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No. 8813-R. Borkit set of 13 Speedbor “88” wood bits with 1%4” power 

* drill shank and Irwin's exclusive hollow ground point for up to 5 times 
faster boring. Durable and colorful red Duran plastic borkit adds extra 

Irwin Bit Sets Sell Big 
Step-up unit sales by dollars more 
with these Irwin quality 62T and 

Speedbor “88” wood bit sets. 
Easily sell the advantages of buying 

nationally advertised and precision-made 
Irwin wood bits. Easily sell the conven- 

ience of handling and storing. Easily sell 
the popular size ranges and pride of 
ownership offered by these attractively 

packaged and modestly priced units. 
Remember, too, that Irwin bit sets make 

colorful and inviting displays in your 

store, build extra spot purchases. Irwin bit 

sets sell big as all-occasion gifts for home 

craftsmen, professional woodworkers and 
industrial arts students. 

Hardware and building supply dealers 
are selling more Irwin wood bit sets than 
ever before . . . and stepping-up unit sales 
by dollars more. Be sure you are getting 
your share of this growing market. Check 

your Irwin bit stocks. Order from your 

Irwin wholesaler today. 

IRWIN 
every bit as good as the name 

THE IRWIN AUGER BIT COMPANY, AT WILMINGTON, OHIO, USA, SINCE 1885S 

1960....IN THE WEST AND FOR THE WEST 

“eye and buy” appeal. Rolls and ties into a compact unit for easy handling 
and storing. Irwin Borkit sets also available in 4 and 6 bit assortments and 
molded plastic case. Be sure to stock all of these Irwin best sellers. 

IRWIN DM SET: 13 highly polished 62T 
solid center hand brace bits in attractive 

and durable hardwood chest. Wood speci- 

ally selected and rubbed for extra beauty. 

Irwin patented spring steel clips hold bits 

firmly in place. Comes in colorful gift box. 

Also available in hardwood chest and bor- 

kit roll assortments of 6, 10 and 13 bits. 



America’s 

most “wanteQ”’ 

plier... 

CHAN jg; LOCK 
No. 420 

The ‘Want Books’’... and ringing 

cash registers... of hardware stores 

all over America give profitable 

proof of the growing sales of the 

Channellock No. 420. Hundreds of 

thousands of these handy, popular 

pliers are bought each year by 

mechanics and householders alike. 

They like its pipe-wrench grip... its all 

"round usefulness. And you'll like the 

steady profits when you put America’s 

most ‘‘wanted”’ plier up front for your 

customers to see... “‘heft’’...and buy. Let 

us send you our new catalog. 

CHAMPION DeARMENT TOOL COMPANY 
MEADVILLE, PENNSYLVANIA 

Vox io d! 7. 
at. La 

It’s easier to stock 

just one line of pliers. 

It’s PROFIT-WISE to stock the 

genuine CHANNELLOCK line. 

i Le 
beer, csi 
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Here are the words of America’s 
best merchandising distributors 
and America’s fastest moving 
dealers who feature and sell 
Pennsylvania Power Mowers 

“Pennsylvania provides Proven traffic 

building promotions—at Christmas, 

for instance.” 

“I sell Pennsylvania because it’s the 

most complete line with the most 

features.” 

“T like that extra 5% I earn by ordering 

Pennsylvania Mowers early.” 

“Pennsylvania gave me a Waltham “I get fast delivery and plenty of 
Watch—and just for being a good help from Pennsylvania Service.” 
businessman.” ERR OS neh ae ae 

Pennsylvania has the eee complete | Wouldn’t you like to be able to talk about 
marketing and merchandising pro- } your power mower line the way Pennsylvania 

99 © Dealers do? Team- = with your Pennsyl- 
grams. vania Distributor right now and get your 

“mower money” ae this season! Contact 
« ; your Pennsylvania Power Mower Distributor, 
Pennsylvania has the best new prod- or Cal Shera, Marketing Manager. 

uct ideas backed up by long qué ~~ ———— 
experience.” 

PENNSYLVANIA POWER MOWER 
acco DIVISION 

American Chain & Cable es Inc., Stevens Lane, Exeter, Penna. Executive 
Offices: Bridgeport 2, Conn., Export Dept.: 230 Park Avenue, New York, 17, N.Y 

= Canadian Sales Agents: John A. Huston Company, Ltd., Toronto 10, Ont, Canada. 
For Details Circle 3 on INQUIRY CARD 
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Netting! 
ff « sah 

Stop Cutting 

TRIPLE 
PACK 
HE X 
NETTING 

Snipped Apart fii~= > NO CUTTING » ONE PACKAGE © THREE 
in Seconds f= LENGTHS THAT SELL + NO REMNANTS! 
to become ws Stop spending 20 minutes per sale. Make each 

4One 50' Roll oa sale in 1 minute or less! Enjoy full-roll, full- 
an d profit sales. 

One 25' Roll> & In 1” of 2” Mesh— 20 Gage — Standard Widths 

No Unrolling! No Measuring! No Re-rolling! 

No Tying! No Scrap! 
WIRI 

PRODUCTS 

Sine: (5 (Bay) GILBERT & BENNETT 
For Details Circle 4 on INQUIRY CARD 
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the whole cagey countrys 

stalking profits at the ® 

5A California Git 19 
January 22-27, 1961 

Just dust off that double barrel, sure-fire order-writing 

Yo poh eyee(-selMosete Mereyen\-Moyele! sift safari: 

IN fo celeya-moa-):4.4bele mm (om del-W celeb moe) oel-pe-Me) Mdel-M reds eWEel-(-m 1000 
lines from over 98 countries gathered together just for , 
YOU! Because one show-place could never house it all, 

we ve set up camp at : 

MERCHANDISE MART 13) 921 @).@~) = (@) ds) 

BILTMORE HOTEL AMBASSADOR HOTEL 

Sight the new, fresh merchandise ahead of your competi- 
loot bce (ol Moloy, pete selotM-m-> conletele mm pelotm-Mobtsi-)d-)0l em Lell ance) 
eX <9 0) Co ol ob (=) <i w (10 4 0 0) (oo) co) 81 aN Cols ol mp celecol- ME Bley eM abeebl= Le. 

Directed by Trade Shows, Ltd., 3510 Council St., Los Angeles 4 
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HARDWAREWoRLD EDITORIAL 

NOVEMBER 1960 

LET'S KEEP the NEW LOOK 

On a recent tour of stores, we visited a hardware outlet that had been 

modernized two years ago. 

It was hard to believe that it was that many months ago. It looked new 

. as though it had been remodeled only a few weeks earlier. 

The reason was easy to find. The dealer and his crew kept the stock as 

orderly and clean as when the fixtures were newly installed. Another 

important point .. . the fixtures were being used as intended. No amateur 

additions or alterations had been made on the gondolas or wall sections. 

The entire sales area had been layed out by a store planning consultant. 

Modernization commands a major investment. Its purpose is to provide 

stores with the latest methods of selling more merchandise per square foot. 

Usually dealers will engage store planning engineers or firms to revamp 

their stores to produce improved selling machines. 

Most remodeled stores attract thousands of people to the re-openings. 

They also attract customers to visit the stores in greater frequency. Often 

the customer’s average purchase per visit is increased. This is the goal 

of store improvement. 

Then what happens? Someone hauls in a few roughly cut cartons and 

places them in the aisle. This cuts down traffic space and sometimes be- 

comes a hazard to customers. Some new lines are added. Where to put 

them? That’s easy. The dealer may solve the problem by adding some 

home-made shelving to one of the gondolas. 

A new department is added. The dealer squeezes the merchandise in one 

or two other departments to make room. Why go to the expense of buying 

another department sign? Just paint the name on a piece of cardboard 
and tack it up. 

Price tags occasionally get misplaced. Why worry? The customers can 

ask for the price. 

And there you are, clutter and carelessness have taken over. Sales slip 

and some customers disappear. 

This may sound extreme but many remodeled stores do go through 

similar transitions. 

A new store is planned to produce more sales. But it has to retain that 

new look continuously to perform as planned. 

Util Cllr 
5 



UPDATED & NEW HARDWARE FIRMS 
ARIZONA 
SOUTH TUCSON—O’Malley’s, one 

of Tucson’s suppliers of building ma- 
terials, lumber, hardware and paint, 

has opened another store at 1310 S. 
Wilmot Rd. at 22nd St. 

The store offers free aids for do-it- 
yourselfers. Free helps are also of- 

fered for home projects with expert 
advice on choosing proper tools and 

materials. The store also recommends 

reliable workmen for larger jobs or 

for those who would rather have their 

work done professionally. 

CALIFORNIA 
ATASCADERO—Grisant Hardware 

has started work on their new store 

here. The new building will be lo- 
cated at Palma and Enstrada Ave- 

nues. The building will be 62x80 ft 
with office space 19x39, which will 

be leased to Pacific Gas & Electric 

Co. for their local office. The struc- 

ture will be of concrete block and 

steel, one-story with built-up roof. 

The store will have display win- 
dows facing both streets. Joe Gri- 

santi, owner of the store, started the 

business here 14 years ago. The new 
building is scheduled for completion 
late this year. It will provide needed 
room for expansion and better dis- 
play of merchandise. Stock will in- 

clude general hardware, sporting 
goods and a large toy department. 

NORTH LONG BEACH—John W. 
Phillips, owner of Vogue Hardware 

and Paint Co., 6757 Carson, announced 

his grand opening recently. The new 
store is located in the Carson Park 
Shopping Center. The store has sport- 

ing goods, housewares, tool rentals, 

school supplies, builders’ hardware 
and general hardware in full lines. 

The paint department is a store in 

itself, according to Phillips. A new 
modern paint mixing and color ma- 

chine has been installed. 

SANTA CLARA—Coast - To - Coast 

Hardware is scheduled to open a 
10,000 sq ft hardware store in the 
new Rhondda Valley Shopping Center 
expansion at Sunnyvale. The store 

is expected to open in April, 1961. 
Some seven stores will occupy the 

new addition to the shopping center. 

complete line of our products. If you aren't. . 

your own fault and she says that you'd better get on the 

ball right away. 

MOTHER WANTS TO KNOW 

HOW YOUR BUSINESS IS! 
She says it ought to be very good if you’re handling the 

. then it’s 

are welcome additions to your fix-it coun- 

ter. Both are receiving plenty of publicity 
in newspapers and magazines. Make sure 

—— you have them in stock ready to sell. 

Montana 

ENNIS — Mr. and Mrs. Norman 
Stewart of McAllister have purchased 

the remaining stock of Pasley Hard- 
ware Store, which closed recently. 

The store is located in the former 
Farmers Union building. New lines 
of merchandise have been added, in- 

cluding an automotive department 
and a small furniture department. 

TOWNSEN D—Neifert-White Co. is 
in the process of opening their new 
store. Considerable work is yet to be 
completed before the grand opening 
will be held. Lou Everett of the Mon- 
tana Implement & Hardware Associa- 
tion in Helena is acting as consultant 
in arrangement of merchandise dis- 
play for the new store. Complete hard- 
ware stocks will be carried in the 
store. 

OREGON 
PORTLAND — Beaumont (Home- 

town) Hardware has moved to 4303 
NE Fremont at 43 St. For 15 years 
the store has been serving Northeast 
Portland. The new location has 40x60 

ft of space. All new fixtures and dis- 
play cases have been installed. A 
grand opening was held in October. 

Washington 

SEATTLE — Ernst Hardware’s 
downtown store at sixth Ave. and Pike 

is having its face lifted with a new 
front. Air conditioning will be in- 
stalled, along with other alterations. 

SNOHOMISH — Merger of Ely 
Hardware of Snohomish and Snoho- 

mish Cash Feed Store was announced 
recently. An open house was _ held 
in celebration of the event. 

Everett Ely, now owner of both 

stores, purchased the feed business 

from Jesse Beasley. Ely has moved 
the business into a section of his 

hardware store on Maple St. at 
Second. The new hardware store has 

all new fixtures. Beasley has retired, 
| following the sale of his business to 

Ely. 

SEDRO-WOOLEY — Mr. and Mrs. 

Glen Dillard, recently from Anchor- 
age, Alaska, have purchased Mt. 

Baker Hardware from Mr. and Mrs. 

J. Walters. Walters, who has been 

owner of the store since 1955, will 

Cordially, remain active in the business until 
after the Dillards become acquainted 
with it. 

The new owners lived 22 years in 

Alaska, where Glen Dillard was as- 
sociated with various airlines. 

Mt. Baker Hardware is one of the 

largest retail businesses here. The 
Dillards plan to remodel and modern- 

ize with new lighting, merchandise 
and fixtures. Inventory of stock 

totaled some 20,000 items. Dillard 

s 
ii AO 

We “always leave 

Sales Manager and Son-in-Law 

my mother-in-law 
holding the bag. 

ORDER FROM YOUR JOBBER OR WRITE 

THE WOODHILL CHEMICAL co. 
“Originators and world’s largest manufacturers of Plastic Aluminum” 

1390 East 34th Street Cleveland 14, Ohio 
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remarked that if the store does not 
have a wanted item, they will order 
it for customers. 

SUMNER — White Sands Supply 
held their grand opening here re- 
cently. Paul James, owner of the 

building supply firm, stated that new 

departments include complete paint 
stocks, electric appliances, tools, rental 
equipment and sports. Hardware, 

lumber and electrical supplies are 

other full lines carried. A new service 
for home planners is the home loan 
and home improvement loan depart- 

ment. Help for financing is handled 
at the store. 

VANTAGE—George Davelaar an- 

nounced recently that construction has 
started on the new building which 
will house his new hardware store. 
The building will be 44 by 60 feet. 

His other store near the Wanapum 

damsite will remain open. Vantage is 

a new townsite. 

OUR READERS WRITE 
... to the Editor 

Votes for New Products 

Dear Editor: 
We like this way of getting infor- 

mation on new items (Inquiry Card). 
Ray M. Davis 
Rogue Farm Supply 
Grants Pass, Ore. 

Almost as Old as HW 

Dear Editor: 
Have been reading HARDWARE 

WORLD for almost 50 years. 

J. M. Dubovsky 
1234 Golden Gate Ave. 
San Francisco 15, Calif. 

Free Literature Helpful 
Dear Editor: 

I’ve found that the Free Literature 

you offer helps both at home and on 
the job. Thanks a lot. 

Harold J. Shuster 

Nusbaum Wholesale Hardware Co. 
Santa Clara, Calif. 

COMING IN 

DECEMBER... 

Holiday Greeting Issue. There 

will also be a 1961 Merchandis- 

ing Guide te help you plan events 

for next year. 

NOVEMBER 1960 

FULLER 
| MASTER 

“EIRST"’ 
| Fuller products are made in U.S.A., 

| highest quality materials, by skilled 

| craftsmen . . 

SIDE LINES 
FIRST WEEK IN NOVEMBER is 

when a large percentage of depart- 
ment stores start their Christmas pro- 

motions according to a recent survey 
made by the National Retail Mer- 

chants Association. More than a quar- 

ter of them send out their Christmas 
catalogs in that week and about the 

Do they also come in Mint flavor? 

Another 

MERCHANDISING 

England and other countries, of the 

. designed for service 

. and rigidly inspected to pre- 

| serve Fuller Quality and Reliability. 

same amount mail their’s in the sec- 
ond week. Twenty-eight per cent 

send theirs out in the third week. Al- 
most the same percentage start trim- 
ming their upper floors in the respec- 

tive weeks. However a small percent 

of 13 start trimming their main floor 

in the first week. By the third week 

this increases to 37 per cent and in 
the fourth week the balance of 31 per 
cent have their main floor trimmed. 

A quarter of the stores open or ex- 

pand their toy department in the first 
week in November. As many as 14 

per cent have sneaked in ahead by 
the second week in October. 

POST PAINTED .. . The Saturday 
Evening Post that is. According to 

Glidden Co., they poured 8000 gallons 

of Spred Satin latex paint into the 
pages of a recent issue of the weekly 

publication. It was used to coat half- 
page inserts accompanying a_ two- 

page, four-color spread inviting the 
Post’s 24 million readers to “See for 
yourself how just a few light strokes 

of a damp, soapy cloth removes smud- 
ges, even lipstick, from the opposite 

page coated with Spred Satin.” 

Super DeLuxe 

ADJUSTABLE 
WRENCH 
Assortment No. 1000 

Drop forged, Rockwell-tested steel 

for perfect hardness. FULL TOP- 

TO-BOTTOM CHROME, GROUND, 

POLISH, 2 ea. of 4 sizes, 6", 8", 

10", 12" . . . fast sellers at $1.80 

to $4.20. Values to $5.70. Carded, 

pre-priced, on FREE stand-up or 

hang-up metal display rack. These 

belong up front! 

ORDER TODAY! 
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Look what’s new for ’61 from 

WHIRLWIND, Features famous exclusive 
*‘Wind-Tunnel’’+ housing, built purposely to 
handle a bagging attachment. Bagging attach- 
ment not an afterthought, as on so many com- 
petitive mowers. Now, bagging chute is 122°, 
larger—eliminates clogging. Exclusive new 
‘‘Safety-Spin-Start’’—operator can’t start 
mower unless he is back of controls. 19” and 
21”, regular or self-propelled. 

SPORTLAWN, For customers who insist 
on “putting green” perfection. Precision blade 
reel gives high frequency of clip—results in 
carpet-like lawn. Exclusive ‘‘Guard-N-Guide’”’ 
handle and fingertip control give operator easy, 
instant control. 

{Exclusive mark of Toro Manufacturing Corp, 

HARDWARE WORLD 



® New exclusive ‘‘Safety-Spin-Start”’ 
@New 122%, larger bagging chute 

@ New attachments for Power Handlee (Lift-off engine) 
@ New leaf cart for the Ponys Riding Mower 

PONY, The only riding rotary with “‘Wind- 
Tunnel” housing. Rides over irregular ground 
without hanging up because of its floating front 
end. Now features the exclusive leaf cart that 
holds 40 bushels. Maximum operator comfort 
—engine mounted in rear. 25” cut. 

POWER HANDLE, This exclusive lift- 
off engine and handle features three newly 
designed attachments: New 21” Whirlwind 
rotary mower with Pow-R-Drive. New tiller 
that tills up to 8” deep, 22” swath. New Snow 
Hound can clear 75’ drive in just 5 minutes. 

Your nearby Toro Distributor has all the facts on Toro’s great’61 line. Call him today. 
TORO MANUFACTURING CORP., 3022 Snelling Avenue, Minneapolis 6, Minnesota, U.S.A. 

For Details Circle 8 on INQUIRY CARD 
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“TISSUE TOTER” is a portable fa- 
cial tissue holder and disposal basket 

in one. Usable at poolside, patio, bath- 

room, bedroom, sick room, family 

room, T. V. room, etc. Has accessory 

ash tray and two hi-ball glass holders 

which attach easily.—Clay Estes Co. 

For Details Circle 100 on INQUIRY CARD 

EMBOSSED ALUMINUM STORAGE 
lockers and rooms are _ rustproof, 
scratch-proof, require no maintenance 

or painting. Each wall prefabricated 

in one piece. Just bolt together. Door 

factory mounted. Lockers furnished 
with keyed lock handles.—Portabild 

For Details Circle 101 on INQUIRY CARD 
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ALUMINUM CHRISTMAS TREE is 
18” high and consists of six bright 

aluminum cones placed on a vertical 
frame. A 7!, 10, 15 or 25-watt stan- 

dard white or colored light bulb pro- 

vides illumination. Bulbs can be inter- 
changed for effect—Mirro Aluminum 

Company 

For Details Circle 102 on INQUIRY CARD 

SCRATCH AWL features steel blade 
held securely in shock-resistant Tenite 
handle contoured to fit the hand. 
Awl is designed for multi-purpose use 

in handyman’s shop starting 

screws, marking metal, hardboard, 

wood, etc.—P & C Tool Company 

For Details Circle 103 on INQUIRY CARD 
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DOUBLE-PURPOSE SLICER for 
salad and vegetable preparation. One 

side of hand-held tool is used for slic- 

ing, the reverse for serrating vegeta- 

bles and fruits. Foods can be proc- 

essed directly into salad bowls or 
cooking utensils—Foley Manufactur- 

ing Company 

For Details Circle 104 on INQUIRY CARD 

DECORATOR DOOR PULLS are 
available in six colors to harmonize 
perfectly with any natural wood or 

painted finishes. Perfect for sliding 
door application, by-passing doors, 
pocket doors, cabinets or sliding 

windows.—Leigh Building Products 

For Details Circle 105 on INQUIRY CARD 
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DAY-GLO SIGN lawn stake is a 32” 
aluminum pointed lawn stake with 

slots for inserting “For Sale,” “For 
Rent,” “No Trespassing,” ete. Day- 
Glo signs. Erected without fasteners 

of any kind—no hammer, nails, etc. 
Won’t rust, tarnish or discolor.—Hy- 

Ko Products Co. 

For Details Circle 107 on INQUIRY CARD 

AUTO-TAK, a staple-type gun com- 
bining features of wire staple and 
thumb tack. Inserts specially de- 
signed staple-tacks into flat surface 
and removes them as well and stores 
them for future re-use. Holds 80 to 
100 round steel staple tacks.—-Auto- 
Tak 

For Details Circle 108 on INQUIRY CARD 
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LAMBSWOOL MITT for washing, 
polishing and general cleaning. Is 

also excellent for painting pipes, 
fences and “hard to get at” places. 
Has high wool nap; snug _ knitted 

wristlet. Lambswool is scientifically 
tanned and processed.—Master In- 
dustries, Inc. 

For Details Circle 109 on INQUIRY CARD 

“SHOCKPROOF” NYLON DRILL has 
high strength, double insulation for 
safety and lightweight. The Safe-T- 
Drill also drives a complete line of 

attachments, many with the new 
Quick-Change feature. Will not shat- 

ter in normal use.—Millers Falls 
Company 

For Details Circle 110 on INQUIRY CARD 

STAIN-OFF PAD whisks away alco- 
hol stains, water marks, fingernail 

polish, ink spots, paint specks with 
a few wipes. Saves valuable furni- 
ture. Can be used over and over.— 
Home Specialties Co., Ine. 

For Details Circle 149 on INQUIRY CARD 

sl 
HAND BRAIDED door mats from 
Haiti made of Sisal in two-tone color 

combinations. Fiber is dyed before 
mats are processed for fastness in 
washing. Mats are said to be mildew 

proof and will not absorb odor nor 

retain dirt. Will not shed.—Quality 

Products Mfg. Co., Ine. 

For Details Circle 111 on INQUIRY CARD 

“ROYALE” CHORD ORGAN gives a 
deep resonant tone at the touch of 
a finger. Electric “Royale” has 27 full 
size black and white keys. It plays 
sharps and flats—Emenee Industries, 
Inc. 

For Details Circle 112 on INQUIRY CARD 
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~~ INCREASE 
-YOUR,- 

~ Volume. 
with these CFal Steel Hardware Products 

One sure way to brighten your sales picture is to increase the 

sales. And there’s no better way to do it than by stocking, . 

recommending and selling these CF&I Steel Hardware Products. 

\ 
They’re manufactured to high American standards by a nationwide 

company .. . designed to build customer satisfaction and 

loyalty that inevitably lead to repeat sales for you — now and in the 

future. And — because of the diversity of CF&lI’s line — you have 

quality products to recommend for a wide range of customer requirements. 

Put these two factors together, and they’ll add up to more sales 

for you. Why not call your CF&lI sales office for complete details. 

The time to do it is now. 

HARDWARE CLOTH-—For a 
thousand and one uses. In stand- 
ard 100’ rolls. 24” to 48” widths, 
in both Standard and Heavy 
Specifications. Heavily galvan- 
ized after weaving. 

POULTRY NETTING — Sup- 
plied in 150’ rolls, with widths 

from 12” to. 72”; 1” and 2” 

meshes; 20 gage; galvanized be- 
fore weaving. 

GENERAL PURPOSE 
WELDED WIRE FABRIC — 
Supplied in 100’ rolls, in six 
widths, from 24” to 72”. Mesh 

sizes range from 4%” x %” to 

2” x 4”. Gages from 11-16. 

WOVEN ORNAMENTAL 
FENCE-Protective, decora- 
tive. In single or double loop 
galvanized constructions. Light 

and heavy weights, in 30”, 36”, 
42” and 48” widths and standard 
100’ rolls. 

WOVEN FLOWER BED 
BORDER—Available in stand- 

ard 100’ rolls; 16”, 22” and 28” 
widths. Requires no posts, forms 
easily into any shape. 

INSECT WIRE SCREENING 

— Galvanoid, aluminum or 
bronze in regular widths from 
16” to 48”, 100’ rolls, standard 
18 x 14 mesh. 

MERCHANT WIRE-—General 
purpose wire available in stand- 
ard 100 Ib. coils. Gages 6-18. 
Supplied either annealed or gal- 
vanized. 

STONE WIRE — Another gen- 
eral purpose wire, packed in 12- 

lb. coils. Gages 16-27. Available 
black annealed or galvanized. 

NAILS — CFal makes nails in 
sizes, finishes, heads, points and 
shanks to suit virtually every 
type of construction need. 

BARBED WIRE — Full gage, 
galvanized, and available in 2 
pt., 4 pt. and barbless construc- 

tions. Also High Tensile Barbed 
Wire. All 2 pt. barbs are placed 

4” apart and 4 pt. barbs 5” 
apart. Furnished in full-length 
80 rod reels. 

FENCE POSTS- Silver Tip Tee 
Line Posts available in 5’-8’ 

lengths in 6” increments. Silver 
Tip End and Corner Posts avail- 
able in 7’, 7'8” and 9’ lengths. 
All made from new billet, open 
hearth steel. Posts have baked 

on asphalt-base enamel finish. 

7612 

THE COLORADO FUEL AND IRON CORPORATION 
Albuquerque * Amarillo * Billings * Boise * Butte * Denver * El Paso * Farmington (N.M.) © Ft. Worth 

Fresno * Houston * Kansas City * Lincoln * Los Angeles * Oakland * Oklahoma City * Phoenix © Portland 
Pueblo * Sacramento * Salt Lake City * San Francisco * San Leandro © Seattle © Spokane * Wichita 

HARDWARE WORLD 

a & 



For Details Circle 9 on INQUIRY CARD 

NOVEMBER 1960 



WAALS taunches a 
nationally advertised line of 

D) RWI 3S) with 
this history-making offer! 

(Offer restricted to a limited time only.) 

Evnna first revolutionized the steel tape 
market 10 years ago... AND NOW 

EVANS DOES IT AGAIN... 
WITH THESE WOOD 
FOLDING RULES! 
EVANS No. X40 ‘‘Gold-Tip,”’ 

Boxwood Finish Extension Rule 

EVANS No. 060 ‘'Silver-Tip,’’ Snow White 

Professional Quality Folding Rule 

(Both available in inside reading) 

During the past decade EVANS made steel 
tapes a mass market item by pioneering 

product improvements, new packaging and 
merchandising . . . made them fast-moving, 

volume hardware store items. 

And now EVANS is doing it again — for 

WOOD FOLDING RULES! 

Never before so many features — so much 

extra value to give new life to folding rule 

sales! 

We acquired our own Rock Maple trees and 
designed and built our own lumber mill in 
Maine. In Elizabeth, N. J. we constructed 

and equipped the world's first factory de- 

signed specifically and exclusively for the 
production of wood folding rules. 

We have made a product with all the 

‘pluses’ that EVANS is noted for and now 
in addition — for a limited time only — we 

present this special introductory offer . . . 

“GOLD-77/P" Extension Rule 

“INTRODUCTORY OFFER: ttimites time only. 
7 Rule FR EE with every SIX! 

You buy 6 only X40 (or X40F) na- 

tionally advertised at $2.50 each, 
and you get an extra one free! 

Your total cost (per box) $10.00 

You sell for 

YOUR PROFIT ee 

43% PROFIT! 
“SILVER-T/P” Folding Rule 
You buy 6 only 060 (or 060F) na- 

tionally advertised at $1.80 each 

and you get an extra one free! 

Your total cost (per box) $ 7.20 

You sell for 

YOUR PROFIT 

43% PROFIT! 
Gentlemen: 

Please send me immediately: 

Quantity Circle which number 

Ya doz. box No. X40 (or X40F) Rules (and 
1 free) @ $10.00 per box 

Ya doz. box No. 060 (or O60F) Rules (and 
1 free) @ $7.20 per box 

Introductory Display offer No. 12 (or 12F) 

(12 rules plus two free with display rack) 

@ $17.20 each. 

EXTRA! 

GET A FREE PEG- 
DISPLAY UNIT 
PLUS 2 RULES 
FREE... BY OR- 
DERING THE IN- 
TRODUCTORY 

DOZEN! 

Display 

No. 12 
You buy 6 only 

X40 and 6 only 

060, with two free rules, one of each. 

(Specify 12F for inside reading.) 

Your total cost with display $17.20 

You sell for $30.10 

YOUR PROFIT $12.90 

43% PROFIT! 

Ship and bill through: 

JOBBER 

MY FIRM NAME 

ADDRESS 

CITY . ' STATE 

Mail this coupon to: 

EVANS RULE CO., 400 Trumbull St. © Elizabeth, N. J. 



Here is the QUALITY LINE of 

QOD FOLDING ® “ 
van ——— 

POPP TT ETL TTT TTT q EVANS EXCLUSIVE! Brass 
nameplate on all rules, plus full set 

C P a 14 SPRING 5 of “A to Z" metallic finish initials. 

3) xa) Customer can personalize his rule 

quickly .. . easily. 

EVANS EXCLUSIVE! Al! rules marked in inches 
plus feet-and-inches for quicker reading. STUD MARKS 

every 16 inches. ‘‘FLAGS" at every foot. 

EVANS EXCLUSIVE! 
Built-i raduated brass 
tips Rat ends on all i fe) EVANS EXCLUSIVE! (For X40 

and X40F models only) FREE 

vinyl holster with metal clip — 

fastens to belt, keeps rule handy. 

rules, for accuracy, 

protection. 

EVANS EXCLUSIVE! EXTRA HEAVY SLATS BRASS EXTENSION, ma- 
Newly developed pat- of quarter-sawn maple for chine graduated with black cali- 

ented spring joints for long life, greater rigidity brations for inside measurement. 

absolutely rigid locking (On X40 and X40F only) 

when open. 

EVANS EXCLUSIVE! MANUFACTURER'S REPLACE- 
MENT AND REPAIR SERVICE! In addition to the 

standard guarantee of materials and workmanship, 

Evans will repair their folding rules broken by misuse 

or accident for a handling charge of only 30¢. 

TTT my TT TT 1 l! ry [! TTT ay’ sae" 

7 e's ol gy ig alta | 11 

No. 060 “svver-77P’ No. X40 ‘coro -7P 
FOLDING RULE EXTENSION RULE 

Finest Professional Quality with RULE HOLSTER and Belt Clip 

Triple-Dipped White Finish Finest Boxwood Finish 
Nationally Advertised, $1.80 each Nationally Advertised, $2.50 each 
Available in Regular Reading (060) Available in Regular Reading (X4 

rolaroM a(olm@.<-tolel late Ma GOlo10) a orate Malo Mm <-tolellatem @.e- 10) 

RU LE CO. Factories at Elizabeth, N. J. and Montreal, Que. 



WASHINGT 

\ 
By DAVID R. HEINLY 

Chilton News Bureau, Washington, D. C. 

Better Business Ahead in West 

Despite Gloom-and-Doom Talk 

Despite “cloudy” forecasts on 
the state of the nation’s econo- 
my by many top analysts, the 
West should continue to be the 
“land of sunshine.” 
Dealers can anticipate in- 

creased sales in response to sev- 
eral trends. First of all, personal 

income in Western states con- 
tinues a cut above the national 
average. Farm income is also 

running above earlier estimates. 

Government figures show that 
private and farm housing starts 
are on the upswing. August fig- 
ures compiled by the Census 
Bureau reveal an 8 per cent 
jump in number of new starts 
since July. The pace still lags 
behind last year’s, but indica- 
tions are for continued recovery 
in the months ahead. 

The lumber business in West- 
ern states is better than ever, 
according to the U. S. Depart- 
ment of Agriculture. Export 
markets for U. S. timber are 
booming, with Europe buying 
108 per cent more in the first 
six months of this year than in 
the first half of 1959. 

In the government fiscal year 
ending July 31, timber cut from 
national forests yielded 9.3 bil- 
lion board feet. Crop value was 
$143 million, 14 per cent of total 
U. S. harvest. 

Top markets are developing 
in Southwestern states with 
growth of paper production. 
New mills and factories mean 
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more jobs, more housing and 
more consumer money. 

Western businessmen should 
not be misled by calculated 
election-year jitters. Doom-and- 
gloom economic warnings are 
normal campaign devices. If 
customers are not spending 
more, it’s because they are sav- 
ing more. Stepped-up sales pro- 
motions will go a long way to- 
ward stimulating consumer buy- 
ing, particularly in the holiday 
season just ahead. 

* * * 

WESTERN hardware dealers 
can look for more co-op adver- 
tising thanks to a new law 
signed by President Eisenhow- 
er. . .. New rule gives tax 
break to manufacturers and 
wholesalers who make rebates 
to retail dealers for local adver- 
tising in newspapers or on radio 
and television. The law allows 
a distributor to deduct the cost 
of such advertising from the 
manufacturer’s sale price when 
computing his excise taxes. . . 
A maximum deduction of 5 per 
cent is permitted. Taxable items 
on which the law applies include 
appliances, lawn mowers, sport- 
ing equipment and many other 
items sold in hardware stores. 
Law specifies that such adver- 
tising must name the article, 
quote its price and give the lo- 

cation of the store where it may 
be purchased. 

RNERS 

SOCIAL SECURITY amend- 
ments signed into law by Presi- 
dent Eisenhower this year will 
mean a hike in the federal un- 
employment tax which employ- 
ers must deduct. . . . The rate 
goes up from 8 per cent to 3.1 
per cent. Amended rules relax 
work requirements for eligibil- 
ity and impose milder penalties 
on beneficiaries who earn more 
than $1,200 a year in private in- 
come. An _ estimated 700,000 
persons will be eligible for So- 
cial Security for the first time 
as a result of the new regula- 
tions. 

* * * 

FEDERAL TAX coilectors 
offer a new method of settling 
tax disputes. . . . Idea involves 
a system of informal confer- 
ences with representatives of 
the Internal Revenue Service. 
.. . If you have an unresolved 
tax difference you may request 
a conference with a staff mem- 
ber from the nearest of 61 U. 8. 
district tax offices. ... He will 
help you arrive at an agreeable 
settlement. Officials say the new 
system will save taxpayers mon- 
ey, time and trouble over older 
methods involving administra- 
tive and court appeals. 

* * a 

INTERSTATE Commerce 
Commission is weighing a peti- 
tion from the nation’s railroads 
for a general 1 per cent boost in 
freight rates. . . . Though the 
proposal is small and should not 
prove burdensome to shippers, 
some Western railroad men 
don’t think much of the idea. 
. . . They say they would pre- 
fer a rate cut aimed at winning 
freight contracts away from 
trucks and barges. 
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ROTARY GARDEN TILLERS 



Model 325R (shown) 

or Model 325, with 

spunky 3% h.p. engine. 

REVERSATILITY 

Through the magic of stroboscopic 

photography you can watch Springfield 

reversatility at work. Available on Springfield 

Models 325R and 60VTR exclusively. 

REVERSATILITY. You expect the best from Spring- 

field, and in the positive-action reverse designed for 

Springfield Models 325R and 60VTR you get it! 

Tight corners no longer are a problem. Turf clump- 

ing and difficult soils that ruin the efficiency of 

other tillers, don't faze your Springfield with Rever- 

satility. 

Either with the big Model 325R, or the all-purpose 

Model 60VTR, Springfield Reversatility adds to the 

pleasure of yard and garden tasks. 

QUICK-CHANGE TINES. No mechanic's kit required 
to change tines on a Springfield. Efficient lifetime- 

guaranteed bolo tines are attached by a simple lock 

pin, and arrangements can be varied to till rows 8, 

11, 17, 20, 23 or 26 inches in width. 
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HANDY-HANDLE CONTROLS. Topped by the mar- 

velous Quick-Lok Clutch control, the full range of 

Springfield tiller controls are located within easy 

reach on the handlebars...mighty handy for busy 

hands! The Quick-Lok Clutch locks and unlocks with 

slight finger pressure, and is the Springfield way to 

end wrist fatigue. Its control is located on the right 

handlebar. Throttle control and optional reversing 

lever are close at hand on the left handlebar. 

PERFECT OPERATING BALANCE. Springfield is 

the easiest of all tillers to use because of sensible 

functional design. Depth gauge (adjustable up or 

down to control depth of tilling) makes tiller, not you, 

do the work. Adjustable wheels and handlebars per- 

mit changing tiller balance to fit your needs perfectly. 

Model 60VTR (shown) 

or Model 60VT, with 

spirited 3 h.p. engine. 



Engine: 

Starter: 

Throttle: 

Clutch: 

Reverse: 

Handlebars: 

Transmission: 

Bearings: 

Depth Bar: 

Transport Wheels: 

Tiller Tines: 

Weight: 

Engine: 

Starter: 

Throttle: 

Clutch: 

Reverse: 

Handlebars: 

Transmission: 

Frame: 

Bearings: 

Depth Bar: 

Transport Wheels: 

Tiller Tines: 

Weight: 

Since the 

3 h.p.—4 cycle 

Recoil 

On handlebar 

Positive cone clutch drive, long-life 
clutch lining, ‘‘Quick-Lok” engaging 
mechanism—assures easier fingertip 
lock release 

Separate lever control for safety 
operation, handlebar lever-operated 
Factory installed on Model 60VTR only. 

Tubular steel—heavy duty — 
adjustable height 

Worm, steel hardened and ground and 
bronze alloy worm wheel, runs in oil 

Needle bearings for tiller shaft 
Timken bearings for worm shaft 

Adjustable 0” to 4” hinged for ease 
of operation 

2—10”x1.75 semi-pneumatic (furnished) 

adjustable width 

High carbon forged steel—heat treated 
for hardness, guaranteed for life against 
breakage, 12 tine blades, 12” diameter 
adjustable width 

97 lbs. 

3.25 h.p.—4 cycle 
3h.p.—cycleinB&S 

Recoil 

On handlebar 

Belt tightener type. Positive '’Quick-Lok’”’ 
engaging mechanism —assures easier 
finger-tip lock release 

Separate lever control for safer operation 
Handlebar lever operated, Positive belt 
tightener type. Factory installed on 
Model 325R only 

Tubular steel—heavy duty —adjustable 
height 

Worm, steel hardened and ground and 
bronze alloy worm wheel, runs in oil 

Semi-steel casting 

Needle bearings for tiller shaft 

Timken bearings for worm shaft 

Adjustable 0” to 8”—hinged for easy 
reverse of tiller 

2—10”x1.75 semi-pneumatic (furnished) 
adjustable width and 3 position front to 
rear balance adjustment 

High carbon steel, heat treated for 

hardness, guaranteed for life against 
breakage, 16 tine blades 4 to the set 
Adjustable for 8, 11, 14, 17, 20, 23, 
or 26 inch widths 

Model 325 — 139% 
Model 325R — 142# 

latest design in engineering advances are con- 

Springfield 
work-saving 
accessories 

For Models 325 & 325R heavy-duty tillers 

CULTIVATOR, with hilling sweeps. 

Shipping weight 13 lbs. No. 60TH. 

8” 

FURROWING 

TOOL, 
and attachment 

bracket. 

Shipping weight 

4 lbs. 

No. 60TF. 

Springtield 
“The House of Power" 

a product of Quick Mfg., Inc. 
Springfield, Ohio 

Stantly being adapted to Springfield powered lawn and 

garden equipment, specifications may change without notice 

Each Springfield Rotary Tiller is guaranteed 

free from defects in material or workman- 

ship for one full year from date of purchase. 

Engine carries manufacturer’s guarantee. 

Tines guaranteed for life against breakage. 

Printed in U.S.A. Form No. 102 



Third Unit In Growth Area Is Success 

Northern California Dealer Starts Store In Big 
Rural Area .. . Close Enough to Two Other Stores 

to Get Advantage of Their Promotional Efforts 
Palo Alto Hardware 

Palo Alto, Calif. 

NE of the oldest stores on the 
San Francisco peninsula is 

Palo Alto Hardware, located on 
Main Street in the University 
town. Although an old-timer, 
today it has one of the most 
modern fronts in Palo Alto. The 
interior has also been modern- 
ized. 

A few years back, it opened 
the second unit several miles 
south of Palo Alto. The same 
advertising media was used to 
promote both stores. Shortly 
thereafter Sears built a store 
adjacent to No. 2 Palo Alto 
store. According to David B. 
Haight, Sr., this was a lucky 
break for the unit as they have 
been able to capitalize on traffic 
stimulated by Sears. 

Just about a year ago the firm 
HOUSEWARES wall section is loaded with plastic items and kitchen gadgets. opened its third store at 9th 
Indirect lighting back of cornice makes all upper shelf items very attractive. and Fremont in Sunnyvale. This 

is one of the most rapidly grow- 
ing towns in the country. Many 
large industries have settled 
here in recent years, swelling 
the amount of workers who also 
began buying homes in the city. 

The store was designed to ap- 
peal to new home owners as well 
as those that had been estab- 
lished for several years and are 
still improving their premises. 

The store features general 

hardware, a big paint depart- 
ment, exceptionally large house- 
wares and giftwares depart- 

ment, major appliances and 
electric housewares. They have 
also expanded their outdoor liv- 
ing items, such as patio furni- 
ture. 

This is truly a homewares 
store. The firm advertises heav- 
ily in local papers and as a re- 

LARGE ASSORTMENT of hand tools on Peg Board display attracts home sult has been able to overcome 
owners who like to browse around in the men’s section. Four shelves hold much competition from discount 
small hardware items below display of all types of hand tools. houses, ete. 
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LOW TABLES serve as promotional 

platforms at center of store. Sea- 
sonal items and also mass displays of 
special promotions are displayed in a 

very attractive manner. Special dis- 

play area is made by bringing out 

wall sections perpendicular to the 
wall such as dinnerware department 
at upper right just below large elec- 

tric clocks on wall. 

MASS DISPLAY of TV SETS is 
placed at front of store with promo- 
tional tables in between them and the 

white goods at right. Store is able to 

sell a lot of home appliances despite 
competition. 

EACH GONDOLA has a _ display 
area on the end very much like a 
window display. This area is used to 
feature seasonal items or is a spot 
for special mass display. 

HARDWARE WORLD 



EXTERIOR OF NEW STORE located 
in suburban shopping center. 

After 93 Years, Downtown Store Opens 
Shopping Center Branch .. . Better Parking 
was One Reason for Moving . . . Another 
Reason... 

Branch Store Solves Expansion Problem 

Mayer Hardware Company 

Denver, Colorado 

AYER Hardware Company, which has oper- 
ated for more than 93 years in the downtown 

Denver shopping district, has done a complete 
“about face.”’ A branch store has been opened in 
the Belearo Shopping Center. 

The downtown store has been harassed with 
parking problems and lack of space for expan- 
sion, according to manager, Fred Krueger. Nev- 
ertheless it became the largest hardware store 
in the Colorado capital. It carries an inventory 
of more than $100,000. 

Mayer Hardware, for many years, has been 
the sort of store which can come up with an 
asbestos wick for kerosene space heaters, a par- 
ticular size of glass chimney for oil lamps or re- 

placement hardware for mule harness. 
The new branch store will give suburban resi- 

dential district customers an opportunity to cap- 
italize on the depth of the downtown inventory 
through an order program. While some of the 

more unusual items carried in the downtown 
store have been deliberately spotted along the 
shelves of the Belcaro store, most of them will be 
sold by taking orders. The items are delivered 

from the downtown store to the Belcaro outlet— 
or direct to the customer’s home. Traffic into the 
Belcaro store has been 99 per cent individual 
home owners, said manager Kreuger. 

The power of an excellent reputation with. 
Denver hardware purchasers was _ illustrated 
when the new Mayer store opened. There was 
no fanfare, no prize give-away, nor any of the 
usual embellishments associated with the open- 
ing of a new hardware store. Yet thousands of 
people streamed in to look over the handsome 
pastel-color, self-service store and ask “Why 
didn’t you do this years ago?” 

NOVEMBER 1960 

NO PARTITIONS or dividers are used in shelving. More 

space is available for bulky items. 

OUTDATED MERCHANDISE is still carried with pres- 

ent-day stock to satisfy customer demand. 
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Promotion Overcomes 

February Doldrums SPECIALS FOR THURS., FRI., SAT. FEB. 11-12-13 

California Dealer Features "Stretch Your Budget 
With Dollar Day Values." . . . Uses Newspaper 
Ads to Spark Sales 

DeJong & Sons Hardware 

Bellfiower, Calif. 

ESPITE the traditional 
thinking that business slows 

down in the winter, customers 

do have money to spend. They 
will spend it if the hardware 
dealer makes a concerted drive 
to go after the business. 

DeJong & Sons Hardware, 
Bellflower, California, found 
this out last year. They used a 
full page (tabloid size) in their 
local paper. 

The theme of the ad was 
“Stretch Your Budget With 
These Dollar Day Values.” The 
ad appeared on Thursday to an- 
nounce the three-day sale start- 
ing on Thursday, running 
through Saturday. Twenty-five 
items were included in the ad. 
Two of the items were set in 
coupon which had to be clipped 
out of the paper in order for the 
customer to take advantage of 
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GOING AFTER BUSINESS in winter is spearheaded 
with full-page ad in local paper. Theme of ad is budget 

stretching. Ad appeared on a Thursday. 

the items. One was a plastic 
picnic set and the other a furni- 
ture polish in an aerosol can. 

The aisles and floor space 
areas contained baskets filled 
with values. Some baskets were 
suspended from the ceiling for 

added effect. The Bellflower 
populace were duly impressed 
by the novel event and re- 
sponded with dollars at the 
checkout stand. 

The firm followed up this pro- 
motion by another one a month 
later. It, too, was spearheaded 

by a newspaper ad with the 
theme, “Improve Your Home 

Now.” This was built around 
fix-up, remodel, paint, rewire, 
and clean-up. It featured an- 
other novel event using the 
attention compelling signs 
throughout the store headed 
“Wowie... Look At This.” This 
sign actually focused the shop- 
pers eyes on the store-wide spe- 
cials. 

Partners Les Orr and Ray 
Howe, made each event success- 
ful by carrying out the pro- 
grams as outlined by the South- 
west Hardware Company, a 

dealer - owned wholesaler of 
Santa Fe Springs. 

, & 
VALUE FILLED BASKETS and attention-getting signs kept customers busy buying. Salesman Les Orr (above left) 
restocks displays. Signs were used to focus attention to merchandise. 
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WHOLESALE FIRM COMPLETES FIFTEEN YEARS 

IN SAN FRANCISCO BAY AREA 

Koblick's, Redwood City 

HE name Koblick has been 
known in the San Francisco 

area in the hardware business 
since 1906 when William Ko- 
blick started Koblick Hardware 
Store, a retail organization. 

His son, Alan W. Koblick, got 
his start in the store which was 

located in the Mission district of 
San Francisco. In 1945 Mr. Ko- 
blick sold the store. 

At the same time, Alan start- 
ed Koblick Hardware as a 
wholesale organization. His 
father was a partner during the 

first year, after which he re- 
tired. Their first purpose was 
to serve retail hardware dealers 
as well as possible. They had a 
limited stock of small hardware 
and electrical goods. They also 
had a small amount of electrical 
housewares. Their first plant 
contained only 3000 square feet. 

In 1948 they moved to Red- 
wood City. In two years the 
firm moved to 2200 Bay Road. 
Five years later they built their 
own building at 2920 Bay Rd., 
where they now have about 

dealers with complete stock selected 
on basis of demand. 

NOVEMBER 1960 

8000 square feet of space. 

They have five salesmen, plus 

Alan Koblick, covering the area 

from Healdsburg in the North 

to Monterey in the South, prin- 

cipally along the coast. They 

have recently developed some 

accounts in the Sacramento Val- 

ley and hope to continue to de- 

velop in this area. 

Last year they held their first 

dealer show. In _ September, 

1960, they held their second 

show with many manufacturers’ 

representatives displaying their 
merchandise to their dealers. 

The firm now has lines from 
about 200 factories who make 
tools, hand and power; fasten- 
ers, sundries, abrasives, ete. 

They claim to be one of the big- 
gest suppliers of plated bolts in 
all sizes and were one of the 
first to handle such merchan- 
dise. 

According to Alan Koblick, 
the firm puts special effort into 
special promotions offered by 
manufacturers. 

OFFICE GIRLS greeted dealers at 
show in their Sunday best. They’re 
with Wm. Koblick. 

CHRISTMAS decorative items attract 

dealers’ attention for store decora- 

tions and sales. 

TIRED AND HUNGRY dealers stop 
to rest and partake of buffet lunch 
near entrance. 

SALES FORCE pose in front of tool 
exhibit at recent show in firm’s own 

warehouse. 
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WAREHOUSE, built after World War II, was expanded in 1958 for steel storage. Will have another addition soon. 

Winter Has Served Montana For 50 Years 

PUNSTER might say that 
hardware dealers like Win- 

ter in Billings, Montana. They 
would not. be referring to the 
weather, but to the wholesale 

hardware establishment in Bill- 
ings. 

The firm has been serving in 
Montana for 50 years. H. H. 

Through Fire and Many Other Trials 
This Montana Wholesaler Has Survived 
by Cooperating with Hardware Dealers 

Winter and W. E. Ryniker or- 

ganized the business of Ryniker 

and Winter and purchased the 
Cedargreen Brothers Tin Shop. 
Out of that modest establish- 
ment grew the Ryniker-Winter 

Sheet Metal Works, another af- 
filiated enterprise. 

On November 15, 1910 the 

FIRE consumed the first warehouse on July 17, 1918, destroying entire build- 
ing and all merchandise. Winter looks over debris and plans for new building. 

Dealers were loyal to firm during the reconstruction period. 
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business was incorporated un- 
der the name of Ryniker-Winter 
Company. Winter became pres- 
ident and W. E. Ryniker, vice 
president. Cora M. Winter, wife 
of Harold Winter, was made 
secretary-treasurer. 

On December 31, 1915, a di- 
vision of the organization was 

established as the Ryniker-Win- 
ter Hardware Company. At the 
same time the sheet metal works 
was made into a separate corp- 
oration known as the Ryniker- 
Winter Sheet Metal Works. The 
wholesale hardware plant was 
located at 17th and Montana 
Aves. Subsequently the names 
were changed to the Ryniker 
Sheet Metal Works and the Win- 
ter Hardware Co. 

As H. H. Winter recalls, the 
early days were fraught with 
fire, drought, grasshoppers and 
depression. But hard work and 
consideration of retail dealers 
always helped the firm to 

weather the storms. 

In the early days, H. Winter 
himself was the only traveling 
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H. H. Winter 

man, order clerk, and shipping 
clerk. He also unloaded cars and 

did almost anything. 
During the growing pains 

came World War I with its 
shortages. But through persis- 

tent efforts Winter was able to 

take care of his dealers. How- 
ever on July 17, 1918, fire took 
toll of the business. The entire 
warehouse was destroyed and 
all the merchandise along with 
it. Many individuals would have 
thrown in the sponge at this 

stage. To Winter it was only 

another start. 
Although it was disappointing 

and heartbreaking, it took sev- 
eral years before he could get 

back into full swing. Along the 

line the drought and grasshop- 
pers took their toll. Winter 
stayed with the dealers although 
they could not pay at that time. 
And the dealers stayed with 
Winters. 

By being considerate of the 
dealers’ problems through the 
depression Winter was able to 
build slowly during the ’30s. 

Then came Word War II. Be- 
cause of Mr. Winters very sin- 
cere loyalty to his suppliers all 

AN OSCAR is presented to Fred Tinseth, sales manager, Winter Hardware, 
by Jim: Spelman, representing Billings Chamber of Commerce, for the best 

booth in the First Annual Billings Trade Fair held this year. 

through the years, he was able 
to procure enough merchandise 
through major manufacturers 
so that he in turn could equita- 
bly distribute the merchandise 
to his loyal retail accounts. 

After the war a new ware- 
house was built. In 1958, a com- 
plete mechanized iron and steel 
warehouse was built adjoining 
it. In this, a 90,000 pound car 
of merchant bars can be un- 
loaded in three hours... a car 
load of flat galvanized sheets in 
one hour. 

The firm has outgrown these 
quarters and a new building 

program is on the architect’s 
drawing board. The new build- 
ing will be 120 ft. x 140 ft., two 

stories. Included in this will be 
a new office and new sample 
room. This will be built ad- 
jacent to the present premises. 

This year, Fred Tinseth be- 
came sales manager of the Win- 
ter Hardware Company. He had 
previously worked for many 
years for the Marshall-Wells 
Wholesale Hardware establish- 
ment in Billings. 

The first Billings Trade Fair 
was held this year. Winter 
Hardware was presented with a 
trophy for the best booth at the 
fair. They capitalized on their 
50th Anniversary as the theme 
for their display. They utilized 
the old country store atmos- 
phere in the booth displays. 

BABY GATE 

DOES DOUBLE DUTY 

Schmidt Hardware Company 
Grand Junction, Colorado 

NSTALLING a folding baby 
| gate suspended from a railing 

between the side by side en- 
trance and exit to the store has 
paid double dividends for 
Schmidt Hardware Company, 
in Grand Junction, Colorado. 

“The baby gate is the first 
thing which every entering cus- 
tomer sees, and the last thing 
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they see on leaving,” Leland 
Schmidt, who operates the store 
with his brother Mark, pointed 
out. “Formerly, we used only a 
steel railing, to separate traffic 
in and out of the store, and pro- 
vide for more orderly movement, 

during the busy rush hours. We 
soon found that the six-foot rail- 
ing was a natural target for 

youngsters. They insisted on 
swinging on it merrily, getting 
in the way of anyone shopping 
in the store.” 

Already handling baby gates 

as part of the toy department 
inventory, Schmidt had an idea. 
Why not, he asked himself, in- 

stall a baby gate, complete with 
price tag, here where it would 
effectively stop youngsters from 
swinging on the top rail? At 
the same time it would act as a 
selling display? With hundreds 
of new mothers in Grand Junc- 

tion every year, the baby gate 
display would, of course, attract 
plenty of attention. 

Now, Schmidt Hardware 
Company is selling almost three 
times as many baby gates as be- 
fore this simple display went 
into action. There is no more 
trouble caused by children 

swinging on the rail which di- 
vides the two doorways. 
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MODERN EXTERIOR of new store (right) is inviting 
to traffic on busy street. Interior (above) shows spacious 
aisles and neat displays. Entire store is devoted to hard- 

ware, paint and garden tools and supplies. Note mower 

display at far left. 

ZCMI Opens Separate Hardware Store 
Department Store Now Has Outlet for Hardware, Paint and 

Garden Supplies . . 
as It did Before . . ZCMI 

Salt Lake City, Utah 

HARDWARE and paint store, designed par- 
ticularly to meet need of householders and do- 

it-yourseifers, opened in Salt Lake City, Utah, 
July 5 at 33 S. Main. 

Operated by ZCMI, the state’s largest depart- 
ment store, the new outlet is located only two 
doors south of the parent concern. 

The store offers a complete range of hardware 
—from bolts and nails to hand and power tools. 

In announcing its newest outlet, ZCMI placed 
full page advertisements in both the Salt Lake 
Tribune and the Desert News-Telegram in order 
to reach more than 300,000 families in Utah and 
border areas. 

The ads showed an interior view of the store 
and offered “grand opening” sales in power tools, 

paints and miscellaneous items. 

ZCMI formerly operated a wholesale hardware 
house on the city’s west side but the entire opera- 
tion was liquidated during 1960. 

The main ZCMI retail store previously offered 
only a small number of hardware goods and paint 
equipment. 

Ted Bushman, ZCMI advertising and promo- 
tion director, said he considered the department 
store’s venture into the retail hardware field as 
a “courageous venture.” ZCMI felt there was a 
need for a retail hardware outlet in the city’s 
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. Main Store Carries Only Limited Stock 
. '"'Stok-Chek'’ System Gives Four-Time Turn- 

over with 30-Day Supply 

downtown area that could take care of the aver- 

age householder’s needs. 
Electrical and plumbing accessories also are 

available, in addition to hardware, paint and 

garden equipment. 

A special feature of the new shop is its “Stok- 

Chek” system, originated here by Salt Lake 
Hardware Co., which sells a great deal of its mer- 

chandise to the new ZCMI outlet. A representa- 

tive of Salt Lake Hardware spends one day a 

week in the new store in order to see how articles 
move and to keep tabs on the “Stok-Chek” sys- 

tem. 

Under the new stock system there is a four- 

time turnover on inventory. The system calls for 

a 38-day stock on most items. 
In other words, there is a normal 30-day 

supply of an article, plus additional leeway for 

eight days, to take care of checking, ordering and 

delivery. 
The store is arranged in eight clockwise sec- 

tions, following the main books of the Sale Lake 

Hardware catalogue. Beginning at the left, on 

entering the store, are the building materials. 

Garden supplies and motors are found in the 
center and on the exit side of the new hardware 

outlet. 
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Big Sales Under A Big Tent 

Parking Lot Sale of Appliances and TV Got Extra Atten- 

tion with Large Tent... Four Weekend Sales Sold Some 
2000 Units .. . Helicopter Rides Aided Sales 

Ernst Hardware Company 
Seattle, Washington 

rte the days of P. T. Barnum, the big tent has 
signified a show. It signifies not just any show, 

moreover, but “the greatest show on earth.” 
A big tent, appropriately, provided the atmos- 

phere and the floor space for displays of appli- 
ances and television sets during Ernst Hardware 
Company’s recent “parking lot promotion.” 

It was one of the most outstanding appliance 
sales promotions ever developed in the Seattle, 
Wash. area. It was held over a period of approxi- 
mately one month. The company sold some 2000 
appliances and television sets during the promo- 
tion, according to H. Buck Durham, the company’s 
appliance manager. 

The promotion signaled development of a more 
aggressive merchandising program for the pio- 
neer Seattle hardware company, following its 
acquisition by new owners in early 1960. 

Even though the sale site was localized, the pro- 
motion was actually city-wide. Ernst Hardware 
Company operates eight retail stores. Of these, 
six carry major appliances. 
SPECIAL SALES PRICES at which merchan- 

dise was advertised, prevailed in all six stores 
carrying appliances and television sets. However, 
by far the largest part of the sales made during 
the promotion were made out of the big tent set 
up at each of the three major locations. 

“At each place where we set up our tent, we 
moved at least 300 appliances and TV sets for our 
display under canvas,’ Durham says. “We also 

moved our appliance salesmen from each of the 
six stores normally carrying that merchandise, to 
the sale tent locations. 

“Every appliance salesman received his usual 
commission on sales he made. And the store that 
each salesman represented got credit for sales 

made by him.” 

THE FIRST “PARKING LOT” SALE took 
place in May at the West Seattle store. During the 
four days covered by the sale, appliances were dis- 
played under a tent covering 84 x 110 feet of park- 
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ing lot area. The tent was set up so it was at- 
tached to one side of the store. It served as a 
temporary sales annex with free access between 
the tent and the store sales area. In this way, 
sales were stimulated in both the tent and the 
store. 

The sale was so successful here that a duplicate 
promotion was organized for the following week- 
end at the company’s store in Bellevue. This is a 
city of 10,000 population that is part of the 
Greater Seattle Area. 
THE SAME PROMOTION was held the follow- 

ing two week-ends at the Aurora Village Shopping 
Center. Located in the very center of the heavily 
populated suburban districts north of Seattle, this 
was the most successful of all. 
FREE HELICOPTER RIDES WAS a major 

attraction at all parking lot sales. Helicopter rides 

MON. thru SAT. 
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PARKING LOT SALE under the big tent was advertised 
in local newspapers using full page ads. 
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were given to all purchasers of a major appliance. 
The minimum purchase required to qualify for a 
ride was $150. The service was provided by a local 
aircraft company under contract. 

Not every purchaser who qualified took ad- 
vantage of the ride, of course. But the majority 
did, with 725 rides given during the promotions. 

The cost to Ernst Hardware Company for these 
rides was about $2,000. 

Sales in each location were promoted primarily 
by newspaper advertising, in most cases through 

full page ads. 

Huge Manger 

Scene Draws Traffic 
Bostrom's 

Phoenix, Arizona 

OSTROM’S, luxurious hardware store in 

Phoenix, Arizona, set a record for Christmas 
traffic volume. Main attraction during the 1959 
Holiday Season was its huge manger scene. 

It extended over 50 feet across the front of the 
store, mounted on a walkway canopy which pro- 
tects sidewalk traffic in front of the store. The 
manger scene included more than a dozen figures. 

The birthplace of Christ was represented by a 
rustic board roof, mounted on poles, at the right. 
A shepherd and full-size sheep, cattle and donkeys 
were arranged on one side. On the opposite side, 
the manger scene showed the three wise men ar- 

riving on their camels, carrying gifts. One was 
dismounted paying homage to the infant Jesus. 

The ambitious effort won top prize for Christ- 
mas displays by merchants in the Arizona city. 
Lighted through the night hours, it was respon- 
sible for extremely heavy traffic on the 1000-car 
parking lot in front of the store, reported W. H. 
Bostrom, president. 

TOP PRIZE was awarded to Bostrom’s by Phoenix mer- 
chants for this display of manger scene. 
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SEVERAL SIGNS such as these helped Beardsley pro- 
mote shopping center promotion before Christmas. 

15 Store Holiday Promotion 

Beardsley's Hardware 
Santa Fe Springs, Calif. 

K'* ‘G Beardsley, owner of Beardsley’s Hardware 
in Santa Fe Springs, Calif., joined 14-other 

stores for a Christmas promotion. 
Located in Santa Fe Springs Shopping Center, 

Beardsley and the other stores use a joint “Mother 
and Dad” contest as a business building promo- 
tion. The contest was open to mothers and dads. 
Each person was required to register. Once regis- 
tered, the family received one vote for each 
penny’s purchase. The contestant with the largest 
number of votes won the first prize of a Renault 

Dauphine valued at $1795. 
Second prize was a $725 stereo-radio combina- 

tion valued at $725 plus $100 worth of stereo rec- 
ords. Forty-eight other prizes brought the total 

number of prizes to 50, with a combined value of 
$5,000. 

The 15 merchants tied in a secondary contest 
for employees for registering customers. A cash 
prize of $200 was set aside for the person in the 
shopping center who registered the largest num- 
ber of persons. There were 12 prizes with a total 
of $500 for the shopping center’s personnel. 

According to Beardsley, the drive produced a 
total of 15,000 registrations. Started in late No- 
vember, the contest was promoted with advertis- 
ing in the shopping center’s “shopper,” and local 
neighborhood newspapers. By mid - December 
registrants were “campaigning” for votes. 
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MASS DISPLAY in promotion area at end of gondola 
is consistently used to push sales of seasonable items at 

Smith’s. 

OUTDOOR EQUIPMENT dominates the corner window 
of Smith’s, and is bought particularly by new home owners 
in Tacoma area. 

Smith's Keeps Remodeled Store Modern 

Western Washington Dealer Finds It Pays To 
Keep Store Modern At All Times. 

Smith's 6th Avenue Hardware 

Tacoma, Washington 

EVERAL years ago Smith’s 6th Avenue Hard- 
ware, Tacoma, Washington, was completely 

remodeled. New wall sections and gondolas were 

installed at the direction of the North Coast Re- 
tail Hardware Association. 

Many newly remodeled stores begin to get that 
old look within a few months after moderniza- 
tion despite the fact that the fixtures still look 
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rather new. This is because of poor housekeep- 
ing, lack of adequate stock and just plain care- 
lessness on the part of all employees. 

This, of course, is not true at Smith’s. At the 
time that HARDWARE WORLD’s editorial staff 
member visited the store to take photos, it looked 
as though it had been recently remodeled. Mer- 
chandising ideas that had been worked into the 
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display program were still being utilized as in- 
tended. The check-out stand was designed so that 
it would hold many hobby items for youngsters. 
This is the impulse spot when parents step up to 
pay for their goods with their children hanging 
closely by. Invariably the sale includes a hobby 
item for the insistent youngster. 

All items are out on open display and price 
marked to give the browser all the reasons for 
purchasing the item right there. The very attrac- 
tive and colorful paint section was built across 
the back of the store adjacent to the housewares 
section. 

Warren Smith, the owner, has found that this 
neighborhood store can move outdoor furniture 
and accessories. His corner window is filled with 
a display of such merchandise starting in the 
spring and running through the summer months. 

The display also includes serving tables, folding 
trays, barbecues, umbrellas and allied merchan- 
dise. On the opposite side and near the central 
area is a large platform which contains the pow- 
er mowers. 

At the end of the garden season in Western 
Washington, the power mowers and other quite 
seasonable garden items are removed from the 
display area and replaced by toys. There is an 
all year toy gondola which moves a lot of play- 
house toys for girls which are sold mostly upon 
impulse. The price range is from $1-3. Games 
are good at Christmas time but not for all year 
round stock here. The more expensive toys are 
promoted on credit and layaway or revolving 
credit plans. All credit is handled by the store. 

Revolving credit is about the only way you 

AT THE START OF SPRING promotional platform is 

loaded with power mowers. By fall those that are not sold 

are placed in other parts of garden section, and this area 

is used for holiday toy section. 
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THE HOUSEWARES TRAP is made with gondolas placed 

in a U-shape. It encourages women to stay in the area 

and browse around at their convenience. All items are 

price marked. 

can reach the young people moving into new 
homes, according to Smith. This allows families 
to buy an accumulative amount of merchandise 
for all parts of the home and pay for it at their 
convenience. Smith has found that new home 
owners have an exceptionally large amount of 

hardware and homewares items to buy. 

SCALE MODELS of almost everything are displayed at 

check-out counter section facing the entrance. It catches 

the eyes of children coming in with parents. Parents end 

up buying a model for them. 
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OLD-TIME STORE AT THE SAME STAND 

Taylor Hardware Company 

Pendleton, Oregon 

2 1895 Taylor Hardware Com- 
pany moved from the 300 

block on East Court Street in 
Pendleton to 219 South Main 
Street. They have been operat- 
ing there ever since. 

Business was disrupted by a 
disastrous fire in 1945. The fire 
destroyed the second floor area. 
Since then only the first floor 
has been used. The exterior of 
the store was rebuilt with a very 
modern store front. The interior 
is completely refurnished with 
new lighting fixtures and dis- 
play fixtures. 

Recently the firm was recog- 
nized by HARDWARE WORLD 
when they were given a mem- 
bership card in Western Hard- 
ware 50-Year Club. The award 
offered by Milton Albin, editor, 
was actually presented by Dorys 
Grover, a correspondent for the 

WESTERN HARDWARE 50-YEAR CLUB membership is 

given to Harold Brock, president of Taylor by a Hardware 

World correspondent, Dorys Grover. 
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Eastern Oregon Hardware Firm Gets Hardware World's 
Western Hardware 50-Year Club Membership . . . 
Going Strong in Same Location With Modernized Store 

A BIG SNOW PILE almost hid the front of Taylor 

Hardware Company in the winter of 1916. An early owner, 

Wilson E. Brock, stands second from left. 

publication. 
The company was started in 

1887 by Thomas C. Taylor of 
Waitsburg, Washington. Wilson 
E. Brock joined the firm in 1905 
when Taylor retired and moved 
to Portland, Oregon. Harold R. 
Brock, now president and man- 
ager of the firm, joined his 

father in the spring of 1920. 
The father and son management 

continued until April 1937 when 
Wilson E. Brock suffered a 

heart attack. Mrs. Wilson E. 
Brock joined her son to help 
operate a partnership. This 
ended in 1947 when Mrs. Brock 
died. At that time a corporation 
was formed. 

At one time the firm operated 
their own sheet metal shop, a 
plumbing shop, pump and well 
department and powder maga- 
zine. All of these have been dis- 
posed of in the meanwhile. 

Right after the fire the firm 

BOWL AND ARTIFICIAL FRUIT becomes sales conver- 

sation piece as saleslady points out its attractiveness. 

Store features high quality housewares. 
© eigeueneE 



MODERN FRONT was put up after 
fire. Planter on sidewalk is part of 

city beautification program. 

added an attractive housewares 
department featuring the finest 
in glass and dinner ware, cook- 
ware, etc. 

At the present there are six 
employees, many of whom have 
been with the company for more 
than 25 years. In June 1960 
Freeman Hendricks retired af- 
ter being with the company for 
34 years. The office manager, 
Mrs. Gladys Mimms, has served 
the company for 20 years. 

The store has 5000 square 
feet of sales space. The ware- 

CHECKING PAINT with Brock is 

Clarence Parrish (left), who has been 

with firm 16! years. 

house space totals 7500 square 

feet. Taylor Hardware Com- 

pany has played an important 

part in the development of this 

agricultural community over the 

years. It has actively advertised 

in the various media available 

in the Pendleton area. At pres- 

ent Brock handles most of his 

advertising through the local 

radio stations of which there 

are three, and one daily and one 

weekly newspaper. He uses all 

media to advertise special sales 

OFFICE MANAGER, Mrs. Gladys 
Mimms, has been with the pioneer 
hardware firm for 20 years. 

in commodity bargains. He also 

uses the media to introduce new 

goods and to exploit special 
services. 

Brock is a member of several 

local clubs and is a charter 

member of the Pendleton Mus- 

tangers Riding Club. This is 

truly Western cowboy country 

and the home of the famous 

Pendleton roundup. Brock’s 

hobby of horseback riding is 

typical of many business men in 

this community. 

The Young Rebels” Plan a Future in Wholesaling 

More Than 100 Young Men Meet 

in South to Learn More About 

Wholesale Methods and Economies 

NE answer about the future of the wholesaler 
came out of a recent hardware meeting in 

Memphis. Here was a group of some 125 young 
men representing 67 wholesalers, including two 
from Canada, eager to learn more about the eco- 
nomical operation of a warehouse. 

Attendance at this meeting indicated that these 

men think there is a future for them in hardware 

wholesaling. Attendance also indicated a willing- 
ness to be open minded about operating methods, 
to learn how to do the job better, faster and more 
economical. 

This was the Materials Handling Clinic. Spon- 
sor was The Young Rebels, a new organization of 
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younger executives of member companies of the 
Southern Wholesale Hardware Association. 

The Young Rebels was introduced to the indus- 

try earlier this year at the Southern Convention, 
and this Materials Handling Clinic was its first 
project. Clinics, such as this one to study operat- 
ing problems, may point to further projects of 
this nature to train younger men for top operat- 
ing and managerial posts in the future. 

The Clinic was conducted on the pattern of in- 
formal presentations of materials handling equip- 
ment and methods. Then there were questions 
from the floor on actual warehouse operating 
problems. 
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Demonstrations were made of various kinds of 
pallets. Some pallets were loaded with crushable 
merchandise such as galvanized ware. Others 
contained bulky items, like shovels. Others con- 
tained wire rolls, stoves and other lines that can 
be handled on open pallets. 

The handling of pallets was combined with 
demonstrations of various kinds of fork lift 
trucks. The use of trucks was shown for ware- 
houses with wide aisles, and for warehouses with 
narrow aisles where the handling of loads is a 
special problem. 

Another part of the program covered tow lines 
and conveyors. Films showed installations of in- 
the-floor and overhead tow lines. Also, how tow 
lines can be installed for multistory warehouses 
and for transferring trucks from one tow line to 
another. The Clinic also covered various types 
of power and gravity conveyors. 

The packing department also had its place on 
the program. Various materials for packing or- 
ders were demonstrated. Then equipment was 
shown for preparing labels and shipping tags. 

The program on equipment was paced with 
features of warehouse management. For instance, 

there was a session on order selection. Repre- 
sentatives from Moore-Handley Hardware Co., 
Birmingham, Ala., and from Orgill Bros. & Co., 
and Stratton-Warren Hardware Co., both in 
Memphis, reported on how orders are picked in 
their warehouses. 

Another management feature was a discussion 
of labor relations and how to handie problems 
involved in labor elections within a plant. 

All of the demonstrations, plus an outdoor 
demonstration of a delivery truck system by 
Moore-Handley Hardware, were held at a munici- 
pal auditorium. This part of the program was 
augmented by actual warehouse tours before and 

after the formal two-day program. These tours 
were of the Orgill Bros. and Stratton-Warren 
warehouses. Visiting hardwaremen were taken 
through the plants on conducted tours. 

L. M. Stratton, III, president of Stratton-War- 
ren Hardware, was chairman of the Clinic. Wil- 
liam A. Parker, Jr., of Beck & Gregg Hardware 
Co., Atlanta, is the Colonel of The Young Rebels. 
Ralph E. Kirby, managing director of the South- 

ern Wholesale Hardware Assn., handled the ar- 
rangements. 

Sliding Brush Display 

Ladd's 

Pueblo, Colo. 

S seasons change, so do demands for various 

A types of paint. There is no doubt that many 
paint brushes are sold on impulse, as well as on 
the basis of personal suggestion by salespeople. 
The more often a paint customer sees a brush dis- 
play, the more quickly he is likely to buy. 

That’s the basis on which Gene Besel, paint 
department manager at Ladd’s, Pueblo, Colorado, 
designed a brush display. He constructed sliding 
panels which permit him to spot the paint brush 
display strategically close to fast-moving paint 
varieties. The display literally “puts the paint 
brushes in the customer’s way.” 

Two sliding Peg Board panels, done in light 

green, move laterally on an overhead rail. The 
rail is simply a channel, in which small nylon 
pulleys fit. The panels, cut from Peg Board, are 
314 feet long by 3 feet wide. One board has more 
than two dozen popular varieties of paint brushes. 
On the other board are paint color-chip folders, 
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SLIDING PAINT BRUSH DISPLAY BOARD is hung 
from track above shelving. Display moves full 50 feet. 

instruction booklets and other free literature. 
The two panels can be easily pushed from point 

to point, and spotted wherever desired. 
Often, when a customer rummages along shelf 

to serve himself, he finds the panel in front of the 
paint which he wants. 

“There is often a lot of humor in this,” Besel 
said. “Frequently we are accused of hiding the 
paint! It helps to keep customers brush-con- 
scious, and makes a lot of extra sales.” " 
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Garden Preview Section 

OME power mowers made 
their debut after World War 

II. Prior to that time, large 

estates, golf courses, city parks 
were the users of power grass 

cutting equipment. 
Since 1946, nearly 25.5 mil- 

lion mowers have been sold. The 
predictions for the next five 
years point to a 50 per cent gain 
in total unit production, or 
6,250,000 power mowers. 

Power mowers, however, are 
just one of the many garden 
items hardware stores find prof- 
itable. 

A study was completed in 
1959 for Hardware World by 
National Analysts’, Inc., which 
included information about the 
sales of garden and lawn mer- 
chandise. The study was made 
in the 11 Western States. 

The results show that power 
mowers had the highest dollar 
sales in the garden field. There 
is an average annual total of 
$8,037,000 in Western hardware 
stores. 

Next highest in sales are 
lawn and garden fertilizers with 

$5,685,000 in annual sales. Steel 
goods (rakes, shovels, and 
spades) show retail sales of 

$3,112,000. Garden hose ac- 
counts for $3,461,000. 

Other items include: Insecti- 
cides—$1,071,000 ; insect screen- 
ing — $2,562,000; sprayers (in- 
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Increased Population Means Increased Sales of 

Garden Equipment and Supplies for Western 

Hardware Dealers . . . Power Mowers are the 

Largest Single Selling Item in Garden Depart- 

ments of Hardware Stores 

secticides) — $2,890,000; seeds 
—$2,595,000; and lawn sprin- 

klers—$1,722,000. 
The lawn, garden and farm 

merchandise business in the 
West is big. It amounts to more 
than $52,372,000 in sales an- 
nually through retail hardware 
stores in the 11 Western States. 

According to the Hardware 
World study, $44,283,000 is 
done by stores that do an an- 
nual total store volume of $50,- 
000 or over. Those stores doing 
less than $50,000 annually, ac- 
count for a total of $8,089,000 
in their garden departments. 

This large dollar volume is 
expected to increase as the pop- 
ulation explosion in the West 
continues. The greatest growth 

has occurred in California and 
Arizona where the climate is 
favorable to year-around gar- 

dening and lawn care. 
Preliminary census figures 

for California alone show a pop- 
ulation increase of nearly 50% 
in the last 10 years. 

Over 548,700 new homes were 
built in the Los Angeles metro- 
politan area in the years of 
1954-59. 

The population rose in Cali- 
fornia from 10,586,223 to 15,- 
537,413. Most of the other 

Western States can count a pro- 
portionate increase. 

All of this means money to 

be spent by home owners. A 
great deal of that money is 
spent in hardware stores for 
garden equipment and supplies. 

In addition to garden sup- 
plies, another factor in line 
with hardware store sales is the 
increased demand by customers 
for outdoor furniture, barbe- 
cues and barbecue tools. The 
study showed more than 50 per 
cent of the dealers handled 
some of these items. 

Lawn and garden merchan- 

dise is becoming a more impor- 
tant part of hardware dealers’ 
total sales picture. From this 
survey, the average volume sold 
was $10,496. This represented 
14.7 per cent of the store’s to- 
tal volume. 

The percentage of purchases 
by hardware stores through 

general hardware wholesalers 
averaged 60 per cent. This was 
by far the most popular means 
of buying. Other suppliers are 
specialty distributors and man- 
ufacturers. 

With the Western States an 
ideal selling area for garden 
equipment and supplies, most 
dealers should be interested in 
the following preview of new 
equipment which is available 
for next year. The Garden 
Equipment Preview Section is 
scheduled at this time to enable 
dealers to select futures. 

HARDWARE WORLD 



TRU-ROK WATERFALLS are au- 

thentic laminated fiberglas replicas of 

masterpieces in real stone. Self-con- 

tained recirculating pump. No water 

connections necessary.—Tru-Rok, Inc. 

For Details Circle 250 on INQUIRY CARD 

QUIET TURFMASTER features an 
oversized muffler for effective sound- 
conditioning and a completely en- 
closed Briggs & Stratton engine for 

low silhouette.— Dille & McGuire 

Manufacturing Company 

For Details Circle 253 on INQUIRY CARD 

HOBBY GARDENER designed for 
the small home owner features at- 
tachments that cultivate flower plots 

and dig holes for plantings. Takes 
all the chore out of gardening.— 

Lawn-Boy, OMC Engines & Equip- 

ment Div. 
For Details Circle 256 on INQUIRY CARD 

NOVEMBER 1960 

Garden Equipment Preview—New Products 

THE COMPACT riding rotary mower 
provides a full 24” cut and features 

extreme maneuverability. Cuts fine 

lawns and grass close to buildings, 

trees, shrubs.—American Chain & 

Cable Co.. Ine. 
For Details Circle 251 on INQUIRY CARD 

TURRET SPRINKLER covers four 
different lawn areas through four 

position turret spray selector which 
swivels into place. Gives even pene- 
tration from end to end.—-Melnor In- 

dustries, Inc. 

For Details Circle 275 on INQUIRY CARD 

CHROME SUPREME 21” is the an- 

swer for discriminating gardeners in- 

terested in mower durability and 

modern design. Features handi-handle 

utility compartment and impulse 

starter.—Motor Wheel Corporation 

For Details Circle 257 on INQUIRY CARD 

SELF - PROPELLED, trimmer, reel- 
type power mower features front 

throw action which mulches grass. 

Power engages simply by lifting the 

handle. Smooth operation. — Pioneer 

Gen-E-Motor Corporation 

For Details Circle 252 on INQUIRY CARD 

b Seti. 

JUMBO PORT-A-PLANTER can hold 
24 bedding plants, each plant in- 

dividually potted in its own 24” 
round Jack Pot peat moss pot. Made 

of lightweight plastic. — Willis-Rey- 

nolds Corp. 

For Details Circle 255 on INQUIRY CARD 

STANDARD SPINNER sprinkler is 

only 43” high but delivers 32-ft diam- 

eter engineered spray distribution 

with 40-lb pressure at sill cock. Brass 

revolving head.—W. D. Allen Manu- 

facturing Co. 

For Details Circle 258 on INQUIRY CARD 
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Garden Equipment Preview—New Products 

BEAVER RIDING TRACTOR is usa- 
ble 12 months of the year for a variety 

of applications from general grounds 
and lawn maintenance to snow re- 

moval and light hauling. Two models. 
—The Baird Machine Co. 

Far Netails Circle 259 on INQUIRY CARD 

TURF SLICER “21” collects 30 per 

cent more grass clippings even though 
lawn has been mechanically swept. 

Does away with undecomposed grass 

clippings. — Jacobsen Manufacturing 

Company 

For Details Circle 262 on INQUIRY CARD 

SUBURBAN TRACTOR designed for 
heavy-duty lawn and garden work 

features a full-gear automotive-type 

transmission. Rotary mower, gang 

mower, plow and other attachments 
available-—Quick Mfg., Inc. 

For Details Circle 267 on INQUIRY CARD 
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NYLON BUSHINGS are featured in 

“Green Spot” sprinkler. Nylon pre- 

vents corrosion and is resistant to 
wear. Bushings are used on impulse 

arm to disperse water in form of 

spray.—Otto Bernz Co., Inc. 

For Details Circle 144 on INQUIRY CARD 

GRO-CART is a big, 24” garden 
spreader, yet weighs only 71 Ibs. 

Easy to handle and store and adjusts 

easily for spreading seeds and fer- 
tilizers. Simple to clean by hosing 
off.—-Ferry-Morse Seed Co. 

For Details Circle 263 on INQUIRY CARD 

ONE-DIRECTION hose can be shaped 
to fit any area. Can be used straight 

or curved. Flexi-Spray comes in five 
and 12 foot lengths. Plug at one end. 

—Commonwealth Plastics 

For Details Circle 265 on INQUIRY CARD 

ROSE GUARD protects winter-sensi- 

tive plants. Eight-inch-high circle of 
corrugated aluminum encircles the 

base of shrub. Guard is then filled 
with mulch.—Nichols Wire & Alu- 

minum Co. 
For Details Circle 261 on INQUIRY CARD 

THE MARK I, a 5% hp suburban 
tractor offers a rotary mower and 
other lawn and garden attachments, 

including aerator shown. Features 

fingertip steering.—Porter-Cable Ma- 

chine Company 
For Details Circle 264 on INQUIRY CARD 

TREE-CUTTING lawn mower, a self- 
propelled reel mower in combination 

with a flexible shaft gardening kit 
that converts into chain saw, rotary 

tiller, hedge trimmer.—Pennsylvania 
Lawn Mower Div. 

For Details Circle 266 on INQUIRY CARD 

HARDWARE WORLD 



DELUXE 26” self-propelled reversing 

rotary tiller with finger-tip drive con- 
trol. Reverse shift makes it easy to 

back out of fence corners. All steel 

construction. — Western Tool and 

Stamping Co. 

For Details Circle 260 on INQUIRY CARD 

STORZ-ALL UTILITY BUILDING is 

an all-steel construction that can be 

assembled in less than two hours with 

ordinary tools. Has a pre-set Dutch 
door with tumbler lock.—Storz- All In- 

dustries, Inc. 

For Details Circle 272 on INQUIRY CARD 

“JET ROD” FLAME GUN can be 
used for burning weeds, sterilizing 

soil, thawing out frozen pipes, melt- 

ing ice on steps and walks, etc. Flame 
gun is fully self contained.—E. C. 
Geiger Co. 

For Details Circle 273 on INQUIRY CARD 

NOVEMBER 1960 

Garden Equipment Preview—New Products 

MR. RAIN SPRINKLER for home 
lawns has impulse-type sprinkler head 

equipped with magic dial which per- 

mits user to set it for best results 

from water pressure.—Franklin Metal 
& Rubber Company 

For Details Circle 270 on INQUIRY CARD 

WATERSPIKE is a two-way sprink- 

ler-irrigator that sprinkles above the 
ground in exact square patterns from 

2’x2’ to 35’x35’. Inserts in ground 

next to trees and shrubs.—Proen 

Products Co. 

For Details Circle 274 on INQUIRY CARD 

4 9} 

sTIM-U-PLANY 

pHILODENDRO, 
MIX 
FOR ALL 
| FOLIAGE PLANTS 

‘\ SHILDDENDRON MIX 

PHILODENDRON MIX high organic 
growing medium is a precise blend of 

humus, peat moss, vermiculite and 

perlite. Needs no further mixing. 

Ready to use from package.—Stim-U- 
Plant Laboratories, Inc. 

For Details Circle 277 on INQUIRY CARD 

FLARE - DESIGN LEAF BURNER 
features draft opening at bottom and 

hinged top grille for easy loading. 

Closed, it keeps leaves and paper from 

blowing out.—Atlas Tool and Manu- 
facturing Company 

For Details Circle 271 on INQUIRY CARD 

“THRIFTY” CHAIN SAW features a 

1.7 cubic inch displacement engine 

with forged steel crankshaft and con- 

necting rods. Has perfect balance for 

fatigue-free operation.—Bolens Prod- 

ucts Division 

For Details Circle 145 on INQUIRY CARD 

“BUMBER ACTION” describes this 
patented feature on hedge shear. Hol- 

low ground, polished steel blades are 

8, inches long. Blades are notched 

and serrated. Ash handles.—O. Ames 

Co. 

For Details Circle 124 on INQUIRY CARD 



GOOD EARTH 
fe Dols made 
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GARDEN TOOL MERCHANDISER 

is lightweight and compact. Unit 

comes with 24 tools. —Great Neck 

Saw Manufacturers, Inc. 

For Details Circle 180 on INQUIRY CARD 

THE “TCC-48” garden tool merchan- 

diser Caddie Cart is designed for USS 

long handled garden tools and is of- 

fered free to dealers with purchase of 

48 tools.—United States Steel Prod- 

ucts. 

For Details Circle 269 on INQUIRY CARD 

TRUCKSTER with flatbed and stake 
racks is designed for high-bulk, low 
weight loads. For nursery and florist 

hauling, warehousing, super market 

stocking and delivery —Cushman Mo- 
tor Works 

For Details Circle 172 on INQUIRY CARD 
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Merchandising Aids 

“4 mapa 

ay 
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“SILENT SALESMAN” with Vu-Pac 

card mounted lawn accessories. Dis- 

play rotates for more sales.—H. B. 

Sherman Manufacturing Co. 

For Details Circle 179 on INQUIRY CARD 

THE “JUPITER” is a spring-loaded, 
self-supporting floor-to-ceiling system 

that requires no screws, bolts, firring 
strips, studs or other permanent 

fastening for instant installation. Ex- 
tra-heavy, back-to-back steel con- 

struction.—Reflector Hardware Cor- 
poration 

For Details Circle 106 on INQUIRY CARD 

BATTERY TESTER MERCHAN- 

DISER gets impulse sales and in- 
creases store traffic. Customers are 

encouraged to bring old batteries into 

the store, test and replace them.— 
Ray-O-Vac Company 
For Details Circle 170 on INQUIRY CARD 

SHIPPER-DISPLAY CARTON for 
lawn coasters designed in shape of 

tulips. See coasters from carton.— 

Allied Aluminum Products Corp. 

For Details Circle 176 on INQUIRY CARD 

WHEEL RACK for display of 13- 
Multi-Purpose wheels. Space for addi- 
tional stock on rack.—Allied Wheel 

Products, Inc. 

For Details Circle 175 on INQUIRY CARD 

DAP OFFERS PROMOTION KIT 

New dealer display promotion kits 
are available without charge to deal- 

ers selling DAP caulking-glazing- 

sealing products. Each kit contains 

a bulletin outlining ways in which 

dealers can use kit materials to get 

local tie-in to the DAP national ad- 

vertising program. Kit includes four 

colorful display posters for walls or 
windows featuring DAP “33” Glaz- 

ing, DAP Kwik-Seal Tub and Tile 

Sealer, DAP Caulking Compound and 
DAP Vinyl-Paste Spackling Com- 

pound. Folders for hand out use are 
also included. 

For Details Circle 181 on INQUIRY CARD 

HARDWARE WORLD 



Use Inquiry Postcard for Further Information About MERCHANDISING AIDS 

LIQUID LOCKWASHER displayed in 

bubble-pack card. Display rack avail- 
able-—Woodhill Chemical Co. 

For Details Circle 177 on INQUIRY CARD 

PLASTIC BAGS in 27 different sizes 
for your own packaging. Tag hangers 

available with bags.—Inter-American 

Products 

For Details Circle 181 on INQUIRY CARD 

LIGHT BULB MERCHANDISER can 
fold away for storage.—Westinghouse 

Electric Corp. 

For Details Circle 182 on INQUIRY CARD 

NOVEMBER 1960 

FLOOR DISPLAY for Duro - Plastic 

takes less than two sq. ft.—Woodhill 

Chemical Company 

For Details Circle 183 on INQUIRY CARD 

MERCHANDISER for rolls of edge 

and shelf paper. Holds 24 rolls.— 
Stix Products, Inc. 

For Details Circle 184 on INQUIRY CARD 

SMALL DISPLAY for big profits is 
this Stain Drops rack. Dry-form stain 
is water soluble.— Forest Interiors 
Corp. 

For Details Circle 185 on INQUIRY CARD 

PRE-PRICED, color coded bolt dis- 

play for self-service. Eight price 
groups.—Screw & Bolt Corp. 

For Details Circle 186 on INQUIRY CARD 

ALUMINUM FIXTURE for floor or 
counter use. Pre-packed with 144 

sponges.—American Sponge & Cham- 
ois Company 

For Details Circle 187 on INQUIRY CARD 

SMALL PACKAGE DISPLAY for 
impulse buying. Seven steel panels 
revolve.—LeDuc, Inc. 

For Details Circle 188 on INQUIRY CARD 

ay 



TOOL HANDLES 
offer 

Selling Advantages 
that mean more 

Turnover and Profit 

1. Priced to move fast with full profit 

margin for you. 

2. Manufactured to give user satis- 

faction. Made of finest second 

growth hickory. 

3. Clearly labeled for quick identi- 

fication by pattern number, name 

and weight tool they fit. 

4. Sales helps to assure that quick 

turnover every aggressive 
dealer demands. Write for free 

copy of handy wall chart C 

illustrated at left. This wall 

chart simplifies selecting 

proper handle for specific tools. 

Send for 

Catalog B 

Sequatchie Handie Works 
Sequatchie, Tenn. 

For Details Circle 12 on INQUIRY CARD 
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EAGLE ETCTRT Pre Cee 

DISPLAY CARD explains how Slo- 

Lag fuse works. Assorted sizes.— 

Eagle Electric Mfg. Co., Inc. 

For Details Circle 178 on INQUIRY CARD 

THE BEST i WACOM Nake 

= fins 

VACUUM WARE PRODUCTS de- 

partment is contained in this 3.8 
square feet wire rack display.—The 

American Thermos Products Company 

For Details Circle 193 on INQUIRY CARD 

CHIPRENE RIBBON BOWS for store 

use in gift wrapping is designed to 
give a professional touch to gift pack- 

ages. Pre-made bows stick without 

the need for tieing—Chicago Printed 

String Co. 

For Details Circle 115 on INQUIRY CARD 

HARDWARE WORLD 



Use Inquiry Postcard for Further Information About SPORTS NEW PRODUCTS 

LACE COASTERS with ruffies. Made 
of polyethylene for protection to fur- 

niture. Coasters are 5 inches across 

and said not to flatten out or lose 

shape. — Columbus Plastic Products, 
Inc. 

For Details Circle 140 on INQUIRY CARD 

GIFT -GIVING ELEGANCE is this 

electric blanket which manufacturer 
states is most luxurious on market. 

Acrilan blanket has nylon binding. 

Five year guarantee.—Northern Elec- 

tric Company 

For Details Circle 141 on INQUIRY CARD 

' 

ig OS - _— 
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Berns BATTER Ea ih : 

RECHARGEABLE in car or home are 

these Life Lite flashlights. Auto 

charge adapter makes light handy for 

campers or as auto emergency light. 

Two sizes to sell_—Gulton Industries, 

Inc. 

For Details Circle 142 on INQUIRY CARD 

NOVEMBER 1960 

VERSATILE POWER SAW cuts light 

metals, wood, plastic and hard rubber. 

Whiz-Saw works on reciprocal action. 

Tilting shoe for angle cuts. Special 

blade holder feature.—Forsberg Mfg. 

Company. 

For Details Circle 143 on INQUIRY CARD 

SUPER DELUXE 16” park cycle can 

be used by boys and girls alike with a 

convertible cross bar. Also equipped 

with safety aid training wheels, front 
and rear carriers.—Murray Ohio Man- 

ufacturing Co. 

For Details Circle 114 on INQUIRY CARD 

AIR CONDITIONER COVER will 
prevent winter damage. Designed to 

fit all sizes of window-type condition- 

ers. Cover is weatherproof vinyl-coat- 

ed fabric specially treated. — Parvin 

Manufacturing Company 

For Details Circle 138 on INQUIRY CARD 

REDI-BILT STAIRWAY automati- 

cally adjusts for any depth basement. 
Eliminates need for makeshift stair- 

ways or ladders before basement floor 

is poured—A. A. & W. Mold Polish- 

ing & Tooling, Inc. 

For Details Circle 231 on INQUIRY CARD 

CORDLESS electriCarver knife set 

with power (battery) in the handle 

has fine serrated steel blade that 

makes 7200 cutting movements a min- 

ute. For meat, cheese, cake.—Bur- 

gess Vibrocrafters, Inc. 

For Details Circle 148 on INQUIRY CARD 

OUTWARD CLINCH STAPLE GUN 

ejects a staple whose legs turn out- 

ward to clinch under or inside work. 

Ideal for stapling around pipes and 

ducts and other uses.—Arrow Fast- 

ener Co., Inc. 

For Details Circle 116 on INQUIRY CARD 

43 



IDENTIFICATION OF WHEEL 
GOODS PARTS and the sources of 
supply are listed in a 10-page service 

parts catalog offered by the Murray 
Ohio Mfg. Co. Producer of juvenile 
wheel goods, Murray’s catalog shows 
part number, size, finish, shipping 
weight, number in carton. Many illus- 
trations of parts. 

For Details Circle 200 on INQUIRY CARD 

CATALOG OF QUALITY PLIERS, 

snips and other hand tools, has been 

published by Kraeuter & Co., Newark, 
New Jersey. Designated “Catalog 

100” to mark its 100th anniversary, 

this 24-page issue contains informa- 

tion and illustrations on individual 

tools and market-tested sets. 

For Details Circle 201 on INQUIRY CARD 

ILLUSTRATED DATA SHEET de- 

scribing the Cultmaster rotary tiller, 

designed for use with the Beaver rid- 

ing tractor, is offered by Beaver Trac- 

tor Div., Baird Machine Co., Strat- 

ford, Conn. The sheet incorporates 
all specifications on the unit with in- 

formation relative to its soil turning 

ability under a variety of soil condi- 
tions, power requirements, operation, 

etc. The Beaver tractor is also briefly 

described. 

For Details Circle 202 on INQUIRY CARD 

FLUSH DOOR CATALOG is avail- 

able from Simpson Logging Com- 

pany, Seattle, Wash. The catalog, 

AIA File No. 19E1, illustrates and de- 

scribes Simpson’s five and seven-ply 

hollow core and solid core flush doors, 

Seven-Eleven ceiling height doors and 

3ifold doors. 

For Details Circle 203 on INQUIRY CARD 

“DISPLAY IDEAS” WITH CON- 
TEMPO & DEC-RO-LITES is a large, 
colorful brochure released by Reflec- 

tor Hardware Corporation. [llus- 

trated are dozens of new display ideas 

utilizing the new “Contempo” spring- 

loaded, self-supporting, floor-to-ceil- 

ing uprights for use in windows or 

store interiors. “Dec-Ro-Lite” illumi- 

nating lamp units fit into slots of 
Contempo to give dramatic “accent 

lighting” to displays. 

For Details Circle 205 on INQUIRY CARD 

aa 

TWO BONDING CHARTS covering 
most types of ceramic tile and insula- 

tion applications from Miracle Ad- 

hesives Corporation. The charts show 

at a glance specifications for bonding 

practically any combination of mate- 

rials required. Data is given on in- 

sulation of every type as applied to 
aluminum, aluminum ducts, aluminum 

foil, asbestos board, brick, drywall 

(including hardboard), foamed plastic 

pipe covering, etc. Application of 

ceramics of all kinds is dealt with in 
connection with use on gypsum wall- 

board, painted plaster, portland ce- 

ment plaster, masonry, poured con- 
crete and many other materials. 

For Details Circle 204 on INQUIRY CARD 

“BETTER YOUR HOME ON 
YOUR OWN” is the new “Ideas” 
booklet from the Stanley Works. It 
is designed to appeal to pride of own- 

ership, desire to improve property and 

to add to the homeowners’ comfort 
and convenience. It is filled with 

ideas to help plan a new home or to 
improve an old one. Illustrations will 
stimulate the imagination. It gives 

specific suggestions that can result 

in big improvements at little cost. 

For Details Circle 208 on INQUIRY CARD 

“WANT BOOK” helps retailers con- 
trol stock. The 98-page book is di- 
vided into eight departments. Gives 

retailer guide indicating which de- 
partments are developing. — Wyeth 

Company 

For Details Circle 171 on INQUIRY CARD 

To Receive Any of this 
Printed Matter Circle 

Number on Inquiry Card 
Facing Page 54 

“WINDOWS CAN BE BEAUTI- 
FUL,” is 32-page picture book with 
text prepared by Mary L. Brandt, 

decorator, stylist, lecturer and con- 

sultant in the home furnishing field. 
The book is available from Stanley- 
Judd division of The Stanley Works. 
Illustrated with color plates, it is not 

a catalog but an effort to bring the 

practical helps and suggestions to the 

woman who longs to be even more 

proud of her home. Subjects covered 
include how to plan a color scheme, 
how to us color samples, curtains and 
draperies in relation to room decor, 
various treatments such as multiple, 

picture, bay and dormer windows, etc. 
For Details Circle 212 on INQUIRY CARD 

WELDING, BRAZING AND SOL- 
DERING CATALOG AND INSTRUC- 
TION MANUAL is offered, free of 

charge, by All-State Welding Alloys 
Company, Inc. The 4” x 7” pocket- 

size manual has 56 pages. It is also 

available in Spanish. Physical prop- 
erties, major uses, detailed applica- 
tion instructions and the latest tech- 
niques for welding, brazing, soldering, 

cutting and hardfacing are included 
for All-Stdte’s wide line of products 
for joining all commercial metals. 

For Details Circle 213 on INQUIRY CARD 

THREE - COLOR ILLUSTRATED 
LITERATURE on Season-All’s new 
Alcoa Aluminum Awnings is an- 
nounced by Season-All. The litera- 
ture shows these beautiful new awn- 
ings installed and points out their 

features. 

For Details Circle 206 on INQUIRY CARD 

KEY BLANK CATALOG PAGE is 
offered by the Slaymaker Lock Com- 
pany, Lancaster, Pennsylvania. Slay- 
maker’s 14 most active key blanks 
are shown in actual size on the front 
of the catalog while 14 other impor- 
tant blanks are pictured on the back. 

For Details Circle 207 on INQUIRY CARD 

CUT PILFERAGE with the Gate- 
O-Matic described in this four-page 
pamphlet issued by Gate-O-Matic, 
Inc. Halftones and line drawings il- 

lustrate and explain features of equip- 
ment designed for all stores using 

check-out stations. 
For Details Circle 219 on INQUIRY CARD 

HARDWARE WORLD 



“MOORE BEAUTY IN YOUR 
HOME” is a booklet showing more 
than sixty decorating and color 

schemes for the inside and outside of 

the home. From Benjamin Moore & 
Co. the booklet is all in full color. The 
illustrations were carefully selected so 

as to represent a broad variety of 

architectural and room - arrangement 

possibilities. Most of the color ideas 
were designed exclusively for use in 

this book. A four page section on how 

to do interior painting is included 
along with valuable tips on choosing 

colors and selecting paint products. 

For Details Circle 209 on INQUIRY CARD 

SERVICE MANUALS for Corbin 
unit locksets and Russwin Unilocks 

issued by The American Hardware 

Corporation is aimed at building 
maintenance personnel and locksmiths 

and aids as a basic manual and parts 

list. Three dimensional drawings il- 

lustrate disassembly and assembly. To 
facilitate re-ordering, parts are num- 

bered for a fold-out master parts list. 
For Details Circle 220 on INQUIRY CARD 

ALLIED WHEEL CATALOG dis- 
tributed by Allied Wheel Products, 
Inc., Toledo, Ohio. This attractive 

color catalog presents the full line 
of small wheel display assortments, 

along with the shoulder stud and 
mower general replacement parts as- 
sortments. Also included are Hobby- 
Kart Four Wheel Kits, high and low 

speed pneumatic wheel and tire as- 

semblies. 

For Details Circle 226 on INQUIRY CARD 

CATALOG illustrating over 1500 

electrical wiring devices, lamps and 

specialty products has been released 

by Eagle Electric Mfg. Co., Inc., Long 

Island City 1, N. Y. Eagle has added 

many new products in the 84 page 

book. Among the new items being 

shown for the first time is the new 

patented Touch-A-Matic Quiet Switch. 

For Details Circle 227 on INQUIRY CARD 

CONSUMER CATALOG from Atlas 

Scientific Co. has approximately 600 

items for hobby use. This new catalog 

covers glassware apparatus and 
equipment, zoological specimens for 

dissecting, geological rock specimens, 

prepared slides and collector’s mu- 

seum specimens. 
For Details Circle 228 on INQUIRY CARD 

TWO-COLOR CATALOG illustrates 
and describes in detail a wide variety 
of hand tools from Owatonna Tool 

Company. Included are _ wrenches, 
pliers, cutters, screw drivers, punches, 

chisels, sockets, etc. Catalog has 16- 

pages. 
For Details Circle 210 on INQUIRY CARD 

FULL COLOR FOLDER for direct 

mail available from Bennett-Ireland, 

Inc. The dealer aid illustrates nine 

fireplace ensembles, each with coordi- 

nated tools and irons. 

For Details Circle 229 oa INQUIRY CARD 

NOVEMBER 1960 

BOOKS—For Sale and Resale 

“HANDYMAN’S CONCRETE AND 
MASONRY HANDBOOK” by R. J. 
DeCristoforo is an authoritative guide 
for each vital step in home concrete 

and masonry work. Contains basic 

fundamentals for mixing good con- 
crete, expert tips in bricklaying. Also 

included are complete plans for the 
construction of a concrete block gar- 

age and a family swimming pool. 
Over 300 illustrations and drawings 

show even the most inexperienced how 

to build terraces, retaining walls, 

sewage disposal units, dry wells, and 

many other permanent conveniences. 

The book is available from Arco 
Publishing Company for $2.50 per 

copy. Fully clothbound, it contains 

144 pages with photos, drawings and 

how-to instructions. 

For Details Circle 218 on INQUIRY CARD 

CUSTOM HARDWARE CATALOG 

featuring a collection of more than 
600 dramatic, hand-crafted custom 
items is available from Phylrich Sales 

Co. Price per copy, $3.50. 

For Details Circle 217 on INQUIRY CARD 

Sandvik Saws serve the world! 

Traditional 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. 

OTHER PRODUCTS 
SANDVIK OFFERS 

BUCK SAWS 

FILES 

CHISELS 

PLIERS 

SCYTHES 

.-. all made 
from the finest 

Swedish Steel! 

Recommend, stock and display. Sandvik 
hand saws, because when you offer Sand- 
vik you are offering the best. 

Sandvik steex inc. 
Saw & Tool Division 

9702 NEVINS ROAD, FAIR LAWN, N.WJ. 

For Details Circle 13 on INQUIRY CARD 



Francisan 

Names 

Western SM 

Carleton P. 

Adams 

LOS ANGELES —Carleton P. 

Adams has been appointed Western 
Regional Sales Manager for’ the 

Franciscan division of Gladding, Mc- 

Bean & Co. Adams will be respon- 
sible for the direction of sales for 

Franciscan’s five dinnerware lines in 

the 11 Western States. 

Adams previously was advertising 

and public relations manager for 

Gladding, McBean & Co. 

Banner Gift Show 

DENVER, Colo.—Sales representa- 

tives, sales managers and home econ- 

omists of more than 25 national man- 
ufacturers exhibited their products 

at the annual Fall Gift Show pro- 

moted by the Banner Distributing 
Co., here. 

As an added incentive to buyers, 

each manufacturer offered a show 

special to stimulate attendance. 

Owatonna Tool Names 

Western Sales Managers 
. . . : 

John Hann Robert Wilkinson 

The Owatonna Tool Company, Owa- 

tonna, Minn. announced the appoint- 

ment of John Hann and Robert Wil- 

kinson as OTC district sales man- 

agers for the Oregon, Washington and 

Northern California territory. 
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50 YEAR AWARD TO ALASKA STORE 
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KODIAK, ALASKA—Dock side of the O. Kraft & Sons, Inc., store located 

here shows what a large operation the firm is. In September it received 
membership in HARDWARE WORLD’S Western Hardware 50-Year Club. 

The award was made to Walter Kraft, president and general manager. The 
firm was started in September, 1903, by Otto Kraft. Ben Kraft became a 

partner in 1910 and in 1940 bought Otto Kraft’s interest. Ben died on Oct. 

15, 1959. Otto Kraft is credited with bringing the first electric light to this 
far northern town in the form of a small Delco light plant and also the first 

automobile, a Model T Ford. 

Hall Retires From Plumb & Delta 

LOS ANGELES—William E. Hall, 
recently announced that he had re- 

tired as district manager and repre- 

sentative for Fayette R. Plumb, Inc. 

and Delta File Works. He has been 

calling on the Western wholesale 

hardware and industrial distributors 
for 37 years. 

After serving in World War I, he 

returned to the States and was em- 

ployed by American Tel. & Tel. He 

resigned from this job to return and 

finish his education at Syracuse Uni- 

versity. After graduating in three 

years he accepted a position with 

Libby MeNiell and Libby. At the time 

he was being groomed for a job as 

manager of a Cuba branch, Fayette 

R. Plumb, Inc. offered him the job 

which he accepted. 

Reo Names Houghtaling SM 

Appointment of Don Houghtaling 

as sales manager-Reo Product, Motor 

Wheel Corporation, Lansing, Mich., 

has been announced by Murray J. 

Franklin, general sales manager. 

Houghtaling was formerly service 
manager for consumer products. 

Lazy Boy Appoints 
Two Western Reps 

LOS ANGELES—Mac S. Krasnow 

& Associates were appointed reps for 

Lazy Boy Lawn Mower Co., Inc., 

Kansas City, Mo., in California, Ari- 

zona, New Mexico, Nevada and 

Hawaii. 

PORTLAND—Lazy Boy Lawn 

Mower Co., Inc., appointed Blood- 
worth & Janney here to represent the 

company’s complete 1961 line of ro- 
tary power mowers in Washington 

and Oregon. 

Morse Hardware To 

Sell Wholesale Only 

BELLINGHAM, Wash.—The Morse 
Hardware Co., who operated retail 
outlets here, as well as being active 

in the wholesale field, is now exclu- 

sively wholesale. The change in sales 
policy was effective Oct. 3. The com- 

pany sells to dealers in Northwest 

Washington and Alaska. 
The company has a completely new 

shipping and receiving department 

designed to improve the flow of mer- 
chandise to customers. 

HARDWARE WORLD 



Silence is Golden 
Good thing they put a cash register next to the Oxco #12 

Brush Merchandiser. This unit, eloquent in its silence, is a 

gold mine of profits all across the country. 

This Merchandiser works harder than a salesman on straight 

commission. It was built that way. The Oxco Brush Mer- 

chandisers were designed in accordance with NRHA’‘s Mer- 

chandising Laboratory. Stocked to meet NRHA’s Turnover 

Handbook recommendations. Just keep ‘em stocked and 

they'll keep on selling. 

Notice we said “Merchandisers.” There’s more than one. 

The #12 unit, suitable for most stores, features twelve of 

Oxco’s top sellers. But, if your store is above average in 

volume, maybe the #25 Merchandiser will suit you best. 

It (you’ve guessed it!) efficiently handles twenty-five of the 

most popular styles. 

In case we've forgotten anything, you might want to check 

with your Oxco jobber. Ask him next time he stops in. He 

knows all about Oxco Brush Merchandising units. 

THE LINE THAT 

OX FIBRE BRUSH COMPANY, INC. 
Lolablahed Sreoenicn ‘884 haaviano 
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VALUED FOR 

NEWS 

Montana Hardwaremen 

At 52nd Convention 

BILLINGS, Mont.—The 52nd an- 
nual convention of the Montana 
Hardware and Implement Association 
held here Nov. 3-5, was the focal point 
of attention for the state’s hardware- 
men. 

A panel of industry speakers, full 
afternoon forums, and a well-rounded 
program of special events provided 
delegates with a busy three-day 

schedule. 

Top speakers included Mercedes J. 
Hurst, public relations division, In- 

ternational Harvester Co., Chicago; 

Charles R. Frederick, executive vice 
president, National Retail Farm 

Equipment Assn., St. Louis; J. A. 

Cheetham, Montana director of 
NRFEA; Dwayne Laws, executive 

vice president, National Retail Hard- 

ware Assn., Indianapolis; Lee J. Wolf, 

executive vice president, Massey- 

Ferguson, Inc., Detroit; and Fred A. 

Palmer, sales consultant, Worthing- 
ton, Ohio. 

Highlighting the forum sessions 

were discussions of stock control and 

turnover. Leading the discussions 

were Laws, Lou Everett, MHIA store 

engineer; Howard E. Nepple, Billings 
Hardware Co.; Claude Cunningham, 

Jensen-Byrd Co.; and Herb Barrett 
and Bill Parriott, retailers from Mis- 
soula and Livingston respectively. 

The special events program in- 
cluded a “Get Together Party,” a 

ladies luncheon, annual banquet, spe- 

cial entertainment as well as open 
house, dinners and cocktail hours 
scheduled by 12 manufacturers and 
wholesalers. 

DAP Promotes Two 

DAP, Inc., Dayton, Ohio, announced 

the appointment of Clifford Anderson 

Dealers and wholesalers everywhere enjoy fast turn- “TT? as sales manager. He takes over the 
over and good profits on TM Chain. Effective and con- » position after three years as assistant 
sistent national advertising ...up-to-the-minute a? fi sales manager, : 
packaging ... unique sales helps, are the reasons. In- At the same time it was announced 

eenth Tada : ‘. chant fits. Call that H. W. Somershoe has been ap- 

ee Sayer Sey ae Se: See ue easel cid pointed assistant sales manager. He 
wholesaler or write today. will move to his new position at DAP 

Proof Coil, BBB, Machine, and Coil Chain e Log Chains e Utility general offices in Dayton from his 
Chains e Animal Chains e All types of Weldless and Stamped home in Piedmont, California. He has 

Chain e A full line of chain fittings and attachments. been associated with the organization 
since 1941. Somershoe was district 

manager for DAP West Coast sales 

for the past five years. 

BBB & a TM Chain 
si = in has Salesmaker S N 

- ' aditened RY | Martin-Senour Names 

aylor | Swearingen Western Mar. 
Eaay-to-resd eS) in Poly Bags LOS ANGELES—Fred W. Swear- 
vane ingen has been appointed Western re- 

ade gional manager of the Martin-Senour 
Company, Chicago paint manufac- 
turer. Swearingen will direct trade 

CHAIN SINCE S.G. TAYLOR CHAIN CO., Inc. sales in 11 Western States. For the 
1873 Hammond, Indiana past three years he has been the com- 

WEST COAST OFFICE AND WAREHOUSE, 2343 Saybrook Avenue, Los Angeles 22, California , Pany’s West Coast trade sales man- 
ager. 

For Details Circle 15 on INQUIRY CARD 
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Featuring an assortment of blades that fit most F 
sabre saws, Forsberg’s attractive, 2 color metal dis- ae 
play stand is designed to boost sales. 22” wide, 
11” high, it is suitable for standing on a counter or G-3000 
mounting on a peg board. Completely assembled, 
ready for mounting blade cards on hooks. Blades SABRE SAW BLADE 
are made of finest quality steel—color coded for 
quick identification. Order the G-3000 today from 
your distributor. D | S P LAY 2 TA N D 

Forsberg BLADE HEADQUARTERS 
FOR ALL MAKES OF SABER SAWS 

COXOR CODED FOR QUICK IDENTIFICATION 

WHIZ SAW Me 10 WERCUUES 

BUY FORSBERG TIME-TESTED TOOLS - + i ae 
\f SABRE Ne S00 | STANLEY 

AND BE SURE i imag 
Ora TE ‘wos 

The Forsberg Manufacturing Co. ~ Bridgeport 1, Conn. sack & otexee 

_ = e 
© sexes Fursbera Far shere 

aoe oa NSS a ES rn 8 ae ok cae on dissbe | gtnabe [arate | Babes (COW oe 5 ai 
sus 

BUY FORSBERG TIME TESTED TOOLS . . . AND BE SURE 

THE FORSBERG MFG. CO. Bupstror" 

For Details Circle 16 on INQUIRY CARD 

NEW! puitpers asked FOR IT ED ESSSS WORE MADE IT! 
es 

THE FIRSTi16 ft. 
PUSH-PULL "RULE 
ON THE MARKET 
Better than a 10’ rule for measuring the new 

14’ and 16’ sizes in slab building materials sy eet 

’ 

It’s new . . . it’s exclusive! New 14 and 16 foot slab, sheet and panel PREMIUM DISSTON FEATURES — RETAIL $3.95 
“fl ° “73: . . - . « Exclusive Swing Ti 

sizes in building materials call for the easy measuring capacity of this ° Quick Blade rh Price per rule $2.64 
new 16’ Disston Rule. Rigid ‘““White Face’ blade makes even a 16’ © Sterdy Atemiaum le (peched %4 ez. im carton) 

a ° as ase 

vertical measurement a one-man job. * Just 7 oz., No Added Weight Make $1.31 on every sale 

Right now, order the new Super Chief 16’ Rule from your Jobber, or write: Disston Division, H. K. Porter Company, Inc., Philadelphia 35, Pa. 

DISSTON DIVISION PORT | H.K. PORTER COMPANY, INC. 
PORTER SERVES INDUSTRY with steel, rubber and friction products, asbestos textiles, high voltage electrical equipment, electrical wire and cable, wiring 
systems, motors, fans, blowers, specialty alloys, paints, refractories, tools, forgings and pipe fittings, roll formings and stampings, wire rope and strand. 
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GREENLEE 
HAND and 
POWER BITS 
Self-service packages! 

Handy Sets! Bring extra 

impulse sales 

Here’s the fast-selling combi- 

nation of auger and power bits 

to meet most customers’ re- 

quirements. Streamlines your 

inventory ... speeds turnover 

... “packed with buy appeal” 

to bring you the newest, best 

way to display and sell bits. 

GREENLEE SOLID-CENTER 

AUGER BITS 

(Left) in individual Perma- 

Pak for pegboard and counter 

display ... invites customer in- 

spection, provides permanent 

container after purchase. In 

sets of six with FREE metal 

workbench rack . . . packaged 

in colorful display carton. 

GREENLEE Z/P BIT 
WOOD BORING POWER BIT 

(Right) with exclusive nonslip 

hex shank . . . individually 

carded for pegboard and 

counter display 

Sets of 6 and 11 

bits with FREE 

metal rack, or set 

of 6 in plastic 

roll... packaged 

in colorful dis- 

play carton. 

for etectric drilis 1/4” and targer 

Ask your wholesaler for free metal display panel 

for GREENLEE hand and power bits. 

ORDER FROM YOUR WHOLESALER NOW 

TOOLS FOR CRAFTSMEN 

GREENLEE TOOL Co. — 

GRE LEE 1888 Columbia Avenue 

Rockford, Illinois 

For Details Circle 18 on INQUIRY CARD 
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Cuno Names 

Commercial! 
Sales Manager 

Jerre L. 

Creske 

The Cuno Engineering Corpora- 

tion, Meriden, Conn., manufacturer 

of industrial filters, appointed Jerre 
L. Creske sales manager of its com- 

mercial sales division. 

Creske assumes responsibility for 
the marketing of Cuno’s Aqua-Pure, 

portable water filter and its line of 
filters developed to handle the water 

filtration needs of homes, institutions 

and commercial organizations. 

Prior to joining Cuno, Creske was 

sales manager for The Overhead 

Door Company, Hartford City, Ind. 
Previous to this he was manager of 

the Vinyl sales division of Congo- 
leum-Nairn, Inc., Kearny, N. J. 

Aubrey Named Chairman 
of Brand Names Week 

James T. Aubrey, Jr., president of 

the CBS Television Network, has 

been named chairman of the Brand 

Names Week Planning Committee 

for 1961. As chairman of the Plan- 
ning Committee, Aubrey will organ- 
ize and direct the nation-wide pro- 
motion of Brand Names Week, sched- 

uled for May 4-14, 1961. He will also 

handle the three-day meetings in 

New York City’s Waldorf-Astoria 

Hotel beginning May 2, 1961. 

Haight Names Son V.P. 

PALO ALTO, Calif.— David B. 

Haight, Jr. is now vice-president in 

charge of operations of the Palo Alto 

Hardware stores here. His father is 

president of the firm which operates 

three stores in the peninsula area. 
David Haight, Jr., is a graduate of 

Stanford School of Business, 1958. 

After graduation he worked at Macy’s 

where he received executive training 

in soft lines. In 1959 he worked in 

Washington, D. C. with the Hot Shops 

Ine. 

Queen City Names Schrier 

Queen City Valves, Inc., Covington, 

Ky., announced the appointment of 

M. H. Schrier as_ vice-president. 
Schrier was formerly national sales 
manager for the company. 

Coming in December .. . 

Holiday Greeting Issue .. . 

Planning for the Year Ahead 

HARDWARE WORLD 



NEWS 

Lease Plan by Westinghouse 
Covers Lighting Fixtures 

The retail hardware store can now 
put in modern lighting equipment on 

a lease program. This announcement 

was made by the Westinghouse Credit 

Corp. 

Leases can include installation costs 

of up to 50 percent of the selling 

price of the lighting equipment. They 

are available for periods of two, three 
or five years. If desired, the lease 

can include an option under which 

the equipment can be purchased at 

the end of the lease period. The lease 

can be renewed on an annual basis. 

For Details Circle 299 on INQUIRY CARD 

Wagner Names Carpenter Co. 

DEN VER—The E. R. Wagner Mfg. 

Co., Milwaukee, has named the Allen 

B. Carpenter Co., here, as its repre- 

sentative in eight states, and parts 

of two others. 

The Carpenter company will cover 

Arizona, Colorado, Idaho, Montana, 

New Mexico, Utah, Wyoming and 

Hawaii. It will also cover the Scotts- 

bluff area of Nebraska and the El 

Paso area of Texas. 

The firm has its 

Denver, and branch offices in Salt 

Lake City, Phoenix and Honolulu. 

This appointment will give Wagner 

full coverage in Hawaii for the first 

time. 

main office in 

DAP Appoints Howard 

RICHMOND, Calif. — Clifford An- 
derson, sales manager of DAP Inc., 

manufacturer of DAP caulking-glaz- 

ing-sealing compounds, has announced 

the appointment of John J. (Jack) 

Howard as West Coast district sales 

manager, with headquarters here. 

Howard was formerly sales man- 

ager for the Dura-tite line of wood 

doughs, fillers and adhesives, which 

recently has been added to the DAP 
line. In his new position, he replaces 

H. W. Somershoe, now assistant sales 
manager for DAP Inc. general offices, 

Dayton, Ohio. 

Paul Is Whirlpool Sales Exec. 

of Robert W. Paul to 

administration supervisor for 

RCA Whirlpool appliances has been 

announced. Paul had been assistant 

manager of the sales analysis sec- 

tion of the market research depart- 
ment since July, 1957 for Whirlpool 

Corp. He will assist in coordinating 

the functions of the sales and distri- 

bution division with company 
representatives and distributors of 

RCA Whirlpool products. 

Promotion 

sales 

sales 

Wooster Names Irwin Ass't SM. 

The Wooster Brush Co. announces 

the appointment of Fred Irwin as as- 
sistant sales manager. 

COMPLETE HARDWARE SETS 
FOR SLIDING DOORS 

_.. for industrial, commercial 

and farm installations 

4 Hangers of desired 

type. 
Sufficient Lock Joint 
Track (approximately 
twice width of door 

opening). 

One Center 
Bracket. 

® Two End Track Brackets 
plus necessary Center 
and Lock Joint Track 
Brackets for spacing on 
2'0” centers. 

Stop 

Two Bow Handles. 

Two Flush Pulls. 

Eight No. 435-72 Bump- 
er Shoes. 

Two Floor End Stops. 

One Center Floor 
Guide. 

Two Stay Rollers and 
sufficient No. 102-88 
Guide Roller Strip. 

NOTE: Complete Hardware Sets 
are available for both Single 
and Double (illustrated) Slid- 
ing Doors. 

The growing use of sliding doors proviaes a continuous and excellent market 

for increased sales .. . 

specific requirements . 

assure yourself a share of this market by offering 

the customer R-W complete hardware sets. Includes everything necessary to 

install a sliding door. Sets are available in a type and size to meet customers 

. . ideal for barn doors, industrial doors, garage doors 

and doors on commercial buildings. Customer satisfaction is your greatest 

asset... 

line of ‘‘profit-plus’’ hardware specialties. 

R-W TRACK AND HA 

R-W WEATHERPROOF BARN- 
DOOR TRACK AND HANGERS 

. the favorite of farmers 
everywhere. R-W Self-cleaning 

36 Track is weather and bird 
proof. R-W 423 Hangers fea- 

ture roller bearings and lateral 
and vertical adjustment for 

easy, dependable operation. 

Write today for com- 

plete information... 

request your free copy 

of Catalog No. A-400. 

2323 W. Third St. 
Los Angeles 57, Calif. 
Phone Dunkirk 8-6173 

R-W “EaR-Way" TRACK AND 
HANGERS for effortless opera- 
tion. No brackets needed. Track 
has ears spaced on 12” centers 
that attach to the wall by lag 
screws. Bosses on track permit 
free passage of air to prevent 
rust. Hangers have ball bear- 
ings and vertical and lateral 
adjustments. 

. protect this by offering them the best—sell the R-W QUALITY 

R-W “LOCK-JOINT” TRACK 
AND HANGERS for doors 134” 

to 2," thick. Track available 
in 4, 6, 8,10 and 12 ft. lengths. 
R-W No. 20-2 Hangers feature 
roller bearing steel wheels and 
lateral and vertical adjustments. 

Richards-Wilcox 
MANUFACTURING COMPANY 

A HANGER FOR ANY DOOR THAT SLIDES 

310 W. THIRD ST. ¢ AURORA, ILL. © Branches in all Principal Cities 

850 So. Van Ness Ave. 
San Franeiseo 10, Calif. 
Phone Mission 8-6700 

1160 Fairview No. 
Seattle 9, Washington 
Phone Main 2-3650 
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DEPENDABILITY 
Dependability means many things 

to many people. 
To the mariner, dependability is 
exemplified by the never-failing flash 
of the lighthouse which guides his 
ship safely into port. 
To hundreds of hardware whole- 
salers and dealers — and their cus- 
tomers, too — the WRIGHT 

Diamond trade mark is the 
symbol of reliable, high quality 
products, competitively priced 
and manufactured by 
a company whose 
reputation for de- & 
pendability and serv- (, oN 
ice is well established. “Q 
That's why it will pay 
you to stock and 
sell . 

WELDEDGE WOVEN HARDWARE CLOTH 

Wright Weldedge Hardware Cloth (2, 3, 

4 and 8 mesh) is precision woven by a new 
process, with flat wire selvages giving added 
strength, rigidity and uniformity of mesh. 
This new process makes this Wire Cloth 
straighter and flatter than ever before, It 
has a wide variety of uses around the home, 
on the farm and in industry and can also be 
furnished with conventional loop selvage. 

i" Tpeapert 
‘ 

wr sti LES 

Heavily galvanized after weaving. 

= 
WRIGHT WIRE STRAND 

(clothesline) 

This quality wire, per- 

fectly stranded and 

heavily galvanized is 

supplied in cartons 

containing twenty 50- 

foot connected coils 

for easy handling. 

e 6 Strand No. 18 

¢ 6 Strand No. 20 

¢ No. 3 Cushion 
Center 

© 4 Strand No. 20 

© 7 Strand No. 18 
Aluminum 

NETTING 

Easily identified by 

the famous ROOSTER 

trade mark, Wright- 

line Reverse Twist 

Netting with reinforc- 

ing line wires unrolls 

perfectly straight and 

flat —and stays that 

way! It’s easier to use 

— has no sags or 

bulges. Furnished gal- 

vanized either before 

or after weaving. 

G. F. WRIGHT STEEL & WIRE CO. 
2460 MALT AVENUE ¢ LOS ANGELES 22, CALIFORNIA 

Write today for catalog on these and other fine Wright Woven Wire Products 

Industrial Wire Cloth © Woven Wire Lath © Hardware Cloth 
Wire Strand © Gutter Guard © Packaged Ga 
Flower Fence © Insect Screening © Hexagor 

° Welded Wire 
Wire ie 

Retires from 
Baker & 
Hamilton 

Perry Shea 

SAN FRANCISCO — Wholesale 

salesman Perry Shea, retired recently 
from the local hardware wholesale 

firm of Baker & Hamilton. 

Shea began his career in the hard- 

ware field in 1920. He covered Ari- 

zona, New Mexico and West Texas 

for Momsen-Dunnegan-Ryan Co. Shea 

later was associated with Shapleigh 
Hardware Co. and Simmons Hardware 

Co. in south central and north central 
Kansas. He joined Baker & Hamilton 
in 1938. 

Taking over for Shea at Baker & 

Hamilton, is Ernest Rixon. He will 

handle Shea’s territory in the Santa 

Rosa area. Rixon was sporting goods 
specialty salesman. He has been with 

the wholesale firm for about 11 years. 

| Porter Names Joyner 
Hawaiian Sales Mgr. 

HONOLULU—James H. Joyner was 
named manager, Hawaiian sales for 

H. K. Porter Company, Inc. He will 

represent all Porter divisions in the 

state and will be responsible for both 

sales and service of the company’s 

products. 

Joyner was most recently Western 
Regional sales manager of Porter’s 

Thermoid Division. He joined Porter 

in 1950 as a salesman in the Atlanta, 

Ga., branch of Quaker Rubber Div., 

now a part of Thermoid Div. 
Since 1953 he has served in various 

executive positions with Quaker, and 
later Thermoid, on the West Coast. 

He will make his headquarters at 515 
Merchandise Mart Building, Honolulu. 

Atkins Names Dahm Agent 

DENVER—Kenneth J. Dahm Co., 

Inc., 1164 Elati Street, has been 

named hardware sales agent by the 

Atkins Saw Div. of Borg-Warner 

Corp. 

Dahm representatives will call on 

hardware wholesalers in five states 

spanning the Continental Divide from 
Wyoming to the Mexican border. Ac- 
counts will be serviced from Atkins 

factory warehouses in Portland, Ore.; 

Los Angeles and San Francisco, Calif. 

The Dahm Co., all Atkins warehouses 

and the main Atkins plant are con- 
nected by a TWX network to insure 
overnight deliveries. 

€—For Details Circle 20 on INQUIRY CARD 
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S-K/LECTROLITE PAYS YOU EXTRA CASH DIVIDENDS 
When you sell S-K/Lectrolite, you have complete profit protection 

on the tools your customers prefer 

Highest degree of acceptance on the market 

today makes S-K /Lectrolite socket and flat 

A FAST SELLING LINE 

WITH 4 TO 6 TIME TURNOVER 

wrench sets exceptional profit makers. 

Realistic, competitive pricing puts these 

fine tools head and shoulders above 
Set sales alone deliver more than twice the 

all other lines. You get top merchandising business possible with an ordinary line of 

help with S-K /Lectrolite, too. 

And although the line is simplified, it 

satisfies over 90% of your customers’ 

demands. Yes, from stock to sale, 

S-K /Lectrolite is the tool line you can 

count on...for quality, for user 

acceptance and for profit! 

individual wrenches. 

You offer your customers more for their 

money. 

Handsomely plated finishes, rugged strength, 

perfect balance and precision-finished open- 

ings...truly the highest quality wrenches. 

Tools never become obsolete... they're built 

to last... your customers stay satisfied. 

SEE THE EYE-APPEALING DISPLAYS ON REVERSE 



1/2/29 |a a9 

e Displays supplied FREE with stock erent stew 
* 

ecoeeensesenees sss 

e Compact... attractive arrangements to 
to catch customers’ eye 

e Makes stock-checking faster... simpler... 

more accurate 

You'll like the way these displays help you sell S-K /Lectrolite wrench sets. Carefully 

designed to give top eye-appeal and to make maximum use of a small amount of 

space... they work their heads off. There is no charge for these new displays... 

another example of the thorough merchandising aid you get from S-K /Lectrolite. 

Write today for your personal copy of our SpaSaver* DISPLAY BROCHURE. 

*Trademark 

Individual sets have top customer appeal, too! 
SK-5 Display 

S-K socket sets have long been 
the favorite of men who make 

their living with tools. Sets 

come in handsome steel chests. 

Lectrolite wrench sets give you 

twice the volume of individual 

wrenches. Sets are packed in 

tough vinyl and plastic bags or rolls, 

each with grommets for hanging. 

L-6 Display CHICAGO 32, ILLINOIS e DEFIANCE, OHIO 

Designers and Manufacturers of 

Quality Wrenches Since 1923 



Rexinger Heads NEMA Section 

S. C. Rexinger, Elgin, Ill., vice 

president, Domestic Appliances, Toast- 
master Div., McGraw-Edison Co., has 

been re-elected chairman of the Elec- 
tric Housewares Section of the Na- 

tional Electrical Manufacturers Assn. 
The Section is composed of companies 
producing practically every known 
small electric appliance on the mar- 
ket. 

The Section also re-elected two 
other top officers. N. H. Schlegel, vice 

president — marketing, Cory Corp., 

Chicago, was renamed vice-chairman 

of the Section, and Arnold O. Wolf, 

vice president and general manager, 
Hamilton Beach Div., Scovill Mfg. 
Co., was re-elected as representative 

on the Consumer Products Division’s 
board of directors. 

The industry’s program next year 
will be directed toward stimulating 

utilities to promote electric house- 

wares and obtaining wider consumer 

publicity about the various items pro- 

duced by member companies of the 

Section. 

Sharpe President ASPFE 

Kenneth B. Sharpe, executive vice- 

president Sharpe Mfg. Co., West 

Coast manufacturer of Spray paint- 
ing equipment, has recently been 
elected president of the National 

Spray Painting and Finishing Asso- 

ciation by an agreement of the asso- 

ciation members. 

Sharpe states that “the purpose of 
the ASPFA will continue to be the 

education of the trade and public in 

the ways of spray painting and the 

use of spray finishing as the modern 

way of applying paint.” 

Dahm Co. Rep for Sprayit 
DENVER — Kenneth J. Dahm Co. 

Inc., Denver Colorado, has _ been 

named sales representative for Elec- 
tric Sprayit division of Thomas In- 

dustries Inc., Louisville, Ky. 

The Dahm Co., will be responsible 

for sales of Sprayit portable paint 

spraying equipment in the Rocky 

Mountain States area including Ari- 

zona, New Mexico, Colorado, Utah, 
Idaho, Montana and Wyoming. The 
firm is located at 1164 Elati Street 
in Denver. 

Where's The Number? 

Due to mechanical limitations the IN- 

QUIRY NUMBER is sometimes omitted 

at the bottom of an ad. To find the 

inquiry number check the INDEX TO 

ADVERTISERS on Page 68 of this issue. 

CIRCLE THE NUMBER — WE DO THE REST 

€— For Details Circle 21 on INQUIRY CARD 
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Builders Hardware Elects 

J. E. O’Keefe, A.H.C., Builders’ 
Hardware Inc., West Hartford, Conn. 
has been elected president of the Na- 
tional Builders’ Hardware Assn. 

Westerner W. H. McAninch, A.H.C., 

was elected 1st vice president. He is 
a member of the Northwest Builders’ 

Hardware, Inc., Seattle, Wash. Second 

vice president is N. F. Barber, A.H.C., 

Chandler & Barber Co., Boston, Mass. 

Another Westerner, James C. Car- 

roll, Union Hardware & Metal Co., 

Los Angeles, Calif., is one of three 

past presidents serving on the execu- 
tive committee. 

Be Sure to Stock 

NEWS 

The 1961 convention will be held 

Oct. 15-18 at the Fontainebleau. Hotel, 
Miami Beach, Fla. 

McCulloch Makes Blasius S.M. 

LOS ANGELES—McCulloch Corp., 
manufacturer of power chain saws 
and other two cycle engine products, 

has appointed Donald C. Blasius gen- 
eral sales manager. He will assume 

responsibility for the nation-wide 
sales and service of McCulloch chain 
saws, kart engines, target drone en- 

gines and related accessories. 

CHAPIN’S NEW 1961 
HANDY HOSE SPRAYERS 
Improved Design! A Complete and Eye-appealing Line! 

On Target 

for high-volume 

sales in your 

fast-growing 

lawn and garden market! 

Attaches to garden hose, operates on 

water pressure! Zinc alloy die cast 

cap; brass swivel hose coupling; stain- 

less steel deflector. Complete instruc- 

tions on ceramic label. The most con- 

sistent in performance of any garden 

hose sprayers! Get all the facts. 

Send for Chapin’s new catalog; write 

Dept. HW-2. 
No. 403—6-gallon for 

liquid or wettable powder 
insecticides, fungicides. 

2 
= 

~. ti 
No. 413—20-gallon for 

liquid and wettable powder 
weed killers, fertilizers, 
lawn moth solutions, 

fungicides, etc. 

No. 404—4-gallon for 
liquid or wettable powder 
insecticides, fungicides. 

No. 406—3-gallon for 
liquid or wettable powder 
insecticides, fungicides. 

Quality Sprayers and Dusters Since 1887 

MANUFACTURING WORKS, INC. 
BATAVIA, N. Y. 

For Details Circle 22 on INQUIRY CARD 



PATIO GARDEN BELLS 
Highly polished and weather resist- 
ant lacquered. Satin black brackets. 

High profit, high turnover. 

HAND BELLS & 
TEA BELLS 
Solid brass or 

nickel plated 

steel, clear 

ringing tone, 
black handles. Full 

line, big sellers. 

COW BELLS 
For parties and sports events. Popu- 

lar year ‘round. Many types, full 

range of sizes. 

* 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 23 on INQUIRY CARD 

SCHEDULE OF CONVENTIONS AND SHOWS 
INTERNATIONAL HOME FURNISHING MARKET, 
The Merchandise Mart, Chicago, Ill. (Thomas V. King, 
The Merchandise Mart, Chicago, III.) 

ANNUAL NATIONAL RETAIL MERCHANTS ASSO- 
CIATION, 49th CONVENTION, Statler-Hilton Hotel, 
New York City, N. Y. (Stephen K. Hall, NRMA, 100 
West 31st St., New York 1, N. Y.) 

NATIONAL HOUSEWARES EXHIBIT, Exposition 
Hall, Chicago, Ill. (Dolph Zapfel The Merchandise Mart, 
Chicago, Ill.) 

INTERMOUNTAIN ASSOCIATION OF HARDWARE 
& IMPLEMENT DEALERS CONVENTION, Hotel Utah, 
Salt Lake City, Utah (Leon Weeks, Intermountain Assoc. 

of Hardware & Implement Dealers, 308 Continental Bank 
Bldg., Boise, Idaho) 

PACIFIC NORTHWEST HARDWARE & IMPLEMENT 
ASSOCIATION CONVENTION, Davenport Hotel, Spo- 
kane, Wash. (Malcolm Smith, 303 Empire Bldg., Spokane, 
Wash.) 

WESTERN WINTER MARKET, Western Merchandise 
Mart, 1355 Market St., San Francisco, Calif. (Henry 

Adams, 1355 Market St., San Francisco, Calif.) 

CALIFORNIA GIFT SHOW, 52nd, Ambassador and Bilt- 
more Hotels, Brack Shops, Merchandise Mart, Los An- 

geles, Calif. (Trade Shows Ltd., 3510 Council St., Los 

Angeles 4, Calif.) 

MOUNTAIN STATES HARDWARE & IMPLEMENT 
ASSOCIATION CONVENTION, Cosmopolitan Hotel, 
Denver, Colo. (F. W. Reich, Mountain States Hardware 

& Implement Assoc., 1233 Spruce St., Boulder, Colo.) 

PACIFIC SOUTHWEST HARDWARE & HOUSE- 
WARES SHOW, State Fairgrounds, Phoenix, Ariz. (Pa- 

cific Southwest Hardware Assoc., Otto Grieg, managing 
director, 1519 South Garfield, Los Angeles 22) 

NORTH COAST RETAIL HARDWARE ASSOCIATION 
CONVENTION & SHOW, Olympic Hotel, Seattle, Wash. 
(North Coast Retail Hardware Assoc., Martin W. 
Danko, Rt. 12, Box 109, Fife Square, Tacoma, Wash.) 

. 29-Feb. 2 NATIONAL ASSOCIATION OF HOME BUILDERS 
17TH ANNUAL CONVENTION AND EXPOSITION, 
Conrad Hilton & Sherman Hotels and Coliseum, Chicago, 

Ill. (National Association of Home Builders, 140 S. Dear- 

born St., Chicago, Ill., D. B. Grady, Chairman) 

WESTERN CHINA, GLASS, GIFT, JEWELRY, TOY, 

STATIONERY AND HOUSEWARES SHOW, Exhibit 

Hall, San Francisco, Calif. (Kay Leber, WMEA, 1355 
Market St., San Francisco, Calif.) 

CHINA, GLASS & GIFT MARKET, Merchandise Mart, 
Chicago, Ill. (Thomas V. King, The Merchandise Mart, 

Chicago 54, Ill.) 

WESTERN STATES HARDWARE - HOUSEWARES 
SHOW, AND CALIFORNIA RETAIL HARDWARE 
ASSN. CONVENTION & SHOW, Brooks Hall, Civic Cen- 
ter, San Francisco, Calif. (Krueger Jacobsen, 122 9th St., 

San Francisco, Calif.) 

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 



You get sales-proven display models 

with Zonal hardware 

56 different display models are now available 

to National Manufacturing Co. dealers. These 

attractive display units show off the finish, 

workmanship and mechanical features of many 

fast-sellers in the National line. A display 

model shows your customers how a particular 

item looks when installed; it lets them “try 

out” sliding door sets. Stop hiding your mer- 

chandise—put National hardware out where 

your customers can see it, try it, buy it. 

Join the swing to National Manufacturing 

Co. Write for free catalog. 

x NATIONAL MANUFACTURING CO. 
* 16011 First Avenue Sterling, Illinois 

For Details Circle 24 on INQUIRY CARD 
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In this new catalog 

any plier your customers want 

Here is a catalog with 16 pages filled with pliers of every 

description—side cutters, oblique cutters, long nose cut- 

ters, shear cutters, end cutters—a style, size and type for 

every conceivable job. Included are the new Klein midget 

patterns, hardly longer than a package of cigarettes— 

ideal for electronic work or model making. A copy of this 

catalog should be in the hands of every hardware store. 

WRITE TODAY 

Catalog 103-A, listing and describing scores of Klein 

Pliers, will be sent on request. 

"Since 1857" 

KLEIN 
7200 McCORMICK ROAD « CHICAGO 45, ILLINOIS 

For Details Circle 25 on INQUIRY CARD 

NEW PRODUCTS 

FIRE MARSHALL trash burner in 
three- bushel size of aluminumized 

steel construction for resistance to 
rust, burn-out and corrosion. Fire is 

completely enclosed.—General Metal- 
ware Company 

For Details Circle 276 on INQUIRY CARD 

PORTABLE POWER DIGGER is op- 
erated by 12-volt battery from car or 

truck. Will dig three to seven-inch 
holes 32-inches deep. Unit is designed 

for one-man operation.—Speed King 
Manufacturing Co. 

For Details Circle 132 on INQUIRY CARD 

TITAN “LITTLE GIANT” chain saw 
is designed for the occasional user 
that take care of odd jobs around the 

farm, cottage or home. Perfectly bal- 
anced for ease of handling.—The 

Jaqua Company 

For Details Circle 268 on INQUIRY CARD 

HARDWARE WORLD 



This is a BIG wheel 
the illustration is several times bigger than the origi- 

nal ... and it is an important wheel often entrusted to 

cut hundreds of dollars worth of glass. Yes, it is a 

Glass Cutter wheel! It is a FLETCHER wheel. That’s | 

what makes it important. It is lubricone impinged. 

And now FLETCHER again leads with a Ball Bear- 

ing glass cutter for the user who wants the very best. 

Each cutter is in a plastic Pocket Caddy containing an | 

oil pad. 

is a full 40% profit for the dealer. 

your jobber. 

No ane 

THE FLETCHER - TERRY COMPANY 
FORESTVILLE, CONN. | 969 SOUTH STREET ° 

__ For Details Circle 26 on INQUIRY CARD 

Be the first to stock these new cutters. There | 

Order through | 

‘Heslins and Hobbies — 
a fine “PROFIT -TEAM’ 

Add hobbies to hardware and you build traffic, 
build sales, build profits. Entrance into the hobby 
field is easy for hardware retailers in California, 
Oregon and Washington. You have access to the 
West’s most extensive line of pre-sold, brand- 
name model and hobby merchandise, plus mer- 
chandising aids, and counsel based on 23 years’ 
specialized experience. Write for information, or 
ask to have a representative call on you. 

9D. N, e Distributor of Hobby Supplies 
e e Wholesale only 

598 POTRERO AVENUE, SAN FRANCISCO 10, CALIFORNIA 

For Details Circle 27 on INQUIRY CARD 

Clean up with 
GOTTSCHALK 

p——— METAL SPONGES! 
One profitable Gottschalk sale leads to 
another... because these are the customer- 
pleasingest metal sponges made! Spirally 

spun from continuous strands of selected 
metals, so that, in normal use, they will not 
unravel, shed particles, or scratch the finest 
surface. A size and type for every cleaning 

and scouring job, attractively packaged 
and priced for impulse sales. Keep 
Gottschalk in stock... and in sight! 

GOTTSCHALK METAL SPONGE SALES CORP. 
Dept. HW, Philadelphia 40, Pa. 

For Details Circle 28 on INQUIRY CARD 
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MAIN OFFICE: 4865 San Fernando Rd. West 
Los Angeles 39, California 

EASTERN PLANT & WHSE: 850 W. Jackson Bivd. 
Chicago 7, Illinois 

rcle 29 on INQUIRY CARD 

—hWWI L H OLD crass | raster 

WILSHIR 
MANUFACTURING CO 

SPREADS FURTHER! 
SANDS EASIER! 

AMAZINGLY STRONG! 
OVER 3000 PSI 

DRIES QUICKLY * DRIES CLEAR 

WILHOLD 
GLUES INC. 
los Angeles 31, Chicago 44 

1089 

AMAZING WITH WOOD 
PAPER * LEATHER » TABLE-TOPS yy 

For Details Circle 30 on no? CARD 

KRYLON 
SPRAY PAINT 
Advertised in Life, Saturday Evening Post, Good 

Housekeeping, Better Homes & Gardens, American 

| Home, McCall’s, Ladies’ Home Journal, Popular 
| Mechanics, and Sunset Magazine. 

| KRYLON, INC. 

The Brand with Demand! 
NORRISTOWN, PA. 

For Details Circle 31 on INQUIRY CARD 
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Soin He Parade 

aleng the Freeway... 

ts Profits ! 
STOCK UP ON FREEWAY.BROOMS 

FREEWAY all purpose brooms 
are sweeping more and more 

patios, barbecue areas and side- 
walks in the West... 

With its DURATEX plastic fibres 

that pick up dirt by magnetic ac- 

tion, the FREEWAY is rapidly 
becoming the West’s leading broom 

... iS impervious to commonly used 

petroleum and caustic products... 
will outlast conventional brooms 

three to one... 

EXCELLENT FOR INDUSTRIAL 

AND FARM USE ALSO 

pUSE np0M 

pee” 

Give your customers a TREAT —stock 
up on FREEWAY all purpose brooms 

AMERICAN 

PUSH BROOM CO. 
fi =\ 114 Fern Street 

San Francisco » ORdway 3-889] 

For Details Circle 32 on INQUIRY CARD 
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NEW PRODUCTS 

| BUILT-IN. electric can opener has 
matching door which can be painted 

to match kitchen decor. Opener starts 

and stops automatically and has other 
automatic features.—Burgess Vibro- 

crafters, Inc. 

For Details Circle 135 on INQUIRY CARD 

NYLON LOCKSET has all internal 
parts oil-less. Molded nylon has been 

tested for equivalent of 80-years with- 

out wear. Roses and knobs available 

in four finishes —Lockwood Hardware 

Manufacturing Co. 

For Details Circle 131 on INQUIRY CARD Squeeze Bottle Colorants 
An all-purpose tinting color that 

may be dispensed by squeezing a silk 

screened transparent plastic bottle 

will tint all types of paint; interior 

or exterior; latex, vinyl, alkyd, or oil 

base. Colors have exceptional strength 

and are finely ground for excellent 

dispersion. Available in the most 

needed colors.—Adelphi Paint & Color 

Works, Ine. 

For Details Circle 152 ON INQUIRY CARD 

NEW! 
Rad Devily 

Dragon nas 

Skin 

STEEL. 
SANDPAPER 

MULTI-PURPOSE set of sockets for 

nuts, bolts and screws. Super Sock- 

etool set includes ratchet handle, 

screwdriver bits, square and hex sock- 

ets and adapters.—Shelton Products 

Company 

For Details Circle 133 on INQUIRY CARD 

*SMOOTHS... 
Wood, plastics, 

metal 
USE BOTH HANDS ON BROOM with 
this modern center balance dust pan. 

Handle or pan is centered as electric | 

iron is. Pan sits level with rear leg | 

keeping edge of pan flush.—Pretty 

Products, Inc. 
Union, N. J., U.S.A. 

For Details Circle 134 on INQUIRY CARD 
For Details Circle 33 on INQUIRY CARD 

For Details Circle 34 on INQUIRY CARD——> 
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Colorful 
Sales Aids 

To Help You 
Sell 

THE PROFITABLE LINE 
OF APPLIANCES PRICED 
TO MEET DISCOUNT 

COMPETITION 

YOUR LIBERTY 

DISTRIBUTOR 

CAN FURNISH 

WINDOW BANNERS 

PENNANTS-SHOWCARDS 

AD MATS, ETC. 

FOR DETAILS... 
ASK YOUR LIBERTY 

DISTRIBUTOR 

Or write 

R. C. VEREEN 

Managing Director 

Liberty Distributors 
Box 95 = Phila., Pa. 

For Details Circle 35 on INQUIRY CARD 
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NEW PRODUCTS 

\%-inch electric drill. 
| controls power. Comes with shank 
| adapter and Phillips head and slotted 
| bits. Drives screws fast.—The Stan- 

ley Works 

For Details Circle 122 on INQUIRY CARD 

WALLBOARD CLEAT is: ideal for 
corner application on ceiling and 

walls. Cleats are nailed on studs. 
Wallboard is then nailed to cleats. No 

nailing strips needed.— Sargent & 

Company 
For Details Circle 123 on INQUIRY CARD 

| ALL-PURPOSE SAW is said to be 
| able to cut hard surfaces without 
| damaging skin or clothing. Safety- 

Saw features oscillating blade. No 

| chips or broken blades.—Stryker Man- 
ufacturing Company 

For Details Circle 125 on INQUIRY CARD 

SCREWDRIVER ATTACHMENT for 

Friction clutch | 

NO TIP TINNING is necessary with 

new alloy tip. Soldergun tip is wiped 
clean with dry rag. Other features 
of electric gun is built-in light and 

fast heating. — Cummins Portable 

Tool Co. 

For Details Circle 126 on INQUIRY CARD 

NEW WOOD FOLDING RULES 
have brass name plate and a set of 
letters for personalizing the rule. Two 

models available in “Gold Tip” or 
“Silver Tip.” Rules are six feet.— 

Evans Rule Company 
For Details Circle 127 on INQUIRY CARD 

THE “610” is the woodsman’s reliable 
partner. Has increased lugging power 

while maintaining a lighter weight. 
Bow saw attachment is designed for 

pulp woodcutting.—Pioneer saws 
For Details Circle 254 on INQUIRY CARD 

HARDWARE WORLD 



NEW PRODUCTS 

UNIVERSAL HAMMER HANDLE is 
made of glass fibers called Nupla- 

glas. Hammer head is secured with 
an epoxy. Mechanic’s hammer has 

interchangeable tips for each job.— 

New Plastic Corporation 

For Details Circle 128 on INQUIRY CARD 

6033 

SCRAPER-BRUSH for cars’ keeps 

windshield clear of snow and sleet 

and whisk cleans upholstery. High 

impact plastic Car Whisk fits glove 

compartment 

pire Brushes, Inc. 

For Details Circle 129 on INQUIRY CARD 

PUSH BUTTON is feature of safety 
knife. Swedish steel blade has Lewis 

push button. Blade is protected when | | 
not in use. Five blades included with 
knife.—Flash Manufacturing Co. 

For Details Circle 130 on INQUIRY CARD | 

For Details Circle 36 on INQUIRY CARD———»> | 

Free. 
Self-service 
TES EN 
Merchandisers 
from 

CAMPBELL 
CHAIN 
help you 
earn 
over 

100% 
MARK-UP! 
Merchandisers cost you nothing 

when you buy a chain assortment 

More sales through display —and 

every sale earns you more than 

100% mark-up 

Complete chain department 

with either unit—in approxi- 

mately one square foot of space 

Variety of assortments available. 

New display has these features: 

Load from front 

Handy bins for accessory items 

New chain cutter attached 

Handy chain-end holders 

Tilted to provide better display 

Suggested retail price sticker supplied 

Interchangeable welded and weldless reels 

Stand and cutter for light chain are supplied free 

with the purchase of various assortments. 

GET COMPLETE INFORMATION FROM YOUR 

CAMPBELL WHOLESALER, OR WRITE DIRECT 

CAMPBELL CHAIN 
on FACTORIES: York, Pa.; West Burlington, lowa; Union City, Calit 
CHAIN 



IN MEMORIAM 

FRANK L. CAMPBELL 
Frank L. Campbell, 70, former 

hardware executive, died September 

22, 1960, at his home in Philadelphia, 

Pa. 

Prior to his retirement in 1957, he 

served as executive vice president and 

member of the board of directors of 

Fayette R. Plumb, Inc., Philadelphia. 
He was director and secretary of 

Delta File Works, Inc., and the Gra- 

ham Rotary File and Tool Corp., both 
Plumb subsidiaries. He worked 50 

years with Plumb. Starting in 1907 

as office boy, Campbell eventually be- 

came salesman and sales manager. 

He is survived by his wife, Mabel 

N., and daughter, Mrs. Frank Cole, 

who resides in California. 

JOHN H. McCARTHY 
LOS ANGELES — John H. Mc- 

Carthy, one of the original partners in 

the Bellevue, Calif. firm of McCarthy 

and Sparling, now known as Sparling 

Hardware, died here Sept. 10, follow- 
ing a brief illness. 

STEVE KRUSOFF 

OROVILLE, Calif—Steve Krusoff, 

plumbing and hardware dealer here 

since 1938, died Sept. 9 at Eastern 

State Hospital after a long illness. 

Krusoff moved his business to its pres- 
ent location in 1943 following which 

the business was conducted as a part- 
nership. He regained full interest in 
1958 and operated with his nephew, 

Jordan Krusoff, Jr. 

Cal Spray Changes Name 

RICHMOND, Calif. — California 

Spray-Chemical Corporation president 

H. J. Grady has announced that effec- 
tive October 1, 1960, California Spray- 

Chemical Corporation will be known 
as the Ortho Division of California 

Chemical Company. 

The reorganization results from a 

decision by Standard Oil Company, 

the parent firm, to expand further 

into chemicals. To facilitate this move, 

SOCAL is consolidating all its chemi- 

cal interests into one subsidiary, Cali- 

fornia Chemical Company. 
Under the new arrangement, Cali- 

fornia Spray-Chemical Corporation, 

SOCAL’s agricultural and garden 

chemical organization, becomes the 

Ortho Division of California Chemical 

Company. The division will be headed 
by Grady as president. Grady has 

been associated with California Spray- 
Chemical Corporation in management 

capacities for the past 34 years and 
became its president in February of 

this year. 
Grady stressed the change will not 

affect company personnel, line of com- 

munication or distribution with Ortho 
customers. 

Hendrick Joins Porter-Cable 

as Sales Training Head 

The appointment of Elwin Hendrick, 

Jr., as sales training manager of the 

Porter-Cable Machine Company, is 

announced by E. L. Tabat, vice presi- 
dent in charge of marketing. He will 

be responsible for training of com- 

pany salesmen, as well as dealer and 

distributor personnel for the Portable 

Tool Division and Gasoline Products 
Division. 

MARSHALLTOWN TROWEL COMPANY -« MARSHALLTOWN, IOWA 
___ For Details Circle 37 on INQUIRY CARD — 

MAK-A-PIN 
12-in. lengths of 
ROUND steel bars 

It's new, it's versa- 
tile— hundreds of 

TEHR-GREEZE FABRIC CEMENT | 
In Handy Self-Dispensing Plastic Squeeze Bottle 
Same high quality patching cement in a handy 
plastic squeeze bottle that eliminates messy pad- MACHINE 
dies, brushes and waste. For the instant repair for irs of of tarpaulins, binder canvasses, canvasses, leather KEY STOCK ee 7 a N 
material or any item it can penetrate. Thousands a ( a VER die par oo Phd of uses. Sold by leading jobbers and dealers % P | ; = “a ove chanics machine everywhere. Comes in 2 02., 6 oz. and 1I6é oz. plas- | 4 j 60 SIZES heoa. farmers, do- tic bottles. Larger sizes pack AVAILABLE it-yourselfers Mok- 

ed in glass containers. Write ae ‘ A-Pin rounds are for free sample, prices and ; copper-coated; can 
literature. be riveted, will cold 

bend; are easy to 
weld, easy to cut. 
Handy display pack 
contains 10, 12-in. 
bars in 7 sizes: '/" 

PACKAGED 

The aaa that changed buyers’ 
habits—12-inch lengths of cold fin- 
ished steel, zinc-coated. Made . 
to + .003"' oversize; rust-proof; just 
cut, file and fit. Reduce storage 
and handling costs. Proven in hun- j 
dreds of applications throughout to '/"". Size marked 
the world. Over 60 sizes stocked. on each bar. 

DEVAN-JOHNSON COMPANY 
514 Rathbone Ave., Aurora, Ill. 

For Details Circle 40 on INQUIRY CARD 

1960 WESTERN WHOLESALERS’ DIRECTORY 

includes general line and major specialty 
wholesalers serving hardware retailers in the 
13 Western States. This |6-page annual 
directory gives valuable information about 
executives, buyers, territory served, types of 
merchandise handled, special sample i isplay 
rooms, special salesmen and special ser- 
vices offered. Price $2.00. Send check to 

HARDWARE WORLD SERVICE BUREAU 
1355 Market Street, San Francisco 3, Calif. 

Comes in attractive 3 
color counter display 
carton. (12 to a pack- 
age). 

VAL-A COMPANY 
700 W. Root St. 

Chicago 9, Ill. 

_For Details Circle 38 on n INQUIRY | CARD _ 

NATIONAL 
HDWE SHOW 

Ask Your Distributor 
about these other 

JORDAN Quality Items 

TOGGLE BOLTS 

mChsite 

SPRAY CAN HANDLE 

Carbide Tipped 
MASONRY DRILLS 

PLASTIC LEG TIPS 

MIAMI 47, FLA. 
y 
Rae 3030 H.W. 75th Street an 

For Details Circle 39 on INQUIRY CARD For Details Circle 41 on INQUIRY CARD 
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Use Inquiry Postcard for Further Information About SPORTS NEW PRODUCTS 

ALL PURPOSE TENT for beach, 
camp, ice fishing, etc., has no center 

pole to take up space. Tent erects or 

collapses in three minutes. Folds into 

30-40” pack.—Mills Manufacturing Co. 
For Details Circle 235 on INQUIRY CARD 

ECONOMY BUNGALOW TENT is an 
ideal family tent for overnight camp- 

ing or summer vacations. Sleeps four 

on cots. Front door has screen zipper. 
Canvas floor sewn in.—Fulton Cotton 

Mills 
For Details Circle 237 on INQUIRY CARD 

NOVEMBER 1960 

\ Wautical Know-How 4 

ROPE WHIPPING of vinyl formula- 
tions and comes in four sizes and four 

popular colors. Used for all profes- 

sional rope work. Easy to use. Can 

be attached in seconds.—Contempo- 

rary Creations 

For Details Circle 238 on INQUIRY CARD 

“YARD KART” for young and old 

features one handle controls for brak- 
ing and starting, simple auto-type 
steering, rugged racing type engine, 

all-welded frame. — Hayes-Te Equip- 

ment Corporation 

For Details Circle 236 on INQUIRY CARD 

RUNNING LIGHT and flag staff com- 

bination combines popular USCG ap- 

proved red and green running light 

with 1344” flag staff. Of zine alloys, 
chrome plated.—Seiss Manufacturing 
Co. 

For Details Circle 239 on INQUIRY CARD 

LIVE BAIT SURF REEL features a 
4 to 1 fast retrieve gear ratio, free 

spool, and multiple-dise star drag. 

Has oversize torpedo handle and con- 

stant mesh gears. —True Temper 

Corporation 

For Details Circle 240 on INQUIRY CARD 
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Use Inquiry Postcard for Further Information About SPORTS NEW PRODUCTS 

THE “ESKIMO” sleeping bag of 

forest green poplin is water-repellant 
treated, with flannel lining. Has full 

length zipper, snap fastener at top.— 

The American Pad & Textile Co. 
For Details Circle 230 on INQUIRY CARD 

AXE AND KNIFE combination for 
hunters and campers features clean 
cutting edge even under hardest use. 
Head cannot come loose. Sheath per- 

mits axe or knife to be used sepa- 

rately.— Western Cutlery Co. 

For Details Circle 233 on INQUIRY CARD 

OUTBOARD BOAT RAILS designed 
to fit all outboards from 15 to 20 
footers. Chrome-plated aluminum rail 
is called “Safe-T” Rail and includes 
installation instructions.— Hy Styles 

Marine Products 

For Details Circle 234 on INQUIRY CARD 
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LONGHORN REVOLVER has 5!” 
barrel that gives owner authentic feel, 

even to weight, of old range side- 

arms. Fires nine shorts, longs or LR 

in .22 caliber.—High Standard Manu- 
facturing Corporation 

For Details Circle 241 on INQUIRY CARD 

ONE-HAND, single-lever control for 
all outboard motors features positive 
stop in neutral. Fits right or left 
hand installations. Available in con- 
tinuous lengths.—Teleflex Industrial 

Products, Inc. 

For Details Circle 242 on INQUIRY CARD 

BOAT BAILER PLUGS in many 
sizes, models and variations provides 

leak-proof and vibration-proof pro- 
tection. Snap shut or open with ease. 
Stay in place when locked.—Moeller 

Mfg. Co. 
For Details Circle 243 on INQUIRY CARD 

HOME TARGET SHOOTING is safe 
with this electrically operated moving 
target for all air guns. All-steel tar- 

get traps pellets. Set has 34-targets, 

measures 18 x 15 inches.——Marksman 
Products. 

For Details Circle 244 on INQUIRY CARD 

“BUCKTAIL SPOON” for light bait 
and spin fishing. Combination spoon 
and bucktail trailer comes in several 

colors. Weighs 4 ounce with weed- 

less or non-weedless hook. — Louis 
Johnson Company. 

For Details Circle 245 on INQUIRY CARD 

ecieoe « 

MINK TRAP is new model in line of 
Victor Conibear traps. Lightweight 
trap can be used in water or blind 
sets. Jaw spread is 41, x 4! inches. 
Trap assures clean, quick killing.— 

Animal Trap of America. 

For Details Circle 246 on INQUIRY CARD 
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SETS TWO WORLD RECORDS 

EYA FLEET) C.R.O.M 

FISHERWOMAN Mrs. Mert Fuller, 
wife of the president of Hoodwink 

Tackle Co., Los Angeles, proudly dis- 

plays her men’s and women’s light 

tackle world record Pacific sailfish 
caught on Western “W-40” eight 

pound test monofilament. With her is 

Manuel Flores, Mazatlan skipper. 

‘“‘TAKE ’EM FROM LOW 
WATER?” is the title of an article 

appearing in Sports Afield magazine, 

October issue. Written by W. R. Slay- 
maker II, of the Slaymaker Lock Co., 
Lancaster, Pa., the article gives 

Slaymaker’s tips on fishing in low 
water lakes and streams. 

Based on 14 years of experience, 

beginning in the Swiss Alps, the 

article points out that the most im- 

‘ge 

portant thing in fishing low water 
streams is in hiding the line and lure 

in ripples and riffles on the water 
surface. This method when used 
where fish are rising, does not scare 

them off when the lure is cast. 

Teleflex Expands Marine 
Products In the West 
A major expansion program for the 

Marine Products div., Teleflex, Inc., 
has been announced by the company. 

Five new Western sales offices have 
been opened plus a new Marine Prod- 
ucts warehouse in Van Nuys, Calif. 

The Western offices are located at 
4409 Hillard Ave., La Canada, Calif.; 

3435 N.E. Broadway, Portland, 12, 

Ore.; 510 Seventh St., San Francisco; 
18215 Linden Ave., Seattle 33; and 122 
E. 1800 South, Bountiful, Utah. 

New Brinktun Sales Head 

John L. Pickering, III, has been 

appointed sales manager of Brinktun, 
Inc., Minneapolis, Minn. He will di- 

rect marketing of the firm’s sporting 

goods and marine products. 

Martin Heads Kalamazoo Sled 
F. Earf Martin was elected presi- 

dent and director of the Kalamazoo 
Sled Co. and the Kalamazoo Furni- 

ture Co., Kalamazoo, Mich. Martin 
was formerly vice-president of sales. 

OLYMPIC SHOOTING FORM 

WORLD CHAMP in the recent Olym- 
pic Pistol Match at Rome was Marine 

Captain William McMillan. The 31- 

year-old ace of the United States 

Olympic Pistol Team won‘ over top 

marksmen of Russia and Finland in 
a shoot-off after the three had tied 
in the regular competition with scores 

of 587, the Olympic record. In the 

shoot-off each had to fire three, four- 

second series of five shots at a human 
silhouette. McMillan scored a total 

of 147 points out of a possible 150 

(including a perfect 50 out of a possi- 

ble 50), to defeat Finland’s Linnosvuo 
with 140 points and Russia’s Zabelin 
with 135. McMillan was shooting a 
.22 caliber “Olympic” target auto- 

loader designed and produced by High 
Standard Manufacturing Corp., Ham- 
den, Conn. 

DRAPER-MAYNARD SPORTS EQUIPMENT 
is best! 

Just like “too many cooks spoil the broth’ —the more sport- 
ing goods lines you have, the more headaches! More costs, 
too! You save when you stock and sell the one complete line of 
sports equipment your customers know . .. Draper-Maynard 
and MacGregor golf and tennis. You reduce inventory head- 
aches, brand confusion, duplication of orders, effort and paper 
work. In their place you get a complete line, with quality 
assured, quick delivery, faster turnover and higher profits. 
Get the full story. Write today for complete information, cat- 
alogs, and name of your nearest Draper-Maynard wholesaler. 

DRAPER-MAYNARD SPORTS EQUIPMENT 
Me Lithy Dog hint” a division of The MacGregor Co. 4861 Spring Grove Avenue, Cincinnati 32, Ohio 

NOVEMBER 1960 
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There's just one reason why 

more stores sell Atlas Tacks, 

Nails and Brads than any 

other brand: 

BETTER 
PROFITS 
But there are four reasons 

why they make better profits 

with Atlas: 

1. Better packages 

2. Complete line 

3. Faster turnover 

“BETTER 
DISPLAYS 

More than 25,000 of these famous 

Atlas Tack & Nail Bars in actual 

use have proven their ability to 

move merchandise at 2 to 3 times 

normal rate — through self-service, 

impulse buying. Holds more than 

200 of Atlas’ famous % Ib. window 

boxes. Takes less than 114 sq. ft. 

of counter space. 

Fast, Regular 
Service 
Monthly Carlo 
Shipments 

tlas “= : CORP. 
HENDERSON, KENTUCKY 

Represented in the West for over 50 years by: 

HUGHSON & MERTON: Los Angeles 

San Francisco ¢ Seattle * Salt Lake City 

For Details Circle 43 on INQUIRY CARD 
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INDEX TO ADVERTISERS 

(This index is published as a convenience and not as a part of the advertising contract. Every 
care is taken to index correctly and no allowance will be made for errors or failure to insert) 

Note: Figures in parentheses () refer 

to Inquiry Card Number which can be 

circled on inquiry card on page 54 

when desiring further 

about advertisement. 
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QUALITY LEVELS | 
A LEVEL i 

FOR EVERY bt 
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Tie-In With . . . 
BRAND NAME SELLING PROGRAM 

FREE TO HARDWARE WORLD READERS 

As a sponsoring member of Brand Names 

Foundation, HARDWARE WORLD of- 

fers its readers enrollment in the selling 

program without the usual $10 enroll- 

ment fee. 

The B.N.F. Brand Name Selling Pro- 

gram will help you capitalize on power- 

ful Brand Name advertising, special 

promotions, selling information and 

ideas that build sales and profit. The 

program also helps develop more creative 

merchandising for you to use. 

You can win national recognition as “Re- 

tailer-of-the-Year” no matter what size 

your store is. Don’t miss this chance to 

cash-in on a selling program at no cost 

to you. 

HARDWARE WORLD 

1355 Market Street... San Francisco 3, Calif. 

For Details Circle 45 on INQUIRY CARD 
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boosts rental 
income 
2 ways 

This proven profit-maker brings rental customers for (1) 

floor polishing, waxing, buffing, steelwooling; and (2) rug 

and carpet shampooing, or floor scrubbing. Simple snap-in- 

place locking clamps on tank enable you or customer to 

convert JW12 from floor polishing to scrubbing in 3 minutes, 

or less. Multiple uses increase sales of many other related 

items, such as wax, floor finishes, steel wool, shampoo, etc. 

JW12 is real customer pleaser— especially women — be- 

cause it handles easily, stows between car seats for trans- 

port, gives do-it-yourselfers professional effect on rugs, 
carpets, floors. Yet entire unit, with tank, shampoo brush 

and all floor attachments — ready for 2-way rental use — 

actually costs less than most single-use scrubbers. For 

full story on JW12 and other Holt rental machines, mail 

coupon today. 

Cradie permits adjusting brush 

to depth of rug pile. 

SALES AND SERVICE CENTERS IN MAJOR CITIES 

) i 19 MANUFACTURING CO. 

669 - 20th St., Oakland 12, Calif.; 10702 - 46th St., Tampa 10, Fla. 

272 Badger Ave., Newark 8, N. J. 4a 
Se SS SSSR SSSR eS eee 

HOLT MFG. CO., Dept. K-11 

669 - 20th $t., Oakland 12, California; 10702 - 46th St., Tampa 10, Florida; 
272 Badger Ave., Newark 8, New Jersey. 

Please send me details on Holt JW12 and other rental machines. 

Name Position 

Firm. 

Address. 

SSeS SSB SS SSS SASF SS SS SS SS BSS SF SSS SF eee ee eS 
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WANTED 

Salesman for, The Bristol Company, 

large nationally known screw manu- 

facturer. Preferably a college gradu- 

ate. Knowledge of fasteners and ap- 
plications and sales experience with 
or through industrial distributors de- 

sirable. Must be willing to travel. 

Straight salary plus expenses. Open- 

ing in the Los Angeles area. Excel- 

lent opportunity, write giving full 
details. Address Box 969, care HARD- 

WARE WORLD, 1355 Market St., 
San Francisco 3, Calif. 

F. N. Almstead & Co. 600-16th St. 

Oakland, Calif. established 1912. 8,000 

California merchants have used our 

service stimulation. Complete close- 

outs and still make a profit. Our spe- 
cialty closed out, San Leandro Hard- 

ware, Tahoe Hardware, Plaza Hard- 

ware, Soderberg Hardware, Farmers 

Hardware, Schlukabier Hardware, 

Chappell Hardware. Many more re- 
quest stimulation sale, Branch Hard- 

ware and others. No obligation, write 
or call. 

HARDWARE and MORE 

Rancher & Oilfield Supply, wholesale, 

retail yard 76,000 sq. ft., store, ware- 

house, workshop 6,150 sq. ft., 5 pipe 

racks. Big possibilities. Health forces 

sale. Inventory cost $20,000. Gross 
over $50,000. Total price $50,000. On 

highway 126, P.O. Box 396, Fillmore, 
Calif. 

Where's The Number? 
Due to mechanical limitations the IN- 
QUIRY NUMBER is sometimes omitted 
at the bottom of an ad. To find the 
inquiry number check the INDEX TO 
ADVERTISERS on Page 68 of this issue. 

CIRCLE THE NUMBER — WE DO THE REST 

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 
SAN DIEGO AREA 

Suburban shopping center hardware, 

2 yrs. old. Nets $1,000.00 month and 

growing. Stock and fixtures $26,000.- 

00. Address Box A-970, care HARD- 

WARE WORLD, 1355 Market St., 

San Francisco 3, Calif. 

1960 WESTERN WHOLESALERS’ 
DIRECTORY includes 185 wholesal- 

ers located in 63 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 $2.00. 
Send check to HARDWARE WORLD 
SERVICE BUREAU, 13855 Market 
Street, San Francisco 3, Calif. 

Loan Program For 

Shopping Centers 

A program of loans to local de- 
velopment companies for construc- 

tion of shopping centers to be oc- 

cupied exclusively by small businesses 
has been inaugurated by the Small 
Business Administration, a govern- 

ment agency. 

Loans will be approved for con- 

struction, conversion or expansion— 

including acquisition of land—for 

shopping centers. 

The Small Business Administration 

can be of assistance to small firms so 

that they can participate in shopping 

centers. 

Lenox Expands in Mexico 

John M. Tassle, president of Lenox, 
Inc., announced today that the com- 
pany had formed a wholly owned 
Mexican subsidiary, the Compania In- 

ternacional de Plasticos Lenox, S.A. 

de C.V., for the purpose of manufac- 
turing melamine dinnerware and 
allied products in Mexico. 

The company’s long-range plans 
called for the further development of 
Central and Latin American plastic 
dinnerware markets. Construction of 
the plant in San Bertolo Naucalpan, 

just outside of Mexico City, has been 
completed and manufacturing is 
scheduled to begin in February, 1961. 

Roy L. Caple of Mexico City has been 
named vice president and general 
manager, and George Barranco, also 

of Mexico City, has been named sales 

manager. 

Patterson Elected Yale Head 

Gordon Patterson was elected pres- 
ident of Yale & Towne Mfg. Co., re- 

cently. He succeeds Gilbert W. Chap- 

man who has retired after 11 years 

as president. 

Patterson was formerly president 
of Square D Co. He becomes the 
seventh president of Yale & Towne 
since 1868. 

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. 

Monopoint Glide Bakelite Caster Cup 

70 

furniture. 
silently, \ 

Set of 4 on = 
a 3-color card. 6 Sizes, 
a”, 4%”, 17, 19/16", 14", 14%". 

PROMPT SHIPMENT 
Ask your jobber, if he is not supplied, write 

ROBERT E. MILLER & CO., INC., 
35 Pearl St.. New York 4, N. Y. 

For Details Circle 47 on INQUIRY CARD 

Set of 4ina 
3-color Box, Rubber Expander 
12 Boxes in 7 Eide, Tubular Glide 

Adjustable Tubular 
Thumb Tack Spring Type Cushion Glide 

HARDWARE WORLD 



on fast moving 
Spring Garden 
Accessories 

JSQUARESPRAYS’ retail dealer’s 
The only sprinkler that really waters and sat- value cost 
urates a square area from 2’x 2’ to 35’x 35’. 

GETS THE CORNERS! SAVES WATER! 
NO WET WALKS! Designed for tandem 
hook-up to allow several SQUARESPRAYS 
to be used in series. Built-in cartridge chamber $ 
allows fertilizing while watering. All metal 38 85 
construction. List Price: $2.95 each. . ' 

1 2 BOXES (1 Counter Display) 

WATERFEED'’ 30-10-10 

FOR LAWNS: Concentrated, cartridge-form 
fertilizer, water-soluble. WILL NOT BURN. 
Odorless. Non-toxic, safe for use around chil- 
dren and pets. One cartridge will effectively 
fertilize 50 sq. ft. For use with SQUARE 
SPRAY +954 WATERFEEDER and $ 
other fertilizer applicators. Box 20 cartridges. 
List Price: $1.00. Ld 

we t+ 4 4 v4 PROFIT 
DEALER BUYS 

6 each (1 Counter Display) 

WATERFEEDER'’ MopEL 954 

Fertilizer applicator for cartridge or tableted 
water-soluble plant foods. Attaches to any type 
watering or sprinkling device, SQUARE- 
SPRAY", soaker, hose, faucet, etc. Holds as $ 
many as 4 WATERFEED® cartridges at one 
time. List Price: $1.99 each 5 

2 BOXES BULK-PACK 

WATERFEED'’ 30-10-10 

The economy-pack. Contains 200 fertilizer 
cartridges. Once your customers buy WATER- 
FEED" in regular size pack, they want to 
buy bulk-pack fertilizer cartridges and save. $ 
ogg A egg A gall gy returns big profit. $9 90 5 94 

AND YOU GET 3 
SQUARESPRAYS 

FREE 385  °0.00 

$5154 $27.03 
PLUS: FREE POINT OF PURCHASE $51.54 
MATERIALS, SHELF TALKERS, STATE a profit 97.03 
MENT STUFFERS included in each promo A8% dachescstd 

tion package of 487% — $24.51 PROFIT 
r on fast moving garden products that 

relate to each other for multiple sales. 
Please order by name 

Promotion Pack 156 

No orders accepted after January 31, 
' 1961. Delivery anytime. Order as many 

Contributions to finer gardening \ as you like but order NOW. If your 
. jobber is unable to supply you con- 

PROEN PRODUCTS CO., 9th & Grayson Streets, Berkeley, California tact the PROEN PRODUCTS CO 
For Details Circle 48 on INQUIRY CARD 



_ These Dealers Know 
That it Pays To Advertise WARP’S 

and there are thousands more just like them 

: NT 
ngton Hardware 

Co., states, 

ertising lineage on 

dreds of people 

."" Shown 

bove right, own 
portionatel y 

into my store, an 

here with Mr. Hughes is Mr. 

News. 

YOU WILL INCREASE 

SALES AND MAKE 
MORE PROFITS 
IF YOU “TIE-IN” IZ 
THIS FALL WITH 

Henry, Illinois 

Shown above is De i ‘ 

oe Mites Gristensen, Secretary of Warp Bros., and M Kay's Hatchery, Mr Ka ; = vie 

vt te 
. Y Stotes, 

's still in good shape. 
p’s Window Materia 

» and it 
advertise and sell War 

Is yeor after yeor,’’ 

aes 

Ya | ee 
Flex-@-GUASSMWyR:0-GE 

Friday, owners of 

-On Storm Window Ki 

Fridays say, 

certain 

Friday's Store, 
ts, which they ow 

© are well pleased 
that consistent adver 

ny people into our Store."’ 

BIG NATIONAL 
AD PROGRAM 
YOUR FELLOW DEALERS 
SHOWN HERE 
ARE POSITIVE PROOF 
THAT IT PAYS! 

Cortland, New York 

tising 

ts Me Malan Brown, owner of A. B. Brown . 

“| have been selling your Flex-O-Gloss for 

brand other than Warp’s. | am a great 

brings additional customers 

Above left, with Harold Warp, 

Son. Mr. Brown told Mr. Warp, 

years, and | wouldn't think of carrying ony 

know it 
believer in your tie-in ad program, becouse ! 

’ 
into my store.’ 

WHEN YOU SELL Warp* PLASTIC PRODUCTS YOU SELL THE VERY BEST 




