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Here is a Floor Polisher to answer 

your need for a larger household floor polisher; a smaller, more 
convenient polisher for offices, stores, schools and other buildings. 

The Red Devil FP-34 has twin, counter-rotating brushes 

that scrub, wax and polish a full 16’ swath! Light and easy 

to handle, the FP-34 has a 35 pound pressure on the brushes, 

enough weight to do nearly every cleaning and waxing job. 

Powerful ¥2 H.P. Universal (AC-DC) motor, designed espe- 

cially for this machine, drives the Tampico and Palmetto 

fibre brushes at 400 r.p.m. The polisher is smart steel gray 

with vinyl bumpers on brush and motor housings to prevent 

marring furniture. 

Here is a powerful, useful new Red Devil Floor Polisher 

in a brand new weight and work class at a most reasonable 

price. It comes equipped with scrubbing and polishing brushes, 

clip-on reversible buffing pads and 

reversible steel wool pads. 

Smaller and lighter version of the 

FP-34 — Twin 6” brushes, Universal AC-DC 

motor. Excellent for low-cost rentals. 

smaller home owners. 

+67 00 

Including Tax 

Mr. Dealer! 

This floor conditioning machine will 

do double work for you! A superior 

machine that will be a welcomed 

addition to your group of rental 

machines -- and a better machine 

for large home owners and ‘small 

business men. A perfect middle-of 

the-road floor conditioner 

Products of _ 

fo) 
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Here’s the 

oscillating sprinkler 

that outsel/s 

all others 

by far... 

Swingin Sprays create buyers 
for everything Melnor makes... 

7 and Melnor makes everything: 

NOW! 4 SWINGIN’ SPRAYS 6.95 to 13.95! | BRAND NEW AQUA-DIAL SPRAY CONTROL! | A COMPLETE GARDEN ACCESSORY LINE 
New 6.95 model opens huge suburban am Fingertip dial gives any desired @ Hose nozzles, connectors,. sprinklers, conven- 
market! All models have lifetime lue spray area. New advance now avail- Vs ience items like the famous Stop 'n Flo shut- 
bricated “Perma-Sealed’’* motor unit. ““ able on 3 Swingin’ Spray models. d off and Aqua-Gun hose nozzle. 

MELNOR INDUSTRIES, INC. (Garden Products Div.) 300 DeWitt Ave., Brooklyn 36, N.Y. 
For Details Circle 3 on INQUIRY CARD 
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PORTER 
VINYL Sidi TAPE 

® HIGH DIELECTRIC STRENGTH 

Porter vinyl electrical tapes withstand high voltages 
without breaking down. No. 107 has 10,000 volts 
minimum resistance. No. 110, 13,000 volts mini- 

mum resistance. 

® SAVES TIME 

Quicker than friction and rubber combinations. 

This vinyl tape does the job of both—in one 

operation. j 

@ MAKES NEATER JOBS 

Less bulky for use in terminal boxes and other 
confined spaces. Wraps neatly on cable, wire, 
harness, etc. Adheres readily and contours easily. 

@ LONG LASTING 

Resistant to abrasion, water, acids, alkalies and 

corrosion. Withstands humidity, high temperatures 
and air exposure without losing adhesion. 

PORTER VINYL 
ELECTRICAL TAPE #107 

-008 mils thick 
¥,” x 66’ roll in metal can, 
108 rolls per case. 
¥%,” x 30’ roll, 5 rolls per dispenser, 
100 rolls per case. 
Also in 36 yd. rolls in widths 
from %4" to 3”. 

PORTER VINYL 
ELECTRICAL TAPE #110 

.010 mils thick 

In 36 yard rolls, 

%” through 2” wide. 
Also in widths to 

For steady, repeat business, Porter Vinyl Electrical Tape belongs 

on your shelves. Ideal for use on mass assembly of electrical parts, 

st age junction boxes, switchboards, electrical motors and fixtures. For 
In cartons, 100 rolls - P ' 
per shipping case. extra sales, suggest Porter Vinyl Electrical Tape as essential 

insulation to every purchaser of electrical tools. 

Write for detailed information. 

H. K. PORTER COMPANY, INC. 

QUAKER PIONEER RUBBER DIVISION 
PITTSBURG, CALIF. 

QUAKER RUBBER DIVISION 
PHILADELPHIA 34, PA. 
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Today, more than ever, Home 
Craftsmen are after “professional” 
results. They’re dead earnest about 
their work and they'll buy the tools 
that do the job. Shopmaster offers 
you the complete line of power tools 
that your customers believe in and 
buy! They’re reading about these > 
three headliners in the SATURDAY 
EVENING Post. Get the facts, tie in! 

ler 
Leads the way with 

Your store will be a full- 
fledged power tool head- 
quarters with this Shop- 
master Merchandising Unit 
... displaying the Shop- 
master Saturday Evening 
Post headliners. The DK-98 
Display packs enormous 
selling power into 20 
square feet. 

ee eee 

SHOPMASTER, INC., Dept. 108 
1214 Sovth Third Street ¢ Minneapolis 15, Minn. 

Please send me the Shopmaster Dealer Catalog and the pro- 
motion kit so that I can tie-in with Shopmaster’s SATURDAY 
EVENING POST Campaign. 

NAME 

COUPON eee 
ADDRESS. 

TODAY! te state 
DISTRIBUTOR NAME 
me ee ee ee ee eae ae ae ee 

A Subsidiary of Jones & Lamson Machine Company, Springfield, Vermont, U.S.A. 

td 

He) 
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COMMEN T — 

It's a Gift... That Gets the Profit 

Western retail hardware stores are today, for the most part, 
family stores. 

Mother can find a wide range of housewares, small or major 
appliances, and giftwares. 

The children go for toys and wheel goods. 

And dad, the old standby of the hardware store, can still buy his 
tools, garden supplies and utility items that he has bought for 
years. He and other members of his family can also get almost 
everything they want in sporting goods right at the neighborhood 
store. 

If the family can find so many items that they want at a hard- 
ware store then it is only natural to exploit the whole store as 

a Christmas gift supply source. 

As a rule, gift buyers are not bargain hunters. This makes 
selling in this season produce a reasonably good profit. 

Most stores have been selling special items for gifts, but it has 
been the experience of many stores that almost everything in 
the store has a potential gift appeal. 

The many pages that we have prepared in this issue, show how 
other retailers promote items for the gift-buying season. They 

may help you add to your gift-selling profits this year. 

Still Clem 



NEW- 
Color-Coded Inventory Labels! 

INVENTORY 
CONTROL 

4300] POUNDS 
WORKING LOAD LIMIT 

Instant, visible inventory record of each chain 

grade right on the label. No more time-con- 

suming, back-breaking physical inventory ! 

oo WITH CAMPBELL’S EXACT 

‘MEASURE-MARK 
(Qian peti ONO GN 

Only Campbell gives you a complete program—at no 

extra cost—to make it easy to buy—stock—sell chain. 

EXACT MARKING 

Chain is marked precisely at every five feet for quick, 

easy, accurate chain handling. 

COLOR-CODED IDENTIFICATION 

Color markings identify each grade of chain—in or out 

of the container. Green for "Proof Coil” —Red for "BBB” | 

—Blue for “High Test Steel”—Orange for " | 
Steel.” 

STANDARD PACK 

In each container, guaranteed footage by chain size and 

grade is marked on the label. Standard package cost. 

Get Cot touch with your Campbell representative— 

or write us direct. You'll want the full details on all the 

many profit advantages Campbell offers you! | 
CAMPBELL | 
CHAIN | 

Cam-Alloy 

AVAILABLE ONLY FROM 

CAMPBELL CHAIN Gonsany. 
Main Office, York; Pa. | 

West Burlington, lowa « Portland, Oregon + Sacramento, Calif. 

Makers of the famous Lug-Reinforced Tire Chains 
For Details Circle 6 on INQUIRY CARD 

OUR READERS WRITE 

... to the Editor 

Looks Forward to November 
Issue 

Gentlemen: 

We are in receipt of your brochure 
commemorating your Fiftieth Anni- 
versary. 

Like to say that we have greatly 

enjoyed reading your issues each 

month, the tradition being handed 

down to us by the writer’s father, who 
was the operator of the old Heyman- 
Weil Company. 

We note with interest on one of 
your illustrations that the Wilson 
Toaster refers to the Heyman-Weil 
Company as their distributor, and I 
dare say there may be others that, 
while obliterated, are on the first page. 
We have in our possession catalogs 

and illustrations of many of the old 
time items that were used in 1906 
or thereabouts should you wish to 

use any in your November issue. We 

would be very happy to forward for 
your inspection. 

We congratulate you on your con- 

tinued success and look forward with 
interest to your November issue. 

W. Heyman, 
National Import Company, 

San Francisco, Calif. 

Poetry on the West 

Dear Sir: 

Thanks for running the picture 
taken during my visit to the office of 
Charles G. Putnam organization while 

in San Francisco. My poem below 
will tell you how I feel about your 

wonderful West. 

Eastern Folks, that busy crowd, 

Live amongst the noise, loud. 
Never know the West, so fine, 

Live and die, miss lands divine. 

Some perchance a traveling go, 
See mountains high and valleys low, 

Fertile fields and barren plains, 
Parching suns and sudden rains. 

Here’s to the Coast and the Won- 
drous West, 

That Paradise where life seems best. 
Pray that someday I may see again 
You and your wonderland—auf 

wiedersehn! 

Herman H. Hoffman, 
Sales Manager, 
Utica Cutlery Company, 
Utica, New York. 

We Think So 

Gentlemen: 

Your inquiry card service is a good 
deal for dealers who are inquisitive. 

Jack B. McKenzie. 

HARDWARE WORLD 



New low-priced 
reel type mower 

18” Bel-Mar . . . built 
to give big value and 
sell at truly competitive 
price. 

ALSO... 
HAND MOWERS 
16” 18” SIZES 

The Eclipse Lawn Mower Co., Div. Buffalo-Eclipse Corporation - Dept. 106238 + Prophetstown, Ill. 

OCTOBER 1956 

POWER- ful reasons for selling Eclipse’ 
ACTUALLY 10 GOOD REASONS...BUT ONE VERY 

IMPORTANT ADVANTAGE — IT’S A COMPLETE LINE 

One of the many ways Eclipse works to protect your mower profits is to 

provide you with a wide assortment of mowers: 12 reel, rotary and sickle bar 

power mowers in sizes from 17” to 36” and 9 hand models, too. It’s a single 

convenient source of supply with less clerical and handling expense. And, of 

course, there are other important factors in making Eclipse most profitable: 

price maintenance ...a name that means quality ... excellent discounts . 

years-ahead features . . . practical sales aids . . . good service facilities . . . con- 

venient warehouses... iron-clad guarantee. And never underestimate the 

importance of being able to get repair parts for every Eclipse mower ever made! 

Convenient Eclipse Distributors: 

ARIZONA Son Diego, McBride Distributing MONTANA 

Phoenix, Malico Hordwore Distributors Sen Frencisce, Baker & Hemiten Billings, Winter Hordware Compony 

CALIFORNIA San Francisco, A. J. Glesener Co., Inc. OREGON 

los Angeles, California Hardware - sages: Portiend, May Hardware Company 8 
COLORADO UTAH 

los Angeles, Hardie Manufacturing Denver, Barteides Seed Company Selt Loke City, Porter-Walton Co. 
= Salt Loke Paterson Booch, American Wholesale Seman, Teen, Ss, —— 

©. 
Pico, Co- = IDAHO WASHINGTON 
Stockton, Austin Brothers Boise, Davis Supply Company, inc. Seottle, Hardwere Distributing Co. 

For Details Circle 7 on INQUIRY CARD 
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Headed Your Way... 

&: 

*s 
o* o2,e, 

The Biggest 

MG 
\~ 

CHRISTMAS PROMOTION 
in MILLERS FALLS history! 

—_— 

Never before has Millers Falls offered such a complete and value- SLIP-ON CHRISTMAS COVERS 
packed line of Christmas merchandise. Included are many of the ctuhate te need of k 
most popular Millers Falls tools — as well as a wide choice of par ye 2 Bg Bove 
brand-new, specially designed kits that are loaded with sales as too eae 
appeal. And there are no forced combinations or deals. Order stock package. Slip-ons 
whichever tools you want, in whatever quantities you want. practicable. 
Order now! Order plenty! 

Dyno "MITE Power Workshop 
No. 888 Power Unit 

3-tools-in-1, the unique 
Power Unit is a 300-to-1 
choice for workshop enthu- 
siasts. With a 4.0 amp. 
rating, it packs a full 1/3 
h.p. — comes completely 
equipped as a ¥%” drill, 

ersendet, $4.4 95 
Attachments 

© No. 881 Bench Stand $4.45 ® No. 8811 Portable 18 
> ? Saw 95 
en ea © No. 8814 Drill 

a Press Stand 22.50 
© No. 883 6% ® No. 8815 Speed 

Bench Saw 29.45 Reducer 3.50 

@ No. 886 Jig Saw ® No. 8816 Drill 
Attachment 13.50 ‘ Press Vise 50 

¢ _ No. 8817 Auxiliary 
ee pe tae 2.25 e Spade Handle 

@ No. 889Bench Sander 9.95 pon one elma 
® No. 8810 Bench ® No. 2130 Right 

Grinder 7.95 Angle Drive 5.50 

have been used wherever 

*Designates Gift-Wrapped Tools. 

No. 3888 DYNO’ MiTE Portable 

Power Workshop Kit 

® No. 888 Power Unit complete 

Rubber Pod, three Sending uv ‘a ing > 
Discs, Lamb's Woo! Polishing pis geal 
Bonnet, Reversible Side Han- 

4" ®@ No. 8006 Power Bit Set die and 2” Work Arbor. (6 sizes, %” to 1”) 

® No. 882 Orbital Sander © No. 8819 Fitted Steel Carry- 
Attachment ing Case in silver-gray baked 

® No. 886 Jig Saw Attachment enamel finish. 

A brand new “Dyno-Mite” 
power tool combination . . . 
powerful 4” electric drill with 
direct-mounting jig saw attach- 
ment and sanding, buffing 
and polishing accessories. 

@ No. 1814 4” Electric Drill with No. 2121 5” Lamb's Wool 
Jacobs Geared Key Chuck. Polishing Bonnet 

@ No. 1666 Jig Sew Attachment @ No. 00 5” Garnet Sanding Disc 

@ No. 2111 Rubber Pad Adapter @ Fitted Steel Carrying Case 
@ Ne. 2105 5” Flexible Rubber in baked silver-gray hammer- 

Pad tone enamel. 

No. 5 DYNO" Mire Electric Drill Kit 

A “Dyno-Mite” Drill Kit with 
the three basic things for 
volume Christmas sales: top 
quality, medium price, and 
appeal to all. 

@ No. 814 4” Electric Drill with ®@ No. 2121 Lamb's Wool Polish- 
Millers Falls quick-change ing Bonnet 

chuck, @ Two 5” Garnet Sanding Discs 
@ No. 2105 flexible Rubber Pad @ Metal Carrying Case in baked 
@ No. 2111 Rubber Pad Adapter silver-gray enamel. 

HARDWARE WORLD 



No. 1 

Kitchen 
Tool 
Kit 

A regular 
$12.00 Value 

For Value... 

Eight basic tools that meet a need in every household, nested in 
permanent molded-plastic storage case and priced for Christmas 
giving. 

Set consists of 4” Automatic Drill @ 3” Plastic Handle Screwdriver @ 
Plastic Handle {2 Philips Screwdriver @ Plastic Handle Pocket Screwdriver 
@ Utility Knife with 5 biades in the handle @ Tack Claw @ 7 oz. Claw 
Hammer @ 6-inch Slip-Joint Pliers. 

it’s V-Line 

Twenty-two tools carefully 
chosen to handle 99% of 
the ordinary repair jobs 
in the home. Fitted steel 
case keeps most needed 
tools at hand in a con- 
venient cabinet. Storage 
space provided for extra 
tools and supplies. 

A regular 
$38.00 value 

No. 2 For Valve... it’s V-Line 

Home Maintenance Kit 7 
Kit includes 16-0z. Claw Hammer @ 7-o2z. Claw Hammer @ Tack Claw 
@ %” Nail Set @ Keyhole Saw complete with one wood cutting and two 
mete! cutting blades @ Utility Knife with 5 blades in handle @ 
Combination Square @ 6 ft. Folding Rule @ 4” Hand Drill with Drill 
Point Set (8 sizes, 14” to ''¢,") @ 34%" Awl @ Block Plane @ 4” Plastic 
Handle Screwdriver @ 3” Piastic Handle Cabinet Screwdriver @ Plestic 
Handle Pocket Screwdriver @ Plastic Handle 1 Screwdriver @ 
Plastic Handle /2 Phillips Screwdriver @ 6-inch Slip-Joint Pliers @ 8- 
inch Adjustable-End Wrench @ 10-inch Pipe Wrench. 

SPECIALLY SELECTED HAND TOOLS, ALL GIFT-PACKAGED 

No. 1414 

@ Hock Saw Fram 
$2.75 7 73> 

Ys-Inch Pistol Grip Drill 
Has full 2.0 amp. rating; power for drilling 
%”" in steel and %” or more in wood. 
Operates polishing bonnets, grinding 
wheels and other attachments. No. 1814. 
$27.50 

POWERFUL ADVERTISING 
PLENTY OF FREE TIE-IN MATERIAL 

Millions of advertising impressions will be delivered by 
color pages in the Saturday Evening Post and other leading 
national magazines. And in addition, colorful window 
streamers, consumer folders, and newspaper ad mats are 
available to help you take full advantage of this biggest 
of all Millers Falls Christmas promotions. 

ORDER EARLY FROM YOUR JOBBER 

4 ORDER PLENTY 

Self-Powered Jig Saw 
With full 2.5 amp. rating. Capacity: 1%” 
wood, %” metal. A unique Millers Falls 
design results in greater cutting speed than 
any similar saw. No. 480. $49.50 

Jig Saw Attachment fi 
Fits any %4” electric drill, Complete with y 
2 wood cutting and 2 metal cutting blades, if 
No. 2140. $11.95 

MILLERS FALLS 
TOOLS 

SINCE 

1868 ® 
Self-Powered Orbital Sander 
Light, fast, easy to handle. High-speed 
sanding action with 4500 orbits per minute. 
Sands in any direction without tracking, 
scoring or burning surface. No. 580, 
$49.50 Millers Falls Co., Dept.HW-11, Greenfield, Mass. 
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AMES 

MONONGAH 
leads the world: 

in Featherlite 

shovel sales! 

There are good reasons why the famous 
Ames Monongah Featherlite shovels 
have consistently outsold other shovels 
year after year. The reasons revolve 
around the careful construction with 
selected high quality materials. Blade, 
front strap and back strap are forged 
from the very finest high carbon steel. 
Blade and bottom section of socket are 
carefully tempered . .. straps are all pre- 
formed for insuring uniformity in life 
and balance. Handles are selected grade 
ash, smoothly and attractively finished 
in clear or Burntcote, as specified. It’s 
everything that a shovel should be... 
backed by 182 years of experience in 
fabricating steel tools. 

@ Weight of long-handled Featherlite round- 
point is only 3% pounds 

@Ames Featherlite is the only shovel of this 
weight that meets railroad track shovel weight 
test of 200 pounds 

’ 

AMES 
Since 

1774 

©. AMES COMPANY 
Tool Division, Parkersburg, West Virginia 

Please send me the name of distributor in my 
crea. 

Name 

Company 

; Address 

©. AMES COMPANY City State 

I 
Parkersburg, West Virginia 

Division of McDonough Company 

HW-10 

4 
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——By N. R. REGEIMBAL 

‘ior WESTERNERS 

Chilton News Bureau, Washington, D. C. 

Higher Freight Rates Loom as Transportation 

Industry Seeks Authority to Increase Charges 

Shipping costs for Western hardware dealers and other retailers 

may be on the way up. The transportation industry is again taking 

the first steps toward increasing freight charges. 

Railway Express agency has 
already applied to the Interstate 
Commerce Commission for a 15 
percent surcharge to be added 
to less-than-carload shipments. 
At present, the request is limit- 

ed to shipments within the East- 
ern section of the country. 

Forty-six Western railroads 
have also been considering re- 
questing the ICC for a freight 
rate increase. Major Eastern 

railroads, too, have been discus- 
sing the possibilty of seeking 
rate increases. Amount of the 
railroad rate increases could run 
between 5 and 10 percent. 

This new round of freight 
rate hikes would be on top of 
increases averaging 6 percent 
which all railroads received last 
year. The higher rates are need- 
ed, the railroads say, because of 
rising wage and material costs. 

Most shippers expect that if 

the railroads are granted all or 
part of their requested freight 
rate increase, other segments 
of the transportation industry 
probably also will seek higher 
rates. 

OCTOBER 1956 

WESTERN SALES increase 
between 1948 and 1954 further 
points up booming growth of 
these states. New U.S. Census 

Bureau figures show the 11 
Western states had the highest 
percentage gain in retail sales 
in the country, 38.3 percent, with 
total sales hitting $26.8 billion. 

i. 
IN THE WEST 

Western states also registered 
4,716 lumber and building ma- 
terial dealers in 1954, with sales 
more than $1 billion — 3,100 

stores in the three Pacific States 
had sales of $745.5 million. 

WESTERN BUILDING con- 
tinued to pace the nation in 
1955 . . . Government figures 

show the Los Angeles area led 
the nation again last year in the 

number of new homes construct- 
ed, 103,000 . . . San Francisco- 
Oakland area remained in sixth 
place with 32,000 new homes, a 
13 percent increase over 1954 
. . . Other Western cities in 

the top 50 in the country in- 
cluded San Bernardino, River- 
side, Calif.; Denver, Colo.; 
San Jose and San Diego, Calif. ; 
Phoenix, Ariz.; Seattle, Wash.; 
Portland, Ore., and Salt Lake 
City, Utah. 

SPORTS, recreation enthusi- 

asts flock to state and national 
parks in growing numbers... 
Attendance at state parks hit 

183 million persons last year, 10 
percent above 1954 and 200 per- 
cent higher than 1946—facilities 

for tent camping rose consider- 
ably to keep pace with a 100 
percent increase in camping in 
the last five years, the U. S. 
Interior Department reports. 

HUNTERS, set for good duck 

seasons this fall, need not worry 
about game birds becoming 
“hot” by flying through radio- 
active clouds from atom tests— 
chance of birds becoming harm- 
fully radioactive are remote if 
not virtually impossible, U. S. 
Fish and Wildlife experts say. . . 

Interior Department predicts a 
“good” supply of ducks this year, 
and hunters will have about the 
same number of shooting days 

and bag and possession limits as 
last year. 



NEVER BEFORE... 
a vacuum bottle like this! 

12 

UNIVERSAL 
it’s the beautiful, new 

Prur- -Eudy, 
VACUUM BOTTLE 

with 8 Revolutionary Features! ronan 

MARKET-TESTED 

COLORS 

Red-Orange and Grey with 
Blue-Green cup. Yellow and 
Grey with Violet-Blue cup. 

Here are the most revolutionary new vacuum 

bottles in the 50 year history of the industry. 
Styled in colorful pastel shades, the new 
Universal “Pour-Easy” Vacuum Bottle 

will virtually sell on sight. The 

practical bottom opening for easy 

replacing of glass filler is just one 

of the 8 big new features that 

will place UNIVERSAL first in 

vacuum bottles that really move. 

from $915 

Pours like a pitcher... 

never drips a drop! 

DRIPLESS PLASTIC 

POURING SPOUT 

... easy to clean 
. +. Stays clean 

No. 3380 Quart 
No. 3381 Quart 

4090 Workman’s Lunch Kit No. 3384 Quart 
4091 Aluminum Lunch Kit 2681 Pint with 4 nested cups 

EASY-ON 

EASY-OFF CUP 

Newly designed, 

shock resistant plas- 
tie cup seals tight, 

or comes off just as 
easily with a “twist 
of the wrist.” 

KLEEN-SEAL 

STOPPER 

The new flexible 
stopper makes pos- 
itive seal. Stays 
“sweet,” easy to 
clean. Has tab for 
easy removal. 

BOTTOM FILLER LOADING 
SHUR-GRIP CASE 

Bottom opens for 
quick and easy re- 
placement of glass 

filler. New shock 
absorber mounting 
cuts down breakage. 

Hands won't slip on 

this exclusive“Shur- 
Grip” corrugated 

ease. Play up this 
feature that really 

sells them! 

colorful display 
A real shopper stop- 
per! Holds four pint 
bottles, two quarts, 

workman’s lunch kit. 
See your Universal 
Distributor. 

Hard-hitting, large- 
space ads in Look, 
Oct. 2 (out Sept. 18), 
Life, Oct. 15 (out Oct. 
11) and the Post, 
Nov. 17 (out Nov. 
13), are pre-selling 
millions on exclusive 
“Pour-Easy” features. 
Look for these big ads 
in the “Big 3!” 

LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 

For Details Circle 10 on INQUIRY CARD 
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the insect wire screening 

your customers prefer 

Every year, more and more hardware dealers insist on 
“OPAL Insect Wire Screening . . . no substitute accepted.” 
This is because their customers want OPAL, and only 

OPAL, the wire screening that is marked and measured 
for their convenience and protection. OPAL, too, means 

quality with no premium in price, whether it’s Aluminum, 
Galvanized, or Bronze. 

IN ADDITION ... OPAL Screening offers you the original 

multi-strand re-inforced edge. This adds rigidity, makes the 

screening lie flat, provides extra-strong tacking edge. OPAL 

quality screening complies fully with the Commercial 

Standard CS138-55 of the United States Bureau of 

Standards and Federal Specification RR-5-141a. 

IRE CLOTH COMPANY YORK - PENNSYLVA 

For Details Circle 11 on INQUIRY CARD 
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ABOUT 

PEOPLE 

Veteran 
Arms 
Company 
Employee 
Retires 

George E, 

Pinckney 

George E. Pinckney, assistant to 

the vice president and director of sales 
of Remington Arms Company, Inc., 

retired at the end of July after 44 
years of service. 

Mr. Pinckney first joined the firm 

as an office boy in 1912. Following po- 
sitions carried him into the order de- 

partment and into sales work. In 

1927 he was transferred to the com- 

pany’s Ilion, N. Y., plant as arms 

sales manager. He returned to the 

firm’s Bridgeport offices in the same 

eapacity in 1932, and held that post 

until September 1948, when he be- 

came manager of the Product Sales 

Division. He was appointed to the po- 
sition from which he retired in De- 

cember 1951. 

Horton Moved to Vancouver 

G. Raymond Horton, who was for- 

merly sales representative for Revere 
Ware in Western Canada, has been 
transferred from Winnipeg to Van- 
couver. The transfer was made, ac- 
cording to the firm, to give better cov- 

erage for firm’s copper-clad stainless 

steel cooking utensils in the area. The 
Vancouver sales territory had been 
covered from Seattle. 

Dealer Heads Local Group 

HUNTINGTON BEACH, Calif.— 
Paul Jones, hardware retailer here, 

has been elected chairman of the re- 
tail merchants committee of the local 

Chamber of Commerce. 
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Heads 
Fishing 
Tackle 

Firm's 
Sales 

James C. 
Miller 

James C. “Fishin’ Jim” Miller, has 

been appointed sales and advertising 
manager for the Horrocks-Ibbotson 

Company, fishing tackle manufactur- 
ers of Utica, N. Y. 

Mr. Miller, a well-known fishing 

tackle salesman and outdoor writer, 
has been associated with Horrocks- 
Ibbotson as an eastern sales repre- 

sentative for the past 24 years. He 
was previously associated with the 
Remington Arms Company and Ken- 

Wel Sporting Goods Company. 

Republic Names Distributor 
ALBUQUERQUE — Electrical & 

Mechanical Supply Co., Inc., has been 

awarded a Republic Steel Kitchens 
distributor franchise covering the 18 

New Mexico counties centering about 

Albuquerque. The firm, headed by 
A. E. Hatch, Jr., president, has been 
distributing Republic Kitchens from 
its main office in El Paso, and from 
branches in Odessa, Texas, and Ros- 
well, New Mexico, for quite some time. 

Turner Joins Thomas Ind. 

L. F. Turner has been named as- 
sistant to J. L. Parentice, general 

sales manager, Wright Saw-Electric 
Sprayit Divisions, Thomas Industries, 
Inc., Louisville, Ky. Mr. Turner will 
assist with all phases of operation in 
the divisions. Prior to joining 
Thomas Industries, he was associated 
with the James Manufacturing Com- 

pany of Fort Atkinson, Wis. 

Revere 
Veteran 

Retires 

C. M. 
McCreery 

C. M. McCreery, vice president in 
charge of the three manufacturing 

divisions of Revere Copper and Brass 
Incorporated, retired July 31, under 
firm’s pension plan, according to a 

company announcement. 

Mr. McCreery joined the firm in 
1932 as sales manager of company’s 
utensil sales department and was in- 

strumental in firm’s manufacture of 
an all-copper bird whistling tea kettle, 
and the launching of copper-clad 
stainless steel cooking utensils in 
1939. 

Sales Manager Graduates 

Carl Chase, sales manager of Gries 

Reproducer Corporation of New Ro- 
chelle, N. Y., received his Bachelor of 
Science degree in Industrial and 

Management Engineering after six 
years of night study at New York 
University’s College of Engineering, 
Evening Division. He received at the 

commencement exercises the coveted 
Alfred Memorial Award, given for 
student excellence and personality, 
and his name was on the Honors List 
each year he was a student. 

Motor-Mower Names Rep. 

PASADENA, Calif.—Benjamin A. 
Peters has been appointed a sales 
representative for Motor-Mower Com- 
pany. A manufacturers representa- 

tive since 1953, he will cover Cali- 
fornia, Nevada, Utah, Arizona, New 
Mexico and Colorado. 

HARDWARE WORLD 
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True 
Temper 
Adds 
Dealer 
Service 
Reps. 

C¥ 
Martin 

C. V. Martin has been assigned to 
the far Western States as a hardware 
dealer service representative for the 
True Temper Corporation. 

The firm has announced the forma- 

tion of a special team of six dealer 

service representatives who will op- 
erate regionally under the direction 
of Harold A. Stevens, firm’s hardware 
division sales manager. These men 
will call on retailers to furnish sales 

helps and information on firm’s prod- 
ucts and promotions, and will enable 

firm to improve its service to both 
wholesalers and dealers, according to 
Robert R. Raymond, vice president 
and general sales manager. 

Motor-Mower Names Westerner 

PASADENA, Calif—Benjamin A. 

Peters has been named sales repre- 
sentative for Motor-Mower Company 
and will take over the territory em- 
bracing Calif., Nevada, Utah, Ari- 
zona, New Mexico and Colorado. He 
will be assisted by Clyde L. Proctor 
who is currently working in that ter- 
ritory. Mr. Peters has been a manu- 

facturer’s representative since 1953. 

Scott Names New Sales Head 

Jack Welsch has been named di- 
rector of sales for O. M. Scott & Sons 
Company, Marysville, Ohio, supplier of 
lawn seeds and lawn care products. 
He will make his headquarters at the 
company’s New York offices. 

OCTOBER 1956 

DENVER POT & KETTLE CLUB SEATS 1956 OFFICERS 

MEN WHO WILL GUIDE THE DENVER P & K CLUB FOR COMING YEAR 
indicate by their happy smiles that things are going to be bright and cheerful 
during their administration. Front row (left to right) are: Ist vice president— 

Harlan V. Meyer, manufacturers’ representative; president—Bill Gelder, W. L. 

Gelder & Company. Standing (left to right) are: historian—Robert E. Ander- 

son, Kenneth J. Dahm Company, Inc.; recording secretary—Carl 8S. Long, 

Sylvania Electric Products, Inc.; corresponding secretary—Don Garrett, Rocky 
Mountain News; and 2nd vice president—Harry H. Lipp, National Gift Seal 
Company. Club’s treasurer, Roy J. O’Donnell, from firm of the same name, was 

not present for the picture. 

WAGNER HOLDS DENVER SALES MEETING 

RECENT WESTERN REGIONAL SALES MEETING held by the Wagner 
Manufacturing Company was attended by the group shown above. Seated (left 
to right) are: Lew McCallister; Kenneth J. Dahm; H. H. Waller, Wagner's 
sales manager; Ada Ernest; and Joe Dungan. Standing (left to right) are: 

Sogo 7 Anderson, Jr.; Mr. Edwards; William F. Hendrickson; and Robert 

. Dee, Jr. 

COMING IN NOVEMBER: Hardware World’s 

Golden Anniversary Issue .. . 50 years of Western 

Se iteee— hardware history and development ... Watch for it! 
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Sprinklers of 

SPECTACULAR NEW 

WATERBOB IMPULSE-TYPE SPRINKLER H-740 Outstanding features of new GREEN SPOT Sprinklers 
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DESIGN 

Scovill Manufacturing Company, Waterbury, Connecticut 

Green Spot Sprinklers for ’57 have 

been given a completely new look by 

Design Research, Inc.—one of 

America’s leading industrial design 

offices. From gleaming chrome to 

sturdy, no-tip sled runners, they’re 

the most clean-cut, smartest 

sprinklers ever made! Everyone’s 

a winner—set-ups for big sales 

and profits! 

Advertising and Sales Promotion 

Pre-Sell Your Customers 

Customers will see new Green Spot 

Sprinklers for ’57 in full-color 

and black and white ads in 

Saturday Evening Post and Sunset! 

And there’s more sales support 

from Green Spot via television and 

radio ...in newspaper and magazine 

publicity ... with powerful in-store 
: New Money-Saving Display 

aids ... and through participation in and Merchandise Offers 

local garden club meetings and shows! 

Green Spot @ 
A product of SCOVILL 

For Details Circle 12 on INQUIRY CARD 
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p40) 5 O7-0\' ie 10 ee 40) 88S: TROT LINES 

ee THE aa 
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 

z 7, POLISHED FINE 
._ INDIA TWINE 

INDIVIDUALLY LABELED 

Art. 577 

ART. 577 

No. 24— 485 feet per ball 

Tested break 56 Ibs. 

ART. 578 
No. 36—323 feet per ball 

Tested break 85 Ibs. 

Art. 578 

Packed 12 

K ORDERS OF $ 50.00 OR MORE, FREIGHT ; H PREPAID. Orders of less than $20.00 f.0.b. Mil, Two profitable items that enjoy 
Lawndale, N. C., Van Nuys, Calif., Marietta, Min- r eady sale 
nesota, Dallas, Texas, or Waynetown, Ind. Orders 
of $20.00 to $50.00, freight allowed to $1.00 per 
cwt. Freight prepaid does not include extra charges WHEN YOU DISPLAY THE MIKE LINE 
incurred outside carrier's regular zone of delivery. é Sells / 

4 LAWNDALE, NORTH CAROLINA 
eve an i S ompany 7861 Sepulveda Blvd. Marietta 3104 Gaston Ave. 

Van Nuys, California Minnesota Dallas 26, Texas 
ESTABLISHED IN 1673 Waynetown, Indiana 

For Details Circle 13 on INQUIRY CARD 
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“NAT” STANDS OUT 
with the most complete line 

You can simplify ordering and stock handling, and still sell your customers 

the most complete line of high quality fasteners. National makes it possible. 

Handling is easier with National’s uniform packaging. Labeling is big and bold 
and color-coded for quick on-shelf identification and selection. All in all, your stock 

of National fasteners in the trim red and black boxes makes a much better looking, 

more smartly businesslike fastener department. 
And since the National line is the complete line, it pays to think National when 

you think about saving through one-source buying. ° 
Consider the facts—all the advantages of standardiz- 
ing on National fasteners—and make the National 

line your line, because it stands out in every way. 

Ask Your Distributor . . . He Knows 

NATIONAL SCREW & MFG. CO. OF CAL. ce Re =f 7 
3423 So. Garfield Ave., Los Angeles 22, Cal. OW orsts ig) 7 

Div. of The National Screw & Mfg. Company, Cleveland 4, Ohio : 

CHAINS 

For Details Circle 14 on INQUIRY CARD 
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Invest 25c |! Earn 

ha 196 

Exclus ghet Ane’ xne \ ean bia 

This Fact-Filled Book Shows 
You Step by Step How 
to Sell More of Everything 
in Your Store... 

@ Tested Ways to get more walk-in 
traffic, more trade. 

@10 Basic Reasons why Do-It- 
Yourself Flourishes. 

@10 Automatic Gains for the Re- 
tailer who follows this plan. 

@How to Plan Store Layout to 
Meet Shopping Habits of Your 
Customers. 

@To Sell it Display it: All About 
Displays 

@Personality in Selling 

@ Direct Mail Rules 

@Promotion Kit, furnished by 
i is illustrated and ex- American, 

plained for each type of store- 
promotion, 

Amer 

1 

751000 

ew Book on Merchandising, Selling and 
Advertising tells you how... Written in Plain 
How-To Style by Experts! Send for it now! 
Kenneth Kramer, Managing Editor of BUSINESS WEEK, describes 
this new book as “. . . a kind of post-graduate course in selling, keyed 
to the times, for today’s modern merchant.”’ 

It shows and tells you how to use American rental sanders as a means of 
earning ONE THOUSAND EXTRA DOLLARS of net profit yearly. 

Also—in this unique 48-page sales promotion tool—experts show you how 
to use store layout, window displays, store interiors, personal selling, 
direct mail, telephone directory, store magazines, newspaper, radio and 
TV advertising to sell more of everything in your store! 

It’s something new and inspirational for every retailer and wholesaler . . . 
a new insight on do-it-yourself and how to sell! Send for this down-to- 
earth practical book today! Available only from American! 

PROFIT PROVED 

DO-IT-YOURSELF RENTAL TOOLS The American Floor Surfacing Machine Co 
WORLD-WIDE SALES AND SERVICE 528 So. St. Clair St., Toledo 3, Ohio 

Enclosed is 25c. Please send me your new 48-page illus- 
| trated book entitled “A Tested Retailing Plan For Making 

$1,000 Extra Net Profit Year After Year!” 

cote ome |“ /\ MERICAN quick easy guide to profit for - 
the shirt-sl retailer! FLOOR SURFACING MACHINE co. UM eee eee EEE EE HERE EEE HEHEHE HEHEHE HEED 

‘ ESTABLISHED 1903 Street TOPE PEEEOUEE ECT E ETE E eee Cee eee ee eee eee) 

| Toledo 3, Ohio PETC CUUEEE ee ree) eee BPS. sc ccccocce 

' Cee SEED SEED SOND CRED GREED GHESND GENE GHEE GRE QED CREED GED em OND aE 
For Details Circle 15 on INQUIRY CARD 
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ways 

better 

TO BRING YOU 

BIGGER PROFITS 

1. AVAILABLE NOW IN COLOR-—For Greater 

Sales Appeal! 

2. IMPROVED WITH DUPONT NEOPRENE— 
For Longer Aging! 

3. NEW MONEL CHAIN AND LINKAGE— 

For Non-Corrosive, Trouble-Free Service! 

Korky advertising in Life, The Saturday Evening 
Post, This Week and other Sunday Supplements con- 
sistently reaches prospects throughout the nation . . . 
nearly a million Korkys have already been sold. Now— 
this revolutionary new tank seal is even better—to 
assure you faster turnover and bigger profits! 

Eye-catching new color means greater display and 
sales appeal...the addition of DUPONT NEOPRENE 
means Korky will last far longer...and the new 
MONEL chain and linkage will give years of service, even 
in corrosive waters that would destroy most metals! 

Remember, too—Korky eliminates trouble-causing 
guide arms and lift. wires—-ends the nuisance of leaks, 
gurgles and costly water waste for good. It’s easy to 
install and there’s nothing to get out of order. So mul- 
tiply your profits with Korky—the trouble-free tank 
seal that’s backed by Lavelle’s Unconditional Guarantee! 

LAVELLE RUBBER COMPANY 

424 North Wood Street + Chicago 22, Illinois 

Master Display Carton ot my cost of $10.01 per doz.) 

eS Oe Te Fe 

Address aa 

OC Zone ___ Stote 

Please invoice through my wholesaler, whose nome is: 

Wholesaler Nome 

Wholesaler Address 

For Details Circle 16 on INQUIRY CARD 
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Merchandise Now In The News 

Suse 

130—EXCELLENT GIFT for carpen- 
ters and homeowners is Stanley’s 614” 
portable power saw, which will be 

featured as a Christmas gift item. 
Saw is equipped with a “free-start” 

blade guard that prevents “hang-up” 
and drifting off line of cut. An upper 
guard has an opening allowing the 

operator to see the line of work as 

cut is made. Offers maximum safety 

features.—Stanley Electric Tools. 

131—NICE GIFT ITEM for Christ- 
mas selling, the “Lifetime” metal 
rule is available in 6, 8, 10, 12, 25, 
50, 75 and 100 foot sizes and metric. 

Tapes are flexible to permit measur- 
ing of irregular shapes such as drums, 
corners, etc. Hook at end of tape 
makes it possible to obtain exact 

measurements zero. Tapes are re- 
placeable without tools. Packed one- 
dozen in counter display.—Flash Mfg. 
Co. 

22 

132—“LUXURY PACKAGE” contain- 
ing most popular selling hand tools, 

are individually gift-packaged in a 
distinctively-styled white carton with 
black and gold snowflakes. Box with 

F-56 hammer is lined with rich black 
velour. Tools are visible through an 

acetate window. Other gift-packaged 
tools are Plumb’s sport axe, two styles 
of hammers and two styles of hatch- 
ets.—Fayette R. Plumb, Inc. 

133—DELUXE Fireplace screens will 

be high on the Christmas shopping 

list of many customers. A bamboo 

pattern is hand engraved in gold and 

silver on black top bar of fireplace 

screen. Bamboo design contrasts 

smartly with the polished solid brass 

frame of fireplace screen. Screen is 

available with black or brass mesh. 

Retails at $50.—Wilshire Manufactur- 
ing Co. 

134—GIFT FOR PARTICULAR 
HOSTESS, instant coffee maker has 
a sturdy plastic handle designed to 
prevent accidental burns, gold ano- 
dized aluminum cover, and 22-karat 
gold “sunburst” decorations and gold 
cup markings. Included with coffee 
maker is a wrought iron candle 
warmer base, and brass wind screen 

for outdoor use. Packaged in gift 
type sea-blue and gold carton. — 
Corning Glass Works. , 

135 — CIRCULAR GRIDDLE, recent 
addition to Revere Ware’s famous 

line of copper-clad stainless steel 

cooking utensils, has a 12” diameter, 

a Bakelite handle and stainless steel 

hanging ring. Griddle is in response 

to popular demand for the combina- 

tion of even-heating copper with dur- 

able easy-to-clean stainless steel for 

all types of griddle cooking.—Revere 

Copper and Brass, Incorporated. 

HARDWARE WORLD 
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For additional 
on any item shown on these 
pages, please circle number 
on the Reader Service Card, 
facing Page 64 in this issue 

136—WIDE SELECTION OF GIFTS, 
including 19 Stanley hand tools is 
being offered in individual Yuletide 
dressing. Firm is also assisting deal- 
ers with a colorful 30-inch Christmas 
tree that is sturdy enough to hold 
a number of these tools in their plas- 

tic red or green Christmas stocking. 
Firm is also offering a new “Car- 
Pack,” consisting of pliers, adjustable 
wrench and three screwdrivers.—Stan- 

ley Tools. 

Ee 

137—SPECIAL GIFT PACKAGING 
for BNT Brand English Gardeners 

tool set, is a sea green and yellow 
display box with a Merry Christmas 

band in full four colors. Two sets 
are available in this set-up. They 

are the No. 40, containing a fork and 
a trowel, and the No. 41 set, contain- 

ing a cultivator and trowel. Excellent 
gift item for either sex and for all 
age groups. —John H. Graham & Co., 

Inc. 

OCTOBER 1956 
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138 — “SUPERBA” MASTERPIECE 

CHESS SET, designed by prize-win- 

ning sculptor Peter Ganine, has been 

reproduced in tournament size (King 

4'¥, inches high) and has been crafted 

in solid Melamine. Set is impressively 

packaged and will have wide appeal 

as a gift item. Set is available in 

ivory and black combination and in 

ivory and burgundy combination.— 

Pacific Game Company. 

139— ATTRACTIVELY GIFT 
BOXED, Rocco’s household hand ref- 

erence pads for calorie counting, mix- 

ing drinks, rules for card games, and 

everyday practical use, have a steel 

cover and base and come in a wide 
variety of colors. Boxed with a me- 

chanical pencil, set retails for $1.98. 

Kit comes with 12 assorted pads and 

refills, and includes a free display.— 

Rocco Products, Inc. 

140—TWINKL-TREES, flame-proofed 
visea trees for home decorations, now 

have twinkling lights that flash on 
and off individually. Available in two 
sizes, a 16-inch size in white with 
blue twinkling lights and a 26-inch 

size in either white or green and 
with assorted colors of lights—Glo- 
lite Corporation. 

. 

141— REMOVABLE SLEEVE with 
colorful Christmas motif is offered 
on two Lufkin tape rules and one 

number of long steel tapes. Numbers 
offered are the 10-foot White Clad 
Mezurall and 10-foot White Clad 

Super Mezurall tape rules, and 50- 

foot Banner White Clad steel tapes.— 
The Lufkin Rule Co. 

142—PERFECT GIFTS FOR HAN- 

DYMEN are the two portable electric 
tool kits offered by Black & Decker 
for Christmas trade. Both kits con- 
tain a 4%” drill. In addition to the 
drill, the Saw, Drill and Sand kit 
features a 5” saw attachment and 
an orbital sanding attachment.—Black 
& Decker Mfy. Co. 

23 



MOP UP 
SALES 

--- SOAK UP 

PROFITS! 

WITH THE SELF-SELLER 

THAT MADE HARDWARE 

WEEK, HISTORY! 

DUPONT SPONGE YARN 
Highly absorbent. Holds 

more water. Cleans 

floors faster. Applies 

liquid waxes. Resists 

souring. Won't lint or 

tangle. Stays fresh and 

clean after rinsing. Dries 

floors faster. Longer- 

lasting than natural yarn. 

NATIONALLY 
ADVERTISED 

OX peel ther ee ae INC. 
REDERIC MARYLAND 

COMPACT "SILENT | 
SALESMAN” 

FREE with every 

dozen. Sturdy Shipping 
Carton is a 3-color Dis- 

play that attracts traf- 

fic and sales from three 

sides . . . yet occupies 

floor area only 9”x18”. 
Easy to set up. 

GIFT PRODUCTS 

ce ye 
SS MOSAIC 
ial rr} 

143 — HOBBY -TIME Mosaic Tile 
Craft Kit contains over 625 pre-cut 
tiles, plus everything needed to create 
an attractive 9” x 12” mosaic subject 
ready for framing. Tiles are merely 
pressed on pressure sensitive adhe- 

sive-coated board into printed squares 
to produce the mosaic. Kits are avail- 
able in six subjects: Frolicking Mule; 

Ballerinas; Crucifixion; American 
Beauties; Prancing Stallion; and 
Flamingo.—Hobby-Time Manufactur- 

ing Co. 

DISSTON OFFERS GIFT SET 

Gift Combination of the D-23 Dis- 
ston hand saw and the #3310 Disston- 
Carlson steel tape rule, is being offered 
by Henry Disston Division, H. K. 
Porter Company, Inc. Packed on a 
colorful cardboard sleeve, the saw and 
rule package will be backed with 
national advertising promoting the 
combination as an ideal gift for the 

“do-it-yourselfer” who wants the tools 
that professionals use. 

For Details Circle 144 on INQUIRY CARD 

THOR LAUNCHES CHRISTMAS LINE 

Thor Power Tool Company has 

launched a strong advertising and 
sales promotion campaign in behalf of 
its “Three-Star Christmas Special.” 
The three-tool package, which retails 
for $109.85, consists of the No. 450 

Thor SpeedSaw, the No. 15TK Speed- 
Sander Kit, and the No. 25 Speed- 
Drill. The counter display for each 
of these tools consists of an eye-catch- 
ing red, white and green cardboard 

Christmas tree on which tools are 
mounted. 

For Details Circle 145 on INQUIRY CARD 

FLASH BULBS IN GIFT PACKAGE 

Sylvania photoflash bulbs will be 
offered in an attractive, brilliant red 
aluminum foil carrier during the 

Christmas shopping season. The gift 
pack will contain two sleeves of 
either the Sylvania Press 25 or the 
M-2 bulbs. 

For Details Circle 146 on INQUIRY CARD 
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Weap Up Quick, 

Christmas Sales... 

COLEMAN FOLDING 
CAMP STOVES 

America’s Most-Wanted 
Outdoor Cook Stove 

Oxutsells all other 

makes combined! 
Lights instantly, cooks 

like a home gas range. 
Easily regulated, com- 
pletely safe. Burns 

low-cost Coleman Fuel 
or unleaded gasoline. 

Folds up, carries like 
a suitcase. 2 and 3-burner models, plus 
1-burner Sportmaster. High Stand avail- 
able for two and three-burner models. 

COLEMAN 
FLOODLIGHT LANTERNS 

World’s Most Famous Outdoor Light 

Biggest, steadiest selling outdoor light 
you can stock—and a sure-fire gift item. 
Millions in use and the market keeps 
growing! Instant lighting. Casts 100-ft. 

circle of brilliant light. Up to 10 hours 
service from single filling of low-cost 

fuel. Safe, stormproof, dependable in 
any weather. 7 models, including new 

Coleman Air-O-Lite using snap-in fuel 
cartridge. 

Each famous Outing Pal is the best of its kind. 
and each satisfies an important need for the out- 
door-loving family. Many gift buyers buy them by 
the set. When you sell a complete set of Coleman 
Outing Pals, your customer is fully prepared for 
deluxe outdoor living...and you make a big- 
ticket sale that brings a more-than-handsome profit! 

ORDER FROM YOUR WHOLESALER TODAY! 

COLEMAN CARRYING CASE- 

Only Combined Storage-Table 

Really two pieces of equip- 

ment in one! Serves as 

roomy carrying case. . 

legs, 

utensils or outing gear. Carries like a suitcase. Un- 

folds into sturdy, 

Ideal for outdoor dining, home game or utility 

table. 
year round, 

The famous Coleman Outing Pals will have top 
priority on Christmas shopping lists in every part of 
the nation. More people want Coleman, more 

people buy Coleman, more people use Coleman than 

any other similar outing products on the market. 

Coleman means more outdoors fun to millions...and 

it can mean extra sales volume for you! So stock up 

for extra gift sales now! Be ready for the biggest- 

ever Christmas call for Coleman! 

COLEMAN 
PORTABLE COOLERS 

Newest Outing Pal 

a Top Seller! 

Has 14 outstanding features 

including Coleman exclusive 

lid latch that opens at a 
finger touch . . . seals air- 

tight automatically. Leak- 

proof. Rounded inside cor- 
ners. Lowest “K’’ factor of 

any cooler... holds the cold 

hours longer! No-pinch han- 

dles, no-lose drain plug. 3 sizes. 

CAMP TABLE 

Unit on the Market! 

. holds 

4 stools, food, cooking 

all-steel 28-inch square table. 

A gift that can be used and enjoyed the 

ell the Complete Set— A Great Chance for Greater Profits 

Nationally advertised for 50 years, Coleman prod- 
ucts are pre-sold to millions of prospective custo- 
mers. Your tie-in advertising helps you close more 
sales. Ask for new Gift Displays and ad mats. 
Display the Gunes Pals together - . . demonstrate 
them together . sell them ! Together, 
you and Coleman can have the Christmas 
ales season ever! 

Wichita 

For Details Circle 18 
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makes the difference 

in sales! and in action! 

Utica’s New 

Sehc-0 Look” 
Locking Adjustable 

Wrench 

t _ 

Fiuth- i 

Utica’s SELECT-0-LOCK will add sales magic to your 

tool department. 

There’s no more slipping or resetting with SELECT-0-LocK. Lock 
it—unlock it with one hand. Push the magic button and wrench 
stays locked at the desired position—just like an open end 
wrench. Pull the magic button and it’s a conventional adjustable 
wrench. And it’s built for rugged use—the magic button will not 
accidentally push in and unlock the wrench. SELECT-O-LOCK is 
just what your customers have been looking for. 

The 6, 8. 10 and 12 inch sizes of SELECT-0-LOCK are priced at 
$2.20, $2.56, $3.28 and $4.80 respectively. 

Order from your hardware distributor today and add magic 
to your sales. 

SPATENTED 

THE HALLMARK OF QUALITY 

UTICA DROP FORGE & TOOL CORPORATION 
Utica 4, New York 

A subsidiary of Kelsey-Hayes Wheel Co., Detroit, Mich. 

For Details Circle 19 on INQUIRY CARD 
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Easver to cut 
Mr. Henny Mazzone of Mainline Hard- 
ware, Bala-Cynwyd, Pa., ran test cuts on 
four leading unidentified brands of single- 
strength window glass. Each was marked 

with a letter. He found one brand was 

easier to cut every time. That brand was 
L:O-F window glass (*D’’). Said Mr. 

Mazzone: ‘‘You can sure feel the differ- 

ence . .. this brand is by far the easiest to 
cut’’. This is no isolated case. 28 out of 

30 dealers who tried this “‘blindfold’’ test, 

picked L-O-F. 

Easver TO SELL 

This L-O-F label identifies quality glass 
wherever it is seen. People know this label 
it is appearing 216 million times in 1956 
advertising alone! And every time it ap- 
pears it adds to the already strong prefer- 
ence for L°O'F glass. This preference 
means faster, easier sales for you. 

Easver 
TO MERCHANDISE 

Use this merchandising aid to suggest re- 
placement business for window glass. This 
postal-size card is designed for pre-cold 
weather mailing to customers and pros- 
pects. Order this handy reminder (WG-36) 
now from your Libbey-Owens:Ford Dis- 
tributor (listed under “‘Glass’” in your 
phone book). For further information, 
write to Dept. 69106, Libbey-Owens:Ford 
Glass Company, 608 Madison Avenue, 
Toledo 3, Ohio. 

_ the easy-to-cut WINDOW GLASS 

For Details Circle 20 on INQUIRY CARD 
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HOLIDAY PACKAGING 

No matter how small your store may be, gift wrapping is 

a necessary part of gift merchandising today. Here are 

presented some ideas to aid you in solving this problem. 

Customers Wrap Their Own Gifts 
... While Sales Force at Boulder Store Devotes Time to Selling 

HIGHLY unusual sales asset which is paying 

daily dividends for Dexter Morrell, owner of 

Base Mar Hardware Company, Boulder, Colorado, 

is a convenient “do-it-yourself” gift - wrapping 

table. 

The Base Mar store, centering a new shopping 

plaza east of the Colorado University city, opened 

in mid-June. 

The store features complete self-service, with 

a center check stand, division into six major de- 

DO-IT-YOURSELF GIFT WRAPPING TABLE was made 
from a standard door that was turned on its side and 

fitted with legs. A roll of gift-wrapping paper is mounted 

at each end. Owner, Dexter Morrell, is shown wrapping 

a package at request of customer. 

28 

partments, and can readily operate with a $35,000 

inventory with only three salespeople. 

Proves to Be Store Attraction 

Making an intensive effort to attract “leisurely 

shoppers” and to take full advantage of the 700- 

car parking lot in front, Mr. Morrell has put a 

lot of emphasis on gift wrapping. “It’s a service 

which isn’t available in other hardware stores in 

our area,” he indicated, “our gift department is 

CUSTOMER PREFERS TO WRAP HER GIFT at table, 
which has tape dispensers, seals, ribbons, decorative 

whatnots, scissors, twine, mailing labels, etc., in addition 
to wrapping paper. Owner reports that only about 2 out of 

every 10 gift packages are wrapped by store personnel. 

HARDWARE WORLD 
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one of the largest sections of the inventory and 

is set up to encourage browsing, with a complete 

choice of gifts in a dozen price brackets. We felt 

that the sort of customer to whom we appeal is 

likely to be a frequent gift purchaser, and that, 

of course, gift wrapping is essential. As we had 

expected, we sell a lot of gifts and if we were 

required to drop other operations in order to 

carry out gift wrapping for our customers, there 

would be far too much time expended. Conse- 

quently, we have chimed in with the do-it-yourself 

theme by furnishing complete facilities and en- 

couraging customers to do their own gift wrap- 

ping if they like.” 

The focal point of the gift-wrapping service is 

a broad table, 6x 3% feet wide, in the left rear 

corner of the store. Staunch legs, made from 

wooden dowels and rubber tips, support the table 

which is naturally a door turned on its side. At 

either end, Mr. Dexter has mounted a roll rack 

for rolls of gift-wrapping paper, and spaced 

neatly across the top of the table are tape dis- 

pensers, seals, ribbons, decorative whatnots, scis- 

sors, twine, mailing labels, and every conceivable 

need for both gift-packaging and mailing. 

Because of its size, the table immediately com- 

municates its purpose to every shopper who visits 

the store. “We hoped that customers would ac- 

tually enjoy gift wrapping in this way with no 

restrictions on the service at all,” Mr. Morrell 

said with a smile, “it has worked out exactly in 

Self- 

Selection 

Headquarters 

For Gift 

Wrapping 

Materials 

Takes Up 

Little 

Space 

A BIG SELECTION of ribbons, wrapping papers in rolls 
and flat folds, and packs of assorted tags and seals are 
displayed in this single, colorful stand which requires only 
34 inches of width and 24 inches deep. Flat wraps are 
displayed on top while rolls are in special pockets on both 
sides of unit. All items are price-marked, This merchan- 
diser is made available by Minnesota Mining and Manu- 
facturing Co. 

For Details Circle 210 on INQUIRY CARD 
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that way and we have found that women actually 

go out of their way to do their shopping with us 

simply because they can express originality in 

wrapping their gift to suit.” 

Total investment in the table and facilities was 

only around $25, according to Mr. Morrell. This 

amount includes the gift-wrapping paper and a 

wide assortment of gift boxes of various sizes, 

which are kept in a bin to the right. 

Most Customers Do Own Wrapping 

Only about two out of every ten gift packages 

are wrapped by store personnel and these only 

when a customer confesses ineptness at gift 

wrapping and asks for assistance. In rare in- 

stances, a customer long used to having packages 

wrapped to order simply ignores the self-service 

invitation and asks for professional help. The 

remaining eight of every ten, however, enjoy 

putting our “personalized” gift wrappings, which 

include their cards, unusual designs, etc. 

The effect on sales has been little short of sen- 

sational, according to Mr. Morrell, who has 

watched gift sales during the opening month of 

business far outstrip expectations and listened to 

pleased comments on the part of customers who 

have taken advantage of it. “In today’s highly 

competitive market, any small service such as 

this can suddenly assume real significance in 

building good will,” he said. 

DECORATE YOUR GIFT-WRAPPING TABLE 

GLAMORIZE YOUR OWN GIFT-WRAPPING TABLE 
without too much time, effort or expense. Tack two 1 x 4 
inch boards at ends of table as shown and face with piece 
of plywood or wall board. Paint with neutral shade and 
put on a design of ribbon. Arch a board across top. Make 
attractive sign by pasting different gift wraps on diamond 
shape cardboards and paint letters as shown on both 
sides so that sign is same regardless of how boards turn. 

Suspend by wire. 
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On E of the most impressive holiday sales records 
in southwestern hardware retailing was racked 
up by Bostrom’s, of Phoenix, Arizona, during 
December of 1955, when no less than $200,000 in 
sales went through the store’s cash registers. 

This tremendous volume was the result of color- 
ful, unusual display and intensive newspaper ad- 
vertising and, most important, the development 
of customer service facilities on an “oversize 

scale,” according to W. H. Bostrom, president. 
Putting himself in the customer’s position, Mr. 
Bostrom set up November and December opera- 
tions to “take the nuisance out of Christmas shop- 
ping” and, as a result, his holiday sales volume 
was evenly spread throughout the entire store 
with hardware and sporting goods showing a 
$30,000 volume, toys $40,000, housewares $60,000, 
china, glass, and general giftwares the remainder. 

Thus, the new Uptown Plaza Bostrom’s store cele- 
brated its first Christmas with sales amounting 
to a major slice of the million dollars per year for 
which the store was geared. 

Unusual Decorations 

In sequence, here are the basic steps which co- 
operatively produced such eye-opening results. 
First, Bostrom’s invested $2,000 in Christmas 
decorations, which, instead of following tradi- 
tional patterns, was built around “animation.” 
Featured were two large electrically operated 
animated Santa Clauses, one in the toy depart- 
ment and one in the main traffic aisle in gold 
uniforms. Nodding their heads, waving a friendly 
welcome, and chuckling deeply by means of a tape 
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recorder mechanism within, these two Santas 
were the hit of the Christmas season and insured 
heavy traffic from youngsters. 

All of the Christmas decorations followed a 
theme of extreme modernism with glittering 
stars, the suspended figures of miniature baller- 

inas, suspended lanterns and white flocked Christ- 
mas tree branches pinned here and there through- 
out the store. Colorful window displays set along 
the floor just behind Bostrom’s all-glass front 
were replete with dummy gift packages, showing 

the huge range of sizes and wrapping materials 
which the store offered. 

Heavily emphasized was the slogan, “No Wait- 

ing,” in guaranteeing the Christmas shopper the 
fastest free gift wrapping services (for pur- 
chases of more than $2.50) to be found anywhere 
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LARGE CROWD was on 

hand (left) to see Santa 
Claus arrive at the Uptown 
Shopping Center by helicop- 
ter. W. H. Bostrom, was 
selected by community mer- 
chants to greet Santa upon 
his arrival. 

PATIO GIFTS (right) in 
foreground of picture, were 

heavy favorites during the 
Christmas shopping season, 

as were housewares which 

were located nearby. 

... HAS A GIFT MINE 

General Products and Toy Stock Produce $200,000 Christmas Business 

For Firm During First Year in New Phoenix Shopping Center Area 

in Phoenix. “The general tone of our Christmas 

decorations was subdued,” Mr. Bostrom pointed 
out, “with as little of the traditional red and 
green as possible.” 

Personnel Increased During Holiday 

Next, mindful of the bad effects which lack of 
personnel can have during sudden Christmas 

gift buying rushes, Mr. Bostrom placed no less 
than 62 persons on the payroll through the latter 

part of November and all of December, to aid 
customers throughout the self-service store. This 
“over strength” from a personnel standpoint 
eliminated impatience, walk-outs, and other fac- 
tors which are likely to bring dissatisfaction 
under normal circumstances. Though the store 

was swamped through the early weekends in 

OCTOBER 1956 

December, there were no instances reported in 
which a sale was lost or a customer complained. 

All of the extra personnel, as well as “regu- 
lars” underwent a capsulized training program 
which based the emphasis on store policy, me- 
chanical operation of cash registers, wrapping 
service, bookkeeping, etc. In addition there were 
several hours of sales training with the emphasis 

on lay-away suggestions. 

Lay-Away Sales Way Up 

Lay-away selling, incidentally, worked out so 
well that Bostrom’s 5,000 square foot basement 
was filled to the brim with lay-away packages, 
many of them unwrapped simply because there 

wasn’t time or personnel to handle the enormous 
job. Consequently, the packages were gift- 
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CUSTOMER SELECTION was almost unlimited in the 
housewares section at Bostrom’s new Uptown Plaza store. 

Here in the electrical housewares section, manufacturers 

selling aids have been utilized to give a push to sales of 
merchandise. 

wrapped as they came out of storage prior to 
Christmas. Making this possible was the fact 
that Bostrom’s wisely hired and trained no less 

than ten gift wrappers correctly anticipating a 
heavier than normal number of requests for 
wrapping. 

Ten Gift Wrappers Keep Busy 

A single huge gift wrapping station equipped 

with all essential machines and time-saving 

“gadgets” was set up on the left side of the store. 

Backing up this extensive crew of gift wrappers 

was a $4,000 stock of gift wrapping materials, 

including an elaborate choice of paper, ribbons, 

seals, decorative motifs, etc., which Mr. Bostrom 

feels was unmatched anywhere else in the city. 

Only because of the large number of sales 

people and gift wrappers (10) was the store able 

to breast early December shopping, which set all- 

time records, slowing down in the last ten days 

before Christmas. 

One of the results which had not been antici- 
pated was a complete cutback of the newspaper 
advertising program, after the first two weeks of 
December; this step taken simply because the 
Bostrom management feared a sellout and dis- 

appointments in many lines. 

Practical Housewares Lead as Gifts 

Another change which resulted from early buy- 
ing successfully exhorted by all retail merchants 
in the Uptown Plaza was rearrangement of the 
housewares department to accommodate a larger 
stock and to give more display space to kitchen 
gadgets, pots and pans, and general housewares, 
since the trend was obviously toward “practical 
gifts.”” That this switch succeeded is evident by 
the $60,000 volume which Bostrom’s achieved in 
the housewares section alone. 

Toward the height of the Christmas rush it 
was necessary to break up the gift wrapping ser- 
vice in two separate stations, thus permitting 
larger numbers of customers to be served at once 
all the way around an island-shaped service 
counter. 

The net result was a sales volume $115,000 
ahead of the 1954 record, sold at Bostrom’s pre- 
vious store. 

Toys Produce $40,000 Holiday Sales at Bostrom's 

IGHLY advanced merchandising techniques 
and facilities led to a resoundingly success- 

ful first Christmas season in the new toy depart- 
ment of Bostrom’s. 

Frank Bostrom gave special consideration to 
the toy department in building his beautiful new 
Uptown Plaza store. Toys have been carried on 
a year-around basis in the two preceding 
Bostrom stores; and because of their steadily ris- 

ing prominence in the year’s gross sales records, 
the toy department is intensively highlighted in 
the new store. “There are a lot of reasons” it 
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was pointed out. “First, Phoenix is a resort city 
which draws thousands of tourists each month, 
most of whom bring children along. Then, a 

pleasant climate through most of the year means 
more outdoor play hours for the youngsters. 
Finally, we make a potent appeal to the gift 
buyer, and toys, of course, fit logically into the 
gift classification.” 

The new toy department is 300% larger than 
any of those in previous Bostrom stores, with a 
commanding location in the center rear of the 
store. Displays throughout are elevated, so that 
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the department gets attention from the all-glass 

front. Rectangular in shape, the department oc- 
cupies 40 x 50 feet of space, with its own stock- 

room and receiving room in the rear. Customers 
enter a gateway at the front, 8 feet wide, which 
is flanked by a huge revolving merry-go-round, on 
which top toys of the season are emphasized. 

Inside, separated from the rest of the store by 
shoulder-high counters, toy shoppers find an in- 
ventory 95% self service, on broad gondolas 
which follow supermarket design, and are painted 
in a variety of bright pastel colors. Shelving on 

the rear wall across the width of the department 
is likewise completely open, with “nothing under 
glass.”” Only a few fragile toy items are not on 

self service, following Mr. Bostrom’s theory that 
if a customer can handle an item, it is far more 
likely to be purchased. Wide aisles make certain 
that the customer gets a good look at all of the 

inventory. 

Toy Area Divided into Many "Shops" 

A carefully balanced inventory goes far beyond 
the average toy inventory, even that of large de- 
partment stores. For example, the Bostrom stock 
includes a complete hobby shop, a special section 
devoted to tools and tool kits for “young car- 
penters,” etc. Another specialty section is one 
devoted to electronic toys, a brand new field which 
Mr. Bostrom is developing swiftly in this atomic 

age. 

Sales people carry want books, and will care- 
fully document every request for toys not in 
stock. Weekly recaps of this information will 

help to add new lines as the demand for them 
evinces itself. Also, complete gift-wrapping ser- 

na - 1 

A WORLD OF TOYS were stocked and displayed to help 
account for the $40,000 toy volume done during the first 
Christmas selling period in the new Shopping Center lo- 
cation. This included everything from wheel goods, games, 
stuffed toys, wheeled toys, tool sets, and many educa- 

tional type toys. 
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vice is available for all toy items, with three 
experienced wrappers always on duty. Gift wrap- 
ping is free when the purchase amounts to $2.50 
or more, with charges from 15¢ to 50¢ on lesser 

amounts. 

The toy department was rushed to completion 
in time for the 1955 Christmas season, and was 
exploited by clever promotion. Included were 
quarter-page newspaper ads, radio, a colorful 
ceremony on the 1500-car parking lot in front of 

the store. 

Santa Visits Store Via Helicopter 

First, Santa Claus was announced as arriving 
at Bostrom’s in late November by helicopter. The 
actual flight, with Mr. Bostrom out on the park- 
ing lot to meet the helicopter, drew several thou- 
sand Phoenix youngsters, all of whom, of course, 
were invited to tour the store’s glittering toy 

department. 

Through the Christmas season, averaging one 
newspaper ad per week, Bostrom’s sponsored a 
15-minute radio program, “Santa’s Letterbox,” 
inviting Phoenix youngsters to submit letters to 
Bostrom’s Santa. Prizewinners were awarded 
handsome toys and their letters read on the pro- 
gram one day per week. Incidentally, as the 
month of December wore on, it was decided to 
cut down on all types of promotion radically, in- 
asmuch as the Phoenix hardware store was 

swamped with customers and unable to keep up 
with the demand in several categories. Sellouts 
and emergency rush shipments of toys were com- 
monplace, as the toy department’s cash registers 

rolled up no less than $40,000 sales volume, a good 
share of the total $200,000 sales for 1955’s holi- 
day season. 

ANOTHER VIEW OF TOY DEPARTMENT shows depth 
of display in such things as finger paints, and games, and 

the wide selection. that was offered in wheel toys, scale 
model, junior tool sets, ete. Store maintains a year ‘round 

toy department which is expanded stock-wise during the 
few weeks preceding Christmas. 
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TOOL GIFT SELLING 

Pushing Tools and 

Tool Kits Boosted 

Christmas Sales 

Better Than 36% 

For Denver Dealer 

UTTING maximum merchandising emphasis 
on “Do-it-yourself” hand and power tools for 

the 1955 Christmas season proved successful 
enough at Johnson and Loud Hardware, Denver, 

to increase sales by 36 per cent over the previous 
Christmas. 

In planning the promotion, H. E. Nylander, 
owner of the store, took into consideration the 
fact that many men admire specific hand and 
power tools but do not feel free to go ahead and 
make the purchase. Such “home handy men” are 

ideal candidates for gifts for such tools, how- 
ever, Mr. Nylander indicated and, consequently, 
he banked on this factor when setting up his 1955 
holiday promotion. 

Concentrated on Complete Kits 

The focal point was a 15-foot window which 
was trimmed with gay Christmas garlands and 
wreaths, Christmas tree lights, and which dis- 
played nothing but power tools and hand tools 
through November and December. Heaviest em- 
phasis was on “complete kits” such as electric 
drills with bits, paint mixers, sanders, buffer, and 
other attachments, complete home carpentry kits, 
all-purpose utility hand tool kits, already “pack- 
aged” in convenient metal or wooden boxes. 

In the center of the display a sign pointed out 
“Ideal Gifts For The Handy Man!” Each of the 
56 hand tools shown was completely described as 
to purpose, manufacturer, and price, on every 
price tag through the entire display. “We set up 
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FOCAL POINT for Christmas promotion on tools was this. 
15-foot window. Nothing but power and hand tools were 
displayed in window during November and December. 
Heaviest emphasis was on complete kits ef tools in 
various price ranges. 

the program on the basis that we would be sell- 
ing many women who know little of tools,” Mr. 

Nylander indicated, “by giving the customer some 
concrete idea of the use of each tool we found that 

closing the sale was far easier.” 
Sales approach, particularly where women were 

concerned, was to ask what type of home repairs, 
hobby crafting, etc., the man in the case was in- 
terested in. This led to narrowing down to a 
specific tool kit or group of tools, which were then 
sold to the customer with the promise that any of 
them could be exchanged or brought back. This 
offer, of course, built a lot of confidence and 
helped to sell even the most dubious shoppers. 

Many Sales are Big Ticket Items 

Outstanding success was produced with power 
tools with quarter-inch electric drills, electric 

sanders, soldering irons, electric hand saws, and 
complete drill-kit chests leading the parade. On 
one day, for example, Johnson and Loud sold four 

$59.00 electric hand saws to women customers. 

“A lot of our customers were surprised to find 
that a lot of our Christmas promotion was con- 
centrated 100 per cent on tools,” Mr. Nylander 
said. “We countered by simply asking whether 
the customer had not heard husband, brothers, or 
men relatives, mention tools they would like to 
own. In almost every case the answer was ‘yes,’ 

which gave us the opportunity to go ahead with 
the sale.” 
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YOU CAN SEE FOR YOURSELF in this section how many dealers made 

the 1955 Holiday Gift-Selling period pay off. Some store owners have the 

money to make a splurge on decorating the store and putting in attractive 

windows. Others achieve the same effect by ingenuity and originality. 

No matter what, you can attract attention to your store as gift head- 

quarters by having a good selection, and putting all of it out on display in 

a neat fashion. Dress up the store in holiday attire, advertise your wares, 

get your sales force enthused and away we go for one of the biggest years 

in gift selling in hardware stores. 
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REINDEER, with flashing red nose, dominated this tree- 
trimmed window at Hull Bros. Hardware, Redwood City, 

Calif. Featured on a blanket of snow were such typical 
gift items as a beribboned electric roaster, serving cart, 

fireplace accessories and an assortment of kitchenware. 

OCTOBER 1956 

SPECIAL CHRISTMAS WINDOW for quality watches, 
clocks, and thermometers and barometers, was represen- 

tative of a much larger inside display at Palo Alto Hard- 
ware, Palo Alto, Calif. Silvered leaves and colored orna- 
ments on trellised wall imparted Christmas touch. 
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ARTIFICIAL BRICK FACADE 
(above) formed the background in all 

windows of Turner Hardware Com- 
pany, Modesto, California, store. Piled 

in front of the facade, which gave the 

impression of one huge Christmas 

chimney, were many gift items. 

CHRISTMAS EFFECT was created 
in this window at Ernst Hardware 

Company, Bellevue, Washington, by 
using cotton, and white and silver 

paper on floor and steps of window, 

and through use of striped columns in 

background to suggest candy canes. 

Garlands and “Season’s Greetings” 
signs inside store, also served as 

background for window. 

BENCH AND SMALL POWER 
TOOLS were featured in this corner 

window at Blair Hardware, San Mateo, 

Calif. Against a “Merrie England” 
background, merchandise was display- 

ed on glass shelves supported by 

Christmas-ey “candles.” Rifles dis- 
played on pegboard sidewall of win- 

dow were aimed right at customers. 
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Windows 

PRACTICAL GIFTS to delight the 
housewife were featured in this win- 

dow at Hull Hardware Company, Red- 

wood City, Calif. Dashing through 
shrubbery at one end was “Rudolph 
the Red Nosed Reindeer,” and in the 
background was a white framework, 

with broad bands of wine-colored rib- 
bon stretched across it, to which sil- 
ver sleigh bells were attached. Mer- 
chandise in window included refriger- 

ators, waffle irons, percolators, toast- 

ers, and many baking dishes. 

FOR A WARM GIFT, the San Pedro 

Hardware Co., San Pedro, Calif., sug- 

gests fireplace equipment in this win- 
dow. The half-back window was hung 

with garlands of tinsel and green-and- 

red crepe paper. Four complete fire 
sets were shown, along with gas logs, 

brass wood baskets, bellows, iron wood 
baskets and scuttles. 

OCTOBER 1956 

DECORATIONS for this window at 
Sparks Hardware Company, Vancou- 

ver, Washington, consisted of a large 

white frosted wreath which framed a 
large card which read: “Sparks Co.— 

Your Christmas Store.” Displayed on 
a low, red platform were platters, 
trays and covered dishes. 
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HAND PAINTED WINDOW, drawn 
by a local high school girl, gave plenty 
of Christmas atmosphere to this win- 
dow at Rollins Hardware & Variety, 
Portland. Drawing was made by a 
member of a high school art class as 

part of a contest sponsored by district 
merchants for best window drawing. 

Small reindeer and display of toys 

completed window. 
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ANIMATED CHRISTMAS SCENE in 
window at Olympia Supply Company, 
Olympia, Washington, had a Santa, 
seated in his sleigh behind a single 

reindeer. The head of Santa and the 
reindeer were hooked-up so that they 
moved to provide the animation. Win- 

dow was finished off with cotton base, 
gift wrapped boxes, miniature trees, 

and painted snowflakes on window and 
background. 

GIFTS FOR ALL MEMBERS OF 
FAMILY were displayed in this win- 
dow which was dominated by a busy- 

looking Santa and a foot-wide, single 
snow flake, at Cartwright’s, Sante Fe. 

A background of snow-covered homes 

was used, with main holiday designs 
arranged high on window, where they 

would not conflict with window-shop- 
pers’ view of displayed merchandise. 
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Windows 

MERRY CHRISTMAS, interposed 

with face of Santa Claus, is sur- 
rounded by stars on window, and 

stepped-up candles, to provide the 

Christmas spirit in this window at 
Grauer’s Gresham Hardware, Gres- 

ham, Oregon. Housewares and dolls 
were displayed on shelf at base. Toy 
fixture inside store forms backdrop 

for window and adds to Christmas 

atmosphere. 

“KEEP ’EM LOOKING” was the idea 

behind this Christmas window at 

Ratto Hardware, San Francisco. Let- 

ting merchandise speak for itself, 

owner A. M. Onorato, crammed nearly 

$3,000 worth of merchandise into win- 
dow, and decorated it with a few over- 
head chains of gay tinsel streamers. 

WIDE LOCAL ATTENTION was at- 
i tracted to this window at Conine & 

Haydock Homewares, Redwood City, 

Calif. Silver tubing and scrollwork 

supplied the background, and the dis- 
play was dominated by a large white 
carriage-lamp type ornament. Home- 

ware and gift items, bedded in arti- 

i ficial snow, were sprinkled with color- 
ed confetti. 
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TWIN CHRISTMAS WINDOWS, one 
with “Gifts for Him” and the other 

with “Gifts for Her” were featured at 

Dimmer’s Hardware, San Francisco 
last year. Tools dear to the heart of 
every do-it-yourself addict were fea- 

tured in the window for men. 

“GIFTS FOR HER” window at Dim- 
mer’s featured electrical appliances 
and housewares designed to make life 

a little easier for homemakers. Deco- 
rations in both windows at Dimmer’s 
were limited to cut-out figures of 
Santa, crepe paper mounted at top of 
windows, and of course, the signs des- 

ignating one window for “Him” and 
one for “Her.” 
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TOYS, WHEEL GOODS AND 
SPORTS MERCHANDISE was fea- 
tured in this Christmas window at 

Fredericksen’s Hardware, San Fran- 
cisco. Prices were prominently shown 
on all items, making it easy for win- 
dow-shoppers to choose an item that 

fitted their budget and one that filled 
the bill for someone on their gift list. 
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LARGE CHRISTMAS WREATH, covered with bright ornaments, and a glit- 
tering “snow” cover on which merchandise is displayed, informs the passer-by 
that here is a place to buy gifts. Gaily-wrapped gift boxes placed in window 

with merchandise adds color to the display at Turner Hardware Company’s 
Tracy, Calif., store. 

CORNER WINDOW at Grauer’s Gresham Hardware, 
Greshman, Oregon, was filled with traffic appliances, and 
decorated for the Christmas trade by use of stars on 
window, crepe paper streamers running from top of 

window to floor, and by adding twin rows of candle decora- 
tions. Centered in display (behind corner molding) was a 

small pedestal with colored balls and small figure of an 

angel mounted on top. 
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LOTS OF MERCHANDISE is the theory behind this 
Christmas window at Barker and Brandt Hardware, Mo- 
desto, Calif. Decorations, a wreath on mirror above fire- 

place, equipment, a panel depicting Christmas scene, and 
pine cones, are kept in background. Featured in window 

were power tools, hand tools, fireplace equipment, a veloci- 
pede (to indicate that store carried children’s toys) and 
other practical gifts. 
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ALUMINUM FOIL covering shelves 

and partitions provided holiday at- 
mosphere for this display of small 
housewares at Fredericksen’s, San 

Francisco. Each item was clearly 

price marked for easy customer selec- 

tion. 

SPOTLIGHTED DISPLAY of colored 
glass against white satin met the eye 

of Christmas shoppers going down 
the narrow stairway to the china and 

glass display at Price Hardware, Twin 
Falls, Idaho. Stairway, about two- 
thirds of the way back in store, was 
effectively marked by an eight-foot 
Santa Claus cut-out figure at the rear 

of the stairwell. 
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Special Gift 

Dealers Find Promotional Efforts 

During Christmas Selling Period 

Are An Excellent Way to Lift 

Overall Volume for Year. 

BASEMENT DISPLAY in Prices 
china and glass department featured 
this table setting complete with china, 
silver, stemware and linen cloth. Cen- 

ter of the table was an elaborate pine 
cone and greenery arrangement mark- 
ed at each end with tall candles. Spot- 
lights placed in overhead fixtures gave 
dramatic emphasis to the various sec- 
tions of the basement display during 
the Christmas selling period. 
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Selling Spots 

HOUSEHOLD APPLIANCES  dis- 
played on a wall fixture near the 

“Home Decoration” fixture (left-cen- 

ter), at Dimmer’s Hardware, bene- 

fited from the close association. Har- 

old Abrahams, owner-manager, stated 

that he believes it well worth while 
to put in a bit of extra effort to lure 

holiday trade. 

ELECTRICAL GIFTS were high- 
lighted on this carousel at Jackson 

Furniture Company, Oakland. Bright 

colors on canopy as well as horses 

on base help draw attention to this 

special fixture. Manufacturers’ sell- 
ing aids were used in center of display 

with merchandise grouped around 
them. 

OCTOBER 1956 

41 

FESTIVELY DECORATED  DIS- 
PLAY of Christmas tree lights and 

home decoration items, greeted cus- 

tomers as they entered Dimmer’s 

Hardware, San Francisco, last year. 

Harold Abrahams, owner - manager, 

attributed the fixture with providing 

the right atmosphere for gift buying 

as well as serving its purpose as a 

home decoration center. 
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Gift Selling 

Decorations 

and Fixtures 

Dealers are finding it well 
worth while to put in special 
fixtures, if necessary, and to go 

all out in store decorations to 
attract their share of the enor- 
mous business during the months 
of November and December. In 
some instances it merely re- 

quires the expenditure of a few 
dollars to decorate the entire 
store with foil as shown in pic- 
ture at upper right. In other 

cases the special Christmas ef- 
fect can be achieved by borrow- 
ing a special fixture that adds 

class to some particular mer- 
chandise as shown in picture at 
lower left. 

FOIL SNOWDROPS, in a myriad of shapes and colors, add sparkle to Turner 

Hardware Company’s Tracy, California, store. Some 300 of these baubles, which 
cost approximately 75 dollars for labor and materials, were used from front to 

back of store to create an atmosphere of gay festivity and to set the scene 

for gift buying. 

SPECIAL HOLIDAY SETTING, for china, glass- 

ware and pottery at Burlingame Hardware, Port- 

land, was this perambulating display supplied by the 
Hager Pottery Company. In addition to being a 

convenient way to display this type merchandise, the 
fixture attracted attention itself, and added to beauty 
of items displayed. 

ADJACENT TO PERAMBULATING DISPLAY at 
Burlingame Hardware, Portland, was this display of 

electrical appliances and kitchenware. Christmas set- 

ting was created by mounting a small cut-out Santa 
figure on top of fixture, and by “Merry Christmas” 
sign inside store. Window was then filled with a wide 
variety of selected merchandise. 

HARDWARE WORLD 
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TOYS... sates sumpers 
Hardware Dealers can anticipate record toy sales from now on. 

This is based upon a 45 percent national population increase since 
1945 in the 5-to-13 age group. But, this increase is even greater 
in the West due to higher birth rates in this region and to heavy 
migration to this area. 

we re ES ETE 

Size of America’s toy business is reflected in 
the 1955 gross figure of $1,250,000,000 as re- 
ported by The Toy Manufacturers of the 
U.S.A., Inc. This was up 15.2 per cent over 
1954 figures. 

It was estimated that 33,600,000 of the 42,- 
000,000 U. S. families purchased one or more 
toys as a Christmas present. The average ex- 
penditure per family was expected to be in 
excess of 31 dollars. 

As an indication of what type toys this one- 

and-a-quarter billion dollars will be spent for, 
the Toy Manufacturers reported that during 
1956 nearly 30 million non-riding autos and 
trucks will be sold; over six million bath toys, 
play pen toys, rattles, teethers, exercisers and 
stacking toys will move across retail counters; 

and nearly 75 million dollars will be spent on 

craft, art, education and science toys. The popu- 

larity of wheel goods and roller skates is testi- 

fied to by the fact that over 60 per cent of the 

boys in this country between the ages of 8 and 
18 own a bicycle; and that 60 per cent of the 

nation’s children in the five to nine age group 

will own a pair of roller skates this year. 

The small fry, in the two to six-year age 

bracket, are the greatest consumers of the 

American toy industry. Representing 36 per 

cent of the child population, they received dur- 

ing 1955 some 144 million toys, or 50 per cent 

of the playthings sold. Toys for these pre- 

school boys and girls accounted for 49 per cent 

of the retail toy dollars. 

effort in concentrated merchandising of a 
single toy item is a policy which has paid excel- 
lent dividends for the toy department of Nevada 
Hardware Company, Las Vegas, Nevada. 

Under the plan, each of the store-wide sales 
contests is run on a “surprise basis” and covers 
every department. The event is planned around 
a specific item, but no news of the forthcoming 

event is circulated among sales people until the 
actual morning when the contest begins. 

Under the plan, if the item chosen is small, 
such as a toy truck, small doll, game, etc., each 

sales person in the store is furnished a sample 

of the toy, to be carried in handbag or pocket, 
with instructions to show it to each customer and 

to sell it in addition to the basic sale. 

Contest results are tabulated on individual 

cards, divided into columns, in which the sales 
person makes a record of each sale. To make 
sure that there is no “hedging” each sales person 
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Contest . . » MOVES Toys 
TIMULATING sales people to expend greater must present his sales card to another sales per- 

son, who initials the transaction as bona fide. In 
this way the exchange of information on tech- 

niques, effective methods of presenting the item, 

etc., helps to benefit volume. Some of the sales 

contests where a slow-moving or particularly ex- 

pensive item are involved, are allowed to run for 

a week. Others may extend 48 hours, 72 hours, 

ete. 

At the end of the contest period, all of the re- 

sults are posted on a bulletin board. The prize 

given is usually some worth-while item from the 

store’s inventory. The presentation is made with 

the staff assembled, and the methods by which 
he or she won the contest examined in the light 

of competitive interest. 

One of the chief virtues of short, snappy con- 

tests of this variety is that it gives everybody an 

equal chance. To date, most contests have been 

won by a different person. 
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Owners Like Profit Picture 

and Traffic Pulling Power 

of Toys 

HERE’S nothing timidly experimental about 
the toy merchandising program of Olympia 

Supply Company, a small city hardware store 
with a big city toy department. 

To owners Milt, Ben, and Percy Bean, toys are 
one of their major departments and they receive 
a correspondingly major share of their merchan- 
dising attention and effort. That effort is by no 

means limited to the four or five weeks before 
Christmas. 

“Toys not only build excellent additional dollar 
volume but they bring in dollar-bearing store 

traffic that results in sales of other merchandise 
as well,” says Milt Bean. “My brothers and I 
know that our giftware department, for instance, 
would not be nearly so successful if we did not 
have toys to attract the shoppers to the store. 
That is particularly crucial to us, since we are 
located several blocks outside the city’s main 
shopping center. 

“The importance of toys and other gift mer- 

chandise to us may be indicated by the fact that 
30 per cent of our total yearly sales are made in 

the two months of November and December.” 

Olympia Supply Company is in the same com- 
petitive situation as are most small city hardware 

stores, in that they must compete with dealers in 

nearby big cities. Olympia, Wash., is a city of 
about 30,000 population located only 30 miles 
from Tacoma and 60 miles from Seattle, with its 
population of over half a million. Many local 

people go to these larger cities to do much of their 
Christmas shopping. 
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Start Christmas Promotion Early 

For that and other reasons, the Beans get 
their Christmas toy stock out early, even before 

November. 
“Our first move is to put together our model 

train lay-out back of the window, about the first 
of October,” says Milt Bean. “About the middle 
of that month we start building up our toy stock 

and have our full Christmas display on the floor 
by the first of November.” 

Besides giving them the jump on their big city 
competitors, this early toy display makes a num- 
ber of lay-away sales for them that they would 
not otherwise obtain. They have apparently 
gauged their customers’ buying habits accurately, 
since the largest part of their toy sales are made 
in November. Largest giftware sales are made 
in December. 

Ordering and inventory control are two crucial 
problems in building up good toy sales, Mr. Bean 

points out. He and his brothers maintain a toy 
stock that is comparable in variety to that found 
in most big city department and hardware stores. 

Place Initial Orders Early 

“We start our Christmas season with an inven- 
tory of about $10,000 in toys at cost,” he says. 
“Most of these are ordered in June, in maximum 
variety and minimum necessary depth. Since it’s 
impossible to estimate how well a new item will 
sell, we order in minimum quantities here, often 

only three and never more than six. With staple 
items such as Monopoly that have a steady sale, 
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we may order as many as 24. We then re-order 

as needed as the season progresses. 

“Because you never know when an item may 
suddenly ‘take hold,’ we keep close check on our 
toy inventory and take stock every day during 
the Christmas season. We re-order immediately 

those items that we need, to get delivery on the 
fellowing day.” 

The model train lay-out has been a first-rate 
promotional device for toy sales in general, and 
was put together by Milt and Ben Bean one 
summer. It would be worth while even if they 

did not sell a single piece of model train equip- 
ment, they say; and of course it is an excellent 
promotional device for that. One train sale adds 
substantially to the day’s dollar volume. 

The lay-out is made in four sections with de- 
tachable jumpers underneath. Accordingly, it can 
be taken apart and stored in the warehouse out 
of season. It has three separate tracks with 
trains, with appropriate scenery and switching 
arrangements. In evenings in particular, the 
trains in operation draw an enthusiastic audience 
of youngsters. They are set up so they can be 

turned on and left running without requiring con- 
stant attendance. 

Simple Set-up Used for Lay-Aways 

The store’s method of handling lay-aways is 
accurate and simple. Accounting for the lay-away 
purchases is kept completely separate from other 

SMALL CUSTOMER stands on raised platform to get a 

better view of the 3-track model train layout. Milt Bean 

throws the switch that controls the operating models. The 

base is in four-sections for dis-asembly. 
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book work, but it is handled much like an open 

account purchase. Record of payments is kept on 

a 914 x 4 inch envelope which is printed on one 
side for entering the customer’s name with dates 

and amounts of payments. 

An initial payment of one dollar holds any pur- 

chase, and the customer may pay as much and as 

often as he wants. The sale is written up on the 
store’s regular invoice form, in triplicate. One 
copy goes to the customer, another to the oifice, 

and the third is placed in one of the special 
envelopes, on which the customer’s name a.d 

address are written. The article is placed in the 
lay-away storage section on the balcony. The 
envelope is placed in a special file with envelopes 

for other lay-away purchases. 

Occasionally customers will forget and even 
less often they will change their minds. On 
December 15, therefore, they call all customers 
who have not made any further payments, to re- 
mind them about their purchases. Since they 
started handling lay-aways this way in 1949, the 
firm has had only two cases where buyers failed 
to complete the transactions. 

The firm also finds it profitable to handle toys 
year ’round as well. Inventory is maintained at 
about $2,000, which is sufficient to give them an 
unusually well rounded stock of staple toy items. 
Toys then are displayed in a rear corner of the 
sales room, occupying about a third as much space 

as they take up during Christmas. 

SIGN PLUGGING STORE’S LAY-AWAY PLAN is lo- 
cated in center of large selection of toys and games for 
youngsters. Decorations for the most part are provided 
by suspending tinsel and ribbons from an overhead wire 
that holds sign. 
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Toy Shop Opening 
Schedule: October 27—November 9? 

OBJECTIVE—An early opening of the toy de- 
partment is advisable particularly to stimulate 
lay-away sales. 

WINDOW—A very startling window can be 
made quite simply and inexpensively. Use white 
sheets or muslin curtains as back drop to win- 
dow and open in diamond shape as shown. A 
printed Santa Claus face on paper can be used 

or you can use three-dimensional plastic type that 
are available to hang at the top of the diamond. 
At the bottom place red cloth or paper. Use white 

garden gloves with wire inside to stiffen them into 
position. From there on you’re on your own in 
placing various types of toy items on the floor of 
window. 

IN-STORE DISPLAY — Illustration (Fig. 1) 
shows a treatment of a wall section in your toy 

department using an arched piece of plywood with 
all types of toys on the arch. Use a red bow and 
a gift wrapped box for the identification sign. 
Print toys on one side of box. The same treat- 
ment can be used on gondolas in the department 
and display the type of toy items on that par- 
ticular gondola. 
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ADVERTISE YOUR TOY OPENING IN YOUR 
FAVORITE MEDIUM. If you don’t have a real 
Santa Claus to give out candy or other gift items 
to the youngsters, you can offer some such give- 
away to all children entering the store with their 
parents on opening day. 

MORE MERCHANDISE AND LESS TINSEL was the 
Christmas theme at Moreland Hardware, Portland. The 
theme was carried throughout the store, as well as decora- 

tions of windows such as display above. Emphasis on mer- 
chandise didn’t preclude the use of signs spelling out 

“Season’s Greetings” or the use of limited number of 

Santa Claus figures. 

HARDWARE WORLD 



FROM THE FRONT DOOR of Me- 
Namara’s Toyland, entering customers 
can look over the low fixtures for an 
impressive view of the entire shop. 
Not shown in picture is left wall sec- 
tion, which extends entire length of 
building. This department is pro- 

moted with newspaper advertising 
during Christmas selling period. 
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OVERHEAD SIGN, featuring a large 

rocking horse and firm’s name leaves 
no doubt in the mind of the street 
traffic that McNamara’s Hardware, 
Merced, Calif., have a Toyland shop 
all year long. Next door to toy shop 

(large glass windows) is located 
store’s sports shop. Each has separate 
outside entrance. 

CAROUSEL OF TOYS at MeNa- 
mara’s is located toward rear of Toy- 
land, and near the large entrance from 

the main store. McNamara’s toy de- 
partment was formerly located in the 
upstairs section of main store, but 

was moved into this separate, but 
adjoining building, last year. 
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TOYS 

“SHOOT IRONS” of almost all sizes 
and shapes are shown on this wall 

panel at McNamara’s, along with 
holsters, belts, cowboy hats and as- 
sorted regalia considered appropriate 

by junior badmen. Samples are 
mounted on Pegboard panels, with 
stock neatly stored underneath. Store 
does big year-around toy business. 

; ; WIDE ASSORTMENT of “Story 
eee ee Book” dolls are shown in special wall 
0", section located near front of store. 
ay > ae Wall type fixtures, with shelving to 

' — fit specific types of merchandise run 
$ down both sides of McNamara’s sep- 

arate Toyland shop. 

“KIDS CORNER,” set up especially 
for the Christmas season by Owner- 
manager Richard Von Borstel of Fred- 

ericksen’s, San Francisco, had a wide 
selection of merchandise. Everything 

from coaster wagons to wagons, ball 

games, etc. 
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It pays you to push the brand that has 
§ top consumer acceptance... PYREX ware! 

YOUR WOMEN CUSTOMERS 
RECOGNIZE PYREX WARE AS THE 
OUTSTANDING LEADER IN ITS FIELD! 

@ Women don’t have to be sold on PYREX 
ware, because it’s the brand that’s practically 
a household word with families everywhere. 
That’s why it gives you double the average 
turnover, according to an independent house- 
wares survey. So keep a good display of 
PYREX ware out where your customers can 
see it—and watch those sales increase! 

ONLY PYREX WARE GIVES YOU 
ALL THESE ADVANTAGES! 

1. Top consumer acceptance. PYREX ware 

is the acknowledged leader in the field. 

2. Complete line. There’s a PYREX ware 

dish for every cooking need. 

3. More mark-up. PYREX ware gives you 

greater than average margin of profit. 

4. Nearby distributor. You get almost im- 

mediate delivery, which means faster turn- 

over with a controlled inventory. 

5. Negligible mark-downs—and no work- 

room costs. 

New PYREX Instant Coffee Maker 
creates new sales opportunities! 

@ This smart, new PYREX Instant Coffee Maker is being 
introduced with full-page, four color advertising in Ladies’ 
Home Journal, Living For Young Homemakers, and Good 

Housekeeping magazines for October and True Story 

Magazine for November. Your own customers will be 
among the 11,700,000 people who'll be reached by this 
advertising—so order a good stock of this new coffee maker 
and get your share of the business! 

MAIL THIS COUPON NOW! 

Corning Glass Works, 
Consumer Products Division, 
Corning, New York 

Please send me full information concerning the new PYREX 
Instant Coffee Maker. 

Name___ cE 

Ree eee | SeE AS 

Town altinianiic lei sk dati aaa, _State___ 5 

CORNING GLASS WORKS, CONSUMER PRODUCTS DIVISION, CORNING, N. Y. 
VISIT THE CORNING GLASS CENTER, CORNING, N, Y. “PYREX” is a registered trademark in the U. S. of Corning Glass Works, Corning, N. Y. 

For Details Circle 21 on INQUIRY CARD 
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OUT OF THE BOXES and on open 
display is the way to sell dolls, ac- 
cording to Al Niehus, manager of 
Ernst Hardware Company’s Bellevue, 
Washington, store. Last year the 
stuffed toys were individually mounted 
on the sides of a display island, using 
brackets in perforated display boards 
for support. Dolls were placed on an 
adjoining fixture, and were supported 
erect on shelves by pieces of doweling. 

MODEL TRAIN SET-UP at Freder- 
icksen’s, San Francisco, is an elabora- 

tion of the manufacturer’s basic set- 
up. The basic display consisted of the 

top tiers of trackage and trains. 
Owner Richard von Borstel, and his 

displayman, Al Ross, built the spur 
track tier projecting into the fore- 

ground on which a train operated 
on a circular track. The added at- 
traction of this set-up was well worth 
the effort according to Mr. von Bor- 

stel. 

CN ARS ROE SE IOE OE  Tis ceee: 

HIGH PRICED TOYS moved a lot 
faster when displayed on the top shelf 
of this fixture than they did when dis- 
played on one of the lower shelves. 

G. C. “Jerry” Kasserman, owner of 
Eastgate Hardware, Portland, tried 
this out last year and was pleasantly 
surprised to find these higher priced 

toys moving at an increased rate. 
The fixture has the widest shelf at the 
top and the smallest one is in third 

position. The angle is such that cus- 

tomers can see the entire lower plat- 
form. 
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Acco 
products 

ACCO’S great new packaging program, designed to 

stimulate sales of AMERICAN CHAIN products and build 

profits for hardware stores, is now complete. The distinc- 

tive packaging has impact and high recognition value. It 

helps buyer and seller alike. 

Smarten Up Your Chain Section 
with Attractive New Packages 
of AMERICAN Chain 

PAILS and steel drums. All are labeled for quick identifica- 

tion, not only of the ACCO brand, but also of the contents 

of the container. Thus, you—the dealer—are enabled to 

find promptly just what your customers want. Time and 

effort are saved for you and your customers. 

This new program is not confined to shelf items alone. Results: faster and easier buying and selling... better 

It extends to all chain containers: boxes, cartons, ACCO- customer satisfaction...more sales and profits for you. 

Newly Improved 
Chain Sales-Maker 

The convenient, popular ACCO CHAIN 
SALES-MAKER has been improved by the 
addition of a quick-action cutting bar, 
which permits snipping off just the length 
of chain desired. Saves time and steps. 

With the attractive Chain Sales- Maker, 
you can display a wide assortment of 

Packages for Shelf Chain items chain in very little floor space. Your cus- 
All AMERICAN CHAIN shelf items now tomers can see and feel the chain—and 

come in attractive blue-and-gold pack- buy it! 

i ages which make it easy for you and The Chain Sales-Maker is shipped 
i your salespeople to locate any pack- complete with your choice of several chain 
i aged chain item in seconds. The colorful assortments (ask your Distributor about 

packages on your shelves and counters these); chain comes on reels; packaged 

will attract customers. refills, on reels, available. Illustrated is 

Assortment 38, our most popular one. 

Assortment No. 38 (7 reels) 
175 Ft. 2/0 Tenso Chain, Bright Zinc Plated 

125 Ft. 3/0 Lock Link Chain, Bright Zinc Plated 
200 Ft. 3 Tenso Chain, Bright Zinc Plated 

75 Ft. 2/0 Twist Machine Chain, Bright Zinc Plated 
100 Ft. 35 Sash Chain, Bright Zinc Plated 
200 Ft. 1/0 Brass Safety Chain, Bright Finish 

200 Ft. 16 Double Steel Jack Chain, Bright Zinc Plated 

New 
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New ACCO-PAILS 
ACCO-PAILS of Proof and BBB Coil 

Chain make attractive displays. Newly- 
designed labels now make them brighter 
and more colorful. GREEN for Proof Coil 
Chain, r&D for BBB Coil Chain. 

New Cartons 
for Quick Identification 

These new ACCO cartons, used for 
packing many shelf-item packages as well 
as certain bulk items, are self-identifying. 
Each has an all-around ACCO design in 
blue and gold—and each is clearly labeled 
as to its contents. Very handy to stock, 
store and display. 

Order through your Distributor 

American Chain Division 
AMERICAN CHAIN & CABLE 

York, Pa., Atlanta, Boston, Chicago, Denver, Detroit, 

Houston, Los Angeles, New York, Philadelphia, Pittsburgh, 
Portiand, Ore., San Francisco, Bridgeport, Conn. 

For Details Circle 22 on INQUIRY CARD 
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Steel Drums for Bulk Chain Selling Co 
Sturdy steel storage drums, with 

readily removable tops, are used for 
ACCO Proof Coil, BBB Coil, High Test 
and Alloy chain. Each drum now bears 
a colored label for easy identification. 

Better 

Value 



6 Beautiful Models 
help you celebrate a merry sale of scales 

for Christmas ’56! 

at 

Health-o-Meter Model 97 

One Christmas party you won’t want 

to miss, is the sales-celebrating spree 

Health-o-Meter Bath Scales create in 

your store. Take the slim, trim Model 

97 for instance .. . 

Women shoppers like the Model 97’s 

high-fashion design . . . sleek, floor- 

hugging silhouette . . . bright baked-on 

enamel colors, set off by sparkling gold 

and silvery chrome trim. 

Men shoppers like the Model 97’s 

precision, watch-like accuracy. Bold 

Panoramic Dial lets them see even 

slight weight variations up to 260-lbs. 

All without bending or squinting. 

YOU will love the way Model 97— 

“The Scale With The Lift’’—jams 

aisles with exciting Christmas traffic 

. .. rings up profits to the sweet carol 

of your cash register bells. 

Other Health-o-Meter Bath Scales fit every purse and purpose... 

MODEL 117 MODEL 161 

‘at O8 4 Bifunp 

Pnararocd vy > 
Good Househeesing 

45 apveanisto WE 

America’s 

Weight-Watcher 

Since 1919 

MODEL 134 MODEL 111 MODEL 130 

Health-o-Yeter 
Write now for information and quantity prices. 

CONTINENTAL SCALE CORPORATION @ 5701 S. Claremont Avenue @ Chicago 36, lll. 
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Use Inquiry Postcard 

for Further 

Information About 

GIFT PRODUCTS 

160—NEW COLORS to delight the 
heart of any litle boy or girl are fea- 
tured on Murray’s 1956 line of veloci- 
pedes. They are available in front 
wheel sizes from 10 to 20 inches and 
in all popular price ranges.—Murray 
Ohio Mfg. Co. 

161—DELUXE FIBER DOLL CAR- 
RIAGE has bright, chrome-plated 
handle, plus oversized, white wheels 
and tires, and smart color scheme to 

give it a note of luxury. Retailing for 
approximately $11.00, it weighs 9% 
pounds.—South Bend Toy Manufac- 

turing Co. 

HARDWARE WORLD 
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TOY GIFT PRODUCTS 

162—“MUSIC MAKER?” is new musi- 
cal toy that will appeal to both chil- 
dren and adults alike. Constructed of 
brightly colored, unbreakable plastic, 

it comes with 10 music discs, each 

punched to play a different tune. Re- 

tails for $3.00.—Kenner Products Co. 

163—“STUDY ‘N’ GAME TABLE,” 
for children from 6 to 11, features 
a colorful top lithographed with five 
popular games. Kit accompanying 
each table includes a checker game, 

drawing pad and crayons, and all 
pieces needed to play the various 
games.—All-Luminum Products. 

164—ADD-A-PIECE ASSORTMENT 
of doll furniture, built for today’s pop- 

ular 8, 10 and 11-inch dolls, includes 

a bookcase bed, wardrobe chest, double 
chest, desk, chair, and vanity and 

bench. All parts nailed and glued.— 

The Charles Doepke Mfg. Co. 

OCTOBER 1956 

y COR CHAIN PROOF COR CHA 

CHAIN 
now packed in 

metal 

TAY-PAILS 
to make your sales 

faster, easier, 

more profitable! 

The “old stand-bys” —famous TM BBB and Proof 
Coil Chain—are now packed in rugged, metal 
Tay-Pails to assure fast, easy, in-and-out handling 

... effective mass displays, plus quick turnover 
and profits for you! Tay-Pails may be used as 
a sales premium—they have many secondary 

uses. Order sizes 34", 4", 4" and %” packed 

in Tay-Pails today! 

A strong, store-traffic stopper—the new 
T™ Chain Display Stand, with long- 
leverage chain cutter, is a self-service 

chain department in itself. And it occu- 
pies less than two square feet of floor 
space! Holds seven reels. Put the TM 
Chain Display Stand to work in your 
store and start reaping chain sales 
profits right away. 

Taytor Mave 
T NAME IN 

os i S.G. TAYLOR CHAIN CO., 

: Hammond, Indiana; and Pittsburg! (Late sce vw 

For Details Circle 24 on INQUIRY CARD 
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— Gard-N-Beauty 
yee 

WELDED seat ae tone taue* dead “Look and Learn Lotto,” slanted to 
help the 6- to 8-year olds increase 
reading ability, and “Geography 
Lotto” which teaches the sizes and 

shapes of the 48 states, are designed 

to make process of learning a fun- 
filled adventure.—Milton Bradley Co. 

E-A-S-Y to put up... 
HOME OWNERS CAN ERECT — no stretch- 
ing tool needed. 

50 and 100 FT. ROLLS HANGS IN PLACE — on drive posts or 
Mesh—2” x 25%"— wooden posts. 

Gauge—No. 16 FITS UNEVEN GROUND — just by kinking 
Widths—24”, 36”, 48”, : ‘ 60", 72" line wires to remove slack. 

E-A-S-Y to sell... 
ONE-THIRD LOWER COST — means more prospects can afford to buy. 

LONGER LIFE — galvanized after welding for greater rust resistance. 

BETTER LOOKING — smaller mesh increases attractiveness and protection. 

166—PLAY-DOH modeling compound 

E-A-S-Y to promote is said to be absolutely clean, non- 
eee sticky and non-staining to hands, 

SALES AIDS PROVIDED — write for free posters and newspaper mats. rugs, floors and furniture. Ready to 
use immediately. Colors are brilliant 
red, yellow, blue and natural.—Rain- 

» +» and we can say the same about... —___ bow Crafts, Ine. 

Gard:N-Beauty 

FLOWER 
BORDER 

COMPLETE WITH 
14 SLIP-IN STAKES 

50 ft. rolls, 2’ x 25%’ Mesh, No. 16 
gauge, 18” width. 

iJ LJ 
167—UNIVERSAL GAME for all 
ages, “Baseball Game” recreates all 
plays on the field in an actual game. 
Game includes 10 spinners, each du- 

plicating an actual situation on the 
field, such as man out, man on first, 
etc. Retails for $2.00.—Sam’l Gabriel 

Sons’ Co. 

SINCE Wirt 1818 
PRODUCTS 

GILBERT (93) BENNETT 
Georgetown 2, Conn. . Blue Island, Ill. 

Li ALLLIIT IEEE TITTiTiTitiiiii LiLtiLi lil 
~ 

For Details Circle 25 on INQUIRY CARD 
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TOY GIFT PRODUCTS 

168—TRIPLE-PLAY DOLL CAR- 
RIAGE features a body which lifts 
out to convert into a doll swing or 

car seat. It also has a removable shop- 
ping bag and detachable canopy. Col- 
lapsible frame is of steel with axles 

welded to frame. Retails at $8.95.— 
Playtime Products, Inc. 

169—GOLDEN BANJO makes it easy 

for youngsters to make music with a 
minimum of study. Equipped with 
cord-playing attachment, player can 

select cord he wants to play. Made of 
high-impact Bakelite styrene plastic, 
with head of animal skin. Retails for 
$7.00.—Emenee Industries, Inc. 

170—SCALE REPLICAS in this Navy 
Log Guided Missile Fleet Set include 
models of the U.S.S. Boston, U.S.S. 
Norton Sound and U.S.S. Nautilus. 

sets will be featured in national TV 
and magazine advertising. — Revell, 

Inc. 
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~... another NEW 
FLETCHER item for the 
“do-it-yourself” market 

A COMPLETE REGLAZING KIT 
Here is the handiest kit of tools ever assem- 

bled to enable anyone to reglaze window sash. 
An instruction booklet explains in simple steps 
how a professional reglazing job can be easily 
accomplished with the following tools contained 
in the kit. 

* ELECTRIC PUTTY 
SOFTENER 

* DIAMOND CLIPPER 
POINT PUSHER 

* GOLD TIP GLASS CUTTER 
* PUTTY KNIFE 
* 1 LB. GLAZING COMPOUND 
* WINDOW PAINT SCRAPER 

THE DIAMOND CLIPPER, for instance, 

is one of the 

above mentioned 

tools 

This very popular tool introduced this year is ring- 
ing up sales in every section of the country. It is the 
only tool of its kind sold at a price the home owner 
will pay. 

It neatly and quickly drives DIAMOND points into 
any window sash and can also be used for framing 
pictures and mirrors. Any tool that will do a better 
job easier will always be a popular seller . . . especi- 
ally so when the price is low. 

EVERY PRODUCT 
SOLD UNDER THIS TRADE MARK 

ASSURES YOU GUARANTEED SATISFACTION 

REG. U, &. PAT. OFF. 

LIKE THE GUARANTEE AND ASSURANCE 
YOU'VE ALWAYS RECEIVED WHEN BUYING DEPENDABLE 

GLASS CUTTERS 

q 
SEE OUR COMPLETE DISPLAY IN BOOTH 55, NAT. HDWE. SHOW 

(ASK YOUR JOBBER TO SHOW YOU ALL THESE ITEMS) 

THE FLETCHER-TERRY COMPANY 
848 SOUTH STREET ® FORESTVILLE, CONN. 

For Details Circle 26 on INQUIRY CARD 
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Bigger Sales for you...through design! 

Six internationally-famed 
American designers . . . Russel 

Wright — Edward Wormley — 
George Nelson — Freda Dia- 
mond William Pahlmann — 
and Peter Hunt .. . have joined 
forces to draw more traffic and 
bigger sales to Cummins deal- 
ers’ stores, in this big, new 
“Famous Designers” Promo- 

tion! They've planned six orig- 
inal pieces of furniture... 

you'll have the plans — in an 

eye-catching display stand 
that’s sure to attract plenty of 
attention! Big full-color ads in 

The Saturday Evening Post, 
Better Homes & Gardens and 
Macleans (in Canada), plus 

black-and-white ads in Popular 
Mechanics and Popular Science 
are promoting these “Famous 
Designers” to over 80,000,000 

readers — your best prospects 
for Cummins tools and related 
items! 

It’s Cummi: S 
NEW aa 

ad chee Cel etme DI-1-s 0-9 l=) at 
13) KO COM DLOD. 

in cooperation with Wetdwood a product of 

United States Plywood Corporation 

Here’s Your PROFIT-PACKED DEAL! 

e 3 Screwdriver At- 
0 Uy: tachments at full 

retail price of 
$4.95 each and approximately $100.00 

vertising Program). Make your selec- 
tion from Cummins MAXAWS, re- 
tailing from $49.95 to $79.95 ... Cum- 
mins 4” Drills, from $19.95 to $34.95 

worth of Cummins Portable Electric 

Tools (at your full 3744% discount 

. on tools featured in our Fall Ad- 

. . . Cummins Drill Kits, from $24.95 
to $49.95 .. . or other items in the 
quality Cummins line. 

See your Cummins salesman or mail 

the handy coupon below for complete 

information! Hurry! Get in on this uni- 

que sales promotion plan TODAY! 

I 
COUNT ME IN! — And rush full information | 
on Cummins big ‘“‘Famous Designer’’ Promotion 
by return mail! 

DEALER NAME 

ADDRESS 

This eye-catching counter display 

stand plus 25 each of six ““Famous 

Designer” Plans (150 in all) 

retailing for 25¢ each — to 
return you $37.50. ae akan ener MADE BY Johur Oster MANUFACTURING CO. 

© 1956 J.0.M.C. 

HARDWARE WORLD 
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HOLIDAY MERCHANDISING 
... For November 

FIRST WEEK SECOND WEEK THIRD WEEK FOURTH WEEK FIFTH WEEK 

Oct. 27-Nov. 2 Nov. 3-9 Nov. 10-16 Nov. 17-23 Nov. 24-30 

WINDOW A | Winter Appliance Fair| Christmas Lay-Away Christmas Lay-Away Electric Housewares Lay- | Electric Housewares Lay- 
(Cont | Opening | Opening (Cont.) Away Away (Cont 

ss — - os sant el 8 > cman: } 

| WINDOW B | Toy Shop Opening |Toy Shop Opening | Thanksgiving Guest| Thanksgiving Guest | Sports Gift Shop Open- 
(Cont.) Time Time (Cont ing 

IN-STORE Toy Shop Opening (Fea- Christmas Lay-Away Thanksgiving Guest) Electrical Housewares Sports Gift Shop Open- 
PROMO- ture toys for all ages) | Opening (Feature high| Time (Feature cook-| Lay-Away (Feature! ing (Feature sports gear 
TIONS AND |... . _ | ticket gift items to be} ware, preparations| sma trical hous all member 
SOURCES Winter _ Appliance Fair | bought on lay-away]| items and table wares) family 

FOR ADVER-| ‘Cont. | plan) | tings) 4 
TISING Thanksgiving Guest! Electrical Housewares | 

| Toy Shop Opening|Christmas Lay-Away| Time (Cont.) (Cont. ) 
|  (Cont.) | (Cont.) . 

Christmas Lay-Away | Christmas Lay - Away | 
| Toy Shop Opening} OC (Cont.) (Cont.) 
| (Cont.) ; 3 

Toy Shop Opening| Toy Shop Opening| 

| Gift Wrapping Table) (Cont.) (Cont.) 
(Set up for self-service | _. ‘ ‘ : 

} | as well as for store gift Gift Wrapping Table | Gift Wrapping Table | 

| | wrapping.) (Cont. ) Cont.) 
| | 

} 

SPECIAL Nov. 6—Election Day | Nov. 10—4-H Achieve- | Nov. 22—Thanksgiving 
DATES | ment Day 

| Nov. 11—Veterans’ Day | 

..- For December 
pee wane RS Ne asi SOMEM Te Vee 

FIRST WEEK | SECOND WEEK THIRD WEEK FOURTH WEEK 

Dec. 1-7 Dec. 8-14 Dec. 15-21 Dec. 22-23 

WINDOW A | World of Gifts World of Gifts (Cont.) Holiday Entertaining Holiday Entertaining 

| | aoe Pag Pr Sok. eG: 
WINDOW B Sports Gift Shop Opening | Gifts for Everyone Gifts for Everyone Up-To-Date Kitchen 

Cont Cont.) 
pats We tee packomnennthasininiiian } ioe — 

IN-STORE World of Gifts (Feature Gifts for Everyone (Fea- Holiday Entertaining Up-To-Date Kitchen 

PROMO- high ticket items from ture reasonable priced (Change to display of (Feature appliances, 

TIONS all departments) merchandise for all buffet items for New cookware cabinets, kit- 
AND A : types of persons) Year's Eve Buffet chen auxiliary furni- 
SOURCES Sports Gift Shop Opening , party) ture, kitchen tools, ac- 
FOR (Cont.) World of Gifts (Cont.) } cessories, and equip 

t ift W i Tabi : ee 
— Christmas Lay - Away Christmas Lay - Away yee oo — ments 

Opening (Cont.) Opening (Cont.) Holiday Entertaining 

| Gift Wrapping Table Gift Wrapping Table (Cont.) 
(Cont.) Cont.) Buy Yourself a Gift 

(Feature left-over gift 

tems) 

| SPECIAL | Dec. 15—Bill of Rights | Dec. 25—Christmas 
| DATES Day 

OCTOBER 1956 



MULTIPLY your fastener profits with Southern’s new, handsome 

HOME-SHOP SCREW DEPARTMENT 
Exclusive with Southern... 

Now available for Christmas - Gift season! 

—All year ‘round profit for you! 

TWO compact, 10-box fastener assortments by 

Southern, each in a handsome carry-home carton! 
Over 1400 bright plated pieces in each pack, 

Southern’s HOME-SHOP SCREW DEPARTMENTS 
No. 1 and No. 2 bring you an entirely new profit 
opportunity because your profits are MULTIPLIED 

to “folding-money” size. At the same time, get rid 

of time-consuming, expensive “‘nuisance sales” in 

dribbles of four, six, or eight screws. 

HOME-SHOP SCREW DEPARTMENTS are easy 
to sell, too! Saves the user innumerable trips and 

parking problems. Cuts his fastener costs up to 

50% of same screws bought in small quantities. 

And the HOME-SHOP SCREW DEPARTMENTS by 

Southern are priced with YOU in mind — pre- 
priced at $9.75 and $8.75 retail!! 

BE READY FOR THE DEMAND CREATED 

BY SOUTHERN’S NATIONAL ADVERTISING LIST OF “DEPARTMENT” ASSORTMENTS 
OF THE HOME-SHOP SCREW DEPART- HOME-SHOP SCREW HOME-SHOP SCREW 

MENTS NO. 1 and NO. 2! ORDER NOW! PE plc ~aseiteoaing 7 ood Screws 1440 Slotted Steel 
432 Sheet Metal Screws Wood Screws 

: : 200 Stove 
Write or phone your Southern Screw representative, pig ty Br a ALL BRIGHT PLATED 

—or fill in and air mail handy coupon for RUSH 1552 PIECES WOOD SCREWS—Fiat Head 
HANDLING! woobD SCREWS—Flat Head i: Crees 

1 Gross %” No. 4 1c 
Gross 54” cae 
Gross 34” 6 1 Gross 
Gross oe . 8 1 Gross 

8 Gross 1%” 4 Pasa eee me ee we Os OS OS A SO hin lO ge A WOOD SCREWS—Round Head 

1 Gross 
1 Gross 
1 Gross 

STOVE BOLTS—Round Head ae Cer aes Sane 
100 1%” No. 3/16 1 Gross 5” No. & 
100 1” No. 3/16 1 Gross 1” No. 8 

$9.75 $8.75 
RETAIL iS 

1 Gross 

Southern Screw Company 

Home-Shop Screw Dept., Box 1360-HW 

Statesville, North Carolina 

(D Please send me further information on HOME-SHOP 

SCREW DEPTS. 

() Please have representative call. 

Name 

Company 0) Retail 
LJ Wholesale 

Address. 

City. Zone. State 
SCREW COMPANY 

Retailers: please give name of your Wholesale Dis- STATESVILLE NORTH CAROLINA 

tributor. i 

i 
WAREHOUSES: NEW YORK « CHICAGO e« DALLAS « LOS ANGELES 

SOLD THROUGH LEADING WHOLESALE, DISTRIBUTORS 
wood screws « machine screws « A&B tapping screws * dowel screws « wood & type U drive screws « roll thread carriage bolts » stove bolts « hanger bolts 

For Details Circle 28 on INQUIRY CARD 
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HOLIDAY PROMOTIONS 

Christmas Lay-Away 
Opening 

Schedule: November 3-16 

OBJECTIVE—High-ticket items should be pro- 
moted quite early in order to sell them on a lay- 
away plan. 

WINDOW—Use white sheet or muslin curtains 
and open up in diamond form as shown. Place 
paper or plastic Santa Claus face at top and white 
gloves stiffened by wire at the sides to appear as 
though Santa Claus is holding the curtains open. 

Display several items for various members of the 
family at a sales cost of $50 or more. 

ADVERTISE this lay-away promotion show- 

ing illustrations of various types of merchandise, 
how much it costs and how much a week it would 
take from now until Christmas to buy it on a 
lay-away plan. Give full details of your lay-away 
plan and stress the convenience of buying all gifts 
at one time under your store’s lay-away system. 

OCTOBER 1956 

— > | 
| | | a \ 

nx YOUSEWARES LAY-AWAY i 

Electrical Housewares 
Lay-Away 

Schedule: November 17-30 

OBJECTIVE—Electrical housewares are excel- 
lent gift items but many of them are in a higher 
priced range and require a lay-away plan in order 
to enable some persons to buy them as gifts. Con- 
sequently they should be displayed or promoted 
as Christmas items as soon as convenient, perhaps 
even sooner than scheduled here for your com- 
munity. 

WINDOW —Use same background type of win- 
dow as in the Christmas lay-away opening ex- 
cept panel sign at the top of backdrop and show 
only electrical housewares items. 

ADVERTISING—Use a prominent size ad with 
illustrations of many popular electrical house- 
wares items. Show the price and also show how 
much it would cost per week if bought at this 

date. Give the full details about your lay-away 

system. Or, if you also have a credit plan pro- 
mote that as an alternative. 
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PROMOTIONS for Holiday Entertaining 

we 
row 

pare cake Cure es Tr 6 - af ror 
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Thanksgiving 

Schedule: November 10-23 

OBJECTIVE — This type of promotion helps 
stimulate the entire housewares section. Exploit 
all the things necessary for preparing meals and 
for serving them. 

WINDOW—Shelves are made out of plywood 
cut in triangle shape. Attach one end to a post 
and the other end to redwood fencing as shown. 

If you can procure them use cut-out letters on 
top of fence to make “Thanksgiving.” On shelf 
place all the serving type of items such as china- 
ware, flatware, and a very beautiful centerpiece 
with either real or artificial flowers in it. Also use 
separate servers such as lazy susans, nut dishes, 
etc. On floor of window present all types of mer- 
chandise needed in the preparation and cooking of 
meal. 

ADVERTISING—Give this a good plug in your 
local paper and also on radio. Point out that the 
housewife will be proud to have this type of mer- 
chandise to help her with her Thanksgiving meal. 

OCTOBER 1956 

Christmas Entertaining 

Schedule: December 15-21 

OBJECTIVE—Build up a general type of win- 
dow that can be used for Christmas entertaining 
and then in the following week for New Years. 

WINDOW —Use screen as backdrop and also a 
cabinet which can be borrowed from a local furni- 
ture store on which to display such things as 
candle holders, bulbs, and special servers. Use 
Christmas tree at left window to identify this 
with Christmas. 

New Year Entertaining 

Schedule: December 22-28 

WINDOW—Change the sign and take out the 
Christmas tree from previous window. Display 
appropriate merchandise for buffet, and beverage 
serving for New Year’s Eve parties and New 
Year’s day dinners. Use plenty of confetti and 

streamers. 
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... selling the Scale with a light in it— 
the only plus-value feature in scales today. Over 45,000,000 

readers will see her in full color pages in Saturday Evening 

Post, Better Homes & Gardens, House Beautiful 
(plus two-color ads in Parents, Good Housekeeping, Living and Ebony) 

offered exclusively by 

COUNSELOR 
Order Star-Lite from your jobber 
Retails at $9.95 east; $10.45 far west. 
Other models from $6.95. You get full 

profit with Counselor protected prices. 

TIE IN WITH THE TREMENDOUS 
SALES VALUE OF THIS PROGRAM 

<I y Se. 
Cou OUN 3 We 2) <—E- ~ | a ftte 

in all the world, no 
« MAGATINE - oaprn ie 4 i it. == ales Romer? Rete at other scale like it 

a 

¥ $ aS 

THE BREARLEY CO., Rockford, tll. © America’s Foremost and Largest Producer of Bath Scales 
For Details Circle 30 on INQUIRY CARD 
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HOLIDAY PROMOTIONS 

r) af pict BE 4s P fe 
7] ow GIFT? ysgere? 

A World Of Gifts 

Schedule: December 1-14 

OBJECTIVE—This theme is used to promote 

prestige type of gifts that are still not quite as 

high as those promoted in your lay-away promo- 

tion. Be sure to display both in the window and 

in-store a variety of types for all kinds of persons. 

Use one quarter inch plywood bent in arch shape 

through a gold metal or barrel hoop. Sign is a 

simulated cloud suspended from ceiling, as is 

hoop. 

ADVERTISING—Promote this as: “A World 

of Gifts for Everyone in the Family.” It is good 

to get over the idea that your store is not just a 

tool store but contains merchandise for all mem- 

bers of the family of all ages. List a few exam- 

ples to prove this point. 

OCTOBER 1956 

Gifts For Everyone 

Schedule: December 14-21 

OBJECTIVE—This window is to prove the 
point that your store has a variety of merchan- 
dise for every type of person and also for every 
type of purse. Stress medium and low-priced mer- 
chandise. 

WINDOW —Use two simulated candy canes to 
hold board or plywood as shown. Arch piece of 

plywood above backdrop as shown and display 
merchandise from it. 

ADVERTISING—Stress fact that you still have 
gifts for everyone and that time is growing short. 
Point out convenience of buying in your own 
community. 

IN-STORE DISPLAY—Use the sign “Gifts for 
Everyone” profusely throughout the store. 
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Tinker...to Evers...to Chance 

The close co-ordination of three outstanding players made 
this the most famous double-play combination in baseball: 
cat-quick Joe Tinker at shortstop, pivot man Johnny Evers 
at second base, and at first base the sure-handed Frank Chance. 

All three men indispensable for fast, smooth ball handling. 

Producer...to Hardware Wholesaler 

...f0 YOU, the Hardware Retailer 
All three members of our hardware combination are impor- 
tant for the fast production and smooth flow of goods. The 
Hardware Wholesaler is the “pivot man.” He receives from 
the Producer the stock you need and relays it to you 
unerringly —when and where you want it. Your Hardware 
Wholesaler is a specialist who saves you time and money 
by performing many functions for you. For example: 

He cuts your operating costs by stocking a multitude 
of items—both seldom-called-for and those you sell every 
day. Otherwise, your inventory and operating expense 
would be higher. 

He simplifies your purchasing problems by keeping 
you informed about new products, and by knowing where 
to find scarce items for you. 

He helps keep your store running smoothly by rush- 
ing badly needed items to you more quickly than you could 
usually obtain them direct, and by passing on to you sound 
product knowledge. 

He reduces the cost of the items you buy because he 
can distribute more efficiently than producers could if they 
dealt with all their hardware customers direct. Thus product 
costs are lowered, and the savings passed on to you. 

He is a single, convenient source for all your hard- 
ware needs. Imagine the time-consuming complication if 
you had to deal with every manufacturer individually! 

Dealing through Hardware Wholesalers can give you 
one extra turnover per year.* 

* Estimate by National Retail Hardware Association 

For Details Circle 31 on INQUIRY CARD 
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TEPEE DISPLAY 
is made by placing 
wooden dowling or 
aluminum tubing as 
shown (at left), tied 
together with rib- 

bon. Put gift item 

within and orna- 
ments on top. 

WIRE TREE IS 

made from hardware 
cloth (at right) 
shaped as cone. It 
can also be made 
out of chicken wire 
over paper cone. 
Paint wire in some TX 

color and decorate. 

AN 

YY 
WN Wy) ' 

i) mini 
iit Mi)" 

XX 

Mh Nt Mihai 

BAN 

tach on wall. 

FLUORESCENT FIXTURE 
(above) becomes a dazzling dis- 

play with a simple decoration 

idea. Merely hang imitation ici- 
cles as shown for effective deco- 
ration particularly when light is | 
on. 

MODERN DISPLAY STAND (at left) 
can be made from sheet of expanded 
metal painted white. Cut several sec- 
tions as shown in squares or rectan- 
gles and bend down to make shelf, on 
which merchandise can be placed. 
Some items can be wired or tied to the 
other parts of metal. 

WIRE DEER can be made from strong 

wire shaped as shown (at right). Paint 
black and hang from ceiling or at- 

POLE DECORA- 
TION is simple but 
very attractive. 
Make three sizes of 

cones out of metallic 
paper or cardboard. 
Attach Christmas 

tree ornaments at 

bottom of each cone. 

TREE BOX is made to cover 
light bulb. Box is square and 
a simple tree design is cut 
out on all sides of box. Paint 
box a dark color. Openings 
can be covered with colored 
acetate sheets. 

MODERN 

angles. Make bells out of plywood, two to a section. 
Paint each a different color (red and white or silver 

and gold). 

SANTA CLAUS sign is made from an 

“A” board. Head is cut out of two pieces 
of cardboard and painted the same on 
both sides with whiskers overlapping as 
shown. Use laths in graduated sizes to 
hang across sign. At each end tie string 

of ornaments. 

OCTOBER 1956 

zigzag effect. 

GARLAND DESIGN 
front by attaching garlands as shown to make a 

Hang modern bells from the top 

STAGE TYPE WINDOW — Use red 
and white striped cloth at sides, drap- 
ed as shown with old-fashioned holly 
wreath or evergreen wreath used as 
tie-back. Valance can be a piece of 
cut-out gold paper or cardboard. 

DOORWAY DECO- 
RATIONS can be ef- 
fective by merely 
using garlands or 
aluminum foil gar- 
land draped from 
two bows with rib- 
bons hanging. 

is made on store 

IMPRESSIVE STORE FRONT DECORATION can 
be made by using candy-striped paper to frame door- 
way. Hang garlands as shown at top of windows and 
door. At points shown, attach a bell, star and bows. 
Use wreath as centerpiece above door. 
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paint-up 

fools 

Pury knife e “iaig 

LOD times more ee 
sales appeal WH 
4 paint tools 
on EREE" 
revolving 
seli-serve 
shopper 

No. C105 CAROUSEL DISPLAY 
we The C105 Shopper BLACK AND SILVER BRAND Total Sales List $49.80 c bi ti * Y, Dozen Each Retail Each Total List 9 ca Sha tc. i AME" asibde Potty Kelle $95 $5.70 409% Dealer Profit 19.92 packed complete (76.11, » sift Putty Knife 90 5.40 cee 

with individually  (2£-3” Flexible Scraper 1.35 8.10 Dealer Cost 29.88 carded tool assort- (25-3” cig 1.25 7.50 
ment, revolving (2E-4 Flexible Wall Scraper 1.65 9.90 Size 141/,” Dia. 4 
displa hooks, in- BLUE DIAMOND BRAND overall, 30” high 

aco eae (3E-11/,” Flexible Putty Knife 65 3.90 
structions in one cor- ——(35.11/,”" Stiff Putty Knife 60 3.60 Total Shipping Wt. 
rugated container. C3E-3” —- Flexible Scraper 95 5.70 17¥/, Ibs. 

= CAROUSEL DISPLAY FREE WITH THIS ASSORTMENT ONLY 

MANUFACTURING CO. SOUTHBRIDGE MASS., U.S.A. 

For Details Circle 32 on INQUIRY CARD 
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It is not just enough to decorate the entire store 

with traditional decorations, but each department 

should be specifically tied in with the overall 

scheme. By highlighting each department you 

are letting your customers know that each de- 

partment so decorated has gift items for some 

one. 

HARDWARE WORLD’S staff artist has come up 

with a simple yet effective way to show off each 

department as a gift area and yet tie in with an 

overall decoration scheme. The trick is to take a 

aN 
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Setting the Stage for 

Department Gift Selling 

plywood strip and bend it into an arch. Gift wrap 

a dummy box and paint the department on it such 

as: “Garden Gift Shop.” Tie a large red bow 

above arch and directly over gift box. 
Merchandise may be placed into the strip 

through holes or slots which you can put in to 

accommodate the specific type of merchandise. 
This idea may be used on top of the cornice of 

a wall section or it may be used on top of a gon- 
dola or both. In fact, the more often it can be 

repeated in an area, the more attention will be 

attracted to a particular department. 

~/ 

GIFT SHOPS ALL OVER THE STORE is the impression most consumers would get from a store that uses this de- 
partment decoration idea. The treatment for the wall section of various departments is now shown at left while the same 
idea is shown as adapted to a gondola or other type of floor display unit at right. 

OCTOBER 1956 69 



Chnintrvan Wranped, 
FOR EXTRA SALES! 

XW9210, Mezurall and XW9310, 

Super Mezurall, 10 foot White Clad 

tape rules, individually gift banded 

XHW223, Banner 50 foot White 

Clad steel tape. Individually 

banded and boxed with colorful 

for Christmas. Extra bands avail- 

able for your present stock. Order 

now, specifying stock number and 

counter card. quantity. 

TAPE RULES 
TAPES 

TIE IN WITH NATIONAL 

ADVERTISING TO OVER 

40 MILLION HOMES 

Christmas-packaged tape 

rules and tapes make ideal 

gift suggestions. Display 

them on your housewares, 

gift or wrapping counters as 

paper mat is included in well as in the tool depart- 

each Christmas carton of ment, They're truly attractive 

tape rules. attention-getters that spark 

A 2-column, 4-inch news- 

sales. 

[uF KIN 

10° SUPER WHITE CLAD 

MeEZURAL 

wit Mat +9 ” Me 

i op : MERE. Ondlew er eee ee ee ee 

fez FOR EVERY MAN 
/ 50 FT. BANNER 

f 3) * LuEKIn WHITE CLAD 
STEEL TAPE For Extra Profits $ 

iS $4.98 Christmas Wra 
*. es - Ordering .. . 

NO INCREASE 

436-1 

PRICE! 

THE LUFKIN ROLE COMPANY e@ Sag 

133-138 Lafayette New York Cit 

w, Michigan 
Barrie, Ontario 

For Details Circle on INQUIRY CARD 

70 

Use Inquiry Postcard 

for Further 

Information About 

GIFT SELLING AIDS 

250—SANTA WITH MOTION, bat- 
tery operated 23-inch high display 
combines eye-catching motion with 
definite pre-Christmas sales message. 
Santa’s right hand is constantly in 
motion and points to banner which 
reads “Buy Now, It’s Later than 
You Think.—Nesbit Industries, Inc. 

251—DEALERS participating in the 
exclusive and copyrighted “Santa 

Claus Club” promotion on Universal 
Electric housewares will receive use 
of a beautiful seven-color lithograph- 

ed contest display that sets up a 
Santa Claus Gift Center.—Landers, 

Frary & Clark. 

HARDWARE WORLD 



GIFT SELLING AIDS— 

vustan Packng ef 

| FOR EXTRA SALES! 

252—QUIK-EZY Electrically rotating 
Christmas Tree Display Fixture has 
three tiers, and is 5 feet high and 4 

feet wide. Operates on 120 volts, 60 

cycles, at speed of 4 rpm. Painted | 

two-tone green it is of 4 in. Upson | 
Board construction. —- Weingartner 
Mfg. Co. of Calif. 

4 x 

XW9310, 10 foot Super Mezurall 

XW9210, 10 foot Mezurall White White Clad tape rule. Four in 

Clad tape rule. Six in display car- display carton. Your cost $6.40 per 

ton. Your cost $6.00 per carton. carton, 

TAPE RULES 

253— LARGE ALUMINUM FOIL 
STAR, over-printed in Christmas col- 
ors, comes in three sizes and opens 
so the three-dimensional buying guide 
can be placed anywhere to promote | 
theme of “Star Light, Star Bright... | 

Christmas Gifts of Aluminum.”—Alu- 

minum Company of America. 

The W9210—10 foot White 

Clad Mezurall, the W9310 

— 10 foot White Clad Super 

Mezurall, and the HW223— 

50 foot White Clad Banner 

steel tape are all furnished 

— for a limited time — with 

an attractive gift band, and 

are packed in Christmas dis- 

play cartons. 

These display cartons 

adiate the Christmas spirit 

hacheery message. Litho- 

carton. Your cost $3.33 eac 

For Extra Profits Jpecify 
Christmas Wr when 

254— BLUE, WHITE AND GOLD top Ordering .. . 
of the self-merchandising box for the NO INCREASS’ IN PRICE! . 

Dazey Tab-L-Top Iceramic ice crush- : 
ers folds back to make an eye-catch- | 
ing display that will tie-in well with | THE LUFKIN R COMPANY © Sa aw, Michigan 
any type of Christmas decoration 133-138 Lafayette New York Ci Barrie, Ontario 

decor.—Landers, Frary & Clark. 
For Details Circle 34 on INQUIRY CARD 
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Interest 

in S- 

HANDGUNS-- 

especially 

O16) hee 

is growing, 

BOO 23, 

.SO CASH IN WITH 

Millions of kids playing “cowboy” grow up to be 
campers... hunters... sportsmen. But there's better 
reason than that for the fast-growing interest in 
handgun shooting. Today, people have more spare 
time ... and extra dollars to spend enjoying it. More 
people every day are realizing that, with proper 
instruction, there’s no safer, no better sport for every 
member of the family. And Colt’s aggressive new 
advertising is convincing them that there’s no better 
handgun than a COLT! 

OLT SALES --NOw! 

If you want your handgun sales to get a move on, 
remember that COLT is a company on the move! 
You've already seen new models at new, low prices. 
Coming soon to boost your profits will be more new 
models designed with your customers in mind. On 
the way too, are several field-tested, business-building 
sales aids, such as Colt’s fast-drawing exhibition 
shooter — available soon to put on a show in your 
store! If you have your eye on future profits .. . keep 
your eye on Colt! 

FAMOUS IN THE PAST...FIRST IN THE FUTURE 

Dad will like... 

THE COLT PYTHON 

Finest handgun 

ever produced, a 

real handful for a 

real man. For .38 Special 

or .357 Magnum Cartridges. 

Mother and the youngsters will like . . . 

THE COLT .22 WOODSMAN 

With 41/2-inch (illustrated) 

or 6-inch barrel. Moderate weight, 
pleasant to shoot... and 

beautifully accurate! 

Revolvers and Automatic Pistols 

COLT’S PATENT FIRE ARMS MANUFACTURING COMPANY, INC. 

150 Huyshope Avenue, Hartford 15, Connecticut 

A Distinguished Member of the: PENN-TEXAS CORPORATION Family of Progressive Companies 

For Details Circle 35 on INQUIRY CARD 
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HERE are, as a rule, three 
major occasions when the 

sports department can be ex- 
pected to do better than the 
usual amount of business. Two 
of these periods coincide with 
the opening of the fishing and 
the hunting seasons in your lo- 
cality. The third period is the 

few weeks preceding Christmas. 

Of the three major periods, 
the Christmas selling period of- 
fers the greatest potential, pro- 
viding the right merchandise, 
with an adequate inventory, is 
stocked, and providing the pro- 

motion that this selling period 
deserves is started early in No- 
vember and pushed right up un- 
til Christmas Eve. 

A month in advance of the 
kick-off of a sports gift promo- 
tion is not too soon to start for- 
mulating plans. The first step in 
formulating plans for an all-out 
effort at selling the Christmas 
trade should be an appraisal of 

OCTOBER 1956 

the merchandise on hand, as 
well as on order for delivery 

during the November-December 
selling period. Quite often, as 
most of us know, last-minute 

orders that are placed during 
this time of year go unfilled be- 
cause of the unusual heavy de- 
mand. 

Special Displays Will Pay Off 

As much space as is available 
for sports department use 
should be devoted to special dis- 
plays of specific merchandise 
that can be promoted and sold 
as gifts in your community. (See 
page 76 for sports window and 
in-store decoration ideas) 

These displays should contain 
the widest selection of merchan- 
dise as there are very few con- 
ceivable items in the sports 
department that wouldn’t be 
appreciated as gifts by a large 
segement of the population, in- 
cluding children. 

Sports Items are Gift Sellers 

Windows, as well as in-store 
displays, should be artistically 
decorated to reflect the Christ- 
mas spirit so many people ex- 
pect at this time of year. A few 

garlands of crepe paper, ever- 
green branches, etc., will do a 
lot to create the holiday atmos- 
phere, but the best decoration 
is that which is tastefully ar- 

ranged in such an unusual man- 
ner that it causes people to stop 
to inspect the arrangement, and 
then want to linger longer in 
the pleasant surroundings. 

Not Necessary to Cut Selling Price 

With the right kind of pro- 
motion and the right merchan- 
dise, it shouldn’t be necessary 
to cut prices in order to do a vol- 

ume of business in this period 
when buying demand is nat- 
urally strong. While there are 
undoubtly some people who are 
looking for gifts at cut-rate 
prices, most people are looking 
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Handsome display takes vises 

from shelves . . . puts them 

where they sell themselves. 

Minimum space, Holds 6 big 

Milwaukee vises. Measures 38” 
high, 24” wide, only 10” deep. 
Real aisle saver! Today, get 

details on three different deals 

+..one fits your traffic volume! 

NEW RED 

No. 822, 3/2”* ig 
No. 823, 41,”* 

*Jaw Width 

MILWAUKEE TOOL 

& EQUIPMENT CO. 

2788 S. 29th St. © Milwaukee 46, Wis. 

For Details Circle 36 on INQUIRY CARD 
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for the right gift, within a defi- 

nite price range, that will please 
the recipient. The advertising 
and promotion of the sports 
department should be geared to 
the theme, that everyone enjoys 
one or more sports or hobbies, 
and that nothing is more dear 
to the heart of sportsmen of all 
ages and sex, than an item of 
sports gear related to their par- 

ticular hobby. 

Gift certificates, if promoted 
and advertised, can be an ef- 
fective tool for increasing vol- 
ume in the sports department. 
This is an excellent method of 
overcoming that reluctance on 
the part of many feminine mem- 
bers who hesitate to choose a 

gift from a type of merchandise 
with which they are unfamiliar. 

This obstacle is overcome with 
the gift certificate, and quite 
often the person using the gift 

certificate will buy an 1tem cost- 
ing more than the price of the 
original certificate, which up- 
grades the sale. 

Prepare for Gift Wrapping 

The department should be 

equipped with all the necessary 
rolls of fancy paper, ribbon, 

paper stickers, gummed tape, 
etc., to do a first-class job of gift 
wrapping, as well as extra fancy 
boxes and papers that can be 
sold to customers at cost of ma- 

terials. 

Advertise the Department 

All promotional efforts of the 
department should be backed 

TRAE 
Uo trmosa 2- — 

JUMP TRAP PARTS - CO/L SPRING 

“It works on the same principle 
as a wife's jaw when she makes 

up her mind.” 

with newspaper advertising in 

either an overall store ad, or in 

a separate department layout. 
As said before copy for this type 
ad should feature specific mer- 
chandise at the regular retail 
price, with ad copy slanted to 

influence the selection of sports 
gear as Christmas gifts. Sell 
the idea that “The man in your 
family will treasure his shotgun, 
fishing rod or whatever it might 
be, from our Sports Depart- 
ment.” Write copy to indicate 

that gifts for every member of 
the family can be purchased in 
the sports department. 

This advertising campaign 
should be started off with as 
large an ad as the budget will 

permit and still leave something 
for a consistent weekly advertis- 
ing program to be run right up 

until Christmas. 

A “gimmick” that might pull 
considerable business during the 

last two or three weeks before 
Christmas would be small one- 
inch ads scattered throughout 
your local newspaper. Copy for 

these small ads can read some- 
thing like this: STUCK FOR A 

GIFT? Visit our Sports Depart- 
ment for a wide selection of 
gifts for all ages. 

Make Gift Packages of Slow 

Moving Stock 

This is a good time of year 

to clean out some of the held- 
over summer merchandise and 
stock that has been selling slow. 
Make up gift packages, gift 
stockings, or something along 

this line, of this merchandise, 
and set a price on the kit as a 
Christmas Gift Special. 

During the week between 
Christmas and New Year’s run 
newspaper ads urging sports- 

men to buy sports gear with any 
cash they received as Christmas 
gifts. 

A little planning during the 
month of October, and the exe- 
cution of these plans during the 

months of November and De- 
cember, should pay greater div- 
idend for the amount of time 
and money expended, than 
would any other promotion that 

the sports department could 
come up with. 

HARDWARE WORLD 



Ta pale ay i The Top Quality Steel in a 

MARINE SAFETY PRODUCTS 
and SLEEPING BAGS 

a 4 e? 
aw. 

Sign On Tapatco 
for Safety and Profits 

| gee “ ‘ Shee 

haere etl : 

— without damage 

to the blade! 
It's not recommended practice, 

but in capable hands a Camillus 
pocket knife like the “Whittler” 
(style #472 above) can shave the 
threads from a Y2-inch carriage 
bolt — without damaging its high- 
carbon, custom-made steel blade. 

* 216 MOTOR BOAT JACKET | 
(Coast Guerd Approved) | 

i, | 

ssa ancnoe Such demonstrable quality features of famous 
Camillus knives have been cutting a choice share of 
the pocket knife business for dealers since 1876. This 
quality product is backed by an aggressive program 
of advertising and free dealer sales aids (displays, 
banners, streamers, newspaper mats, folders and 
catalogs) that really makes Camillus sell... and sell 
at a full 40% profit for you! 

on. 2 FREE—Attractive Display 
, Case + 56-24 

tron pane 

& 326 SIGNAL FLAG CUSHION 
(Coast Guerd Approved) 

#120 STAY-A-FLOAT 

*% 346 FISHERMAN’S PRIDE 

CUSHION 
(Coast Guard Approved) 

a 

M215 WATER SKIPPER 

% 612 PLASTISOL 

RING BUOY 
' 
: 

Nationally Advertised in 

Farm Journal ¢Field & Stream 

*Popular Mechanics 

¥ 332 EMBOSSED CUSHION 
#455 THE HIGHLANDER (Coast Guard Approved) 

For information 

write Dept. H.W. 10-56 

AMILLUS 
THE AMERICAN PAD & TEXTILE CO. | SRP Cer COR eRe 

GREENFIELD, OHIO emillus, N. Y. 

"You can't buy better
 a Write for 

to gave your li e 
free literature 

America’s’’Most Wanted” Knife—A Product Trwiiinas ; Fairfleld, Calif New Orleans, Le " 
of Fine American Craftsmanship Since 1876 in Canada: Tapatco, Lid... Magog, Quebec 

For Details Circle 38 on INQUIRY CARD For Details Circle 37 on INQUIRY CARD 
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Decorate Sports Department 

For Christmas Sales 

The success of a Christmas promotion in the 

sports department will depend upon the decora- 

tion of the department and the attractive display 

of particular types of merchandise that are, by 

their very nature, ideal gifts. 

The suggested adaptation of a standard fixture 

(Fig. 1) was designed to make it easy to tie all 

sections of the sports department together for 

this Christmas promotion, while at the same time 

providing the display space needed to highlight 

specific merchandise. 

The curved section can be made out of 14, in. 

plywood or any quarter-inch thick wood or pli- 

able material, and can be made to fit almost any 

type or length of fixture. 

Width of the curved section will depend upon 

the merchandise that will be displayed upon a 

particular fixture. This width can vary from six 

inches up to the full width of the fixture upon 

which it will be fixed. 

Method of attaching or locating merchandise 

will also vary with types of merchandise. Some 

items, such as boxing gloves, can be suspended 

from the curve, while other items, because of 

their size and shape, will necessitate boring holes 

or cutting slots in the curved section, so that 

merchandise can be displayed as shown. 

A dummy gift package, done in gay Christmas 

paper and colorful ribbons, can be suspended 

from center of curve to effectively tie the sports 

department into one gift selling unit. 

76 

SPORTS PROMOTION of the MONTH 
(Scheduled on our calendar, 

page 59, for Nov. 24-Dec. 7) 

OBJECTIVE—Is to set the stage for an early 
and all-out promotion of the sports department 
as the ideal place to buy gifts for the entire 
family. 

WINDOW—Merchandise shown is merely rep- 
resentative and should be augmented to include 
such things as air rifles, skates, etc., for the small 
fry. A more complete display of firearms can be 

mounted on pegboard or fixture along one side of 
window. An attractive display of fishing tackle 

can be set up on the other side of window by 

using a real Christmas tree and decorating it with 
nothing but colorful metal lures and plugs. Tree 
can serve as support against which a wide selec- 
tion of rods, with reels mounted, can be built up 

in teepee fashion. 

ADVERTISING — This promotion should be 
started as early as possible to take advantage of 
lay-away sales on the more expensive items such 

as firearms, fishing tackle, binoculars, golf clubs, 
etc., and should be advertised in local newspaper 
and over local radio stations from very inception 
of promotion. Ad copy, in addition to promoting 
lay-away sales, should be built around the theme 
that sports gear is the gift sure to be the most 
appreciated, and that your sports department has 
a wide selection that will make it easy to choose 
the right gift for everyone on the reader’s gift 
list. 

HAROWARE WORLD 
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as kids today... with 

these Dam sports sets! 

When this dealer was a boy 
shopping the hardware stores for 
Draper-Maynard Sports 
Equipment, how his eyes would 
have popped at the sight of sets 
like these. What a break for 
today’s kids—high quality, 
professional calibre D&M 
equipment packed in 
combination! And what a 
break for dealers—higher units 
of sale, wider range of prices, 
handsomer profits! 

D&M Sports Sets will be 
at the top of many Christmas lists 
—you can count on that. 
So, you can count on bigger 
pre-Christmas profits if you're 
stocked and ready! Ask your 
wholesaler or write direct for 
D&M catalogs and prompt service! 

Sports Equipment 
Cincinnati 32, Ohio 

For Details Circle 39 on INQUIRY CARD 
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‘ALERT’ 
... the fast-moving, profitable line of 

WATER SAVERS 
"Everybody 
Wants ‘em" 
“ALERT” friction-free 

TANK BALL & GUIDE 

Stops running toilets, ends 
toilet handle jiggling. 
Round rubber ball, “kink- 

proof” Monel chain and 
polystyrene cylinder as- 
sure perfect flush every 
time. Easily installed by 
anyone in 10min. Nothing 
to get out of order. 3 year 
guarantee. Over 6 million 

satisfied users. Self-selling 
counter display. $2.39 ea. 
list. 

“ALERT” FAUCET REPAIR KIT 

Puts smooth finish on seat—assures true align- 
ment. Easy to use... can’t damage faucets. One 

tool fits all sizes. On individual 
display cards. 98c ea. list. 

“ALERT” WATER-MISER® 

Ball-Bearing FAUCET WASHER 

Stainless steel ball bearings eliminate grind that wears 
out ordinary washers. Simple to install. Available in 
\4", %" and 4” sizes. Fits 00 to 4” L. Colorful display 

carton contains 2 doz. assorted sizes. 49c ea. list. 

“ALERT” Float-Rite 

TOILET FLOAT ADJUSTER 

Stops toilet hissing, overflushing and 
overflowing. Easily installed. Saves up 
to 15,000 gallons of water a year. Cor- 
rosion-resistant brass. 3 year guarantee. 

Colorful display box. 59c ea. list. 

FREE !
 Promotion

 and 

sales helps Displays 

stre 

in Canada: Fox Agencies Ltd., 

Port Credit, Ont. 

Order now from your jobber, or write direct. 

ARDMORE PRODUCTS CO. CONSHOHOCKEN 5, PA. 
For Details Circle 40 on INQUIRY CARD 
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More trappers prefer Victor animal 
traps than any other brand. And more 
trappers buy Victor than all other 
brands combined. Here are three rea- 

sons why— 

No. 1 VG Victor with delayed action guard 
is the trap selected by thousands of 
muskrat trappers to catch and hold their 
’rats. Also ideal for trapping skunk and 
mink. 

No. 2 Victor single jaw, coil spring trap 
was designed by and for successful fox 
trappers. Sturdy, quick in action, it has 
exceptional holding power. 

SPORT SHORTS 

saan menerecemmnaseme eee : 

WESTERNERS WIN THREE OF FOUR GUDEBROD SALES AWARDS 

AT ANNUAL SALES MEETING held by Gudebrod Bros. Silk Company, Inc., 
in Philadelphia recently, gift certificates for a Hickey Freeman suit were pre- 

sented to firm’s representatives having outstanding sales records during the 
year. Recipients of the awards (left to right). were: Charlie Allen, who covers 

the Pennsylvania, New Jersey and Delaware territory; Joe Martin, California 

territory; Ralph Hall, Arizona, New Mexico and El Paso territory; and Fred 

Hooven, firm’s sales and advertising manager, who presented the awards. Not 
present to accept his award in person was B. F. Schoen, Honolulu territory. 

Hugh Riley has joined The Enter- 

prise Mfg. Co., makers of Pflueger 
fishing tackle, as Northwestern sales 

representative. He will cover Wash- 

ington, Oregon, Idaho, Montana, and 

British Columbia. 

This territory was formerly cover- 

ed by Ted S. Pflueger of Laguna 
Beach, California, who will continue 

to cover the rest of the territory in- 

cluding California, Nevada, Utah, 

Wyoming, Colorado, Arizona, and New 

Mexico. 

Mr. Riley for the past several 
years had been a buyer of fishing 

tackle with Frederick Nelson of Seat- 

tle. 

APPOINTMENT — Pau! Hickman 

has been appointed manager of the 

newly created Market Development 

Division of Remington Arms Com- 

BB’s, has moved into a new company- 

owned building at 2101 South Barring- 
ton Avenue, Los Angeles. 
APPOINTED—Vincent A. Turner 

has been named vice president, Sport- 
ing Goods, by John H. Graham & Co., 
Inc. 

pany’s Sales Department. Mr. Hick- No. 1 JG Victor Stop Loss trap is compact 
man, who was formerly manager of —can be set anywhere. Used extensively 

by professional trappers who depend on 
its holding power to prevent loss. 

Order these and other Victor 
styles used by trappers in your 
area from your wholesaler. 

ANIMAL TRAP COMPANY OF AMERICA 
Lititz, Pa. + Pascagoula, Miss. 

Berkeley, Cal. * Niagara Falls, Canada 

For Details Circle 41 on INQUIRY CARD 
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the Development Division of firm’s Re- 

search and Development Department, 

will direct investigation of potential 

new markets, market studies of exist- 

ing products, and other sales research 

activities. 

MOVES—Morton H. Harris, Incor- 
porated, manufacturers of Marksman 

line of air pistols, pellets, darts, and 

NEW JJon-e Warmer is super-easy 
to start. It has a built-in selt-starting 
wick! Haven’t seen it? Call your 
Jobber and increase your HERE 
Demand to be great. For more de- 
tails write Aladdin Laboratories, 
Inc., 620 So. 8th St:, Minneapolis, 

For Details Circle 42 on INQUIRY CARD 
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SPORTS GIFTS 

275—ROLLER SKATES with rubber 

tires to accommodate all age groups, 

has standard size, ball bearing wheels. 

Non-marking rubber tires, means less 
noise. Performs equally well indoors 

or outdoors. Top grain cowhide strap 
is equipped with non-slip buckles.— 

Globe-Union, Inc. 

276—LUHR LURE WALLET comes 
complete with 12 Luhr Jensen spin- 
ning lures in fine selection of sizes, 

weights, patterns and colors. Wallet 

made of hard finish saddle leather. At- 
taches to belt or jacket button. Ex- 

cellent Christmas package. Retails at 

$9.95.—Luhr Jensen & Sons. 

277—POPULAR GIFT ITEM, the 3- 
in-1 Sports Set centains an archery 

set with bow, arrows, numbered tar- 

get and instructions; a croquet set, 

with mallets, balls, goals, ete.; and 

baseball set, with 23 in. bat and one 

sponge rubber baseball. Suggested 
retail price is $3.00.—Withington. 
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You Get Both — 

A complete line and: increased profits . . 

with Stenman Builders’ 

Hardware 

Light Straps 

Gensco offers you one of the largest, most 

- complete line of builders’ hardware—pop- 

ular priced, high quality for fast volume 
Light T's 

oh 5) 
Sofety Hasps 

Barrel & Cellar 
Window Bolts 

selling. This line can be a real sales getter 

. . Sales leader for you. 

For example, Gensco butt hinges are 

made in a variety of sizes and finishes— 

light and heavy, regular or half surface, 

ball or button tips. Finishes include: dull 

brass, polished brass, nickel, dull bronze 

and prime coat. 

ing << 
Ask your jobber about the hi-profit Gensco Stenman 

Shelf Builders’ Hardware line today . . . or write us direct! 
Brackets 

(Finished in bright steel— galvanized—cadmium plate—Japanned Stee!) 

WOOD SCREWS MACHINE SCREWS AND STOVE BOLTS 

Bright steel, bived steel, 
galvanized, nickel plated 
and brass in flat head, oval 

head or round head styles. 

SEE YOUR JOBBER 

GENSCO TOOLS 

Complete range of sizes in 

bright steel, round or flat 

head with squore or hex 
nuts. Plated finishes ore 

also available. 

A DIVISION OF 

GENERAL STEEL 
1808 NORTH KOSTNER AVENUE, 

WAREHOUSE CO., 
CHICAGO 39, 

For Details Circle 43 on INQUIRY CARD 
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| SPORTS GIFT PRODUCTS 
piggies ® 

still want quality! 

\— re ae 

that’s why it 

always pays 

to sell _— : . | 278—GOLFERS PAL, a_ precision- 
_- made mechanical score keeper enables 

feq7-1344,1/8 42 ee golfer to record numberof strokes 
" a during game, accurately, easily and 

conveniently. Worn on wrist, it does 

not interfere with swing of club. Re- 
cords up to 99 strokes. Priced to re- 
tail at $3.50.—Borm Manufacturing 

The minute you hand a Green zee tool Company. 
to a customer, he can “‘feel’’ the 
fine quality and extra workmanship that 
go into its making. Every GREENLEE 
tool is carefully formed and finished for 
accuracy and correct cutting edges... 
and properly heat-treated for strength 
and long life. Built to do day-in, day- 
out hard work swiftly and cleanly, 
Green ee tools bring /asting satisfaction. 
This means that more customers keep 
coming back to you for more fine tools, 
when you sell Green ee. Line includes 
famous GREENLEE 22 Solid-Center Auger 
Bits . . . Electric-Drill Bits . . . Expan- ee . 

sive Bits . . . Chisels. . . Gouges. . . : | 279—SANDLOT BALL EQUIPMENT 
Turning Tools... Drawknives . . . and ii KIT is just the thing for the small fry 

many more. Ask your wholesaler, or i | who want to give their team that big 
write for free, new complete catalog. ' | ee nk een 

7] ’ ad 

inforced plywood pitcher’s marker and 
' | plywood home plate, 6-inning score 

| board and rules book. Retails for 
G T-) EF L E FE / $5.95.—Design Associates. 

f FREE! HAND TOOL 
} PROFIT CHART 

Quickly converts cost per dozen of various 
items into unit cost. Gives profit percentages 
on selling prices and on costs, to help you 
rapidly figure your morkups. Tells your 
profit story in seconds. Free to hardware 
and building supply dealers . . . send ee ‘ 280—STOWAWAY TACKLE BOX 
request on your letterhead, * . 

now has one-piece moulded drawers 
which are lighter, watertight and 

' easier to clean. It is available in 14- 
GREENLEE TOOL CO. ena and 20-inch sizes in both aluminum 

: and steel, with nickel-plated hard- 
1790 HERBERT AVE.. ROCKFORD, ILL. . ware.—Kennedy Manufacturing Co. 

For Details Circle 44 on INQUIRY CARD 
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THEY’LL ALWAYS STOP 

TO PICK A 

OUTSTANDING! 

ULTRAMODERN @ 

CAN OPENER ™™. Ree. 

Less than a year old and already the 

hottest seller in the famous Dazey line! 

And no wonder! With a super honed 

cutting wheel, easy-turn handle and 

wide choice of glowing modern colors, 

Canaramic is built for a lifetime of 

service. Available with or without 

Magnetic Lid-Lifter. 

Models from *4.95. 

DAZEY = 
MIX-ER-ATOR is 

SENIOR 5 ll 
It ates -mixes-blends- ih 

CAN OPENER item pecdachtiiegs On " 
With “Basy- Off” Washable Cutting Wheel we : 4 ph. 

mixing jobs in seconds! ree 1 
For a brand new twist in can opener sales One-quart jar is corru- : 

it’s the Super Senior with the “Easy-Off” gated for safe handling. 7 

Washable Wheel. A flick of the finger and Complete with removable | "4 4 
the cutting wheel can be removed for easy _ pouring lip. It’s a snap to ete > 
cleaning! Comes chrome trimmed in brilliant clean. Priced right at a t wr od = 

Dazey colors—red, yellow, white and all- ae 

chrome—with or without permanent magnetic low, low *2.49. = — 

Lid-Lifter. Retails for as low as $3.95. 

The name “Dazey” pa Kitchen Appliances is 
equivalent to the mark ‘‘Sterling’’ on Silver. 

. > x 

STEP 1: Push holding key to right, STEP 2: Washable Cutting Wheel 
turn key toward you. slides off for easy washing. j St. Louis 7. Mo. 

See your DAZEY DISTRIBUTOR or write direct 
For Details Circle 45 on INQUIRY CARD 
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- $PRATS 2S Feer wipe 
( HOR ENTIRE LENGTH 

e+ i : i | a lupe Oh LIGNTER « TouGHd 
NON-KINKING 

FULLY GUARANTE ] 

RESINITE TRIPLE SPRAY* \ \ & ae } 

FLEXIBLE SPRINKLER ' 4 a + j 

Most popular of all flexible sprinklers. \ | ee \ [SS > 4 / 
Exclusive Resinite 3-tube design with 
larger center tube sprays more water 

further, covers area 25 ft. wide with 
gentle rain-like spray. Heavy, rugged 
vinyl. Long lasting. 25’ and 50’. 

*U S. Patent No. 2,621,075. 

RESINITE GOLD STRIPE 

SUPER HOSE 

The ultimate in garden hose. Extra- 
tough virgin vinyl. Bright, glossy green 
with distinctive gold stripe. Weather- 
proof, won't rot or kink. Lightweight. 
Easy to coil. Machined brass couplings. 
Full size range: %", 2", 5”, %4”. 25’ 

50’, 75’ lengths 

NEW PROTECTION 
AGAINST ACCIDENTAL 

DAMAGE 
Now accidental damage of 

Resinite hose and sprinklers 

will be repaired at factory for 

just $1.50. (Sprinklers $1.00). 

Customer sends direct to us, 
saving the dealer time and an- 

noyance. Of course, Resinite 
products are guaranteed in- 

definitely against defective 

materials and workmanship. 



POWER MOWERS 
GIVEN AWAY 

A sure-fire promotion for 
building your store traffic. 
The public must obtain en- 
try blanks from a dealer. 
Nothing to buy. Not a con- 
test. Again, many mowers 

FREE GIFTS FOR 
YOUR CUSTOMERS 

Generous package of amaz- 
ing new ‘Borden's 38’ plant 
food given with a Resinite 
purchase during Fiesta. One 
application of this high- 
nitrogen, slow-release food 
lasts all season. will be given. 

BONUS AWARDS 
FOR YOU 

7 revolutionary new Resinite 

Square Spray vinyl sprinklers 
“in attractive counter display 

== ($16.73 value) FREE to dealers 

placing hose and sprinkler or- 

ders by Dec. 31, 1956. Sprays 
square pattern. 

HUGE AD PROGRAM 
YOUR STORE LISTED 

Smashing, full-page color 

newspaper ads plus large 

follow-up and local ads will 

list dealer names. TV spots, 

radio, colorful display ma- 

terial will build sales for you 

NOW is the time to order your Resinite stock for ‘57. Call your 

wholesaler or send coupon below for details. 

HOSE AND SPRINKLERS RESIN INDUS TRIES, SAW 
Pleas € Send NTA BA 
information ang Diete details on Reena, CALIF. 

PrIC@S On Resinite hos © Gift Fiesta, 
Name © and sprinkiers Siprnmtemeeeaacscnal 
Store ee 

rg EE RAR poy A SUBSIDIARY OF THE BORDEN COMPANY City 
Zone St 

a Our wholesater is OF cickthiinens 



PRODUCTS — Continued From awe 23 

Oe ee 

183—DRY-LUBE is an air-floating 

lubricant that has a wide range of ap- 

plication of uses from motor cars to 

offices, stores, workshops, household 

equipment etc. Penetrates to great 

depths. Recommended for tight win- 

dows, door locks, hinges, guns, fishing 
reels, etc.—Reardon Products. 

184— ALCOA ALUMINUM NAILS 
that will hit retailer’s shelves this fall, 

will be packaged for unit sales. A 

wrap-around label will show the “ac- 

tual size” of the enclosed nails, give 
a count of the contents, and describe 

the type of nails and their uses. — 
Aluminum Company of America. 

185—PARALUM BATHROOM AC- 
CESSORIES are rich looking, warm 

and brilliant as chrome, yet are non- 

tarnishing even when used in boat 
davit and rail fittings. Offered in gold, 

black or gold and black color com- 
binations. Shown on firm’s display 

merchandiser.—The Charles Parker 

Co. 

84 

see cee om 

186—FULL ASSORTMENT of the 
most popular tools for radio, televi- 
sion, electronics and general electrical 

works is being offered as a special 
Electronic Tool display. Unit may be 

had with one of each tool, two of each 

tool or three of each.— Utica Drop 
Forge & Tool Corp. 

187—REGLAZING KIT contains six 

handy tools for the do-it-yourself 
trade. This includes an electric putty 
softener, a glass cutter, a device for 

easily driving “diamond” points, a 

putty knife, a can of glazing com- 
pound, and tool for scraping excess 

paint.—Fletcher-Terry Co. 

188—COLORAMIC LAMPS are a new 
line of colored light bulbs designed to 
create a variety of atmospheres with 

tinted light. Pastel-colored in appear- 
ance when unlighted, they produce a 

soft, tinted light when turned on. 
Made in popular household sizes. — 

General Electric Co. 

189—IMPROVED “Alert” tank ball 
and guide is now functional in design 

and vastly improved in operation. New 
unit is fabricated of high impact poly- 
styrene and is practically unbreakable. 

Open area assures more complete flush 

than old unit—Ardmore Products Co. 

190—ENCORE DOOR CLOSER is 
made entirely of aluminum and stain- 
less steel and features an oilless bear- 

ing. Requires no adjusting to prevent 

screen or storm door slamming. 
Mounting holes are staggered to elim- 
inate splitting wood door jambs. Re- 
tails for $5.95.—Encore Manufactur- 

ing Co. 

191—LITHOGRAPHED Stove Wall 
Shield that fits on wall behind stove 
is available in three sizes to fit all 
makes of stoves. Pattern colors are 
copper, yellow, gray and red. In addi- 
tion to protecting wall they provide a 
handy four-inch shelf for storage.— 

Mason Can Company. 

HARDWARE WORLD 



NEW PRODUCTS 

175—COMBINATION DOOR LOCK 
AND PULL is claimed to save up to 
80 per cent of installation time usu- 
ally required. Available in either non- 
locking pulls, or in various combina- 
tions of privacy locks. All units are 
reversible, and adjust to fit any door 

from 1% to 134 in.—Challenger Lock 

Co. 

CORRECTION 

176—RUN UPSIDE DOWN in the 
June, 1956, issue, page 61, the Goss- 

ner Lock is shown here as it should 
have been run. As shown, the lock is 

only 2 in. wide, and weighs only five 
ounces, yet has hundreds of locking 
uses. Extension cable extends to 30 in. 
for locking bicycles, luggage, tools, 
etc., to posts. Cable winds in or out as 
needed and can be locked in any posi- 
tion.—Gossner’s Lock Company. 

177—IMPROVED self-calking chalk- 
line box and plumb bob features a 
slide opening for easy, quick re-filling, 
as well as a new serrated grip-edge. 
It contains 50 ft. of line (will hold 
100) and is packaged in attractive blue 
carton. Retails for $1.25.—Strait-Line 
Products, Inc. 

OCTOBER 1956 

SPATTER SHIELD IMPROVED 

Mrs. Cordrey’s Original Spatter 

Shield of which over 900,000 have 
been sold has been improved to com- 

bine several new features. Lighter 

weight makes it easier to clean and 

its rounded edges make it more con- 

venient to handle. It is made of alu- 

minum alloy and weighs but 10 ounces, 

complete with cover. It keeps stoves 
and walls free of spattering grease. 

For the first time it is being distrib- 
uted through retail outlets by Robot 
Mfg. Corp. 

For Details Circle 178 on INQUIRY CARD 

ANNOUNCES NEW BRUSH CLEANER 

A new paint brush and roller clean- 

er, Gold Bond Clean, has been an- 

nounced by National Gypsum Com- 
pany, West Coast Division. The aver- 

age 4 in. brush or 7 in. roller can be 
cleaned by working 4 to 6 tablespoons 

of cleaner into the bristles, then wash- 

ing brush or roller under a stream of 

cool water. 
nating old, dried-out brushes. 

For Details Circle 179 on INQUIRY CARD 

PLUMB ADDS TWO NEW HAMMERS 

Two new hammers have been added 
to its line by Fayette R. Plumb, Inc. 

The F-16 nail hammer and the F16R 
ripping hammer have fiber-glass han- 

dles of lightweight construction, per- 

fectly balanced for driving power. 

They will sell at the suggested retail 

price of $3.95. 
For Details Circle 180 on INQUIRY CARD 

ANNOUNCES RUST-PROOF SAW 

A stainless steel, rust-proof hand 

saw has been announced by Atkins 
Saw Division, Borg-Warner Corpora- 

tion. It has a Diamond Polish design 
to catch the natural highlights of 

stainless steel, a choice of Butyrate 

plastic or 11-ply waterproof marine 

plywood handles, and a handy “Hang 
Up Hole” in the end of the blade. 

For Details Circle 181 on INQUIRY CARD 

182 — MITEE 
Penetrating oil 
is again offered 
in % pints, pints, 

quarts and gal- 
lon size cans. 

Product is said 
to be non-flam- 
mable, non-toxic, 

odorless, and 
harmless to the 

skin. It pene- 
trates, lubricates, 
dissolves rust, 
stops squeaks 
and corrosion. -— 

John _ Sunshine 

Chemical Co., Inc. 

Also excellent for rejuve- 

Display cards make 
Bassick’s Hand-L-Hold 

a Self-seller 
Now—attractively carded for im- 

pulse sales—here is the easy-to-use, 
easy-to-sell Bassick Hand-L-Hold. An 
upward touch sets the broom, mop, or 
tool handle in place. It holds by its 
own weight—can’t mark, scratch, or 
damage handles. And, once folks see 
it work, you can practically start ring- 
up the sale. 

Display-demonstrator 
free with 30-piece order 

That's where the Bas- 
sick display demonstra- 
tor comes in. It invites 
attention, lets shoppers 
try out Hand-L-Holds 
for themselves. It will 
spark impulse sales. 

Put the new display 
card package—prepriced 
for self-service sales— 
and the handy demon- 
strator near your check-out counter 
and in the houseware section. See how 
many extra sales you pick up. 

Order from your jobber. THE BAs- 
SICK COMPANY, Bridgeport 2, Conn. 

In Canada: Belle- 
ville, Ont. 6.22 

Bassick «: 
A DIVISION OF | 

WAKING HORT TONOS OF CASTERS «© mamne CasTERS DO mone RAMs 

For Details Circle 47 on INQUIRY CARD 



Gift Display 

Selling Spots 

* MARK UP 
ICES 

BOKER tools are as finely made as the famous BOKER 
TREE 4 BRAND Cutlery ... from special analysis, 

chrome vanadium steel—every tool load-tested, diamond- 

tested for hardness, and accurately machined. Your cus- 
tomers will go for them! 

— ‘Oo = 

é 
+? 

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

COMPLETE LINES OF GIFTS AND TOYS were to 
be found at the Moreland Hardware, Portland. Em- 

ney. ae. atte ~ — phasis at this store during Christmas selling last 
ietented ieee : i year was on more merchandise and less tinsel. Dur- 
Grip, 5 position ing the past seven years this store has found it nec- 
adjustable Plier- : : é ‘ 
Wrench — cannot essary to completely rearrange store four times to 
pon Mammy ribs keep up with the advent of new merchandise and to 

take advantage of new display methods. 
6” and 7” sizes 

A popular Long-Nose Plier with keen side 
cutters. For electrical, radio and telephone 
work. The all around home tool, 

Heavy duty side cutting Plier widely used 
by linesmen and electricians and for 
maintenance repair. 

BR =5179 4V2 i” -6 

Diagonal cutting Plier used by 
telephone, radio and electrical 
workers, ‘‘Do-it-Yourselves”’ and 
for general maintenance repair. 

i 

= 6W 4 6 

8 10 12°” sizes 

Chrome plated finish, spe- 
cial alloy steel thin 
Wrench, Exceptionally 

=B2 10” size ’ x strong. 

Compound action Aviation Type The Satwrdey Eveming 
metal Snips. Bl cuts left; B2 cuts h 
right; B3 universal straight cut. A I (pe : 

, x THE YULE SPIRIT in this corner window at the 

Recognized Value Oak Grove Supply, Oak Grove, Oregon, was 

achieved by using small evergreen trees in the 

window, as well as a heavy-laden Santa on the 
window. This is a new hardware and building 
supply store that was opened shortly before 1955 

holiday season by Ralph Leonard to serve this 
fast growing Portland suburb. 

For Details Circle 48 on INQUIRY CARD 
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Decorative 

Selling Spots 

NAL 

UTTON" 
ING 

STABLE 

ELECTRICAL HOUSEWARES took the spotlight 

in this Christmas windew at The Kimmels Heme BUILDS Volume and Profkits 
Town Store, Milwaukie, Oregon. Window wasn't 

pier gyn netgear ee Because it’s a better buy, Williams locking adjustable 

tion materials. sells on sight. It's quality-made and priced to sell 

Pays off at your cash register. Rapid one hand adjust- 

ment climinates fumbling . . . leaves other hand free. 

Locks tightly . . . stays locked at the right opening. 

Greatest adjustable wrench improvement in 40 years. 

PUSH DOWN TO UNLOCK 

Drop Forged « Heat Treated @ Chrome Plated « Selected Alloy Steel 

Wrench No. él BL 10L 12t 
Size 6 in. 8 in. 10 in. 12 in, 

Suggested Retail $2.24 $2.60 $3.32 $4.86 
Dealer Cost 1.49 1.73 2.21 3.24 

Dealer Profit 75 .87 111 1.62 

3 ee) A. 

GIFT DISPLAY OF DECORATIVE WARE at Kim- 
mels Home Town Store, Milwaukie, occupied this 

wall section, which utilized the glass shelving to 
show merchandise to advantage. This store is oper- 

ated by the son of a Mr. Kimmel who has a hardware 
store in Tillamook, Oregon. 

For Details Circle 49 on INQUIRY CARD 
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TOYS 

BRING 

LOOKERS 

... Who Buy In 

All Departments 

OYS build a respectable $6,000 
of additional sales per year 

for Rollins Hardware & Variety 
in Portland, Oregon. Most of 

that volume comes to the neigh- 
borhood Marshall Wells store at 

Christmas time, but the store 
carries a minimum stock for 
birthdays and other occasions 

throughout the year. 

“It’s not just the added sales 
but the extra floor traffic that 

we welcome at Christmas time,” 

says co-owner Guy Rollins. 

“Toys attract a lot of foot traffic 

CHINA AND GLASS DEPARTMENT at Rollins Hardware & Variety, Port- 

land, contributed its share of profit during the Christmas gift-selling period as 

well as Christmas decorations, wrapping paper, and greeting cards. 

and since we place our main se- 
lection on three islands at the 
back of the store, all other de- 

partments benefit from that 
traffic. Of course, we display 

toys in the window and a few in 

front as well, so customers will 
be sure to know we carry them.” 

Extra promotional effort at 

Christmas time almost always 
brings added sales, Mr. Rollins 

has found. His store realizes 

about 20 per cent of its total 

annual gross during the pre- 

Christmas period. ; 
Also contributing to good 

Christmas sales totals are gift 

wares, Christmas decorations, 
wrapping paper, and greeting 

cards. Lay-away sales likewise 
help by building sales in higher- 

priced items. 

DO-IT-YOURSELF DISPLAY TIPS Gift Displays 
Created by Bill Haber 
(Builders Emporium, 

Van Nuys, California) 

BEAVERBOARD TREE helps sell 
practical gifts in, of all places, the 

paint department. It is cut out of 

board to simulate a tree in three sec- 
tions which are set in position to a 
two-inch dowel. Board is covered with 

texture paint to look like snow and 

then covered with sparkle material. 
It displays paint, brushes, varnish, 
putty knives, etc. 

OLD AND NEW SIGNS get holiday 
spirit by placing crumpled colored 
foil around them. New sign states: 

“A Perfect Christmas gift ... a 

Power Tool.” It promotes them 
through budget payments “as low as 

$3.00 per week.” This plan helped 
“Make His Dream Come True” copy 

of sign to pay off 25 times during a 

two-week campaign last season. 

OUT-OF-LOCATION display of dolls 

achieved two things in last year’s gift 
sales at store: 1. Directed traffic to 

toy department; 2. created impulse 

sales of dolls. Turntable, high on table, 

displayed one doll for attention and 

had circular sign showing prices, etc. 
Arrow-shaped signs directed atten- 

tion to toy section. 

HARDWARE WORLD 



Here are eleven popular Crescent Tools and Sets color- Refer to your Crescent Catalog for a de- 
scription of the above items. The prefix 

“X” before the tool number merely indi- fully gift wrapped to increase your holiday tool sales. 

Retail values range from $1.35 to $32.50— a price for caves gitt wrapping: Ia aiange Sis way 
ping which is applied over standard boxes. 

every pocketbook ...a prize package for every gift 

hunter! National advertising will promote these items 

to your customers. Your jobber has all the details. CRESCENT TOOLS 
Order now to insure early shipment. 

Crescent is our trode-mark, registered in the United States and abroad, for wrenches and other tools. Sold by leading distribvtors ond retoilers everywhere and made only by 

CRESCENT TOOL COMPANY, JAMESTOWN, NEW YORK 
For Details Circle 50 on INQUIRY CARD 
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(Limited time only) 

Look for this red envelope NOW 
packed with each 6-pac of New 
Self-Starting Jon-e Warmers. 

it contains an offer and return post 
card entitling you to one FREE, NEW 
STYLE, SELF-STARTING, GIANT SIZE 
JON-E WARMER, retail value, $4.95. 
Just mail us the postpaid card which 
will be enclosed with your order of 
New Jon-e Warmers. This card will 
assure us that during the Fall months 
you will agree to make a counter dis- 
play of Jon-e merchandise, and that 
you will use the attractive, 4-color, 

self-adhering acetate window post- 
er(s). We will send the posters you re- 

quest and your FREE JON-E on receipt 
of the card. 
This is our way of thanking you for 
your cooperation in helping to in- 
crease your sales on the profitable, 
fast selling Jon-e line. 
NOTICE! This offer good only once 
per dealer. Offer expires Nov. 15, 
1956. Minimum order 6 Standard size 
Jon-e Warmers. 

CALL YOUR JOBBER and order Jon-e Warmers, Jon-e Body Belts, Jon-e 

Muffs and Jon-e Fluid TODAY. Get FREE $4.95 GIANT JON-E WARMER. 

Aladdin Laboratories, inc., 620 So. 8th St., Minneapolis, Minn. 

HERE'S A3 WAY BPO 

WINNER! 
TO HELP BUILD SALES PAINT 

STRAINERS 
) PAINT 
PADDLES 
YARDSTICKS 

Increase paint sales fast, the 
RESTCO way and build customer 
good-will at the same time. Each 
of these three RESTCO products 

is a constant reminder of your 
store name and the paint you sell. 
Each one a high quality product, Be 
is available to you imprinted with We manufacture 
your store name ata low lowcost RESTCO Paint 

7 : Strainer Hol ‘ 
Write now for free samples, prices. Prices on pe the 

Reviasre Srrainer 1725 N. EASTERN AVE 

Manuracturinc Co. LOS ANGELES 32, CALIF 

For Details Circle 52 on INQUIRY CARD 

Special Gift 

Departments 

GIFTS FOR THE MEN AROUND THE HOUSE, can 
be found in the tool department at Sexaur’s Home 

Town Hardware, Beverton, Oregon. Decorations 

were not elaborate, and a large, gaily colored 
Christmas wreath was mounted on wall section above 

the tool department to help draw attention to this 

department and to suggest the spirit of buying gifts 
for Christmas. 

we ¢- a han 

GIFTS FOR THE LADIES OF THE HOUSE, at 
Sexaur’s Home Town Hardware, were to be found 

in this section devoted to electrical appliances, bak- 
ing and serving dishes, waste baskets, coffee makers, 

bathroom scales, picnic jugs, and many other items 
that made it easy for the male customers to find the 

right gift for the feminine names on his shopping 

list. 

HARDWARE WORLD 



Gift Displays 

Move Items 

LOTS OF GIFT MERCHANDISE, as well as ade- 
quate Christmas decorations in the form of garlands 

and appropriate Santa’s faces, were combined in 
this window at Walters Hardware, Portland. Elec- 
tric skillets were one of the fastest moving items 

from this display. 

GIFTS FOR MEN were to be found in this tool sec- 

tion of Walters Hardware, Portland. Shoppers could 
find anything from a large power tool (foreground) 

to smaller items such as tin snips and wide selection 

of screwdrivers displayed on round, pyramid display. 

OCTOBER 1956 

Model 681 

available 

through your 

distributor 

Members of the famous 

Starline family of Door 

Hardware. AND SALES 

are growing every year. 

So cash in. See your 

distributor now. Model 1068D 

Cannon Ball Track and 

Self-Oiling Hangers are 

Guaranteed for the Life of 

the Building. Doors 

always work smooth and 

easy. Ask your distributor. 

ra INTERMEDIATE GRACHET -——, sruce 
meacner + RacesT 

& 

Model 1088 
Model 1082D 

eal jcANN N)BALL) 

SELF-CLEANING Copyright 1956 Starline, Inc. 9 oe oe a ey 

For Details Circle 53 on INQUIRY CARD 
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Award Winning Christmas Display Windows 
ee ee ere ew 6 eer wow eee 

{ SLEDDING THRU CHRISTMAS LI 
| | a_i CHOOSE . 

Sy 

PRIZEWINNING DISPLAY at Ank- 
corn Hardware Company, Palouse, 
Wash., won fourth-place prize of $25 
for store last year, in a window deco- 

rations contest sponsored by Black & 
Decker Mfg. Company. Winners were 
chosen for the originality, novelty, 

and sales value of their window. Dis- 
play depicted Santa Claus and a 
smiling reindeer reading a Black & 
Decker brochure as they coasted 
downhill on a sled. 

CONTEST WINNING WINDOW in 
the second annual Christmas window 
decorating contest, sponsored by the 

Merced Sun Star, and radio station 

KYOS, Merced, Calif., was this win- 
dow at Turner’s Merced store. Store 

manager, Jack Hart, reported that 

store received much comment on the 
beauty of this window, and the man- 
ner in which merchandise was dis- 
played. 

CONVERTED BUS, parked in the parking lot at Builders 

Emporium, Van Nuys, Calif., served as collection depot 

for the United States Marine Corps Reserve’s “Toys for 
Tots” campaign. Kick-off in this community promotion 
was highlighted by the presence of a Marine band, TV 
and movie stars as well as other on-the-parking lot enter- 
tainment. Bus was surrounded by a large sign calling atten- 
tion to the project. 

HARDWARE WORLD 



‘Portion of Warehouse in RB&W’s Port Chester plant. 

Fifty million fasteners can't be wrong 
OXES, cases and kegs as far as you can see... all packed 

with RB&W bolts and nuts for shipment. This is just 

part of our finished stock . . . and in just one of our four 

plants. 

Obviously, only good fasteners with good reputation can 
sell in such volume. It proves that people everywhere recog- 
nize RB&W fastener-quality and buy it. 

MORE REASONS TO DO BUSINESS 

WITH THE RB&W DISTRIBUTOR 

1, The most complete line in the field 

2. Top quality throughout the line I11th year 

3. Complete reliability of supply and product 

4. Fast, accurate and friendly service 

5. The original upside-down package — extra strong 
for no-spill, quick, easy handling 

Next time you order, make sure to make it the RB&W line. 

Russell, Burdsall & Ward Bolt and Nut Company, P.O. 
Box 3336—Terminal Annex, Los Angeles 54, California. 

Plants at: Los Angeles, Calif.; Port Chester, N. Y., 
DISTRIBUTORS FROM COAST TO COAST Coraopolis, Pa.; Rock Falls, Il 
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ALLIED SOUTHERN SALES FORCE ATTEND GIFT SHOW 

ENTIRE SALES FORCE of the Southern District of Allied Western Dis- 
tributors, Inc., wholesalers of gifts and gadgets, are shown at the recent Los 

Angeles Gift Show, July 22-27. Shown (left to right) are: Don Hafen; Karl 

Dreher; Ernie Robertson; Dave Davis; John Brantman, general sales manager 

of the Southern District; Fred Storey; Frank Porter; and Earle Barnum. The 

firm maintains headquarters in San Francisco, and district sales offices in 

principal Western cities. 

Capewell Names Sales Engineer 

James A. Maurseth has been ap- 
pointed sales engineer for Southern 

California by The Capewell Manufac- 

turing Company. He was formerly 

eastern division manager for the Fel- 
ker Manufacturing Company, and 

more recently was associated with 

Pacific Abrasive Supply Company 
and Production Tool and Supply Com- 

pany, Los Angeles. 

* oo . — = 
[kh 

specials like this cial 

<a 

Put this "rainbow" 

Southern Group Played Golf 

LOS ANGELES—The 2nd Annual 
Pacific Southwest Hardware Associa- 
tion Golf Day, where retailers, whole- 
salers, and manufacturers represen- 

tatives, get together for a day of fun 

and play, was held September 18, at 
the Irvine Coast Country Club, near 

Corona-del-Mar. Dwayne Larson, 
Wilmington Hardware, was general 

chairman of the event. 

oe 

Your Jobber has |.’ 4 
FULLER money-making 4 

bucket next 

to your cash register and watch 

: it SELL! Assortment No. 329-60 

top-quality extra-large mechan- 

ic's screwdrivers retailing at 

only 29c ea.—3 for 79c. 

even hotter than our No. 319 

Bucket of Screwdrivers. 

s No. 329 TODAY—keep your 

business hopping! 

Ask your jobber's salesman 

about other Fuller Specials 

Use that counter 

B space profitably— | 

It's 

Order 

i ORDER TODAY 

| 

L 

Ts World's gest producers of unt 

‘| FULLER | TOOL COMPANY, INC. 
yy 9 3522 Webster Avenue, New York oF 

eokable nbe $ 
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Elected 
Sales 
Vice 
President 

F. Bliss Winn was recently elected 
vice president in charge of sales by 
the board of directors of the O. Ames 
Company. Mr. Winn joined the firm 
at the beginning of World War II, 
and was manager of the company’s 
plant at Northeastern, Mass. until 

the fall of 1948. He then returned to 
firm’s headquarters at Parkersburg, 

West Virginia, as assistant to the 
president and sales manager for the 

company. Last year he was named 
sales manager of the firm’s tool divi- 

sion. 

Named 
District 
Sales 
Manager 

PORTLAND — Donald Hicks has 
been appointed district sales manager 
for Resin Industries, a subsidiary of 
The Borden Company, Santa Barbara, 

Calif. Prior to his appointment, Mr. 
Hicks was an industrial sales repre- 
sentative of a major paint corpora- 
tion and the sales manager of an auto- 
motive products company. He suc- 

ceeds Michael B. Condelos, who has 
been assigned to an Eastern division 
of the firm. 

Named 
To 
Calif. 
Sales 
Force 

Don 

Sichel 

Don Sichel has been appointed to 
the Northern California sales force 
of The Autoyre Company. Mr. Sichel, 
will represent the company from Fres- 

no to the Oregon borcer. 
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the FINEST tool Amateurs and Professionals 

YOUR CUSTOMERS CAN BUY 

CREAT VECK AIR-CUSHIONED 
PRECISION-BALANCED HAMMERS 

"*sforeure PROF! OF 

praise 

wet 
__ the tin-lead 
‘ solder in 
7 paste form 

THE GREAT NECK ONE- 

PIECE FORGED-STEEL 
No. A-2 

Combines the best ; Ss 
in tool workmanship 
with the finest of tool 
steel. Unsurpassed. 
one-piece hand tool 
that permits effort- 
less wrist motion. 
Electrically hard- 
ened mirror polished 
head and rubber 
cushioned grip 
makes this hammer 
a must for today’s 
working pleasure. 

THE GREAT NECK 
TUBULAR 

Perfectly balanced 
its all steel from head 
to handle. Tough 
Tubular alloy tool- 
steel shaft can’t bend 
or break. Shaft is 
permanently locked 
into electrically 
heat-treated, forged- 
steel head—balanced 
to produce extra 
power. Modern air- 
cushioned non-slip 
rubber grip is per- 
manently fused to 
the shaft to absorb 
shock. 

You're going to make lots of new 

friends with SWIF Solder. Every cus- 

tomer who buys Swif Solder will be 

so delighted to find he can do a per- 

fect soldering job so easily . . . he'll 

be telling all his friends. And those 
friends will be coming to you. 

SWIF is real 50/50 tin-lead solder 
with flux in paste form .. . that any- 

one can use. Real solder . . . not a 

glue. Just apply Swif, heat with match, 

torch, or iron . . . the job is done. 
And done, even by a beginner, to 
professional standards. Order Swif 

now from your wholesaler, in the 
See us at cr. , | 

NATIONAL HARDWARE SHOW y plastic tube or the 4 oz. jor; also 

Oct. 1 to 5—Booths 168-169 Dealer Discount professional sizes, '/ Ib., 1 Ib., and 

WRITE FOR COMPLETE CATALOG 3 Ib. cans 
9, 

OF TOOLS AND KITS FOR EVERYONE 4 @ % 

CRE AT VECK 
covaiiwe: eens ee 

SAW MANUFACTURERS, INC 
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STYLES: Curved and Straight Claw for everyone: home- 
owners, craftsmen, professionals. 16 oz. and 20 oz. heads — 
packed 4 per box. Individually boxed for Xmas and for year- 
round gift-giving. 

the 

Quality Chemicals for Home and Industry since 1915 

416 Broadway, New York 13 
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The all-purpose 
waterproofer 

INDOORS OUTDOORS 

that sells all-year-’round 
THOMPSON'S WATER SEAL is constantly in 

demand by builder and home-owner alike — because 
TWS is a deep penetrating solution that really locks 

moisture out... that actually seals the pores of all 

porous materials! 

CHECK THESE IN-DEMAND ADVANTAGES: 

_Lasting protection for 

P LEATHER | 
PATIOS | 

WATER SEA 
& 

water bounces off like a rubber ball 

Preserves and maintains original surface and tex- 
ture... leaves no film, residue or stain. Increases and 

holds color depth ...no patchy discoloration. 

Easy to Use: Dip, brush, spray or apply with roller. 
Economical: One gallon covers up to 400 sq. ft. 
To retail @ $1.55 Quart. $4.78 Gallon. Other sizes from 8 oz. 
to 55 Gallons. Cash in on TWS—the all around best seller. 
Write Today for complete information! 

E. A. THOMPSON CO. INC. western MERCHANDISE MART © SAN FRANCISCO 3, CALIFORNIA 
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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 

@ SMOOTH—PLIABLE. KIND TO 
YOUR HANDS 

@ MIGHTY MIDGET OF THE 
SISAL FAMILY 

—PUT UPS— 

1 LB. BALLS: Approx. 100 Ib. bales. 10 balls kage. 1 
packages per bale. a r 

Ya LB. BALLS: x. 100 ib. bales. 12 balls per package. 18 
pockages per e 

1/3 LB. BALLS: 
pack 

x. 100 Ib. bales. 12 balls per package. 25 
ages per e. 

Place your orders now. 

Win sales, profits and friends. 

WAREHOUSES—Sepuiveda, 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 Blivd., Sepulveda, Cal. 
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THE ALL-AMERICAN 

ARMY OFFICERS’ KNIFE 

Schrade-Walden Cutlery Corp. 
1776 Broadway, N.Y. 19, N.Y 

Div. of Imperial Knife Assoc. Co 
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ap 

GRIES REPRODUCER CORP. 
World's foremost producer of small die 

help you to 

EXTRA PROFITS 

GRIES E-Z A> 
one-piece 

CUP mages 
Packaged one 
hundred per box 
in 6 popular sizes, 
VY" to 1NV4". 
Nickel or brass 

finish. Also 
popular 7" hooks carded 5 to a card 
in 7 colors and in nickel and brass. 

GRIES E-Z self-screw 

UTILITY HOOKS 
Packaged 50 per 
box. The only 
small utility hook 
for every home, 
store or factory 
use. Bright 
plated finishes. 

Also 2 per card, 
25 cards per box. 

JOBBERS: write for samples and catalog 
pages, prices on GRC's full line of fast 
selling hardware items. 

of? 

DEALERS: see your 
obber salesman for 
mmediate delivery. 

Graham 
Names 
Lohr 
Vice a 
President 

C. G. Lohr has been appointed vice 
president of John H. Graham & Co., 
Inc. Mr. Lohr has been with the 
Graham organization for many years 
beginning his career there as a sales- 

man in the St. Louis territory. In fol- 
lowing years he became Metropolitan 
New York sales manager and later 

general sales manager of the com- 
pany. In addition to his vice presi- 
dency, he retains his title as general 
sales manager. 

R. O. 
Woltring 

R. O. “Bob” Woltring has been 

named Pacific Northwest District 
sales manager for Johnston Lawn 
Mower Corporation. He will cover the 
states of Washington, Oregon, Idaho, 

Montana and Wyoming. Mr. Wol- 
tring, a native Oregonian, was pre- 
viously sales manager’ for Jarman- 
Williamson Company. 

George Finn has been promoted to 
manager of the Western Division 
Choremaster Division, Weber Engi- 
neered Products, Inc. Formerly a 
Choremaster representative in an 
Eastern territory, he will be respon- 
sible for all Pacific Coast states and 
Western Canada. 

132 Beechwood Ave., New Rochelle N.Y. 
Phone: NEw Rochelle 3 3-8600 
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Watch for Golden Anniversary Issue in 
November. 

| 
| 

hon 

| 
| 
| 

d Modern | 

om Ve than to sell 

: against it! 

“SALES BOOSTER" 

STICKER 

turns lookers into buyers 

Attractive sticker on every item in the 
Modern Line is an effective “silent 
salesman". It points out the important 
features of each product ... helps you 
get fast turnover. 

In every detail, the Modern Line for 
1957 is geared for sales. Expertly de- 
signed ... bright, appealing colors... 
made of top quality materials ... 
manufactured to the highest standards 

. and priced for action! 

The MODERN Line 

is COMPLETE 

WHEELBARROWS 
Five popular models, from 
3 ft. to 5 ft. cubic capacity. 

LAWN 
CARTS 

Convertible 
Spreader - Cart 
and conventional 
Utility Cart. 

SPREADERS 

Two lines — the 
de luxe PRINCE 
models and the 
fast selling 
COMMANDER 
models. 

ifele) m.? die co. 
5389 W. 130th St. C 
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It's New! Unique! EVERY Ranch-Type 
Homeowner a Hot Prospect! 

Dalton FOLD-A-WAY 
ALUMINUM LADDER 

| 

Avail- 

able in 

Sizes 

Ranch- | 

| Any 
<u PACTLY Job 

Around 

Pat. Pend. | 

SIZES from 6’ to 14’—for any repair job 
from roof to ordinary inside use. 
MADE OF REYNOLDS ALUMINUM for 
light weight, durability, and strength. 
EXCLUSIVE HINGED RUNG CON- 
STRUCTION makes it easy to carry, al- 
lows saving in transportation and storage. 
Stabilizer automatically locks in position 
when opened. Simple finger-tip release 
for folding. 
SPECIFICATIONS—Size of Side Rails 2” 
x 1%”. Diameter of Rungs 1”. Rung | 
spacing 12”. Inside width between rails 
14” 

HEAVY CORRUGATED RUBBER SAFE- 
TY SHOES prevent slipping or creeping. 
Rubber tips on top of rails prevent 
scratching of walls. 

@ INDIVIDUALLY BOXED. 

ORDER NOW! IMMEDIATE SHIPMENT | 
JOBBER INQUIRIES INVITED | 

DALTON Portable Electric JIG SAW 
with PISTOL GRIP HANDLE 

Provides COOLER | 
Handling, 

Greater SAWING 

ACCURACY 
through easier 

operation & control. 

7 SAWS IN ONE! 
U. L. APPD. 

Does work of a Rip, Crosscut, 
Coping, Scroll, Jig, Band & Key- 
hole saw. IT CUTS—Circles, 
straight lines, intricate designs 
in Wood, Plastics, Metals, Com~ 

position Boards, etc. 
OTHER FEATURES: Spe- 
cially built chrome plated 
motor; makes own starting 
hole for inside cuts; air 
stream blows sawdust off 
guide line, 

Model D-500 
$44.95 

Complete with Five 

Different Blades. 

For Heavy-Duty Uses—Sell - 

DALTON 
Fully-Mechanical 

Sawhorse Brackets 
No Nails, Bolts or 

Miter Cuts on Legs 

Sizes for 1x 4's & 2x 4's 

Put lumber in jaws 
and leg sockets— 
tighten wingnut. Use 
for Platforms, Scaf- 
folding, Banquet Ta- 
bles, etc. Dismantle 
on job. 2x4 size pack- 
aged. 

tf not stocked by your jobber, have him order for you. 

DALTON MFG. CO. 20 S, Central Ave., 
St. Louls 5, Mo. 
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MAIN STREET U.S.A. is very active with early century transportation pass- 
ing by the Yale Lock Shop every few minutes. 

Throngs Visit Yale & Towne's 

Disneyland Lock Shop 

N main street, USA, one of 
the sections in the massive 

Disneyland is the Yale lock shop. 

It was designed as a place to 
present the fascinating history 
of locks and hardware dating 

from the early Egyptians to 

modern times. 

Main street is a replica of 

buildings at about the turn of 

the century. Horse cars, stage 
coaches, and early century auto- 
mobiles pass by the lock shop 

every few minutes. In keeping 

A CROSS SECTION LOCK is used by one of three young ladies in attendance 
at Yale Lock Shop to show visitors how locks operate. Some of the old locks 
on exhibit are shown mounted on the right wall. Modern locksets are shown 
on panel at rear. 

HARDWARE WORLD 



No question about it... you 
can’t sell what you don’t have. 

But with a Richards- Wilcox cata- 

log at hand—you possess a com- 

prehensive, ready reference to 

help you keep in-stock on the 

fastest selling door hardware 

items in the R-W line. 
Not only does this compact 

catalog contain all the necessary 

NAIL DOWN 
‘ Send For 

> Your 

FREE 
CATALOG 
A-91-LP 

TODAY! 
track door hangers °® 

Branches 

330 W. THIRD STREET, AURORA, ILLINOIS ¢ 

OCTOBER 1956 

es 
When You, keep in-stock 

on R-W door hardware 

... WATCH SALES SOAR! 

technical information—it also 

includes features, prices, sizes to 

help you give concrete answers 

to customers’ ‘‘most asked’’ 

questions. 

Help yourself to a bigger share 

of door hardware sales! Write 

now for your free, illustrated 

R-W Door Hardware Catalog 

A-91-LP. 

SURE SALES WITH THE 

R-W HARDWARE LINE 
Garage door hardware ® Garage, factory and warehouse hinges © 
Door latches and bow handles ¢ 
Studding sockets @ Silver Streak house door hangers ®¢® 

Door binders & stay rollers 
Trolley 

Barn Door hangers @ Hardware sets for 

single and double straight sliding doors @ R-W Aut-O-Dor electric 

operators for residential & industrial doors ® 

ichards-Wilcox 

R-W fire doors 

in Principal Cities 

is @ top quality set constructed of 
premium materials, including all 
accessories. You con sell this set 
with the assurance of complete cus- 

satisfaction. 

R-W No. 262 
Steel Studding Sockets 

ore the modern way to secure stud- 
ding in farm, garage, and other 
structures built over concrete floors 
or foundations. Stops split or shrunk- 
en sills; helps buildings stay stronger 
years longer. 

R-W No. 1019 
Silver Streak 

are all-steel, single-wheel, precision 
bail bearing adjustable hangers for 
sliding closet or cabinet doors 
weighing up to 100 Ibs. The finest 
vanishing door hardware available 
... the stondard of quality instead 
of price. 

R-W No. 20-2 
Trolley Track 
Door Hangers 

give efficient, de- 
pendable action 
on sliding doors 
weighing up to 

300 Ibs. Hangers 
adjust vertically 
or laterally for perfect installation 
on barn, garage or warehouse 
doors up to 24" thick. 

1956 

SUDING DOOR HANGERS & TRACK © FIRE DOORS & FIXTURES © GARAGE DOORS & EQUIPMENT 
INDUSTRIAL CONVEYORS & CRANES © DOOR OPERATORS «© SCHOOL WARDROBES & PARTITIONS 
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201 N.E. Stream- 
201 Side Cutting lined Side Cutting 
Plier Plier 

* 

Za” 
203 Long Nose 301 Long Nose 
Side Cutting Plier Plier 

220-7 Heavy Duty 
202-5, 6 Oblique Oblique Cutting 
Cutting Plier Plier 

217-6 Short Chain 
302 Long Curved Nose Side Cutting 
Nose Plier Plier 

BETTER DISPLAY SELLS MORE ee 

—_ 

On your counter or wall 

this new Klein display 

board will sell more 213-9 N.E. “Klein Kut 

pliers for you. Furnished High-Leverage 

FREE when ordered Cutting Plier. 

with the popular Klein 

Pliers to stock it. *Trade-Mark 

Write for 
Free Copy 

of 
Klein Pocket 
Tool Guide 

“Since 18575 

enn a MLEIN —: & Sons 

oe McCORMICK ROAD © CHICAGO 45, ILLINOIS 

with this period, three young 

ladies are appropriately cos- 
tumed in Victorian dress and 
are on hand at the lock shop to 
relate the story of locks. A part 
of the fabulous Yale antique lock 
collection is mounted on the 

walls of the store and intricate, 
operating medieval locks are on 
the counters to intrigue the 
visitors. 

More than 600,000 visitors to 

Disneyland have come in the 

Yale lock shop to see the inter- 
esting collection and to listen to 
the story of locks. According to 

Yale officials, these people have 

also been told of modern Yale 

locks and how they would apply 
to the visitors’ needs. Thousands 
of these people have asked for 

further information and a source 

of supply. 
Yale is also in evidence all 

over this 160-acre magic king- 

dom. All doors, gates, turnstiles, 
and cabinets have Yale locks. 

Walt Disney insisted that all 
hardware be in keeping with 

the era. This ran from dungeon 
locks and sleeping beauty’s cas- 
tle to ultra modern locks for to- 
morrow. Because of the com- 
plexity of the job it was neces- 

sary to pull old patterns from 

the vaults to reproduce some of 

the pieces. To tie it all together, 

a grand master key system was 
established with provision for 

additional locks. The master key 

in solid gold was presented to 

Walt Disney at the opening by 
James D. Young, Yale’s general 
sales manager. 

Bud 
"Someone told me | could get a strange 
reptile here called a plumbers snake.” 

HARDWARE WORLD 
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WANT LARGER SHARE OF DO-IT-YOURSELF TRADE? 

| ; 

Rent SANDERS 

HOLT | reisiers 
Ve Impressive Pr Here's equipment that quickly pays for itself, ry P ad ofts while increasing store traffic and sales of paint, 
are yours when you sell | shellac, varnish, wax, sandpaper, steel wool, etc. 
the line that’s famous 

for quality everywhere! New HOLT Rental Sander. 
Stronger vacuum, improved pick- 

Consistently advertised in the nation’s buy-minded up reduce dust. Short coupled, 
publications, K-V fixtures are the most-asked-for line of | well balanced; easy to handle and 
their kind. Customers prefer K-V’s lifetime sturdiness transport. Does truly rofessional 
and beauty—virtues you will find most rewarding, too, | job. Has same durability, same 
in year ’round profits and sales action. quickly demountable drum cush- 

ion (patented) as HOLT profes- 
sional sander. 

K-V ... FIRST IN CLOSET FIXTURES 

New HOLT JW12 Pol- 
isher waxes, polishes, 

K-V ... FIRST IN KITCHEN FIXTURES scrubs, steel wools. Easy 
for women to use. Motor 
grease-sealed for life. 
Stowaway handle requires 
less display space. 

Roomy K-V 552 Purse Rack View-all K-V 575 Tie Rack 

Slide-away K-V 793 Towel Rack Easy-glide K-V 790 Pan Rack 

K-V ... FIRST IN BUILT-IN FIXTURES sali Aiinsis ‘eaeadilaas 

been surpassed for sand- 
ing floor edges, corners, 

closets, boats, etc. 

self-selling all-in-one 
shelf assembly packages 

Easy to follow illustrated 
instructions on the boxes 

which contain a complete set f P 
of standards and supports for Safe, simple to use, built for rental abuse. See 

either open or set-in how this HOLT profit-making trio builds do-it- 
shelves for every use. yourself business — fill in coupon NOW. 

— 

K-V 80 Standards 
with K-V 180 Brackets 

a 

aie MANUFACTURING 
‘ COMPANY 

* 4 
Better floor machines for more than 25 years 

_ with KV 239 Supports | 669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 

HOLT MFG. CO. : 

DO-IT-YOURSELF profits, Room K-10, 669- 20th St., Oakland 12, Callf., or 272 Badger Ave., 
too, from K-V Drawer Slides and be eel 8. N. J ! 

K-V Sliding Door hardware. { f 
| | Please send me folders describing HOLT rental machines. | 

! Check stock and stock up on I NAME POSITION 
the K-V fixtures folks will be ! 
asking for at your store! | FARM 

| 
KNAPE & VOGT MFG. CO., { ADDRESS | 

GRAND RAPIDS, MICHIGAN, L } 
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Customers 

A Favor 

vou seu MUl@i') 2 
Yes, your customers will 

thank you for selling them Victor products 
because they're sure to get better citting | 
results. You'll get better sales results be- 

cause those customers will come back to | 
you for more. We’re making sure, with con- 
sistent advertising. 

Special Flexible or Flexible Blades—Designed for gen- 
eral purpose use in cutting all machineable metals, | 
plastics, fibre, etc. 

“Moly"® High Speed Steel Blades — These blades are | 
tough, carry the load, retain sharpness and embody 
all high qualities of heavy-duty blades. 

Victor No. 10 Frame — Yellow, Tenite handle — long- 
wearing rustproof crackle finish. Complete with 12” 
Unbreakable Special Flexible Blade. Features easy 
blade change and ic tensioni 

ee ee 

Victor No. 15 Frame — Red Tenite handle. Smooth, 
easy-to-clean, high gloss, rustproof finish for lifetime 
protection. Complete with 12” “Moly” High Speed 
Blade. Features easy blade change and automatic 
tensioning. 

Victor No. 20 Frame — Long-time mechanics’ favorite. 
Adjusts for 10-inch and 12-inch biades. Pistol grip. 

Increase Blade Sales 
By Featuring 

“Molyflex’’” Display Card No. 166 

10 “Moly flex Hand 

o blades on each 3- 

® color 10x 132" card 

Assures you of more 

Molyflex”’ profits! 

VICTOR SPECIAL FLEXIBLE 

Assortment No. 45 

Attractive 2-color card holds Special Flexible 

blades—a fast-selling, all-purpose assortment 

Sold only through Recognized Distributors 

VICTOR @ ms 
VICTOR SAW WORKS 
MIDDLETOWN, N. Y., U.S. A. 

Makers of Hand and Power Hacksaw Blades, 
Frames, and Metal and Wood Cutting 
Band Saw Blades of every type and size. 
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SCHEDULE OF CONVENTIONS AND SHOWS 

Nov. 18-20 NATIONAL GARDEN SUPPLY DEALERS SHOW, at 

Navy Pier, Chicago. Headquarters Hotel Morrison, Chi- 

cago, Ill.) 

NATIONAL GARDEN SUPPLY TRADE SHOW, at 

Kingsbridge Armory, New York, N. Y. (Garden Supply 

Merchandiser, 1901 St. Paul St., Baltimore 18, Md.) 

NATIONAL HOUSEWARES SHOW, at Navy Pier, Chi- 

cago. (Dolph Zapfel, sec., National Housewares Manu- 

facturers Association, Room 1140, Merchandise Mart, 

Chicago 45, Ill.) 

INTERMOUNTAIN ASSOCIATION HARDWARE AND 

IMPLEMENT DEALERS CONVENTION, at Hotel Utah, 

Salt Lake City, Utah. (Leon L. Weeks, Secretary, 308 

Continental Bank Bldg., Boise, Idaho) 

44th CALIFORNIA GIFT SHOW, at Merchandise Mart, 

Brack Shops, Alexandria & Biltmore, Los Angeles. (George 
L. Pascoe, Trade Shows, Ltd., 672 South Lafayette Park 

Place, La. 57) 

MOUNTAIN STATES HARDWARE AND IMPLEMENT 

ASSOCIATION CONVENTION, at Cosmopolitan Hotel, 

Denver, Colo. (Francis W. Reich, 1283 Spruce St., Boulder, 

Colo.) 

PACIFIC NORTHWEST HARDWARE & IMPLEMENT 

ASSOCIATION MEET, at Davenport Hotel, Spokane, 

Wash. (Malcolm Smith, Secretary, 210 Empire State Bldg., 

Spokane 1, Wash.) 

NORTH COAST RETAIL HARDWARE ASSOCIATION 

CONVENTION AND HARDWARE INDUSTRY SHOW, 

at Senator Auditorium, Seattle, Wash. (Martin W. Danko, 

Managing Director, Rt. 12, Box 109, Fife Square, Tacoma) 

WESTERN CHINA, GLASS, GIFT, JEWELRY, TOY, 

STATIONERY AND HOUSEWARES SHOW, at Civic 

Aud., Sheraton-Palace, St. Francis and Sir Francis Drake 

Hotels, and West. Merch. Mart, San Francisco, Calif. (Kay 

Leber, WMEA, 1355 Market St., San Francisco, Calif.) 

WINTER MARKET, at Western Merchandise Mart, San 

Francisco. (A. Cameron Ball, Western Merchandise Mart, 

1355 Market Street, San Francisco 3.) 

PORTLAND GIFT SHOW, at Public Auditorium and 

Plaza Hotel, Portland, Oregon. (Kay Leber, WMEA, 1355 

Market St., San Francisco 3) 

CALIFORNIA RETAIL HARDWARE ASSOCIATION 

CONVENTION AND SHOW, headquarters, Fairmont 

Hotel, San Francisco. (Krueger B. Jacobsen, 122 9th St., 

San Francisco 3) 

PACIFIC NORTHWEST GIFT SHOW, at Civic Aud., 

Olympic and New Wash. Hotels, Seattle, Wash. (Otto H. 

Grigg, Rm. 1120, 416 W. 8th St., Los Angeles 14) 

ALLIED GIFT & JEWELRY SHOW, Hotel Adolphus, 

Dallas, Texas. (Allied Exhibitors, Inc., 3882 Wilshire Blvd., 

Los Angeles, Calif.) 

PACIFIC SOUTHWEST HARDWARE ASSOCIATION, 

convention—Long Beach Auditorium, Long Beach, Calif. 

(Otto H. Grigg, Rm. 1120, 416 W. 8th St., L. A. 14) 

HARDWARE WORLD 



CAULKING | Arvo, {pit elling 
COMPOUND | 
CARTRIDGE HUUUUaHauueeeeeee 

@ No costly overruns tin 
@ No messy spillouts | Co . pce er 

@ May be used in any Standard : a 
Cartridge Gun TLCUEEeOUeene @ Prepaid freight 

With the new cartridge you get results Hh wy in 6 nical 

'. eee in Sunset 

pul 

‘ 22 2Seere** 

a | it ee 
b 4-4 Pe < 

L 44 P 

= 
i === ==> 3 e 

* u 

L | Cake 'n Cookie Cooler 

C] | in copper 
— always a best seller 

Dual Compartment Plunger is the Answer 
to Neat, Low Cost Caulking Jobs 

Armstrong ‘‘Flow-Control’’ 
Cartridge is equipped with a 
diaphragm action retractable 
plunger. It provides immediate 
release of pressure which stops 
the flow of caulking compound Cheese slicer 

° High strength cutting wire 
when plunger rod on gun is Roast Rack Chrome finish—attractive 

¥ disengaged. Plunger rod is dis- a hot holiday item display card 

engaged from ratchet by turn- 
ing rod or using trigger release 
when provided. When plunger rod is disen- 

gaged, inner compartment 
moves back to position shown Another advantage of the 

{ by dotted line, releasing . 
pressure which stops flow of dual compartment plunger 1S 

coding compawne, its provision for expansion and 
contraction of the caulking compound when 
stored in high or low temperature. This feature 

a | aE ae yy hae 

Frozen food saw 

— 

' + os * : . cuts frozen food and Coffee warmer J eliminates any possible strain on the cartridge houne anaite individually gift 
{ sidewall. Carded for display cartoned 

Complete Information upon Request EST. 1911 

THE ARMSTRONG COMPANY tal te 
i 1001 E. 103rd St., Chicago 28, Illinois. WIRE SPECIALTIES COMPANY 

Other plants: Detroit + Dallas + Richmond, Calif. « Charlotte, N.C. 651 Walsh Street, Santa Ciara, California 
For Details Circle 66 on INQUIRY CARD For Details Circle 67 on INQUIRY CARD 
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RETAILERS GET DIPLOMA FROM NORTHERN 

CALIFORNIA BUILDERS HARDWARE SCHOOL 

HAGER SCHOLARSHIP to the re- 
cent Builders Hardware School con- 
ducted by the Builders Hardware Club 
of Northern California at San Fran- 
cisco State College, was presented to 

Joseph S. Woolford (left) of Fox- 
worth-McCalla Lumber Co., Phoenix, 

' ' , Arizona, by F. E. Hay, Northern Cali- 

FEATURED SPEAKER at the graduation exercise marking the completion fornia representative of C. Hager and 
of the first Builders Hardware Training Course, conducted by the Builders Sons Hinge Mfg. Co. Mr. Woolford 

Hardware Club of Northern California, was Arthur H. Uhler, Western regional won the scholarship, which paid his 

manager of the Stanley Works, and president of the American Society of expenses to the August 6-10 training 

Architectural Hardware Consultants. Shown at the head table (left to right) school, for submitting the best 100- 
are: William S. Haswell (partially hidden), acting secretary of the American word essay on “Why I Want to Be- 
Society of Architectural Hardware Consultants; Mrs. Tom O’Neill; Dr. G. come a Builders Hardware Consult- 
Nichols, head of Industrial Arts College, University of San Francisco, where ant.” Award was presented at the 

classes were held; Mr. Uhler; Mrs. William S. Haswell; Dr. George Champion, Commencement Dinner, held August 

University of San Francisco; Mrs. G. Nichols; and Daniel C. Hay, Daniel C. 10 at Rickey’s Red Chimney, San 

Hay Company, Los Angeles. Francisco. 

7% MORE Spray Enamel 
ATLL.NO ADDITIONAL COST 

. . » your customers want value . . . quality at a price! Give it to 
them with Krylon! Stock, display, sell Krylon—order today .. . 

ie ’ ; : sells itself on sight, and . . . a most profitable “repeat sales” 
OTHER - ° i item, too! 

KRYLON P - © guaranteed non-clogging valve 

® good to the very last spray 

© CrpwabClsor perme ® nationally advertised—publicized 

nent protective coating — : ® featured by leading stores—coast to coast 

® Stencil Ink Sprays and 

Hide-a-Mark cover 
coat 

© Zinc chromate Metal Modern Wrought Iron 

or ah | | DISPLAY RACK bel eto 

. with the purchase of #16-24 
assortment Krylon Spray Products 
plus 12 giant cans of dealer 

choice. (Rack by itself worth 
$15.00) . . . super silent sales- 
man that will go to work for 
you at once. 

ORDER FROM YOUR JOBBER OR WRITE 

Krylon, Inc., Norristown, Pa. 
oo 

KRYLON-—THE BRAND WITH DEMAND - COAST TO COAST 
For Details Circle 68 on INQUIRY CARD 
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DON'T OVERLOOK 
APPRECIATED 

CHRISTMAS ANOTHER TOOLS NEW 

DIAMALLOY : 
ADJUSTABLE COFFEE MAKER 
WRENCHES Every handy man needs Fully Automatic Only 3 95* 

ry ee Plus "Signalite™ 12 
wetaaTg taunt Meineiesnnentieag Mme g.. >s Chrome nickel plated 
and buffed. Individually 
boxed. 

Yes, it’s AUTOMATIC all the way—and beau- 
tifully fashioned in the modern streamlined 
mode. And it brews delightfully full-flavored 
coffee to please the most exacting taste. 

Here are the leading features that make this 
newest “EMPIRE-MATIC” Coffee Maker so 
appealing, saleswise. 

DIAMALLOY 
SLIP JOINT 
PLIERS “@ Signalite indicates when coffee is ready — then 

-~ = | stays on to show it's serving hot! 
A first-needed utility 

tout, Meew foot stasl, ¢ "Gold Water" Pump provides faster perking — carefully forged and - 
joerg . requires less coffee! finished, beautifully 

Chrome nickel plated 
and buffed. Individually he © Heavy-Duty Thermostat operates just ONCE 

during brewing cycle. 

a ¢ In beautifully polished Aluminum —light to han- 
dle even when filled with coffee! 

DeLuxe “EMPIRE-MATIC” 

DIAMALLOY finished in deep, lustrous chrome. With 

i AVIATION Flavor Selector and Red “Signalite™ 

f No. 1978, 4-8 cup $18.95* 

Ask About The New 
Automatic “Coffee-Quickie” 

Newest, most popular | 
all around tool. Very 

compact with powerful Makes a "cup for two — or two for you" — 
— —. Fine Automatically 
steel eautifully ma- e 
chined and finished. In- No. 72 $7.95 
dividually boxed. 

*Prices slightly higher in West 

Show the whole Diamond Quality Tool Line. ga: by Leading er 
Wholesalers everywhere or write for catalog to 

DIAMOND CALK Specialists in Coffee-Makers 

for Over a Third of o Century 

PONE REIN HI 

Ejtpite 

Thee METALWARE Corporation 
Merchandise Mort, Chicago Two Rivers, Wis. 200 Fifth Ave., New York 

| OMESN0G Cir 
DULUTH, MINN. Est. TORONTO, ONT 

For Details Circle 71 on INQUIRY CARD | For Details Circle 57 on INQUIRY CARD 

OCTOBER 1956 105 

aS Roe NTE TL hs alle ne a 



THE KEY TO 
GREATER PROFITS 

The Line With Greater 

CUSTOMER ACCEPTANCE 
The complete line of Geyer Farm 
and Garden Tools signals quality 
and efficiency to your customers. 
That means fast, easy saleability 
and greater profits for you. The 
new improved display stand will 
sell itself out time after time. If 
you aren't cashing in on the 
Geyer line now, you should in- 
vestigate its possibilities. 

Write Loday for complete 
catalog of tools and details of mer- 

chandising and advertising aids. 

GEYE 
For Details Circle 72 on INQUIRY CARD 

UP Sales and Profits 

in Tinware with 

nationally advertised 

MOULI LINE 
THE MOST PROMOTED 

PRODUCT IN THE 

MANUFACTURING CO. 
ROCK FALLS, ILLINOIS 

KING SIZE 
SALAD MAKER 

SLICES * CHOPS * SHREDS + GRATES 
Non-slip rubber tipped fold-away legs 

+ won't scratch 

Individually 
multi-color 

+ save space 

$498 ickaged i 
splay cavten RETAILS 

MOuvUutLti 
ppp abet CORPORATION 

JERSEY ITY 6 

For Details Circle 73 on INQUIRY CARD 

BIG ATTRACTION in the Town and Country Shopping 
Center, Klamath Falls, Ore., was this 10-foot-high Santa 

in front of Roberts Hardware Store. Last year more than 
100 youngsters found the mail box mounted on post near 

Santa’s feet to deposit letters. Newspaper advertising and 
publicity was used to emphasize that each child’s letter 

would be answered if his name and address was on the 
envelope. Innis Roberts, operator of the hardware com- 

pany was able to build up a mailing list of more than 500 

new, active names in addition to his regular customers 

by using this device. Mimeographed letters were used to 

answer the Christmas letters, with mailing pieces on holi- 
day specials enclosed for the attention of parents. 

LOOKING OVER NEW DISPLAY MERCHANDISER 
PRESENTATION 
of a new wrought 

iron merchandising 
display was made 
recently to execu- 
tives and sales per- 

sonnel of the E. A 

Thompson Company 
in the offices of 
their marketing and 
merchandising coun- 

sellors, David M. 

Cook and Associates. 
Looking over the 

new fixture, which 
was specially de- 
signed by Mr. Cook 
for display of 
Thompson’s Water 

Seal products, are 

Mrs. E. A. Thompson, wife of the inenidens of the firm, 

and Ted Thompson, son of Mr. and Mrs. Thompson. The 
new display fixture is part of a merchandising program 
designed to make the firm’s products, used for many years 
for industrial applications, available in greater quantities 
for the use of home owners. 

HARDWARE WORLD 



_ Makes a clear, 

bold mark 

on any surface. 

Glass! 

“Metal ! 

Plastic! 

REFILLS IN 

Black « Green 
Red « Yellow 

} Blue * Brown 

Ask your wholesaler or write 

LISTO PENCIL CORPORATION, ALAMEDA, CALIFORNIA 

For Details Circle 74 on INQUIRY CARD 
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STIKK - STRIP* 
The New Bronze Self-fastening 

FRAME WEATHER STRIPPING 

Just peel the cover, press the adhesive backing to 
the frame of door or hinged sash. No solvent to 
evaporate or oxidize, it stays stuck and how! Sightly 
and efficient, it needs no tools, no carpentry, no skill 
to attach a professional-grade job in a jiffy at one- 
third the usual cost. 

BETTER ORDER YOUR SEASON’S STOCK NOW 

ADHESIVE METALS COMPANY 
2555 East 25th St., Los Angeles 58, Calif. 

| * U. S. and Foreign Patents Pending 

_ For Details Circle | 75 on INQUIRY CARD 

Regular 
Slotted 
Screwdriver "NO-COMEBACK” TOOLS 

MEAN 

"COMEBACK" 
CUSTOMERS! 

For 36 years, XCELITE deal- 

ers have been enjoying a 
good business because the 
customers return—not the 
tools! That's because 
there's craftsmanship in 
XCELITE screwdrivers 
and nut drivers — BIG 
plastic handles— 
chrome Vanadium 
blades — precision 
tips. It makes good 
business sense to > 0-5 

sell the best — Detachable 

write for our cat- 
alog, prices and 
sales - proven 
displays. 

XCELITE, INCORPORATED 

Dept. Z 

Orchard Park, N. Y. 

For Details Circle 76 on INQUIRY CARD 
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Manufacturers of 

BULL DOG - DANDEE 
and E-Z 

HOUSEHOLD SPECIALTIES 

ISEHOLD PRODUCTS 

For Details Circle 77 on INQUIRY CARD 
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Stralafflo- : QUAD-line Typesetting. 
—_ HARDWARE CATALOG DIVISION 

silicone treated 

Announces a 

FOOT AND CHECK VALVES “BUY-PRODUCT" 

RUBBER POPPET 

Clog-proof 
Strainer? 

Strataflo Foot and Check 
Valves end leakage troubles, 
save wear and tear on 
pump, save their cost in 
service calls. Ideal for jet- 
type pumps. Write for 
Bulletin 1003. 

Order from your jobber 

STRATAFLO PRODUCTS, IN 

Fort Wayne 1, Indiana 

of the SELF-SERVICE PLAN 
FULL PAGE 

SALESMEN 
CATALOG SHEETS 

$41.75 
PER 100 

Plus 25¢ per eut handling charge 
nto” Quality Letterpress Printed 

WS + ot SS From New Metal Type. 

These salesman sheets are another wonderful e ple of the valuabi 
by-products that sometimes develop from new ideas. 

In addition, the material used on these sheets forms the basis for 

many other money-saving advantages under the SELF-SERVICE PLAN. 
Let us show you how we help you build an up-to-the-minute loose- 
leaf catalog and how you can expedite future catalog production. 

WRITE TODAY for full particulars. 
QUAD-line Typesetting — 

HARDWARE CATALOG DIVISION 
Address Correspondence to: 212 East 3rd Street. Los Angeles 13, California 
PLANI-——345 E. Garvey Ave., Monterev Park, Calif. (7 miles from Los Angeles) 

__For Details Circle 79 on INQUIRY CARD 

(MARSHALLTOWN) (MARSHALLTOWN) 

MARSHALLTOWN TROWEL COMPANY + MARSHALLTOWN, IOWA 
For Details Circle 81 on INQUIRY CARD 

cg Contains LANOLIN! §DECUCINeNSTErE 
HAND CLEANER ®f 
The ideal cleaner for LAN- LIN tet 
every mechanic, plumber, 
service station operator, Quickly gs gat 
factory worker grease ond opine. 

revents Cha 1, 2 end 414 LB. CANS _ 

In 

POPULAR SCIENCE 

POPULAR MECHANICS . serews . . part 

coast to coast! (12 to Display carton) 

and leading nuts . 

TAR || FARM MAGAZINES 3 Ox. Can 30¢ list 

Radiator Specialty Co. seca saa OVER 10 MILLION ADS Radiator Specialty Co. 
Ask Your Wholesaler! Charlotte, N. C. a month! Charlotte, N. C. 

For Details Circle 82 on INQUIRY CARD 

HARDWARE WORLD SERVICE BUREAU 

You NEED A THIRD ARM e e e to achieve constant ge paerenes so necessary in maintaining or increasing 

patronage in your establish luable ‘"Third Arm" is the Merchandising-Moderniza- 10-POINT tee KH. “ 
¥ . “ It contains a large graph sheet and scaled modules representing table and wall fixtures along 

Merchandising Modernization 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 

one dollar ($1.00). Send money order or check today. 

1355 Market St., San Francisco 3, Calif. 

108 
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BOTH OF YOU WILL LIKE “Ideal ike” — 
ADJUSTABLE TELESCOPING Q announces... 

BOLTS <x _/ STAINLESS STEEL PUSH BARS 
AND 

Both you and your customers will be pleased with the 
exceptional package and the quality product. 

First because Lewis bolts and nuts are precision built, 
threaded to spinning fit, work better—look better— 
are better. 

Second because the tough colorful carton quickly 
identifies the size and type and “comes up clean and 

No. 991, 114" clearance. 

Fits doors 24” to 36” wide. Lifetime stain- bright" even under rough treatment. 

sop uae Am selling the Lewis line is a pleasure. Ask oe less steel with cast aluminum posts. Bar is 

"x54". Available for 44” or 1%” clearance. 
Matching door pull, 12” on center, has 114” 

ig BOLT & NUT CO. clearance. 

504 Malcolm Ave. S.E. EZ? IDEAL BRASS WORKS, Inc. 
MINNEAPOLIS, MINNESOTA 250 E. Sth ST., ST. PAUL 1, MINNESOTA 

AND DELIVERY 

For Details Circle 84 on INQUIRY CARD For Details Circle 85 on INQUIRY CARD 

MECHANICS’ TOOLS and 

HARDWARE SPECIALTIES 

QUALITY 

#373 

: (" FORGED STEEL MELTING LADLES 
j All sizes furnished either single or double lip as ordered. 

i. Thickness of bowls from l0GA to %". Lead Capacity 

y ; 1% to 50 lbs. Bowl sizes from 2¥2" to 10”. Also can furnish 
separate bowls to which your own handles can be 

assembled. 

GRAY IRON SOLDER 
POTS 

Made in sizes from 4” to 1342”. 
12” and 13¥2" furnished with pouring lip and 
lifting lug. #398 

WRITE TODAY FOR CATALOG 

t 

| 

| 

GUARANTEED 2@ SINCE 1830 
WILLIAM JOHNSON INC. 
BRENNER AND KENT STREETS NEWARK 3 } 

For Details Circle 86 on INQUIRY CARD For Details Circle 87 on INQUIRY CARD 

OCTOBER 1956 109 

Foe Aa Ae 



KING COTTON 

CLOTHESLINE 
Feel it 

it's TOUGH 
‘TWILL Las? 

¢ TOUGHER 

e TIGHTER 

BRAID 

e PROTECTIVE 

BAG 

e DISPLAY 

PACKAGED 

Send for samples 

giving us your Jobber’s Name. 

105 Duane Street * New York 8, N. Y. 

For Detalis Circle 88 on INQUIRY CARD 
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JOHN SUNSHINE 

MITEE 
PIPE 

JOINT 

COMPOUND 
® For water, gas, air, steam, etc. 

Comes in 1 lb. cans (12 in a carton), 

5 lb. cans (6 in a carton), or in tubes 

individually boxed and packaged in 

attractive self-service display. 

In Tubes or Cans 

John Sunshine Chemical Co., Inc. 
600-606 West Lake St. 

Chicago 6, Illinois 
For Details Circle 89 on INQUIRY CARD 
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INDEX TO ADVERTISERS 
(This index is published as a convenience and not as a part of 

{o tedex correctly and no allowance will be made for errors or failure to ins care is taken 
the advertising contract. ent 

Note: Figures in parenthesis () refer 
to Inquiry Card Number which can be 

circled on inquiry card on page 64 

when desiring further information 
about advertisement. 

Adhesive Metals Co. 

Aladdin Laboratories Inc. ............. 78, 90 

Aluminum Goods Mfg. Co Third Cover 

American Chain & Cable Co., 

American Chain Diy. 

American Floor Surfacing Machine Co.... 

American Pad & Textile Co 

American Push Broom Co 

American Steel & Wire Co. (1) ..Front Cover 

O. Ames Company 

Animal Trap Co. of America 

Ardmore Products Co. 

The Armstrong Co. 

The Bassick Co. 

Bevins Bros. Mfg. Co. 

(John H. Graham & Co., Inc.)......... 112 

H. Boker & Co., Inc. 

The Brearley Co. 

Camillus Cutlery Co. 

Campbell-Chain Co. .........ccccccescccs 

CUOUGRRINE IEEE FOO noc ec eec en evecvevenes 

The Coleman Co., Inc. 

Colt’s Patent Fire Arms Mfg. Co., Inc..... 

Continental Scale Corp. 

Corning Glass Works 

Crescent Tool Co. 

Dalton Manufacturing Co. ..............- 

Dazey Corporation 

Diamond Calk Horseshoe Co. 

Draper-Maynard Company 

E 

The Eclipse Lawn Mower Co. 

F 

The Fletcher-Terry Co. 

Puller: Teel: Oe TMG... ec ccccescciveveses 

G 

General Steel Warehouse Co., Inc. ....... 

Geyer Manufacturing Co. ............+... 

The Gilbert & Bennett Mfg. Co 

Goodell Company (96) 

John H. Graham & Co., Inc 

Great Neck Saw Manufacturers, Inc. ..... 95 

Cem TORE Gc kn ce se dotineeecezcce 80 

Gries Reproducer Corp. ........-eeeeseees 97 

H 

Hardware Catalog Div., 

Quad-line Typesetting 

Hercules Chemical Co. 

Holt Manufacturing Co. ............5556: 

Hyde Manufacturing Co. ............0665- 

I 

Ideal Brass Works, Inc. ...............5:. 109 

William Johnson, Inc. 

Mathias Klein & Sons 

Knape & Vogt Mfg. Co. ................. 101 
A Cd See ecddwakob bed tise aos exe 104 

L 

Landers, Frary & Clark, 

Universal Products 

Lavelle Rubber Co. 

Lewis Bolt & Nut Co. 

Libbey-Owens-Ford Glass Co. ........+++> 

Listo Pencil Corp. ........cceeeecenececs 

The Lufkin Rule Co. 

Marshalltown Trowel Co. 

Melnor Metal Products Co. 

Metal Ware Corp. 

Robert E. Miller & Co., Inc. 

Millers Falls Co. 

Milwaukee Too! & Equipment Co 

Mission Cordage Co. 

Modern Tool & Die Co. .......-...600e00- 

Mouli Manufacturing Co. ..........6-505- 

N 

National Paint & Varnish Co. (29) 

National Screw & Mfg. Co. 

New York Wire Cloth Co. 

Nicholson File Co. 

John Oster Mfg. Co., 

Cummins Portable Electric Tools 

Ox Fibre Brush Co., Ine 

Q 
Quaker Rubber Div., H. K. Porter Co., Inc. 

R 

Radiator Specialty Co. ..........--see00% 108 

Red Devil Tools (2) Second Cover 

Reliable Strainer Mfg. Co. ........... Se 

Resinite Sales Corp. (46) 

Richards Wilcox Mfg. Co. ..........+++- é 

Russell, Burdsall & Ward Bolt & Nut Co. 

Ss 

Sandvik Steel, Inc., Saw & Tool Div. .... 

Schrade-Walden Cutlery Corp. .......... 96 

Scovill Manufacturing Co. ............. 16, 17 

IN TS oe iso iv bc ne chwdvcdesueae 4 

PU A ee eee Whee neice ceaeaws 

Southérn Serew Co. ..... 0c. cccccescesess 

RRR as REARS & Ca heck bedecccces 

Strataflo Products, Inc. ....... rikeeeaess 108 

John Sunshine Chemical Co. 

E. H. Tate Company 

Ss Ge eae CR bikes ve voc vee ses 

E. A. Thompson Co., Inc. ........sees00. 

U 

United States Steel Corp., Subsidiaries 

American Steel & Wire Co. (1).Front Cover 

U. S. Steel Products, 

Boyeo Div. (1) Front Cover 

Utica Drop Forge & Tool Corp. ......... 26 

Victor Saw Works 

Fv ae Oe I IN 6 6s Ba b's Rie Vere wc eee 

Wilshire Manufacturing Co. ........ Aue 

Wire Specialties Co., c/o Keystone Steel & 

WOU CO, evils dds lic tivececavenh Aarne 103 

The Wood Shovel & Tool Co. ............ 

Xcelite Incorporated 
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When a cookie duster 
won’t do the job... 
reach for an APB! Designed for 

all heavy duty work, APB 
brooms make a clean sweep of 
streets, yards, tennis courts, 

warehouses, dirt, rock and grav- 

el areas. They are ideal for farm 
and park maintenance, com- 

mercial and industrial build- 
ings. There’s an APB broom 
supplier near you. 

AMERICAN 
/\ PUSH BROOM 

COMPANY ct =\ 
114 FERN STREET 

SAN FRANCISCO, CALIF. * ORdway 3-8891 
For Details Circle 90 on INQUIRY CARD 

perfect target for 

PROFITS... 

SANDVIK 

BOW SAWS 

World’s 

Largest 

Seller! 

ci 

For Details Circle 91 on INQUIRY CARD 
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Announcements in this section are inserted at the rate of ten 
cents per word, including address or box number, with a minimum 
charge of $2.00 per issue, payable in advance. Send copy to 1355 
Market Street, San Francisco 3, California. 

FOR SALES 

Producing Hardware, Steel and 
Industrial Catalogs 

Call 
Western Catalog Service 

(Established in 1942) 

Catalog compilation and production 
letterpress or offset processes. Tam 
C. Gibbs, Publisher, 2010 Center 
Street, Berkeley 3, Calif. Phone— 

AShberry 3-2321 

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, 835 Diversey Parkway, 

Dept. 5517, Chicago 14. 

SHOPPING CENTER SPACE FOR 
LEASE—PRIME LOCATION FOR 

HARDWARE STORE 

Largest Center in entire region. 60 
air conditioned stores. Readied for 
occupancy without expense to tenant. 

Occupancy in 56 if desired. 100,000 
population within 4 miles. 47 acres, 
3000 car parking. Many nationally 
known tenants. Riverside Plaza, P. O. 
Box 2087 Magnolia Center Sta., River- 
side, Calif. Tel. OVerland 4-545. 

LINES WANTED 

By responsible individual capable of 
offering financial assistance in devel- 
opment of sales of new or presently 
marketed Hard lines. Address Box A- 
886, care HARDWARE WORLD, 1355 
Market St., , San Francisco 3, Calif. 

Help Fight TB 

Buy Christmas Seals 

FOR SALE 

Hardware Store operating over 50 

years. Good Montana location. Han- 

dles general line hardware, paint, 

housewares, appliances, plumbing, 
wiring, sporting goods, gifts. Excel- 

lent territory. Hunting-fishing. Living 
quarters. Low overhead. Priced low 
for quick sale. Address Box A-887, 
care HARDWARE WORLD, 1355 
Market St., San Francisco 3, Calif. 

Continued on Next Page 

ANNIVERSARY SPECIAL! ro 

AN12. 7-pc. polished brass 

ensemble. Pul-0-Matic Screen. 

ANNIVERSARY SPECIAL! $600 
AN14. ished — My dime = pol $ 

Matic tone tee 5-pe. ton” 

Write for complete catalog 

WILSHIRE MFG. CO. 
4865 San Fernandes Rd. West « L. A. 38, Calif, 

For Details Circle 92 on INQUIRY CARD 
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COMING NEXT MONTH 

HARDWARE WORLD'S 

Golden Anniversary Issue. 

Watch for This Special 

Issue 

ANOTHER FAST SELLER FROM BEVIN 

@ For the Rumpus Room 

© For the Den 

@ For the Kitchen 
© For the Living Area 

@ For the Sick Room 

© For the Porch 

3-inch Solid Brass Bell Lustrous Satin 
Antique Black Stand Finish. Clear, 
(Also available in Pleasing Tone 
Turquoise, Rose and Display Packaged 
Yellow) Ash Tray Base 

A PROVEN BEST SELLER FROM BEVIN 
THE 

PATIO 
GARDEN 

‘BELL 
© Barbecue Bell © Come & Get it 

© Farm & Ranch —«=Bell 
Bell ® Chow Down 

© Call the Bell 
Children Bell 

* 6-inch Solid Brass 

* Pony Shoe Bracket 

® Camp Bell 
* Beautifully Polished 

* Display Packaged 

EVIN BROS.} 
MANUFACTURING COMPANY & 

- East Hampton, Conn. 

Soles Representotives: 
JOHN MH. GRAHAM & CO. inc., 105 Buene St., New York 8, N.Y. 

For Details Circle 93 on INQUIRY CARD 

OPPORTUNITIES (Continued) 

CHOICE BUSINESS 

OPPORTUNITIES 

HARDWARE STORE, W. Cen. Mon- 
tana. Netted $11.000 last yr. Top 

franchises. Establ. 1900. Ideal dntn. 

loc. Compl. equip. Priced low. Dept. 
#23482. 

HARDWARE STORE, So. Calif. Net- 
ted $10,000 last yr. Ideal loc. No 

competition. Compl. equip. Priced low. 
Dept. #23512. 

HARDWARE STORE S. C. Fla. XInt. 
Loc. Good profits. Own. must Sacr. 
Priced right. Dept. #7790. 

MOTORS, FEED & APPLIANCE 
STORE, So. W. Alabama. Comp. ap- 
plian., sm. hardware, feed, used cars 
sold. Ideal loc. in cen. of town, no 

competit. Dept.. #7897. 

PAINT STORE, So. California. Ret. & 
Whisle paint & sundries. Ideal loc. on 
U.S. #101. Municipal acc. Priced to 
sell. Dept. #23558. 

RETAIL HARDWARE, Miami, Fla. 
XiInt. profits. Also handles power tool 
rental & key making. Ideal mn. 
thoroughfare loc. Compl. equip. Priced 
low. Dept. #7806. 

SAW AND LAWN SHARPENING, 
W. C. Cal., Handles two contracting 

Co. routes. Good profits. XInt. possibil- 
ities for expansion. Priced right. Dept. 
#23473. 

CHAS. FORD & ASSOC. INC., 6425 
Hollywood BIl., Los Angeles 28, Calif. 

CHAS. FORD & ASSOC., INC., 6425 Hollywood Blvd., 
Los Angeles 28, Calif. 

APPLIANCE STORE, E. S. C., All 
equip, is incl. Good loc. bargain. Dept. 
#7718. 

DRY GOODS & HARDWARE STORE. 
So. Calif. Carries top lines. Netted 
$10,500 last yr. No competition. Ill 
health forces sale at only $11,000. 
Dept. #23416. 

HARDWARE STORE, E. Cen. Ala- 
bama. XiInt. profits. Ideal dntn. loca- 
tion on main thoroughfare. Compl. 
equip. incl. truck. Priced right. Dept. 
#7760. 

HARDWARE STORE, E. S. C., han- 
dles the sale of hardware, toys, house- 
ware, feed and seeds, and gar. supp. 

XInt. loc. 3% miles from Charleston 
on an island. Nr. Air For. Bases. 
Good price since own. must sell. Bar- 
gain Dept. #7702. 

HARDWARE, RETAIL & WHOLE- 
SALE, So. W. La. in impt. large city. 
Distributes many top lines. Also has 
top franchises, XInt. profits. Ideal 

corner loc. Compl. equip. Priced right. 
Dept. #7710. 

PAINT AND HARDWARE STORE, 
N.E. N. J., handles the retail sales of 
paints all of which are famous brands. 
XInt. cond. store. Near N. Y. City. 
Owner is forced to sell. Bargain. Dept. 
#42081. 

REFRIGERATION, SALES & SER- 
VICE, Los Angeles, Calif. Ideal loc. 

on mn. thoroughfare. XiInt. profits. 
Compl. equip. Establ. 1930. Under- 
priced. Dept. #23442. 

a 

Furniture Rest — Pintle Type 

box. 

Adjustable Rubber 
ushion Glide Bakelite Furniture Rest 

ab 
Monopoint Glide Bakelite Caster Cup 

One set in a 
12 boxes 

in a carton. 

Sell on Sight 
Save floors, furniture 

ORIGINAL—GENUINE 

Display Carton 

or Boxes 

on Counter 

PROMPT SHIPMENT |: 
Ask your jobber, if he is not supplied, write * 

ROBERT E. MILLER & CO., INC.., 

35 Pearl St., New York 4, N. Y. 
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GLIDE 
Silently, 
Smoothly, 

Rubber Expander 
Tubular Glide 

cre 

HARDWARE WORLD 



CLASSIC 

8-cup Chrome-on-Aluminum. $915 

Retail, 

CONTEMPORARY 

9-cup Chrome-on-Aluminum. 5] §* 

Retail, 

POLISHED 

ALUMINUM 
8-cup, Retail, $43 

Same size and design 

available in tarnish-proof 

Gold-Tone Alumilite 

finish —Retail, $] 4% 

? 

Qa , 

MIRRO-MATIC 
to satisfy everyone who wants a 

ELECTRIC PERCOLATOR 

Size ...style... finish... and 

price ... they’re all yours to choose, 

when you choose MIRRO-MATIC! 

And every MIRRO-MATIC is completely as | 
automatic! No dials to set, no lights to 

watch, and feather-light to use! Just put in 

coffee and cold water and plug it in. Perks 
PETITE 

automatically, stops automatically, then ncanteiiabiiansice $495 

automatically changes to low heat that keeps a our 

. coffee hot till poured! we 

’ Satisfy everyone! Display and sell 

MIRRO-MATIC, the complete line of 

completely automatic electric percolators! 

Buy, from your NIRRO Jobber! 

ALUMINUM GOODS MANUFACTURING COMPANY © MANITOWOC, WISCONSIN 
FIFTH AVENUE BLDG., NEW YORK 10 MERCHANDISE MART. CHICAGO 54 

WORLD'S LARGEST MANUFACTURER OF ALUMINUM COOKING UTENSILS 
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PUTTY KNIVES GRAPEFRUIT KNIVES 

WALL SCRAPERS TABLE CUTLERY 

LINOLEUM KNIVES | CLAM & OYSTER KNIVES 

SANDWICH SPREADERS STICKERS 

BUTCHER KNIVES CLEAVERS 

SLICERS STEELS 

BONING KNIVES DOUGH SCRAPERS 

PARING KNIVES WHITE MT. APPLE PARER 

VEGETABLE KNIVES 3-N-1 WINDO-FIX KITS 

UTILITY KNIVES SHOE KNIVES 

WHITE MT. APPLE PARERS 

Cutlers Since 1875 


