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— NHLOW OR POLYETHYLENE COATED 
wee 

ancor rope 4 @ 100% NYLON 

STARTER CORD 199% POLYETHYLENE 
SKI TOW ROPE 

moorinc LINE © VINYL COATED 
HALYARDS TILLER CABLE. ..cit shis on 
TOW ROPE 

LIFE LINES 

BARRIER CORD 

TENT ROPE 

UTILITY ROPE 
TILLER CABLE with your order for 4 or more 

DECOY CORD spools. 

a merchandising rack only 24 

inches high and taking up less 

than 1 square foot of floor or 

counter space. The rack is FREE 

Ask your jobber about this new King Cotton Marine 

Rope Rack...or write us for more information. 



A Complete Line of 

MINIATURE SPORT CARS 
America's 

ee \ FROM $39.95 TO $489.95 
Young & Rocco Products has world wide distribution and advantage 

of years of experience in the small motor vehicle field. 
Write today for dealer kit which includes “How to 

Start a Club’ —letter to police dept., dealer 
decals, newspaper mats and window 

streamers and your closest 
distributor's name, 

the famous RN300 ’ " 5 - There is PROFIT in 

ROYAL NORSEMAN the Royal Norseman 

° Line of Cars 

UShMoDtie | fo 
Hard Line 

Dealers 

The Royal “250” 

varter oe) 
or concession car 

Fiber Glass Bodies 

for the Royal Norseman 

THE ROYAL NORSEMAN Ait starting at $39.95 is famous 

as the original kit in the business. Has new advanced design in 

steering and axle construction, Over thirty-five thousand ot 

these cars were built last vear. Rugged all steel construction 

New $19.95 motor mount kit now available. Complete units 

as low | 

THE ROYAL “250”, completely assembled Quarter Midget 

with fiberglass molded body, nerting bars, guards, choice ot 

motors: Briggs, Clinton and Continental to Quarter Midget The UN 

specifications May be used as concession car. Complete ee. 

unit... eee PT odie Ose A" 

THE NORSE K-2, kart type car of all steel, welded frame 

114” steel tubing completely assembled and painted. Motor kart type car =, 

mount and drive mechanisms, foot controls for brake and gas, 

pneumatic tires and ball bearing wheels. Without motor, 

retail price $139.95 

Your choice of motors available. Also available soon, complete 

trailer kit for carrying cars, 

There is a 

ROYAL NORSEMAN 
DISTRIBUTOR CLOSE TO YOU e * ° WRITE TODAY FOR INFORMATION 

ROCCO PRODUCTS, ING. 22xucecds MME NEeTs MINNESOTA 
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NUON. Ul WES US FOF TUIC HMiOrmnaion, 107 DUANE STRE 

EW! PAL 
Selling Sampler 

© Helps you sell more high-profit R-V-LITE roll goods! 

© Helps you sell items that may not be on display! 

© Helps emphasize the plus value of R-V-LITE quality! 

© Helps suggest scores of uses for R-V-LITE materials! 

AOE AMO Percy too™ 

awe SANA 

200 CW — CHL-O-GIASS, 14 mash 

CEL-O-GLASS, 10 « 9 mosh 

S00C — B-V-TEX Protective Coveringt 
700 W—R-V-AITE Aluminum Mesh 500% ond 

FREE! 
Get Free Copies from 
your Wholesaler or 
Write directly to 

Arvey Corp. Ma 
This display 

.4w — THRIFT-O 
PANE, Wire Remntorced 

soc. THRT OPANE, White Cotten Mesh 

CEL-O-GLASS—finest galvanized 
wire mesh, heavily coated with 
clear acetate plastic. #800 CW 
14 mesh and #300 CW 10 x 9 
mesh both in 28’, 36” and 48” 
widths; 50’, 100’ and 150’ 
lengths. 

RAIN-X-IT* 

R-V-LITE Vinyl Plastic Sheet- 
ing—4 mil. Tough, heavyweight 
crystal clear plastic is waterproof, 
highly flexible, and has good 
insulating qualities. 30”, 34” and 
48” widths. #15V 

R-V-LITE Green Cotton Mesh 
—Strong twisted cotton 4" mesh, 
bonded between layers of clear- 
est, tough acetate plastic. High 
tear resistance. ## 100C-36” wide, 
in 50’, 150’, and 300’ lengths. 

—* 

New 

Flexible Downspout Diamond-Tread 

rack yours 

for just $6.00 

with $49 

order for a 

R-V-LITE 

materials. 

Si 

Storm-Lite 

Storm Window Kits 
Packed in eye-stopper, self- 
selling packages. Each kit 
contains everything needed 
for window: 324SL—Single 
Strength; 224SLH —Double 
Strength. 36° x 72 

R-V-LITE 

Kraft Door 
} " Individually packaged 

from shoes. Lies flat and Converts screen door into 
stays put. Embossed un snug storm door. Fits nearly 

‘ derside grips carpet; can't aa any standard screen door 
elbow. d + curll #12KD. — 

Extender R-V-TEX 

Carpet Runner 

Suggested Retail 

35¢ per lineal ft. 
New, raised Diamond 

Tread produces Squee- 
gee-Like’’ action when 
stepped on—actually 

scrapes dirt and moisture 

ms \ ee KE 
Carries rain water away from 

house, saves foundation, pre- 

vents lawn erosion, etc. Tough 

polyeth tubing, adjustable 

stainless steel collar 

attaches easily to 

any downspout 

See the Complete 
R-V-LITE line at the 

National Hardware Show 

in New York 

BOOTH 391 

*Trademark 
of Arvey 
Corporation 

Arvey . CORPORATION 
Since 1905 ® c 

3500 N. Kimball Ave., Chicago 18, Ill. 
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OxCO FLOOR SWEEP 

MERCHANDISER NO. 1 

DISPLAYS, STOCKS. 

AND SELLS $81.18 

WORTH OF SWEEPS IN 

JUST 2.3 SQ. FEET 

Oxco’s sturdy floor sweep display takes nh : DISPLAYS AND 

up less space than a stout sales clerk, STOCKS SWEEPS 

and sells sweeps on sight! The best FOR EVERY 

sellers in sweeps are displayed right out NEED 

in front, extra stock stores behind 

them. And on the bright top sign is the 

Oxco-developed use table that recom- 

mends the right sweep for the job... 

assures customer satisfaction. 

IT’S FREE! 

This practical Oxco unit works for you 

for nothing! It’s yours free when you 

order your Oxco Floor Sweep Display 

No. 1. You get 18 of the most popular 

Oxco sweeps, matching handles and free 

stand in one shipping container. See your 

Jobber now for prices and full details. 

USES ONLY 

24." x 

134%” AREA 
MEET US AT THE “ZO rar ae, “Gas ,,SHOW , 

OX FIBRE BRUSH COMPANY, INC. 
ereoenicx Leleblished /S8F marviano 
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“Take a good look at 

(ss) Cyclone Hardware Cloth 
It's a high sales-and-profit item!” 

EXCLUSIVE 

WELDED 

SELVAGE 

Because of the many uses to which hardware cloth is 

put in the home (window guards, gutter guards, screen 

doors), the variety of applications it finds on the farm 

(for poultry feeders, hen nest fioors, partitions, grain 

and fruit bins), the use to which builders and contrac- 

tors put it (sifters, stucco base, concrete driveways re- PRI A ga 9S 

inforcement, machinery protection )—the sales poten oh Separate Weld Weaver or, Wolien Patel 

tial for USS Cyclone Hardware Cloth is extraordinary. 

Cyclone Hardware Cloth is easy to use and long 

lived. It is woven hardware cloth with the exclusive 

welded selvage (see the illustration above ). This means 

that Cyclone Hardware Cloth is easier to tack into 

wooden frames. And it is easier to weld to steel. See how 
HARDWARE CLOTH 

the mesh, too, reflects precise, quality manufacture USS CYCLONE “RED TAG” Welded Edge-Woven Fabric 

Wires are straight the entire length of the cloth. It is 

thus a simple matter to cut it square . . . to produce HARDWARE PRODUCTS 

a stronger, more attractive finished job. Moreover, 

Cyclone’s special method of galvanizing keeps mesh ae 

distortion at a minimum . . . results in a smoother pro Se yeaa, Stevactlbeint 
tective coating and adds longer life, increases strength 

and rigidity. 

Why not go after this profitable business actively? 

See or call your Cyclone jobber, or contact your Cyclone 
. 

Sales Office. USS and Cyclone are registered trademarks 

Cyclone Fence Dept. 
American Steel & Wire 

Division of 
United States Steel 

Cyclone Fence, Waukegan, lilinois - Sales Offices Coast to Coast - United States Stee! Export Company, WN. Y., Distributors Abroad 
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COMMEN T — 

Get that “Political Attitude” 

It was a tremendous thrill to be in our newest state during the 

week of their elections . . . to see the intense interest in voting. 

Everyone talked about it... sales people . . . shop owners... 
cab drivers ... financiers . .. waiters . .. sales executives... 
people on the street corners .. . and even the tourists got the fever. 

By noon on election day, the City of Honolulu was for all 
practical purposes celebrating a holiday. 

By that evening 93 per cent of the registered voters in the 
new state had VOTED. And most eligible citizens in Hawaii 

are registered. 

Although this was the largest turnout in their history, voting 

has always been high. . . averaging somewhere between 70 and 
80 per cent of registered voters. Voting in the rest of the United 
States is so much lower that comparisons are embarrassing. 

This general interest in voting is indeed gratifying, but what 
was truly an eye-opener was the open interest that business men 

took in the elections. They ran for office . .. they electioneered . . . 
and they expressed themselves as they have every right to do. 
By contrast, on the mainland, business men, particularly mer- 

chants, are afraid of politics. They are afraid to express them- 
selves for fear that a customer will be lost. 

The people in our newest state are politically healthy. We on 

the mainland can help our entire nation by adopting the Hawaiian 

political attitude. 



OUR READERS WRITE 

... to the Editor 
Wholesaler Likes Article 

Dear Sir: 
We certainly wish to thank “Hard- 

ware World” for the very fine ar- 

ticle on Morse Hardware Company in 

the July issue. We were pleased to 

see the article so well written, as 

well as to see the picture of our trav- 

eling salesmen. This is an excellent 

news article for our firm. If it would 
be possible to receive a few extra 

copies of this issue, it would be much 
appreciated. 

Very truly yours, 

Morse Hardware Company 

David C. Morse 

President 

Gentlemen: 

This issue (July) was especially in- 

teresting. 

Harry J. Wakerley, 

Coast Hardware Co., 

Fort Bragg, Calif. 

Dear Sir: 

Thanks, for the Hardware Adver- 

tising Services in the August issue. 

We are always in need of new ad 

mats. 
John D. Bowen 

Collier Hardware 

Chico, Calif. 

WE DO A REAL 

SIDE LINES 
ALOHA HAWAII — Right 

after the National Retail Hard- 
ware Convention in Los An- 
geles, your Editor left on a 
post-convention flight to Hawaii 
with a group of hardware re- 
tailers. I spent more than a 
week meeting all the general 
line and many major specialty 
wholesalers, manufacturers’ rep- 
resentatives, and visited several 
retail stores on the Island of 
Oahu. This was all done in prep- 
aration for our special “Aloha 
Hawaii” issue in November. I 
came back loaded with photo- 
graphs, notes, booklets, and 
even leis. It’s a fabulous area 
as everyone will tell you who 
has visited our new 13th West- 
ern State. 

FROM CREDIT TO _ DIS- 
COUNT CARDS—We have just 
received a communication from 
the Sandy Discount Club in New 
York which is a blessing for 
those people who prefer to pay 
cash. As a retailer all you have 
to do is to agree to give card 

holders a 5% cash discount on 
their purchases excluding fair 
traded items. Member stores 
will be listed in a handy pocket- 
size directory the club will issue 
twice yearly. For further in- 
formation circle 290 on IN- 
QUIRY CARD. 

A MOVIE was recently made 
by Dun & Bradstreet from a 
documentary film called “Small 
Business U. S. A.—The Story 
of Main Street.’”’ The booklet in- 
cludes illustrations from the film 
and contains much of the dia- 
logue used in the film episodes. 
Copies of the booklet which are 
called “Profitable Management 
for Main Street,” are available 
for $1 each through any Dun & 
Bradstreet office, or write to the 
company at 99 Church Street, 
New York 8, N. Y. 

DO YOU SCREAM when you 
are hurt? If you think that the 
loss of Fair Trade will hurt you, 
you don’t have to scream, just 
write. Write to your congress- 
man that you want the Harris 
National Fair Trade Bill (H. R. 
1253) passed by the House of 
Representatives this year. 

AN ARIZONA CUSTOMER 
ALL MY DEALERS 
TELL ME THAT — 

AND LOOK AT ALL 
THE SPACE YOURE 

SAVING 

won the Esther Williams ‘“Liv- 
ing” swimming pool which was 

the grand prize during the re- 
cent Hardware Week Consumer 
Contest held April 23-May 2. 
George May of Phoenix made 
his entry at Joe’s Hardware of 
Phoenix. 

BIG BUSINESS 
NOW - THANKS 

TO YOUR FULLER. 

TOOL -A-MAT 

DISPLAY CONTEST will be 
held for Northern California 
hardware dealers who will par- 
ticipate in the irha Housewares 
Festival during Setember 15 
through October 31. A _ photo 
of a window or in-store display 
which will be run for about two 
weeks within that period should 
be submitted to California Re- 
tail Hardware Association, 122 
Ninth Street, San Francisco, 
California. Prizes will be award- 

| the Show! ed to the store winner and the 
N BOOTH 70 participating wholesalers’ sales- 
\ man and should be postmarked 

k no later than midnight October 
31. There are eight participat- 
ing manufacturers whose trade 
names are: Borg, Cosco, Bissell, 
Wear-Ever, Flint, Cal-Dak, Rub- 
bermaid, Corning-Ware. 

See us at 

tN | 
TOOL-A-MAT Takes only 15° y | 

Get the story from your jobbet tod@y! 

Pl FULLER Bilt LS 
3522 Webster Avenue, New York 67 

Fuller Products are made in U.S.A., England and other countries af the highest quality materials, by skilled 
craftsmen . . . designed for service . . . and rigidly inspected to preserve Fuller Quality and Reliability. 
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GRABLER pipe fittings can save you money! 

You owe it to yourself to take advantage of the many cost saving factors 

Grabler pipe fittings offer. Grabler fittings come to you in easy to handle cartons 

plainly marked. They are easier to stock and use. Packaging keeps them clean and instantly useable. 

Start saving money by standardizing with Grabler package protected pipe fittings. 

Warehouses Providing Dependable Service to Wholesalers 
New York © Philadelphia © New Orleans 

Atlanta @ Pittsburgh © Cincinnati © Dallas 

Chicago ¢ St. Lovis © Detroit © Denver 
tlinneapolis ©¢ San Francisco ¢ Los Angeles 

‘OG RABLER SQUARE “GEE 
PIPE FITTINGS 

ORDER A SUPPLY FROM YOUR WHOLESALER TODAY 

The GRABLER ic Manufacturing Co. ¢ 6565 Broadway * Cleveland 5, Ohio 



HE PICTURE 
it’s the AMES MAID 
‘‘Dealer Profit Picture’’ 

e HIGHEST QUALITY IN THE FIELD... 
e PRICES COMPETITIVE TO LESSER QUALITY 
LINES... 

e A SALES SUCCESS STORY DURING THE 
PAST YEAR THAT HAS SEEN DEMAND 
DOUBLE... 

° 

A auene 2 
PARKERSBURG, C Sunce 

WEST VIRGINIA hel 
) 

For Details Circle 8 on INQUIRY CARD 
HARDWARE WORLD 



NOW! each EVANS POCKET TAPE 

comes packaged in 

(U.S. Reg.) 

PAK ” 
pS THE GREATEST IDEA FOR PACKAGING 

| eee am) : AND MERCHANDISING IN YEARS! 

ya 
ONLY a EXTRA 

Cae U3 Sy A FoR BOTH 

“HOLSTER-PAK”, the greatest merchandising ad- FREE 
vancement in packaging of the decade, is the perfect HOLSTER -Power- Tape 
blend of product, package, promotion, and utility. This Tic PAK. 
sturdy leatherette tape-holster clips on the belt and a in HOL? CLIP 
keeps the tape handy on the job at all times. Your 

customer actually gets the holster FREE! 

Now, all Evans pocket tapes (except Thin-Tape) 

come to you ready-packaged in this sensational form- 

fit “Holster-Pak”, each mounted on an individual peg- 

board card that can also stand by itself on the counter 

or in the window. 

And to help you put “Holster-Pak” across big, Evans 

has developed a revolutionary new point-of-sale “Ferris 
Wheel” display — the first display piece made specific- 
ally for mounting on pegboard, and to stand on the 

counter, too. It has action...it has sound... it has 
SELL! Ask your jobber about it! 

VISIT OUR BOOTH +76 AT THE 
NATIONAL HARDWARE SHOW 

RULE C0. FACTORIES AT ELIZABETH, N. J. 8 MONTREAL, QUE. 
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UPDATED & NEW 

HARDWARE FIRMS 

CALIFORNIA 

McFARLAND — New quar- 
ters for Farmer’s Hardware & 
Supply with an adjoining park- 
ing lot are now open here. Com- 
pletely refurbished building 
with greatly expanded lines of 
merchandise are now featured. 

PLACERVILLE — Fisher’s 
Hardware marked the grand 
opening of their new store in 
Hangtown shopping center here. 
Robert Scheider is manager of 

the new store which features 
self-service shopping. Ted Fish- 
er, owner of the new store and 
also the original store on lower 
Main street which will continue 
to operate, said that increased 
buying power resulting from 

the two stores will enable lower 
costs to be passed on to cus- 

tomers. 

SANTA ANA—John and 
Joseph Knox opened their third 
retail unit in the new Certified 

Shopping Center here. Manager 

of the new store is William 

(Bill) Quinn. Now a family en- 

terprise, the firm traces its his- 

tory back to 1887. 

ARE YOU MISSING A BET? 
> 

There’s extra profit in 

this combination 

plier-wrench 

CHAN NEL LOCK 
sli 

SELF-GRIPPING 

HEAVY-DUTY 

PLIER 

IT'S EASIER TO STOCK 

JUST ONE LINE OF PLIERS 

This heavy-duty, self-gripping plier is a prime 

favorite of mechanics. They like its terrific 

gripping power in tight places they can’t reach 

with a pipe wrench. They buy it and use it as 

a combination plier and wrench . . . the finest 

hand tool of its kind on the market. And 

they'll buy it from you if you stock it... cata- 

log it... . display it. 

IT'S PROFIT-WISE TO STOCK THE 

GENUINE CHANNELLOCK LINE 

CHAMPION DeARMENT TOOL COMPANY 
MEADVILLE, PENNSYLVANIA 

| Send or Our Vow Catabag 
For Details Circle 10 on INQUIRY CARD 

COSTA MESA—Tovatt’s 
Hardware announced that they 
will leave their present location 
and move to a new building as 
soon as remodeling is completed. 
The new store will be located in 
the former Roy Bryant Dodge- 
Plymouth agency. 

DELANO — Cecil Avenue 
Hardware held its grand open- 
ing here in its brand new build- 
ing recently. Located in the new 
Cecil Plaza shopping center, the 
50 x 60 foot building is deco- 
rated in pastel colors to set off 
its modern decor. Lorin Juday, 
owner, has been in the hard- 
ware business since 1919. 

IDAHO 

COEUR d’ALENE — Open 
Tack Hammer’s Hardware with 
free coffee and doughnuts to 
celebrate its new store. James 
L. Wilson is the owner. Howard 
Rebenstorf will manage the 
store part-time. 

NEZPERCE — Craigmont 
Hardware, one of Lewis coun- 
ty’s oldest business concerns, 
has got a new dress. The outside 
of the large structure has been 
brightened by new paint in 
brown and yellow combination. 

LEWISTON—A new hard- 
ware and farm supply store to 
serve Lewiston Orchards was 
opened recently. Wormell’s 
Home and Farm Store, with 
over 2000 square feet of floor 
space will handle appliances, 
garden, dairy and sports equip- 
ment, plus saddle and leather 
goods. 

WASHINGTON 

SUMNER—The Home Town 
Hardware has opened here. The 
new owners are Mr. and Mrs. 

Jerry Ludden, who purchased 
the stock of Mr. and Mrs. Geter 
Stokes. 

ELLENSBURG — Complete 
with a 60 x 120 foot parking 

(Continued on page 34) 

HARDWARE WORLD 



THs BASIC TOOL BUILDS PROFITABLE SALES 
> 7 Preferred by 

Do-It-Yourself 

and Industry for 

1001 NAILING Jobs 

ALL-PURPOSE weal 

_ GUN TACKER 
Long recognized as one of the most de- 
pendable tools for those heavy duty 
fastening jobs in home and industry .. . 
it’s the one tool you can depend on to sell 
itself and promote the sale of related 
items, too! Display and demonstrate this 
handy staple gun for the faster, easier 
and better application of insulation, ceiling 
tile, wire mesh, screening and other “do- 
it-yourself” building materials. You'll be 
amazed at how easy it is to ring up 
multiple sales! Join the many retailers 
who build steady, year ‘round sales 
around the Arrow T-50 Gun Tacker! 

It’s Easy to Sell Handy ARROW T-50 ATTACHMENTS — 
They Go Together with the Sale of ARROW TACKERS! 
Nearly everyone who buys an Arrow Gun 

Tacker is a customer for these handy, 

interchangeable slip-on attachments and 

staple lifter. To invite easy self-service 
sales . . . Arrow offers them individually 

pre-packaged on colorful, skin-packed, 

pilfer-proof display cards. Stock and sell 

them for extra profits! 

Suggest Your Customer Take Home an ARROW T-50MP Multi- 
Purpose KIT. Makes an Ideal Christmas Gift for Home 

Craftsmen and Hobbyists! 

ELECTRICAL WIRING SCREENING 

MODEL NO. 
T-50 
ONLY 

$1,250 

ARROW 1.50 Automat Created by popular demand. . . the Arrow T-5O0MP 

SHOOTS A STAPLE fs Multi-Purpose Kit is designed to meet the everyday 

j wherever you'd AS . 7) a “a fastening needs of a fast-growing do-it-yourself 
/ market! Complete with T-50 Gun Tacker, Multi- 

Staple Pak, Wire Attachment, Window Shade Attach- 

ment, Screen Attachment and Staple Lifter . . 

this handy kit offers dealers a terrific sales and 

profit potential! 
, yas SPECIAL 

If each item sold individually (@igiaiiila: 

Retail Value $19.50 $] ’ dase 

For Best Results in Applying Ceiling Tile . . . 
Recommend that Your Customers Use 

ARROW’'S CEILTILE® STAPLES! 
(For use in T-50 Gun Tacker) 

Designed especially for fastening ceiling tile — 

LINING CLOSETS 

BACKED BY HEAVY 
NATIONAL ADVERTISING 
SUPPORT IN LEADING 
CONSUMER MAGAZINES! 

CORNICES 

REMEMBER . . . THE MORE TACKERS 
YOU SELL . . . THE MORE 

REPEAT STAPLE BUSINESS YOU’LL REAP! 

With the initial sale of an Arrow Tacker, your 
profits have only just begun . . . because tackers 
shoot staples faster than rifles shoot bullets! -Your 
really BIG money comes pouring in from the repeat 
sales of staples. For example, sell 500 tackers this 
year and you'll sell 5000 boxes of staples. Sell 500 
tackers again next year and you'll sell 10,000 
boxes of staples. That’s how staple sales automati- 
cally multiply year after year, with no effort on 
your part! 

CEILTILE staples guarantee freedom from hidden 
fractures. Unique leg design locks into wood, 
drives flush, holds tight! 

Tested and Approved by Major Ceiling Tile 
Manufacturers: 

~ Us 
JM mrp | CELOTEX 
* Ul! _ Armstrong 

and other leading manufacturers 

INSULITE 

NU-WOOD 

SOLD ONLY 

THROUGH THE TRADE | ARROW FASTENER COMPANY, INC. 

IN STOCK 
AT ALL LEADING 

WHOLESALERS 

SEPTEMBER 1959 

One Junius Street, Brooklyn 12, N. Y. 

Pioneers and Pacesetters for Over a Quarter Century 

For Details Circle 11 on INQUIRY CARD 

CANADIAN REP.: 
Gordon Lightstone 
1180 St. Antoine Street 
Montreal *3, Que. 

WESTERN REP.: 
J. M. Davis 
170 No. Roberston Bivd., 
Beverly Hills, Calif. 
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Make Extra Profits Selling 

DYER E-Z- PLY SCOTCHLITE 
LETTERS, NUMBERS 

ad 

Stock Dyer’s letters and numbers today! Ideally = on 

for identifying mail boxes, numbering boats, and 

making all types of signs. They come in two sizes iy NUMBERS 
‘ - er Lz t 

(1 %‘ and 3"), are waterproof, will reflect light at “s BY rPiy sire 

night, and are easy to apply. Just remove the backing ny 44 ¥.8 9 | U 

and press into place. 

Display Dyer E-Z-Ply Scotchlite letters and numbers . Reh Fh | J 

along with your U.S. Steel Mail Boxes. MN OF p } R S T i 

sect NNER, SOME HNMR, REET MOLES OH 

UVWXYZ 
1-395, 3" letters and numbers: 

List $79.00 

REFLECTING 
NUMBERS & LETTERS ~ 

vo a t) 

The quality RFD Mail 

Box made by U.S. Steel. 

Order direct from your jobber 

or write to Dyer Specialty Company, 
Box 1054, Whittier, Calif. + 6-380, 11/2" letters and numbers: 

List $38.00 

For Details Circle 12 on INQUIRY CARD 
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FREE OFFER EXTENDED! 
on the 

MOST-WANTED 
RACK IN 
HARDWARE 
AND NURSERY 
HISTORY! 
Good news to all disappointed 

dealers who missed the first-time 

offer! The demand was so great, 

we've extended our offer of this 

tool display rack free when you 

purchase a special package deal of 

Golden Grain Garden Tools. 

A big Sunset Magazine ad will 

back your fall sales. Order your 

rack and Golden Grain Garden 

Tools from your hardware or 

nursery jobber now. Display... 

and sell these features: 

= Golden-tone, forged steel heads 

= Smooth, grain-hardened ash- 

wood handles! 

— # USS... the label on steel that 

sells! 
hae 

Manufactured in the West for the West! 

USS is a registered trademark 

For immediate delivery of USS 

Galvanized Ware, contact your 

hardware or nursery jobber. 

Quality features that sell! Choose from 
° ° P hia Reaching 80 million consumers each 

a complete line, including the famed il 
month... helping you se/i more stee/ 

best-seller RFD Mailbox. merchandise. 

United States Steel Products 

Division of 
United States Steel 

5100 Santa Fe Avenue, Los Angeles, California - 1849 Oak Street, Alameda, California 

For Details Circle 13 on INQUIRY CARD 
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IN HISTORY, 
19% ATTACHMENTS BECOME 

+ eck COMPLETELY INTEGRATED UNITS a 
° : at the twist of @ wrist] 

TWIST-LOCK ATTACHMENTS WORK WITH SHOPMATE SD-2500 OR 740-CG DRILLS 

-~ 

v 

~ . . WS * 

a. 

Model TLH-26 
Twist-Lock Hori- 
zontal Drill Stand, 

Sug. retail 

$900 

Model 113-56 Twist-Lock Sug. retail 
Jig Saw bevels to 45°, easily $995 
cuts 2 x 4's! 

Model TLC-500 Twist eLock 514" Model TLS-18 
Twist-Lock Oscil- 

Rotary Saw with 
full A! x 4 cutting ey "ee 

Model TLV-27 Twist- : a > witness, nentnree 
om vortiont are - Sug. retail + be Aang ocking 

a ie 
. 

finest ever produced, j Sug. retail $995 
Sug. retail . $995 

Model TLT-13 Twist- © 
Lock Power Trimmer 
with 13” Swedish Blue 
Steel Cutter Bar. 

Sug. -etail 

$1295 

aa 



oe Te 

ee ate 
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NO KEYS! NO STRAPS! NO BOLTS! 

*TWIST-LOCK Patent Applied for 

Shopmate Twist-Lock 512” Circu- 

lar Saw being attached to Model 

740 CG '4" Drill. (All 740CG 

Drills accept Twist-Lock Attach- 

ments except older models with 

serial numbers 95A, 95B, 95C, 

95D, 95E and 95F.) 

NO THREADED FITTINGS! 

JUST A QUARTER TURN LOCKS EACH ATTACHMENT IN PLACE! 
At last the problem of attaching attachments has been solved! 

Price-wise, style-wise and sales-wise, these new Shopmate 
Twist-Lock Attachments are the finest on the market. Ordinary 

attachments just don’t compare! 

Take the low $9.95 suggested retail prices on the Twist-Lock 

Jig Saw, Sander and Rotary Saw Attachments for example. 

They’re far lower than other so called easy-fastening attachments. 

So much lower that you can sell these remarkable attachments, 

including the Drill, Jig Saw, Oscillating Sander, Rotary Saw, 

Horizontal Drill Stand, Power Trimmer—six tools for less than 

the price of just four tools of another leading make, 

PORTABLE ELECTRIC TOOLS, INC., 320 West 83rd Street, Chicago 20, Illinois 

In CANADA: 452 Birchmount Road * Toronto 13, Ontario 

- “_ a) 

Re. od 

TWIST:LOCK 

PES 6 St, 
ROTARY Say 

Model ADS-37 

a gl ar ee 

ANOTHER SHOPMATE BONUS... 
FREE PERMANENT DISPLAY UNIT! 
The finest attachment display you’ve 
ever seen. Made of durable tempered 
masonite with full piano hinge 
construction. Attractively finished in 
4 colors to sell on sight! 

Twist-Lock Drill Attachments were specially engineered to 
work together with Shopmate 740CG ($18.88) and SD-2500 

($19.88) Drills! And a separate Twist-Lock Adaptor comes with 

every single Attachment. 

You'll have to see the terrific new Twist-Lock Attachments in 

person to realize how exceptional they look and perform. When 

you do, you'll see why their revolutionary new design makes all 

other attachments look far inferior by comparison! And you'll see 

why Twist-Lock will open up new profit opportunities for you! 

Write for information including prices, on this hottest of all 

attachment packages today! 

MEET US AT THE Serr. 28 

NATIONAL 
HARDWARE 

, SHOW 
BOOTH 154+ COLISEUM * NY 

SHOPMATE 
George Weatherby, Sales Manager 
Portable Electric Tools, Inc. 
320 West 83rd St., Chicago 20, Illinois 

Yes, send me information, including prices, on the revolutionary 
new Shopmate Twist-Lock! 

NAME___ 

FIRM NAME 

ADDRESS 

CITY 
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The CFelI Image provides a wide selection of Nails 

ere choose specific nails for specific results .. . 
This giant steelman is the Image of 

CF«I-—one of America’s most versatile Builder’s Nails } Points 
enna of quality matin andl abdules Hardened Concrete Scaffold Diamond Needle 

producers of quality nauls and staples. Ring Shank Gypsum Wallboard Finishing Long Diamond Side ’ 

Hardened Screw Shank Flooring Casing a, Duck Bill 
CF «I Nails are available in a complete cone Flooring anaes Polations 

; Spike Shingle es ° 
range of standard and specialty types, i “— Siding Finishes, Coatings, 

each designed to do a particular job. —‘*"h Roofing Heat Treatments 

And, CF&I Nails conform to Federal Annealed Cement Coated 
Blued Hardened 

specifications. Galvanized Hot-Tumbled 
Cupped Checkered Hot-Dipped Electro 

7 F ; Flat Diamond 
CF«I Nails are furnished in 5-, 25-, Oval Hook 
BQ). " - 4 . Countersunk Scaffold Staples 50-, and 100-lb. cartons, each clearly tt nc p 

marked with color bands to indicate Oval Countersunk Lettered Fence Hoop 
—s ee se, Brad Headless Metal Lath Ribbon Wire 

the finish of nail it contains. Umbrella Miscellaneous Staples, Nails, Brads 

THE COLORADO FUEL AND IRON CORPORATION 

Albuquerque * Amarillo « Billings * Boise * Butte * Denver * El Paso * Ft. Worth * Houston * Kansas City « Lincoln « Los Angeles 

Oakland * Oklahoma City * Phoenix * Portland * Pueblo * Salt Lake City * San Francisco * San Leandro « Seattle * Spokane * Wichita STEELSZS& 

For Details Circle 15 on INQUIRY CARD 
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Within the next 10 days! 



this a Saver display 
is being mailed to you free... 

Latte RELEASE 

FITS AN YWHERE—IN THE SMALLEST SPACE (2'4"'x 14%”) 

PRE-TESTED IN HUNDREDS OF HARDWARE STORES 

ALL METAL...NEEDS NO ASSEMBLY 

DISPLAYS ALL 3 MODELS IN BOTH SIZES — 7” AND 10” 



and LIFE will help you 
sell it from your store! 

THIS AD IN THE SEPT. 28 LIFE 

WILL TELL 30,000,000 PEOPLE 

TO LOOK FOR IT...BUY FROM IT 

IN GOOD STORES—EVERYWHERE 

Take advantage of the impact of this ad 

that will appear in LIFE magazine. 

We're telling millions of Americans to 

look for this display in YOUR STORE.. 

and buy the Vise-Grip that suits them 

best. Get your display up in time to 

(erole)]co] P4- Mel smal Miviomae) ol mele) 

It's breaking right at the time when fall 

tool sales are picking up. So...be 

Kore) dave Mom ZelUlMmuilelliitelaMmelie Mem (olale 

white box — it represents additional 

profits for you. 

This ad actually will appear 
much larger than shown 

PUT IT UP... PROFIT 
like these other retailers have 



Dealers all over the country say new 

display moves Vise-Grips — FAST! 
The effectiveness of this new display was pre-tested among hundreds 
of hardware dealers selected at random. Here are just a few comments 
from some of the many reports received from all over the country. 

“I have had this new display only 3 months 

and have already sold almost 3 times as 
many Vise-Grips as I have sold during the 
entire past year!” 
-E. J. Willett, Lucerne Hardware, 
Stockton, Calif. 

“Since we hung your new metal display on 

our pegboard panel, our Vise-Grip sales 
have more than doubled.” 
-H. P. Schad, Schad and Pulte, 
Gainesville, Texas 

“The best way to display your product I 
have ever seen. We have it in the middle of 
our tool pegboard display.” 
-Carl Hvambsal, Lyndale Hardware, 
Richfield, Minn. 

“This new display has increased our Vise- 
Grip sales materially over former method 
of keeping tools in bins.” 
-Wm. R. Ritter, Ritter’s Hardware, 
Mechanicsburg, Pa 

“A good way to display Vise-Grips! It was 
bound to and did increase our sales.” 
-R.C. Wockinger, Wolf Supply Co., 
York, Pa 

“Has increased sales substantially! Carried 
only two Vise-Grip models before but now 

sell all models. Because customers can easily 
recognize name on display, impulse sales 
increase. 
-J.C. Shank, Gettysburg Hardware, 
Gettysburg, Pa. 

“Since new display is up we have already 
sold out of 2 numbers and have noticed a 
very substantial increase in sales. Every 
dealer should have this new rack!” 
-M.G. White, Olive Hardware, 
University City, Mo. 

“Our farmer trade likes the self-service 

idea since it can be put up easily in the 
tool bays. Helps to keep inventory of sizes 
right handy.” 
~George Hoffman, Wickmann’s Hardware, 
Colfax, Il. 

“The rack is fine. Goes up well in our tool 
display and should increase impulse sales. 
We can afford to give this small handy rack 
the display the merchandise deserves.” 
-H.G. Beatty, Clinton, Ill 

National year ‘round 

advertising helps you SE// / 
VISE-GRIPS are not just being advertised for this special pro- 

motion. You'll see additional % page ads in LIFE, and ads in 

other leading consumer and farm publications. VISE-GRIPS 

are advertised on a solid, practical year ‘round schedule... 

backing your “in-store” promotion and displays every day ! 

PETERSEN MFG. CO., DE WITT, NEBR. 



ONE te f 
SUFFICIENT ¢ on . Mayet STRip 

A 

SWAN INSULSEAL 
GARAGE DOOR WEATHER STRIP 

Especially designed for overhead doors to seal out snow, rain, dirt, in- 

sects. Tough, durable insulseal rubber resists grease and oil . . . won't 
shrink or crack in any weather. Easy to install—shapes easily to uneven 

surfaces. Packaged in 9 and 16 foot lengths (nails included). 

Retail Price: 9 Ft. $2.75, 16 Ft. $5.25 

SWAN RUBBER COMPANY ° Bucyrus, Ohio 
You can trust the products...made by Swan 

For Details Circle 17 on INQUIRY CARD 
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Now...a completely modern POWER measuring tape 

with P-U-R-R...fection in styling and performance! 

Deluxe POWER-SLIDE measuring tape 
with “Slide Control” action* 

In keeping with today’s trend for 
clean, modern design and functional 

simplicity, the new Atlantic Deluxe 

POWER-SLIDE Tape is the ultimate 

in power measuring instruments. Sure 

to catch the eye at point of sale... 

sure to delight your customers with 

its advanced performance . . . and sure 

to earn you a larger measure of sales 

and profits! 

SELLING FEATURES A cinch to clinch the sale! 

The only “Slide Control” tape on the market 

Red and black ft. and in. markings, white faced 

Inside and outside measuring clip 
Available in 6’, 8’, 10’, 12’ lengths, 42” blade 

(available for shipment Oct. 15, 1959) 

*HOLD finger tip on slide *RELEASE finger tip to stop 
for full retraction. retraction at any length. 

also new! 
Deluxe LEATHERETTE CASE 

Precision Measuring Tapes 

in 50 and 100 ft. lengths, %” blade, 

red and black ft. and in. 

markings, engineer's hook. 

Order the complete Atlantic Line of DELUXE, STANDARD and THIN 

Tapes! Styled to sell on sight, provide greater customer satisfaction, the 

Atlantic line offers a wide range of more than 20 models and sizes. Feature 

and display them all for extra impulse sales! 

Order from your Atlantic sales representative, or write for new low price 

lists to: 

ATLANTIC Industrial Corporation 
91-97 West Runyon St. = Newark 8, N.J. = Bigelow 3-S500O0 

For Details Circle 18 on INQUIRY CARD 
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here is America’ s fastest selling 
shovel . 

BRAND 

Blade, shank and socket 
forged from one solid 
bar of steel. The blade, 

tempered to give it the 
necessary hardness with 

proper ductility. Nobody 

can match the quality of 

Ames. 

pony
 /
 

Ames’ Pony shovels are 

double taper forged. Not 
just from back to point, 

but also from center to 

side. More of your cus- 

tomers want it! The proof 

is - more of them buy it! 

SOLID SHANK 
CONSTRUCTION 

Ames is THE COMPLETE LINE 
This high quality shovel is also made in heavier weights under 
BRONCO and HUSKY brands. Ames, the world’s largest shovel 
manufacturer, fully guarantees these blades. 

FINER PRODUCTS THRU HIGHER STANDARDS FAMESY 

©. ANI ES Co. WEST VIRGINIA Se —_—_<—— ~~ 

Ames also manufactures Ames Maid metal household furniture and Ames Aire casual furniture. 

For Details Circle 19 on INQUIRY CARD 
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Merchandise Now In The News 

DIRECT-DRIVE CHAIN SAW for 

the occasional user such as campers, 

farmers and woodlot owners. Low- 

cost chain saw has professional-type 

engine with 16 in. bar and chain and 

automatic clutch. Easy starting and 
chain oiler are other features.—Pro- 

pulsion Engine Corp. 

For Details Circle 100 on INQUIRY CARD 

MASTER TRU-MITRE BOX can be 

used with any ordinary saw. Will 

take material up to 5 in. Adjustable 

from 0° to 45° angles with index lock. 

Saw guides and frame are cast alu- 

minum. Unit weighs 9 lb and is easily 
portable.—W. A. Gerrard Co. 

For Details Circle 103 on INQUIRY CARD 

24 

“HOOD ’N COMB” hair dryer which 
dries hair three ways: Blows warm 

air direct from dryer; damp dries by 

combing with special attachment; cir- 

culates air in hood attachment. Colors 

are pink and blue. Unit is portable 

and lightweight.—Ronson Corp. 

For Details Circle 101 on INQUIRY CARD 

TWO-WAY WINDOW TOOL for 

painters and glaziers. Tool features 

scraper blade at one end and special 

shaper end that packs, shapes, and 

trims new putty as tool is drawn 

along sash. Slotted end allows excess 

to slip from surface. Red Devil Tools. 

For Details Circle 104 on INQUIRY CARD 

FREE - STANDING FIRESCREEN 

designed so that it captures light from 

both flames and room. Screen is set 

2 in. back for shadow box effect and 
appearance of depth. Top bar of 

frame holds fire tools at each end of 

screen.—Bennett-Ireland, Inc. 

For Details Circle 102 on INQUIRY CARD 

COIL-ETTES, packaged rope in '4, 

3, and '% inch sizes. Each coil is 

individually wrapped in cellophane in 

50 and 100 feet lengths. Rope is avail- 

able in three grades: economy stain- 

less Sisal; water repellant Manilla; 
and first grade——Tubbs Cordage Co. 

For Details Circle 105 on INQUIRY CARD 
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For additional information on 
any item shown on these 
pages, please circle number 
on the Reader Service Card, 

facing Page 74 in this issue 

WHITE TILE CEMENT of Plastic 

Wood. Special nozzle and new for- 

mula makes product easier to use. 

Will seal cracks, anchor weatherstrip- 

ping and is waterprouf.—Boyle-Mid- 

way Division. 

For Details Circle 117 on INQUIRY CARD 

GOLDEN TIMES wall clock radiates 

brass plated tines in precision lengths 
from oval dial to give starburst effect. 

Black dial accented by brass hands, 

numerals, and bezel adds to elegance 

of clock. Other designs are available. 

—General Electric-Telechron. 

For Details Circle 121 on INQUIRY CARD 
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DOOR CLOSER for sliding glass 

doors. Requires only two screws to 
install. Will fit right or left hand 

doors up to four feet wide. Constant 
tension is adjustable for door closing 

speed. Closer fits on new or existing 

doors.—The Shelby Spring Hinge Co. 
For Details Circle 120 on INQUIRY CARD 

ses PLEO: 
i i lS i, rer: 

} 

SCREW-ON WOOD LEGS for furni- 

ture. Made of hardwood with solid 
brass ferrules, legs come four to a 

box. Available in mahogany, walnut, 

ebony and unfinished, in 8 sizes from 

4 to 28 in. with base, plates and 

screws.—The Stanley Works. 
For Details Circle 118 on INQUIRY CARD 

MULTI-COLOR vegetable pattern is 

featured in “Country Garden” line of 

metal housewares. Lithographed on 

white with red trim. Items include 
4 piece canister set, open top bread 

box, step-on can, dust pan and others. 

—Decoware, Continental Can Co. 

For Details Circle 116 on INQUIRY CARD 

a 
“POWER-EGG” ratchet screw driver 

said to be five times more effective 

than ordinary screw drivers. Egg 

shaped Tenite handle slips over driver 
handle. Three hardened steel drivers 

with Tenite handles complete set.— 

The Cuyahoga Products Corporation. 

For Details Circle 122 on INQUIRY CARD 

MORE TORQUE is offered in this 4s 
in. drill. Manufacturer claims 50 per 

cent more torque than 4 in. models. 

Lightweight with streamlined design, 

drill has full 3% in. capacity in steel 
and 3, in. in hardwood. Drill weighs 
3 lb.—Portable Electric Tools, Inc. 

For Details Circle 119 on INQUIRY CARD 
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| FEATURE THE 
FAMOUS DAISY 

the NEW DAISY ' 
TARGET SPECIAL BB RIFLE! 

: Super-accurate. “‘Designed’”’ by Camp 
the NEW palsy Le SS. Perry experts! “Big gun” features 

> \N include hooded front sight and 4 
JR. AIR FORCE “SS aperture discs—a wooden beaver- 
ROCKET COMMAND »~N tail forearm—a special “‘soft’’ 

y , trigger squeeze — an adjust- 
AIR RIFLE % able wooden stock—an ad- 
Named in honor of U.S. X justable top grain leather 
Air Force! Pure white stock XQ sling with a real adjust- 
and forearm. ‘‘Air Force Blue” \ able rear peep sight! 
metal parts. “Space jet” design SN Gun 36 4". 850-shot. 
on jacket; ‘‘Rocket Command”’ dec- 

oration on stock in red, white, _ pA 
blue. Gun 32”; 750-shot type. \ NO.19 00 0099 

~~ Adjustable red . ‘ 
* gun sling. No.19 10 0110 iy ~ ° 
<—— Wy 

== RETAILS 

RETAILS 

DAISY BULLS OEYE 
BB TARGET PISTOL! 
150-shot repeater RETAILS 
shoots standard BBs 
accurately at 9’ range! 
Fast-loader. Adjustable combination peep- 
and-open rear sight. All steel. Full 1014”. 

r DAISY MANUFACTURING COMPANY -— 

DEPT. A-3638, ROGERS, ARKANSAS, U.S.A. 

Send free and postpaid complete Air Rifle Ad Mat 

Sheets and ter-use Catal 

AD MATS AND 
“DAISY-GETTEE 
FOR DEALER 
DAISY MANU 

DEPT. A-3638) 

SINCE 
1888 

ais 

| RY Ree ae a ee 

OS a 

= Sea ES 

Attention of:_..__-__ 

f-------- en 

For Details Circle 20 on INQUIRY CARD 

ad o 

PUMP GUN! 
This fall and Christmas 

Daisy is featuring Model 

25 Pump Gun in 33 

MILLION Comic Books, 

Boys’ Life, Scouting 

Magazine COLORED 

PAGE ADS! Models 88, 

94, 99, 110 (and 177 

pistol) also shown. 

Stock the entire 

Daisy Air Rifle Line 

now—old and 

new models— 

all fast-sellers! 

Send coupon 

for Free 

Dealer Helps! 

NO.19 10 0025 

RETAILS 

HARDWARE WORLD 
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“There is nothing finer than a DIAMOND* 
The DIAMOND and DIAMALLOY trade-marks 

assure the user lifetime service satisfaction 

in wrenches, pliers and snips. The finest tools have 

these trade-marks... 

’ , <DIAMALLOY A ‘A Sold by 

<> TAMALLON =. Leading Distributors 

Manufacturers of fine forgings for over fifty years! 

DIAMOND TOOL and /0/'Shoe(, 
DULUTH, MINNESOTA »« TORONTO, ONTARIQ 

OULUTH 
NUS A 

DIAMOND MADE 1 



NEW PRODUCTS 

LIGHTWEIGHT ALUMINUM pipe 

wrench. Non-sparking safety jaws of 

beryllium-copper claimed to be first 
used on this wrench. Insert steel jaws 

are available. Sizes are 10 to 48 in.— 

Schick Products, Inc. 

For Details Circle 113 on INQUIRY CARD 

TWO-TUBE SPRINKLER HOSE 

made of lightweight plastic. Avail- 

able in 20 and 50 ft. lengths in neat 

“rack packs.” Hose features round 

holes that will not enlarge or tear.— 

A. M. Andrews Company. 

For Details Circle 108 on INQUIRY CARD 

AUTOMATIC SHAMPOO MASTER 
for rugs and carpets. Applicator con- 

trols flow of shampoo by dispensing 

on forward stroke only. No dials to 

set and easier filling are other fea- 

tures.—Bissell, Inc. 

For Details Circle 114 on INQUIRY CARD 

28 

WAX-A-WAY UNIT applies paste 
wax to floors. Applicator holds 1- 

pound can of paste wax. Bottom of 

can is removed for pressure plate, 

which feeds wax to spreader.—Fort 

Recovery Industries, Inc. 

For Details Circle 106 on INQUIRY CARD 

LONG NOSE DUCK BILL PLIER 
designed to reach into confined places. 

Tips are available knurled or plain. 

Length of plier is 8 in. with either 

knurled or plain tip.—Mathias Klein 

& Sons. 

For Details Circle 111 on INQUIRY CARD 

TEN-GALLON COOLER is a “Texas- 

Type” or split-unit. Interior is di- 

vided to hold water and ice separately. 
Available in Standard, Heavy Duty or 

Stainless Steel Series.—Igloo Corpo- 

ration. 
For Details Circle 109 on INQUIRY CARD 

SCREEN AND STORM DOOR 

CLOSER with both wood and sheet 

metal screws. Positive latching and 

lifetime lubrication is claimed for the 

closer. Can be installed on right or 

left opening door.— Yale & Towne 
Mfg. Co. 

For Details Circle 107 on INQUIRY CARD 

LAWN EDGER slices a “V” of turf 

from along edge of walks and drives. 

Depth of cut is adjustable. It has no 

moving parts and is said to be fast 
and easy to use.—The Wood Shovel 

& Tool Company. 

For Details Circle 110 on INQUIRY CARD 

COFFEE TIMER makes coffee at the 

time you select. Coffeeminder turns 

on coffee pot, radio, or other appli- 
ances automatically. Pictured is Uni- 

versal Coffeematic and Coffeeminder. 
—tLanders, Frary & Clark. 

For Details Circle 115 on INQUIRY CARD 
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NEW PRODUCTS 

SAFETY 

CONTAX 
CEMENT 

A MATERBase CONTACT ADHES™E 

WATERPROOF contact bonding 

cement. Waterbase non-inflammable 

adhesive dries fast with high strength 

for plastic panels, wallboard, or ply- 

wood. Can be brushed, sprayed or 

rolled.—Wildwood Products Co. 
For Details Circle 123 on INQUIRY CARD 

PROFESSIONAL POWER saw for 

home users. Circular seven inch saw 

features sawdust blower, protractor, 

rip guide and many other profes- 
sional-type qualities. Weighs 12 

pounds.—Speedway Div. Thor Power 

Tool Co. 

For Details Circle 126 on INQUIRY CARD 

ANGEL PINE Christmas trees with 

stainless aluminum alloy needles. V- 
groove form of needle increases re- 

flecting surfaces and gives added 

strength. Trees are available from 

2 to 7 feet.—Modern Coatings, Inc. 

For Details Circle 129 on INQUIRY CARD 

SEPTEMBER 1959 

FLOATING TIKI FIRE FISH for 

swimming pools or garden ponds. Fish 

has colorful foam base and lead an- 

chor. Can be used as table decoration. 

Will burn five hours on each filling 

of fuel_—John Charles Co. 

For Details Circle 124 on INQUIRY CARD 

HANDSAW FOR THE ECONOMY 

minded. Full 26-inch cutting edge 

and 8-point teeth all hardened for 

fast cutting. Saw also has hardwood 

handle with nickel screws. — Atkins 

Saw Div., Borg-Warner Corp. 

For Details Circle 127 on INQUIRY CARD 

FOOD AND MEAT chopper, Tab-L- 

Top, is held to work surface by power- 
ful suction cup. Lift-lever releases 
cup for easy removal. Salad Maker 
heads can be interchanged for all 

around use.—Landers, Frary & Clark. 

For Details Circle 130 on INQUIRY CARD 
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FIRE ALARM for home installation. 

Self-contained unit sounds alarm 

when heat reaches 136 degrees. Pow- 

ered by freon gas, alarm has been 

tested for 20 minutes of sound.— 

Standard Fire Alarm & Signal, Inc. 

For Details Circle 125 on INQUIRY CARD 

PLASTIC CHRISTMAS TREES that 
will not wilt. Replica of silverspruce 

in forest green, white or pink. Three 

sizes available, 30- 48- 72 inches. Tree 
can be dismantled for storage.—War- 

ren Plastic Christmas Trees, Inc. 

For Details Circle 128 on INQUIRY CARD 

SILVERTRAY in plastic is unbreak- 

able. Two sizes available, four and 

five compartment. Comes in five 

colors including white. The smaller 

tray measures 7! x 13 in. The larger, 

10% x 12% in.—The Plas-Tex Corp. 

For Details Circle 131 on INQUIRY CARD 
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R-L 
ROOT-LOWELL 

No. 60A & 60B Merchandis- 
ers. 60A and 60B may be 
featured together for added 
sales appeal 

New 60C Merchandiser. New fea- 
ture display for Ellipso com 
pressed-air sprayer. Includes 3 
No. 205 elliptical shape com- 
pressed-air sprayers with feature 
display for island or counter. 

R-L 

Again in 1960—Brand New 

DISPLAY 
MERCHANDISERS 
Sell More Sprayers 

and Dusters 

L tap oc ‘ a 

AP > ok, 
~ 

New 60A Merchandiser. An entirely new display for 

nine hand sprayers includes 10 No. 231, 10. 
No, 260, 10 No. 285 hand sprayers with 

counter or island display. 

No. 60B Merchan- 
diser. Three com- 
pressed-air 
sprayers beautifully 

displayed in floor 
unit. Includes 

2 No. 191B, 
2 No. 120B, 
] new No. 258 

compressed-air 

sprayers with floor 

display. 

All new R-L Merchandisers help you sell more 
sprayers and dusters, Three exciting new displays 
combine eye appeal and utility in minimum floor 
space. These new merchandisers include only se- 
lected, fastest selling items thus assuring a rapid 

inventory turnover. The new 1960 R-L Display 
Merchandisers for both counter and island fit the 
needs of any store layout. 

A minimum investment in sprayers and dusters 
brings you these displays free of any charge. Ask 
your wholesaler about them now and get increased 
profit from the boom in sprayer and duster sales. 

ROOT-LOWELL CORPORATION 

ROOT-LOWELL 

Trade Mark 

Division of Root-Lowell Manufacturing Co 

445 N. Lake Shore Drive, Chicago 11, Illinois, U.S.A. 

For Details Circle 22 on INQUIRY CARD 

CHAIN WRENCH for contractors, 

plumbers and auto mechanics. Wrench 

is full 12 inches long.—Diamond Tool 
and Horseshoe Co. 

For Details Circle 112 on INQUIRY CARD 

CORRECTION TO THE ABOVE 
illustration which was incorrectly 

identified in the June issue. Pictured 
is the Jet Stream sprinkler which 
features impulse-type head that 
sprays an area up to 70 feet in di- 

ameter with long uniform § spray. 

Base slides easily without tipping. 
Works well at low water pressure. 

Slow rotation assures even satura- 
tion of plants and grass.—H. B. 
Sherman Manufacturing Company 

For Details Circle 132 on INQUIRY CARD 

HOLIDAY GIFT item for business 
firms. Dust and polishing cloth can 
be personalized with name and ad- 

dress imprinted on orders of 100 or 

more without charge. Cloth is chemi- 

cally treated green flannel.—Majestic 

Wax Company 

For Details Circle 133 on INQUIRY CARD 
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THIS LABEL 

This bright new label on Lewis Bolt & Nut 

packages means faster turnover, cleaner 

handling and increased profits. These clean, 

bright, zinc plated bolts and nuts resist rust 

and moisture, are a pleasure to sell . 

increase customer satisfaction because they 

last longer, handle clean and dress up each 

job. Watch for the Lewis “bright” label . . . 

it’s a sign of superior products. 

Regular suppliers to wholesale distributors since 1927 

BOLT « NUT 
company 

504 Malcolm Ave. S.E. * Minneapolis 14, Minnesota 

Clean to Handle 

Chromate Coated 

Longer Life 

Decorative 

Quality Controlled 

FULL LINE SERVICE 
Get the famous Lewis quality in 

zinc plated or black in standard sizes 

from stock .. . including carriage 

and machine bolts, nuts, lag screws 

and industrial fasteners, all manufac- 

tured to ASTM standards. 

COPYRIGHT 1959 

For Details Circle 23 on INQUIRY CARD 
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FOR HANDY USE IN CARS...HOMES...MOTELS...BOATS 

"K N : W 42 VOLTS oR 115 VOLTS 
l= N-THOME = 5-cup perc Kit 

Real convenience for those on the move .. . non- ~~ > f 

competitive ... greater profits for you! Kits contain a 
all the essentials for coffee making in handsome carry- (Gam 
case. Sparkling, polished aluminum Coffee Makers 

. fully guaranteed. 

OTHER SENSATIONAL KITS AS LOW AS 
$8.95 RETAIL... WITH FULL MARK-UP! 

5-CUP fully automatic TRAVEL KIT— 
Delicious coffee every time, 
anywhere! Service for four, 
as illustrated above. For 115 
volt A.C. house current only. 
No. 075TK $14.95 Retail 

2-CUP fully automatic TRAVEL KIT— 
Ideal for Students, Salesmen, 
Travellers, Live-Aloners, 
Etc.! As above — but with 

2-CUP “Coffee Quickie” 
TRAVELLER KIT — 

“A cup for two — or two for 
you!” Complete service for 
two. 115 volts, A.C. or D.C. 
No. 063TK $8.95 Retail 

WRITE FOR DISCOUNTS 

( | 

No. 071TK “KAR-'N-HOME” Perc-Kit (illus.) consists of: 
5-cup Dual 12 volt - 115 volt Coffee Maker, 2 cord 

sets, one for car, one for home, motel, etc., and com- 
plete service for four. Packs neatly into attractive 
plastic carrying case. Swinging Bracket, easily in- 

stalled on car dash, rigidly holds pene. 
No. 071TK 

AND CATALOG 2-cup “Coffee Quickie” and 
service for two. 115 volts A.C. 
No. 072TK $12.95 Retail 

Zé METAL WARE Gye 
TWO RIVERS, WIS. 

.$17.95 Retail 

2-CUP “KAR-'N-HOME” Perc-Kit — ; 

same as above, with 2-cup “Coffee Quickie” 

service for two. 
No. 069TK = 

For Details Circle 24 on INQUIRY CARD 
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WAVE SPRINKLER BUY! 

OY DEALER PROFIT ON 
1] 

HERE’S YOUR NO. 

For a limited time only, your opportunity to make a 

BIG 49% PROFIT with Sherman’s Wave Sprinkler 
Buy for 1960! 

Simply buy four Sherman Wave Sprinklers shown 

above and get FREE: 

1-NEW MODEL 900-1 JET STREAM 

Impulse Type Sprinkler 

5-NEW MODEL 39-C SHERMAN 

HOSE SHUT-OFF 

Se 

ey Model M-1 

Model J-1 

49 PROFIT-PAC: 
LIST PRICE 

1 - Only MODEL 2-S-1 WAVE SPRINKLER $13.95 

1-Only MODEL M-1 WAVE SPRINKLER 10.95 

2-Only Model J-1 WAVE SPRINKLERS 
@ $8.95 ea. 17.90 

Your selling Price on Waves 42.80 

FREE — 1 only MODEL 900-1 JET STREAM 
Impulse Type Sprinkler é 

FREE— 5 Only MODEL 39-C SHERMAN 
HOSE SHUT-OFF @ $1.39 ea. 

Your Selling Price — Entire Package 

YOUR COST 

Order from your JOBBER TODAY! — Your GIANT 49% PROFIT 
See us in Booth 771 at the National Hardware Show; 

Booth 149 at the Mid-America Show! 

Youll do better with SUPE RPA GB-OS years bet | 
H. B. SHERMAN MANUFACTURING CO., Battle Creek, Michigan 

For Details Circle 25 on INQUIRY CARD 
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WASHING 

— By N. R. REGEIMBAL 

y 

for WESTERNERS 

Chilton News Bureau, Washington, D. C. 

Fair Trade Death in Congress Underscores Need 

For Strong Drive by Western Backers in 1960 

The death of fair trade legislation in Congress this year under- 

scores the tremendous fight this proposal still has ahead of it. And 
it also points up the heavy job Western business must do if it is 
ever to become law. 

The measure this year won 
20-9 approval of the House Com- 
merce Committee, but was 
blocked for several months in 
the House Rules Committee— 
which must give approval be- 
fore the House may vote on any 
bill. 

In the Senate, the record was 
even worse. A Senate Commerce 
subcommittee held a hearing on 
the proposal, but then announced 
it planned no further action this 
vear. This subcommittee, headed 
by Sen. Strom Thurmond, D., 
S. C., is a creature of the Senate 
Commerce Committee headed by 
Western Sen. Warren G. Mag- 
nuson, D., Wash. 

The federal fair trade bill is 
particularly important in the 
several Western states in which 
courts have ruled it violated the 
state constitution, either in 
whole or in part. It would re- 
place the current patchwork of 
state fair trade laws with a fed- 
eral legal sanction for resale 
price maintenance in all states 
which do not actively reject it. 

The proposals pending in both 
House and Senate set up a fed- 
eral fair trade system. But some 
supporters of resale price main- 
tenance are going to push for a 
slightly different version which 
provides for “quality stabiliza- 

SEPTEMBER 1959 

tion,” permitting a manufac- 
turer to enforce not only resale 

prices but also prevent any use 
of his trademark which is detri- 
mental. 

* o* * 

CHAIN STORE competition 
with small independent mer- 
chants would be eased under an- 
other measure which will be 
pending before Congress next 
year. the measure, a first 
cousin of fair trade, would re- 
quire a manufacturer to charge 

a direct-buying retailer more 

for goods than a wholesaler.... 
Like fair trade, this proposal is 
running into still opposition 
from the government’s antitrust 
agencies. 

* * * 

SHOPPING CENTER leases 
for small merchants may be in- 
sured in the future, either by 
voluntary action of the coun- 
try’s insurance firms or by the 
government. Western con- 
gressmen are joining lawmakers 
from other sections of the coun- 
try in demanding that the in- 
surance companies help indepen- 
dent merchants in their fight 
for space in shopping centers by 
offering lease insurance... . If 
they don’t, the government may 
step in, these lawmakers warn. 

. Small merchants complain 

they can’t get leases in big 
centers because owners want 
“safer” leases from big chains. 

Insurance would remove 
the risk to center owners, spon- 
sors say. 

* + a 

MINIMUM WAGE extension 
to retailing will be a hot subject 
next year... . Senate labor sub- 
committee is pushing a bill to 
extend coverage to 10 million 
additional workers and raise the 
minimum from present $1.00 an 
hour to $1.25... . Retailers with 
an annual gross of more than 
$750,000 a year would have to 
pay all workers at least $1.00 
an hour for the first year plus 
time-and-a-half for more than 
46 hours work a week; $1.10 an 
hour for 44 hours the second 
vear ; $1.20 an hour for 42 hours 
the third year, and $1.25 an 
hour for 40 hours after that... . 
Smaller retailers who “affect in- 
terstate commerce” even by 
competing with a larger store, 

would have to pay at least $1.00 

an hour but not have to pay 
overtime—initially, at least. 

* * * 

VACATIONERS to both state 
and national parks are continu- 
ing to set new records. .. .U. S. 
Interior Department reports 
some 24 million persons visited 
the parks and monument areas 
it administers in the first six 
months of this year. .. . This is 
a gain of 2 million, or 8.5 per 

cent, over the same number in 
1958. ... Visitors to state parks 
topved 237 million last year—an 
increase of 20.5 million or 9 per 
cent, the Department also notes. 
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OPAL makes selling 
screening easy! No 
more heavy, hidden 
inventories . . . no 
more snarling wire, clerks 
and customers, Opal’s new com- 
bination rack and screening offers 
help you these five important ways . . . 

DISPLAY 
Speed Turnover—Point-of-purchase display sells more 
merchandise. 
Save Time—OPAL'S “Marked and Measured” speeds dis- 
pensing right from the rack, 
Reduce Inventory—Through shore efficient control of stock. 
Improve Service—Customers aren't kept waiting . . . you 
save time. 
Save Floorspace—Attractive, compact takes only 6-sq. ft. 
of floor space. 

ik" 4 @) 1 Gee Al | or Ol ORE Ole) \¥,1-74N ib 4 

YORK - PENNSYLVANIA 

For Details Circle 26 on INQUIRY CARD 

. . » Tent and trailer camping 
jumped 24 per cent last year. 

* * * 

EXCISE TAX rulings of note 
| to western hardwaremen: Power 

lawn mowers with a cutting 
width of less than 30 inches are 
considered to be of a “household 
type,” and are subject to the 
manufacturers excise tax; 
larger ones are not. ... The ex- 
cise tax on sporting goods ap- 
plies only to the sale price of a 
fishing reel, even though it is 
sold equipped with line. 

Updated and New 

Hardware Firms 

(Continued from page 10) 

lot, the Ellensburg Hardware 
opened here recently. Owners, J. 
B. “Barney” Seubert and Chris 
Marshall celebrated the grand 
opening with free prizes plus 
six grand prizes. The new 
store measures 60 x 120 feet and 
features gondola type fixtures. 
The store dates back to 1922 
with Seubert becoming active as 

| a business partner since 1928. 

_ UTAH 

SALT LAKE CITY—Valley 
Hardware has opened a new 
store here, it was announced by 

Stan Hale, general manager of 
Valley Shopping Center chain. 
The new store has 6,500 square 
feet of floor space and features 

| all types of hardware items as 
well as garden supplies and 
sporting goods. Everett D. La- 
Follette is manager of the store. 

NEXT MONTH... 

HARDWARE WORLD'S 

ANNUAL GIFT ISSUE 

Many photos of window and in-store 
displays. Many ideas on promoting 
various hardware - housewares items 

| as Christmas gifts. 

HARDWARE WORLD 
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SEE US AT 
BOOTH 577 
NATIONAL 
HARDWARE 

SHOW 

MORE SWINGLINE 
95 STAPLE GUNS SOLD 

THAN ALL OTHERS ¢ 

SEPTEMBER 1959 

New! AUTOMATIC 
STAPLE DISPENSER 

Stand this new dis- 
penser box on the 
counter near the cash 
register...or hang it 
on a wall. Remem- 
ber! The sensational 
business you build 
with SWINGLINE’s 
101 enables you to 
automatically 
build a fabulous 
repeat business 
in staples! 

For complete information, contact 

WORLD'S LARGEST MANUFACTURER OF 

STAPLERS FOR HOME AND OFFICE! 

BUILT-IN STAPLE 
EXTRACTOR AND EXCLUSIVE 

PUSH-BUTTON LOADING PLUSHANDLE LOCK! 
—— — 

PRE-SOLD TO 

MILLIONS! Tie-in with 
SWINGLINE’S Big Year 
Round National Advertis 
ing Program! You get 
window streamers, store 

pennants, newspaper ad 
mats, local publicity and 
national advertising in 

Saturday Evening Post, 
Popular Mechanics, Popu 
lar Science, Mechanics 
Illustrated, Farm Journal 
and others 

Swingline INC. 
Long Island City 1, N.Y. 

in Canada: Saxon Office Equipment, Ltd., 156 Evans Avenue, Toronto 14, Canada 

For Details Circle 62 on INQUIRY CARD 

Here’s the staple gun all your customers want 
...sales prove that!...and at a sensationally low 
$4.95! The rugged, heavy-duty steel SWINGLINE 
101 Staple Gun delivers as much driving power 
as machines twice its size and weight! Takes 
two staple sizes: 4/16” and 5/16”...performs actually 
hundreds of tacking jobs including insulating, 
carpentry and upholstering! Gun positively 
will not jam! Don’t delay. SWINGLINE offers 
you immediate delivery — 
for immediate profits! 
—on all quantities, 
3 colors! 



TWENTY-FIVE FOOT HIGH sign tells story of pumpkin 

give-away to customers. Sign was seen by 25,000 passing 

motorists daily. 

HUGE CRATE of pumpkins in front of store is an added 
stimulus to customers. Crate was filled several times 

during the event. 

Free Pumpkins Spark Sales 
Entz-White Lumber & Supply Co. 

Phoenix, Arizona 

TOUCH of old-time merchandising in late 

October set store sales records during the 
Halloween season of 1958 for Entz-White Lumber 
& Supply Company, hardware dealers in Phoenix, 
\rizona. 

To stimulate Halloween sales, Entz-White 
ordered half a carload of bright yellow pumpkins 

and offered one free to every customer with each 
purchase of $2.00 or more. 

As shown, the offer was blazoned by a theater- 
type translucent plastic sign, 25 feet high, in 
front of the store.. The sign drew attention from 

at least 25,000 people per day. For an added 
touch, a huge crate, 5 feet high, 5 feet wide, and 
8 feet long was filled with over 500 pumpkins 
and displayed on the sidewalk at the entrance to 
the store. 

The event proved to be a mild sensation, ac- 
cording to Entz. People swarmed in to buy regu- 

lar Halloween-season merchandise, and also items 

which they would need in the future, to capital- 

36 

ize on the pumpkin offer. For example, there 
were many paint purchases amounting to a single 

quart, in which the customer was obviously plan- 
ning to lay away the paint for later use. Then, 
of course, there were hundreds of advanced 
Christmas gift purchases. Explaining that the 
lay-away purchase of $2.00 or more would qualify 
the customer for the free pumpkin, was enough 
to stimulate a lot of extra lay-away buying as 
well. 

Each customer, on finishing his purchase, was 
given a slip by the cashier which entitled him to 
pick any desired pumpkin from the big crate 
out on the sidewalk. This crate was filled several 
times during the event, from a cold storage ware- 
house in the downtown district. Entz-White 
made what Entz termed as an ‘advantageous 

purchase” of the half carload of pumpkins, with 
the result that only a few cents each was in- 
volved. In return, the store logged more cus- 
tomers to the store during this October than any 

in its past history. 

HARDWARE WORLD 
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PUSHES KORKY * « tol 
tm CLOSET TANK 
OPERATION IN 

39 YEARS 

--- AND BRINGS YOU 

$2.98 EXTRA PROFIT 
Here’s a sure-fire way to display and really move 
KORKY —the big profit closet tank ball that eliminates 

trouble-causing guide arms and lift wires . . . stops noisy 

toilets and costly water waste for good. It’s the only 

major improvement in closet tank operation in 39 years! 

The colorful new ‘“‘Blister-Pak’’ combines a visible 

KORKY with a handy take-home unit. When displayed 

prominently in the FREE plastic laundry basket these 

KORKYS are bound to catch the eye and fancy of your 

customers. Remember, too—you can sell this beau- 

tiful turquoise basket for a clear, extra profit of 

$2.98 .. . or a whopping total 44.6% of profit! 

Order today through your wholesaler. If he 

can’t supply you, use coupon to order direct. 

HERE’S HOW YOU PROFIT: 

SELL KORKYS FOR $35.76 

SELL BASKET FOR 2.98 

TOTAL SALES PRICE $38.74 
YOUR COST 21.45 

YOUR PROFIT $17.29 

eh! 
—s 

ae 
wee MS 

= = 

i 

NOW— 

OVER 2 MiLLION 

IN USE! 

LAVELLE RUBBER COMPANY 

424 North Wood Street 

Chicago 22, Illinois 

Please send me FREE $2.98 value 

Plastic Laundry Basket containing 24 

“Blister-Pak’”” KORKYS at my regular 

cost of $21.45 for two dozen KORKYS. 

Store Name 

Address 

City Zone State 

whose name is: 

Wholesaler Name 

Wholesaler Address 

| 

| 
| Please invoice through my wholesaler, 

| 
1 
| 
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NEW 

BOON TONWARE* 

PROMOTION HAS Pineland 

EVERYT 
Largest, most complete service for 8 

Melamine’s 3 most popular patterns 

Sale-priced for big consumer savings 

Largest advertising-merchandising program 

Planned for your volume and profit 

Full Color, Full Page 

Advertisements This Fall, 

Aimed at 

53,900,000 Readers 

Life! 

This Week! 

Rural Gravure! 

53-PIECE SERVICE FOR 8 
95 Includes 8 each: dinner plate, 

Sy 7} sandwich plate, dessert dish, cup, 
pen n 

stock saucer, break-resistant tumbler — 
value plus decorated platter, vegetable 
$77.72 serving dish, 3-pc. sugar-creamer. 

Be Sure To Share In The Profit! Order Now! 

Written Guarantee Against Breakage 

Sunita ware: 
finest of all melamine dinnerware 

BOONTON MOLDING CO., BOONTON, N. J. *The Name That Means Quality in Every Way to Everyone 

For Details Circle 28 on INQUIRY CARD 
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COUNTER IN REAR of store with bins below, where 

general hardware items are displayed. 

. Wholesaler Address 

THIS OFFER EXPIRES NOVEMBER 30 

FRONT PART of supply store is where plumbing, elec- 

trical and paints are merchandised. 

Power Tools Pay Off... 

LeFebvre Supply 

Redding, Calif. 

POWER tool merchandising program aimed 
directly at contractors sells those tools in 

quantity for LeFebvre Supply. 
The program is likewise successful at selling 

power tools to hobbyists. In fact, it is even more 
successful than if the program had been devised 
with the hobbyist primarily in mind, believes 
sales manager Dudley Carrico. 

The company is a full-line dealer in three na- 
tionally advertised lines of power tools. In each 
one of these lines they carry the manufacturer’s 
full assortment, including the heavy-duty contrac- 
tor models and the hobbyist tools. An extra-wide 
assortment of accessories rounds out the inven- 
tory. 

The company has been merchandising power 
tools for about nine years. They have a complete 
turnover of inventory about three times a year, 
according to Carrico. 

LeFebvre Supply is a companion enterprise of 

LeFebvre Hardware, established in Redding, 
California, in 1890. Founder of the company was 
J. J. LeFebvre and present owner is J. M. Le- 
Febvre, his son. 

LeFebvre Supply is a branch of the original 
enterprise, having been established about eight 

years ago. It is located with its back entrance a 
few doors down the allev from LeFebvre Hard- 

SEPTEMBER 1959 

When Sales Are Aimed at Contractors... 

Separate Store Specializes in Power Tools 

and Turns Stock Three Times Per Year... 

ware. The store front of the LeFebvre Supply 
faces the adjoining street in Redding’s downtown 

business district. W. B. McInnis is general man- 

ager of the dual enterprises. 
LeFebvre Supply was set up primarily for the 

contractor customer. Except for some portable 
electric tools, all power tools are sold through the 

contractor outlet. 
“Our thinking in setting up a separate branch 

for contractors is that it takes a special type of 

merchandising program to supply their needs,” 
explains Carrico. “It takes a special kind and 
assortment of merchandise. We must stock a 
much wider variety, including many items that 
the average customer has never even heard of. 

“Tt also takes a special kind of salesman. Such 
a man must have a good deal of technical knowl- 
edge about the trades that his customers engage 
in. He must know how to talk to the contractors 
and must know enough about their problems to 
be sympathetic to their needs. And such sales- 
men must usually be men, as all four employees 

of LeFebvre are.” 
Power tools are one of the most sales-produc- 

tive of the departments at LeFebvre Supply, Car- 
rico says. About 75 per cent of power tool sales 
are made to contractors, the others to hobbyists. 

He is also partial to power tools because they 
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have not been subject to price cutting. Unlike a 

number of other lines, the dealer can get the full 
list price, from contractors as well as hobbyists. 

The way to begin merchandising to contractors 

is to have the merchandise they need, Mr. Carrico 
points out. Next, he set the tools out on the floor 
where they can be hooked up and demonstrated. 
Then, he and his salesmen prepare to talk to their 
prospective customers. 

“It takes a lot of talking to conclude the typical 
power tool sale,” the sales manager observes. 
“Equipment is the very life of profitable opera- 
tion to them and each has specialized needs of 
his own. They will spend hours looking at and 
talking about equipment, and the salesman must 
be able to assist them in this.” 

The company follows a policy of stocking only 
nationally advertised brands of known good 
quality. The so-called “promotional” lines often 
back-fire on the dealer, Carrico says. 

That is so even with unknown brands with a 
low enough price tag to sell readily. If the tool is 
of poor quality, the customer comes back at the 
dealer with complaints. Often, too, sales of a pro- 
motional item may cut into sales of the established 
lines. A buyer may simply buy the promotional 
item now instead of buying the established line 
item two or three months later. 

Then, when the promotional item has lost its 
steam, the dealer will find it extremely difficult to 
sell anything he has left in stock. 

LeFebvre’s is, however, promotion-minded with 
the established lines. They tie in aggressively with 
their own advertising with local media whenever 

such a promotion comes along. 

With the lines they carry, there are virtually no 
service problems and the store does not need to 
maintain a service shop to stay in business. 

One thing their contractor-customers particu- 

larly appreciate is the way they back up their 
sales of big ticket items with sales of accessories, 

Mr. Carrico points out. 
‘When a customer buys a heavy-duty table saw, 

for instance, that usually is ‘it’ for him for the 

next 15 years,” he says. “You may never be able 

PULLEYS AND OTHER accessories for power tools are 

displayed along wall above power tools. 
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to sell him another table saw. 
“He is, though, a very active prospect for ac- 

cessories such as saw blades, dado heads, and 
other such items. The very fact that you have 
such merchandise in your stock is a point in your 
favor that helps sell him the large tool in the 
first place. 

“It is through merchandise of this sort that 
we get customers back into our store time and 
time again. We keep in touch with his needs and 
may, very possibly, be able to sell him another 
type of power tool later on.” 

Accessories are worth carrying also because 
they have a better than average profit margin. 
The margin varies from 33 to 40 per cent on this 
merchandise, compared to about 30 per cent aver- 
age on power tools. 

LeFebvre’s sells power tools on conditional 
sales contracts. However, they require a down 
payment of 20 per cent. 

The reason for this somewhat “harsher” re- 
quirement is to discourage repossessions, the 
manager explains. If a man has 20 per cent of 
the price invested in the equipment he’ll be un- 
likely to let it go when times get tough. If he 
had only 10 per cent of it, however, he would be 
tempted to let it go back to the dealer. 

The proof of the company’s policy is that they 
have repossessed only one power tool in nine 
years of merchandising them with this “harsh 
credit”’ policy. 

Trade-ins represent no problem, according to 
Carrico. Used power tools retain such a good 
resale value that an individual usually has no 
trouble selling a tool that he wants to replace 
with a new one, and at a better price than the 
trade-in allowance would have been. LeFebvre’s 
accepts trade-ins, but average only four or five 
per year. 

A contractor merchandising program of this 
sort appeals just as strongly to the hobbyist, Car- 
rico believes. 

“We must carry a full assortment for the hob- 
byist, of course,” he says. “But the very pres- 

(Continued on page 43) 

GRINDING WHEELS AND SAW BLADES are displayed 
on opposite wall from pulleys. 
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UNIQUE DOOR HANDLE of front door is an attention- 

getter made from hand tools and pipe. Low-cost bank 

credit is available as offered by lower sign. 

SMALL ELECTRIC MOTOR rocks dummy to attract at- 

tention in front of store. Note outdoor displays. Cars pass- 

ing on busy street are attracted to store. 

Store With The Country Flavor 

Morgan's Hardware 

Los Angeles, Calif. 

TARTING in 1944 in a leased 40 x 40 foot 

building, Dick Morgan and his father began 

their retail hardware business from scratch. 
Neither had retail experience. Dick spent many 
vears in show business and has the friendly per- 
sonality that most retail customers cherish. A 
steady repeat volume of sales was established, 
grossing $26,000 the first year. 

Making an intense study. of his customer’s 
needs, income group, and temperaments, Dick 

Morgan shaped his hardware business to their 
convenience and comfort. 

Says Dick: “By shopping different hardware 
stores, I noticed that men in work clothes, or 
with paint or grime on their faces were reluctant 

to go into the fancy, modern displayed stores for 
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additional supplies of paint or hardware. This 
set my theme or store policy. I figured the old 
time country hardware set-up would attract the 
working trade and the Do-It-Yourself home own- 
ers. This has proved to be my greatest year 
‘round volume of sales and I have made the so 
called ‘dirty hardware’ my featured lines of 
stock.” 

After three vears in the leased store, Dick 
Morgan was able to build his own store at 10900 

S. Vermont Ave., Los Angeles, with a corner loca- 
tion, 52 x 100 feet floor space and ample parking 
for customers. 

Says Dick Morgan: “I continued to study my 
customer’s habits and made changes which helped 
them and myself. I found that customers liked to 
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browse and would become angered by the hard 

sell over-attentive clerk. From the outset, I 
trained my men to be near and ready to assist 
and advise if the customer should call to them. 
1 have signs everywhere, saying: ‘IN A HURRY? 
SERVE SELF WHEN POSSIBLE.’ This policy 
has worked out very well for me. By having the 
customer shop at his or her leisure they are ex- 
posed to my lines which are displayed right 
within reach of them. Impulse merchandising is 
the main theme of my store.” 

Having better than three times as much room 

in the new store, Dick began expanding his lines, 
using the profitable technique of having the best, 

most expensive, and a cheaper line to take care 

of bargain hunters. 
By carrying several lines in plumbing, elec- 

trical, garden, and household supplies, Dick found 
himself looking around for more floor space. Also, 
he knew that both himself and clerks were tak- 
ing too much time handling, stocking, and in- 
ventorying the vast amount of stock carried by 
major hardware retailers. 

Realizing that he couldn't use the conventional 
type of display units, Dick tried out some ideas 

in his wood-working shop. Using 34-inch ply- 
wood and one inch pipe, Dick built a space saving 
merchandising display for hand tools. This unit 
is 20 feet long and installed along the wall behind 
the glass display cases, within easy reach of the 
clerk, but which can be viewed by the customer 
from every angle. Flush against the wall, Dick 
placed power-saw blades, sanding disks and other 
flat merchandise. Using the one inch pipe, out 
two feet, six inches from the wall and mounted 
securely to the floor, running the entire length of 
the case, serves as a strong foundation for 10 
pieces of *4 inch plywood, 2 feet wide x 4 feet 
long, which serves as swivel display boards. 
Tools, axes, shears, etc., . . . are hung on both 
sides of each board, thus giving double space for 

merchandise. 

DICK MORGAN (right) and salesman checking off heavy 

stock to be ordered. Yearly gross of store is $150,000. Low 

overhead is one reason for high gross. 

ac 

To cut down on constantly stocking and check- 
ing the thousands of different pieces of stock 
found in plumbing and electrical lines, Morgan 
designed and built unique island display and 
storage units. Using plywood again, he made five 
units, 5 feet high x 15 feet long, with spaces for 
drawers of various sizes, depending on the type 
of stock to go inside. Inside each drawer, with 
three to four compartments, there is enough 
stock to last a week. Outside, wired onto the 
wood as a display, is the particular piece of stock 
which will be found inside the drawer. This pre- 
vents excessive customer handling, keeps the mer- 
chandise moisture and dust free and saves space. 

As to inventory and re-ordering supplies, Dick 
Morgan says: “This type of drawer display for 
my stock is a money-saver and a back saver. I 
nave five wholesaler salesmen check their own 
sections, re-order and keep the drawers complete 
with stock each week. This saves me and my 
clerks from taking time away from our custom- 
ers, and the salesmen take a better interest in my 
business by having free-rein. They know they 
can’t over-stock me, for the drawers will just hold 
the amount needed. During my once-a-year in- 

ventory, this system of having my stock out front, 
each in their proper sections, each being checked 

once a week, has saved me thousands of dollars 

a year, and my staff long hours of unnecessary 

work.” 
As to training personnel: Dick has had no 

iabor problems over the years, for he has sub- 
scribed to the rule, “I spend a couple of weeks 
teaching new men the store policy. For the next 
week or so, I try to find out what their hobby 
might be, likes and dislikes, then place them in 
the section which they enjoy. Take one of my 
men. He likes plumbing, anything mechanical. 
He threads pipe, cuts and installs glass, and 
makes keys. I have six full time men, the young- 
est being with me five years. Each man can give 
expert advice to Do-It-Yourself customers.” 

HOME-MADE HAND-TOOL merchandiser was built with 
34 inch plywood and one inch pipe for firm foundation. 

Swivel boards increase display area. 
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Carrying a large ad in the yellow pages of the 
local phone book has served as a year ’round 
money maker, for Dick Morgan composed this 
ad for drawing power. [n bold letters, he states: 
COMPLETE TOOL RENTAL SERVICE. WE 
GIVE GREEN TRADING STAMPS. 

The rental service has been a positive way of 
getting customers into his store and has exposed 

them to the convenience of owning their tools. 
As the customer opens the front door, he is 
stopped by the unusual door handle, a saw with 
the word “pull” spelled out in small pieces of 
pipe, a hammer and wrench. Then he sees the 
sign offering low cost bank credit. When the 
customer pays for the goods and receives green 
trading stamps, he is taking home one of Mor- 
gan’s biggest customer lures. For as Dick has 

found out over the years, women really go for the 
trading stamps, making husbands drive miles out 
of their way to trade at stores which give stamps. 

To the old man rocking outside his store, Dick 
carved his head out of pine wood, to the easy 
going pace inside, the vearly gross of business 
has climbed to $150,000. From the smile on Dick 

a 

EXTERIOR VIEW of Morgan’s Hardware. Note word 

“Hardware” used in sign is huge size. Rocking dummy 

can be seen outside of store. 

Morgan’s face, his customers feel he has a right 

to feel proud of a job being well done. 

Power Tools Pay Off 

Cont. from Page 40 

ence of large, heavy duty power tools actually 
impresses the hobbyist and gives the store a good 
deal of prestige. It persuades the hobbyist that 
we really know our merchandise. 

“The hobbyist is quite right in believing this, 
because our salesmen do pick up much valuable 
information and tricks of the trade from talking 
to our many contractor-customers. These they 
pass along to the hobbyist, which helps make 
them more successful in their operation of the 
tools.” 

With portable electric tools, an assortment of 
both heavy duty and hobbyist type tools are car- 
ried in the supply store. Hobbyist tools only are 
displayed at the hardware store. 

Besides the power tools, LeFebvre Supply car- 
ries a good assortment of electrical merchandise, 
plumbing merchandise, paint, and many miscel- 

laneous items. 
With such merchandise, the variety is widest 

at LeFebvre Supply. With paint, for example, 
full lines of inside and outside paints are carried. 
At the hardware store, however, stock is limited 
to inside paints with emphasis on varieties such 
as rubber based paints that are especially popular 
with housewives. 

NOVEL WINDOW DISPLAY STIMULATES INTEREST 

HARDWARE STORE displays need not necessarily fea- 

ture hardware. Considerable interest was shown towards 
the above display in the window of Izant Hardware, 
Soquel, Calif. The paintings are old portraits never be- 

fore publicly shown, of an early California Spanish family 

who were Soquel pioneers. 

COMING .... Two Great Issues... 

October Annual Gift Issue and 

November "Aloha Hawaii" Issue 
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CROWD OF CURIOUS PEOPLE attended the store’s opening day to see 
what had been accomplished by remodeling the hardware department. 

Old-Fashioned Look is Gone 
Heavy Newspaper Advertising Brings Increased 

Wilmot Hardware Co. 

Roswell, N. M. 

AUL WILMOT, President of Wilmot Hardware 
Co. in Roswell, N. M., says: “The remodeling 

of our hardware department was completed in 
May. The purpose of the remodeling was to: 1. 

Appeal more to the women shoppers in the hard- 

ware field. 2. Make use of effective displays. 3. 

eel  ———————— 

IN THE GARDEN SECTION Harrill Melton, manager, is 

holding an item selected by a customer and is explaining 

its application to her. 
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Women Traffic to Remodeled Store . . . Increased 
Sales Space Without Enlarging Store . . . Ugly 

Ceiling Overcome with Black Paint 

Apply proper purchasing methods and fixtures 
to maintain better stock control. At the same 
time, with new fixtures, we were able to gain 

additional room without enlarging the overall 
dimensions of the department. We have more 
than met these expectations.” 

WALL SECTIONS have Peg-Board backing on which all 
merchandise in this section is on open display so the cus- 
tomers can serve themselves. 
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Wilmot points out that the hardware depart- 

ment was located in the rear of the store. This 
poised two problems. First, the matter of park- 
ing. Second, an unsightly ceiling area. This vet- 
eran merchandiser notes that dealers in every 
town have been confronted with the parking 

problem. Wilmot Hardware was able to solve 
this situation by securing space across the alley 
from the rear of the store and building a parking 

lot for Wilmot shoppers. 
Wilmot notes: “The rear entrance now pulls 

as much foot traffic as the front door used to at- 
tract.”” Another important factor is that when a 
customer enters either the front door or back 
door of Wilmot’s he steps into an inviting display 
of merchandise. Records show that with the defi- 
nite increase of women shoppers entering the 
rear entrance, sales have been greatly increased 

in hardware. Formerly, women shoppers tried 
to get through the old-fashioned, unattractive 
hardware department as quickly as possible. No 
effort was made to buy hardware. 

The unsightly ceiling area deterred Wilmot 
officials from making the remodeling step for a 

considerable period of time. A collection of pipes, 
ducts, sprinkler system, and other obstructions 
hampered improvement of the appearance of the 
ceiling. Paul Wilmot observes: ‘“‘Wilmot’s is an 
old firm and our ceiling handicap was typical 
of many old firms. It is too expensive to lower a 
ceiling and we had to leave that out of our plans.” 

Wilmot’s took an inexpensive and very effective 
route. A rubber base flat black was used to paint 
the ceiling. It covered up the part of the depart- 
ment the operators did not want to be seen. 
Lights throughout the rest of the hardware de- 

partment focus attention to the merchandise on 
display. The ceiling goes unnoticed for the black 
blends in to an unnoticed background. Wilmot 

emphasizes a lot of hardware dealers, in old build- 
ings, could achieve this same inexpensive change, 
if they would make this step. 

(Continued on page 46) 
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FULL LENGTH VIEW of garden department. Note black 

ceiling which saved firm an expensive ceiling remodeling. 

Self-service gondolas are at right. Swinging doors at 

back open up to parking lot. 
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IN CELEBRATION OF A COMPLETED DEPARTMENT 
REMODELING — 

THIS WEEK 

Bs designed to fire cividren's 

imagination, wih OYM- 
DANDY's NEW SPACE 
PLATFORM GYM those 

Healy pounguers wi be @y- 
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chavteng all ove thi tag ae 

Ownage pny epee. 

GRAND OPENING occurred at the same time as Hard- 
ware Week. Consequently all advertising played up the 

special week as well as the opening. 
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Streater Store Fixtures, in collaboration with 
the irha, are used in the remodeled hardware de- 
partment. With the installation of the new fix- 
tures, a stock control has been set up that secures 
better turnover and a more complete selection 
of hardware items for customers. 

In dollars and cents, Wilmot’s profits more 
because loss of sales due to “outs” is eliminated. 

Self-service gondolas, Peg-Board wall fixtures 
and Peg-Board right up to the ceiling enable the 
sales staff to speed up the handling of customers. 
Many make their own selections. Fluorescent 
strip lighting is another aid to impulse buying 
and self-selection. 

Harrill Melton is manager of the newly re- 
modeled hardware department. 

Wilmot’s makes full use of manufacturers’ 
literature to interest customers in seasonal items, 
acquaint them with product uses, and create con- 

fidence in the item. Display material is utilized 
to accentuate presentation of hardware merchan- 
dise. The firm is well pleased with display aids 
furnished by manufacturers. 

Advertising in the Roswell Daily Record bears 
the slogan: “The Oldest Hardware Store in Ros- 
well... . Now With The Newest Look In Town.” 
Wilmot’s tied in its advertising of irha Hardware 
Week specials with celebration of its remodeled 
hardware department opening. Fifty-seven door 
prizes were given away and the promotion was 
highly successful. One of the outstanding promo- 
tions was the offer of a gym set as an irha special 
in connection with the new department remodel- 

ing. 
Paul Wilmot sums up: “The hardware dealer 

cannot overlook the importance of women shop- 
pers. They do more and more of the buying of 
hardware. To get the volume and profit potential 
from women shoppers parking must be available, 
the department must be attractive, fixtures and 
displays must tell their merchandising story. An 
old store must have a new look to get its share 
of this business. It certainly paid us to strive for 
this new look in our hardware department 
through remodeling. And any other dealer can do 
it—at not too great a cost.” 

“Golden Gimmick’ Gets Sales 

Special Promotion Draws Traffic from Local Convention .. . 

Sales Record Set for Three-Day Period 

Field Hardware Co. 

Sterling, Colorado 

ERE’S a clever idea by which the hardware 
dealer can capitalize on large conventions be- 

ing held in his city, as developed by A. L. Otzen- 
burger, of Field Hardware Company, in Sterling, 
Colorado. 

When the Colorado State Fireman’s Associa- 
tion held its convention in Sterling during June, 
Otzenburger felt that among the hundreds of con- 
ventioneers, surely some would be in need of 
items carried by the store, even if it were only 
a tool, a can of paint, a gift for the family at 
home, etc. Consequently, he contacted the asso- 

ciation secretary and arranged for a “Golden 
Gimmick.” 

As the plan operated, the Colorado hardware 
dealer set aside a prize of a deluxe one quart 
vacuum bottle for the lucky conventioneer as the 
“Golden Gimmick” and assigned it a hidden num- 
ber. The number was simply chosen from a series 
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of sequence numbers on the registrations of con- 
ventioneers attending. In this way, the number 
268 concealed inside the vacuum jug would en- 
title the fireman-conventioneer holding number 
268 on his registration card to the vacuum bottle 
as a gift. 

This, of course, meant that every member at- 
tending the convention, unaware of the winning 
number would come into the Field Hardware 
Company store, to check his number 

A sign published at the registration desk of 
the convention explained the idea and was re- 
sponsible for the fact that every single conven- 
tioneer registered, visited the store during a 

three-day convention. Many of them bought hard- 
wares difficult to locate in their communities, 
toys for children, gifts for the family, to make 
this one of the most profitable three-day periods 
in this store’s history! 
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ARE YOU COMPETITIVE? 

“I feel that you cannot truthfully answer, yes, to that question 
unless, among other activities, you are rendering to your cus- 

tomers the services they need and want, including adequate 

and complete credit facilities." 

HAVE been asked to report 
the experiences of our firm in 

the credit selling field. We do 
not feel that we have all the 
answers to all the problems or 
to all the opportunities in this 
phase of retailing, but we have 
taken an aggressive attitude to- 
ward credit, and we feel that it 
has been the most beneficial pro- 
gram we have ever launched in 
our stores. And, we feel that 
what this program has done for 

us, it will do for anyone else 
who gives it a chance to work 
for them. 

Our firm, Farr’s Hometown 
Hardware, a partnership, oper- 
ates two stores on the Southern 
Coast of Oregon at Coos Bay 
and at Coquille, a town 18 miles 
away. The Coos Bay store is 
the one I manage, and my re- 
marks will be centered mostly 
around this operation, although, 
of course, our credit program 

is identical in both stores. 
Please let me say before de- 

scribing in detail our credit pro- 
gram that I do not consider that 
our stores or their management 
is basically any different from 
your own. We have problems 
yet to be solved, just as you do. 

Our firm is not new in the 
credit selling field. We are 43 

SEPTEMBER 1959 

BY LEONARD C. FARR 

Partner, Farr's Hometown 

Hardware, Coos Bay, Ore. 

(Abstract of talk given at National Re- 
tail Hardware Association's 60th Annual 
Congress at Los Angeles on July 21, 1959.) 

years old, and during all of 
these years we have offered 30- 

day credit to those needing, 
wanting, and deserving it. For 

about 20 years we have offered 

big ticket merchandise on con- 
ditional sale contracts with 
monthly payments. From 1947 
through 1955 we discounted 
most of these contracts at our 
local chain bank. 

Remodeled Store and Credit 
Plan 

Seven years ago we remod- 
eled the interior of the store, 
and 314 years ago we remod- 
eled our credit program. We 

feel that the latter was as im- 
portant as the former to the 
prosperity of our operation. 
Both were badly needed, and 
both have accomplished the 
goals we set for them. We feel 

that a store’s credit policy today 
must be as modern as its fix- 
tures. 

In November 1955 we 
launched our credit program 
which we call “Farr’s 6 Credit 
Services.” This program was 

the result of years of study and 

discussion among ourselves and 

with others in various lines of 
business who had similar prob- 

lems and similar opportunities. 
The services offered are not 
original with us, nor is our pro- 
gram perfect or complete. We 
are adding new features and re- 

finements to it constantly. We 
expect that we shall never be 
able to make it faultless, but our 
credit program is flexible enough 
that we can meet the changing 

times with new innovations to 

our basic plans. 
Our 6 Credit Services in- 

clude: 

1. REGULAR CHARGE ACCOUNTS 
with full payment to be made on 
the 10th of the month following 

purchase. 

2. BUDGET CHARGE ACCOUNTS 
which sometimes are called Re- 

volving Charge Accounts. 

3. CONTINUOUS CONTRACT AC- 

COUNTS sometimes called Open- 
End Installment Contracts. 

4. BANK CONDITIONAL SALES 
CONTRACTS by which, if a cus- 
tomer should prefer, we can 
write the contract on bank 
forms, discount the paper at 
local bank, and he can make his 

payments there. Of course, one 

of the bad features of this form 

of contract is that it has no 

open-end features, and also, con- 

tact with the customer is lost 
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unless he defaults on the pay- 
ments at which time we are held 
responsible for collection or re- 
possession. 

In the 42 months that we have 

been offering Continuous Con- 

tract Accounts and carrying 
them ourselves, however, not 

once have we been asked to turn 
a contract over to the bank for 
handling. On the contrary, we 
have closed dozens of sales by 
explaining our own finance ar- 
rangements, and we have found 

that without fail, the customer 
prefers that we handle the 
paper rather than the bank. 
They expect, and get, more flexi- 

bility from us than from the 
bank. We find that handling 
our own contracts enables us to 

close many sales which we 
might otherwise lose. 

5. HOME IMPROVEMENT LOANS 

which are sometimes referred to 
as FHA Title I Loans. We have 

offered this type of credit for 
nine years, and we still do. But, 
again, our customers prefer our 
own terms as is evidenced by 

the fact that we have written 
only six of these since Novem- 
ber 1955. These loans do, how- 
ever, have the advantage of 
smaller monthly payments for 
contract amounts in excess of 
$1,000 when our payments get 

too high. Their terms require 
nothing down and allow three 
years to pay. 

6. LAYAWAYS which may be 
stretching a point to call credit 
services, but we do handle them 
on our books the same as Regu- 
lar Charge Accounts with a 
statement sent each month until 

completed, so we have included 
them in our program. 

Budget Accounts Build Business 

Let us return now to our sec- 
ond credit service which we 
have chosen to call Budget 

Charge Accounts. These are 10- 

month accounts. The customer 

pays monthly 1/10th of the 
limit which he establishes for 
himself with the approval of our 

credit department. Each month 

we add 11% per cent of his un- 

paid balance as a_ carrying 

charge. He may pay his account 

in full at any time, and he may 
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add to his Budget Charge Ac- 
count, at any time, any purchase 
which will not make the total of 
his account exceed his estab- 
lished budget limit. 

Our budget limits are estab- 
lished at $50 intervals. That is, 
$50, $100, and $150. Payments, 
then are $5, $10, and $15 per 
month. Budget limits may be 
altered at any time. 

To illustrate the operation of 
this Budget Charge Account, let 
us consider the use to which Jim 
Jones has put it. This is not, of 
course, his real name, but he is 
a real person. Jim has both a 
Budget Charge Account and a 
Continuous Contract Account 
with us. He uses the latter to 
buy big-ticket, durable type mer- 
chandise. 

Jim opened his Budget Ac- 
count in March of 1956, four 
months after we instituted our 
complete program. We created 
a limit for him of $150, making 
his payments $15 per month. 
His first series of purchases ran 
the account up to $110. From 

March of 1956 until June 1, 
1959, Jim’s budget account has 
had a balance as high as $153.75, 
just over his prescribed limit. 
But, there has never been a 

month in which he has missed a 
payment. 

He has used the account to 
buy everything from a 50¢ bag 
of nails to a $24.95 electric drill. 
He has charged a total of 
$757.27 in merchandise all of 
which we sold at full margin, 
one of the big plus factors in 
credit selling. Customers who 
buy on time rarely, if ever, ask 
for price concessions. 

During these years we have 
collected $57.06 in carrying 
charges, a return at our present 
rate of 18 per cent per year on 
our money. 

Is Jim happy with his Budget 
Charge Account? You can bet 
your life on that! As many of 
our customers express it, he can 

now budget his purchases and 
his income better because he can 
anticipate his ‘open to buy” bal- 

ance on his account, and he 

knows that we expect only $15 

per month payments from him 

even if he brings his account up 
to the limit. 

Continuous Contract Accounts 

In addition to the Budget or 
Revolving Charge Account, we 
offer open-end conditional sale 
contracts which we call Contin- 
uous Contract Accounts. These 
are based upon a 24-month pay- 
off period, and they are used by 
our customers for the purchase 
of big-ticket merchandise such 
as appliances, pumps, plumbing 
materials, and roofing. We re- 
quire a down payment of at 
least 15 per cent on most items 
when the first contract purchase 
is made. Most later purchases on 
these accounts do not require 
additional down payments. As 
with our Budget Charge Ac- 
counts, the customer may pay 

his account in full at any time, 

and he may add to his contract 
at any time any purchase which 
will not make his total obliga- 
tion exceed his established limit. 
We make a carrying charge 

of 1 per cent of the unpaid bal- 
ance each month which is added 
to the customer’s monthly state- 
ment. We reserve title to all 
merchandise sold under this 
plan until final settlement of the 
account, and we offer complete 
insurance coverages on these 
contracts, including life insur- 
ance, fire, theft, and a health 
and accident insurance. 

To illustrate the operation of 
our Continuous Contract Ac- 
count, let us consider the case of 
Bill Brown (not his real name), 
one of our valued customers. 
Except for the intervention of 
our disability insurance, it could 
parallel any number of our ex- 
periences with this credit pro- 
gram. 

In November of 1957 Bill 
bought a home water system 
and some pipe amounting to 
$151.75. We received $20 down 

and set him up for payments of 
$10 per month. We added the 
cost of our insurance program 

to his account, $5.27. In January 
of 1958 he added a refrigerator 

of $269.95, making another $20 
down payment, a special conces- 
sion on our part. We added 
another $10 insurance fee, and 

his payments jumped to $19 per 

month. March 1, we delivered 

an electric range to his home 

priced at $179.95. He gave us 
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another $20 down payment. We 
added $6.40 for insurance and 
increased his payments to $25 
per month. 

At this point, on March 1, 
1958, he owed us just over $600 
on his contract. He had bought 
some miscellaneous _ electrical 
wiring and plumbing materials 
in January, and we added 
another $4 insurance charge. 

On April 8, he sustained a 
back injury while working in 
one of the local lumber mills, 
and he was hospitalized for an 
indefinite period. Things looked 
black to Mrs. Brown until we 
reminded her of the disability 
insurance policy her husband 
had purchased with his contract. 
We helped her file a claim, and 
30 days after the injury, the in- 

surance company stepped in 
with regular monthly payments 
to us in the full amount of $25. 

We continued to apply our 
usual carrying charge of 1 per 
cent of the unpaid balance per 
month, added on to the contract 
balance, and Bill remained to- 
tally disabled until June 5 of 
this year. 

During the period from May 
1958 through June 5 of 1959, 

the insurance company paid us 
a total of $323.33 in payments 
on his contract. This was a good 
return on a total insurance in- 
vestment of $25.67 on his part. 

On June 16 he brought us 
cash as a result of the accident 
insurance settlement to pay off 
completely the balance of his 
contract. 

In totaling the carrying 
charges which we had levied 
against this account, we found 
that we had collected $92.11 on 
an average investment of $508. 

Did Mr. Brown feel that we 
had rendered a valuable service 
to him? Of course he did, and 
the proof of his appreciation is 
the fact that within a few days 
after June 16 he had already 

spent over $300 more with our 
firm for power tools which he 
wanted. 

Your Competition Exploits 
Credit 

Do your competitors offer 
some of these types of credit 
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services? You know they do! 
Take a look at Sears, perhaps 
your biggest competitor. 

Do Sears’ customers like their 
program of credit selling? Take 
a look at the company’s sales 
figures. They continue to mount. 

When we started planning for 
the final form of our credit ser- 
vices, we set out to accomplish 
three principal things: 

First, To increase sales and 
profits. 

Second, To put our credit de- 
partment on a paying basis. 

Third, To bring about an in- 
crease in the effectiveness of our 
collection system. 

The results are now in for 
our third full year of complete 
credit services, and we feel that 
we have been successful in ac- 
complishing these goals. 

We have experienced a sub- 
stantial increase for each year 
in our sales and profits picture. 

We have put our credit de- 
partment on a paying basis. 
With 79 per cent of our ac- 
counts receivable earning for us 
1 per cent and 114 per cent per 
month, we find that the revenue 
from them pays a very large 
portion of our total office and 
bookkeeping overhead. No 
longer are we permitting regu- 
lar charge accounts to stretch 
payments over four, six, or 10 
months as they used to do. If 
they want to make partial pay- 
ments on a monthly basis, we 
place them into one of our plans 
and ask them to pay a fair share 
of the cost of such extended 
terms. 

We used to operate a budget 
system without a budget plan, 
and many people took advantage 
of our lack of firm policy. Now 
that our policy is firm and clear, 
we believe that the customers, 
and we, too, are better satisfied. 

The fulfillment of our third 
goal which was to assist in the 

collection of past due accounts 
was perhaps the most gratifying 
of all benefits which we have 
derived. In January 1956, we 
notified all accounts whose bal- 
ances were charged off in 1955 
that they would automatically 
fall into our new system with 
the carrying charge of 1 per 

cent (our charge for budget ac- 
counts at that time) added each 
month to their balance until 
paid. A similar policy has been 
followed in 1957 and 1958. By 
making regular follow-ups, by 
converting some aceounts to 

Budget Charge Accounts with- 
out the privilege of add-ons, and 
by monthly mailings of these 
charges. we recovered in 1956 
an amount of our bad debts 
ledger which was only 4/100 of 
1 per cent less than our 1955 
charge-offs. In 1957 and 1958 

our net bad debt losses have 
been slightly larger but well 
within national averages and 
within good management poli- 
cies. 

It is possible to be too con- 
servative in the extension of 
credit. Most chain organizations 
establish minimum standards 
for Bad Debt Losses and severe- 
ly criticize their credit man- 
agers whose losses fall below 
these standards. The assump- 
tion is that they are passing up 
too much business if their poli- 
cies on credit are too strict. It 
is an established fact that even 
in the worst years of the depres- 
sion of the 1930’s that well over 
96 per cent of the accounts re- 
ceivable were eventually col- 
lected. We sometimes hurt our- 
selves by our fear of these 
losses. 

Now, let us look at a few sta- 
tistics which will give you some 

idea of what credit selling 

means to us and can mean to 

you. 

Sixty-three per cent of our 
sales volume is on _ credit. 
Thirty-nine per cent of it is on 
our Regular Charge Account 

program, 9 per cent is on our 
Budget Charge Accounts, and 

15 per cent goes on our Continu- 
ous Contract Accounts. The 
value to our business of the 

credit sale is revealed by the 
fact that our average cash sale 
is $3.23. Our average regular 

account sale is $10.05, more 
than three times as large. Our 

average budget sale is $9.10, and 

the average contract sale is a 

whopping $91! It is not hard to 
see why we place such value on 

our credit operations which we 

admit we use as a sales tool. 
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HARDWARE STORE IS LOCATED IN THIS BUILDING, A PART OF 94, ACRE SHOPPING CENTER. 

Opening-Day Crowds Pack Store 

Goodman's Builders Emporium Hardware 

Montecito Shopping Center 

San Rafael, Calif. 
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GOODMAN’S “LINE-UP” at the check-out stands 
stretched the length of store at opening. 

In Three Days More Than 21,000 persons 

Visited New Store as Result of Heavy 

Advertising, Promotions and Door Prizes 

Meer prospective hardware store owners hope 
for an opening day when throngs of custom- 

ers line up to make their purchases and the cash 
register keeps jingling away from morn till 

night. 

Ed Goodman and Dick Harris, owners of the 
new Goodman’s Builders Emporium Hardware in 
San Rafael’s Montecito Shopping Center, are no 
exception. They hoped for a big opening—and 
they got it, far beyond their expectations. 

In three days, an estimated 21,000 people 
visited the store. This was the largest opening 
ever experienced in northern California by Gare- 
hime and Company, San Francisco wholesalers, 
who planned the new store and installed the Daley 
fixtures throughout. 

Virtually 100 per cent self-service, the store 
had three cash registers operating full time dur- 
ing opening days, with long lines—sometimes as 
long as 60 feet—queing up at each register. 

Large Ad Helped Draw Crowds 

Goodman’s took double truck advertisements in 
the San Rafael Independent, featuring many pro- 

motional items, and offered $3000 in prizes. 

Dick Harris, when asked if the new store 
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GRANO OPENING SPECIALS / 

TOP OF DOUBLE PAGE SPREAD THAT HELPED BRING IN HUGE CROWDS DURING THREE-DAY OPENING. 

wasn’t virtually a department store, said he re- 
garded it as “drug store” in the hardware field, 
pointing to the variety of merchandise displayed, 
similar to drug chain operations. 

Versatile Fixtures 

Playing a large part in the success of the op- 
erations are the adjustable islands and wall 
shelving, which encourage the idea of self-selec- 

tion and self-service. The complete package of 
fixtures, installation, and merchandising provided 

by Garehime was the key factor in selection of 
the fixtures. ‘“‘We wanted completely versatile 
fixtures,” Harris stated—‘‘but in addition, Gare- 
hime’s store planning, assembly and installation 
of the fixtures went off without a hitch, and the 
merchandising of the store was more than we 

ADDITIONAL STORAGE provided by brackets placed 

in back of illuminated wall shelving. 
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could have hoped for. The complete package of 
fixtures, installation and merchandising left noth- 
ing to be desired.” 

Even over the opening weekend, Garehime saw 
to it that new merchandise flowed into the store, 
replacing sold goods as fast as they went out 

the door. 
One entirely new merchandising unit used in 

Goodman’s is the nut-and-bold displayer. This 
consists of inclined metal trays with metal di- 
viders in which nuts, bolts, screws and, in Good- 

man’s case, even pipe fittings, all are on open 
display. While pipe fittings normally are not con- 

sidered impulse items, Goodman’s keeps them on 

open display as part of the 100 per cent self- 

service policy. Dick Harris qualifies the 100 per 

cent self-service by adding that the eight people 

THOUSANDS of bolts, screws and nuts on open display 

invite customers to buy. 
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SPORTING GOODS is big department. Bobbers at left 
are hung on plastic line . . . space saver. 

staffing the store are often called upon to give 
advice on paints, pipe fittings, sports equipment 
and other items. 

Features Boats & Sporting Good; 

Boating materials play a big part in the Good- 
man operation. In fact, the Goodman Boat Em- 
porium featuring used boats and outboards is 

directly adjacent to the shopping center. Need- 
less to say, Goodman carries a wide supply of 

fhatee 

THE BOAT SECTION adjoins shopping center and helps 

sale of boating supplies within store. 

water skis, life jackets, air mattresses, small boat 
anchors, fishing gear and all the paraphenalia 
that appeals to the thousands of northern Cali- 
fornians enjoying boating. 

Goodman’s has stores on Bayshore Boulevard 
in San Francisco and on the Redwood Highway 

in Mill Valley. It provides shopping carts for its 

customers. Carts are also used for spot displays 

of promotional merchandise. The store in San 

Rafael encompasses 10,000 square feet. 

RACK HOLDS STEEL GOODS AND HANDLES 
«yn looking for many 

months for a suitable rack 

to store steel goods and handles, 

R. L. Jones and staff of Escalon 

Implement-Hardware, Escalon, 

California, designed one of their 

own. 

They built a rack that dis- 

plays 32 different shovels, hoes, 

rakes, forks, etc., and up to 50 

different replacement handles. 

According to Jones, “The 

novel part of the rack is the sim- 

plicity in handling the replace- 

ment handles. A tack is driven 

in the end of the handle and it 

is slid into a grooved pipe. The 

handle hangs from.the tack and 

assures us of having a true han- 

dle without warpage.” 
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Radio Broadcast 

... Direct from Store on Sunday Morn- 
ings Brings Heavy Crowds for Surprise 
Give-Away within an Hour .. . Sales are 

Stimulated. 

Marsolek’'s 

Denver, Colorado 

ONVERTING his mid-town 
Denver hardware store into 

a “radio broadcasting studio” 
every Sunday morning has pro- 
duced some spectacular sales re- 
sults for Paul Marsolek, owner 
of Marsolek’s, Denver, Colorado. 

Marsolek hit on this idea a 
little more than a year ago. A 
bit of investigation reminded 
him that the hours each Sunday 
from church to dinner time, 
usually left people with “time 
on their hands.” This led to the 
present radio program, which is 
broadcast “live” every Sunday 
morning from 10 to 11, and 
sometimes longer. Presented on 
the broadcast is Marsolek, Ed- 
ward Overbee, manager of the 
housewares department, and the 
radio announcer. 
During the broadcast, Marso- 

lek’s presents “good music” 
from the store’s record depart- 
ment, explaining the advantages 
of high fidelity record players 
and tape recorders, along with 
stereophonic equipment. In be- 
tween, every department in the 
store comes in for some atten- 
tion, such as electrical house- 
wares, paint, tools, general 
housewares, toys, electrical 
needs, etc. There is absolutely 
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THE OWNER, Paul Marsolek, at right, helps give com- 

mercials a chatty style by teaming up with announcer. 

no planned “‘script’”’ which leads 
to easy listening, a thoroughly 
informal, pleasant line of chat- 
ter, and definitely high listener- 
ship. 

About all of the planning 
which the Denver hardware 
dealer actually does is to show 
on the top of the table on which 
the microphone is kept the ac- 
tual items which he wants to 
mention during the broadcast. 

Every attempt is made to stay 
away from “canned” commer- 

cials. Instead, the announcer 
may pick up an electric egg 
beater, and ask Overbee what 
it is. When the housewares de- 
partment manager explains, he 
can get in plenty of plugs as to 

its quality, color, brand, etc., 
and, of course, the price. One by 
one, each item is thus covered 
in a way which the listening 
housewife is most likely to ap- 
preciate. 

Next, to stimulate listeners 
into actual customers, a clever 

“gimmick” has been introduced. 
This is the announcement each 
Sunday that there will be a give 

away at 11:45 A. M., inviting 
listeners to come in. The “give 
away” may be a record. player, 
a small electrical appliance, 

tools, housewares, etc. Each 

listener is told that he must, 

however, visit the store, and it 

is pointed out that there are 
around 45 minutes available to 
reach Marsolek’s East Colfax 

Avenue location. 

The invitation has literally 
“worked wonders,” according to 

the Denver dealer. Anywhere 
from 75 to 150 invariably re- 
spond to the offer, keeping Mar- 

solek’s jammed every Sunday. 
When they arrive at the store 
they find that the give away is 
usually based on “guessing a 
mystery tune’’ which is played 
on one of the store’s stereo play- 
ers. Store visitors write what 

they believe to be the title of the 
mystery song on a slip of paper. 

Because of the method by 
which all of the hardware items 
involved are discussed and the 
weekly “contest,” the Marsolek’s 
radio program has paid impres- 
sive dividends from the outset. 
Manager Overbee has found that 

the fact that many people are 
visiting the store for the first 

time is one of its extra advan- 
tages. “We are creating a lot of 
friends and future customers 
every Sunday,” he summed up. 
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Catalog Helps Sell Seasonal Toy Stock 

Carry-Over Stock Reduced by Catalog Adver- 

tising Promotion and by Stocking Popular Items 

Village Hardware Company 
Aurora, Colorado 

NE of the most aggravating 
problems of Christmas toy 

merchandising — the carryover 
of left-over inventory from one 
Christmas season to the next— 
can be sharply reduced by put- 
ting out a toy catalog early in 
the season, according to Leslie 
and Milton Tappan, operators of 
Village Hardware Company, in 
Aurora, Colorado. 

Although in each case toy in- 

ventory was reduced to what the 
brother-partners felt was an 

amount in keeping with current 

economics, carryover during the 

1956 and 1957 seasons was 

large enough to become a seri- 
ous problem. Not only did un- 
sold toy merchandise depreciate 
sharply in value but, likewise, 
badly-needed space was con- 
sumed for the year-long storage. 

During the 1958 Christmas 

season, the Tappan brothers de- 
cided to concentrate on “cutting 

carryover” with a_ definite, 
planned program. The steps, as 
outlined, were: 

1. Production of a Christmas 
catalog, a 23-page folder, with 
every toy photographically re- 
produced, and offering a price 
special on every page, to be 
mailed to every home in the 
area. 

2. An extremely close watch 
on toys heavily advertised dur- 
ing the Christmas season by 
newspaper, television, and other 
methods. 

3. More careful buying, de- 
signed to eliminate “shelf warm- 
ers” from the toy inventory. 
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In making good the first 

point, the brothers contracted 
for a commercial toy catalog, 
“editing” it by eliminating some 
toys, and “writing in” others. 
Altogether, some 200 toy items 
were shown in the catalog. Asa 
special “gimmick” on _ every 
page, there was a super-attrac- 
tive “special” for economy- 

minded toy-gift purchasers, 
equivalent to a leader. Toys were 
further bracketed into girls’ and 
boys’ classifications, and into 
age groups, to provide still more 

usefulness. The fact that almost 
every toy mentioned in the cata- 

log was reproduced with a pho- 
tographic cut was a potent ad- 
vantage, according to the Tap- 
pans. 

Beginning a full seven weeks 
in advance of the Christmas 
season, the toy catalog was 
mailed to 6,000 Aurora resi- 
dents, all readers being within a 
convenient drive or even a walk 
to the Hoffman Heights shop- 
ping center in which the store 
is located. ““We didn’t waste any 
part of the mailing,” Milton 
Tappan said, “instead, we saw 

to it that the catalog was in 

every sense a local issue.” 
Second, well aware that the 

trend in toy buying is tremen- 
dously influenced by advertising, 
particularly to the demonstra- 
tion spots during the Christmas 
season, the Tappan _ brothers 
kept a close eye on the video 
screens during the entire Christ- 
mas season, keeping a TV set 
going in the office for the pur- 

pose. As soon as any new toy 
innovation was spotlighted, a 
special buying trip was made in 
order to stock the item. Often, 
this meant long distance tele- 
phone calls, wires, ete., but 

enough of each such toy was ob- 
tained to show the public that 
Village Hardware Company was 
up to the minute. In some in- 

stances local jobbers could be 
used to augment the stock and 
in others it was necessary to de- 
pend on out of town suppliers. 
This worked out so well, for ex- 
ample, that one revolver and 
holster cap gun set, which had 

sold rather slowly during the 
first part of the season, was a 
complete sellout in December, 
even after the inventory had 
been tripled. 

Finally, in buying, the Tap- 
pan brothers concentrated on 
top-quality, guaranteed-appeal 
toys, in better price brackets, 
and undoubtedly more attractive 
to the usual customers. There 
were no “long chances” involved. 
In most instances the rule of 
thumb was simply ‘‘a toy which 
any youngster would be proud 
to own.” 

Net results, after a record toy 
sales season was a toy carry- 
over which amounted to less 
than five per cent of the total 
inventory, extremely clean busi- 
ness throughout the Christmas 
season with a minimum number 
of exchanges, adjustments or 
repairs to be made, and better 
satisfied customers, the Tap- 
pans summed up. 
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National Hardware Show Ready To Open 

Expect 45,000 Buyers to Attend 14th Annual 

Show at Coliseum in New York ... More than 

50,000 Items Will be Shown and Demonstrated 

ORE than 45,000 buyers are expected to attend 
the 14th annual National Hardware Show at 

the Coliseum in New York City, September 28 
through October 2. 

Advance registrations are running somewhat 
higher than last year when 44,719 buyers set a 
new attendance record, according to Frank M. 
Yeager, managing director of the show. 

One of the buyers at this year’s show will be 
the 500,000th registrant since the show’s 1946 
debut. He is R. J. Duquette, manager, merchan- 

dising department, Moore-Handley Hardware Co., 
Inc., Birmingham, Alabama. Mr. Duquette will 

ad 

be given a lifetime registration card and will be 

the National Hardware Show’s guest for dinner 

and the theater. 

In all, more than 50,000 items will be displayed 
and demonstrated along four and one-half miles 

of exhibits where more than 1,000 leading manu- 

facturers will unveil tomorrow’s products, pack- 

aging, promotions and profit-offerings. 

Advance registration and information may be 

obtained by writing National Hardware Show, 

Suite 1103, 331 Madison Avenue, New York 17, 

Ba: 3 

BUYERS WAIT eagerly at Coliseum in New York City “MR. TYPICAL BUYER?” arrives at the show. He will 

for the opening of the show last year. be one of over 45,000 attending this year. 

OUR TYPICAL BUYER picks up his show directory, 
which is a must for this huge shew. 

FIRST FLOOR exhibition room holds but a portion of 

the 1,000 manufacturers participating. 
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WESTERN HARDWARE 

STORE IN MOSCOW EXHIBIT 

Farmer's Union Hardware Co. 

Morgan Hill, California 

[LMS of a typical American hardware store 
will be shown at the American National Ex- 

hibition in Moscow, July 20th to September 12th. 
The Farmer’s Union Hardware store, owned and 
operated by Mr. Pete Wikoff, in Morgan Hill, 
California, was selected for the purpose. 

Mr. Leon Tichinin, farm advisor of Santa 
Clara County, made the film in conjunction with 
Mr. George Hofer, visual aids expert with the 
University of California Extension Service. 

Inside the Farmer’s Union Hardware the cam- 
era focused on customers making purchase of 
hand tools and appliances which are not available 
in Russia. 

Special emphasis was placed on the gun display 
where rifles and ammunition are within reach of 
the people—a fact that maybe will be little be- 
lieved in Russia. 

The film will be shown during a closed circuit 
colored television program at the exhibition and 
later to service organizations and others inter- 
ested in seeing the film. 

Other views of Morgan Hill and its agricul- 

HAND TOOL display shows variety and high quality of 

American tools available to homeowners and mechanics— 
not just to defense factories. 
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GUN DISPLAY shows Russians how guns and ammu- 

nition are within easy reach of Americans in hardware 

stores. Special emphasis was placed on the availability 
of sporting arms to the public. 

tural activities are included in the film which Mr. 
Tichinin will narrate in fluent Russian. 

While in Russia he hopes to be able to take 
movies of a Russian town similar in size to 
Morgan Hill and show them upon his return. 

of the 
American hardware store and are included in the film 
made for showing at the American exhibit in Moscow. 
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Dealer Bags Small Hardware Items 
Women Like the New Display on Wall Section Which Holds 
Small Hardware Items Packaged in Transparent Bags and 
Hung on Perforated Board . .. Items Packed in Spare Time 

Bartol's Hardware 

Encinitas, California 

Y analyzing the buying habits 
of its women customers, 

Bartol’s Hardware, Encinitas, 
Calif., was able to turn its ob- 
servations into a display idea 
that has resulted in upping prof- 
its in its small hardware line 
150 per cent. 
When Walter Bartol decided 

that many women were not buy- 
ing hardware items they had 
come in for, simply because they 
didn’t know exactly what they 
wanted, he constructed a display 
of small hardware items which 
he packaged himself, and hung 
the transparent bags on per- 
forated board. No small display, 
the perforated board covers one 
entire wall of Bartol’s recently 
built store addition. Items which 
range from small screws, screen 
door hinges, and heavy strap 
hinges are hung from hooks on 
the perforated board in numbers 
from four to eight, depending on 
their packaged size. 

“Previously,” Bartol claims, 
“women were_- embarrassed 
when they didn’t know the name 
of the hardware they needed, or 
even how it looked. Now they 
just look through the plastic 
bag and find exactly what they 
need.” Personalized service is 
Bartol’s business philosophy. 
But, he feels, by standing back 
and allowing a woman customer 
to find what she needs on her 
own goes a long way toward 
making her more self-confident 
in her purchases. 

The idea has proved so suc- 
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WELL LIGHTED self-service wall display of small items packed by Walter 
Bartol in transparent bags has helped to increase sales of these products. 

cessful that Bartol plans to 
cover another wall with the 
small packages. In fact, when 
completed, the entire new addi- 
tion will be made up of per- 
forated board on all its four 
walls. Two of the walls will be 
used to display tools which 
Bartol believes will be a natural 
tie-in for other hardware dis- 
played in the room. 

Packaging and replacing sold 
items is not nearly so time-con- 
suming as one might think, says 
Bartol. “In spare moments I find 
it an easy matter to put together 
twenty or thirty packages.” By 
using his free time in this way, 
he manages to keep a good va- 
riety of items on display con- 

stantly, and often is able to get 
together reserve supplies. 

The items are packed in cello- 
phane bags and stapled with a 
cardboard top that folds back 
and leaves a punched flap for 
hanging on Peg-Board hangers. 
One of the suppliers makes the 
cards available to him. They are 
then imprinted with the store’s 
name, address, and city. 

“The tremendous gains we 
have realized in this line,” says 
Bartol, “are a direct result of 
the impulse buying by women 
who didn’t know just what they 
wanted when they came in; but 
through our display wall found 
it, . . . and then added other 
items to their purchases.” 
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OCcT. 3-9 OCT. 10-16 OCT. 17-23 OCT. 24-30 

FALL PROJECT... CLEAN 
UP THE GARDEN 

FOR EASY AND COMFORTABLE LIVING 
Feature heaters, water heaters, washing ma- 

(Cont.) chines, dishwashers, dryers, ironers, garbage 
dispasal units, radio and TV. 

LAY-AWAY GIFT CENTER 
Feature power mowers, 

power tools, bicycles, house- 

wares and giftware. 

HOW TO BE AN ENVIABLE HOSTESS 

Feature formal and informal dinnerware and 

allied items, flatware, silverware, glassware, 

¢ buffet service, decorative accessories, TV trays, 

card tables, etc. 

FOR WINTERLAND FROLICS 
Feature skiing equipment, ice skates, sleds, 
toboggans, bowling shoes, bags, etc. 

How to be 

an Enviable 

Hostess 

Schedule: Oct. 3-16 

OBJECTIVE: This promotion is designed to 
stimulate sales of all types of merchandise used 
in serving guests formally or casually during the 
fall and winter months. 
WINDOW: Hang a window with drapes from 

the ceiling if you have a backless window. Make 
rest of floor area resemble a room by using tables, 

lamps, ete. A tall, narrow box can be draped 
with dark blue material. On top place a silver 
plate on which is a folded card with the words: 
“You are invited.” Show glass ware on one table; 
dinnerware on another; and all other types of 
serving ware on the floor of window. The sign 
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/ You are 
invited 

is suggested to be blue with white lettering. Win- 
dow drapes should also be blue. Place flowers on 
table and elsewhere if you like. 
DIRECT MAIL AD—Use a folded white card. 

Print “You are invited” on the front. On the 
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EASY EXTRA DOLLARS PROFIT 

With the New 

HERE’S WHAT THE KIT 

CONTAINS: 

1. 
Squarespray 

Sprinkler 

Waterfeeder that can be 
' attached to all type 

watering devices. 

roto) ba i]-iehale), t-maee gl 1 mer Voi) 2 re 

For Details Circle 29 on INQUIRY CARD 
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Every sprinkler customer is a 
fertilizer customer, too! Why 
not sell him a SQQUARE- 
SPRAY and make both sales 
at one time! The Squarespray 
Lawn Care Kit is a natural 
“come take me off the shelf” 
item. We've market tested it 
and know it’s what the con- 
sumer wants. He’s definitely 
interested when you can show 
him how easy it is to save work 
and at the same time do a bet- 
ter job of watering and evenly 
fertilizing the lawn! 

That extra dollar volume will 
look good on your books. 

For bigger and better sales 

with no extra effort, stock 

up on SQUARESPRAY 

LAWN CARE KITS NOW! 

List Price $5.95 each. 

/Froen 
PROEN PRODUCTS CO. 

9th & Grayson 

Berkeley 10, California 



inside the copy should read “. . . to see the latest 
pieces that the smart hostess will be using this 
year.” Mention a few of the newer items, but 
keep the copy light. This kind of an ad piece does 
not need printed prices. You might also invite 
them to an afternoon tea. 

RADIO OR TV AD—A commercial should be 

created similar to the direct-mail idea by starting 
out with “You are invited to see the latest pieces 

that the smart hostess will be using this year.” 
Complete with a discussion of some of your newer 
items. On TV, show a select group of items. 

NEWSPAPER AD—Make this appear formal 
with the words “You are invited” set within a 
box simulating a card. Follow through with copy 
similar to the foregoing ideas. Show illustrations 
of a few of the new items and allow for plenty 
of white space to make the ad appear classy. 

For Easy and 

Comfortable 

Living 

Schedule: Oct. 10-23 

OBJECTIVE: All major appliances are in- 
cluded in this promotion, particularly those that 
make the housewife’s work a little easier and the 
family’s life more comfortable. 

WINDOW: Hang a sign at the back of window 

with the words: “For easy, comfortable living.” 
At the top of the sign simulate an electric push 
button. Use a glove to simulate a hand pushing 
the button. Wire can be shaped and inserted in 
glove to hold it in proper position. Display vari- 
ous types of appliances on the floor and also on 
stands. 

DIRECT MAIL—A printed piece might be used 
with the front cover designed similar to the sign. 
On the inside a list of the latest appliances should 
appear with illustrations. An alternative might 
be a letter that starts out with the same theme 
and includes a packet of envelope inserts about 
various appliances. 

PROSTIVTTTTTT 

RADIO AND TV ADS — Build commercial 
around the theme of easy and comfortable living. 
Mention the latest appliances that offer such liv- 
ing. For TV it would be a good idea to have a 
display of the merchandise set up in the studio 
if possible and give a brief introduction and 

description about each item. 

NEWSPAPER AD — Manufacturers’ mats 

should be used in advertising any of these appli- 
ances. One big ad can be made up of various 
mats. The ones that would lend themselves the 
most would be one-column mats. Your news- 
paper ad man will be glad to help you lay this out. 

NEXT MONTH ... HARDWARE WORLD’S ANNUAL GIFT ISSUE...IT’S LOADED 

WITH IDEAS FOR CHRISTMAS WINDOWS AND IN-STORE DISPLAYS 
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SELF-SERVICE MERCHANDISER 
for counter or wall display. Per- 
forated board is 18 x 24 in. and holds 

110 self-locking fixtures for all per- 
forated board.—Turnbuckles, Inc. 

For Details Circle 153 on INQUIRY CARD 

PLAST-O-PANE COUNTER MER- 
CHANDISER holds two rolls trans- 
parent plastic. Top roll is 36 in. wide 
and lower roll 72 in. both heavy 

gauge.—Warp Bros. 

For Details Circle 154 on INQUIRY CARD 

LOWBOY storage 
space below do double work. Four 
tables 20 in. high x 30 x 60 in. each, 

with glass shelves make mass display 
orderly.— Weber Showcase & Fixture 

Co., Inc. 

For Details Circle 155 on INQUIRY CARD 

SEPTEMBER 1959 

Merchandising Aids 

TONGA TORCH DISPLAY with post- 

ers and printed “flames” are included 
in 24-torch master carton. Cartons 

contain two torches with 6 ft. pole 

and snuffer.—John Charles Co. 

For Details Circle 156 on INQUIRY CARD 

STEEL WOOL BRUSHES for twin 
brush floor machines in homes. House- 
wives can wax floors and get profes- 

sional results. Two pads in each bag. 

—American Steel Wool Mfg. Co., Inc. 

For Details Circle 157 on INQUIRY CARD 

FELT BASE MATS DISPLAY 

Display stand for vinyl coated felt 

base mats is 27” in width, 13” in 

depth and is jet black in color. Dis- 
play holds %-dozen of 3x6 and 

3x4% mats which are rolled in in- 

dividual attractively labeled tubes, 
and two dozen 18x36 mats which are 
flat—Natco Products Corporation 

For Details Circle 158 on INQUIRY CARD 

TAPE RACK fits any cash register or 

can be used on counter, wall or shelf. 
Chrome wire rack is offered free with 

cellophane tape deal from manufac- 

turer.—Lepage’s 
For Details Circle 159 on INQUIRY CARD 

DISPLAY AND STOCK RACK for 
small electric reciprocating saw 

blades. Glass lid opens from rear. 

Front compartments hold 16 sizes. 

Rear of case stores stock.—Price & 

Rutzebeck 

For Details Circle 160 on INQUIRY CARD 

COLORFUL DISPLAY carton for 
point-of-purchase sales. Carton tells 
customers exactly what the product is. 
Sample can fits can opener side.— 
Union Die Casting Co. 

For Details Circle 161 on INQUIRY CARD 
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MERCHANDISING 

PRE-PACKAGED staple gun attach- 

ments individually packaged on skin- 

pack card. Includes staple puller, 

window shade stapler and other at- 
tachments. All are interchangeable 

and feature “slip-on” convenience. 

Self-service cards are 34, x 6 inch 
and are ideal to discourage pilfering. 

—Arrow Fastener Company, Inc. 

For Details Circle 176 on INQUIRY CARD 
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“ALL PROMOTION and window dis- 

play program offers’ special low 

prices on regular stock items of hand 

tools and door hardware.—The Stan- 
ley Works. 

For Details Circle 172 on INQUIRY CARD 

TWO SELF-DISPLAY items for pop- 
ularly priced padlocks. One is a-die 

cut card with slip-in-slot. The -other 

is plastic bubble containing padlock 

mounted on card.—Yale & Towne 

Manufacturing Co. 

For Details Circle 166 on INQUIRY CARD 
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Mineral Base 

BAR-B-SORB in new colorful display 

bags of ', bushel. Mineral base prod- 
uct is used under charcoal in grills.— 

Zonolite Company. 

For Details Circle 174 on INQUIRY CARD 

EPAGES ) 
conssvenas art 

CHRISTMAS TAPE display merchan- 
diser for counter. Includes multi-pur- 

pose cellophane tape and decorative 

Christmas tape.—LePage Co. 

For Details Circle 175 on INQUIRY CARD 

FINEST 

PRODUCTS e ok 

POINT-OF-SALE Peg Board mer- 

chandiser will hold three dozen home 
repair products. Display rack has 
eight separate pegs to hold full line 

of Duro-Plastic products. Each prod- 

uct is on Show-Pak card which gives 

complete information and instructions. 

—Woodhill Chemical Company. 

For‘ Details Circle 170 on INQUIRY CARD 

VARI-BOARD for displaying nut 

driver tools. Unit has two shelves 
and can display 86 drivers on 12 x 24 
in. panel. Can be used with or with- 

out legs for counter or wall use.— 
Vaco Products Company 

For Details Circle 162 on INQUIRY CARD 

QUICK MERCHANDISING is offered 
in this display rack for a variety of 
steel shapes in easy-to-handle five- 

foot lengths. Rack is self-service type 

and takes three foot area. “Do-It- 
Yourself” sign in black letters with 
goldenrod background is_ included. 
Stock of rounds, squares, angles, 
strips and sheets fill most orders.— 
Ziegler Steel Service Corp. 

For Details Circle 173 on INQUIRY CARD 
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ALL EXTRUDED ALUMINUM SCREEN DooRS 
AND CONVERTIBLE ALL-WEATHER DOORS 

Model B-1 

“Economy” 5” x 2” 

Frame, Full Screen, 

11” Kick Panel, 

2 Push Bars. All- 

Extruded Aluminum 

Construction, con- 

cealed mortised 

hinges. 

$29.95 
Retail 

Model B-2 
“Standard” 3%” 

x 22" Frame, Full 

Screen, 12” double- 

ribbed Kick Panel, 

2 Push Bars, solid 

reinforcing bar, 

concealed mortised 

hinges. 

$39.95 
Retail 

Model B-3 
“Deluxe” convert- 
ible All-Weather 
Door. 2 glass in- 
serts, 2 Screen In- 
serts, ¥%" x 22" 
Frame, heavy-duty, 
double-ribbed Kick 

Panel, 2 solid 
reinforcing bars. 

3 concealed 
mortised hinges. 

$49.95 
=| =< ——— Retail 

Packaged Complete . . . Pre-Drilled and Ready to Install! Includes complete hardware set and 
air closer! The only aluminum screen door with a 20 YEAR WRITTEN GUARANTEE! 

Available only through wholesale jobbers. 

Manufactured by: VANCEY COMPANY, Aluminum Products Division, Sacramento 6, California g 

i & ie : » & 4 i E ee eer | Rigin | ae ss | ae ‘a j a 

For Details Circle 32 on INQUIRY CARD 

Nothing Close At Even Twice The Price! 

CHECK THESE FEATURES 
* Sells on sight . . . impulse-packed blister card 

% Handsome design decorative fashion colors 

* Ni-carbed cutters give years of service 

* Easy to install... mounting screw in blister 

* Terrific value . . . low 98c retail price 

* Precision made .. . fully guaranteed 

f wavitway C - id “ All POPULAR COLORS a 

| on dynamic, \ 
WHITE © TURQUOISE » YELLOW © RED 

lr ~ _ ORDER FROM YOUR JOBBER OR WRITE 
Car E a a : 

GUARANTEED BY 

THE ACME ann COMPANY 
BRIDGEPORT 

THE WORLD § A 

For Details Circle 34 on INQUIRY CARD 
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MERCHANDISING 

COMBINATION PROMOTION for 
Korky “Blister-Pak” closet tank balls 

packed in plastic laundry basket. 

Four-color display card attaches to 
basket. Basket is free with order of 

tank balls.—Lavelle Rubber Company 

For Details Circle 163 on INQUIRY CARD 

DESK DISPENSER in dawn-gray is 

available on special deal. Purchase of 

one dispenser with 12 rolls of 34 or 

Y, inch “Scotch” brand tape will in- 
clude second dispenser free. Offer is 

available through October only. — 

Minnesota Mining & Manufacturing 
Co. 

For Details Circle 171 on INQUIRY CARD 

. 

ANIMATED DISPLAY is luminous 
and changeable. Uses day-glo letters 

and at night, black-light. Animated 
spot operates with battery motor. 

Sign will hang or stand.—Business 
Displays, Inc. 

For Details Circle 169 on INQUIRY CARD 

64 

SELF-SELLER FOR masonry drills. 
Three color display for counter or 
wall has drill size clearly marked in- 

cluding retail prices. Display is 

available in two sizes.—Henry L. 
Hanson Co. 

For Details Circle 167 on INQUIRY CARD 

“ICELESS ICEBOX” serves double 

purpose as paint carry-home carton 

and as cooler for picnics, beach or 

fishing outings. Container is foil- 
laminated inside and out with blue 
and red diamond pattern.—O’Brien 

Corp. 

For Details Circle 165 on INQUIRY CARD 

MULTI-COLORED WIRE for appli- 
ances is attractively displayed on 

convenient rack. Kolor Kord comes 

in designer patterns as well as solid 

shades. Can be sold to replace cords 

on radios, lamps, extension cords and 

other items.—Kolor Kord Corpora- 
tion 

For Details Circle 168 on INQUIRY CARD 

CHRISTMAS COUNTER DISPLAY 
for spray paints. Self-serve multi- 
colored merchandiser features display 

ecard with Christmas theme.—Plasti- 

Kote, Inc. 
For Details Circle 164 on INQUIRY CARD 

DISPLAY STAND for pre-packed fa- 
tigue mats of sponge rubber. Mats 

are available in three sizes and in 

six colors. Rack is wire floor model 
for full display of Standair mats.— 
Natco Products Corporation. 

For Details Circle 177 on INQUIRY CARD 

TIRED OF WRITING LETTERS? 

CAN YOU DRAW A CIRCLE? 

Then it is easy .. . tear out the in- 

quiry card in this issue and circle the 

numbers regarding items in which 

you are interested. Drop it in the 

mail box. 

HARDWARE WORLD 
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INTRODUCE NEW 
JON-E PRODUCT! 
DLELELS CGO | 
NEW HEAT ACTIVATED SCENT 
Lures deer in close, hides human odors. Made 
to be used only with the famous Jon-e Warmers. 
To introduce this sensational new product, 

1 reg. 50c Deer-Coy Clip will be given 

FREE with each bottle of Deer-Coy! 

Offer is limited. Packed 1 doz. bottles 
with 1 doz. clips to a carton with attrac- 

tive 4-color display card illustrated above. 

DEER-COY is made from NATURAL deer musk 
and animal glands. CLIP is made of alumi- 

num and beautifully annodized in color. 

Bottle, ee $1.95 

HOW TO USE DEER-COY! 1. Hang clip from 
heated Jon-e Warmer. (Fits both Giant fate 
and Standard size.) 2. Fill absorbent pad BOTTLE $2.45 
in clip with Deer-Coy solution. 3. Place VALUE ONLY 
in Jon-e carrying bag. Carry while stalk- $ 
ing deer or place nearby when hunting 95 
from a stand. 

Clip, list . . . 5O¢ 

Heavy national advertising will build terrific 

demand for DEER-COY from both bow and gun 

hunters. Order enough. Don't be “sold-out” 

during the deer seasons, 

CHECK JON-E STOCK 
Remember hunters will need more of the famous, 

fast-selling Jon-e Warmers and Jon-e Fluid. 

Call your jobber today! 

For details and catalog sheets write, 

ALADDIN LABORATORIES, INC. © 620 So. 8th St., Minneapolis, Minn 

For Details Circle 30 on INQUIRY CARD 
SEPTEMBER 1959 

Multiply 

your rental 

prospects 

Here’s a new rental machine that does the work of 2 for the price of 1. 

Converts from floor maintenance work to rug scrubber in only 3 minutes 

.- greatly increases rental possibilities. The JW12 rents for 

© Floor polishing, waxing, buffing, scrubbing, steel wooling 

@ Rug and Carpet shampooing 

All these uses give you prospects for sales of wax, floor stain, steel wool, 

shampoo, and many other items. 

Conversion from polisher to scrub- 

ber is quick, easy job—you or customer 

can do in 3 minutes. Yet, the new multi- 

purpose Holt JW12, with tank, shampoo 

brush and all other attachments, actu- 

ally costs less than competitive, one- 

purpose scrubbers. Makes big hit with 

customers (especially women) because 

it handles easily, stows between car 

seats, gives floors, rugs and carpets 

air of professional care. For full story 

on this easy-to-rent Holt JW12, mail 

coupon now. 

SALES AND SERVICE CENTERS IN MAJOR CHIES. 

) i ()|s= MANUFACTURING CO. 

669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 

Attachment for adjusting 
brush to deep pile 
of rugs and carpets. 

30 

HOLT MFG. CO. Dept. K-9 

669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 

Please send me details on Holt JW12 for rental use. 

NAME POSITION. 

ADDRESS. 

For Details Circle 35 on INQUIRY CARD 



TO RECEIVE ANY OF THIS PRINTED MATTER CIRCLE 

NUMBER ON INQUIRY CARD, PAGE 74 

CATALOG OF PACKAGED wood 
screws with list prices. Also included 
are bolts, nuts and other packaged 

items from Southern Screw Company. 
Front cover can be imprinted. In- 
formation on colorful label system is 
also contained in the catalog. 

For Details Circle 200 on INQUIRY CARD 

FOUR COLOR envelope stuffer il- 
lustrating “Houseboy” home floor 

polisher by Red Devil Tools. Also in- 
cluded are the accessories for rug 
cleaning and floor reconditioning kit. 

For Details Circle 201 on INQUIRY CARD 

GARDEN TOOLS FOR 1960 by 
Disston are shown in 10-page catalog. 

Tools are styled by Raymond Loewy 

Associates for both men and women 

appeal. Catalog sheets of Challenger 

line also available. 
For Details Circle 202 on INQUIRY CARD 

FALL AND CHRISTMAS GIFT 
tools are presented by Fuller Tool 
Company in catalog pages. Illustrated 

are hand tool sets including special 
priced Christmas items individually 

gift boxed. 

For Details Circle 203 on INQUIRY CARD 

BUILDERS SAW brochure for 
heavy-duty electric hand saw from 
Stanley Electric Tools. Brochure is 

a self-mailer which may be imprinted. 
Gives all specifications and retail 
prices. 

For Details Circle 204 on INQUIRY CARD 

WORSE THAN CRAB GRASS is 
what some people say about annual 

bluegrass and mouse-ear chickweed. 

PAX Company have reports from two 
universities which conducted research 
and field tests using PAX products in 

eradicating the two weeds and crab 
grass. Copies are available. 

For Details Circle 205 on INQUIRY CARD 

66 

BI-MONTHLY MAILER entitled 
“Polly Flex News” issued by Republic 
Molding Corporation. Mailer contains 

illustrations and articles about adver- 
tising programs, new products and 
selling activity. 

For Details Circle 206 on INQUIRY CARD 

CABINET HARDWARE, builder’s 
hardware and marine hardware lines 

are all included in a 16-page catalog 

from Liberty Hardware Manufactur- 
ing Corp. Included are displays which 
are available. 

For Details Circle 207 on INQUIRY CARD 

“HARMONY IN HARDWARE” is 
the title of a home-owner and builder 
brochure by Medalist Hardware Divi- 
sion, National Lock Co. Drawings 

and photographs are featured in the 

14 pages. 

For Details Circle 208 on INQUIRY CARD 

PAMPHLETS IN FULL COLOR 
for five Kentile flooring lines. Pam- 

phlets can be used as direct mail, en- 
velope stuffers or in-store promo- 
tional material. Pamphlets are from 

Kentile, Inc. and can be imprinted by 
dealer. 

For Details Circle 209 on INQUIRY CARD 

BATHROOM FIXTURES are pic- 
tured on catalog sheet from Mirra- 

Cote Co., Inc. Towel ring, soap dish 
and other fixtures with retail prices 
are included. Also shown is a display 
demonstrator. 

For Details Circle 210 on INQUIRY CARD 

MODEL TRAINS and model land- 
scaping materials are illustrated in 
catalog released by Life-Like Prod- 

ucts, Inc. Finished model train lay- 
outs are pictured complete with land- 
scape and scenery. 

For Details Circle 211 on INQUIRY CARD 

MOBILE LADDER truck bulletin 

from Safe-Lad Mfg. Co. Pictures uses 
of mobile ladder. 

For Details Circle 213 on INQUIRY CARD 

PUSH-BUTTON PAINT catalog 
from Illinois Bronze Powder Co., Inc. 

Compact catalog describes and illus- 

trates line of Illbronze aerosol paints. 
For Details Circle 212 on INQUIRY CARD 

WALL THERMOSTAT envelope 
stuffer for Mears Electric Controls, 
Inc. Folder can be_ imprinted. 
Thermostat is for electric heating 
units in the home. 

For Details Circle 214 on INQUIRY CARD 

BI-MONTHLY MAGAZINE, called 
The Witching Rod, published by The 

Tait Manufacturing Co. for water sys- 
tems dealers. Magazine has 16 pages 

and is in two color. 
For Details Circle 215 on INQUIRY CARD 

SIX PAGE FOLDER from Holub 
Industries, Inc. features detailed in- 
formation on complete line of “Hi- 
Red” expandable screw anchors and 
“Wally” screw anchors, plus other 
“Hi” products. 

For Details Circle 216 on INQUIRY CARD 

TANK FLOAT BROCHURE fully 
illustrated from The Reichert Float & 

Mfg. Co. Brochure describes complete 
line of tank balls and floats for all 
purposes. 

For Details Circle 217 on INQUIRY CARD 

HANDSAW MANUAL for proper 

use and care of handsaws. Atkins 

Saw Division packages this 28 page 

booklet with their saws. Manual is 

available to public at 10 cents per 
copy. 

For Details Circle 218 on INQUIRY CARD 

BUILDING PRODUCTS catalog of 
24 pages from Leigh Building Prod- 
ucts. Consolidated catalog with list 
prices. Hardware items for doors, 
closets, kitchens and windows. Cata- 

log includes two pages of Leigh prod- 
uct displays. 

For Details Circle 220 on INQUIRY CARD 
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FREE LITERATURE 

GLOVE CATALOG issued by the 
Glove Division of Riegel Textile Cor- 
poration describes and illustrates in 
full color the company’s complete line 
of work gloves, house and garden 
utility gloves and children’s school 
and play gloves. In addition, catalog 
illustrates a well-rounded selection of 
merchandise racks and _ pre-packed 

self-shipping display cartons. 
For Details Circle 219 on INQUIRY CARD 

WOOD STAIN brochure by Olympic 
Stained Products Co. file folder size 
brochure tells of nine stains and fin- 
ishes in the Olympic line plus in- 

formation on prestained woods. 

For Details Circle 221 on INQUIRY CARD 

HANDBOOK FOR KNIVES for in- 
dustrial, craftsman and home use. 

Hyde Manufacturing Co. has 52-page 
booklet covering complete line of hand 
and machine knives, fix-up and paint- 
up tools, and wallpapering tools. 

For Details Circle 222 on INQUIRY CARD 

SMALL PARTS ENVELOPES 
from Hookout, manufactured by Ard- 
more Specialties. Nominal charge for 
handling and postage. Can be im- 
printed at nominal cost by company. 

For Details Circle 223 on INQUIRY CARD 

THREE-COLOR BULLETIN de- 
scribing a ballcock made by Mansfield 
Sanitary, Inc. is available. An ex- 
ploded parts view is included on the 
two-page circular. 

For Details Circle 224 on INQUIRY CARD 

DESCRIPTIVE BULLETIN of the 
Walkee-Bike from R. D. Fageol Co. 
Contains illustration and _ specifica- 
tions of a wheel toy for youngsters 
from eight months to three years of 
age. 

For Details Circle 225 on INQUIRY CARD 

CATALOG OF BUILDER’S hard- 
ware by Milwaukee Stamping Co. 
Contents cover hinges, louvers and 

door hardware. Several new lines of 

carded items are included. 

For Details Circle 226 on INQUIRY CARD 

SEPTIC TANK and cesspool bul- 
letin from FX-Lab Co. Contains in- 

formation on septic tank and cesspool 

cleaners and can be imprinted. Cus- 

tomer order form and retail prices 

included. Envelope stuffers also avail- 
able on company’s products. 

For Details Circle 227 on INQUIRY CARD 

ANTI-RUST PAINT bulletin de- 
scribes Rustrem paint by Speco, Inc. 
Sheet contains information paint ap- 

plication and prices. 
For Details Circle 229 on INQUIRY CARD 

LAWN HOSE CATALOG from H. 
B. Sherman Mfg. Co. covering lawn 
hose goods. Full color used to illus- 
trate sprinklers, sprayers and hose 

accessories. 
For Details Circle 228 on INQUIRY CARD 

BUYING GUIDE for over 70 port- 
able electric tools for Porter-Cable 
Machine Co. Guide has 32 pages and 
freely illustrated. Includes list of au- 
thorized service stations. 

For Details Circle 230 on INQUIRY CARD 

“B-LINE SPRINKLERS”  eight- 
page bulletin issued by Buckner 
Manufacturing Company, Ince., de- 
scribes and illustrates the company’s 
complete line of sprinklers along with 

accessories. Also included is the 
B-Line underground sprays for per- 
manent installation. 

For Details Circle 231 on INQUIRY CARD 

TITAN CUSTOM AND HEAVY 
DUTY TILLERS catalog sheets is- 
sued by Propulsion Engine Corpora- 
tion describe and illustrate the prod- 
ucts along with complete specifica- 
tions. 

For Details Circle 232 on INQUIRY CARD 

WESTERN WHOLESALERS DI- 
RECTORY, 1959 edition now being 

offered for the first time at the spe- 
cial price of $1. 

For Details Circle 300 on INQUIRY CARD 

Hawaii. 

“Aloha Hawa” 
Issue .. . November, 1959 

The entire issue will be devoted to a report on (1) Business Out- 
look in Hawaii, (2) Wholesaling in Hawaii, and (3) Retailing in 

The Editor, Milton Albin, flew to Hawaii in July to get first-hand 
information and many photos to make this an extremely interesting 

issue for all hardware people. 

Manufacturers and service organizations should use space in this 
issue to salute our 13th Western state. 

For rates and information write to... 

Advertising Department 

HARDWARE WORLD 
1355 Market St., San Francisco 3, Calif. 
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ABOUT 

PEOPLE 

New Div. 
for 
Yale & Towne 

W. B. “Bud” 
Holton 

Yale & Towne Manufacturing Com- 

pany has established the Towne Hard- 
ware Division to market ceramic and 

metal builders’ hardware trim and 

accessories under the trademark 
“Towne,” it was announced by Leo 

J. Pantas, vice president in charge of 

locks and hardware operations. 

He also announced the appointment 

of W. B. “Bud” Holton as manager 
of the new division. Holton joined 

Yale & Towne in 1950 and was head 

of the Ceramic Department, which has 

been incorporated into the Towne 

Hardware Division. 

Fireplace Equipment 

Institute Formed 

Formation of the Institute of Fire- 
place Equipment Manufacturers in an 
industry meeting in Atlantic City, 

N. J., on July 12, 1959, was announced 

by William E. Smith, account execu- 

tive of Byrne Marcellus Co., execu- 

tive director of the new institute. 

The institute, comprising the major 

manufacturers of fireplace equipment 

in the United States, will direct pro- 
grams promoting increased sales and 

use of fireplace fixtures in the homes 

of America. The institute headquar- 

ters are at 332 South Michigan Ave., 
Chicago 4, Ill. 

Borden Chemical Expands Again 

LOS ANGELES—Borden Chemical 
Company has announced here that the 
fourth expansion of its Compton plant 
is in progress. Originally built in 
1951, the plant has grown to where 

Borden lays claim to being the West 
Coast’s largest producer of extruded 
vinyl hoses. The new expansion will 
increase production 25 per cent in 
1960. 

Kwikset 
Appoints 
Rambo 

Robert J. 

Rambo 

Kwikset Sales and Service Com- 

pany recently announced the appoint- 

ment of Robert J. Rambo as sales 
representative covering the states of 

Alaska, Idaho, Montana, Oregon, and 

Washington. Rambo was formerly a 
member of the customer relations 

staff of Kwikset. 

Yuba Names Two Executives 

SAN FRANCISCO—Yuba Consoli- 
dated Industries, Inc. has named two 
men to sales positions. James A. Hal- 
lett has been named vice president, 
sales, Yuba Power Products, Inc., Cin- 

cinnati, Ohio, a subsidiary of Yuba 

Consolidated. Hallett joins Yuba 

from Johnson Motors division, Out- 

board Marine Corp. 
Kenneth G. Woolley, former sales 

manager of Yuba Power Products, has 

been appointed assistant sales director 
for consumer products, Yuba Consoli- 

dated Industries, Inc., here. 

Southern Lacquer Expands 

SOUTH GATE, Calif.—W. Vernon 
Barrett, president of Southern Lac- 
quer & Paint Corporation, announced 

the purchase of a three-acre plant site 
here. Barrett stated that an increased 
demand for Southern Lacquer’s prod- 
ucts prompted the decision to expand. 
Construction of the new plant is 
scheduled to start in January, 1960 
and completed by mid-summer. 

Rahing Named Ass't S.M. 

George W. Rahing has been ap- 
pointed assistant sales manager of 
Winchester - Western Division, Olin 

Mathieson Chemical Corporation. Rah- 

ing has more than 21 continuous years 

with the company. 

New Plants and 

Name for Roberts Co. 

The Roberts Co., City of Industry, 

Calif., revealed acquisition of the 
Anchor Chemical Co. of Dayton, Ohio, 

and El Monte, Calif. The company 

will be known as the Roberts Chemi- 
cal Co. and will market their own 
DrafStop weather-stripping and door 
bottoms along with Anchor-Weld ad- 
hesive bonding materials. 

Wallace Taylor and Gerald Debeau, 
former principals of Anchor Chemi- 
cal, take over executive duties as 

vice presidents. Other officers include 

Hugh S. Livie, president; V. W. Clark, 

executive vice president; C. E. Hop- 

ping, vice president; and secretary- 

treasurer, K. M. Bishop. 

Bernz Acquires Green Spot 
Otto Bernz Company, Ine. of 

Rochester, N. Y. has concluded ar- 

rangements to take over the Green 

Spot line of garden and lawn water- 
ing accessories from Scovill Manufac- 
turing Company, Waterbury, Conn. 

Seovill is divesting itself of the 

Green Spot line to devote its efforts to 
product lines more compatible with 
the company’s present and future 
plans. As of September 1, Otto Bernz 
Company will take over the manufac- 
ture, distribution and sales of all 

Green Spot products. 

New Rep for Kwikset 

VANCOUVER, B. C.—Larry O’Don- 
nell has joined Kwikset Sales and Ser- 
vice Company as sales representative 
for the Dominion of Canada, it was 

announced by Roy C. Bolt, vice presi- 
dent of the company at Anaheim, 
Calif. 

O’Donnell will direct the General 
Sales Syndicate with headquarters 
here. 

New Line for Lee Curtis 

DENVER—The Cornwall Corpora- 
tion, Boston, Mass., has appointed Lee 
Curtis Sales Company here as repre- 
sentative for the Thermo Traye line 
of electric food warmers. Lee Curtis 
Sales Company is located at 1780 Que- 
bec Ave. 

HARDWARE WORLD 



ACCO 
Appoints 
S.M. for 
New Div. 

Caleb A. 

Shera 

Caleb A. Shera has been appointed 
sales manager of the newly-formed 

ACCO Power Products Division, 
American Chain & Cable Company, 
Inc., of Exeter, Pa., it was announced 

recently by M. Robert Wilson, gen- 

eral manager. 

Shera has a varied background in 

marketing and merchandising. He 

was previously with Steltenkamp- 

Wilson Associates, Chicago, Ill. His 

new position will include promoting 

the sale of lawn mowers to wholesale 
distributors. 

New Plant for Kentile 

TORRANCE, Calif.— David O’D. 
Kennedy, president of Kentile, Inc., 

officiated at ceremonies here marking 

the start of an 18-acre Kentile manu- 
facturing plant to service Western 
states. The plant will be comprised 

of three main buildings occupying 

250,000 square feet, which includes 

office space and warehousing. On 
completion of the new plant, Kentile 

will be better able to serve the floor 
covering needs of home-builders in 

Western states. Occupancy of the 

Torrance plant is expected by Janu- 

ary, 1960. 

Whirlpool Appoints S.W. Mgr. 

Paul F. Armbruster has been ap- 
pointed Southwestern regional man- 
ager for RCA Whirlpool appliances. 
Armbruster succeeds Bernard P. Col- 
lins who moves to California as dis- 
trict manager for the company’s gas 
utility division. 
Armbruster joined Whirlpool as a 

district manager in 1955 from Mid- 

America Appliance Corp. He will 
headquarter in Dallas, Texas, location 

of the Southwestern region office. 

SEPTEMBER 1959 

New 
Western 
Reps for 
Stanley 

Richard H. 

Parker 

Stanley Tools, division of The 

Stanley Works, New Britain, Conn., 

announced the following territorial 

changes in the Western states. Rich- 

ard H. Parker will cover the Wash- 

ington, Montana, Idaho and Oregon 

territory. He will reside in Seattle. 
Alfred J. Vayssie has been as- 

Vichek Tools 

Appoint 

Ass't S.M. 

Robert E. 

Kramer 

Appointment of Robert E. Kramer 
as assistant sales manager, tool divi- 

sion of Vichek Tool Co., Cleveland, 

was announced by L. F. Storie, vice 

president. Kramer was formerly a 

district sales manager for Pennsylva- 

nia Lawn Mower Division of Ameri- 

can Chain & Cable Co. He will work 

with distribution of Vichek tools in 

his new position. 

Master Metal Names Reps 

Master Metal Co., Inc., Buffalo, 

N. Y., appointed two well-known 

Western firms as representatives to 

handle their complete line. 
Greenberg, Cleary & Co. of San 

Francisco was appointed for North- 
ern California. 

Berrett-Spilman-Samson Co., Salt 

Lake City, has been appointed to rep- 

resent eight Western states from 

Utah to West Texas. 

Drake and Zurbach Merge 

LOS ANGELES—Drake Steel Sup- 
ply Co. has acquired Zurbach Steel 

Co. by merger, it was announced here 

by A. H. Weinert, president of Drake 

and Robert L. Zurbach, president of 
Zurbach Steel. Sales and administra- 
tion will be at the Drake plant, while 
Zurbach will continue operations as a 

division of Drake Steel Supply Co. 

Opens Spokane Branch 

SPOKANE, Wash.—Taylor Dis- 

tributing Co., Billings, Mont., dis- 

tributor for KitchenAid Home Dish- 
washer division of the Hobart Manu- 
facturing Company, has opened a 
branch office here. Ralph Ford is 
manager of the branch. 

William M. 

Steele 
Alfred J. 
Vayssie 

signed to Southern California and 

Arizona. His headquarters will be 
Los Angeles. 

William M. Steele has been ap- 

pointed to the territory of Colorado, 

New Mexico, Utah, Wyoming and El 

Paso, Texas. He will work out of 
Denver. 

Weber 

Elects V.P. 

Karl F. 

Weber 

LOS ANGELES—Election of Karl 

F. Weber to executive vice president 

of the Weber Showcase & Fixture 

Co., Inc., has been announced by Karl 

Weber, president. 

Weber will divide his time between 

Los Angeles and Grand Rapids, 

Mich., where he retains his position 

as general manager of the Eastern 

plant. His position prior to that was 
assistant treasurer. 

Weber Showcase & Fixture Co., 

Inc., manufactures and distributes re- 

tail store fixtures, refrigerated dis- 

play cases and many other products 

for the industry, plus both passenger 
and military aireraft components. 

Aeroplastics Corp. Moves 
VENICE, Calif—Aeroplastics Cor- 

poration, the West’s largest custom 

molders of expandable polystyrene 

(foam plastic), has expanded to new 
quarters here. The building, a one 

story modern structure, will house the 
most modern production facilities of 
its type in the country for the molding 

of the firm’s Magikeeper food keeper, 

the Swim Fun Board, a new top sen- 

sation as well as numerous custom 
molded packages, displays, and an en- 
tire line of new products. The firm, 
which moved from El Segundo, Calif., 

has 12,000 feet of space in its new 

building, which is located on 5 acres 
near the new yacht marina. 

O'Donnell Joins Eastman 

SEATTLE—Joe O’Donnell has re- 
cently become a member of Walter 
Eastman & Associates, here. He was 

formerly with Autowyre division of 
Ecko. O’Donnell will cover the North- 
west area as a manufacturer’s rep. 
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SALES JUMP 
AYLOR’S packaging! with 

Foly bags display TM Dog Runner 

Chains and Halter & Dog Chains. 

Taylor Chain's 
smart, up-to-the- 
minute packaging 

provides built-in display 
value...quick product 
identification ... fast, 

self-service sales. Your 
customers always get the 

correct merchandise. You wind 
up with less waste... simplified 

inventory... easier reordering 
and stronger chain profits. 

Switch to Taylor's complete line 
and watch your chain sales jump! 

TM Tow Chains and Log Chains 

sell faster in polyethylene bags. 

“~~ A. 
ey 

| Tovey 

~ 

Many TM chain items packed in 

smart, easy-to-read TM cartons. 

aylor 

ade 

SINCE 
1873 

TM Proof Coil and BBB Chain— 

3/16”, 1/4”, 5/16”, 3/8’—packed in 

handy metal Tay-Pails. Reusable. 

Visit our Booth No. 601 

National Hardware Show 

See your jobber or write— 

S. G. TAYLOR CHAIN CO., INC. 
HAMMOND, INDIANA 

For Details Circle 36 on INQUIRY CARD 
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BULB PLANTER is new addition to 
the garden tool line. Ideal for plant- 
ing bulbs and small plants. Markings 

on sides indicate depth of penetration. 

Serrated and tapered for easy pene- 

tration, Sturdy handle makes opera- 
tion effortless—Ames Company. 

For Details Circle 134 on INQUIRY CARD 

SPEEDY STARTER for gasoline en- 

gines on power lawn mowers. Adapt- 

able to any engine up to 4¥, H.P. 

Handle winds spring and folds over 
and depresses for starting. Gins pre- 
vent grass clippings from being 
drawn into the flywheel by air flow.— 
J. M. Dovorany Sales Corp. 

For Details Circle 135 on INQUIRY CARD 

PERFORATED FOOTER DRAIN 
pipe of plastic can be cut with a hack- 
saw and is lightweight, durable and 
resists cracking or chipping. Molded 

fittings are available. Pipe comes in 
10-foot lengths weighing 54 pounds. 
Sizes include three- and four-inch.— 
Yardley Plastics Company 

For Details Circle 136 on INQUIRY CARD 

HARDWARE WORLD 



YOU'RE LOOKING AT THE 

= “SHARPEST” THING 

ON WHEELS! 

PENNSYLVANIA’S 

ALL-NEW POWER-LINE 
POWERED FOR PERFORMANCE... AND PROFIT! 



NOW FOR THE FIRST TIME! PENNSYLVANIA PREMIUM 

PENNSYLVANIA'S 
PENNSYLVANIA 22” Rotary Power Mower PENNSYLVANIA Deluxe 22” Rotary 

Model 722-1 Power Mower — Model 822-1 

Sports car styled from Aluminum alloy hood houses a 2.5 H.P. 
finger-flick throttle to PENNSYLVANIA en- 

Here they are! The all-new 1960 

models of the Pennsylvania 

POWER-LINE! As usual, PENN- 
SYLVANIA sets the standard of 
quality for industry. But now, for 
the very first time, PENNSYL- 
VANIA offers a mower to meet 
and beat competitors in all price 

ranges. Now you pay no more for 

the famous PENNSYLVANIA 
quality name! Now you can offer 
your customers the finest mowers 
made for the same prices they’d 

pay for ordinary mowers! Now 
you can sell “PENNSYLVANIA 
prestige” at popular prices! 

traction-tread tires. 
New automatic recoil 
starter is teamed with a 

rugged Briggs & Strat- 
ton 2.5 H.P. engine. 
Soft tone muffler. 

Also available — 
PENNSYLVANIA 20” Rotary 
Model 720-1 with 2 H.P. 
Briggs & Stratton 
PENNSYLVANIA 24” Rotary 
Model 724-1 with 3 H.-P. 
Briggs & Stratton 

gine. Features include 
a true folding handle, 
safety straight-up start- 
er with foot rest, dry 
air cleaner, lightweight 
aluminum alloy hous- 
ing, 4 cutting heights — 
spring, summer, fall, 
high-cut. 

Also available — 
Model 8223-1 (with me- 
chanical self-starter) 
PENNSYLVANIA Deluxe 20” 
Rotary—Model 820-1 
equipped with 2.25 H.P. 
PENNSYLVANIA engine with 
safety straight-up starter. 
Model 8203-1 (with me- 
chanical self-starter) 

PENNSYLVANIA 
Deluxe 21” Reel Power 
Mower — Model 4021 

Five self-sharpening 
carbon steel blades 
“barber” lawns. Protec- 
tive grass stripper 
guards against chain 
and sprocket jamming. 
Powered by 2 H.P. 
Briggs & Stratton, with 
finger-flick controls for 
smooth handling. 

Exeter 18” Reel 
Power Mower 

2 or 4 cycle engine 
Model 28182-1 (2-cycle) 
Model 28184-1 (4-cycle) 

2-cycle 2.5 H.P. Clin- 
ton, or 4-cycle 2 H.P. 
Briggs & Stratton en- 
gine. Here is a mower 
incorporating many of 
the features of Deluxe 
models at an outstand- 
ing low price. 

\ 

Great American 18” cut 

Model 2418-1 

The most popular hand- 
mower on the market. 
Long the favorite of 
professional gardeners. 
5 self-sharpening blades 
“groom” finest lawns. 
Sealed sideplates keep 
dirt and water out — 
lubrication in! 

Also available — 
Model 2416-1 (16” cut) 

ONLY PENNSYLVANIA OFFERS YOU «ss © Top quality at every price! e Complete line of 

nationally-advertised mowers! @ Financial responsibility of one of America’s industrial giants! e Over 80 

years of proven sales-ability! e Nationwide Network of service stations! e Spanking-new Styling! 



PENNSYLVANIA 22” 
Self-Propelled 

Rotary Power Mower 

Model 7225-1 

Powerful 3 H.P. Briggs 
& Stratton die-cast alu- 
minum engine with 
rear-wheel drive. Fin- 
ger-flick throttle and 
clutch controls assure 
easy handling even in 
deep grass and weeds. 

PENNSYLVANIA Deluxe 22” Self-Propelled 
Rotary Power Mower — Model 8225-1 

Super performance — 
super sales features. A 
true folding handle for 
easy storage and trans- 
portation, NEW — 
ALL NEW — safety 
straight-up starter with 
foot rest, lightweight 
reinforced-aluminum al- 
loy housing. 3 H.P. 
PENNSYLVANIA en- 
gine, automotive-type 
power transmission. 

Also available — 
Model 82235-1 (with me- 
chanical self-starter) 

ee 

QUALITY-PRICED TO MEET AND BEAT THEM ALL! 

ALL-NEW POWER-LINE 
Penna-Lawn 16” cut 

Model 1416-1 

Carbon steel blades, 
ball-bearing reels, 
sealed sideplates make 
this a dependable year- 
after-year handmower. 
It offers many quality 
features at an attractive 
low price. 

Reelrider Deluxe 21” Riding Mower Model 4221-1 

Sports car handling, with clutch con- 
trol stick, steering column throttle, ad- 
justable bucket seat. Powered by 2.25 

PENNSYLVANIA Trimmer and Edger 
Trio-Rig Mowing Units Model 706-1 

Model 2621-W Gives a professional fin- 
Three 21” heavy-duty 
mower units provide a 
total cut of over 60”. 
Wide-tread, semi-pneu- 
matic wheels “float” the 
units over light, loamy 
soils. Self-sharpening 

ishing touch to any 
lawn. Trims around 
shrubs, hedges, trees. 
Edges walks, paths, 
flower beds. One tool 
does both jobs perfect- 
ly. 

H.P. Briggs & Stratton with demitone 
muffler, automatic re- 

coil starter. The ulti- 
mate in mowing com- 
fort and convenience. 

mower reels make quick 
work of any large lawn. 

A FREE LEAF MULCHER KIT IS FURNISHED WITH 1,12 ZENSSYLVAMIA, rower 
EVERY PENNSYLVANIA ROTARY POWER MOWER! pr America’s foremost industrial de- 
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PENNSYLVANIA'S PROTECTIVE POLICY 

OF 2-STEP DISTRIBUTION 

Pennsylvania Power Mower, a Division of American Chain & Cable Com- 

pany, Inc., hereby reaffirms its established policy of service to the nation’s 

wholesale distributors and retail dealers. We believe that they are vital to 

a flourishing national economy, and that “2-Step Distribution” is the most 

efficient, economical and successful method of distribution possible. 

CIZQTANI FA FAIZ 
Therefore it has been, and shall remain, our stated policy to sell Pennsy]- 

vania Mowers only to wholesale distributors for re-sale to retail dealers. 

Pennsylvania Power Mower 

A Division of American Chain & Cable Company, Inc. 
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SODODDODDIN 
‘ BE FIRST! 

“ef DON’T DELAY! CALL YOUR 
PENNSYLVANIA DISTRIBUTOR TODAY! 

PENNSYLVANIA POWER MOWER 
ACCO 

G5) A DIVISION OF AMERICAN CHAIN & CABLE COMPANY, INC 

ad BRIDGEPORT, CONN. PLANT: EXETER, PA. | 
DH-274 Printed in U.S.A. 
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Arro 

Names 
Rep for 
Pacific 
Southwest 

George P. 
Wilcox, Jr. 

LOS ANGELES—George P. Wil- 

cox, Jr., has been appointed Arro 

Expansion Bolt Company’s sales rep- 

resentative for Southern California, 

Arizona and Southern Nevada. 

Office and complete factory ware- 

house facilities will be maintained by 

Wilcox at 4802 Loma Vista Ave., 

here, to serve the trade area. 

New 

Western 

Division 

Head for 

RB&W 

James M. 

Bell 

LOS ANGELES — James M. Bell 

has been named to the newly-created 

position of assistant vice president of 

sales in charge of the Western divi- 

sion for Russell, Burdsall & Ward 

Bolt and Nut Company. 
Bell joined R B & W as a salesman 

in June, 1952 and became Pacific 

Coast sales manager in July of 1954. 
He will continue to be headquartered 
in Los Angeles supervising a_ sales 

force covering California, Oregon, 

Washington, Idaho, Utah, Arizona, 

Nevada, New Mexico, western Texas, 

Alaska and Hawaii. 

New Atkins 
Hardware 
Manager 

Frank S. 
Sheppard 

Frank S. Sheppard has been pro- 
moted to Atkins Hardware sales man- 
ager, as announced by Robert V. 
Merrell, general sales manager of 

Atkins Saw Division, Borg-Warner 

Corporation, Indianapolis. 

Sheppard’s new duties place him 
in charge of Atkins hardware division 

and give him the supervision of At- 
kins hardware salesmen and manufac- 

turer’s agents. He started with the 

Atkins organization in 1917 in the 

Handsaw Manufacturing Department, 
and has advanced through various 

positions in the manufacturing, fi- 

nancial, sales and service departments. 

For Details Circle 37 on INQUIRY CARD 
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Miss Hamon Retires from Fuller 

SAN FRANCISCO — Miss Esther 
Hamon who for many years has rep- 
resented the Fuller Tool Company, 
Inc., line on the West Coast retired 

as of August 31. Miss Hamon will be 

replaced by Fuller Tool Company’s 

assistant sales manager, James Rein- 

thal. 

Flintkote Elects Feick 

William Feick, Jr., has been elected 

vice president in charge of sales for 

the Flintkote Division, it was an- 

nounced by I. J. Harvey, Jr., chair- 

man of the board of Flintkote. Feick 

had been vice president and treasurer. 

Ives Named Sales Manager 

Whit Ives has been named sales 
manager of Electric Service Systems, 
Inc., Minneapolis, Minn., it was an- 

nounced by Vern Soper, president. 

Ives will direct sales for farm, marine, 
automotive and export divisions of the 

company. 

Brilliant Fire Names Sales Mgr. 

John R. MacDowell has joined The 
Ohio Foundry and Manufacturing 

Company, Steubenville, Ohio, as sales 

manager, according to an announce- 

ment by George McFadden, president. 

MacDowell will direct sales of Bril- 

liant Fire gas heating products. 

Sandvik Saws serve the world! 

Traditional 

OTHER PRODUCTS 
SANDVIK OFFERS 

BUCK SAWS 

FILES 

CHISELS 

PLIERS 

SCYTHES 

...all made 
from the finest 
Swedish Steel! 

Swedish Craftsmanship 
. is built into every fine Sandvik hand 

saw. Blade of Sandvik Swedish Steel, 
recognized the world over for its excep- 
tional cutting qualities. 

Recommend, stock and display Sandvik 
hand saws, because when you offer Sand- 
vik you are offering the best. 

Sandvik sree inc. 
Saw & Tool Division 

31702 NEVINS ROAD, FAIR LAWN, NJ. 

For Details Circle 38 on INQUIRY CARD 



CAMPBELL 

HAUL-MARK f° 
CHAIN 

is permanently identified 

| ways... 

ASSORTED 

stove bolts in “See- Thru” plastic 

tubes. Four dozen tubes contain most 

popular sizes of screws and bolts in 

self-display carton. Tubes are color- 
coded for easy identification and eye- 
catching attention. — Snell-Jones 

Tacks, Inc. 

For Details Circle 137 on INQUIRY CARD 

Gr 

MULTIPLE OTLEY 

OUTLET REEL for homes is auto- 

matically retractable electric cord. 

Twenty feet of cable has three outlet 

receptacle for operation of several 

power tools or appliances at the same 

time. Unit can be wall or ceiling 

mounted.—Cordomatic Division 

For Details Circle 138 on INQUIRY CARD 

From now on when you sell any of the four 

grades of Campbell Chain listed below, you 

and your customers will always know the 

make, grade and length of every piece. The 

grade and make are permanently recorded 

where they are most needed... right on the 

chain itself! Get complete information on 

all of the outstanding sales advantages 

that make Campbell the chain line for you 

to sell. 

CODE SPECIFICATIONS 

PERMANENT COLOR-CODE 
GRADE MARK “MEASURE-MARK" 

Proof Coil Chain RODEO GUITAR is full size cowboy 

guitar. Western motif decorated and 

Sib eik bike te ee ee ee ee ee includes silk shoulder cord and felt 
pick. Automatic Guitar Player is in- 

Solin i ei ener a Ser aa eee ae eee re a cluded to enable the player to strike 
chords immediately. Comes with car- 

rying case-—Emenee Industries 

For Details Circle 139 on INQUIRY CARD 

CAMPBELL CHAIN 
FACTORIES: York, Pa.; West Burlington, lowa; Alvarado, Calif, 
WAREHOUSES: E. Cambridge, Mass.; Atlanta, Ga.; Dallas, Texas; 
Chicago, Ill.; Portland, Ore.; Seattle, Wash.; Los Angeles, Calif. 

Makers of Famous CAMPBELL Jiffy Lug-Reinforced TIRE CHAINS 

For Details Circle 39 on INQUIRY CARD 
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LINK HANDLES 
HANDLE BEST & 

5 — Why: 

“TOYLAND” PATTERN of self-ad- Reddy-Fit Eyes eliminate most of the 
hering vinyl for walls, cabinets and 

furniture in new Magic-Cover pat- 

terns. Soft yellow plaid on white back- 
ground with animals in yellow, pink 

and blue. Material is scuff and heat 

work of fitting a new handle to the 

tool. This time saving, labor-saving 

feature is a big sales advantage to 

you and your customers. 
resistant.—Synthetic Fabrics, Inc. 

For Details Circle 140 on INQUIRY CARD 
Wood and Steel Wedges are 

fastened to each handle, further 

facilitating fitting. 

Each Link handle is accu- 

rately graded to the highest 

standards in the industry, 

and is inspected at least five 

times during the manufac- 

turing process. 

Foil stamping on each Link 

handle ends confusion. Each 

handle is identified as to 

name, pattern number and 
TWIN Z ZEPHYR is the super de- : dite 

weight tool it fits. luxe velocipede. Tubular twin Z 

frame, red viny] pedals, chrome seat 

springs and semipneumatic tires are 

some of the features. Nine series are 

available in an expanded line of wheel 

goods.—Murray Ohio Manufacturing 

Co. 

For Details Circle 141 on INQUIRY CARD 

Handle labeling is coordi- ‘Eee 

nated with information con- 4 LINK 
tained in catalog A and wall SLEDGE HANDLES 

chart B illustrated at right. a a re 

8 Ib. tools. 

° P Patt No. 1016—For 10-16 
There is a Link program for = ott 

you which will help you Pattern No. 1824—For 18-24 

sell more handles — more | i. toot 
profitably — ask about it. Lengths 24” to 42” 

OPLINK 
HANDLE COMPANY 

Manufacturers of 

LINK wv 
} 

ej Stam, j 
Mee ays | 
A Hf COLOR ACCENTS known as “Star- 

lets” are metal flitters which add America's Finest Handles 

sparkle when mixed with Vari-Krom SALEM, INDIANA be 

multicolor paint. Gold, silver, red, ’ ane 

blue, green and a mixture of all five | : 

are available in plastic vials. Can be 

sprayed or rolled.—Breining Brothers, 

Inc. 
For Details Circle 142 on INQUIRY CARD 

Op 
u 2 We ‘Ano, co 

in 

Write today for FREE copies 

of Wall Chart B and Catalog A 

illustrated above 

THINK AND YOU'LL HANDLE LINK 
For Details Circle 40 on INQUIRY CARD 
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The only 
Broom that 

carries a 

Guarantee 

Popular 

FREEWAY 

Duratex 
Plastic 

All-Purpose 
Brooms 
No other manufacturer offers a 
specific guarantee .. . and no 
broom is a genuine FREEWAY * 
unless it carries the registered 
FREEWAY ® symbol. 

FREEWAY ® Duratex Plastic 

All-Purpose Brooms outlast con- 
ventional brooms 3 to 1... sweep 

cleaner wet or dry . . . are imper- 

vious to commonly used petro- 

leum and caustic products. Order 
your supply today in se/f-display- 

ing cartons that sell on sight. 

AMERICAN 
PUSH BROOM CO. 

114 Fern Street 

San Francisco «+ ORdway 3-8891 
For Details Circle 41 on INQUIRY CARD 
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SCHEDULE OF CONVENTIONS AND SHOWS 

Sept. 13-15 MIDWEST HARDWARE & HOUSEWARES SHOW, 

Navy Pier, Chicago, Ill. (Sponsored by State Hardware 
Associations of Illinois, Indiana, Michigan and Wisconsin, 
William B. Moody, manager, 1451 Merchandise Mart, Chi- 
cago, IIl.) 

Sept. 20-23 DENVER GIFT & JEWELRY SHOW, Allied Exhibitors, 
Inc., 3832 Wilshire Blvd., Los Angeles, Calif. 

Sept. 2 PHOENIX GIFT & JEWELRY SHOW, Allied Exhibitors, 

Inc., 3832 Wilshire Blvd., Los Angeles, Calif. 

Sept. 27-5 NATIONAL BUILDERS’ HARDWARE ASSOCIATION 
EXPOSITION, Hotel Roosevelt and City Auditorium, New 
Orleans, La. (W. S. Haswell, 515 Madison Ave., New York, 

Ae 

AMERICAN SOCIETY OF ARCHITECTURAL HARD- 

WARE CONSULTANTS CONVENTION, Roosevelt Ho- 

tel, New Orleans, La. (W. S. Haswell, 515 Madison Ave- 

nue, New York, N. Y.) 

ANNUAL HARDWARE-HOUSEWARE FAIR OF THE 
UNITED STATES, INC. Kurt Barnard, Barbizon-Plaza 

Hotel, 106 Central Park So., New York, N. Y. 

NATIONAL HARDWARE SHOW at New York Coliseum, 

New York, N. Y. (Frank Yeager, 331 Madison Avenue, 

New York, N. Y.) 

Oct. 4-7 NATIONAL WHOLESALE HARDWARE ASSOCIATION 
CONVENTION at Atlantic City, N. J. (Thomas A. Fern- 
ley, 1900 Arch St., Philadelphia, Pa.) 

AMERICAN HARDWARE MFRS. ASSOCIATION 
CONVENTION, Convention Hall, Municipal Auditorium, 
Atlantic City, N. J. (A. L. Faubel, 342 Madison Avenue, 

New York, N. Y.) 

MARKET DAYS, Dallas Trade Mart and Dallas Home 

Furnishings Mart, 2100 Stemmons Freeway, Dallas, Texas 

MID-AMERICA LAWN, GARDEN & OUTDOOR LIVING 
TRADE SHOW, International Amphitheatre, Chicago, III. 

(Frank M. Yeager, 331 Madison Avenue, New York, N. Y.) 

PACIFIC SOUTHWEST HARDWARE ASSOCIATION 
CONVENTION Disneyland Hotel, Anaheim, Calif. (Otto 

Grigg, Pacific Southwest Hardware Assn., 1519 South 

Garfield, Los Angeles, Calif.) 

NATIONAL PAINT, VARNISH & LACQUER ASSO- 

CIATION 72nd Annual Meeting, Chalfonte-Haddon Hall 

Hotels, Atlantic City, N. J. (NPVLA, 1500 Rhode Island 

Ave., N. W., Washington, D. C.) 

TOY AND HOUSEWARES PRODUCTION SHOW, New 
York Trade Show Building, New York City. (Leonard S. 

Rogers, show manager, 19 West 44th St., New York, 

N. Y.) 

MARKET DAYS, Dallas Trade Mart and Dallas Home 

Furnishings Mart, 2100 Stemmons Freeway, Dallas, 
Texas. 

For additional information about the conventions and shows listed above 

and others not listed in this issue, write to HARDWARE WORLD Service 

Bureau. 

HARDWARE WORLD 



WESTERN REPS FOR 
MILLERS-FALLS 

Robert L. 

Davis 

Gerald M. 

Burton 

Two new sales representatives have 

been appointed to the Western sales 

districts of Millers-Falls Company, 
Greenfield, Mass., Arthur E. Acker- 
man, vice president in charge of sales 

announced recently. 

Robert L. Davis will represent the 
company in Montana, Colorado, Utah, 

Wyoming and other states. Prior to 

joining Millers-Falls Davis was sales 

and service representative for David- 

son Sales and Service, Denver, Colo. 

Gerald M. Burton will help cover 
the Los Angeles area for Millers- 

Falls. Burton was formerly with San 
Gabriel Valley Lumber, San Gabriel. 

Calif., as buyer and salesman. 

GOLF MEET FOR CRHA 

GOLF TIPS are being gleaned for 

the annual Golf Day of the California 
Retail Hardware Association by K. B. 
Jacobson, CRHA secretary - manager 

from Diablo golf pro Wil Strong. Golf 

Day will be held October 13, at Diablo 
Country Club, Diablo, Calif. Invita- 
tions have been sent out to retailers, 
suppliers and manufacturers. 
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DAISY APPOINTS TWO 
EXECUTIVES 

Rogers Joins Davis Co. 

SAN FRANCISCO—John S. Rogers 
has joined R. L. Davis Co. as a manu- 

facturers’ representative. Rogers was 
with Eric Distributing Co. 

to joining the Davis Co. 

Maitland 

Duffy 
Robert H. 

Cowan 

Robert H. Cowan has been ap- 

pointed director of sales and mer- 

chandising of Daisy Manufacturing 

Company, Rogers, Ark., acording to 

a recent announcement by Cass S. 

Hough, president. 

Also announced, was the appoint- 

ment of Maitland Duffy as sales su- 

pervisor and service manager. 

Sewall Appoints Bishop 

Robert K. Bishop has been appoint- 

ed sales manager of Sewall Paint & 

Varnish Company, a division of Amer- vr 

ican-Marietta Company, Kansas City, 

Mo. Bishop was formerly with Porter 

Paint Company as division manager. throw him out! 

AgeteS 

He slipped one into his pocket... 

LEADING WESTERN WHOLESALERS 
ARE FEATURING 

FOAMEDGE 
VINYL COVERED POLYURETHANE FOAM 

_WEATHERSTRIP 
— Latest Additions — 

BAKER AND HAMILTON 

WESTERN WEATHERSTRIPPING CO. 

ORDER NOW 
NEW 2 IN | STRIP 

1. Weatherproofs outer doors 

2. Soundproofs inner doors 

FOAMEDGE is the superior, easy to 
install, soft plastic strip that appeals to 
all who see it. Better fitting, longer last- 
ing, good-looking, economical. 

Ask your wholesaler or Write for Catalog 

STERLING ALDERFER CO., 3850 Granger Rd., 

For Details Circle 42 on INQUIRY CARD 
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Suggested 

Retail 

$2.49 

INDOOR-OUTDOOR HOME BELL 
Gleaming, polished 

aluminum bell, with satin 

black ship's wheel bracket. 

Suggested 
Retail 

$4.95 

* 

BARBECUE BELL 
Good luck horseshoe bracket, polished 

aluminum bell with a clear, lasting tone. 

Suggested 

Retail 

$7.49 

PATIO-GARDEN BELL 
Beautiful, fully polished brass bell 

-++@ big seller everywhere, anytime. 

* Complete Line 

* High Profit 

* Big Volume 

Display packaged, full price range, 
on all year ‘round sellers. Perfect for 

a hundred uses at home or away 
-+.@ big gift item. 

Send for the Bevin Catalog 

EVIN BROS. 
MFG. COMPANY 

East Hampton, Conn. 

Sales Representatives 

John H. Graham & Co. Inc. 
105 Duane Street, New York 8, N. Y. 

For Details Circle 43 on INQUIRY CARD 

SAFTI-VENT for gas heaters is 
called Tele-Vent. Vent comes pre-as- 

sembled and is adjustable to any ex- 

terior wall thickness. Unit requires 

only one measurement from cabinet 
to center of Vent. Vent is made of 

corrosion resistant steel.—H. C. Little 
Burner Co., Inc. 

For Details Circle 149 on INQUIRY CARD 

“SAFETY LADDERETTE” is light- 
weight and sturdy. Made of alumi- 

nized tubular steel. Ladder has high 

guard rail which also is a support 
and carrying handle. Folding ladder 

stores easily when not in use around 

the home.— Snyder Manufacturing 

Company 
For Details Circle 150 on INQUIRY CARD 

POCKET HEX KEY wrench set has 
seven pieces. Keys swivel 180° for 

easy use on power tools, home appli- 

ances and other items. Keys fit No. 3 
to % inch set screws. Each set is 

skin packaged on display card with 

hole for hanging.—Upland Industries, 

Inc. 

For Details Circle 151 on INQUIRY CARD 

TILE-BRITE for all types of tile and 
porcelain. Will also clean mortar. 

Cleaner is liquid and has a _ built- 

in sanitizer which kills bacteria. Com- 
pany claims cleaner is acid-free and 
non-abrasive will not harm hands.— 

Blind-Rite Company 
For Details Circle 152 on INQUIRY CARD 

PLASTIC PITCHER with attached 
ice cube tray. Pitcher and tray are 

banded together as a special offer. 

Tray is free with purchase of pitcher. 
Ice cube tray is pop-it type for easy 

ice removal, Both are available in 
yellow, pink or turquoise.—Plas-Tex 

Corp. 

For Details Circle 98 on INQUIRY CARC 

COUNTER RACK for children’s 

Flashlites. Lights are card mounted 

on individual cards, king-size cards 

or 12 to each card. Flashlites feature 
animated light-up of decoration such 
as the headlights on fire engine, and 

magic night-glow.—Bantam-lite, Inc. 
For Details Circle 99 on INQUIRY CARD 
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SHELF BRACKETS for all size shelv- 

ing in both width and length. Can be 

used as shelf supports only or shelf 

supporting book-ends. Brackets will 

fit into corners. Available in satin 

and gold finish, and packed in pairs 

for easy display. — Standard - Keil 
Hardware Mfg. Co. 

For Details Circle 143 on INQUIRY CARD 

“DOG-O-MATIC” for cooking one to 

six hot dogs in 90 seconds. Starts 

when lid is closed and stops auto- 

matically when lid is opened. Appli- 

ance is designed solely for hot dogs. 

Unit is made of easy-to-clean plastic 

with top half removeable.—Westing- 

house Corp. 
For Details Circle 144 on INQUIRY CARD 

DRIP-DRY RACK is sturdy, chrome- 
plated steel with heavy duty rubber 
suction cups for installation over 
bathtub or shower. Solves the prob- 

lem of where to hang drip-dry shirts. 

Rack is attached to self-sell display 
Card.—Mission Industries 

For Details Circle 145 on INQUIRY CARD 
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SPRAY STARTING FLUID for low 

temperature engine starting. Starting 

spray is effective in temperatures as 

low as 65° F. below zero the manufac- 

turer claims. Propellant is inert for 

safe storage and will withstand 180 

F. of heat. Spray Products Corp. 

For Details Circle 146 on INQUIRY CARD 

“DO-EVERYTHING” TOOL is a 

punch, scribe and fastening tool. “Do- 

Awl Set” is handy all-purpose tool 

which will centerpunch steel and 
other metals, scribes on metal and 

hard surfaces and can be used as a 

fastener to concrete to hang tools.— 

Hilti Rapid Fastening Systems, Inc. 

For Details Circle 147 on INQUIRY CARD 

CARBIDE ABRASIVES of tungsten 

named “Karbide King” line consists 

of hand sanders, sheets, discs, wheels 

and files. All come in various sizes 

and grits. Karbide King is same 

name of tungsten carbide circular 

saws by same company.—American 

Saw and Tool Co. 
For Details Circle 148 on INQUIRY CARD 

Distinctive 

TURNBUCKLES 
Assortment Displays 
stop store traffic... speed 

self-service ... increase turnover 

TURNBUCKLE ASSORTMENT 
52 Turnbuckles in 10 fast selling sizes 
and styles. Attractive 14” x 6” all 
metal display panel in 3 colors. Unit 

packed for shipment. A complete line 
of open stock Turnbuckles available. 

EYE BOLT ASSORTMENT 
Ten each of the most populor sizes 
of Eye Bolts, boxed by size. Sturdy 

14” x 6” all metal display panel in 

3 colors. Unit packed for shipment. 
Open stock Eye Bolts available in 8 
thread sizes. 

U-BOLT 
ASSORTMENT 
Ten each of the 5 most popular sizes 
of U-Bolts, boxed by size. 14” x 6” 
all metal display panel in 3 colors. 

Unit packed for shipment. U-Bolts also 
available from open stock. 

Tunbarkle, duc. 
be Eve sours 

LAG THREAD 
EYE BOLT ASSORTMENT 
80 bright zine plated lag Thread 
Eye Bolts in 6 popular selling sizes. 

Packed for shipment with durable, 
colorful 14” x 6” display panel. 
Available in open stock. 

ORDER FROM YOUR WHOLESALER 

“etvibaelli, Ine 
BOX 333, MICHIGAN CITY, IND. 
FACTORY: GRAND BEACH, MICH, 

For Details Circle 44 on INQUIRY CARD 
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Thor Serves Western Canada 

SEATTLE—Thor Power Tool Com- 

pany announced recently that sales 

and service for the Canadian Prov- 

inces of British Columbia and Alberta 

will be handled through the Thor 

Seattle Customer Sales and Service 

branch here. Complete parts stock and 

repair facilities will provide faster 

service for their customers, it was 

said. The branch is located at 414-8th 

Ave. North. 

Weller Opens Western Office 

SAN FRANCISCO—Weller Electric 
Corporation, manufacturers of solder- 

ing guns and irons and woodworking 

power tools, has established a regional 

sales office here with John Hand as 

representative. 

Western Rep for Synthetic 
Fabrics 

DENVER The Harry C. Owens 
Co. has been appointed representative 

for Synthetic Fabrics of Springfield, 
Mass., manufacturers of Magic-Cover- 

Awnings and other products. The 

Where's The Number? 
Due to the IN- 
QUIRY omitted 

at the bottom of an ad. To find the 
inquiry number check the INDEX TO 
ADVERTISERS on Page 88 of this issue. 

CIRCLE THE NUMBER — WE DO THE REST 

limitations 
sometimes 

mechanical 
NUMBER is 

—— oC 
A 

Write for ios ' 
Ghiciaehitia: 

a 

Owens Co., with headquarters here, 

will cover seven Western states. 

Wagner Names Three Rep Firms 
Appointment of three sales repre- 

sentative firms to cover all or part of 

15 states was announced recently by 

Robert T. Brazier, vice president of 

the E. R. Wagner Manufacturing 

Co., Milwaukee, Wisc. Fred Fleisch- 
mann, Pittsburgh, Pa. and Charles 

T. Wheat Company will cover East- 

ern states. The Barrett-Spilman-Sam- 

son Co., with offices in Salt Lake City, 

Utah, Arvada, Colo., and Phoenix, 
Ariz. will cover six Western States. 
The representatives will handle Wag- 
ner’s complete line of housewares, in- 

cluding its carpet sweepers, rug clean- 

ing applicators, door closer and its 

new Swirlaway wall and multi-pur- 

pose-cleaner. 

Westinghouse Opens 
Western Plant 
SAN LORENZO, Calif.—Westing- 

house Electric Corporation opened its 
West Coast lighting division plant 

and Northern California distribution 

center for major appliances, here re- 
cently. The new multi-purpose facility 

is designed to bring many of the 

company’s products and _ services 

closer to expanding Western markets. 

The building and parking 

cupy seven acres in San 
new planned industrial area. 

area 

Lorenzo’s 

oc- 

For Details Circle 45 on INQUIRY CARD 

NOW in a new plastic squeeze bottle | 
TEHR-GREEZE white fabric cement ! 
Same 
plastic squeeze bottle that eliminates messy paddles, 

high quality patching cement 

brushes, and waste. Easy to apply . 

Thousands of uses 
dealers everywhere. 

oz. plastic 
from 2 o2 

Sold by leading 

bottles. 

Come in attractive 3-oolor 

counter display carton 

in a handy 

e . . Tehr-Greeze 
patches and repairs any material it can penetrate. 

jobbers and 
Comes in 2 o2., 6 oz. and 16 

Also packed 
r to | gallon in glass. 

Write for prices and jiterature. 
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IN MEMORIAM 

YANDELL C. CLINE 
Yandell C. Cline, 61, vice president 

of Arvin Industries, Inc., Columbus, 

Ind., died Sunday, Aug. 2. 

Cline had been vice president in 
charge of employee and public rela- 
tions since 1955. He joined Arvin in 

1934 as assistant treasurer. 

ERNEST R. SPRAGG 

SEATTLE—Ernest R. Spragg, 79, 

retired hardware manufacturers’ 

agent, died here. 

Spragg was born in St. John, N. B., 
Canada and came to Seattle in 1917. 

He worked for the Seattle Hardware 

Co. until 1937, when he became a 

builders-hardware representative. 

LUDWIG SCHLUCKEBIER 

PETALUMA, Calif.—Ludwig 

Schluckebier, 72, operator of Schlucke- 

bier Hardware Co. here since 1918, 

died in his home of a heart attack. 

The business is one of Petaluma’s 

oldest. It was founded about 91 years 

ago by Schluckebier’s grandfather, 

Louis Bauer. 

Coming in October... 

Christmas Gift Issue 
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Slaymaker offers * 
FREERACK ; 
to display locks in 

SEE PACK 
g Whether you use the free wire rack or display the 

(12 to a package) locks on 

VAL-A COMPANY 
700 W. ROOT ST. CHICAGO 9, ILL. YA-7-9442 

pegboard, counter or bin, you ll enjoy the 

xtra profit you make with Slaymaker padlocks in 

the dramatic See-Pack. Ask your jobber, or write .. 

SLAYMAKER LOCK CO. e 
Y ! 
Worid § 

% 

z 

Ed 

# 

Ef 

# 
# See-Packed Locks Outsell Others as Much as 5 to 1 

§ 

E 
LANCASTER, PA. 

Largest Producer of Brass Padlocks , € 

er eee 
For Details Circle 46 on INQUIRY CARD For Details Circle 47 on INQUIRY CARD 

MARSHALLTOWN TROWEL COMPANY e¢ MARSHALLTOWN, IOWA 

For Details Circle 48 on INQUIRY CARD 
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Families are Waiting for You to... 

SELL FUN IN WINTER SPORTS 

others in their family or among warm weather sports items are. 
their friends. The individual hunter, skier 

HERE’S a fun boom going 
on created out of increased 

leisure and rising income. The 

nation is spending an estimated 
$41-billion for recreation and 
leisure—spending dollars hap- 
pily. The great rise in recrea- 
tional activity by the public is 
the capacity to enjoy leisure. 
Both the white-collar and blue- 
collar worker have been given 

freedom from exhausting labor 
by technological advances. This 

means that instead of using 

their leisure for passive inter- 

ests in recreational fields such 

as reading, motion pictures and 

spectator sports, the working 

American has become a partici- 
pator. He is likely to be a boat 

owner, photographer, hunter, 

camper, fisherman, barbeque 

cook or any number of other 

things which require their own 

actual participation as well as 
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Perhaps one of the changes 
in attitudes that has become ap- 
parent in the fun boom which 
has been snow-balling for the 
past nine years is that people 
do not seem to want an item for 
the sake of merely owning or 
possessing it, but rather for 
what it will do for them and 
their families. A boat is wanted 
as a tool for more family fun; 
to use for sight-seeing, picknick- 
ing, swimming and even for 

fishing. The same holds true for 

nearly all recreational items 
whether they be for summer or 
winter. 

It becomes obvious that Amer- 
icans are out to have fun, and 
it is you, the retailer, who will 
sell these fun-seeking custom- 
ers. Winter sports equipment 
should be promoted much the 
same way as summer and other 

and bowler is not to be over- 
looked, but it is the family and 
group which can become your 
larger long-term customers. Ba- 

sic merchandising and promo- 

tion does not necessarily change 

with the weather. What holds 
true for promoting summer 

sports equipment can be easily 
adapted to winter sports. Keep 
your file of free literature up 
to date, maintain consistent ad- 
vertising pointed towara family 
participation, keep the theme of 
your instore window displays to 
draw the group rather than the 
individual appeal, and impor- 
tant for customer confidence, 
bone up on winter sports your- 
self. A good ski salesman 
doesn’t have to be a skier, but 
he does have to follow the old 
and still potent rule: “Know 
what you’re selling.” 
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Complete Line now available 
through D & M Wholesalers 

This quality-made line of MacGregor golf equipment is 

exclusive — available only through D & M wholesalers. 

More golf tournaments today—local, regioi:al and na- 
tional—are won by players using MacGregor equipment 

than any other make. As in every year since MacGregor 

started manufacturing golf equipment in 1896, the Mac- 

t_ Beverly Hanson “Classic” 

IW bOLF 

sa in il a’ ci i a ea a aa LL. 

Gregor trade mark is recognized as truly—‘“The Greatest 
Name In Golf.” 

Simplify your ordering and stocking of sports equip- 
ment. Boost turnover and profits. Sell the Draper-Maynard 
line that now includes MacGregor Golf Equipment! 

DRAPER-MAYNARD Sports Equipment ¢ 4861 Spring Grove Ave., Cincinnati 32, Ohio 

Plus a full line of MacGregor Putters, Utility Woods and Irons, Balls, Golf Sons, and Accessories. 

For Details Circle 49 on INQUIRY CARD 
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SPORTS PROMOTION 

of the MONTH 

Winterland 

Frolics 

OBJECTIVE—Here is an opportunity to point 
your winter sports merchandising program 
toward the whole family as well as the individual 
sportsman. With more families than ever before 
joining in skiing, tobogganing and skating, now 
is the time to dress your window for Winterland 
Frolics. Include skis, skates, cameras, hand 
warmers, vacuum bottles, ski wax, and don’t for- 
get ice fishing equipment which is a fast growing 
sport. In short, attempt to catch the family’s 
eye in winter sports. More families are taking 
winter holidays and vacations in snow country 
every year and they need and want your winter 
sports equipment. 

WINDOW-—Include as many items as possible 
in your window, but a reminder that to be more 
effective, do not display so much merchandise 
that the window will look cluttered. Card board 
boxes covered with cotton with a cotton snow- 
man on skis perched on top of a box is sure to 
be an eye-catcher. A hat and sunglasses will fin- 
ish up your snowman. A blue card with pink 
and white lettering, “For Winterland Frolics,” 
attached to rear of display or hang from ceiling 
sets the theme. Cut an irregular shape from 
aluminum foil for your ice pond and you will 
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then be ready to arrange merchandise. Items 
can be grouped in sections or scattered sepa- 
rately. Be sure to include a variety which will 
have appeal to all members of the family. If you 
are located in a particular area where one or 
more winter sports are particularly favored, by 
all means put your emphasis on the sport best 
suited to your climate. 

ADVERTISING — For your newspaper, radio, 
TV and direct mail copy stress Winterland Frolics 
with the family group approach. In many areas 
there are weekend bus trips to ski areas. These 
trips are constantly becoming increasingly popu- 
lar. If you rent winter sports equipment, by all 
means investigate and try to tie in with a week- 

end ski or skating trip. This can do wonders for 
your advertising in getting the results you want. 
Spot radio announcements of weather along with 
skiing conditions on local ski slopes can be effec- 
tive. Whatever your advertising, let it be known 
that your store is headquarters for winter sports. 
One last reminder, manufacturers and wholesal- 
ers have advertising tools available to help you 
sell more. Many of these aids are free for the 
asking. See the August issue of HARDWARE 
WORLD or ask your wholesaler. 



Use Inquiry Postcard for Further Information About 

HUSKY HANGER for elk or deer. 
“Loop-O-Hanger” has zine plated 

5/16 inch steel hook with '% inch 

braided polyethylene loop. Makes 

easy handling of carcasses in the 
field.—-Scott Bros. 

For Details Circle 185 on INQUIRY CARD 

PRACTICE GOLF NET makes back- 

yard a practice range. For use with 

standard golf ball. Polyethylene net- 

ting and vinyl target is weather- 

proof. Net is over 7 feet high.— 

Petra Manufacturing Co. 

For Details Circle 188 on INQUIRY CARD 

ULTRA-LIGHT WEIGHT test mon- 

ofilament line for spinning tackle. 

Available in one and two pound test 

guaranteed wet test strength in “six- 

pac” box.—Sunset Fishing Lines 

For Details Circle 191 on INQUIRY CARD 
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CHILD’S SWIM VEST is one of the 

products to be shown at the Ameri- 

can exhibit in Moscow by Tapatco. 

Vest is designed to fit children se- 

curely with no slipping.—The Ameri- 

can Pad & Textile Co. 

For Details Circle 186 on INQUIRY CARD 

COMPACT CAMP STOVE will fit in 

pocket. Uses any type gasoline for 

hot blue flame. No pumping required 

and will burn for 1! hours. Stove 

is less than 2 inches thick 

closed.—Taykit Corp. 

For Details Circle 189 on INQUIRY CARD 

when 

HUNTING SCOPES at moderate 

price. Available in 4-power or 

3-power. Lifetime service gurantee 

is included for complete satisfaction. 

Leupold & Stevens Instruments, Inc. 
For Details Circle 192 on INQUIRY CARD 

ELECTRIC WINDSHIELD WIPERS 

for smallcraft. Automotive type in- 

stallation with 11 inch contour blade 

and 12-volt motor. All exposed parts 

made of anti-corrosive metals.—N. A. 

Taylor Co., Inc. 

For Details Circle 187 on INQUIRY CARD 

EXTRA LONG waterproof parka for 
sailing. Close-weave cotton with 

Horcolite coating in bright yellow. 

Parka is 4 inches longer than normal 
parka.—Hodgman Rubber Company 

For Details Circle 190 on INQUIRY CARD 

KODIAK 

BULLET TRAP 

BULLET TRAP converts basement 
or backyard to safe pistol or rifle 

range. Heavy steel armor backstop 
weighs 22 pounds. Package of 50 

targets included.—Kodiak Manufac- 

turing Company 

For Details Circle 193 on INQUIRY CARD 
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Remington 
P.R. Mgr. 
Retires 

Henry P. 
Davis 

Henry P. Davis, public relations 
manager of Remington Arms Com- 

pany, Inc., and widely known as an 

author, editor and sportsman, retired 

from his active business career on 

July 31. 

Davis has among his credits, ar- 

ticles and stories in Sports Afield, 
Field & Stream, True, and other 

magazines. He has written several 

books on training and use of hunting 

dogs, and the Modern Dog Encyclo- 

pedia. 

Davis first joined Remington in 

1934. He left a year later to serve 

on the American Wildlife Institute, 

Washington, D. C., until he returned 

to Remington in 1939. 

Sporting Goods Jobbers 

Elect Westerners 

W. M. Huie of Beck & Gregg Hard- 

ware Co., Atlanta, Ga., was elected 

president of the Sporting Goods Job- 

bers Association at the annual meet- 

ing held in Chicago, August 3. Other 

officers are: First vice president—Ross 

Riddle, Stratton-Terstegge, Louisville, 

Ky.; second V.P.— Ward Munson, 

Munson Sporting Goods, West Covina, 
Calif.; and treasurer—Bob Erath, Bob 

Erath Co., South Bend, Ind. 

Four new directors were also 

elected: J. E. Haseltine, James E. 

Haseltine Co., Portland, Ore.; James 
Rorke, Robinson Co., Atlanta, Ga.; J. 

T. Lloyd, Jr., J. T. Lloyd Co., Little 
Rock, Ark.; and Dick Wallman, Leon- 

ard Melton Co., Nashville, Tenn. The 

officers will serve one year; the di- 

rectors for three. 
Retiring president Stanley Roberts 

of Roberts, Sanford and Taylor, Sher- 

man, Texas, announced that the job- 
bers would affiliate with the National 

Association of Wholesalers. 

Roberts also outlined a program to 

develop merchandising helps for mem- 

bers during the coming year. The 

service will be basically supplying dis- 

play racks for fishing tackle and other 
sporting goods. Other merchandising 

ideas will be studied as well, he 

stated. By making the items avail- 

able through the association, it is 

hoped that they can be obtained at a 
sufficiently low cost to enable jobbers 
to give them to dealers, rather than 
charge for units, as is done with many 
display units now. 

Christmas Gift Issue 

Coming in October 
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New P.R. 

Director at 
Remington 

Dr. Joseph P. 
Linduska 

Dr. Joseph P. Linduska has been 

made director of a public relations 

and wildlife management of Reming- 

ton Arms Company, Inc., according 

to an announcement by M. R. War- 

den, president and general manager 

of Remington. 

Dr. Linduska has been serving as 

director of wildlife management at 

Remington Farms, the company’s 

3,000-acre game restoration and con- 

servation center near Chestertown, 

Md. A native of Butte, Mont., Dr. 

Linduska has made virtually his en- 

tire career in the field of wildlife con- 

servation and preservation. 

Free Fishing Licenses 

SACRAMENTO, Calif. — Governor 
Edmund Brown recently signed into 

law legislation which gives free sport- 

fishing licenses to women over 62 and 

men over 65 who have lived in this 

state for the past five years and 

whose total income does not exceed 

$140 per month. The licenses allow 

ocean fishing only. 

and Naturally It’s a 

| The new Victor Majestic Long-Life 
decoy is a natural for today’s duck 
hunter who wants quality, conven- 
ience, and results. It’s a “‘must’’ for 
your Victor Line in 59! The Long- 
Life decoy is designed to last a lifetime. 

| It is constructed from pliable poly- 
| ethylene plastic; is not affected by 
dropping, crushing or extreme temper- 
atures. Self-inflating, has no compli- 
cated valves—works like a_ plastic 
squeeze bottle. 

The new No. 95 Victor Majestic 
Long-Life is life-size, prebalanced, 

Linen Thread Realigns 

Management Personnel 

A new growth program has been 

started at the Linen Thread Co., Inc., 
Blue Mountain, Alabama, with a re- 

alignment of management personnel. 
Howard C. Johnson, former manager 

of the company’s Chicago office, is the 
new sales manager. Under him in a 
position where he is responsible for 

improvements in customer services is 

Ed Vierling, former branch manager 

in St. Louis and now manager of the 

Sales Service Department. 

Stewart Jenkins, former assistant 

sales manager, is now merchandise 

manager. The Company manufactures 

a number of famous brands of fish 

nettings, twines, sports netting and 

threads. 

New AFTM President - 

C. C. Ellis of Stratton & Terstegge 

Co., Louisville, Ky., has been elected 

president of the Associated Fishing 

Tackle Manufacturers in a mail vote 

announced at the recent 26th annual 

convention. He succeeds A. J. Boehm 

of P & K, Inc., Momence, III. 

Robert Mortensen, Louis Johnson 

Co., Highland Park, Ill., first vice 

president; Allan Gittleson, Allen Man- 

ufacturing Co., Hicksville, N. Y., sec- 

ond vice president; and E. G. Griffith, 

The Enterprise Manufacturing Co., 

Akron, Ohio, third vice president. 

New! No. 95 Victor Ma- 
jestic Long-Life decoy. 
Made of polyethylene 
plastic. 

It’s New, It’s a Natural... 

Wictor 
equipped with anchor line tie. It rides 
free and lifelike on the water; is water- 
proof and shot-resistant. Finished in 
natural, non-glare colors with molded 
eyes. 

OTHER VICTOR DECOYS are available in 
Molded Fiber, Tenite Plastic, and 
Wood; also goose, crow and owl decoys 
—the most complete line offered by 
anyone, anywhere. Order a full assort- 
ment from your wholesaler, now! 

ANIMAL TRAP COMPANY OF AMERICA 
Lititz, Pa, * Pascagoula, Miss. * Niagara Falls, Ontarie 

For Details Circle 50 on INQUIRY CARD 
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HERE’S THE HOTTEST 
SNIP PROMOTION 
ever to land in the 

Hardware Field! 

BLUE BIRD 
10’ Straight 

Pattern 
Metal Cutting 

Z) 

NEW BLUE BIRD 
Belt-and-Wall 

HOLSTER 

A complete self-selling bonus pack- 

age that than the 

regular alone. 

A 3-in-1 time 

only. Same high quality = snips. 

Nothing sacrificed for promotion. 
Fully Guaranteed. The holster is 

slotted for belts, punched for wall 

hanging. And it makes a great 

holster for children’s cap pistols. 

Place Your Order NOW 
for Fall Business! Ask for No. B2F9 

retails for less 

price of the snips 

deal for a limited 

Mats and photos available 
from your wholesaler or 
write: 

BERGMAN 
TOOL MANUFACTURING CO., INC. 
1573 Niagara St. Buffalo 13, New York 

Manufacturing Fine Quality Tools for 60 Years 

For Details Circle 51 on INQUIRY CARD 
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Bronze Alloy Sponge | 

—suggested Retail i HOUSEWIVES’ CHOICE! 

You'll profit plenty by stocking the seven popular styles of 

> Gottschalk’s Metal Sponges. Women coast-to-coast have 

Y preferred labor-saving Gottschalks for over 40 years because 

they do a better cleaning and scouring job on floors and 

woodwork, utensils, tiles, metal, porcelain and enamelware, 

whitewall tires, etc. Durable, harmless to hands and 

fine finishes. 

TSCHALK’S 
METAL SPONGES 

Don't bother with substitutes. Supply women with the 

original Gottschalk’s Metal Sponges they want. Write today 

for details. 

WILSHIRE’S 
Exciting New Values I 

TOP EM All 
Ste," 

eegits # 
1 

No. 760'Stainfess Stee! METAL SPONGE SALES CORP. 
ime ft 3650 N. 10th St., Dept. W, Philadelphia 40, Pa. 
Retail Price 50¢ bn Ricuenrenseshehennetinelibeineubeunemaesecnen 

For Details Circle 52 on INQUIRY CARD 

stock the full line of 

Eppinger’s Genuine 

ardevies 
Y increase your profits 4 to 1. Write for 

over 50 years of fisherman new Catalog 

acceptance and confidence. 

LOU J, EPPINGER MFG. CO. WILSHIRE mes. co. 
1757 Puritan Ave., Dept. H-9, Detroit 3, Michigan 4865 SAN FERNANDO RD. WEST + LOS ANGELES 39, CALIFORNIA 
REPRESENTATIVES throughout the U.S. / In Canada: A. C. Beacham Ltd., Toronto For Details Circle 55 on INQUIRY CARD 

For Details Circle 53 on INQUIRY CARD 

1959 NOW is the time to stock up 

on <WRIGHT 

Western Wholesalers’ Directory GALVANIZED GUTTER GUARD 

includes 185 wholesalers located in 

63 cities in 12 of the Western States. <wuucit 
GUTTER —- GUARD 

This 16-page annual directory gives ve ana WELDED FLAT WIRE FOGES 

valuable information about general = ie! Teal 

line and specialty wholesalers who 

serve the retail hardware field. Each 

listing includes executives, terri- oe fOr early fall sales 

tory served, types of merchandise Fall will be here before you know it and 

handled, special sample display your customers will soon be asking for 
: WRIGHT Gutter Guard to keep leaves and 

litter from eaves troughs. This easy-to-in- 
F ets se a stall, galvanized wire guard comes to you 

cial services offered. Price $1.00. ia ehmactive "SIGHT SELLER’ bones con- 

Send check to taining 25-foot rolls, with smooth, flat wire 
edges for easy handling. 

HARDWARE WORLD SERVICE BUREAU Stock up now and be ready for quick sales and profits! 

1355 Market Street, San Francisco 3, Calif. G. F. WRIGHT STEEL & WIRE CO. 
WORCESTER 3, MASSACHUSETTS 

RIBAS ROADS AS OR GE IRE I 

For Details Circle 54 on INQUIRY CARD For Details Circle 56 on INQUIRY CARD 
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rooms, specialty salesmen and spe- 



Compiled — Prepared — Produced 

Specialists in Hardware cataloging. 

Write, phone or wire for information 
CATALOG GROUP, 420 Market 
Street—San Francisco, Calif. 

FOR SALE 

Good small town Hardware. Com- 

pletely remodeled with M & D Fix- 
tures less than two years ago. Well 

stocked. Located in fast growing area 

of So. Calif. No competition in town. 

Price to include inventory and offer 

for equity in fixtures and improve- 
ments. Reply to Box A-947, care 

HARDWARE WORLD, 1355 Market 
St., San Francisco 3, Calif. 

FOR SALE 

Hardware and sporting goods in thriv- 
ing San Jose. Lease transferable, 
plenty of parking, no fixture to buy, 
low rent. Inventory price, lots of po- 
tentialities, doing a good business. 
Owner wishes to retire, long estab- 
lished business, no close competition, 
around $25,000 stock, will consider 
two-thirds down, balance good secur- 

ity, no dead stock. Address Box A-949, 
care HARDWARE WORLD, 1355 
Market St., San Francisco 3, Calif. 

POSITION WANTED 

By man thoroughly experienced in 
buying, selling, merchandising and 
promoting sales of general hardware 
and allied lines. Recent position as 

manager and buyer for chain opera- 
tion. Exceptional background and 
reference. Would relocate in Califor- 
nia, or Oregon. Address Box A-950, 
care HARDWARE WORLD, 1355 
Market St., San Francisco 3, Calif. 

Announcements in this section are inserted at the rate of twenty 

cents per word, including address or box number, with a minimum 

charge of $5.00 per issue, payable in advance. Send copy to 1355 

Market Street, San Francisco 3, California. 

ITIES 
HARDWARE STORE FOR SALE 

Complete line of Hardware, Paint, 
Gifts, and Homewares. Located on the 
Peninsula in the heart of Sunnyvale’s 
new downtown shopping area. Excel- 
lent long term lease. Gross between 
$175,000 and $200,000. Inventory $50,- 
000. Increase in gross has averaged 
over 24% first six months this year. 
Plaza Hardware, 283 S. Taaffe, Sun- 
nyvale, Calif. 

FOR SALE 
LUMBER YARD AND BUILDERS’ 
HARDWARE. Complete line of build- 
ers’ hardware, paints, plumbing and 
electrical supplies, lumber and _ build- 
ing materials. Excellent opportunity 
for man that knows his _ business. 
$100,000 gross, $18,500 for property 
including 8700 sq. ft. in buildings, 
plus inventory of approximately $25,- 
000. Northern California mountain 
town. Reply to Box A-951, care 
HARDWARE WORLD, 1355 Market 
St., San Francisco 3, Calif. 

MANUFACTURERS 
REPRESENTATIVE 

A leading manufacturer of cutting 
tools desires association with a man- 
ufacturers agent or agency now call- 
ing on the wholesale hardware trade. 
We are a progressive organization 
with an excellent reputation and de- 
sire association with an agent or 
agency of like caliber. Protected ter- 
ritory with generous commission. Ter- 
ritories of Los Angeles, Southern 
California and Arizona; San Fran- 
cisco, Northern California and Ne- 
vada; Washington and Oregon now 
open. Send complete resume as _ to 
territory now covered and lines car- 
ried to Box A-952, care HARDWARE 
WORLD. 1355 Market St., San Fran- 
cisco 3, Calif. 

Furmture Rest Pintle Type 

Adjustable Rubber 
cushion Glide 

RUBBER CUSHION GLIDES \ 

WANTED 

Sales or Engineering position, Skilled 
in retailing, construction, design and 
engineering; energetic 44 years. For- 
mer state designer-planner. Salary- 
commission. Howard Reeder, Box 17, 
Carson City, Nevada. 

1959 WESTERN WHOLESALERS’ 
DIRECTORY includes 185 wholesal- 
ers located in 68 cities in 12 of the 
Western States. This 16-page annual 
directory gives valuable information 

about general line and specialty 
wholesalers who serve the retail hard- 
ware field. Each listing includes ex- 
ecutives, territory served, types of 

merchandise handled, special sample 
display rooms, specialty salesmen and 
special services offered. Price $1.00. 

Send check to HARDWARE WORLD 
SERVICE BUREAU, 1355 Market 
Street, San Francisco 3, Calif. 

BOOK FOR SALESPEOPLE 

CHINA AND GLASS by H. Q. Wil- 
son, a 56-page book which reveals 
historical background, manufacturing 

methods and merchandising of pot- 
tery, dinnerware and glassware. Ex- 

cellent sales reference for sales peo- 
ple. Special price $.25 each. HARD- 

WARE WORLD SERVICE BUREAU, 
1355 Market Street, San Francisco 3. 

LAYOUT SHEET .. . Graph lay- 
out sheet scaled 4%” to the foot, large 

enough to accommodate a 50 x 100 
foot retail floor plan, is helpful in 
planning a new store or rearrange- 
ment of floor fixtures. Fifty cents 

each. Send order or check today to 
HARDWARE WORLD SERVICE 
BUREAU, 1355 Market Street, San 

Francisco 3. 

Coming in October .. . 

Christmas Gift Issue 

Wonderful for all wood \ ¢ag 
furniture. 

Glide softly, silently, 
smoothly. Set of 4 on 
a 3-color card. 6 Sizes, 
%e”, %”, 1%, 10/16", 1%", 1Y_", 

PROMPT SHIPMENT 

Set of 4ina 
3-color Box, 
12 Boxes in 
Carton. 
1Y2", 1Ye". 
%e", Ya", 5%" 

Rubber txpander 
Tubular Glide 

Upholstery Nail 

Ask your jobber, if he is not supplied, wri 

ROBERT E. MILLER & CO., INC., Rubber 

35 Pearl St., New York 4, N. Y. sumaminiinatnaets 
For Details Circle 59 on INQUIRY CARD 

90 HARDWARE WORLD 

Adjustable Tubular 
Spring Type Monopoint Glide Bakelite Caster Cup 
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A50 SERIES COUNTER DISPLAY 
measures just 27” high, 27” 
wide... promotes over 11 dif- 
ferent items. Sturdy metal con- 

struction. Stands on counter, 
hangs on pegboard, or swings 
out from wall 

A30 SERIES FLOOR DISPLAY 
shows o/f practically every paint 
sundry you sell, but uses only 
24” x 30” of floor space. Big 
2-sided pegboard, generous 
bottom shelf. Sturdy metal 
construction 

How to get 

a little richer 

...1n about 30 days! 

Immediately, you can start enjoying the fastest turn- 

over in painters’ tool history —if you act now. Because 

painters’ tools never had it so good...and here are the 
two NEW reasons why: 

1—Now, ALL popular Red Devil painters’ tools are 

attractively carded ...vacuum-packed in trans- 
parent plastic... PRE-PRICED to save you trouble. 

2-—Now, Red Devil offers three new money-making 
displays — one for the floor, two for the counter 
Each one is a complete, compact, self-contained 

Painters’ Tool Department” and each one is FREE 

with purchase of tools. Take your choice of 24 best- 
selling tool assortments... pick the one that suits 

your trade best! 

You'll Speed Up Turnover, because additional items will 

move with every sale— when you show everything off 

together. Dragon-Skin, painters’ cutlery, wood scrapers, 

glass cutters, linoleum knives, etc. You get Red Devil’s 

full 40%% profit on all items! 

A40 SERIES 
j 2 ae a 

. WV VU Kevoh ING 

RR AIAD 4 | é apa, 

SANDPAPER , |] L// ple j 

HOLDER ’ F 
Free with single lines of carded 

Red Devil Tools! Stands on 

counter or hangs on pegboard. . 

=i sells a whole range of carded ; —— - 
— a — + 

i Java tee = 4 g q ‘ pg bo q Ct t items. Just 28” high. Sturdy metal 

i ee” construction . . . completely pre- 
— fil assembled. 

~<a 
HERE’S YOUR CHANCE to treat yourself to faster, more 

profitable turnover... plus easier inventory and space 

savings! Clip and mail this coupon now for detailed cata- 

log pages, plus the name of your nearest stocking jobber 

See us at Booth 148 @ National Hardware Show 

Red Devil Tools. Dept. HW-9, Union, N. J., U.S.A. 
Sure I'd like to get a little richer, and soon! 

Please rush me full details 

Address 

World's Largest Manufacturer of 

Painters’ and Glaziers’ Tools — Since 1872 

UNION, N. J., U.S.A. City 

My Regular Jobber Is 

For Details Circle 58 on INQUIRY CARD 



“We have been andi Warp’s Products for years 

1924. Sometimes the jobber substitutes some 
other brand, but it goes right back again.” 

A. E. Deterding, Hardware Dealer, 

hip. A sincere Thank You 
L. P. Jeffords, Jeffords Hardware Co., 

Fort Atkinson, Wis. 

Weary Postema, Postema Brothers, New Era, 

Michigan 

WARP BROS. World's Largest Producers of Top Q 
Mittin iin... ¢ 

— 
Unsolicited letters from 
dealers in every State in 

the Union are positive 
proof of the wide prefer- 
ence for Warp’s top qual- 

ity line of plastic window 
materials. aad W 

“© ag 

ue? Sy INT. 

“Carried by Reliable lilibers | avery wile ” 

FIRST WITH USERS 
FIRST WITH DEALERS 

-SINGE 1924 

Ruskin, Nebraska 
“We have be 
years, (which j ted ges for eleven Gin he Hardware rf to yA 4 Very good it Sg ie ep Ia We are Selling 7 

haring with their Geor 
4 

ge P. a Fravel’s Economy Store, Portage, Wis 

“We buy Warp’s and only War p's. We f feel they h quality we can boast t about and need make no pos ies.” Mrs. C. D. Sellers, Sellers Har 
log les.’ 

dware, Des Moines, lowa 

“A retailer who knows Warp’s is best!” 
John P. Davenport, High Falls Hardware Co., 
High Falls, New York 

m ears 
“We have sold your products many y 

sad ae pleased with their fine quality and 

price. 
; 

Harold B. Wentworth, Worth Hardware Co., 

Inc., Ayer, Mass. 

TOP QUALITY 
PLASTIC WINDOW MATERIALS 

For Storm Doors, Windows 
and Porch Enclosures— 
In Rolls and Plastic Kits 

Only the Genuine has the Name 
"Warp’s” Branded on the Edge 

NATIONALLY 
ADVERTISED 
PRICES 

Subject to change 

50% = 

The Pioneers Established 1924 

PACKAGED STORM COVERS 
Complete Kits 

for Doors 

& Windows 

a< 0] — 

Storm Window Kit 

sae 

= Bly Pane’ 
4 eg Storm Window Kit 

ee Bee 4 . 
Sheet 18’ Fibre Mold. - 
ing. One full size 2 Sheets Plastic—72” x 
Storm Window, packed 36”. 36 Feet Fibre Mold 
in each colorful box ing. 2 Packages of Nails 
36 in a Dispensing Packaged in snappy 3 col- 
Display Carton. or plastic envelope. 

vality Plastic Window Materials CHICAGO 5I1, HL. 




