of the question, yet 

this large store competes suc- 

cessfully against nearby organi- 

zations of chain stores. 

William Loomis, general man- 

ager of the firm, and John V. 

Dohrer, manager, agree that 

good will and dependability are 
keys to their continued success. 

Gaining good will isn’t just a 

matter of saying, “Good Morn- 

ing” and “Thank You” to a cus- 

tomer, for sometimes it involves 

going to a good deal of trouble 

for a customer or group of cus- 

tomers. A good example of this 

is the fact that, when a civic- 

minded group of feminine cus- 

tomers decide to hold a bake- 

sale — they know that getting 

permission from a chain store 

may mean waiting weeks or ask- 

ing dozens of people before an 

answer is obtained. Not so, at 

Cartwright’s. Here they see the 

“boss” right away — if some- 

thing has to be moved out of the 
window to make room for the 

bake-sale, that’s all right too— 

and so’s the good will that re- 
sults from this sort of commu- 

nity-spirited hospitality, which 

in turn shows up in increased 
business. And, as Mr. Loomis 

points out, “Lady shoppers com- 
prise our greatest volume of 
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.. » at Cartwright’s Hardware 

Outlet in Santa Fe, New Mexico 

esthee 

CENTRALLY LOCATED right in the heart of a chain store district, store 

finds good will and dependability are keys to patronage. 

customers, so we especially want 

to please them.” 
To impress their dependabil- 

ity upon the customer, Cart- 
wright’s not only maintains a 

complete service department 

where repairs can be made 

quickly on any appliance, large 
or small (no sending back to the 

factory and waiting for weeks), 

but also stock parts for many 
brands of appliances which they 
do not sell. 

As a stamp-redemption center 

for hard goods, the firm empha- 

sizes to customers, that, should 

they have enough stamps to ob- 
tain only some small item, when 

they “had an eye” on something 
much nicer and more expensive, 

their stamp-book can be used as 

a down-payment, and they can 

continue making payments with 

stamps, or with cash, whichever 

they prefer. 
During the city wide “mer- 

chants’ day,” Cartwright’s fea- 

tures several dollar items, which 

are not “cut priced” but special- 

ly purchased for the event. The 
only other time when “marked 

down” merchandise is featured 

is when obsolete or damaged 

models are advertised. The true 

reasons for their lowered selling 
price is given, so that the cus- 

HARDWARE WORLD 



ee 

tomer has the choice of perhaps 

waiting for the forthcoming im- 

proved model of an item, or of 

purchasing a slightly outdated 

model at less cost. 
Keeping up with the “do-it- 

yourself” trend, the store car- 

ries several home decoration 

kits, and a full line of home 

workshop tools, in addition to a 

complete range of sizes in hard- 

ware merchandise. 

Mr. Loomis is proud that, by 

stocking certain brands in their 
entirety, a customer who wishes 

a particular household item in 

blue, need not settle for green, 

for if a brand is carried, Cart- 
wright’s has all colors and styles 

of it. 

Periodic mail advertising is 
sent along with statements to 

their 1,200 accounts, among 

which are included the 30-day 
plan, budget-pay accourits for 

small appliance purchasers, and 

pay-as-you-go on large appli- 

ances. 

The main floor of Cartwright’s 

contains 4,500 square feet, and 

part of the basement is used for 

storage, and part for display so 

that there is a total of 7,000 
square feet in the entire floor 

space of the building. 

Counters and stock arrange- 

COMPLETE STOCK of merchandise in every department, as well as large 
parts department helps store meet all kinds of near-by competition. 

ments are given a thorough 

“face - lifting’ during January 

and February, which are their 

least busy months. 

The yearly hardware conven- 

tion held in Amarillo, Texas, 

finds Cartwright’s employees 

present — with their expenses 

paid. Sales meetings are held 

within the store every month. 

A fleet of 12 trucks keeps 

service and delivery calls as 
a 

promptly answered as they are 
received. 

While their greatest boon to 
small houseware sales has been 
the inauguration of becoming a 
stamp redemption center, the 
management of Cartwright’s is 

convinced that long-range suc- 
cess depends upon proving to the 
customer that good will is given 
unbegrudgingly and graciously 
—even if it means rearranging 
the whole store! 
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CURVED BAR for kitchen utensils 

with pink pegboard paneling makes 
attractive self-service section for 
kitchen utensils in Coast Hardware’s 
new store at Reseda, California. Wide 
assortment of items are glass-binned 
in two easy-to-reach slanting shelves 
attached to the front. More service 
display is provided along the top of 
specially-built cabinet storage, below. 
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HOUSEWARE PREDOMINATES on this side of store. Store’s paint depart- 
ment continues around corner toward rear of store. Peg Board ends are used 
on many of store’s small island fixtures to show items suited for this type 
display. 

GIFTWARES AND HOUSEWARES occupy left side of store looking toward 
store front. Four and five-tier island fixtures are used on floor, while brackets 
and glass shelving are utilized along wall area. Each department is identified 
by signs. 
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Remodeled 

As Well As 

HEN the store and the op- 

portunity meet, you have a 
successful hardware business, 
believes Gordon Jones of Spo- 
kane, Wash. The opportunity 

was available in a new and fast 
growing district when he pur- 

chased his North Hill Hardware 
nearly three years ago. Since 
that time, he has been carefully 
grooming the store to make the 
best possible use of its opportu- 
nities and from all indications 
he is well on the way to a thor- 
oughly successful operation. 

Before his recent store re- 
modeling, Mr. Jones had already 
increased store sales 40 percent 

above previous sales levels. Since 
the remodeling which enlarged 
store space and converted North 
Hill Hardware to one of Spo- 
kane’s most attractive hardware 
stores, a still further increase is 
logically anticipated. 

“T believe there are two basic 
requirements for a _ successful 
hardware business in any loca- 
tion,” says Mr. Jones. “They are 

an attractive store with ade- 
quate display, and a good, well 
balanced inventory. If those two 

requirements are met, the store 
will present an appearance of 
substantiality. Customers will 

feel secure about buying from 
it, as they feel that the store will 
stand back of its merchandise 
and that it will still be around a 
year later.” 

His store was deficient in both 
requirements when Mr. Jones 

acquired it in 1953. His first 
step was to “remodel” the inven- 
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Inventory 

Store 

tory, which had an adequate dol- 
lar quantity but lacked balance. 
He cleared out some merchan- 
dise and ordered other items that 
had not been in stock, to present 
a good and varied assortment in 
all store departments. This im- 
provement alone was mainly re- 

sponsible for his store’s 40 per- 
cent increase, he believes. 

Meantime, Mr. Jones made 
plans for enlarging and remodel- 
ing, as the 30 x 50 foot sales 
area was inadequate for the in- 
ventory he knew was needed. 
When he bought the store he 

also acquired a 20 x 50 foot space 
at the rear, plus another 1,500 

square feet for warehouse. In 
remodeling, he removed entirely 
the old fixtures so that the store 
is in effect a completely new in- 
stallation, from floor to fixtures 
to ceiling. 

“Although we only added 

1,000 square feet to sales area 
we have more than doubled the 

effective display space,” the 

owner says. “The fixtures hold 

more merchandise in relation to 

the space they occupy, and it is 

completely set up for self-service 

shopping. The store is quite long 

and narrow, being 100 feet deep 

and no more than 30 feet wide. 

Fifty feet back from the front 

the wall is stepped over at the 

point where the room narrows to 
20 feet.” 

The store is exceptionally well 
lighted, has an attractive new 

floor, and light natural finish 

fixtures. 
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MANUFACTURERS SIGNS AND SELLING AIDS are very much in evi- 
dence on right-hand side of store where tools, garden supplies and picnic 

equipment is displayed. Here, as elsewhere in store, Peg Board has been 

utilized along wall sections. 

GARDEN TOOLS, nuts and bolts, pipe fittings, light bulbs, etc., have their 
place in the rear of store. Glass partitions, as shown here for light bulb dis- 
play have been liberally used throughout the store where they are feasible. 
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EMPHASIS is heavy on merchandise 
ordinarily purchased by men. Firm 
does large business with “do-it-your- 
self” home owners and local builders. 

Ploughed Back Profits 
. .. to Build Up a Big Inventory te 

Satisfy Most Demands of Customers 

WO basic principles of opera- 
tion have built up sales for 

Saetre & Sons Hardware, Eph- 
rata, Wash. One is to put as 
much of the profits as possible 
back into inventory. The other 
is to maintain in good supply 
every item for which there is 
reasonable demand in their area. 

The formula has brought sat- 
isfactory results to Saetre Hard- 
ware since it was started eight 

years ago with a $20,000 inven- 
tory. Since then, inventory has 
been gradually broadened and 

deepened so that its present 
valuation is maintained at about 
$50,000. Sales meanwhile have 
increased at least proportion- 
ately, and are currently running 
two and one-half to three times 
the store’s first year volume. 

The dimensions of the sales 
area have also increased from 

the original 40 x 60 foot size. A 

CLOSE-UP of tool and plumbing section shows unusually wide selection recent remodeling moved the 
of merchandise carried here as well as in electrical supplies. back partition 40 feet farther 
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to the back, giving a total store 
area of 4,000 square feet. Most 
warehousing is done in the base- 
ment. 

The store was started by R. 

H. Saetre and two sons. Mr. 
Saetre recently retired from the 

business, which is now operated 
by three sons, Peter, Paul, and 
John. 

While their stock was ade- 
quate for a beginning inven- 
tory, the Saetres decided early 
in their operation that the most 
crucial factor of all for store 
success was inventory. They 
therefore began the process of 
building up to what they con- 
sider an adequate dollar inven- 

tory, by spending only what 
they needed to live on, and in- 
vesting the rest in new merchan- 
dise. In so doing, they added 
over $30,000 to the net worth 
of the business. 

Consequently, they are now 
able to come as close as possible 
to realizatien of their second 
basic principle: never to run out 
of any item that their customers 
expect them to have in stock. 
While they carry a well rounded 
general hardware stock, the 
depth and variety of the partic- 
ular departments has been de- 
termined by the wants of their 
customers. To this end, the 

brothers study inventory care- 

RIGHT-HAND SIDE OF STORE, looking toward rear, is devoted to 

housewares, giftwares and merchandise with appeal to store’s women 
customers. 

fully, put a lot of time into their 
ordering, and order as needed 

every day. The store is a Mar- 
shall Wells franchised dealer. 

Emphasis in merchandise is 
weighted most heavily in favor 
of the men’s departments. In 

part this is due to the consider- 
able volume of sales to local 

building contractors, and to “do- 

it-yourself” home owners. In 

RECENT EXPANSION was accomplished by moving partition back 40 = 
feet as evidenced by line on ceiling showing where old partition was. 
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bolts, nuts, and wood screws, for 

example, the store carries about 

every general purpose item that 
it is possible to get. In the more 

popular sizes and types, they 
carry at least 300 to 400. Con- 
tractors in particular cannot af- 

ford to wait for even 24-hour 
delivery, which is par for the 
course in the Ephrata area. 

Other well inventoried depart- 
ments are builders’ hardware, 
tools, plumbing supplies and 
electrical supplies. There are a 
number of farmers in the area 
who do their own wiring, and 
who are excellent customers for 
wire, fittings, and fixtures. A 
sale for house wiring can easily 

run to several hundred dollars. 
The only requirement for the 
home owner is that the installa- 
tion must meet the local utility’s 

specifications. Consequently, the 
owners of Saetre Hardware have 
made it a point to learn those 
specifications, and to inform 
buyers of electrical supplies 

about them. 
The owners recently converted 

to quick service, with the wrap- 

ping counter placed near the 
front of the store. Displays are 
kept low for good visibility 
throughout the store and to en- 
courage free circulation between 

departments. 
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Larsen Supply Co., Inc., Specialty Whole- 

saler in Southern California Enters their 

Second Quarter of a Century With... 

MERICA was indeed the land 

of opportunity to an ener- 
getic Dane who started calling 
on retail dealers in 1930 with 

his entire operation confined to 
an old Chevrolet. Once a sale 

was made, delivery was imme- 
diate .. . right out of the back 

seat of the car. 

This was the start of Larsen 

Supply Company, which is lo- 
cated in Southgate, California, 

and the business has grown to 

such activity that the founder, 
Harold W. Larsen, has stated, 
“Since this expansion, business 
has kept me inside a good part 
of the time so that I have not 
had the privilege of being on the 
road and of meeting the many 
customers, which we have the 
pleasure of serving through the 

boys and the other salesmen 

Larsen 

SALES AGGRESSIVENESS 

Harold 

W. Larsen 

which we have added in recent 

years.” 

Started As Hardware Clerk 

Mr. Larsen came to this coun- 
try from Denmark in 1914 and 
stopped at Salt Lake City. Sub- 

sequently he met and later mar- 

ried the former Ella A. Arna- 

Dave 

Siesser 

son. They moved to Los An- 
geles where Mr. Larsen served 
as a hardware clerk for many 

years before he founded the firm 
of Larsen Supply Company. 

The business was started at 
the very beginning of the de- 
pression and it was with re- 

sourcefulness and good hard 
work that Mr. Larsen was able 

to develop it by degrees to an 
ever larger organization. In fact, 

it was several years later that 

he was able to take orders and 
deliver the merchandise a few 
days after from stock in his 

garage. 
Today, the organization in- 

cludes ten full time workers in- 
cluding the regular salesmen 
plus six part-time sales repre- 

sentatives. The firm began its 
big growth right after the war 

Gaines 
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when Mr. Larsen’s son-in-law, 
Dave Siesser, joined the firm as 

a salesman. A few months later 

Mr. Larsen’s son, Ray, also 

joined the company as a sales- 
man. 

The firm specializes in plumb- 
ing supplies and serves the ter- 

ritory from Portland, Oregon, 

down the coast to San Diego, 
California, and inland to Ari- 
zona. 

The firm’s main warehouse 
and office, located at 3261 Inde- 

pendence Street, South Gate, 
California, is a brick building 
25 x 105 ft. The company has 

added a second story to this 

building to be utilized for of- 
fice space, additional warehouse 
space and for additional work- 

ing space as the firm does a good 
deal of its own packaging of 

small items under Keystone and 
Lasco brand names. 

The firm was incorporated 

under the laws of the State of 
California on January 1, 1954. 
The officers of the corporation 

consist of Harold W. Larsen, 
president; Mrs. Harold W. Lar- 
sen, vice president; Dave Sies- 

ser, secretary; and Ray Larsen, 
treasurer. 

Son Founded Allied Business 

The youngest son, John Lar- 
sen, joined the firm after leav- 
ing high school and interested 
his father in letting him build 

TYPICAL OF MERCHANDISING HELP firm makes available to 
their dealers is this 3’ x 6’ display table called their “Silent Sales- 

” man.” These fixtures were designed to show plumbing fixtures to 
advantage. Ends can be utilized for colorful display of toilet seats. 

a machine to make plumbing 
augers. This started the mark 

of another expansion of the 
business, a branch of Larsen 
Supply Company which now 
supplies jobbers with sewer 

augers. This firm is housed at 

8448 State Street, South Gate, 
California, in a building on a 50 
x 120 ft. lot, part of which is 

also used for warehousing in- 
side and outside for the supply 

company. 
The firm very proudly put on 

a Silver Jubilee special to cele- 
brate its 25th year in the spring, 

and another one in the fall of 

1955. 
Mr. Larsen in an announce- 

ment sent out to his customers 
stated, “We are looking forward 

to the next 25 years with much 
optimism and eager anticipa- 
tion of future friendly business 
relations with all of you.” He 
also promised to continue quick 
friendly service. But despite all 

progress it will never be quite as 

fast as delivering the merchan- 
dise out of the back seat of the 
old Chevrolet as he did when he 
started the business. 
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DOUBLED DISPLAY CAPACITY of 
the top shelf of this island fixture at 

Termin & Doering, Seattle, was ac- 

complished by use of a vertical Peg 
Board partition. Owners Ronald 
Doering and Merrill Termin reported 
a 30 percent increase in sales of 
electric percolators since the partition 
was installed. Other top-shelf ap- 
pliances have also benefited the own- 

ers said. The island which is used 
specifically for display of small elec- 
trical merchandise, is located in a 
good traffic location just back of the 
main store entrance. 



To See New Items, 

Discuss Industry and 
Meet Old Friends 

URING January and February 
many dealers from all the 

Western States will be leaving 

their places of business for a 
few days to attend one or more 
of the many conventions, shows 
or markets that will be held 
during this time. 

Attendance at trade shows 
will not only give the dealers a 
chance to view the latest in new 

merchandise, but also a chance 
to get a better overall view of 
the trade by getting away from 
the store for a few days to dis- 
cuss the latest advances in dis- 
play and selling techniques with 
other dealers, manufacturers, 
manufacturers representatives, 
and operating personnel of hard- 
ware wholesale firms. 

Housewares Exhibit Jan. 19-26 

More than 10,000 buyers from 

all 48 states, Canada and abroad 
are expected to be in attendance 
at the 24th National Housewares 

Manufacturers Exhibit when it 
opens at the Navy Pier and ad- 
jacent Drill Hall, Chicago. 

Here 625 exhibitors will oc- 
cupy 1,032 booths, covering an 
area of more than 300,000 
square feet, and displaying an 
estimated 25,000 different prod- 
ucts, according to A. W. Bud- 
denberg, executive secretary. 
(At press time it was announced 
that Mr. Buddenberg had an- 
nounced his resignation as exec- 
utive secretary of the National 
Housewares Manufacturers As- 
sociation effective January 31. 
Dolph Zapfel has been named to 
succeed him.) 

One of the highlights of the 
Chicago show will be the annual 
Housewares Luncheon spon- 
sored by the Associated Pot and 
Kettle Clubs of America, accord- 
ing to James P. Stewart, Port- 
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HELPING TO LAUNCH NEW OFFICES OF TRADE SHOWS LTD., spon- 
sors of the California Gift Show are (front row, left to right): Walter 
Starnes, past chairman, California Gift Show; and Gordon Jackson, past 

chairman, National Patio & Barbecue Show. In back row (seated, left to 
right), are: D. E. Sanford, past chairman, Western Housewares Show; and 

Robert Greenberg, past chairman, California Gift Show. Standing are George 

Pascoe (left) and Charles A. Blackburn, Jr., of Trade Shows Ltd. Mr. Pascoe 
and Mr. Blackburn hosted the “officewarming” for committee chairmen, past 
and present, of the various markets under their management. 

land manufacturers representa- 

tive and president of the club. 

Garden Supply Show Jan. 24-26 

“What to Buy—How to Sell 
It” will be the theme of the Mid- 

west National Garden Supply 
Trade Show to be held in the In- 
ternal Amphitheatre and Stock 
Yards Inn, Chicago. 

Here “how-to-do-it’” demon- 
strations including everything 
from adjusting a carburetor to 
writing advertising copy, will 

be in store for the 5,000 dealers 
expected to attend the three-day 

event. 

The carburetor adjusting dem- 
onstration will be part of the 
Power Equipment Panorama, 
where other general subjects 
such as short cuts in grinding, 
getting a mower or tractor ready 

for delivery to the customer, 
warranty and what it covers, 
and starting a mower or tractor 
will be discussed. 

Two complete portions of the 
show will be devoted to adver- 
tising and promotion plans 
which dealers may use in their 

own stores. 

Calif. Gift Show—Jan. 22-27 

Timed for maximum merchan- 

dising value, the 42nd Califor- 
nia Gift Show in Los Angeles 
will precede by one day the open- 
ing of the 13th California Lamp 

& Picture Show in that city. 
Both shows are managed by 
Trade Shows Ltd. The show is 
also timed to attract advance 
buyers for the furniture market 
which will open in Los Angeles 
the following week. 

More than 500 exhibitors are 
expected to display approxi- 
mately 100,000 new items, ac- 
cording to Ernest Wiley, chair- 
man of the show committee. A 
total of 382,000 square feet on 
26 floors of four downtown 
buildings will be occupied by the 
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show in addition to facilities in 
the Biltmore ballroom that was 

not previously available to the 

show management. 
It was also announced that the 

Buyers Breakfast, which was 
initiated at the July market, 
and which proved so successful, 

will be a highlight of this show. 
The breakfast will be held in the 
Biltmore Bowl on January 25, 
with Marvin Miller again acting 

as emcee. Featured speaker at 
this breakfast will be Charles 
Luckman, formerly with Lever 
Brothers, and who is a noted 

salesman and designer. 

Intermountain Convention 
January 22-24 

The first in a series of five re- 
gional hardware trade events in 
the Western States during Jan- 
uary and February is the Inter- 
mountain Association Hardware 
and Implement Dealer Conven- 

tion, Boise. 
Here delegates will hear in- 

teresting speakers discuss prob- 
lems confronting the industry, 
see the newest merchandise and 
latest selling aids, renew friend- 

ships, and elect new officers for 
the coming year. Leon L. Weeks, 
Continental Bank Building, 
Boise, is the Association’s sec- 
retary in charge of the conven- 

tion. 

Mountain Group Will 
Meet Jan. 24-26 

The Mountain States Hard- 
ware and Implement Associa- 
tion will hold their 54th Annual 
Convention in the Cosmopolitan 
Hotel, Denver. This is strictly 
a convention as there are no ex- 
hibits. Opening on Tuesday eve- 
ning with a reception and cock- 

tail party sponsored by the As- 
sociation, the event will close 

Thursday night with the big 
Hardware, Implement, and Paint 
Club (HIP Club) banquet, floor 
show and dance. 

Northcoaster Meet Feb. 5-7 

An expanded Convention and 
Show has been planned for mem- 

bers of the North Coast Retail 
Hardware Association when 

they meet in Portland. Formerly 
held at the Multnomah Hotel, 
the Convention and Show has 
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been moved due to growth of 
the event to the Portland Ma- 
sonic Temple, where the ex- 
hibits will be located and con- 

vention meetings will be held. 
In addition to the regular 

business meetings, two round 
table discussions on two timely 
subjects, “How to Build Store 
Traffic” and “Pilferage in Your 
Store,” have been scheduled for 
the program, according to Mar- 
tin Danko, association’s execu- 

tive secretary. 

S.F. Show—Feb. 12-15 

Exhibit space for the Cali- 
fornia Retail Hardware Associa- 
tion’s Convention and Show to 

be held at the Fairmont Hotel, 
San Francisco, has been in- 
creased by 50 percent, according 
to Krueger B. Jacobson, Associ- 
ation’s secretary manager. 

The show will open at noon 
on Sunday, February 12, and 
will remain open until 6.30 that 
evening. 

The first convention business 
session will open Monday morn- 

ing at 9:30 a.m. with a Western 
Breakfast in the Venetian Room 
of the hotel. Dr. Robert E. 

Burns, president, College of Pa- 

cific, Stockton, California, a pop- 
ular educator and sought-after 
speaker, will be one of the prin- 
cipal speakers at this morning 
session. 

The other speaker at this 

Monday morning session will be 
Arthur “Red” Motley, president, 
Parade Publications, New York, 
who has been listed as one of 

the ten top sales speakers in the 
United States. 

Exhibits which will be opened 
following the afternoon business 

session, will remain open Tues- 
day evening so that employes 
of hardware stores in the San 

Francisco Bay Area will have 
an opportunity of seeing the 
many new products that will be 
on exhibit. 

Following election of officers 
Wednesday afternoon, the Con- 

vention and Show will close with 
the annual banquet that evening. 

Long Beach Show—Feb. 21-23 

A bigger, newer, show for the 
industry can be expeeted when 

the Pacific Southwest Hardware 
Association opens the doors for 

(Continue on page 46) 

TYPICAL OF THE ACTIVITIES that will be taking place during the next 
few months is this scene marking the opening of last year’s California 
Retail Hardware Association’s San Francisco convention and show. Partici- 

pating (left to right) as singer Helen Forrest uses a power saw to cut the 

ribbon are: James Pearson, chairman of the Eastbay hardware men’s group; 

J. H. Cooper, group’s president; William Johnson, San Francisco; and K. B. 
Jacobson, Association secretary-manager. 
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Up Front 

New Location Exposes Paints 

to Increased Impulse Sales 

ESPITE the fact that the 

average hardwareman be- 
lieves that paint departments 

are best located at the extreme 

rear of the store, thus pulling 
traffic all the way through the 

store; a location at the extreme 

front of the store, just inside the 
entrance, has proven more effec- 
tive for Howard Niswonger, 
owner of Colorado Springs 
Hardware Company, Colorado 

Springs, Colorado. 

The southern Colorado hard- 
ware store features a modern 
front, with slanting “hanging 
windows,” a drop-back front, 

and futuristic brick enclosing 

the huge area of glass separat- 
ing the store from the sidewalk. 

Immediately to the right of the 

entrance, in a niche 15 feet long 
by 3 feet deep, Mr. Niswonger 
has installed one of the city’s 

largest paint departments, tow- 
ering 10 shelves high, from floor 
to ceiling. 

Handling one nationally-ad- 

vertised paint, and another “lo- 
cal product” manufactured in 
Denver, the big paint depart- 

ment was constructed of steel 
posts, with adjustable gray 

wooden shelves, which can be 
moved up and down “to fit the 

42 

Paint Moves 

PAINT DISPLAY is located just inside front door on right 
hand side of store. This makes window on right hand side 

of door a natural place to display color charts and paint 
supplies 

merchandise” as desired. 
Along the aisle, in front of the 

paint display, are pyramid dis- 
plays of gallons and 5-gallon 
cans for the benefit of commer- 
cial users. Inset in the middle 
of the big wall unit is a “shadow- 

box” which displays some 60 
favorite styles of paint brushes, 
from commercial 8-inch widths, 
down to quarter-inch artist’s 

varieties. 

Results in More Impulse Sales 

The fact that the paint de- 
partment is instantly visible 
through the front, either to 

passersby on the sidewalk, or 

motorists driving by, has proven 
to be a sales asset in reminding 

people of needed paint for home 
repairs or touchup, according to 

the dealer. Moreover, he finds,. 
more paint is sold “on impulse” 

to people who have come in for 
other purchases, than to specific 
paint buyers, who entered the 
store with paint purchases on 
their minds. “We concentrate 

on the individual homeowner in 
paint merchandising,” Mr. Nis- 
wonger indicated, “and thus, 

the big mass display is there to 
impress every entering custom- 
er with the fact that we can 

answer any paint needs, and sec- 

ond to remind her to pick up 
needed paint purchases while in 
the store. 

“Our experience has been 

that a lot of women, for exam- 

ple, will penetrate only as far 

back as the housewares depart- 
ment, under ordinary circum- 
stances, which means that if the 
paint department is located at 
the rear, it will get little or no 
attention. However, no matter 
what the customer enters the 
store for, in our case, they are 
always ‘exposed’ to paints—and 
the percentage of sales per cus- 
tomer entering the store is ex- 

tremely high.” 
The Niswonger store, which 

was completely modernized three 
years ago, offers paint customers 

a variety of special services, such 
as a complete library on “How 
to Paint It’ subjects, a paint 
shaker for smooth overall mix- 
ing, facilities for cleaning stub- 
born, dried brushes brought in 
by customers, etc. While reloca- 

tion of the paint department at 
the front of the store may be 
considered “an experiment,” it 

has been one which has worked 
out profitably, the Colorado deal- 

er asserts. 

HARDWARE WORLD 

—— 



The All-Purpose Sales Tool 

Wholesalers’ Catalog Can Become More 

Than Buyer's Book .. . It Can Be An 

Advertising Reference Book, Catalog 

of Ad Mats, and Sales Reference Book 

BOUT a year ago HARDWARE 
WORLD published an editorial 

called “A Real Sleeping Giant.” 
In effect the editorial urged 

wholesalers to restyle their cata- 

logs so that they would serve 
not only the purpose of buying, 

but also would give retailers a 
source book for building up their 
own advertising (either news- 

paper or direct mail, or radio). 

With its new restyling it could 
also become an excellent sales 

reference book to be used by 
clerks in the store when discuss- 
ing some item requested by a 
customer, particularly if it was 

out of stock. Even if the item 
was in stock, it would become an 
excellent reference book for the 
sales person to use to point out 
various uses of the item to a 

prospective buyer. 
Subsequently many whole- 

salers were contacted as well as 

retailers. It was found that this 
editorial had evoked much in- 
terest and wholesalers in par- 
ticular were very much inter- 
ested to find out just what we 
had in mind. In fact, several 
wholesalers suggested that we 
take a sample catalog page at 
random and work it up to show 
what kind of restlying we had 
suggested. 
We have selected a page of 

housewares items. As a catalog 
page there is not any particular 
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criticism of this page on our 
part. Our whole approach to this 

WHAT DO YOU 
THINK? 

Read this page and then study 

the subsequent pages in this 

section on catalogs. Let us 

know your candid opinion. You 
can do it very easily by using 
our inquiry card in this issue 

on page 64. Merely circle the 
numbers corresponding to your 
opinion. If you prefer to write 
us a letter giving us your opin- 
ion in detail, we would be very 

anxious to receive it. However 
you do it, do it now! 

I feel the catalog is an im- 

provement for: 

Ai Dg Fb No. 294 
B. Advertising Aid ..No. 295 
Co ee AGE ie oe No. 296 

I prefer the style now used 
No. 297 

I am a retailer ........ No. 298 

I am a wholesaler ....No. 299 
I am a manufacturer ..No. 300 

and other catalog pages is to 
change the method of writing 
copy under the illustrations, so 

that a portion of it could be used 
as is for advertising purposes. 
On the following page we show 
the same page made up in the 
manner we have suggested. We 
have made line engravings out 
of all of the illustrations as it 
was easier for us considering 

the condition of the material 
which was sent to us. As far as 
we are concerned, it does not 
make too much difference 
whether illustrations are in 

halftone or line. Our chief con- 
tribution in catalog improve- 
ment is the idea of the copy. 
We have developed this a little 

further on another page, and 
have taken four of the products 

from our revised catalog page 
and set them up as a small news- 
paper ad to illustrate the ease 
with which a retailer could make 
an ad from such a catalog page. 
We have also shown how printed 
stuffers or postcards could be 
made by utilizing such engrav- 
ings along with the copy as 

taken from the catalog. 
We are very anxious to find 

out from the hardware retailers 
in the eleven Western States 
what they think of such catalog 

treatment. We have made it 
easy for you to send us your 
opinion. You can do it by en- 
circling numbers corresponding 
to your opinion on our reader 
service cards appearing in this 
issue. See the box in the center 
of this page for numbers to 
circle. 

We have made a few changes 
in the art work because we feel 

that these engravings will look 
a little more impressive in news- 

paper ads. 
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SCOOPS for serving dainty uni- 
form portions of ice cream, vege- 
tables, salads, cheese, mashed po- 
tatoes, fancy desserts and many 
other foods. You will find this 
strong cast scoop easy to use with 
the lever action. It is very attrac- 
tive with its bright rust-resistant 
finish and redwood handle. An ex- 

cellent kitchen tool and a splendid 
gift item. 

No. 27 Progressus Scoop 

Size, (Scoops per gt.) Per dozen 
9 

Weight each 2 lb. One in a display 
box. 

ALUMINUM SCOOP for serving 
dainty, uniform portions of ice 
cream, mashed potatoes, salads, 
desserts, vegetables and many other 
foods. This is not only a good ser- 
viceable tool for the kitchen, but 
so reasonably priced you can buy 
another one for the picnic basket. 

Per dozen 

No. 29—Size 16 scoop; 8 in. 
overall length; wt. each 
Y% Ib. 

One in a polyethylene bag. 

ICE CREAM DISHER gives a pro- 
fessional look to servings of ice 
cream and other desserts. Can also 
be used for serving attractive, uni- 
form portions of vegetables, mash- 

ed potatoes, salads, cheese and 
many other foods. Open construc- 
tion allows complete sterilization 
by immersion in boiling water with- 
out taking apart. Bakelite handle 
is demountable. Makes an excellent 
quality gift item. 

No. 3 Scoop 

Size, (Scoops per qt.) Per dozen 
12 

Weight each 4%, lbs. One in a box. 

aa 

POTATO CUTTER makes it easy 
to prepare French fries. Cuts 36 
slices in one easy stroke. Quick, 
strong and safe. Sturdily made of 
rust resistant steel. Each 

No. 7—Wt. per dozen 12 Ibs. 
MRS. DAMAR’S POTATO CUT- 
TERS (similar to above). Cuts 25 
slices with one stainless steel blade. 
Comes in white or red enameled 
finish, 10” x 344” x 4”. Each 

No. 1562—Wt. ea. 2 lbs. ... $4.00 
One in a display box. 

SHOESTRING POTATO CUTTER 
BLADE (can be used with No. 
1562). Made of stainless steel. 

2%" x 3%” Per dozen 
1 

SPEEDY POTATO CUTTER 
makes it possible to serve French 
fries often. Cut any potato up to 
53%,” long into uniform 7/16” 
square strips in one easy operation. 
Made of polished aluminum. Sturdy 
sharpened stainless steel blades. 
Answer for a quick meal. Each 

No. P398—Wt. per doz. 1314 
Ibs $5.30 

WIRE FRY BASKETS make 
French frying a quick, easy and 
safe task. For regular meals or to 
use out in the patio along with 
barbecues. Tinned No. 19 wire 
frame, handle and hook rest, 4 in. 
mesh. Fits inside size sauce 

pam. Per dozen 
No. 1507—4 x 7 in. basket: 

wt. per dozen, 6 Ibs. ..... $10.30 
One dozen in a package. 

SQUARE GRATERS have been a 
“must” item in every kitchen for 
years. All four sides, usable for 
slicing, cutting or grating, either 
coarse or fine, keeps grated food 
contained within grater. Reinforced 
tin plate. Long wearing. 

Dozen 
No. 150—414” x 33%,” x 7,” 

high; wt. per doz. 4% Ibs.. $3.80 
No. 75—35%" x 25” x 54%,” 

high; wt. per doz. 3% lbs.. 3.30 

Three dozen in a carton. 

SHREDDER is just the thing for 
everyday use for slicing, grating, 
or shredding. It is easy to store and 
very safe to use. Guard allows 
rapid cutting without danger to 
fingers. Has five three-inch blades. 
Size 44,” x 1314”. Tinplated. 

Per dozen 
No. 5W—Wt. per ctn. 14% 

Ibs. 

Two dozen to a carton, 

SHREDFAST a three-in-one handy 
kitchen aid. Three tin-plate inserts 
slide into a colorful, sanitary, white 
plastic holder. One is for fine work, 
one for medium, one for coarse. 
Very compact, inserts fit into un- 
derside for storing. Size, 9” x 444” 
x 4%”, 

Per dozen 

No. 301—Wt. per doz. 12 lbs.. $16.00 
One set in cellophane bag. 12 sets 

to a display carton. 
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CATALOG PAGE (on facing page) is 

a revise of catalog page shown on 
previous page. Actually there is no 

change in layout and not much change 
in typographic style. Even the expla- 

nation copy was not changed much 

only enough to conform to a style that 

could be used in advertising, such as 

the sample newspaper ad at right. The 

page was deliberately made with little 
change to show how the catalog page 

could become more useful to retailers 

without adding to the cost of produc- 

tion and time in compiling copy. 

»—_> 

NEWSPAPER AD (at right) was 
made up from catalog page on facing 

page. The same illustrations are used 
in ad. It would be possible for manu- 

facturer to supply a mat to dealers of 

the same illustrations as appear in 

catalog. Note that copy under each 
illustration is exactly the same as the 

first paragraph under the similar en- 

gravings on catalog page. If this sys- 
tem were used by wholesalers, dealers 

could easily make up newspaper ads 

directly from catalog. The only copy 

they would have to write would be the 
lead paragraph such as shown here at 

top of ad. 

HANDY KITCHEN AIDS 
Here are just a few tools that save time or make 

meal preparation more efficient. Many more in 

the store. 

SPEEDY POTATO CUTTER 
makes it possible to serve French 
fries often. Cut any potato up to 
5%,” long into uniform 7/16” 

square strips in one easy operation. 

Made of polished aluminum. Sturdy 
sharpened, stainless steel blades. 
Answer for a quick meal. 

WIRE FRY BASKETS make 
French frying a quick, easy task. 
For regular meals or to use out in 

the patio along with barbecues. 
Tinned No. 19 wire frame, handle 
and hook rest, 4.” mesh. Fits in- 
side of .... size sauce pan. 

YOUR HARDWARE STORE 
111 First St., Your City 

SQUARE GRATERS have been a 
“must” item in every kitchen for 
years. All four sides . . . usable for 

slicing, cutting or grating, either 
coarse or fine . . . keeps grated 

food contained within grater. Re- 
inforced tin plate. Long wearing. 

SHREDDER is just the thing for 
everyday use for slicing, grating or 
shredding. It is easy to store and 
very safe to use. Guard allows rapid 
cutting without danger to fingers. 
Has five three-inch blades. Size 
44%," x 13¥,”. Tinplated. 
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TOOL TIME .. .in the workshop and in the garden. Here are just two of hun- dreds of tools featured for this event. A CLIPPER EVERY MAN NEEDS around the house to take care of emergencies such Jaws may be ad- screws, nails, etc. justed for wear. as cutting soft metals, wire 

THIS PRUNER will be a favorite with men or wo- around -the-house pruning. It’s got 

“Clip - Clip - 

flush cuts which heal quickly. 

colored 

handles prevent the one hand pruner men for all- Clip” ease of a plus the cutting power and rug- gedness of a two- hand lopper. Length 13 inches, weight i5 oz. Two sharp cutting blades make clean Cream rusting and make tool easy to lo- cate. 

YOUR HARDWARE STORE 

POSTCARD for 
direct mail adver- 
tising has been 
made up as an ex- 
ample of how ad- 
vertising - type 
catalog copy 
could be used in 

such an ad. A 
workshop tool 
and garden tool 
was selected so 
that the empha- 
sis would not 
be altogether on 
housewares to 

demonstrate the 
idea of selling 
copy in catalogs. 

111 First St., Your City 
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A COMPLETE 
CATALOG SERVICE 

CLASSES OF SERVICE 
TO FIT INTO YOUR 
REQUIREMENTS 

CLASS A 

We compile only. 

CLASS B 
We compile, compose, 

pasteup — everything 

ready for the camera 

and your offset press 

CLASS C—The Complete Service 

We compile, compose, 

pasteup, photograph, 

make plates, supply 

paper stock, print, 

bind — and deliver the 

finished catalog. 

CLASS D 

Maintenance of sales- 

men's catalogs, revi- 

sions, sectionals, price 

lists. 

CLASS E 
For those who prefer 

letterpress printing. 

Write, wire or phone 

CATALOG GROUP 
PHONE—YUkon 2-0054 420 MARKET STREET 

SAN FRANCISCO, CALIFORNIA 

For Details Circle 24 on INQUIRY CARD 

Continued from page 41 

its annual Convention and Show in Long Beach, 

Calif., according to Otto H. Grigg, Association 

executive secretary. 

The Convention and Show will open on Mon- 

day evening with a Past Presidents and Board 
of Directors and wives dinner party honoring all 
past presidents and announcing the forming of 
a past presidents’ club to be known as the “Saw 
Bucks.” 

On Tuesday Arthur “Red” Motley, president of 
Parade Publications, and who is also scheduled to 

speak at the San Francisco show, will address the 
opening session which will be an opening brunch. 

William Cheyney, executive vice president of 
the National Foundation for Consumer Credit, is 

the featured speaker following the Wednesday 
luncheon. Wednesday evening has been desig- 
nated as Employee Night at the show, and there 
will be special entertainment. 

S. F. Winter Market—Feb. 6-10 

The Western Winter Market in San Francisco 
will present a full schedule of interesting events. 

The Floor Covering Industry Dinner on Mon- 

day evening, February 6, in the Mart Club Audi- 

torium, preceded by a no-host cocktail hour in 
the Green Room, will present Mr. Ross Bremner, 
of Dalton, Georgia, vice president in charge of 

sales for Cabin Crafts-Needletuft, Mr. William J. 
O’Hara of Kearny, New Jersey, general sales rnan- 
ager of Congoleum-Nairn, Inc., and Mr. Paul M. 
Jones of New York, president of the Carpet: In- 
stitute. 

Tuesday, February 7, will start off with the tra- 
ditional Industry Breakfast sponsored by the Re- 
tail Furniture Association of California, held in 
the Mart Club Green Room at 8 a.m., and that 
evening will see the second Furniture Industry 
Dinner sponsored by the National Retail Furni- 

ture Association. The dinner will be held in the 
Mart Auditorium. 

Wednesday evening will, as usual, be set aside 
for the Radio-TV and Major Appliance Trade 
which will again sponsor the Trade Dinner, pre- 
ceded by a no-host cocktail hour. 

The Pot and Kettle Club, representing the 
Housewares Industry, will hold their annual Mar- 

ket Week Luncheon Friday noon, February 10, 
in the Mart Green Room. 

Good Attendance Expected at 
Spring Gift Shows 

The spring series of Gift Shows sponsored by 
the Western Merchandise Exhibitors Association, 
San Francisco, will open with the 32nd San Fran- 
cisco Gift Show February 5 through 8. The show 

will be held in the Civic Auditorium, Sheraton- 

Palace, St. Francis and Sir Francis Drake Hotels 
and the Western Merchandise Mart. 

From San Francisco the Gift Shows move on 
to Portland, February 12-15, and then on to 
Seattle February 19-22, and ends with a Febru- 
ary 26-28 showing in Spokane. 
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In just three months 25 more salesminded jobbers 

have joined the roster of the Fuller Mutual 
Cooperation Franchise Plan! 

Albany Hdwe. Co. 

Berenson Hdwe. Co. 

James Chisholm & Son 
Frank Colladay Hdwe. Co. y 

Conron, Inc. 
Corpus Christi Hdwe. Co 

Goodkin Hdwe. Co 

Hall Wholesale Co., Inc 

Haw Hdwe. Co. 
F. W. Heitmann Co 

Jernigan Hdwe. Co 

Lebovitz Whise. Hdwe. Co 

Malico Distributors 
Massachusetts Hdwe. 

Distributors, Inc. 
The C. B. Meyers Co. 
Miller Wholesale Hdwe. 

P. Myers & Co., Inc 

National Hdwe. & Supply Co. 

Ohio Valley Hdwe. Co., Inc 

Pearistine Hardware Co 

Roberts Hdwe. Co., Inc 

C. Y. Schelly & Bro., Inc. 
Sickels-Loder, Inc 
T. J. Smith Whise. Hdwe. Co. 

Weed & Co 

Write us and we'll send details 

of the Fuller Mutual Franchise 

to you immediately! 
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Allensworth-Carnahan Co 
Allison-Erwin Co. 
American Hdwe. & Equip. 
American Whise. Hdwe. Co. 

Banner Hdwe. Dist. Co. 
Bay City Hdwe. Co. 
Beck & Gregg Hdwe. Co. 
Belknap Hdwe. & Mfg. Co. 
Bigelow & Dowse Co. 
Blish, Mize & Silliman 
Wm. L. Blumberg Co 
Booker & Co. 
Bostwick-Braun Co. 
A. WN. Brady Whise. Hdwe 
Brown-Rodgers-Dixson Co 
Budrow & Co. 
Buhl Sons Co. 

Canton Hdwe. Co. 
Charleston Hdwe. Co. 
Clark Hdwe. Co., Inc. 
Geo. A. Clark & Son 
Clarke-Siviter Co., Inc. 

Decatur & Hopkins Co. 
Dinkins-Davidson Hdwe. Co 
Dunbam & Hanson Co. 

Dutton-Lainson Co. 

Emery-Waterhouse Co. 
Emmons-Hawkins Hdwe. Co. 

Farwell, Ozmun, Kirk & Co. 
Fetterman Hdwe. Co. 
Florida Hdwe. Co. 
Fones Bros. Hdwe. Co. 
C. D. Franke & Co. 

Garehime & Boone 
Glasgow Supply Co. 
Graves-Humphreys Hdwe. Co. 
Greer & Laing 

Harco Hdwe. Co. 
Harper & McIntire 
Henkle & Joyce 
Hibbard, Spencer, Bartlett Co. 
Hoffman Hdwe. Co. 
Honeyman Hdwe. Co. 
House-Hasson Hdwe. Co. 
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Hunt & Mottet 

Idaho Hdwe. & Pilg. Sy. 

Janney, Semcle, Hill & Co. 
Jennison Hdwe. Co. 
Jensen-Byrd Co 

Keith-Simmons Co., Inc. 
Kelley-How-Thomson Co. 
Key Hdwe. Co. 
Knight & Wall 
Kruse Hdwe. Co. 

Lee Hdwe. Co. 
Chas. Leonard Hdwe. Co., Inc. 
Lincoln Supply Co., Ine. 
H. G. Lipscomb & Co. 
Loeb Hdwe. Co 
Long-Lewis Hdwe. Co. 
Louisville Tin & Stove Co 
Luthe Hardware Co. 

H. J. MeCarty 
C. M. McClung & Co 
Marshall-Wells—Duluth 
Marshall-Wells—Port land 
Marshall-Wells—Seattle 
Marshall-Wells—Spokane 

\MUTUAL 
J COOPERATION 

| FRANCHISE 
Masback, Inc. 
May Hdwe. Co. 
Miller Bros. Hdwe. 
Moore-Handiey Hdwe. Co 
Morley Bros. 
Morrow- Thomas 
Morse Hdwe. Co 

Nash Hdwe. Co. 
Nusbaum Whise. Hdwe. Co. 

Odell Hdwe. Co. 
Oklahoma Hdwe. Co. 
Orgill Bros. 

Paxton & Gallagher Co 
Peaslee-Gaulbert Corp. 
I. W. Phillips & Co. 
Phoenix Hdwe. Co.—N. J. 
Piedmont Hdwe. Co. 
Pittsylvania Hdwe. Co. 

Railey-Milam Inc. 
Richards & Conover 

al Mam of-lillel-m Mele) e) 

Roanoke Hdwe. Co. 
J. Russell & Co., Inc 

S. & M. Co. 
Saginaw Hdwe. Co. 
Salt Lake Hdwe. Co 
Schoelikepf Co. 
Sechtman Hdwe. Co 
Seller Bros. & Co. 
Shane & Hays 
Shapleigh Hdwe. Co. 
Shield & Bro. 
Sloss & Brittain 
Smith Bros. Hdwe. Co 
Smitn-Woodwell, Inc. 
Southern Sply. Co. 
Southwestern Hdwe. Co 
Spicola Hdwe. Co. 
Standard Whise. Hdwe. 
Staniey Hdwe. Co. 
Stowe Hdwe. & Sy. Co 
Stratton & Terstegge 
Stratton-Warren Hdwe. Co. 
Strevell-Paterson Hdwe. Co. 
Superior Mdse. Co. 
Suppiee Biddle Steitz Co. 

Teague Hdwe. Co. 

W. A. L. Thompson Hdwe. Co. 
Towers Dist. Co. 

Union Hdwe. & Metal Co. 

Van Camp Hdwe. & Iron Co. 
Virginia-Carolina Hdwe. Co. 

Walter Hdwe. Co. 
Washington Hdwe. Co. 
Watts Hdwe. & Supply Co. 
West Texas Whise. Sy. 
Geo. C. Wetherbee & Co. 
Wiant & Barr Hadwe. 
Wimberly & Thomas 
Witte Hdwe. Co. 
Worth Hdwe. Co. 
Geo. Worthington Ce. 
Wright & Withelmy 
Wyeth Co. 

Zork Hardware Co. of 
N. Mex. 

FULLER | TOOL COMPANY, INC. 
3522 Webster Avenuse pt anil, aed 
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... lots of times I sell USS 
Roofing and Siding sheets 
without moving a muscle 

... farmers come into the store 
pre-sold on USS StormSeal; 

corrugated sheets, too 

... that’s because USS 
does so much advertising and 
promotion to our customers 

cd 

.. and because farmers know, 
from experience, they get their 
money’s worth when they buy 

USS steel products 

rd 
of 

7 ” 

USS Steel Products 
for more profitable selling 
United States Steel Corporation + 

120 Montgomery Street, San Francisco 6, California 

 -UNITED STATES STEEL 
For Details Circle 26 on INQUIRY CARD 

Columbia-Geneva Steel Division 

HARDWARE WORLD 



FEBRUARY MERCHANDISING 
FOR FEBRUARY: Give your gift merchandise another chance with 

a Valentine promotion . . . Stimulate farm products .. . Spotlight 

hardware and fixtures for bathrooms and closets . . . Exploit tools 

for the specialist. 

MERCHANDISING CALENDAR WORKSHEET 

FIRST WEEK 

WINDOW A 

WINDOW B 

SECOND WEEK THIRD WEEK 

Jan. 27-Feb. 3 

Valentine Gift Time 

Spring Appliances 
(Cont. ) 

} 

Feb. 4-10 Feb. 11-17 

Valentine Gift Time Bath & Closet Improve- 
ment 

Farmers’ Project Time 
| 

Farmers’ Project Time 

IN-STORE 

ADVERTIS- 
ING 

Valentine Gift Time 
(Feature gift items for 

men and women) 

Utility Supplies Replace- 
ment Time 
(Feature brushes, 
brooms, mops, contain- 

ers and general galvan- 
ize ware) 

Spring Appliances 
(Cont.) 

Farmers’ Project Time 
(Feature paint, fencing, 

roofing, all types of 
tools, electric supplies, 
barn hardware, ladders, 
fasteners, rope and 

chain 

Valentine Gift Time 
(Cont. ) 

Utility Supplies Replace- 
ment Time (Cont.) 

Change The Surface 
(Feature paint and 
(varnish for furniture) 

Spring Appliances 
(Cont. ) 

Bath & Closet Improve- 
ment (Feature fixtures 

accessories and sup- 
plies) 

Farmers’ Project Time 
(Cont.) 

Utility Supplies Replace- 
ment Time (Cont.) 

Change The Surface 
Cont.) 

Spring Appliances 
(Cont.) 

FOURTH WEEK 

a4 
Feb. 18-24 

Bath & Closet Improve- 

ment 

” Teoh for Special Projects. 

Tools for the Specialist 
(Feature automotive, 
mechanics, plumbers 

and elecricians tools, 
etc.) 

Bath & Closet Improve- 
ment (Cont.) 

Utility Supplies Replace- 
ment (Cont.) 

Change The Surface 
(Cont.) 

Spring Appliances 
(Cont.) 

a 
| 
| 

| 
| 
| 

| 
| 

a 
= 
| 
| 

SPECIAL 
DATES 

Feb. 6-12 
Week 

-Boy Scout Feb. 12—Abraham Lin- 
coln’s Birthday 

Feb. 14—Valentine’s Day 
Feb. 14—Arizona Ad- 
mission Day 

Feb. 15—Ash Wednes- 
y (Lent Starts) 

Feb. 19-25—National 
Advertising Week 

Feb. 22—George Wash- 
ington’s Birthday 

THE RECENT TRIM-A-WINDOW CONTEST held by 
Popular Mechanics Magazine had 900 entries. Ti Sun Hard- 

ware Co., San Francisco won third prize of $250 with their 

JANUARY 1956 

window (left). Fourth prize of $100 was won by Ott’s, 
Santa Barbara (right). Windows were built from “do-it- 
yourself” display materizls furnished by the magazine. 
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FEBRUARY PROMOTIONS 

Valentine 

Gift Time 

Schedule: Jan. 27-Feb. 16 

OBJECTIVE—Stimulate sales of all kinds of 
items which can be sold as gifts. A Valentine 

promotion is usually aimed at donors who buy 

gifts for women. In recent years it has been 
found possible to sell men’s merchandise as well. 

WINDOW—Here is a display of action that any- 

one can make. If you do not have talent for paint- 
ing the heart as a “target” you can achieve the 

same thing by cutting out several hearts, each 
one larger than the other out of alternate colored 
paper—red and white. Paste the largest one down 

first and then the next size and so on. Around 
the side of the cardboard fasten paper doilies. 

Letter “For Your Valentine” at the top and there 
you have a very attractive sign. However, com- 
pelling action can be brought into the window by 

putting arrows into the sign. They can be made 
out of wood doweling with a paper heart at the 
end in place of feathers. Attach one-inch wide 
ribbons at end of dowels and run to about seven 
items. 

SPECIAL PLANS—At entrance of your store 

you could have a box with small candy hearts and 
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a sign: “Have A Heart On Us... and While You 
Are In Here Why Not Select a Valentine Gift For 

Your Sweetheart.” Pin a valentine heart on each 

employee. The paper Valentine could be lettered 
“Don’t Forget.” These could be worn for several 

days before the annual event. 

IN-STORE DISPLAY—You can procure small 

red hearts from your stationery store. You can 
use these as price cards for gift merchandise 

throughout the store. Put the price on in white, 
or use a black marking crayon. Larger hearts can 

be used around areas that contain gift merchan- 
dise. 

DIRECT MAIL—Send a packet letter which 
could include a mimeographed letter and several 
manufacturers’ folders and inserts. You can start 
the letter with something like this: “Have a 
Heart. Get something durable for that Valentine 
of yours. Enclosed are a few ideas of worthwhile 

gifts that you can get at our store. We have 
hundreds more in the store and would certainly 
like to have you come down at your leisure and 

browse around.” 

HARDWARE WORLD 



RADIO—“Have a Heart. Don’t forget your 
Valentine. And for something real special, come 

to ——————— Hardware Store and see the hun- 

dreds of beautiful gifts in many price ranges.” 

NEWSPAPER ADVERTISING — Use a lead 

something like this “For Valentine Gifts That Hit 
the Target.” You could have a drawing made 
similar to the target used in window and have 
a cut made to run with the head. Either list sev- 

eral items or illustrate them along with adequate 
explanation and price. 

EXAMPLE OF ’55 PROMOTION — Valentine 
Day has become recognized as an occasion when 
people show their esteem and affection for loved | 
ones—mother, wife, sister or daughter, as well as | 4 
sweetheart. And dear to the heart of every woman | | 
is her tablewares—silver, china, crystal and pot- | 4 

tery. Therefore, the hardware man who features | 4 

i 

3 

_ BILTRITE 
VINYL PLASTIC 

GARDEN HOSE 
_and SPRINKLERS 

... by one of the world’s largest pro- 
ducers of vinyl and rubber products. 

Biltrite Hose and Sprinklers help sell 
themselves. Brilliant colors . . . hand- 

somely finished solid brass fittings ... 

merchandising . . . packaging . . . point- 

of-sale information — everything has 

been designed to give the Biltrite line 

more buy appeal to sell more for you. 

i 

his quality lines of these items will be sure to | 
note a worthwhile increase in sales shortly prior | 
to St. Valentine’s Day. 

It pays well to cater to the masculine trade on | 

this occasion, and good window displays, backed 
up by a similar display in the tablewares section, | 

| 

} 

op caging: IPO Rpg: rar RS 

together with some of the items wrapped, ready | 
for mailing or carrying under the arm, will gain 

the good will of practically every man in search | 
of a valentine gift. 

This was the thought of the Imperial Hardware | 
Co., Long Beach, Calif., who arranged windows 
(Fig. 1) featuring pottery, glass and china re- 
spectively. All the displays had similar back- 

CTL ee ST eS ee ae Se ae een ia ee ae 2g EL 

word “Gifts” in silver letters. At either side were 
white fixtures, with red hearts appliqued upon 
them. 

BILTRITE 10-STAR 

e Lighter and more 

| 

| 
| 

ground—on the wall a 6-ft. red heart with the | 

} 

} 

I a 

Large red hearts attached to pillars at the | 
entrance of the tablewares section in store were 
lettered “Appreciated Gifts for Valentine Day,” 
and these aided in attracting customers. 
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flexible, yet more durable 
@ Won’t rot, crack, chip 

or peel 
@ Heavy reattachable 

nickel-plated Rod Brass 
fittings 

@ 25-feet and 50-feet 

Also available: BILTRITE 8-STAR 
and 5-STAR hose. Guaranteed 8 and 
5 years, respectively. 

TRIPLE-TUBE | 
SPRINKLER-SOAKER 

@ Lies flat, won’t roll over 
@ Nickel-plated solid 

brass fittings both ends 
@ Widely distributed spray 

. reversible for use 
as soaker 

@ 25-feet and 50-feet 



FEBRUARY PROMOTIONS 

Farmers 

Project 

Time 

Schedule: Feb. 4-17 

OBJECTIVE—Farmers are natural Do-It-Your- 
selfers. They have been for ages and about this 

time of the year there will probably be a lot of 

projects they can work on before they start plant- 
ing and doing other things in the development of 

the farm or ranch. There are quite a few repairs 

and replacements that can be made inside barns 
and other farm buildings and, weather permitting, 

a lot of things can be done on the outside, in- 
cluding painting. 

WINDOW—You can have some fun with this 
window. Place a long-handled fork at the fore- 

part of the window and stabilize with a string or 
wire attached to ceiling of window. Place an old 
straw hat on the top of the handle and then 

thumb-tack two work gloves to the handle as 
though the fork was being used. To create this 
effect, you can take wire and place inside of the 
fingers and shape it so the fingers will actually 
look like they are grabbing the long handle. This 

should really be an eye-stopper. A simulated 
fence can be used at the back of window both to 

hold things and also for leaning merchandise. 
Show all kinds of tools, supplies and equipment. 
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IN-STORE DISPLAY—A special display at the 

back of the store can be made to simulate the 
window. A small partial fence can be built at 

one or two sides of the area. Display the same 
type of merchandise as shown in window. 

DIRECT MAIL AD—This may be your best 
opportunity of contacting the farmer. Use a 

mimeograph letter starting out with something 
like this: ““What’s Your Project? No matter what 
it is if it pertains to repairing, replacing or im- 

proving things around your farm buildings, we 
have probably got it. Enclosed are a few folders 

just as ideas.” 
Also mention in your letter if you are able to 

offer a time payment plan on some or all of the 

purchases made at this time. 

SPECIAL STUNTS—You can send a special 
notice to your customers as follows: “If you are 
planning any special projects in the next few 

weeks, you can dress the part if you come into 

our store and pick up your ‘project attire.’”” When 
the farmer comes in you can give him a special 
painter’s cap, and a carpenter’s apron. 

HARDWARE WORLD 
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YOU SEE THEM 
hone! Ergun’ 

HIGHER QUALITY kc for QualITN LOWER COST 

COLUMBIAN 
Cutlery Company - READIN 

MOST COMPLETE LINE OF GARDEN CUTTING TOOLS 

For Details Circle 28 on INQUIRY CARD 
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FEBRUARY PROMOTIONS 

Bath and 

Closet 

Improvement 

SCHEDULE: Feb. 11-24 

OBJECTIVE—tThis promotion gives you the 
chance to stimulate interest in improving both 

the bathroom and closets. You undoubtedly have 
plenty of merchandise around the store in various 
departments that can be assembled for this one 
promotion. 

MERCHANDISE TO PROMOTE — For the 
bathroom, promote such things as shower cur- 
tains, shower curtain holders, shower heads, all 

kinds of brushes, stools, hampers, medicine cabi- 
nets, shelves, waste baskets, bathroom fixtures 
and accessories, scales and many other items. For 
closets there are many items manufactured to- 
day that help householders store more clothing 
and accessories in the closet. There is everything 

from shoe holders to tie holders, skirt holders, 
pants holders, etc. You can also sell garment 
bags, mothballs, etc. 

WINDOW —The illustration shows two rods 
placed across the window, one at the front and 
the other at the rear. Hang a shower curtain at 

one side. Select a colorful one to attract atten- 
tion. On the one at rear hang the sign “Bath- 
room and Closet Improvement.” Also hang one 
or more garment bags, again selecting colorful 
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ones to attract attention. Display the bathroom 

merchandise at one side and the closet merchan- 

dise at the other. 

RADIO AD—“Do you take your bathroom and 
closets for granted? Do you fully realize how 
many improvements have been offered the pub- 

lic in the last few years for these two spots in your 

home? We have assembled in our window and 
also in-store hundreds of items that will add much 

more efficiency and utilization of space in these 

places.” Several of the items for both bathroom 
and closets can be mentioned, and if you desire, 

along with prices. 

NEWSPAPER AD—Your head for your news- 

paper ad could read: “From Chaos to Pleasure 
by Organization. Yes, you can organize your bath- 

room and your closets to keep things from falling 
on you so that you can find them without any 
trouble, and it’s not too expensive, either. Look 
at the many things we have to offer you, then 
take a trip to our store to see many more. It is 

really a pleasure to have bathroom and closets 

that utilize all space properly and keep things 
neatly organized.” Show illustrations of many 
items along with adequate explanations and price. 

HARDWARE WORLD 



MERCHANDISING AIDS 
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SELF SELECTING EZ Paintr mer- 

chandiser, lets the customer, without 

coaching from clerk, pick the right 

paint roller cover for any paint or 

wall surface. Selector makes it easy 

to select the right cover for your 

every painting need. — EZ Paintr 

Corporation. 

For Details Circle 175 on INQUIRY CARD 

“TELL ’N SELL” rack designed to dis- 
play clear stream PressuRated pipe, 

converts twelve square feet of floor 
space into a _ store within itself. 

Weighing 40 pounds, rack holds up to 
1600 feet of 75 lb. PressuRated pipe 

in popular sizes, plus shelf for stor- 

ing clamps and fittings. — Yardley 

Plastics Co. 
For Details Circle 176 on INQUIRY CARD 

Republic Exploits 
Stainless Steel Market 

To tie-in with November, “Stainless 

Steel Month,” Republic Steel Corpora- 
tion are offering to dealers a tie-in 

package of ad reprints, counter and 

NOW! ALL Daley Fixtures available in Daley DECORATOR Colors —at no extra cost! 

Write for color card 

and name of 

dealer near you. 

HW 
8th Avenue and Edison, Redwood City, California - 26 So. Bemiston, Ciayton 5S, Missouri 
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You'll do better with DALEY! 

hat ita 

“a a . 5 Pais iuminated conopied wot 
shelving lends new brightness to your 

Store mb ed'ia-+4 

For Details Circle 29 on INQUIRY CARD 

LTPP 

window display cards, window and 
wall banners, radio spots, pricing 

tags, and display suggestions. The 
promotion is supported with a double 
page spread in full color in the Satur- 

day Evening Post. The promotion is 

based on encouraging use of stainless 

steel housewares and appliances. 

SPACE with Hanson's ECONOMY 
color selector that displays only two 
scales, yet shows full color range of 
all weighmasters, on palette, for cus- 
tomers’ selection to harmonize with 

home decorations, eliminates the diffi- 

culty of displaying all eight scales at 
one time.—Hanson Scale Company. 

For Details Circle 178 on INQUIRY CARD 

Watch self-selection increase, 

sales and profits soar when you 

install Daley display fixtures! 

Daley's built-in adjustability 

enables you to meet every 

merchandising situation — 

quickly and easily. 

Let our STORE PLANNING 

Department show you how 

Daley islands, wall shelving, 

and display tables can increase 

your profits. 

displays, draws added store traffic 

the most 

versatile fixtures 

you can buy! 



FEBRUARY PROMOTIONS 

Tools 

For 

Special 

Projects 

Schedule: Feb. 18-March 2 

OBJECTIVE—This promotion is designed not 
only to show the craftsmen that you have special 

tools for their use, but also to stimulate interest 

among homeowners who may have particular proj- 
ects in the fields promoted. 

THE WINDOW—The background for this dis- 

play helps to denote the category. For example, 

the electrical panel could be a gray or blue card- 
board with a yellow cutout lightning flash pasted 

on it. For the plumbing panel, simulated pipe 
could be drawn on the panel or a natural frame 

of pipe and elbows could be mounted on the card. 
For masonry, use brick paper and for glazing use 

a real piece of glass. Each panel is stepped down 
to create an interesting background. The sign is 
made out of two cardboard pennants mounted on 
a small.wood post or dowel. 

IN-STORE DISPLAY—For the most part, the 
merchandise for the various categories are un- 
doubtedly displayed in departments closely re- 
lated in the tool section. It should not be too much 
of a job to point out these various categories such 
as you have in the window. You could use the 
same pennant idea for signs mounted above the 

cornice on the wall section, if that’s where they 
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are displayed, or on a post placed on tables. You 
could have ribbons running from the signs down 
to a smaller sign such as—Mechanical—Electrical 

—Plumbing, etc., wherever they happen to be dis- 

played. 

RADIO—Use spot commercials some time in 

the morning before eight o’clock, probably 7:30. 
Appeal to both craftsmen and homeowners. The 
following might be adapted to your use: “If you 

are a craftsman, in any of the following fields— 
mechanical, electrical, plumbing, masonry or glaz- 

ing—you will find the proper, high quality tools 

always available. If you are a homeowner doing 

certain amount of repair jobs around the house, 

perhaps you should have some of these specialty 

tools too. How about dropping around to 
Hardware Store at your earliest convenience and 

seeing for yourself some of the tools that you 

might very easily have available at home for the 

next emergency ?” 

NEWSPAPER AD—Use the head “Tools for 

Special Projects.” Organize the ad into sections 
under the headings of special projects. Show il- 

lustrations of many of these special tools and ade- 

quate information and prices. 

HARDWARE WORLD 



wall scrape 

Lael f 

introducing CARDOSELLS Mo. 9 
100% MORE TOOL SALES 

appeal for your store 
with this 4-way fixture 

Never before such exciting colors and downright sales appeal 
for putty knives, wall scrapers, paint scrapers and specialty 
items. Colorful CARDOSELLS displayed on the No. 99 Self-Serve 
Shopper Merchandiser offer every merchant an additional floor 

salesman. The No. 99 is a combination 4-way fixture for floor, 
counter, wall or store pillar. CARDOSELL Merchandisers are 

given at no charge with stocks of CARDOSELLS. 

CARDOSELLS No. 99 SHOPPER 
Retailers may get the complete CARDOSELLS Shopper at no 
charge with a minimum purchase of $49.50 worth of 
CARDOSELLS. Build your own selection to meet your retail 

requirements. 

No. 99 SHOPPER FIXTURE — Complete floor fixture —with 12 
hooks — 5% ft. high — 2 ft. wide — panel size 3 ft. 4 in. high — 

2 ft. wide. | 

Shipping Weight — 13% Ibs., without stock. : 

CARDOSELLS No. 99T SHOPPER 
This is the top section, without stand, but includes easel for 
counter. This Shopper can also be used on wall or store pillar. 
Retailers may get this Shopper at no charge with a minimum 

purchase of $39.50 worth of CARDOSELLS. Build your own 
selection to meet your retail requirements. 

No. 99T SHOPPER FIXTURE —Top Section only—with 12 © 
hooks — 3 ft. 4 in. high — 2 ft. wide. re 
Shipping Weight — 9% Ibs., without stock. 

WRITE FOR COLORED CATALOG SHEET 

HYDE MANUFACTURING CO. 
For Details Circle 20 on INQUIRY CARD 

SOUTHBRIDGE, MASS., 
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Tax Tips... 
Continued from Page 30 

straight-line method of depre- 

ciation, you will reduce the value 
of the improvements the same 
amount each year of estimated 
life and take this amount as a 
deduction from gross profit. 

For instance, a hardware store 
modernization program that 
costs the retailer $10,000 and is 
estimated to last for ten years 
will be depreciated $1,000 a 
year with the straight-line 
method. This will reduce your 
modernization asset account 
$1,000 and give you a $1,000 
deduction on your adjusted gross 
income for tax purposes. 

However, under certain con- 
ditions, you are permitted to 
take advantage of the new 
accelerated depreciation allow- 
ances on your income tax re- 
turn. Your hardware store mod- 
ernization program including 
fixtures, signs, equipment, and 
building improvement must mea- 
sure up on these points: 

1. Fixtures and equipment 
must have been purchased 
since December 31, 1953. 

. Only new equipment and 

fixtures are to be depreci- 

ated under the accelerated 
deduction provisions. Used 
or second - hand fixtures 
and equipment must follow 
the straight-line deprecia- 
tion method outlined above. 

. Buildings and improve- 
ments on present buildings 
must have been built or 
have been changed since 
December 31, 1953. 

If your hardware store’s mod- 
ernization program can qualify 
on these three counts, you have 
a choice of two accelerated 
methods of figuring your depre- 
ciation: 

1. Double declining balance. 
2. Sum-of-the-digits. 

To apply the double declining 
balance method, you take your 
normal annual modernization 
depreciation percentage (a mod- 
ernization expense with an esti- 
mated ten year life gives you a 
ten percent annual depreciation 
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percentage) and you double it. 
Your hardware store’s deprecia- 
tion program that costs $10,000 
would normally be charged off 
at the rate of ten percent or 
$1,000 a year. With this accel- 
erated method, you double the 
charge of ten percent to twenty 
percent and charge it off on the 
balance of the cost remaining 

each year. 

For instance, the first year 
you would depreciate your store 

modernization expense twenty 
percent of the cost or $2,000. 
The second year you apply the 

same twenty percent figure, but 
you use the remaining cost or 
$8,000 ($10,000 original cost 
less first-year depreciation of 
$2,000). Thus, your’ second 

year’s store modernization de- 
preciation is twenty percent of 
$8,000 or a deduction of $1,600. 

In applying the sum-of-the- 
digits method, you use frac- 
tions. The numerator is deter- 

mined by taking the figure 
representing the useful life left 
in the modernization expense. 
For instance, in the ten-year ex- 
ample used before, you would 

have a numerator of 10 the first 
year, 9 the second year, 8 the 
third year, and so on. 

The denominator is deter- 
mined by adding the sum of all 

the years of estimated life for 
the modernization expense. For 
instance, with the same ten-year 
estimated life, you would add 1 
plus 2 plus 3 and so on up to 10 
for a denominator of 55 for 
your fraction. 

This fraction is then applied 
against the cost of your hard- 
ware store’s modernization pro- 
gram. For instance, with $10,- 
000 for modernization expense, 
the 10/55 fraction is used with 
the $10,000 for a first-year de- 
preciation of $1,818. The second 
year is figured at 9/55ths of 
$10,000 for a depreciation de- 
duction of $1,636. 

Either of these accelerated 
depreciation methods will help 
you: (1) modernize your hard- 
ware store with a tax saving the 
year you modernize; (2) pro- 
vide a faster reduction of this 
capital investment that will 
more nearly equal the true worth 

of your modernized store in the 
future; and (3) keep your hard- 
ware store up-to-date and com- 

petitive in all ways. 

TAX SAVING SUGGESTION: 
First, check your modernization 

program and see that it quali- 
fies for accelerated depreciation 
calculation. Second, apply buth 
accelerated depreciation meth- 
ods and use the one that gives 
you the greatest tax savings. 

Switch Methods Later 

When you discover that your 
rate of depreciation for your 
store modernization expenditure 
is less under the declining hal- 
ance method than under the 
straight-line method, you should 
change methods. The Internal 
Revenue Code makes a provi- 
sion for taxpayers to switch 
methods of calculating depre- 
ciation whenever they elect. 

However, when you make this 
shift in methods, you must use 

the remaining balance of cost 
as the base figure for your cal- 
culations. For instance, in the 
example cited of $10,000 mod- 
ernization with a ten-year esti- 
mated life, we find that at the 
end of the fourth year, the bal- 
ance swings in favor of the 
straight-line method. We take 
the balance of the cost, $4,096, 
and divide this by the number 
of years remaining, 6, and get 
an annual rate of $683. This is 
less than the declining balance 

figure of $819. 
Next, we try the 5th year and 

find that at the end of that year 
we have a remaining cost of 
$3,277 divided by the number of 
years remaining of 5 which 
gives us an annual rate of $655. 
This compares favorably with 

the double declining balance 
method therefore a change in 
methods should be made now. 

TAX SAVING SUGGESTION: 
This switch in methods gives 

you an opportunity to write off 
your store modernization ex- 
pense at a fast rate soon after 
you have paid the bills. Then, 
you can completely depreciate 
the investment by a shift to the 
straight-line method of calcu- 
lating the depreciation on your 
store improvements. 

HARDWARE WORLD 



Contests are Good Traffic Builders 
ANY dealers have found that 
one of the best ways to gain 

new customers, stimulate sales 
in the department, and to iden- 
tify their store with the sports 
activities in their communities, 
is to hold a contest of some kind. 

These contests, sponsored by 
the store alone, or co-sponsored 
by a sportsmen’s club, a local 
newspaper, or some civic organ- 
ization, need not be difficult or 
expensive to operate. 

Prizes in contests of this type 
need not be expensive, as most 
sportsmen enter such contests 
primarily for recognition, with 
the individual prizes of second- 
ary importance. 

However, prizes should have 
sufficient value to capture inter- 
est of the contestants, and with 
the grand prize composed of 
something that almost every 

contestant would think of as con- 
tributing to their enjoyment of 
their particular activity. 

Contests Not Expensive 

A successful contest for fish- 
ermen, hunters, bowlers, ball 
clubs, ete., can be conducted for 
less than $5.00 per week, and 
with grand prizes costing less 
than $75.00. How much less, or 
how much more you will want to 
spend will, of course, depend on 
the scope of the contest, the vol- 
ume of business the department 
is doing, and the anticipated re- 
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sults you can expect from such 
a venture. 

In planning a contest, say for 
fishermen, or for hunters, set up 
divisions for age groups and for 
men and women. Interest in the 
contest will be maintained more 
easily if weekly or monthly 
prizes are awarded, rather than 
just one grand prize in each 
classification. If the budget for 
the promotion is large enough, 
weekly, as well as a grand prize 
will be the best bet for keeping 
interest high during the entire | 
season. 

Rules Should be Specific 

Select definte opening and clos- | 
ing dates, unless contest is to. 
coincide with the opening and 
closing of a particular season in 
your area. Contest rules and 
regulations should be specific. If 
it is the “Largest Buck” contest, 
then the rules should state that 

the grand prize will be awarded 
to the hunter, male or female, 
weighing in the largest field- 

dressed mule deer at a specific 
location between such and such 
a date. 

If it is a fishing contest, then 
the rules should state the spe- 
cies of fish, and should clearly 
state that the largest fish will be 
determined either by weight or 
by length according to the 
method you decide to use. You 
should use one or the other 
method, rather than an indefinite 
term such as the “largest rain- 
bow trout.” Quite often the long- 
est trout will not be the largest 
trout if weight is the deciding 

factor. 
All contestants should, of 

course, be vequired to register 
for the contest in advance of 
making an entry. And don’t be 
backward about talking up any 
contest you might be holding. 
Ask every customer, even those 
“just looking around,” if they 
have entered the contest, and 
tell them at the same time about 
the “largest fish” or the “largest 
buck”’ to date. 

Contests Help Build Mailing Lists 

If each entry fills out a simple 
form that you provide, you can 
get a wealth of information to 
pass on to your other customers 
regarding hunting and fishing 
conditions in specific areas. In 
addition to the statistics needed 
to determine a winner in the 
contest, you should also have a 
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question on the form to deter- 
mine the exact location, and time 
of day the sportsman landed his 
game, and in fishing contest the 
type of lure used should be as- 

certained. Pe. 
At the conclusion of any given 

contest you would be wise to 
utilize the list you have built 
up by mailing each entry a card 
or form letter telling them, who 
won the contest, and giving the 
statistics on the winning entries. 
A mailing such as this is an ex- 
cellent goodwill builder, as too 
often contestants in the contest 
never find out the names of the 
winners, or just how close they 
themselves came to winning the 
awards. In any mailing other 
than the postcard type, a few 
pieces of literature on some of 
your new merchandise can be 
sent along with the contest news, 
and should more than pay for 
the extra effort in extra sales. 

There are many types of con- 
tests that can be utilized by the 
sports department. 

Colorade Dealer Finds Contest 
Draws Storewide Traffic 

Perhaps one of the most sim- 
ple, and easiest to conduct, is a 
guessing contest of some kind. 

es eae 

FISHING CONTEST, with prizes in both fresh water and sea fish, proved 

so successful the first two years, that store plans to run the same type 
event again next year. The many items in each prize are itemized on large 
bulletin board which is also used to carry notices of fishing activities in the 
area served by the store. 
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A good example of this is the 
clever stunt which drew heavy 
traffic into Davis-Klunder, Colo- 
rado Springs hardware and 
sporting goods store recently. 
(See picture in Sports Corner- 
head) 

Davis - Klunder tied - in the 
contest with a window display 
which features a large fish bowl 
filled to the brim with fish hooks. 
In back of the fish bowl was a 
large sign which read, “Guess 
How Many Eagle Claw Fish 
Hooks in the Pot of Gold.” 

Lawrence Davis reported that 
the contest brought a constant 
stream of entrants, who were in- 
vited to step up to the store’s 
sporting goods counter, scribble 
their guess on a rubber-stamped 
slip of paper which was dropped 
in a nearby box. As part of the 
visit, each customer was taken 
“on tour” of the firm’s sporting 
goods department, where special 
emphasis was placed on a long 
list of services that has been 
building good-will for the store 
for years. 

“The promotion helped.in ev- 
ery department,” Mr. Davis said. 
“We made a special issue out of 
the use of the display window, 
by showing cameras and photo- 

graphic supplies along with fish- 
ing tackle—on the theory that 
most fishermen come back from 
a successful expedition with 
nothing to prove how large a 
mess of trout were caught after 
they have hit the frying pan. 
Weare encouraging every fisher- 
man and hunter to take a camera 
along as part of his equipment 
and displaying them concur- 
rently with the fishing tackle got 

excellent results.” 

Carter Hardware Will Repeat 
Successful Contest 

Carter Hardware, Los Angeles, 
is another Western firm that has 
been utilizing contests to stimu- 
late business in the sports de- 

partment. 

For the past two years the 
firm has been sponsoring a fish- 
ing contest which offers three 
prizes in two classifications, 
fresh water and deep sea fish, 
and it has increased fishing 

tackle volume to the extent that 
the contest will be held again 
next spring and summer. 

Each prize in the contest is 
composed of a series of items 
that the average sportsman 
could use, rather than one ex- 
pensive item. Many of these 
prizes are contributed by manu- 
facturers and suppliers of mer- 
chandise carried by the store. 

Joe Willis, manager of this 
section, stated that the contest 
is a big help to the store in creat- 
ing and keeping interest alive. 

“Even those not entering the 
contest frequently ask ‘what 
weight is ahead now?’”’ Mr. Wil- 
lis said. “All of which helps to 
keep our store and department 
foremost in their minds. 

“Sometimes a stranger to our 
store, when he lands a large fish, 
will be told by a customer that he 
should enter the Carter Hard- 
ware contest. While he may not 
bother to enter, still it does get 
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him to thinking about our place 
of business.” 

Carter’s have found that they 
can hold a contest of this type 
with a limited amount of adver- 
tising. The contest itself is its 
own publicity, leaving Mr. Willis 
and his right-hand man, Ben Fu- 
kuzawa, free to devote all of 
their time selling merchandise. 

The first year a mailing list of 
40,000 names of those buying 
fishing licenses in Southern Cali- 
fornia was purchased. To each 
of these was mailed an an- 
nouncement of the contest. The 
second year there was no mail- 
ing, but a few spot radio an- 
nouncements were used to back 
the promotion. 

The effectiveness of any con- 
test that you have put in motion 
will depend to a degree on the 
amount of publicity you can at- 
tract to the event. A sure way 
of informing the community in 
which you do business is to ad- 
vertise in your local paper and 
over your local radio station. 
You should, of course, have signs 
proclaiming the contest in store 
and in a window. Having done 
this you can talk up the contest 
yourself and depend on your cus- 
tomers to further spread the 
word themselves. 

Quite often your local news- 
papers will cooperate in giving 
you considerable free publicity 
on contests of this type. While 
most editors consider local con- 
tests newsworthy, they will not 
make much effort to go after 
this type news item. Therefore, 
you will get better results if you 
supply the sports editor, or the 
news editor if the paper doesn’t 
have a sports editor, with a writ- 

ten story announcing the contest. 
This announcement should be 

followed by other releases to the 
newspaper as the news presents 
itself, with the final release an- 
nouncing names of the winners. 

These releases need not be 

written in the style of your local 
newspaper, although editors are 
more inclined to use copy that 
requires but little editing or re- 
writing. If you feel that you or 

your staff have neither the time 
or the talent for this type writ- 
ing then you should drop in to 

see the newspaper people, give 
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TA-PAT-CO OUTDOOR PRODUCTS 
for 1956 are covered in the 84,” x 

11” full color folder offered by The 
American Pad & Textile Co. Included 
in the line are 14 sleeping bag models, 

air mattresses, tents, and toboggan 

cushions. Detailed illustrations and 
complete information is included on 

each item. 

For Details Circle 150 on INQUIRY CARD 

YOUR GUIDE TO CALIFORNIA 
SALT WATER SPORT FISHING is 
a map-guide offered by Montague- 

Ocean City Rod & Reel Co. Map- 

Guide lists suggested fishing methods, 
seasons, locations, and bait for 17 

species of salt water fish found along 
the California coast. Map also shows 
the geographical range of each spe- 

cies. 

For Details Circle 152 on INQUIRY CARD 

SPORTS LITERATURE 

MARINE HARDWARE and accessory 
items of The Marine Division of Allan 
Mfg. Co., are covered in firm’s new 
catalog. Designed to permit addition 

of supplementary pages, catalog is 

printed in two colors, with photo- 
graphic illustrations of 193 items of 

galvanized, aluminum, triple chrome 
plate, stainless steel stock, and white 
brass. 

For Details Circle 151 on INQUIRY CARD 

LUCIAN CARY ON GUNS, by 
Lucian Cary, Gun editor of True 
magazine, reveals guns, their users, 

histories and makers from the van- 
tage point of a man who has access 

to factories, proving grounds and 
ranges the world over, Whenever the 
author goes, there is a camera with 
him. Over 300 photographs illustrate 
his book. Price $2.00. 

For Details Circle 153 on INQUIRY CARD 

ARTIST’S CONCEPTION shows modern, new two-story plant that will house 
the Les Davis Fishing Tackle Company of Tacoma, Washington. The $75,000 
building will provide the firm with an additional 8,000 square feet of floor 
space for the firm’s main office and the manufacturer of fishing tackle. About 
4,000 square feet of firm’s old building will be used for experimental work 
as well as some manufacturing. Firm founded in 1926 has become a major 
West Coast supplier of fishing tackle. 

them the facts and let them 
write the story. 

This publicity, backed with 

some advertising, should be 
enough to make any well- 
planned contest a success. 
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OBJECTIVE — This promotion is designed to 
tie-in with that “in-between” season in most lo- 
calities when sportsmen are removing scars of 
battle and getting their equipment in first-class 
shape for the coming season. All types of cases 
and boxes for protection of sports gear, including 
such things as camera and binocular cases, should 
be included in window. 

SPORTS PROMOTION of the MONTH 

IN-STORE DISPLAY — Protective cases and 
boxes should be displayed on or with related mer- 
chandise. Fishing gear can be displayed in com- 
partments of tackle boxes and in lure boxes, fly 
books, etc. While you won’t want to display all 
guns and fishing rods in a case, a few of each 
should be in a case to show the various models 
you stock. 

ADVERTISING — Back this promotion with 
newspaper or radio advertising built around “Pro- 
tect Your Gear” theme of window. Point out in 
the copy that good sports gear is worth protect- 
ing, and that quite often an expenditure of a small 
sum, say $5.00, will add to the life and enjoyment 
of a $150.00 item such as a rifle or shotgun. List 
the protective gear you stock, and close with an 
invitation to come down to Hardware 
and pick up the best insurance you can buy for 
your sports gear, a good carrying case. 

The Complete Line. 
14 colorful models to fit every 
family purse! And every fam- 
ily is a customer—so South 

Bend's variety helps you sell 
all requirements! 

The Quality Line. 
Boasts 8 outstanding features: 

Grooved and Knurled Balls; 
Automatic Arch; Triple-Grip 

Handles; Rubber-Tip Mallets 

with Modern Design Heads; 
Rock Maple, twice seasoned, 

twice varnished in gay, deco- 
rator colors. 

The Easy-Selling Line. 

Priced right with pocket-book 

appeal! Dress your floor and 
dress your sales with these 

colorful South Bend Croquet 
sets. Catch the eye of Dad, 

Mom, Sis and Brother! 

Go the profit way - 
with 

SOUTH BEND CROQUET 
! 

Every family is «¢ customer for SOUTH BEND CROQUET 

America’s Family Game is more popular than ever—Subur- 
ban living with more and larger lawns—Greater interest in 
family recreation — Increasing entertainment at home! 

SOUTH BEND TOY™* 

Write For 1956 Catalog. 
Contact your Jobber or Sales Representative. 

SALES REPRESENTATIVES 

Eas! — Julius Levenson, 7 East 17th St., New York City 

Midwest — South Bend Toy Mfg. Co., South Bend, indiana 

Sovth — Lovis Williams & Company, 3rd National Bank Building, 
Nashville, Tenn. 

Denver & Pacific N. W.—Leo Scherrer, 2840 West 93rd Street, 
Seattle 7, Wa: 

Calif. & S$. W.— Anderson Sales Company, 2330 West Third Street, 
Los Angeles 57, Calif. 

For Details Circle 22 on INQUIRY CARD 

HARDWARE WORLD 



SPORTS NEW PRODUCTS—— 

BOWLING SHOES for both right and 
left-handed bowlers, with three styles 
for men and three styles for women 
are offered in the new Bosco line. 
Dealers price in ladies’ styles is $3.60, 
and $3.75 in men’s.—Boston Athletic 
Shoe Co. 

For Details Circle 154 on INQUIRY CARD 

SCOPE MOUNTED No. 98 Daisy air 

rifle is an 850 shot repeater, 37 inches 
long, that will retail for $12.95. The 

2-power scope (lower left) has uni- 

versal mount to fit any old or new 
Daisy, and is priced to retail at $3.98. 
—Daisy Manufacturing Co. 

For Details Circle 155 on INQUIRY CARD 

Bis 

NEW MODEL of the Wacky lure fea- 
tures a streamer skirt of saran ma- 

terial, in brilliant yellow, white or red. 

Available in chrome, 80¢ list; and 

24kt. gold, 90¢ list, the %-oz. lure 
casts easily with spinning and light 

tackle—Tony Accetta & Son. 
For Details Circle 156 on INQUIRY CARD 

oe 

SPECIAL OFFER 
permits dealers to 
purchase one Heat- 

Ryte super deluxe 

chrome kerosene 

heater at half the 
usual cost when he 
purchases five at 

the regular cost.— 

Nesco. 

For Details Circle 157 on INQUIRY CARD 
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il 4 we-~ NEW PACKAGING! 
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Salesmakers all! Tested and proven profit 

able by more dealers every year. Step up your 

sales the easy way—with these great Gardex 
merchandising aids! 

No. 770. 

The “Midget” 
Tool Merchandiser 
that created a 
whole new 
market! 

Gardex 

No. 760. 

Lightweight Toot 
Floor Display. 

Opens a vast, 
untapped market 
for lighter 
weight tools. 

gives you 

more 
ways 

0 No. 960. Greatest development in long 
handled tools. A complete department in a 
few square feet. 

Finest rack ever 
for a limited 

display. Holds 
twice as many 

tools as the 
ordinary rack. 

Tenet 

No. 772. 

“Midget” Tool 
Perforated 
Hardboard Wail 

Display 

tremendously 
productive in high 
traffic areas. 

more 

\ “Hang-It" Hooks hold any 
\ thing with a handle. 2 to a 

, package to retail at 39c. 
e No. 940. 

Get complete details from your jobber on all 
Gardex merchandising helps. Or write direct to: 

OM GARDEX we 
For Details Circle 33 on INQUIRY CARD 
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NEW PRODUCTS — Continued From Page 17 

PLASTIC BUMPERS, guaranteed for 
the life of the seat, are new features 
of Puritan 600 toilet seats. Said to 
last much longer than conventional 
bumpers, units will not discolor and 

are said to be extra quiet and shock 

absorbing. Seats are available in 10 

baked-on porcelain enamel colors.— 
Century Products, Inc. 

For Details Circle 112 on INQUIRY CARD 

PORTABLE BROILER GRILL that 
weighs only 9 pounds can be used in- 
doors or outdoors. Can be used in fire- 
place or in a Pyrex baking dish on a 

table. Made of cast iron construction, 

unit comes with two special steak 

baskets which can be hung on each 

side of broiler grill. Retails for $5.95. 

—Huffer Foundry Co. 
For Details Circle 113 on INQUIRY CARD 

FIVE MINUTES is all it takes to re- 
pair a worn or damaged plastic hose 

with the Replaceable Plastic Hose 

Mender. Made of brass, unit is rust- 

proof, and was designed for ',” and 
7/16” plastic hose. Mender is packed 
in attractive self-service package that 

carries detailed instructions.—L. R. 
Nelson Mfg. Co., Inc. 

For Details Circle 114 on INQUIRY CARD 
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PAINTERS, professional as well as 

the do-it-yourselfers, will like the 
time and labor-saving features of 

Spin-A-Brush for cleaning paint 

brushes and paint rollers. Hand oper- 

ated model shown, with gear ratio of 
8 to 1, gives sufficient centrifugal 

force to clean up to 5” brushes.— 

Portable Electric Tools, Inc. 
For Details Circle 115 on INQUIRY CARD 

EASIER BIT CHANGES and more 

driving torque, due to Dormeyer’s ar- 
mature catch which holds armature 

rigid, are selling features of firm’s 4” 
drills. Offered in two models 210 

(shown) and 220, with geared chuck, 

and Model 200, which features firm’s 

Wrench-Lok chuck.—Dormeyer Power 

Tool Division. 

For Details Circle 116 on INQUIRY CARD 

ROUND GRIDDLE-GRILL is one of 
10 items in Ekco’s new line of “stove- 

to-table” stainless steel, copper bot- 

tom utensils. Combining the utility of 
fine cookware with attractiveness of 
design and materials, utensils reduce 

hostess’ work because she can cook 
and serve food in same utensil—Ekco 
Products Co. 

For Details Circle 117 on INQUIRY CARD 

WOOD-TRIM, an inch-wide tape of 
wood veneer in five plywood faces, 

solves problem of exposed plywood 

edges. Can be applied with any wood 

glue without heating or clamping, and 
then trimmed to give same finish on 
edges as on face of panel. Retails for 
79¢ per 8 foot roll.—United States 
Plywood Corp. 

For Details Circle 118 on INQUIRY CARD 

ADAPTABLE Beneform Universal 
Damper, available in six sizes, fits 

itself to various types of fireplaces 
and floor plan requirements. Unit can 
be located directly above fireplace or 
in 8 off-set positions to provide free- 
dom of flue locations, and help cut 

construction costs. — Bennett-Ireland, 

Inc. 

For Details Circle 119 on INQUIRY CARD 

HANDY HOUSEHOLD KIT consists 
of 31 different items and over 800 
pieces, is designed as a complete home 
fastener package. Included are such 
items as wood screws, nails and brads, 
thumb tacks, carpet tacks, furniture 

glider, upholstery nails, brass plated 
nails, and other most used items.— 

American Tack Co. 
For Details Circle 120 on INQUIRY CARD 
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Turnover 

step up sales with 

EMCO 

MM =100-07 can 
14 Qt. Capacity 

e Super-size triangular pedal with concealed step-on mechanism. 

e Porcelain enamel pail with protective rubber gasket. 

e Comes in all chrome, all copper or baked enamel colors with 
chrome or copper pedal and lid. 

Fast 

® Sunset © All-Pets Magazine ° 

® Pacific Poultryman e 

® Western Building e 

© Plastering Industries e 

FOR MORE PROFIT, FEATURE 
THE SIERRA LINE: 

© Poultry Netting * 

® Stucco Netting ¢ 

® Welded Fabric ° 

® Furring Nails . 

® Pallet Nails ° 

‘ ® Stove Pipe Wire ° 

® Cake Cooler ° 

, ® Cage Fabric ° 

® Wine Rack ° 

® Skewers % 

JANUARY 1956 

JUST LOOK HOW IT’S 

ADVERTISED 7 
Look at this list of magazines we use to tell your 

customers about the “hot” Sierra line. 

bd 7 

Sierra Malet CML Sel ibiclailis 

WIRE SPECIALTIES COMPANY Port Chester, N. Y. WEstmore 9-5400 
lolaticme Si lelge Man @telibielaalie| 

a i 

/t7f ROLL-TO 
California Plasterer VA BREAD +" x 

Pacific Nurseryman 

Chinchilla Grower 

American Fur Breeder 

Cage Clips 

Barbed Wire 

Baler Wire _. a 

Music Wire —— e See 
= ae You 

Sierra Sizzlers be , 1 a “ at the 

Hamburger Grill _ " a ; Show 

ss ' BOOTH 
Steak Grill : 

Cc-1040 
‘Tater Baker NAVY 

Sierra Settee PIER 

Frank Forks pt ; January 

| 19-26 

ENCO 
PORCELAIN ENAMEL CO., INC. 

For Details Circle 34 on INQUIRY CARD For Details Circle 35 on INQUIRY CARD 
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Use Inquiry Postcard for Further Information About NEW PRODUCTS 

SEVEN-IN-ONE electric sabre saw, 
newest addition to Weller’s power line 
of soldering guns and sander-polish- 
ers, includes rip, crosscut, coping, jig, 

band, keyhole and scroll saw. Power- 
ful 110-120-volt AC reciprocal action 

tool has cast aluminum housing for 

motor, with forward guide knob and 

finger-molded grip for easy handling. 
—Weller Electric Corporation. 

For Details Circle 121 on INQUIRY CARD 

RANCH TYPE forged iron mail box, 
capable of holding LIFE-size maga- 
zines and small packages in addition 
to regular first class mail is latest ad- 
dition to McKinney’s line of “Blue 
Ribbon” mail boxes. Box is available 
in two rust-resisting finishes—colonial 

dull black and colonial white, and is 
completely weatherproofed. — McKin- 
ney Mfg. Co. 

For Details Circle 122 on INQUIRY CARD 

SAFETY is assured by the “G-E 
Safety Snap-Cap,” the new safety de- 

vice that has been incorporated into 
construction of an extension cord with 

two-outlet table tap connector, duplex 

flush outlet, and an outlet adapter. 
Protects against danger of shocks, 
electrical burns, fire, etc.—General 

Electric Co. 

For Details Circle 123 on INQUIRY CARD 
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ASSORTMENT of sandpaper, glue 
and masking tape under the Handy 

Home brand, includes sandpaper in 
cut sheets, discs, rolls, belts and full 
sheets, hide glue and resin adhesive, 

a hand sander and masking tape. 
These products are packaged for self- 

service and impulse buying, and are 

aimed at the do-it-yourself market. 
Cartons set-up to make an attractive 

display.— Armour and Company. 
For Details Circle 124 on INQUIRY CARD 

COLORED HANDLES in yellow, 
blue, and pink are featured on Oxco’s 

new line of matching brushes. Modern 

colors, yellow and pink for kitchen, 
bathroom and other household 

brushes, and blue for bottle brushes 
were chosen to blend with today’s 
home decor.—Ox Fibre Brush Com- 
pany, Inc. 

For Details Circle 125 on INQUIRY CARD 

EYE-APPEAL and feel-appeal will 
help the Ace Barrow wheelbarrow for 

home and garden use help sell itself. 
Finished in attractive two-color dur- 
able enamel finish, barrow has 3 

cubic foot capacity —Jackson Manu- 

facturing Company. 

For Details Circle 126 on INQUIRY CARD 

LARGE, 2 gallon capacity, insulated 
Party Ice Pail is made of an imported 
Spanish Cedar used for its beauty and 
high insulating value. Unit has cop- 
per colored metal liner which blends 

well with the natural finish of the 
wood and highly polished copper bail 
handle. Top of pail is made of hard 
birch plywood. Suggested retail price 
is $10.95.—Richmond Cedar Works 

Mfg. Corp. 
For Details Circle 127 on INQUIRY CARD 

TWO-IN-ONE Roofing and Linoleum 
knife with interchangeable and re- 
placeable blades has been added to 
Murphy’s “Stay-Sharp” line of knives. 
Unit may be used with a low-cost 

standard point, straight carbon blade 
or “Hurloy” alloy steel. long point 
blade for tough jobs Blades can be 
removed for sharpening or changing 
merely by loosening a thumb nut.— 
R. Murphy Co. 

For Details Circle 128 on INQUIRY CARD 

COOKING CONVENIENCE is strong 
sales feature of Star-Glow Electric 

Table Griddle that can be used any- 
where. Safe, clean, easy to use, 

griddle will not heat top of table. 

Handle and feet remain cool. Even 
heat maintained by sealed thermostat. 
Can be washed like a dish with dish- 
rag and soapy water.—Metal Parts 
Corp. 

For Details Circle 129 on INQUIRY CARD 
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NEW PRODUCTS 

NEWLY DESIGNED croquet line now 
features attractively colored racks o 
durable design and new shaped mal- 

lets. South Bend’s exclusive grooved 
and knurled ball is included in eight 
of the 14 sets.—South Bend Toy Mfg. 
Co. 

For Details Circle 130 on INQUIRY CARD 

REDESIGNED, Hindley’s wire hard- 

ware container, Pic-Pak may now be 

hung in home workshops for ready 
accessibility. Available in this color- 
ful counter dispenser display box are 
Hindley screw eyes, gate hooks, cur- 
tain rod hooks and cup hooks.—Hind- 

ley Mfg. Co. 

For Details Circle 131 on INQUIRY CARD 

EASIER TO INSTALL, 
Nylon door guide for rolling doors, 

eliminates need for either grooving 

Har-Vey’s 

sliding doors to provide the usual 
guide slot or for the extra expense of 

fastening guide strips along the bot- 
tom side of the door. — American 
Screen Products Company. 

For Details Circle 132 on INQUIRY CARD 
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New CAMPBELL CHAIN Cxdludive 

"MEASURE: MARK 
REZ SQN CG, pert pe TZ WAZ W2N-) 

Chain sellers and buyers everywhere have been 

quick to recognize these advantages of new Campbell 

‘Measure-Mark” Chain... 

QUICK, EXACT 
MEASUREMENT 

furnished at no extra cost! 

COLOR-CODED 
IDENTIFICATION 

GREEN—Prool Coil 

Pees 

Wiidlend oetey & Sie BLUE-High Test Steel ORANGE—Cam- Ally Steet 

pre-measured for easy handling 
and exact measurement. Color-mark on the chain instantly 

and positively identifies grade of 

chain—in or out of the container. 

STANDARD PACK— 
MARKED BY FEET 

INVENTORY 
CONTROL LABELS 

Space provided for "Perpetual In each container, standard 
Inventory” control. Guaranteed footage by chain size—for each 
footage marked on label. grade. Standard package cost. 

Ask your Campbell representative—or write us for full 

details on this revolutionary new chain development. CAMPBELL 

CHAIN 

AVAILABLE ONLY FROM 

CAMPBELL CHAIN Gonganz 
York, Pa lowa « Portland, Ore. « Sacramento, Calif eW. Burlington, 

For Details Circle 36 on INQUIRY CARD 
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You don’t lift 
a finger 

.. except to 
ring up sales — 

caster display 
Nothing quite like the attention this 

Bassick caster display’s been getting 

from the “do-it-yourself” audience. 

Small wonder, too! It gives a customer 

many ideas for protecting floors and 

making furniture portable with 
Bassick casters. 

Today, 10,000 hardware stores are 

using this display. With Bassick adver- 

tising reaching 4% million readers in 
the Saturday Evening Post alone, it 

pays to feature these nationally adver- 
tised products. 

If you haven’t ordered the Bassick’s 
HD-10 display, put it on your want 

list and check your Bassick jobber. 

And he can supply you with all the 

Bassick casters you need to cash in on 
this profitable, fast-moving market. 

THE BASsiCK COMPANY, Bridgeport 2, 

Conn. In Canada: 
Belleville, Ont. 

— 
A DIVISION OF | 

MAKING MORE FINDS OF CASTERS MAKING CASTERS 00 MORE MS : 

For Details Circle 37 on INQUIRY € CARD 
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PRODUCTS 

VERSATILE little giant lawn edger 
keeps lawn edges along flower beds, 
shrubs, driveways, and patios neat 

and clean the season round. Edger 
eliminates tiresome bending and re- 
quires no hard surface on which to 
operate. Step lightly on cutter blade 
pedal and it is ready for cutting.— 
North Wayne Tool Co. 

For Details Circle 133 on INQUIRY CARD 

DESIGNED so that it may be used all 
night without refilling, one - gallon 

Electresteem Vaporizer delivers a 
steady steam vapor seconds after it 
is plugged in, giving from eight to 16 
hours of air humidity. Vaporizer can- 
not be overheated, at it has automatic 

shut-off.—Landers, Frary & Clark. 
For Details Circle 134 on INQUIRY CARD 

NEW DESIGN AND FINISH now 
offered in Emco’s binister canister, is 
its rounded top and sides and mitered 

corners, available in chrome, copper 

and assorted baked enamel colors. 
Canister has four tilting and remov- 
able bins for flour, sugar, etc.—Emco 
Porcelain Enamel Co., Inc. 

For Details Circle 135 on INQUIRY CARD 

33% 
LESS COST 

BIGGER’ 
PROFITS 

FLOWER 
BORDER 
WITH 14 SLIP-IN STAKES 

30- FOOT ROLL 
NO CUTTING 

SELF-SELLING 

LABELS 

FREE MATS 

AND POSTERS HELP YOU SELL 

EASIEST TO SELL BECAUSE 

IT’S EASIEST TO PUT UP! 
Be prepared to meet the BIG Spring demand for 
fencing that protects shrubs and flowers from 
children and animals by ordering FLOWER BORDER 
from your nearby hardware jobber NOW! You 
can buy FLOWER BORDER se Souk Po wat less 
than old-style border fenc er your 
customers the BEST for MUCH less THis MEANS 
MORE SALES AND BIGGER PROFITS FOR YOU! 

This 18” Border with stakes equals above ground 
height of old-style 22” border with 4” in ground. 
Sell it along with such companion items as seed, 
fertilizer, hose, garden tools, etc. FLOWER BORDER 
leads all competitive border fencing in advantages 
that lead to sales: 

Complete Unit with Stakes 

Galvanized AFTER Welding to Last Longer 

Smaller Mesh for Greater Protection 

Re-rolls Neatly to Use Year After Year 

Get free newspaper mats and posters from 
jobber or write direct for ordering form to 
Gilbert & Bennett Mfg. Co., Georgetown, Conn. 

GILBERT BENNETT 

GEORGETOWN 2, CONNECTICUT 
BLUE ISLAND, ILLINOIS 

For Details Circle 38 on INQUIRY CARD 
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; JAY S. CONLEY & CO., Box 1326, Mountain View, Calif 

the west’s 

fastest 
selling Y Z£ 
paint remover 

Just one of the consistently pro- 
moted, handsomely packaged 

high profit items in the JASCO 
home maintenance line. For any 

home upkeep job, suggest JASCO 

for an EXTRA SALE! PAINT RE- 

MOVER, PAINT ETCH, GLASS 
CLEANER, WOOD BLEACH, 
TERMIN-8 (wood preservative), WALL 
PAPER REMOVER. 

Ask your jobber, or write direct. 

f 

For Details Circle 39 on INQUIRY CARD 

&™® more and more dealers are saying 

4 “Let’s handle 

GRIFFIN’ 

— 

NEW VISIPAKS 
Self-selling 

protected, carded 

HARDWARE 

“The dependable line of hinges to 

saying ‘We like to sell Griffin prod- 
ucts.” Order from our full line of 
wrought steel butts — plus a com- 
plete line of shelf hardware—in the 
stlections you know your customers 

GRIFFIN’ 
“since 1899” 

MANUFACTURING CO. ERIE, PA. 
For Details Circle 40 on INQUIRY CARD 

A full line 

of wrought steel 
BUTTS 

handle”... that’s the trade’s way of 

EDGEMASTER 
#! Fine Grass .....$2.75 

Weight, 24 Ibs. 

#2 Reg. Grass ..... 3 
Weight, 2'/ Ibs. 

#3 Coarse Grass.... 3.50 | 
Weight, 3'/, Ibs. 

Self Sharpening 

Platform 13" x 27". Full 

floating axles. Wheels 5" 

dia. Tread I"'. All welded 

joints. idle wheel to pre- 

vent marring floor and 

moving rugs under the 

front of platform. 

Finished in red and green. 

Shipped KD. Weight 10 Ibs. 

$7.50 

Plate washers boxed @ 25¢ 
Size, Thickness, No. to a box. 

Bolt Hole .030 .060 105 

1/4" 5/16" 250 150 100 
5/16 3/8 200 100 75 
3/8 7/16 150 75 60 
7/16 1/2 100 60 40 
1/2 7/16 75 40 30 
7/16 5/8 50 30 20 

Box 2"x2"x4" 25 Boxes to carton. 25 Ibs. 
Assorted sizes to carton if desired. 

Manufactured By 

COCHRAN 
FOWLER CALIF. 

For Details Circle 41 on INQUIRY CARD 

MARSHALLTOWN TROWEL COMPANY «+ MARSHALLTOWN, IOWA 

For Details Circle 42 on INQUIRY CARD 

10-POINT tion Kit. 

Merchandising-Modernization 

one dollar ($1.00). 

HARDWARE WORLD SERVICE BUREAU 

You NEED A THIRD ARM e « « to achieve constant store improvement, so y in 
patronage in your establishment. This valuable ‘'Third Arm"’ is the Merchandising-Moderniza- 

It contains a large graph sheet and scaled modules representing table and wall fixtures along 
with many ideas and complete instructions for effecting changes in store layout, modernization 

KIT or step-by-step improvements. Our readers may procure this valuable ‘Third Arm'’ for only 
Send money order or check today. 

intaining or increasing 

1355 Market St., San Francisco 3, Calif. 

For Details Circle 43 on INQUIRY CARD 
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TO RECEIVE ANY OF THIS PRINTED MATTER CIRCLE NUMBER 

ON INQUIRY CARD PAGE 64 

GARDEN TOOL CATALOG pre- 
sents in 16 pages the expanded Disston 

garden tool line in a striking new color 
dress, along with addition of two elec- 
tric lawn mowers which are light- 

weight, easy to handle, and with air- 

lift blades and 115 volt, 60 cycles, AC 

or DC motors. 
For Details Circle 200 on INQUIRY CARD 

“FACTS ABOUT COATED SU- 
PERLITE, a 16-page booklet that re- 

views advantages of nylon tarpaulins, 
physical properties, economies, mini- 
mum specifications and quality con- 

trol tests is now available from 

Amerotron Corp. 

For Details Circle 201 on INQUIRY CARD 

FIVE NEW BOOKS for the home 
hobbyist to tell them how to get the 

most out of their power tools and to 
give them ideas and plans for work- 

shop projects have been published by 
Rockwell Manufacturing Company. 
Titles of the new books, which will 

sell for 99¢, are Practical Finishing 
Methods; Things to Make on the Tools 

You Own; One Evening Projects; 

Projects for Outdoor Living and Get- 
ting the Most Out of Your Abrasive 
Tools. 

For Details Circle 202 on INQUIRY CARD 

70 

“HOW TO PREPARE SURFACES 
FOR FINISHING,” 20-pages, con- 
taining detailed instructions and nu- 
merous tips on preparing some nine 
different types of surfaces for finish- 
ing, including new or painted plaster, 
new or painted wood, papered walls, 
metal surfaces and masonry, is now 
available from Red Devil Tools. The 
do-it-yourselfer will find book ex- 
tremely helpful. 

For Details Circle 203 on INQUIRY CARD 

INFRARED HEAT ON YOUR 
FARM FOR BROODING AND 
SCORES OF DAILY CHORES, of- 
fered by Sylvania Electric Products, 
Inc., is booklet designed to show 
farmers how to boost farm produc- 

tion and profits through modern 
brooding methods by using infrared 

lamps. Separate sections are devoted 
to pig, lamb and calf brooding. 

For Details Circle 204 on INQUIRY CARD 

ELMER’S GLUE CHART is now 
available to hardware, paint and lum- 
ber dealers and distributors from the 
Chemical Div. of the Borden Com- 
pany. Offered as a paperboard easel 

for retailers’ counter or as a cata- 
logue insert for jobber salesmen, 

chart outlines the uses and properties 
of the three types of Elmer’s glues. 

For Details Circle 205 on INQUIRY CARD 

WETZLER CLAMPS, 20-page 
pocket size booklet, offered by Wetzler 

Clamp Company, covers the company’s 

full range of clamps and handscrews. 
Completely illustrated, the booklet in- 
cludes diagrams, specifications and 

photographs of the products in use. 
For Details Circle 206 on INQUIRY CARD 

MAKE ICE MELTING EASIER 
THAN EVER, a catalog page offered 

by Speco, Inc., describes firm’s com- 

plete line of Ice Rem spreaders, as 
well as specific price and shipping de- 
tails. 

For Details Circle 207 on INQUIRY CARD 

MORE BUCKS FROM BUGS, bro- 
chure describes and illustrates in 8- 
pages, complete Black Leaf line of 
pest control products for garden and 
home use. Helpful information cover- 
ing the application advantages, popu- 
lar selling features, and prices of 24 
fast-moving Black Leaf dusts, sprays 
and wettable powders for dependable, 
economical lawn and garden care, is 
included. 

For Details Circle 208 on INQUIRY CARD 

ENPO PUMP CATALOG NO. 54, 
12-pages, details applications of the 
Enpo 5-in-1 Pump made by The Piqua 
Machine & Mfg. Co. The five applica- 
tions of the basic unit are illustrated 
along with a capacity data chart for 
each application. 

For Details Circle 209 on INQUIRY CARD 

OVER 50 PRODUCTS in its line of 
chrome kitchen and outdoor cookware 
and service pieces are illustrated and 
listed in the 35th Anniversary Cata- 
log offered by the Everedy Company. 
The 28-page, two-color, booklet is di- 

vided into six sections by product, 

with a seventh section devoted to gift 

cartons and other merchandising and 
advertising aids available. 

For Details Circle 210 on INQUIRY CARD 
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arly Self-Selling 

Really Sells 

tis sl High Speed Drills 
can’t stick. Sensitive in opera- a | Complete range 16 to Vy by 64ths 

tion. For cold or hot water or steam. 

200 Ibs. pressure. One-piece brass shell. Seven sizes. From your jobber or 

Write today for Bulletin 1002. Henry L. Hanson Company 

Order from STRATAFLO PRODUCTS, INC. | 29 Union St. Worcester, Mass. 
your Jobber FORT WAYNE 1, INDIANA 

For Details Circle 44 on INQUIRY CARD For Details Circle 45 on INQUIRY CARD 

TWO QUALITY LEADERS every store needs 
The Original Crystal Clear Plastic Spar—natural finish 
in gloss or semi-gloss. Beautifies and protects inside and out- 
side. 
Perfected REDWOOD FINISH—Now fortified with addition 
of SRO-10! for greater durability. Also made in clear and 
colored. 

These Redwood Finishes are best by test. Contains no Rosin. 

Made exclusively of heat treated oils. 
Buy direct and save on our complete line of 

Quality Paints, Enamels and Supplies 

“yon sastine O° Security Royal Dutch Paint Mfg. Co. 
1621 No. Indiana St., Los Angeles 63 Phone ANgeles 1-0358 

**Royal in Quality—Dutch in Price"’ 

CHICAGO | 

SPRING HINGES Selt-Compacting = 

Spring Hinges of Quality || GRASS CATCHER 
Trim and Streamlined . . . the so NEW — SO EFFICIENT — 
“Simplex” Spring Hinge is designed IT SELLS ON SIGHT! 

to harmonize with the most modern 

requirements in builders’ hardware. Grass cuttings are automatically thrown back from front of 

Application direct to door casing catcher. Saves stooping; Eliminates danger to fingers; Permits 

without the use of a hanging strip greater catcher capacity. 

is both simple and economical, re- | FOR EXTRA PROFITS 
quiring a mortise cut in the door Stock ond display pee prominently. 

ly. Double Acting Type BU9001 only Every home owner a prospect. 

Chicago Spring Hinge Compang. | CHORCHER IYRATOMER) seonctnctring Company 
108d CARRELL AEE. GNERSS 7, 956 San Jose-Alviso Rd. © Sen Jose, Calif. 
For Details Circle 47 on INQUIRY CARD For Details Circle 48 on INQUIRY CARD 
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show ’em 

this plier... 

Tale i £e) ti & 

| | 

CHAN yy) LOCK 

For a longer profit per sale... SELL QUALITY 

7 
F 6 ae / AJ a 

VA Mf A /4 f F 

“ 

SELL THE COMPLETE CHANNELLOCK LINE 

A sale is in the making every 

time your customers ‘“‘heft’’ a 

Channellock 420 plier. The rea- 

son? No other plier does so many 

jobs so well. It grips any shape 

. of any size (%” thru 1%”) 
... with a grip like a pipe wrench. 

This all ’round usefulness is the 

reason why more and more house- 

holders .. . as well as mechanics 

. .. Want and buy Channellock 

420. So make the Channellock line 
your plier line ... and let the 

Channellock 420 lead the way to. 

greater profits for you. 

A * 4 

CHAMPION DEARMENT TOOL COMPANY | 
Nt 

72 

For Details Circle 49 on INQUIRY CARD 

SCHEDULE OF CONVENTIONS AND SHOWS 
Jan. 19-26 

Jan, 22-24 

Jan. 22-26 

Jan. 22-27 

Jan, 24-26 

Jan. 29-Feb. 2 

Feb. 

Feb. 5-8 

Feb. 6-10 

Feb. 

Feb. 

Feb. 11-15 

Feb. 12-15 

Feb. 18-22 

Feb. 21-23 

Feb. 26-28 

March 4-7 

July 9-13 

NATIONAL HOUSEWARES SHOW, at Navy Pier, Chi- 
cago. (A. W. Buddenburg, 1140 Merchandise Mart, Chi- 
cago 54.) 

INTERMOUNTAIN ASSOCIATION HARDWARE & IM- 
PLEMENT DEALER CONVENTION, convention head- 
quarters—Hotel Boise; Exhibit—Elks Club, Boise, Idaho. 
(Leon L. Weeks, 308 Continental Bank Bldg., Boise, Idaho.) 

NATIONAL ASSOCIATION OF HOME BUILDERS 
CONVENTION AND EXPOSITION, at Conrad Hilton and 
Sherman Hotels. (Paul S. Van Auken, National Associa- 
tion of Home Builders, 111 West Jackson Blvd., Chicago 4.) 

42ND CALIFORNIA GIFT SHOW, at Merchandise Mart, 

Brack Shops, Alexandria & Biltmore, Los Angeles. (George 
L. Pascoe, Granada Buildings, 672 South Lafayette Park 
Place, Los Angeles 57.) 

MOUNTAIN STATES HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, at Cosmopolitan Hotel, 
Denver, Colorado. (Francis W. Reich, 1233 Spruce St., 

Boulder, Colo.) 

18TH CALIFORNIA LAMP & PICTURE SHOW, at Bilt- 
more, Los Angeles. (George L. Pascoe, Granada Buildings, 
672 South Lafayette Park Place, Los Angeles 57.) 

NORTH COAST RETAIL HARDWARE ASSOCIATION, 
Convention & Exhibit at Masonic Temple; headquarters, 
Hotel Heathman. (Martin Danko, Rt. 12, Box 109, Fife 

Square, Tacoma.) 

32ND WESTERN CHINA, GLASS, GIFT, JEWELRY, 
TOY, STATIONERY AND HOUSEWARES SHOW, at 
Civic Auditorium, Sheraton-Palace, St. Francis and Sir 
Francis Drake Hotels, and Western Merchandise Mart, 
San Francisco. (Kay Leber, West. Merch. Exhibitors 

Assn., 1855 Market St., San Francisco 38.) 

WINTER MARKET, at Western Merchandise Mart, San 
Francisco. (A. Cameron Ball, Western Merchandise Mart, 
1855 Market St., San Francisco 3.) 

THE MERCHANDISE MART CHINA, GLASS & GIFT 
MARKET, at the Merchandise Mart, Chicago. 

15TH NATIONAL GARDEN SUPPLY TRADE SHOW, at 
Kings Bridge Armory, New York City. (Garden Supply 
Merchandiser, 1901 St. Paul St., Baltimore 18, Md.) 

PORTLAND GIFT SHOW, at Public Auditorium and 
Plaza Hotel, Portland, Ore. (Kay Leber, WMEA, 1355 
Market St., San Francisco 3.) 

CALIFORNIA RETAIL HARDWARE ASSOCIATION, 
convention & show at Fairmont Hotel, San Francisco. 
(Krueger B. Jacobsen, 1855 Market St., San Francisco 3.) 

PACIFIC NORTHWEST GIFT SHOW, at Civic Audi- 
torium, Olympic and New Washington Hotels, Seattle. 
(Kay Leber, WMEA, 1355 Market St., San Francisco 3.) 

PACIFIC SOUTHWEST HARDWARE ASSOCIATION, 
convention—Wilton Hotel; show—Municipal Auditorium, 
Long Beach, Calif. (Otto H. Grigg, Rm. 1120, 416 W. 8th 
St., Los Angeles 14.) 

SPOKANE GIFT SHOW, at Davenport Hotel, Spokane. 
(Kay Leber, WMEA, 1355 Market St., San Francisco 3.) 

DENVER GIFT & JEWELRY SHOW, at Hotel Albany, 
Denver, Colo. (Allied Exhibitors, Inc., 3832 Wilshire Blvd., 

Los Angeles.) 

NATIONAL HOUSEWARES & HOME APPLIANCE 
SHOW, at Municipal Auditorium, Atlantic City, N. J. 
(National Housewares Association, 1140 Merchandise 
Mart, Chicago, Ill.) 

HARDWARE WORLD 
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NEWS... about People and Firms (Continued from Page 13) | 

Marshall-Wells Promotes Three 

Harry Gundry 

O. E. Stevens, general manager of 
the Portland and Seattle Branches of 
Marshall-Wells Company has _ an- 
nounced three changes in branch per- 
sonell. 

H. R. Gundry, formerly sales man- 

ager of the Portland branch, has been 
named manager of the Seattle branch. 

Succeeding Mr. Gundry as sales 

manager of the Portland branch is 

W. E. Wilson 

NOW.... 
NEW discount 

plan to Jobbers, Retailers and 

Department Stores gives you 

Extra Profits 

Sentry 
Door-Seal 

Emel Pearson 

W. E. Wilson, who was formerly as- 

sistant to Mr. Gundry. 
At the same time it was announced 

that Emel Pearson, who for many 

years has been manager of advertis- 

ing and sales promotion, Portland, 

has been named assistant to Mr. 
Wilson. The advertising and sales 
promotions activities will be incorpo- 
rated in the sales department. 

CLOSE THE DOOR 

Western 
Hardware 
Company 
Formed 

Arnold E. Poole 

Formation of Western Hardware 
Company, a mutual organization of 

retail hardware merchants in Arizona, 
with headquarters in Phoenix, has 
been announced, 

The firm located at 441 W. Madison, 

Phoenix, is headed by Arnold E. 
Poole as president and general man- 
ager. Mr. Poole has had 13 years with 
Sears Roebuck, operated a retail store 

Drafts, Noises, Insects, Dirt Are Sealed Out 

OPEN THE DOOR 

FELT GOES UP 

Door Swings Freely Over Carpet and Floor 

J. Fred Kiehl 

in the East for four years, and spent 

seven years with the O. S. Stapley 

Company and Arizona Hardware 
Company. 

J. Fred Kieh! has been named 

merchandise and sales manager of 

the new firm. He was formerly buyer 

of steel, heavy hardware and plumb- 

ing for Arizona Hardware Company. 

The automatic SENTRY DOOR-SEAL is 
a rapid turnover item that sells itself all 
year ‘round! Anyone can install it in a 
matter of a few minutes. It is used in 
homes, stores, hotels, hospitals, offices, 
factories . . . wherever you want to 
prevent drafts, noises, insects and dirt 

Montana Hardwaremen Elect 

Lee G. Johnson of Great Falls was 
elected president of the Montana 
Hardware and Implement Association 

at concluding sessions of the state 

organization’s 47th annual conven- 
tion in Billings Nov. 5. 

Other new officers are Gerald M. 

Manion of Kalispell, vice president, 

and C. E. Stroup, Jr. of Billings, W. 

S. Grichton of Deer Lodge and Nor- 
man Larson of Medicine Lake, direc- 
tors. 

C. E. Stephenson of Bozeman is re- 
tiring president. Reelected as direc- 

JANUARY 1956 

from coming in under any door .. . and 
there is a size to fit every door! The 
automatic SENTRY DOOR-SEAL is 
made of heavy gauge steel, finished in 
satin brass enamel and built to last. 

tors were Frank Buck of Ekalaka, J. 
A. Cheetham of Dutton, Michael E. 
Eavey of Columbus, Frank J. Mersen 
of Glasgow and Stephenson. 

Resolutions unanimously adopted 

included support for a policy of like 
taxes for similar business endeavors; 

support of uniform class freight 

rates; protection of fair trade acts, 
and opposition to inclusion of retail 

trade under the Federal Wage and 
Hour Act. 

N. O. Bievins of Helena, executive 
secretary, announced the addition of | 
47 members of the association. 

WESTERN REPRESENTATIVE: 

John W. Burns & Associates 

1355 Market Street 

San Francisco 3, California 

Sentry Stop-A-Draft Co. 
715 St. Clair Avenue, N.W. 

Cleveland 13, Ohio 

For Details Circle 50 on INQUIRY CARD 
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Hardware & Implement 
Dealers Set Next Meet 

for Spokane in '57 

A hardwareman, Fred L. Hecker of 

East Sprague Hardware Company, 
Spokane, was named president of the 
Pacific Northwest Hardware and Im- 

plement Association at the group’s 
annual convention held at Portland, 
November 6 through November 8. 

Approximately 500 delegates from 

Northern Idaho, Washington, and 
Oregon, attended the three-day event 
held at the Multnomah Hotel. 

At the conelusion of the meet, it was 
announced that the next convention 

would be held in Spokane in January 

1957. 

Opening on Sunday evening with a 
get-acquainted buffet supper, the con- 
vention closed Tuesday evening with TIME OUT FOR COFFEE was the order of the moment for these delegates to 

SHAS es hes SSA I OS 

the annual banquet and dance the Pacific Northwest Hardware and Implement Association’s convention in 

As they have done in the past, much 
of this year’s serious business was 

conducted in the form of panel discus- 
sions. 

On Monday five panel members, 

Portland. About 500 persons, dealers and their families, from Northern Idaho, 
Washington and Oregon attended the three-day event. 

under the guidance of Osgood Mur- Farmer Customers Thinking?” Business” and the other composed of 
dock of San Francisco as moderator, On Tuesday there were two panels, 

covered the subject “What Are Your one on “Internal Operations of your questions posed by dealers. 
a panel of bankers, who answered 

El Camino Brand—1-900 

SISAL TWINE 
@ ALL CELLOPHANE WRAPPED 

@ TENSIL STRENGTH OF 57 
POUNDS 

@ NOT OILED — ABSOLUTELY 
STAINLESS 

@ ALL PURPOSE TWINE — 1001 
USES FOR HOME, GARDEN & 
INDUSTRY 

@ SMOCTH.—PLIABLE. KIND TO 
YOUR HANDS 

@ MIGHTY MIDGET OF THE 
SISAL FAMILY 

—PUT UPS— 

1 LB. BALLS: Approx. 100 Ib. bales. 10 balls per package. 10 
packages per baie. 

V2 LB. BALLS: Approx. 100 Ib. bales. 12 balls per package. 18 
packages per baile. 

1/3 LB. BALLS: Aggran, 100 ib. bales. 12 balls per package. 25 
packages per baie. 

Place your orders now. 

Win sales, profits and friends. 

WAREHOUSES—Sepulveda, Calif. — New Orleans, La. 

For further information send for price and catalogue sheets. 

We solicit inquiries on all types of sisal twines. 

For quality and price—write 

A PRODUCT OF 

MISSION CORDAGE CO. 
8928 Sepulveda sivd., Sepulveda, Cal. 

Get Ready For 

SELF-SERVICE 
To get the full advantages out of a self- 
service type of operation, layout, fixtures, 
and special departmental arrangements are 
necessary. 

OUR STORE IMPROVEMENT KIT... 
will help you to achieve the kind of set-up 
you want when you change over to self- 
service. 

It contains a large graph sheet and scaled 
modules, representing table and wall fix- 
tures, along with many ideas and complete 
instructions for effecting changes in store 
layout, full modernization or step-by-step 
improvements. Our readers may procure 
this valuable kit for one dollar ($1.00). 

Just circle the Inquiry Number (Appear- 
ing below this ad) on one of the Reader 
Service Cards between pages 64 and 65 
and you will receive the kit and invoice 
promptly. 

HARDWARE WORLD SERVICE BUREAU 

For Details Circle 51 on INQUIRY CARD 
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bigger profits! wis 

faster turnover! & 

i” GRIES 
| WING NUTS 
~~ CAP NUTS 

dp die cast of 
zinc alloy 

for highest quality 
at lowest cost! 

IN BULK, 

BOXED and 

attractive 

counter 

display 

assortments 

Your customers want 
| quality plus economy! You want 

fast turnover plus profits. Gries die 
| cast zinc alloy wing nuts and cap 

nuts are the answer. Non-ferrous, 

rustproof, corrosion-resistant, with 
clean threads and attractive bright 
finish. Their low cost to you means 

| extra profits! 
Write today for samples, prices 
and catalog sheets. 

World's Foremost 
Producer of 

: : ale GRIES REPRODUCER CORP. 

Small Die Castings 

132 Beechwood Ave., New Rochelle, N. Y. 

Telephone: NEw Rochelle 3-8600 

For Details Circle 67 on INQUIRY CARD 
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Heads-up 
_ Expanded 
Sales 

| Campaign 

Alexander 
Flandreau 

Alexander Flandreau has been 
| named sales promotion and advertis- 
| ing manager of the Winchester West- 

ern Division of Olin Mathieson Chem- 

ical Corporation. Mr. Flandreau, who 

| had been sales promotion manager 

| since 1954, will direct a greatly ex- 

| panded promotion campaign. 

The intensified advertising and sales 
| promotion schedule will push new 
| arms and ammunition recently intro- 
| duced under the company’s arms 

modernization program, and the Win- 
| chester Time Payment Plan, which 

was announced earlier this year. 

Burgess 
Appoints 
Sales 

| Head 

Reeve W. 

Luxmore 

Reeve W. Luxmore has been ap- 
| pointed to the newly created post of 

general field sales supervisor of Bur- 
gess Vibrocrafters, Inc. Prior to his 

| new appointment, Mr. Luxmore was 
handling special promotions for the 

| firm. He will now work with firm’s 
representatives in the various terri- 

tories, supervising and coordinating 

their activities. 

Lauson 

Names 
Sales 
Manager 

Gerald Z. 
Laetsch 

turers of small-horsepower gasoline 
engines. Mr. Laetsch, who has been 

with the firm for the past five years, 
| has been acting sales manager during 

the past year. 

Gerald Z. Laetsch has been named | 
sales manager of the Lauson Com- | 
pany, New Holstein, Wis., manufac- | 

BETTER DISPLAY 
SELLS MORE 

KLEIN PLIERS 

Successful hardware men know 

that the axiom of their business is 

“To sell more—display better.” 
Mathias Klein & Sons now 

offers the hardware trade a new, 

sturdy display that is a self-mer- 
chandiser. Supplied with two 
pairs each of the six most popu- 
lar pliers in the Klein line and 
with a supply of the popular 
Klein-Koat plier handles, this 
display will increase your sales, 
build profits for you. The display 
may be set on the counter or hung 
on the wall and is supplied free 
with an order for pliers and plier 
handles to stock it. 

Klein Pliers are the standard 
by which other pliers are judged. 
Be sure to have this Klein dis- 
play on your counter or wall to 
serve your good customers. See 
your Klein distributor. 

DISTRIBUTED THROUGH 

JOBBERS 

Foreign Distributor: Inter- 
national Standard Electric 
Corp., New York. 

"Since 1857” 

Mathias =e KEE INGE & Sons 

— me 
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Here is the toughest, longest 
lasting, best buy starter cord for 
small gasoline engines, lawn 
mowers, pumps and outboards. 
King Cotton 100% Nylon 
Starter Cord resists wear and 
abrasion and it’s unaffected by 
mold, mildew, oil, gasoline, 
grease or water. 

4 starter cords on a colorful 
plastic bubble perforated dis- 
play card . . . hang it up for a 
wall display or separate for bin 
display. 

Ask your jobber for details. 

King) Coffon corpact 

JOHN H. GRAHAM & CO. INC. 
105 DUANE STREET, NEW YORK 8, N, Y. 
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_ Stuart M. 

Sales 
Head 
Promoted 

Jones 

Stuart M. Jones, who has been vice 
president in charge of sales, has been 

elected vice president of the New 
York Wire Cloth Co., York, Pa., and 

will assume full responsibility for all 

operations of the company’s wire 
products business. Mr. Jones has 

been with New York Wire Cloth since 
1940, starting as assistant to the vice 

president of sales. 

Firm 
Changes 
Name,and 
Ups 
S.M. 

The Eagle Lock Company, Terry- 
ville, Conn., has formally changed its 

name to The Eagle Lock & Screw 

Company. At the same time the firm 
announced the promotion of John 
Regan to vice president in charge of 
sales. Mr. Regan was formerly firm’s 
general sales manager. Officers of 

the firm stated that the new name 

more clearly defines the company’s 
products than did the old name. 

Joins 

Topp- 
Aire 
Div. 

Harold C. 

Marsh 

Harold C. Marsh has been appointed 
manager of the Topp-Aire Division of 
Topp Industries, Inc., Los Angeles. 
Mr. Marsh will have complete respon- 

sibility for sales promotion, sales and 
production of the Topp-Aire division. 
Prior to joining the firm this year, he 
was with National Ventilated Awning 

Company of Dallas. 

“ECONOMY” 
50 tt. only $3.98 

25 ft. only $2.69 

Transparent Virgin Vinyl—in a rich green eye- 
catching color. 

Reattachable Couplings— the only low-priced hose 
with this important feature 

5-Year Guarantee — an outstanding sales point 

in this price range. 

Here's your traffic-builder in garden supplies. 

Ask your Supplex jobber for full details. 

Feature Supplex in 1956. For complete line 

and big 1956 promotion see pages 18-19. 

SUPPLEX CORPORATION, 
t 
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“a thing of beauty is...” 

PUL-O-MATIC® 

CAST BRASS FILIGREE 
CURTAIN SCREEN 

by WILSHIRE 

Our finest 
curtain screen! All solid brass 

* Tubing trim on mesh « 
Cast brass legs * Ornamental 

trim on sides and top. 

You'll be proud to display and sell 

this outstanding curtain screen... 

to retail at $70.00 

4865 San Fernando Rd. West « Los Angeles 39, Calif. 
For Details Circle 57 on INQUIRY CARD 
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IN MEMORIAM 

HAROLD T. CRAIG 
Harold T. Craig, 58, owner of Craig 

and Sons Hardware, Tacoma, Wash- 

ington, died November 15. Mr. Craig 

was born in Sioux City, Iowa, but had 

been a resident of Tacoma for the 

past 50 years. He and his father and 
brothers established the hardware 

store 30 years ago. 

He is survived by his widow, Mrs. 
Helen Senner Craig, and a son, Har- 
old Craig, Jr. 

HENRY L. KORN 
Henry L. Korn, 77, the president 

and one of the founders of the E. 
Gottschalk & Co., department store 
in Fresno, Calif., died at his home in 

Fresno, November 7. Mr. Korn, who 

opened the store 51 years ago with 

Emile Gottschalk, had been president 
of the firm since 1939. 

His only surviving relative is a 
sister, Mrs. Tillie Oecestreicher of 

Fresno. 

GEORGE A. CLARK 
George Arthur Clark, 75, who had 

been associated in the hardware busi- 

ness in Monrovia, Calif., and with the 

Union Hardware Company of Los 
Angeles for 25 years, died at his home 

in Monrovia November 12. 
He is survived by his widow, Mrs. 

Ella Clark. 

perfect target for 

PROFITS... 

SANDVIK 

BOW SAWS 

World’s 

Largest 

Seller! 

Sandvik sci 
ion of Sandvik Steel 

ovins Road, Fair Lawn, N. J 
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FRED M. EVERETT 

Fred M. Everett, 80, for many 
years an executive of the Columbian 

Rope Company, and a director of the 
firm at the time of his death, died 
November 10 at his home in Auburn, 
New York. 

Mr. Everett had the distinction of 
having the longest length of active 
service with the firm, having joined 

the company in 1904 as sales man- 

ager. He became a director in 1910, 
was elected secretary and treasurer 

in 1913, and was named vice president 
of sales and secretary in 1925. He 

was very active in many civic and 
trade organizations. 

JESS L. FETTERMAN 
Jess L. Fetterman, 41, past presi- 

dent of the Seattle Pot and Kettle 
Club, died suddenly in Seattle on Oc- 

tober 19, as the result of a heart 
attack. 

The deceased was president of the 
Fetterman Distributing Company, 

well-known housewares distributing 
organization in the Northwest since 

World War II. The business policies 
of the company will continue as be- 

fore. 

He leaves his widow Helen, daugh- 
ter Susan and son Tommy. 

WILLIAM V. HORGAN 

William V. Horgan, who had repre- 
sented Nicholson File Company of 

Providence, R.I., in the Pacific North- 

west for many years, died at his home 

in Wenatchee on November 4, after 

a brief illness. 
Mr. Horgan joined Nicholson in 

1938. Mr. Horgan’s territory will be 

temporarily served by W. C. Gettemy, 
who represents Nichelson File Com- 
pany in the Rocky Mountain area. 

LAWRENCE D. LOVELASS 

Lawrence D. Lovelass, 50, buyer of 

general hardware for the Yakima 

Hardware Company, Yakima, Wash- 

ington, died at his home in Yakima, 

November 9. Mr. Lovelass, who was 

born in Wyoming, had lived in the 

area for 36 years, and except for one 
brief period, had been employed by 

the wholesale firm since 1920. 

He is survived by his widow Mrs. 

Leona Lovelass, and three sons, John, 

Gerald and Vern Lovelass. 

C. B. SATTLER 

C. B. “Bert” Sattler, sales training 

director for the F. E. Myers & Bro. 
Co., and a company employee for over 
50 years, died December 3. During his 
eight years as sales training director, 

he supervised the training of over 

40,000 persons. 

We sweep the soft 
shoulders, too... 
And APB brooms are more than hair 
brushes that dust the surface. They're 
all designed for heavy duty on 
streets, sidewalks, parking lots, 
warehouses, farms. Take APB’s 
FREEWAY .. . this sturdy broom, 
made of DURATEX plastic fibre, is 
absolutely resistant to the solvent 
effects of petroleum products. Want 
to hear more about APB brooms? 
Call your jobber or drop us a line. 

AMERICAN 
[s\ PUSH BROOM 
EA ES! COMPANY 

114 FERN STREET 

SAN FRANCISCO, CALIF. + ORdway 3-889! 
For Details Circle 59 on mQUIRY CARD 

With the most complete line of 
sprinklers and hose-accessories, 
ALLENCO answers requests for 
an all-in-1 merchandising package. 
It’s called the Cash-Cart Promo- 
tion, featuring the above all-pur- 
pose 2-square-foot display plus a 
complete promotional program 
(including local advertising in 
your town) with a $100 List as- 
sortment of best-sellers! It can 
boost your traffic, highlight your 
whole Summer Tool dept., cut 
handling costs and INCREASE 
SALES. Order “Allenco Cash-Cart 
Deal” from your jobber now or 
write, including his name, to 
W. D. Allen Mfg. Co., a 6. 
Allenco Bidg., Rm. 50 
For Details Circle 60 on eaner CARD 
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WATERFEED 

Box of 20 cartridges $1.00. 

2g 
way watering device. 

surface irrigation di- 

Water soluble cartridge type fertilizer. 2 for- 
mulas, 15-5-5 and 15-40-10. No lawn burn. 

a WATERSPIKE 
| Amazing mode! 553—2 

| Waters overhead or 
| flip valve for sub- 

rectly to roots. 

$4.90 ea. 

‘| WATERFEEDER 
Model 954. Applicator for cartridge 
type fertilizers. Attaches easily to fau- 

cet or hose. Use any watering device. 
Fertilize while you water. $1.99. 

SQUARESPRAY 
Famous model 433. 
It gets the corners. 
Hookup in tandem or 
use to fertilize while 
you water. $2.95. 

PROEN 

PRODUCTS CO. 
9th & GRAYSON + BERKELEY 10+ CALIFORNIA 

For Details Circle 61 on INQUIRY CARD 
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cHICAGo Sc AS 

SILENT EL A. oller Skates 

OUTLAST STEEL! 

Actual tests prove these 

noise-free rubber tire 
wheels outlast steel. 

They roll smooth and 

fast, and absorb shock. 

Foam rubber ankle pads. Oscillating 

trucks have built-in rubber cushions. 

eng, h Ct haley 
4447 West Lake St., Chicago 24, Illinois 
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INDEX TO ADVERTISERS 
(This index is published as a convenience and not as a part of the advertising contract. Every 
care is taken to index correctly and no allowance will be made for errors or failure to insert) 

Note: Figures in parenthesis () refer to 

Inquiry Card Number which can be cir- 

cled on inquiry card on page 64 when 

desiring further information about ad- 

vertisement. 
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W. D. Allen Manufacturing Co. ......... 7 

American Biltrite Rubber Co. ........... 51 
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SPREADER CART 

oe ic, 

JACKSON 
Manufacturing Co, ¢ Harrisburg, Pa. 

Oldest and 
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Meat ame and Screen 

DOOR HARDWARE 
ONE-BORE 

PUSH-PULL LATCH 

Guoranteed quality. Fast appli- 
cation. Easy latching spring strike. 

Now Stock Only 

The { Larsor ] Line 

of 

Sturdy-All Steel “C” Clamps 
No. 654 

It's the Sturdiest— 

Heaviest "C" Clamp Line Made Today 

| Ss = _ _ 4s epee 

} eaniiain ar gate a Ol = —_—_——— 

NO. 80 DOOR CLOSER AND CHAIN PROTECTOR 
with chain hold up spring. Self lubricated ond guaranteed for 10 years, 

Strongest by Test 

5 and Breakproof. De- 
signed with a deep 

jaw. Fine pressure 

threads. The large 

eyebolt permits ex- = ag — me at 

tra leverage j WwwY = ADJUSTABLE 
nt | — DOOR SPRING 

5 Sizes: e) Quick, simple, positive adjustment. Just turn end in 

1", 2", 2%", 3 | | or ot. 
and 4" Also Available— | [IDEAL HINGES | f i ‘ 

N t ; Bom {~ 
Bright Zinc Finish ow Extension Clamps Omi f Plated or Stainless Steel or 

Solid Brass. Available with f 

Write today for colorful literature and prices Bronze Oilite Bearings. and brand New 
write for description, | FLEX-IT DOOR STOP 

price and delivery on these os d on wil deer. 

lo Fe © PE OS OO), GLO ME | 2nd other hordwore items. | ieien inlay oF bom creas as 

STERLING « ILLINOIS | 
seporate base. 

—+ IDEAL BRASS WORKS, INC. 
250 EAST Sth STREET « ST. PAUL 1, MINN, 
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FOR SA LES 

Producing Hardware, Steel and 
Industrial Catalogs 

Call 
Western Catalog Service 

(Established in 1942) 

Catalog compilation and production 
letterpress or offset processes. John 
E. Gardner, Compiler—Tam C. Gibbs, 

Publisher, 2010 Center Street, Berke- 

ley 3, Calif. sa stata 3-2321. 

ACCOUNTS WANTED 

NEW ENGLAND TERRITORY — 
quality line wanted — now represent 
two West Coast manufacturers—21 
years’ selling experience — WITH 
TIME TO DEVOTE TO YOUR 
PRODUCT. Address Box A-865, care 
HARDWARE WORLD, 1355 Market 
Street, San Francisco 3, California. 

INTERIOR DECORATION 
HOME STUDY 

Announcing new home study course 
in Interior Decoration. For profes- 
sional or personal use. Fine field for 
men and women. Practical basic train- 
ing. Approved supervised method. 
Low tuition. Easy payments. Free 
booklet. Chicago School of Interior 
Decoration, 8385 Diversey Parkway, 
Dept. 5511, Chicago 14. 

POSITION WANTED 

Contract Builders Hardware Man. 
Estimator and Salesman would like 
position Western States. Address Box 
A-873, care HARDWARE WORLD, 
1355 Market St., San Francisco 3, 

Calif. 

Announcements in this section are inserted at the rate of five 
cents per word, including address or box number, with a minimum 
charge of $1.00 per issue, payable in advance. Send copy to 1355 
Market Street, San Francisco 3, California. 

ITIES 
FOR SALE 

Hardware and Furniture Store. Excel- 
lent family business, good location, 
prosperous Northern Wyoming town. 
Large trading area. Gross $74,000. 

Inventory approximately $25,000. 4 
year old building, 50 x 130. Can be 

bought or leased. Must retire. Write 

to ‘tT. Bradley, Laurel, Montana. 

GOOD JOB OPEN 

WHOLESALE PLUMBING SUP- 
PLIES for Counterman/Order Desk, 
inside sales and paper work; substan- 
tial independent non-chain house, 
lovely college town Central Calif. Re- 
quires definite knowledge and experi- 

ence w/rough and finish plumbing 
materials, pipe, valves, fittings. This 
position is starting point for fine se- 
cure future for capable, loyal, clean, 

intelligent, reliable man. Write con- 
fidentially full working history, refer- 
ences, family status, availability, 
phone, present salary. Address Box 
A-874, care HARDWARE WORLD, 
1355 Market St., San Francisco 3, 

Calif. 

POLI 2 VICTIMS 

ELIZABETH KENNY 

Bhi FOUNDATION 
NATIONAL HEADQUARTERS + MINNEAPOLIS, MINN. 

Bryan 
Takes 
Over 
Fred C. 
Wood Co. 

Carlton F. 

Bryan 

Carlton F. Bryan has purchased the 
Fred C. Wood Co., San Francisco, as 
of January 1, according to an an- 
nouncement of Mrs. Margaret Wood, 

widow of the late Fred C. Wood. 
Mrs. Wood will work with Mr. 

Bryan in an advisory capacity for an 
indefinite period. Robert White, sales 
representative, and Mrs. Jean Harri- 
gan, office manager for the past 12 
years, have been retained. 

Mr. Bryan was formerly in charge 
of operations for the Fred Roberts 
Co., in San Francisco. Prior to that he 

was associated with Maxwell Hard- 
ware Company in Oakland, California, 
for five years, starting as a salesman 
and then heading the electrical and 
housewares departments, and finally 

buyer and merchandise manager for 
the electrical housewares, garden fur- 

niture, toys, china and brass depart- 
ments for all six stores. 

The Northwest and Southern Cali- 
fornia territories of the firm have 
been dissolved. Fred L. Lestoe, for- 

merly manager of the Southern Cali- 
fornia branch, will take over the ter- 

ritory in his own name. Sam J. Mai- 
zels, formerly Seattle branch manager, 
will likewise take over the Washing- 
ton and Oregon territory under his 

own name. 

Furniture Rest — Pintle Type 

card. 

Adjustable Rubber 
Cushion Glide Bakelite Furniture Rest 

Monopoint Glide Bakelite Caster = 

RUBBER CUSHIONED GLIDES 

One set on a 3-color 

be 7 a 
12 cards in a box. 

ny %. P 
1 4" 

DOMES of SILENCE [OR ALL WOOD AND METAL FURNITURE 

Ask your jobber. If he is not supplied, write 

ROBERT E. MILLER & CO., INC. 
35 PEARL ST., NEW YORK 4, N. Y. 

For Details Circle 66 on INQUIRY CARD 

REGULAR GLIDES 
One set in a 
box. 
12 boxes ina 
carton. 
Sizes—I!/."" é 

Upholstery Nail 

1A" A" 

Be 
Rubber Expander 
Tubular Glide 

Rubber Adjustable Tubular 
Cruteh Tip Spring Type 

HARDWARE WORLD 
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Red Devil makes the best scrapers 

in the world— and advertises them 

to 10 million potential customers 

regularly in Better Homes and Gar- 

dens—-Popular Science—Popular Me- 
chanics—Farm publications and many 

other magazines. 

This creates a big demand for Red 

Devil Scrapers. A demand that will 

mean a bigger turnover—more profits 
with 40% or more discount—when 

you sell Red Devil—-the world’s num- 

ber one scraper. 

Extra easy: storing. All Red 
plow “i Devil wood scrapers have hole 

drilled in handle for hanging. 

Red Devil Super-Sharp high carbon steel 
blades are reversible and replaceable without 
tools or trouble. Blades are available plain 
or serrated—and give you added sales and 
profits when you stock them. 

Your Biggest Profit Line 
with 40% or more discount and 

because they sell faster! 

5" long 

fect for 

CS1—Carbide blade 
lasts 100 times longer. 

RS 23—The NEW RED HED—with RED- 
BLADE which flashes DANGER when open 
Locks, automatically, open and closed 

Red Devil Tools 
irvington 11, U.S.A. 

rer om Seateteest and Glaziers’ Tools Since 1872. 

No. 10 A little gem just 

1” wide. Per 

close work 

A really big 
sellers 

No. 50 Finest spade type 

wood scraper. 9 overall 

length. 2%’ double blade 

No. 9 Sandpaper Holder. Trigge tr zive 

nstant release of sandpaper. This holder make 

yood sanding jobs quick and easy. (N 9A ha 

sponge rubber base for added resiliency and g 

Neo. 8—Pistol grip is 
reversible—gives added 
power and comfort 

No.13—Famous Red 
~~ Devil Jak-Nife scraper 

No. 14 — Super long 
handle — 14” overall 
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Beautiful Best Slew! 
LITTLE BROWN JUGS.E CHESTS) 

4 

4 

N o wonder this is America’s biggest selling line of 
jugs and chests. Each model is a work of art, with smart 
two tone color styling and beautifully sculptured design. 
Typical of the product refinements and developments 
that make Little Brown Jugs and Chests the best sellers 
in the field are the new easy-action latch on the Chests 
and the rugged two-piece construction features of both 
the Jugs and the Chests. 

DUNCAN HINES Grills have taken the “outdoor living” 
market by storm! Their distinctive construction features 
and exceptional quality make them easy to sell. There 
are sizes and models to suit every prospect... each one 
fully approved by Duncan Hines, America’s foremost 
authority on good eating. 

HEMP AND COMPANY, INCORPORATED 
Other Hemp products include the Vagabond line of 
Jugs and Chests completely rede3igned for volume 
merchandising. 

*TM Duncan-Hines Inst., Inc. 
* 2 
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