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brings you FULL PROFIT“ 

on all these lines! os 

*Full profit from a full 40% dealer discount on 

all hand tools, multiplied by maximum sales 
volume—from selling a line that’s made right, 

priced right, displayed and packaged right... 
and known to all your customers (profes- 

sionals, handymen, hobbyists, and millions of 

home owners) through long use and years of 

hard-hitting national advertising. 

Send for free illustrated price sheets on whole line. 

Chances are you sell some Red Devil prod- em 
uct now. Why not ask your jobber sales- 
men about other full-profit Red Devil lines? bad 

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



wWOODHiL;, 

y potest 08 /world’s most famous 
fix-it products, mother-in-law approved, too! 

One Tube FREE with every dozen 
\\ l DURO-PLASTIC ALUMINUM, Liquid STEEL and E-POX-E GLUE 

AGES ee s| [_) ozen 
p< <<) y and then some% 
SS #X eso, : my 

PLUS — = Fr. Bogteices| gives you a special recipe for extra profit! 

at FREE — We put Mother (in-law) dear in the kitchen at the factory and she 

Merchandising Be“ cooked up a deal that’s the best HARDWARE WEEK SPECIAL we've 
Sy ever had for you. Not one, not two, BUT THREE SPECIALS on the 

fastest selling products . . . in the nation’s fastest 

selling fix-it line. All this backed 

Hen ene ees, up by the biggest local and 
5 

ot- <I ty national advertising program 

P ' in DURO-PLASTIC history. 

Mother-in-law Approved Promotion 

ee eo 

= 

* EXTRA SPECIAL! 
You really get 14 tubes 

for the price of 12 
because in every Baker's Dozen there is 

a valuable coupon. 12 of these coupons 

earn you one dozen tubes FREE of any \ 
DURO-PLASTIC 69c item: LOCK-it, Darn, 

RETAIL VALUE ‘ PLASTIC MENDER or WHITE GLUE. Com 

Order By Stock Numbers 513.69** plete details in each carton. 

* BD-SPA-1 DURO-PLASTIC ALUMINUM J DEALER COST i 
© BD-LS-1 Liquid STEEL \ only $7.20 per doz. eee eo 

Offer Expires 

* BD-EPX-1 DURO-PLASTIC E-POX-E GLUE *® cashing in the bonus coupon. April 30, 1961 

WOODHILL CHEMICAL SALES CORPORATION 1390 East 34th St. + Cleveland 14, Ohio 
“Originators and World's Largest Manufacturers of PLASTIC ALUMINUM” 

For Details Circle 2 on INQUIRY CARD 



“The dust never has time to settle, since 

| set up this Z7px2/ merchandiser” 
Nattonat RL says FLOYD H. SCHARFENBERG 
DW, TWIN CITY HARDWARE 

BLOOMINGTON, ILLINOIS 

With the National No. 100 Mer- 

chandiser you can display 88 

Visual-Pac items plus a big shelf 

stock of Picto-Graphic cartons in 

only 8 sq. ft. of floor space. This 

well-built, attractive fixture 

works as hard as a salesman 

on straight commission, and it 

comes complete with peg board 

display hooks, identification 

tags and 30-in. top sign. 

National hardware is packaged for 

greater eye-appeal ... buy-appeal. Picto- 

Graphic cartons, decimal-packed for easier 

inventory control, have a “tell-all’” label 

that shows exactly what’s inside. The 

Visual-Pac line offers you the broadest 

selection of builders’ hardware available 

anywhere in self-service packages. 

Join the swing to National... hardware 
that’s packaged for today’s busy, merchan- 

dising-minded retailer. Write for free 

circular. 

e wie 

NATIONAL MANUFACTURING CO. 
16103 First Ave. Sterling, Illinois 

For Details Circle 3 on INQUIRY CARD 

MARCH 1961 
1 



* 

This time T . offs 
6 out of 10 | | ele 

customers 

will buy a good mower A | I. 

Sell the big 

replacement market 

Pennsylvanra 
the quality line! 
Here are the facts! Over 60% of this year’s power mower sales 
will be replacements. Your customers will be looking for and 
buying a proven-dep?ndable, nationally advertised line. 
Pennsylvania, famous maker of quality mowers since 1877, 
has the big, bold line that will stop customers in their tracks. 

America’s most successful stores prove Pennsylvania’s sales 
power! Pennsylvania backs the dealer with national adver- 
tising, sales-getting promotions and a whole battery of 
selling aids, 
What about styling and features? Pennsylvania has both! 
Take a long look at the smooth, smart design of each 
model—the industry’s finest! Compare outstanding fea- 
tures like the exclusive Power T: ae Off Kit and Out- 
board Mower and you'll soon see why Pennsylvania 
dealers everywhere chalk up a solid sales record sea- 
son after season. What’s more, Pennsylvania’s Dis- 
tributors from coast to coast are geared to back you 
with plenty of service and merchandise right when 
you need it... at your peak selling time. Make sure 
of your mower money this year—get on the Penn- 
sylvania sales wagon now! Write us at Exeter for 
name of your nearest Pennsylvania Distributor. 

*° Pennsylvania Power Mower 
American Chain & Cable Company, 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 4 on INQUIRY CARD 
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Clean — CF«I Nails are chemically cleaned so they are com- 

pletely degreased. 

Hold Firmer — Because CF«I Nails have no grease or lu- 

bricant left on them, they hold firmer. 

Sharp Points — CF«lI nail points are cut clean, then 

rumbled to remove any “whiskers”. They drive easily. 

Easy To Handle— They are packaged in layers so you 

can literally “grab a handful”. 

Save Storage Space— As CF«I Nails are layer packed, a it - 

the new cartons are smaller, saving storage space. They still The Colorado Fue! and tron Corporation 
° s Denver - Oakiand 

contain the same accurate, standard weights. Sales Offices in all Key Cities ors 
For Details Circle 5 on INQUIRY CARD 
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HARDWAREWORLD EDITORIAL 
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Shaking Hands with an Octopus 

Many dealers have been approached by stamp companies to take on 
their stamp plans as a “business incentive program.” 

As soon as they do it’s like shaking hands with an octopus. These deal- 
ers find it is practically impossible to shake loose from the critter. It also 
reaches out with its tentacles to all their competitors and associates in the 

neighborhood and gets a firm grasp on them, too. 

Practically everyone in the trading area will eventually have some sort 
of a stamp program. Then the incentive part of the program becomes 
practically nil. It amounts to a discount as far as the dealer is concerned. 
In some cases this will cost as much as three per cent of his volume. This 
is even more than the general average for a hardware store’s advertising 
program. This means then that no funds are left for advertising, unless 

the percentage is raised. 

In the state of Washington, a trading stamp law was enacted in 1913 

by the state legislature which makes trading stamps redeemable for cash 
only. This law is being challenged by the stamp companies. In a bulletin 
put out by the Spokane Valley Chamber of Commerce, it is stated, “It is 
the experience of merchants who have used the trading stamps that they 

do not build business. If only one store in an area had stamps they might 

increase the sales. Since, however, there are several hundred stamp com- 

panies, when one retailer introduces a stamp plan all competitors do, 
so there is no advantage.” 

In Wyoming in January, the State Supreme Court reaffirmed an earlier 
decision that the state law prohibiting stamps is constitutional. 

Some hardware dealers have given up their stamp plans. Some have 

used a rather heavy advertising and promotion plan to overcome the 

immediate change. Others have found that they have lost considerable 

business for the first few months. 

Most merchants who continue using the stamp plan, however, do not 

do so because of their love for the octopus. It is fear that keeps them at- 

tached to the monster. 

If it’s an incentive program that you want, you should confer with 

other merchants who do not use stamps in your trading area. Also con- 
tact your wholesalers and other people in the trade who can give you some 

ideas on how to go about truly getting customers in your store. 

If you want to really bring additional customers into your store, the 

octopus can’t help you. 



BUSINESS 

TRENDS IN THE WEST 

Business Outlook Conference Sees 

Sales Upturn Later This Year 
December Sales Spotty in Most Areas, 
But San Diego Shows 10% Increase 

California will surpass New York in retail 

sales in 1961, according to a prediction made 

by Ernest A. Jones, advertising agency execu- 
tive, at the annual Business Outlook Conference 
held on Jan. 11, by the Los Angeles Chamber of 
Commerce. 

Pin-pointing the prediction to Southern Cali- 
fornia, Eaton W. Ballard, vice president and 

treasurer, Broadway-Hale Stores, Inc., was more 

conservative. He said, “For the first four months 

I predict a loss of perhaps three per cent in 

sales. From May through the end of the third 

quarter, retailers will be doing well to equal 
last year’s sales. 

“By the time the fourth quarter rolls around, 

consumer confidence may have been restored to 
the point that the average housewife will be in 
urgent need for new items and will be in the 

mood to spend a little more freely for Christmas. 

“If so, the last quarter of 1961—and it is this 
period that counts in retailing—should show 

an increase sufficient to offset the loss of sales 

earlier in the year and perhaps close the year 

with a new record in sales, though by a narrow 
margin.” 

In looking back over 1960, Ballard blamed 

the consumers’ choice of increasing their sav- 
ings rather than buying goods as the chief 
reason for a slump in retail sales. He pointed 

out that national savings, which at the end of 

1959 had been accumulated at the rate of 22.8 
billion, “has recently been accumulating at the 

rate of $29.2 billion, an increase of $6.4 billion 

that failed to show up at the cash registers 
of the country’s retailers.” 

You can look for a highly competitive mar- 

ket to prevail for the next few years, accord- 

ing to Martin R. Gainbrugh, chief economist 
of the National Industrial Conference Board 
and another panelist on the “Outlook” program. 

“The seller,” he pointed out, “is no longer an 

order taker. Instead he recognizes that his very 

survival demands that he sense as quickly as pos- 

sible the wants, needs and requirements of his 
customer and quickly reallocates his resources 

to mesh with changes in demand.” 

December sales were up in only a few areas, 

according to the final department store sales 
report for the Twelfth District issued by the 
Federal Reserve Bank of San Francisco. 

San Diego showed the greatest increase, with 

a 10 per cent gain over the previous year. South- 
ern California as a whole showed no appreci- 
able change. 

Northern California showed a three per cent 
gain. San Francisco was up only one per cent, 

while Alameda and Contra Costa counties show- 
ed a five per cent increase. The Central Valley re- 

gion of California was up just one per cent, 
with Bakersfield dominating at seven per cent. 

The Pacific Northwest was down one per 
cent. The Portland area showed the only gain 

—one per cent. 

The Utah and Southern Idaho region showed 

a two per cent gain, with Salt Lake City ahead 

with four per cent. 

Sport Fishing Ranks High 
In The 13 Western States 

Hardware dealers in the West with sporting 

goods departments can look forward to a bet- 
ter-than-average number of fisherman pros- 

pects. The West is continuing to rate high in the 
number of paid fishing license holders, according 

to the Department of Interior, Fish and Wild- 

life Service. 

There were 3,845,599 fishing license holders 

in the 13 Western States in 1959, according to 

the service. This represents 19.3 per cent of the 

national figure of about 20 million license holders 

California lead all states with 1,475,977. The 

second state was Minnesota with 1,238,250. Of 

the Western States the next highest were: 

Colorado, 406,130; Washington, 366,366; and 

Oregon 325,278: 

Fishing license cost was greater in the West 
. . « $14,513,041.24, representing 29 per cent of 

the National figure. 

HARDWARE WORLD 



NEW... 
RAINBOW 

NEW.. Large size NEW... ASSORTMENT 
No. 500 ASSORTMENT features 4 each of the 

Comprising 18 bats bats shown below 
in a Floor Display Carton 

includes 

6 BASEBALL BATS 

8 LITTLE LEAGUE BATS 

4 SOFTBALL BATS 

SOFTBALL NUMBERS 
(for Fast Pitch play only) 

For Details Circle 6 on INQUIRY CARD 
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WASHINGTON 

N EWS FOR WESTERNERS 

By DAVID R. HEINLY © Chilton News Bureau, Washington, D. C. 

Westerners Pace New Frontiers, 

But Pace Is Slowing Down 

Quality Stabilization 

Replacing Fair Trade 

President John F. Kennedy’s “New Frontiers” 
are beginning to take definite shape. There are 

many implications, both good and bad, for 
Western businessmen. 

Despite “liberalization” of the House Rules 
Committee (by adding three new members, in- 
cluding California Democrat Bernie Sisk of 
Fresno), many Kennedy programs will face some 
tough sledding. 

Some of the measures now in the pot of in- 
terest to Western businessmen are: 
Minimum Wage—Kennedy wants retail cov- 

erage and a “gradual” hike in the wage floor 

to $1.15 this year, $1.25 in two years. The key 
feature, of course, is retail coverage. Retailers 

covered by the Fair Labor Standards Act will 
be subject to the same federal regulation and 

controls that the biggest U.S. industries face. 
Social Security—Kennedy is pledged to add 

medical care for the aged to the program. 

He has also asked for expanded retirement 
benefits, more liberal limits on disability, out- 

side income which may be earned. Employers’ 
tax burden could soar if Kennedy gets all he 

asks. 

Housing and Construction—Lower interest 

rates on FHA loans and increased public hous- 
ing projects are what the President wants here. 
He is also anxious to set up a cabinet-level ‘“‘De- 

partment of Urban Affairs’ to handle these 

affairs. Problem may be to find funds enough 

to back demand for low-interest rate loans. 

Mining and Natural Resources—Kennedy can 
be expected to favor a proposal by two West- 

ern Republican Senators, Gordon Allot of Colo- 
rado and Wallace F. Bennett of Utah, to establish 

a national mining and minerals policy. Plan would 

boost mining industry, organize resources de- 
velopment and stimulate new research. Kennedy 
also favors development of water conservation 

programs, may spend heavily on this in Western 
states. 

The Quality Stabilization bill of Rep. Ray 

Madden, Indiana Democrat, may be the new 

hope of frustrated Western fair trade supporters. 
While Madden denies his bill is a “Fair Trade” 

measure, many of its provisions will accomplish 
the same ends—prevention of cut-price sale of 

brand-name merchandise. Despite shyness of 
Congress to vote price fixing laws, there is 
strong pressure in this direction. Supporters 

of the Madden bill say there is more interest in 
the idea this year than ever before. 

High Cost of Mailing to Go Higher 

Western dealers can look for higher rates 
on both shipping and mailing in the months 
ahead. President Kennedy has thrown his weight 
behind former President Eisenhower’s perennial 

plea for higher postal rates. Congress will 
probably go along with the proposal after it 
is convinced that added revenues will be spent 
where they are needed. Railway Express rates 
inched higher in January when the ICC approved 

a 20-cent increase on most less-than-carload 
shipments. New rates affect small manufactured 

goods such as hardware shipped in less than 
full carload bulk. 

Westerners in the News 

Paul B. Fay, former executive vice-president 

of Fay Improvement Co., San Francisco con- 

struction firm, has been named Under Secretary 

of Navy. New Interior Secretary, Arizona’s Stew- 
art L. Udall, has filled top echelon spots in 
Department with more Westerners than there 

is room here to mention. 

HARDWARE WORLD 



Stop Cutting Netting! 
oar 

NETTING 
wee NO CUTTING * ONE PACKAGE * THREE 

in Seconds Soe LENGTHS THAT SELL * NO REMNANTS! 

to become Stop spending 20 minutes per sale. Make each 
sale in 1 minute or less! Enjoy full-roll, full- aye Roll | pee sem 

One 25’ Roll> SaeRMS in 1” or 2” Mesh—20 Gage— Standard Widths 
No Unrolling! No Measuring! No Re-rolling! 

No Tying! No Scrap! 

PRODUCTS 

Sine 5/8 C@G3¥) GILBERT & BENNETT 
QUALITY Georgetown, Connecticut e Bluelsiand, Illinois 

For Details Circle 7 on INQUIRY CARD 
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YOU CAN “PUT THE BITE” ON’ 

If you tested Southern fasteners 

for quality by using the old-time 

“bite” method, they’d pass the 

test without a doubt. Southern 

fasteners will stand any test 

for quality because they are 

made by USA specialists 

using USA materials. 

You can “put the bite” on Southern 

for service, too. Contact your 

Southern distributor today, or 

write, wire or phone Southern 

Screw Company, P. 0. Box 1360, 

Statesville, North Carolina. 

Phone TRiangle 3-7213 

Wood Screws @ Stove Bolts @ Tapping 

Screws @ Drive Screws @ Machine 

Screws and Nuts e Carriage Bolts 

SCREW COMPANY 
STATESVILLE > NORTH CAROLINA 

Warehouses: New York @ Chicago 

Dallas @ Los Angeles 

For Details Circle 8 on INQUIRY CARD For Details Circle 9 on INQUIRY CARD ———»> 
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ico) am e}|el-mmaiadiale|-mr-talommelallolar— 
your best real value is 

SQUARE GEE” PIPE FITTINGS 

Here is why. The excellent quality features of Grabler Square ‘‘Gee"' Pipe Fittings 

are the result of more than fifty years of experience making the best pipe fittings 

— better. Your order for Grabler Square ‘‘Gee’’ Pipe Fittings from your.best 

source — your wholesaler, is assurance that your requirements are handled 

promptly and completely. The combined advantages of quality, service, and dis- 
tribution economy consistently make Grabler Fittings your best real value buy. 

Give your wholesaler an order today. 

The Grabler Manufacturing Company, 6565 Broadway, Cleveland 5, Ohio 

Grabler Warehouses serving your 

best source — your wholesaler 

New York e¢ -Philadelphia »« New 

Orleans ¢ Boston e¢ Atlanta e« 

Pittsburgh * Cincinnati » Dallas 

Chicago « St.Louis « Detroit « 

Denver . San Francisco . 

Minneapolis « Los Angeles 
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PRODUCTS 

HERE IS LATEST INFORMATION ON NEW AND IMPROVED MERCHANDISE 

YOU CAN SELL. FOR MORE INFORMATION CIRCLE NUMBER ON INQUIRY 

Sownspou! [im 
Mtpaig Kit 

one aes 

"es ond AF 
de ll 

“SELF - SOLDERING” metal patch 
repairs gutters and downspouts. Re- 
pair kit adheres to metal, wood, rub- 
ber and most plastics. Kit has 128 sq. 
in. patch plus solvent. — Woodhill 
Chemical Corp. 

For Details Circle 100 on INQUIRY CARD 

FOLDING NURSERY is cabinet 
which opens from two sides. Can be 
used with room divider. Use to store 
juvenile furniture and toys. Cabinet is 
six feet high and two feet deep.— 
Hamilton Cosco, Inc. 

For Details Circle 101 on INQUIRY CARD 
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FUN FOR ALL with this Merriplay 
Rick-Shaw. Said to roll easily over 
most terrain with its 16 in. wheels. 
Can~“be used as stroller or buggy. 

Rick-Shaw is 56 in. long. — Goshen 

Mfg. Co., Inc. 

For Details Circie 102 on INQUIRY CARD 

od 

BARBECUE BLOWER is battery op- 

erated. “Even-Glow” blower looks like 
a flashlight, but has fan on one end. 

Runs on two flashlight batteries. Use 
on camp fires and in drying hair.— 
Ray-O-Vac Co. 

For Details, Circle 103 on Inquiry Card 

FUN IN THE WATER with “Loaf 
n’ Float” water chair. Sit back and 
relax in plastic foam chair which is 
said to be unsinkable. Weatherproof, 
rotproof chair is safe in salt water.— 
Aeroplastics Corp. 

For Details Circle 104 on INQUIRY CARD 

KEEP SEEDS IN THE GROUND 
with “Soil-Set.” Patented rubber- 
based garden spray provides protec- 
tive blanket for seeded lawns. Coat- 
ing resists wind and rain storms.— 
Alco Oil & Chemical Corp. 

For Details Circle 105 on INQUIRY CARD 
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SHAMPOO TANK for floor polishing 
machine converts machine to scrubber 
or shampooer. Tank mounts over mo- 
tor and snaps into place with two 
adjustable locking clamps.—Holt Mfg. 

Co. 

For Details Circle 106 on INQUIRY CARD 

SPRINKLER CONTROL for auto- 
matic lawn sprinklers. Sequa-Matic 
valve has timer which controls length 
of time sprinkler operates. Pre-select 
time of day and days of week for 
sprinkling. — John Bean _ division, 
F.M.C. 

For Details Circle 107 on INQUIRY CARD 

e 

HOSE-END APPLICATOR for spray- 
ing fertilizers and insecticides to 
lawns. “Fastgun” is made of poly- 
ethylene. Will make 10 gallons of 
spray mixture from one filling of 
quart tank.—H. D. Hudson Mfg. Co. 

For Details Circle 108 on INQUIRY CARD 

MARCH 1961 

SPRAY PAINTER is low pressure 
system for home use. Sprayer fastens 

to any quart can of paint. Connects to 
tank or canister vacuum cleaner for 
fast painting. Only one adjustment 
needed.—Hyde Mfg. Co. 

For Details Circle 109 on INQUIRY CARD 

DRY CHEMICAL fire extinguisher 
holds 24 pounds. “Kidde Kompact” is 
said to be equal to eight one quart 
carbon tetrachlorides. Carrying han- 
dle unlocks safety release when pick- 
ed up.—Walter Kidde & Co., Inc. 

For Details Circle 110 on INQUIRY CARD 

CUTTER BLADE is included in Plas- 
Ties package. Plastic ribbons have 
wire core for tying bags, plants, etc. 
Spool contains 840 inches. Other sizes 
available include 50 and 200 ft.—Plas- 
Ties Co. 

For Details Circle 111 on INQUIRY CARD 

“ 

PERFECT HOLES for drilling with 
automatic centering tool. “Center 
Sink Locator” tool centers itself in 
countersunk holes of hardware and 
drills hole of proper depth.—Norfolk 
Products Corp. 

For Details Circle 112 on INQUIRY CARD 

BATTERY FENCER is transistor- 
ized with “dial the shock” control. 
Bulldozer electric fence uses six-volt 
battery. Heavy transformer gives 

positive shock. Test light included.— 
Electro-line Products Corp. 

For Details Circle 113 on INQUIRY CARD 

BUTTON LATCH for cupboard 
doors. Taloned latch can be mounted 
flush in shelf. Adjustable grip holds 
nylon button. Tightening screw in- 
creases operational pull from 3 to 14 
pounds.—Wilco Products. 

For Details Circle 114 on INQUIRY CARD 
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880 OXCO 

SPEEDY-CLEAN 

SCRUBSTER 69¢ 

THE BRUSHES FEATURED 

IN GOOD HOUSEKEEPING 

THE OXCO 

PEEDV-A LEAN 
LINE 

In the May issue of Good House- 

keeping, Oxco features three of its 

most popular household brushes. 

Like all Oxco brushes for home use, 

they’re loaded with consumer 

appeal . . . modern styling, highest 

quality, and the merchandising 

power of the Good Housekeeping 

Guaranty Seal. Tie in with this 

extra sales impact by ordering 

Speedy-Clean brushes from your 

Oxco Jobber now. 

i. #660 OXCO SPEEDY-CLEAN 

#770 OXCO SPEEDY-CLEAN PAN BRUSH 59¢ 

DISHWASHER 98¢ Double value with this double duty 
High impulse appeal in this novel and useful utility brush. One face of white tampico 

brush. Strong polypropylene bristles set in for scrubbing, other of pure brass wire 
Solid plastic handle make short work of wash- for scouring, set in solid plastic handle. 

ing dishes and glassware, or preparing them Carded. One doz. to carton in assorted 
for dishwasher. Carded one dozen to carton in pink, yellow, and new sandalwood g@ 
assorted pink, yellow and. new sandalwood handl 
handles. enerse. 

OX FIBRE BRUSH COMPANY, INC. 
OX FIBRE pmo ae Inc. 
teeoeaicn MARTLAND 

For Details miei Soa 10 on puna CARD 
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COMPARE 
with hammers selling for 

up to *1.00 more 

New True Temper Briar Edge 
"é di $2.79 Suggested retail . 

That, in a nutshell, describes the new True Temper 
Briar Edge. But compare its features with any other 

wood-handled nail hammer priced up to $1.00 more! 

The handle — select hickory, fire-hardened — smooth, 
The look er the heft ee comfortable and splinter-free. Die-gauged and shaped 

for balance and “‘feel’’. Power-driven and securely 
« « wedged in eye that has an 8-way taper. 

of a highe r priced The head—eye-catching, rich, smooth, baked-enamel 

black finish with polished face and bell. Heat-treated 
three ways— (1) for hardness of face to drive heaviest 

hammer! nails, (2) for strength at eye section, (3) for extra 
toughness and springy claw action. 

The claws—taper-forged with uniform bite to pull 
heavy nails or small brads. 

This new True Temper Briar Edge is available in 
7, 13, 16-o0z. nail hammers, and 16-oz. ripper. Call 
your True Temper wholesaler today. True Temper, 
1623 Euclid Avenue, Cleveland 15, Ohio. 

@IRUE TEMPER. 
your basic line... your money line 

For Details Circle 11 on INQUIRY CARD i 
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Sell more, make more with Weldwood's 

WELDWOOD WOOD PRESERVATIVE contains high potency 5% 
Pentachlorophenol and deeply penetrating oils. Prevents rot, mildew, 

warping; retards shrinking and swelling. 

WELDWOOD 

EXTERIOR CLEAR 

SPAR VARNISH 

WELDWOOD SPAP VARNISH—a high-gloss, clear finish, unexcelled 
for resistance to wear, discoloration, fungus, checking—even in 

severe conditions, 

Spring’s coming—your customers are getting the urge to 

spruce up their houses, boats and outdoor furniture. So stock 
up now—and clean up with Weldwood® Spring Spruce-Up 
Wood Finishes. 

Special free Weldwood “Spring Spruce-Up” promotion kit 
will help you make this your best profit year ever for wood 
finishes. Plan your product displays around this window 
banner, bring customers into your store with the “Spring 
Spruce-Up” ad mat. 

But hurry—order your Weldwood finishes today. You won’t 
want to lose out on a single sale! 

WELDWOOD EXTERIOR STAINS. Easy to use. Resist fading, 
weather, wear. Four popular finishes: Redwood, Sierra Brown, 
Driftwood, Cascade Green. 

WELDWOOD SPRING SPRUCE-UP promotion kit is now available 
free of charge. For your kit, write to United States Plywood, Dept. 
HW 3-61, 55 West 44th Street, New York 36, N. Y. 

WELDWOOD 

United Stated Plywood, 55 West 44th Street, New York 36, N. Y. 

For Details Circle 12 on INQUIRY CARD 
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“(How come our wholesaler doesn’t stock IGZOO?” 
Well, we'll tell ya! We haven’t yet been able to 

overcome his sales resistance. Why don’t you ask 

him a little harder? But remember, accept no 

substitutes — there’s only one IGLOO. And it’s 

No. 1 all the way — in sales, in acceptance, in 

product superiority. If it’s a portable water 

cooler, it’s gotta be an IGLOO! Write for catalog. 

IGLOO Corp., Memphis 18, Tenn. 

For Details Circle 13 on INQUIRY CARD 
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FEATHERLITE SHOVELS AND SPADES 

MLS—Long Handle, Square Point MLR—Long Handle, Round Point SP-18—D Handle MILR-2—Long Handle, Irrigating 
Drain Spades or Spading Shovel 

STOP...LOOK...BUT DON’T 
i ©) Oe OD," 7 NOt Gh) [Oh A a | BD ~ 1 01 OO) 

KW-10—D Handle 
Ribbed Western Grain Scoop 

y RAW-12—D Handle 
Aluminum Scoop 

{> 

KGPL-2—Long Handle KE-2—D Handle Eastern Pattern 
General Purpose Shovel or Locomotive Scoop 

NEW AND COMPLETE LINE OF USS 

FGS—Floral Shovels 
Socket Shank Pattern 

SLS—Long Handle, Square Point 

FEATHERWEIGHT 

PDS—D Handle, SLR—Long Handle, Round Point 
Square Point 

... PRICED FOR PROFIT...WITH 

eo 

== 

AX 
EF-10—Ensilage or Barn Fork 

j 

RE-30—Lawn Edger 

NOW ‘‘GOLDEN GRAIN” IS A COMPLETE LINE... 

and no tougher, sturdier or handsomer tools are 

being made. Yet they’re competitively priced — and 

they bear the label on steel that sells. What’s more, 

if you don’t see the model you want here, let us 

know. Plenty of other types and sizes are available. 

If there’s a way we haven't thought of to help you 

sell more for more profit, tell us about it. We are 

constantly looking for new ways to help you. 

18 HARDWARE WORLD 
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$D-18—D Handle Ditch 3SLR—Socket Shank Shovel & 3SLS—Socket Shank Shovel & LS-344 —Floral Shovels 
or Post Spades Spade, Long Handle, Round Point | Spade, Long Handle, Square Point Socket Shank Pattern 

DARE BUY TILL YOU SEE THE 
LAWNCOMB LAWN AND SHRUBBERY RAKES WITH REPLACEABLE TEETH 

LF-36—Leafcomb “/ LC-24—Lawncomb 

PLS—Long Handle, Square Point PDR—D Handle, PLR—Long Handle, Round Point PILR-2—Long Handle 
Round Point irrigating Shovels 

THE LABEL THAT SELLS ITSELF 
USS is a registered trademark 

at {+ 
ORDER FROM YOUR HARDWARE OR 
NURSERY JOBBER NOW. OUR HUGE United States Steel Products 
WESTERN STOCKS CAN MEAN SAME Division of 
WEEK DELIVERY ANYWHERE IN THE WEST. seme cesici om 

5100 Santa Fe Ave., Los Angeles, Calif. « 1849 Oak St., Alameda, Calif. 

For Details Circle 14 on INQUIRY CARD 
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Product: Today, as when we pioneered plastic garden hose 
15 years ago, Supplex is absolute tops for quality. A complete 
line. NEW: 1” ID hose and double knit reinforced hose. 

Package and Display: Beautifully and colorfully packaged 
for quick, easy “pick-me-up” selling. New free displays 
available through your jobber. 

Price: Priced to give honest value to your customers. You 
can sell Supplex with confidence. 

Profit: A sound profit structure that you know you can rely 
on at all times...Supplex is always working for your profit 
protection. 

Your loyal support has enabled Supplex to keep on growing 
with you. We shall do all in our power to continue to warrant 
this support and to provide you with products you can sell with 
pride and profit. Your Supplex jobber’s salesman will give you 
full information and full cooperation. 

SUPPLEX 
GARDEN HOSE © SPRINKLERS 

SUPPLEX COMPANY, Garwood, New Jersey, Division of Amerace Corporation 

For Details Circle 15 on INQUIRY CARD 
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There’s Cash-Register Action in This 
One-Two Sales Punch by Remington! 

THE NEW 

AUTOLOADING 22 

The revolutionary structural-nylon and steel design of 

the Remington “Nylon 66” autoloader is harvesting 

rich 22 rifle sales all over the country. Customers are 

going big for this super-accurate rifle with the stock that and the new 

is light in weight, waterproof, oilproof, warp-proof and Soe me , 
warm to the touch. The two great fade-proof colors j Hi-Speed” 22’s 
offered in ““Nylon 66” stocks—Mohawk Brown or ‘ ' with 

Seneca Green—add bonus eye appeal to go with / 
handsome white inlays and perfect checkering. 

So give your customers a good look at this 

bright, new firearm today. You can bet 

that they'll give you a look’at some 

bright, new profits! = U i i oa 7 SS 

You sell lightning speed, pile-driving power and super ac- 
curacy when you stock brand-new Remington “Hi-Speed” 
22 cartridges. And they now offer bright, extra-clean “golden” 
bullets that are ringing up heavy sales everywhere. 

At 50 yards out, a Remington “Hi-Speed” packs more 
punch than a standard 22 does at the muzzle. So when 
customers come looking for the cartridge that puts more 
power in their shooting, make sure you have this new 
Remington ammunition on hand with both the solid and 
hollow-point “golden” bullets. 

Kemington, 
“Hi-Speed” 1s a trademark of Remington Arms Company, Inc Bridgeport 2, Conn. In Canada: Remington Arms of Canada Limited, 36 Queen Elizabeth Bivd., Toronto, Ont. 

For Details Circle 16 on INQUIRY CARD 
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Add needed closet space 

to any house — easily installed, 

low-cost, last a lifetime! 

For the most efficient use of closet space, KV Uloset 
more and more builders and homeown- 

ers are specifying K-V Closet Fixtures. 

Built to give a lifetime of service, K-V 

Closet Fixtures are easily installed and 

keep clothes tailor-fresh. Ask your K-V 

representative about this complete 

quality line or write for our catalog. 

K-V 8 Adjustable Closet Bar. Fully adjustable, hangs more 

clothes more neatly. Four stock sizes, 18” to 72”, fit all closets 

up to 96” wide. Durable, low-cost, lasts the lifetime of the 

house. Easily installed. Bright nickel finish. Hangers can be 

placed on bar or in nylon glides. 

K-V 9 Snap-in Nylon Hanger Glides. Any woman who ever 

had to straighten out hangers in a closet will appreciate these 

smooth-riding nylon hanger glides designed so they can be 

snapped into inner bar even after bar has been mounted. 

K-V No. 2 Extension Closet Rod. The most widely accepted 

closet rod on the market. Especially designed to add more 

hanging space to closets too shallow for a K-V Clothing 

Carrier. Five sizes, 18” to 96”, to fit all closets up to 120”. Bright 

nickel-plated finish. Easy to install. Will not sag under heaviest 

clothing weight. 

No. 1 Clothing Carrier Virtually 

doubles hanging space in any 

closet. Carrier floats on ball-bear- 

ing rollers. Installed under closet 

shelf. Bright nickel-plated finish. 

No. 3 Garment Bracket Holds six 

or more garments on coat hangers. 

Installed along length of closet or 

door, making use of otherwise 

wasted space. Bright chrome finish. 

No. 724 Portable Loop Shoe Stand 

Holds 9 pairs of shoes neatly and 

compactly — on individual loops. 

Easy to assemble, takes up little 

space. Bright chrome finish, 

No. 550 Trouser and Skirt Hanger 

Each individual clamp arm holds 

a skirt or a pair of trousers. Unit 

attaches to closet wall or inside 

closet door. Bright chrome finish, 

KNAPE & VOGT MANUFACTURING COMPANY, Grand Rapids, Michigan 

Manufacturers of closet and ritchen fixtures, drawer slides, adjustable shelf hardware, sliding and folding door hardware, Tite-Joint fasteners and Handy Hooks for perforated board. 

22 
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NEW DISSTON-CARLSON 

TAPE AND RULE CENTER 

GIVES YOU A FULL 

0 
Selling Price $57.50 

Your Regular Cost $38.33 

Special Promotion Cost $34.50 

Margin 40% 

Stock this customer-inviting Disston-Carlson 
Tape and Rule display for faster turnover, high- 
est profits. Sell and demonstrate these Disston- 
Carlson features: 

Gt EXCLUSIVE Patented Swing-Tip — for 
oy Le really accurate inside and butt measure- 

. ments. Withstands 100-pound pull. 

sf 2. EXCLUSIVE Shock-Resistant Case—2 : | > ES STON<=> 
) “)| counter-poised screws and 4 inside dowels | Le 

hold case together, absorb impact loads if Sei giert oo ge ems alll a 
die-cast case is dropped. 3 ba 

3. Live Steel Blade—Disston-Carlson 
¥ blades are stiffer for longer reach. Mark- 
i> ings are sharply defined—enameled and 
“} lacquered for easier, quicker reading, 

longer life. 

4. 10-Second Blade Change—simply at- 
tach new blade to notched end of spring 

~ leader. There’s no need to take case apart. 

‘‘Hold’’—innerspring balanced to exact 
blade length. Blade holds at point to 
which it is extended, won’t creep. 

6 5. Innerspring Rewind with Automatic 

6. Plus—safe, sturdy, lightweight cases 
for easy handling - stand-up base for 
added convenience - made to U. S. Gov- 
ernment Standards for accuracy. 

Your FREE wall and counter display 
Rules in display are stocked in sizes recommended provides f or: @2ea #78 Blea #416 
in NRHA Turn-over Handbook. Biea #326 &3ea #3210 Ml1lea #525 

ORDER THIS PROFIT BUILDING DISPLAY FROM Blea #328 &83ea #3310 @ 1 ea #550 

YOUR JOBBER TODAY. @2ea #76 @3ea #3312 @1ea #5100 

DISSTON DIVISION PORTER H. K. PORTER COMPANY, INC. 

For Details Circle 18 on INQUIRY CARD 
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Getting Ready for Summer Profits 

Capitola Hardware 
Capitola, Calif. 

SPRING ENDS with a thorough 
store cleaning and re-arrangement 

of displays at Capitola Hardware, 

Capitola, Calif. The store is get- 
ting ready for profits. Summer is 

the season that brings the heaviest 

business of the year to owner, 

Clark Parlier. 

Capitola is in a resort area. The 

regular population is expanded by 
summer residents and weakend 

visitors from San Francisco Bay 

$e... 
«{ 

Spring is the Season to Get Displays Set Heavy Summer Busi- 

ness . . . Housewares, Giftwares and Garden Items are Fast 

Movers . . . Resort Area Store Gets Summer Residents and 

Vacationeers as Regular Customers With Help of Window Dis- 

plays. 

Area and the Sacramento and San proximate center of this expanse 

Joaquin Vallies. of glass. Gift and housewares are 
Special attention is given to dis- featured in the windows to the left 

plays of giftwares, housewares and of the front door. In the right- 
garden items during the summer. hand windows are fe.cured garden 

This is the merchandise that moves items and redwooa toys and nu- 

the fastest for Parlier, so all of his merals. The window display areas 
efforts are directed towards its are quite shallow and unbacked, 

sale. allowing window shoppers to see 
Capitola hardware has display into the store proper. 

windows completely across its wide This same left and right division 

front. The entrance is in the ap- of merchandise that is used in the 

REDWOOD NOVELTIES are arranged in window by 
owner Clark Parlier. Store space is saved by selling 
these items directly from window. Housewares and 
giftwares (below) are featured at left front of store. 
Display islands were built by Parlier so he could display 
his merchandise just the way he wanted it to be. 

HARDWARE WORLD 



display windows is used in the floor 
layout of the store. As a customer 

enters, all of the housewares and 

giftwares are featured in the half 

of the store that is on his left. 

General hardware items, garden 

supplies, paint and tools are stock- 

ed in the half that is to the right 

of the front door. 

Clark Parlier takes advantage of 

the unbacked display windows by 
featuring the merchandise that 

sells best in the summer months at 

the front of the store. In this way 

people passing by that are at- 

tracted to the window display also 

become conscious of the merchan- 

dise that is directly behind the fea- 

tured articles. 

Directly behind the window dis- 

plays are featured the most attrac- 

tive items that Capitola Hardware 

stocks in the giftware and house- 

ware lines. Clark uses a lot of 

glass and bright colored merchan- 

dise on the islands near the win- 

dow in this section. This area is 

particularly impressive at night 

with the window lights spilling 

into, with slightly illuminating the 

merchandise in this section. 

Clark Parlier has an avid in- 

terest in hardware merchandising 

trends. Whenever he has the op- 

portunity he visits other hardware 

stores to see at first hand how the 

7 £ 
| vteent ed 

eee gt. id 

other guy does it. Hardware trade 

magazines also serve to keep him 

abreast of current merchandising 

practices. 

Clark’s interest in merchandis- 

ing has prompted him to construct 
many of his store fixtures himself. 

He feels that the fixture that dis- 
plays an item has more to do with 

the item’s sales ability than is 

generally recognized. Working to- 
wards high summer sales, espe- 

cially in the gift and houseware 

lines, it is imperative that the 

items be well displayed. 

Many of the fixtures at Capitola 

Hardware show Clark’s tremen- 

dous enthusiasm for Peg Board. It 

is his opinion that this functional 

hardboard offers retailers one of 

the best ways of displaying their 

wares. It shows off many items 

better than other types of displays. 

Peg Board can also create new 

merchandising space for the hard- 

ware dealer that takes advantage 

of its versatility, according to 

Clark. Blank walls can be cov- 

ered with it, counter display boards 

can be made from it. In many in- 

stances gondolas, islands or coun- 

ters that have an alleyway on both 

sides, can be fitted with a low Peg 

Board covered panel through the 

center, that will provide a vertical 

display for small items. 

Customers that are drawn into 

the store by the items that move 
well in the summer are also good 
prospects for less seasonal mer- 

chandise. Clark has made sure 

that his patrons are exposed to 

these standards by featuring them 
in attractive displays. Two dis- 
plays that are doing an especially 

good job for Capitola Hardware on 

standard items are the broom and 
mop display and the display of 

hand tools. 

Redwood toys are one of Capi- 

tola Hardware’s good summer 

items. Clark gets these, along 
with a display board of redwood 
letters and numerals, from a Santa 

Cruz, Calif., manufacturer. As the 
toys make a good window display, 

he has found that store space is 
conserved by selling the items di- 

rectly out of the window. The 

shallow, unbacked, window display 

area allows this to be done with 

ease. 
Paint is another item that sells 

well in the summer. Clark works 

on the assumption that it’s better 

to bring customers into the store 

by featuring other merchandise in 

the display windows and then 
bringing the paint department to 

their attention. He believes this 

is easier than to try to build store 

traffic with a window display of 
paint or painting ideas. 

NEAT DISPLAY of garden items is located at right 
front of store. This whole area can be seen from out- 
side of store through windows by sidewalk traffic. 

ADDITIONAL DISPLAY SPACE is gained by using Peg 
Board panels on counters and gondolas. Parlier stocks 
kitchen utensils on backboard of his own design. 
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GIFTWARES SECTION is up front 
near windows. Note use of shadow 
box-type display used in windows 
for showing small items. 

Giftwares, Garden Supplies and Paint Depart- 

ments Show Improved Sales After Changes... 

New Owner Finds That. . . 

Relocating Departments Reaps Benefits 

POWER MOWER DISPLAY fea- Magnolia Hardware 
tures just two price lines. Garden Seattle, Wash. 
supplies are also displayed in this 
area. 

THREE DEPARTMENTS HAVE 
BENEFITED most substantially 

from changes inaugurated by new 

owner Karl J. Miller of Magnolia 

Hardware, Seattle, Wash. Those 

departments are giftwares, garden 

supplies and paints. 

_ In giftwares, sales have been im- 
proved by a wider and more at- 

tractive variety. 

The new owner makes extensive 

use of artificial flowers here. These 

are very attractive to dress up a 

giftware department, he points out, 

and add one more classification 

that sells readily at a good profit. 

In many cases, too, display of ar- 
tificial flowers brings about a com- 

bination sale of the flowers and the 

vase or bow! in which they are ar- 

ranged. 

HARDWARE WORLD 



ADDITIONAL giftwares are 
located along one wall sec- 
tion as well as in front part 
of store. 

A specially built backless shelf 
fixture is used frequently in the 
display window on this side of the 

store, for giftwares. It displays 

prominently a wide assortment of 

merchandise and is effective from 

outside or inside of the store. 

This is a portable unit that can 
be easily taken down and stored. 

The owner uses it intermittently in 

this way, so customers know some- 

thing is going on in this depart- 

ment with frequent changes of 
displays. 

When he took over Magnolia 

Hardware about two years ago, the 

owner decided to eliminate appli- 
ances. In the space made available, 

he now displays garden supplies. 

These had formerly been limited in 

space available and had not been 

well departmentalized. 

Under the present arrangement 

garden supplies occupy about 1000 

square feet of floor space at the 

right rear corner of the store. 
New island fixtures were also in- 

stalled here, providing greater dis- 
play capacity. This has almost en- 
tirely eliminated the need for 
employees to go to the basement 
for replacement stock, which for- 

merly was a frequent necessity. 
Massing displays is_ effective 

here, too. Last year, the store sold 
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doom scare a 

700 cases of fertilizers in the two 
popular brands they carry, primar- 

ily from a single massed display. 

The store lacks adequate floor 

space to display a really wide vari- 

ety of mowers. Nevertheless a sub- 

stantial quantity of these units 

have been sold. In 1959, the store 

sold 34 power mowers and over 40 
in 1960. 

Instead of carrying several lines 

as formerly, the store now carries 

just one first-rate line of power 

mowers. The principal models of 

this line can be displayed on one 

space-saving island fixture. 
For purposes of comparison, the 

store also carries one competitively 

priced power mower. This is about 

a $75 unit and from that the price 
within the best line jumps right up 
to $125 and more. Most customers 

accept the store’s recommendation 

and buy the better quality unit. 

About November 1, the store 
compresses its garden supply dis- 

plays so this merchandise occupies 

about half its in-season floor area. 

BULKY. GARDEN ITEMS such as fertilizer and lawn mowers are stored in 

fenced area at rear of store. Section is roofed over. 



Brought in for special winter dis- 
plays are fireplace screens, furnace 

filters, etc. During Christmas, two 
of the display islands are used for 

Christmas tree lights and decora- 

tions. 

Even during the winter season, 

however, it pays to display some 

garden supplies, Miller believes. 

Dormant sprays sell well in late 
fall and some garden supplies are 

purchased as gifts for Christmas. 

In addition, people are reminded 
that the store handles this type of 

merchandise and that it will be 

available to them in season. 

Paint sales have increased 10 to 

15 per cent by relocation and bet- 

ter departmentalization. Formerly, 

the left rear corner of the store 

was used partly for storage, partly 

for office. 

By better inventory management, 

the new owner eliminated the need 

for an upstairs warehouse and 

moved the office. This liberated the 

corner space which is now used en- 

tirely for paint displays. 

Since at least 90 per cent of 

paint sales require selling service, 

it is advantageous to have this lo- 

cated at the back where customers 

can be given better attention. 

PAINT DEPARTMENT has mixing machine as dominant display. Paint 

section is located at rear of store where customers can get more personal 
service from store personnel. 

Outside at the rear of the store 
a special section has been set up 

for display of bulky and heavier 

items such as the larger sacks of 

fertilizers and peat moss. This sec- 
tion is roofed over and adjoins the 

building proper. It is enclosed by a 

wire fencing. Customers. drive 

right up the alley alongside this 

section so that store employees can 

load merchandise into their cars 

quickly and easily. 

“Lazy Susan” Sells Boxed Wood Screws 

Coppin Hardware 
Puyallup, Wash. 

A SIX FOOT HIGH “LAZY 

SUSAN” sells wood screws by the 
box for Coppin Hardware, Puyal- 

lup, Wash. 

Purpose of the four-sided fixture 

made by owner Al Coppin is to dis- 
play the merchandise more effec- 
tively, in smaller space. 

It is mounted on top of an actual 

lazy susan fixture which supports 

easily the 700 pounds of screws dis- 

played on it. The fixture revolves 
on its base. 

“We sell a lot of wood screws by 

28 

the box and this was primarily de- 

signed for that purpose,” according 

to the owner. “Shelves on two op- 

posite sides were built quite deep. 
“On these, we display the faster 

moving items, putting back-up 

stock behind the boxes in front. 

The other two opposing sides have 

shelves just deep enough for a sin- 

gle line of boxes. We display un- 

boxed screws in popular sizes for 

people who buy in smaller quanti- 
ties, in compartments of an adjoin- 

ing fixture.” 

FOUR-SIDED FIXTURE is checked 
by Al Coppin. Base of fixture is an 
actual lazy susan. 
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Everyone Waits on Sporting Goods Customers 

AT GETTS HARDWARE & 
SPORTING GOODS, Azusa, Cal- 
ifornia, all clerks wait on cus- 

tomers in the sporting goods de- 
partment. 

R. Dean Getts, co-owner, is the 
sporting goods specialist. He knows 
how to talk to the fishermen, the 

hunter or any other type of sports- 

men that the store serves. 

However, with only one man as 

a specialist, there are times when 

customers would have to wait 

around for him. Any clerk serves 

these customers unless they have 

some specific problem that only 
the specialist can solve. 

The department is compact. All 

merchandise is displayed in a 20- 

foot long sporting goods section 

on the right-hand side of the store. 
It has shown a very healthy 

profit for the 30 years it has been 

in the store. 

However, the department is just 
like any other department in the 

store. It is one part of the whole. 

“We have never had any adver- 

tising just for the sporting goods 
section,” states co-owner Harry 

Getts. ‘We want the customers to 

think of us as a hardware store, 

not a sporting goods one. We do 

use our complete name in every 

type of advertising, but that’s as 

far as we go. Neither do we have 

‘specials’ in the sporting goods 

section. 

“As we see it, a store must be 
thought of as just one type... 

and we want ours to be thought 

of as a hardware store.” 
Despite what Harry Getts says, 

the sporting goods department is 

a big magnet to the store. The 

merchandise stock covers hunting 
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Owner of Southern California Store is the 
Sporting Goods Specialist . . . All Clerks Can 
Handle Customers in Sporting Goods Depart- 

ment to Keep Customers From Waiting. 

supplies, fishing supplies, games, 

athletic equipment, etc. 

After 30 years people living in 

the city of Azusa know from ex- 

perience that their sporting goods 

needs can be taken care of at 

Getts. 
Spring and summer are the big 

volume months for this depart- 

ment, mainly due to fishing. Close 

by there is a 28-mile fishing 
stream, and three lakes which put 

forth a challenge to the fishermen. 
During the fishing season, inven- 

tory on fishing rods, lines, and 
other accessories are increased. 

Live bait is also featured. 

Sporting goods shows a good 

i p 

"THE SPORTING GOODS SPECIALISTS" R. Dean Getts (left) takes care 
of request of local sports fisherman at tackle counter. 

profit and it also helps the entire 
store. Many persons coming in 

for sporting goods items only end 

up by walking around the store 
and making other purchases. 

This of course also works in 

reverse. Due to the location, hard- 

ware customers have to walk past 
the sporting goods section as they 
leave by the front door. They 

often get an impulse and buy. 

“We've had the store for 30 

years, and we wouldn’t think of 

discontinuing the sporting goods 

section. Nor will we place it else- 

where in the store. The present 

location by the front door is ideal,” 

relates Harry Getts. 
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MODERN STORE FRONT fits into shopping 
center. Banners fly during opening. 

ATTRACTIVE GIFTWARE CENTER makes shop- 
ping easy for customers in this section. 

Fire Doesnt Stop First California 

Coast-to-Coast Store 

Shopping Center Fire Hits New Store One Month After 

Opening... Store Reopens After One Week of Mopping Up 

Coast-to-Coast Store 

Belmont, Calif. 

ON OCTOBER 27 a crew of of- 

ficials from the Pacific Coast head- 

quarters office of Coast-to-Coast 
in Portland helped the Englerts 

open up the first Coast-to-Coast 
Store in Northern California at 

Belmont, California. 

A 48-page “Grand Opening Sale’”’ 
brochure had been delivered to 

thousands of homes in the Bel- 

mont-San Carlos area to stimulate 

traffic to this store. It continued 

to stimulate business for several 

weeks after the opening. 

30 

One Monday morning about one 

month later, business came to a 

halt. A devastating fire hit the 
Carlmont Shopping Center where 

the store is located. Fortunately 

the fire did not get below the sec- 

ond floor in the section where the 

hardware store was located. 

All the beautiful new merchan- 

dise was dripping wet when the 

owners, Mike “Bud” Englert, Jr. 

and Mike Englert, Sr. and Mrs. 

Englert, walked into the premises. 

Ray Glaholt flew down from 

Portland to help clean-up opera- 

tions. Five women were hired to 
help on the mopping up along with 
the regular staff. About one-sixth 
of the stock was damaged. This 

was done by water. There for- 

tunately was no smoke damage. 

On the sixth day they were re- 
opened for business. The fire 
brought them a lot of publicity 

which helped bring in an increased 
traffic. 

This was quite an ordeal for 

three newcomers to the hardware 
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ISLAND DISPLAY enables ironing board and 
storage bins to be seen. 

field. With the help of their sup- 
plier, they made out quite well. In 
their original program, set up by 

the Coast-to-Coast organization, 

was included an insurance program 

which helped them over this rough 

spot. 

The Englert family had moved 

just a few months prior to open- 

ing their store in California from 
Nebraska. They had_ scouted 

around during the summer for lo- 

cation and liked the San Francisco 

Bay Area. 

Before coming West, Englert, 
Sr. was in partnership in the pro- 

ISLAND GONDOLA is stocked with glassware, 
coffee makers and cookware. 

pane business in Lexington, Ne- 
braska. His son had worked with 

him since returning from the ser- 

vice. 

The store is open from 9:00 a.m. 

until 6:00 p.m. except Wednesday, 

Thursday and Friday when they 
extend it until 9:00 pm. On Sun- 
day they are opened from 10:00 

a.m. until 1:30 p.m. They are right 

across the street from a church 

which gives them a big rush when- 

ever services are over. In addi- 

tion to the three Englerts there is 

one lady helping on sales. 

The store is 48 feet wide by 80 

COOKWARE takes up two sections of gondolas 
in mass display. 

feet deep. There is a section 15 

feet by 48 feet for the office and 

stock room. The store handles gen- 

eral hardware, housewares, paint, 
appliances and a small amount of 

gift goods. The check-out stand 
is in the-center as is the front door. 

Through the week most of the cus- 
tomers of the store are women. The 

majority changes to men for the 

weekend and also in the evenings 

when they are open until 9:00 p.m. 
Major appliances are the only 

items carried that are financed. 

They have a plan which is oper- 

ated by Coast-to-Coast. 

HIGHCHAIRS and planters are seen from front 
windows and are easily inspected. 

y. B= 
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Plumbing Department On One Island 
San Francisco Dealer Persistently Asks Supplier for Complete 
Plumbing Department in One Fixture Unit . . . Everything on the 
Island Sells . . . Contains Almost Anything the Customer Would 

J. D. Hardware 

San Francisco, Calif. 

JOHN POLETTE is a busy man. 
He runs J. D. Hardware at 531 
Divisdero, San Francisco, as a one- 
man store. It is in one of the older 

sections of San Francisco. 

The residents in this area are 

the type of people that have to do 

much of their repair work them- 

selves. 

This keeps Polette almost con- 

stantly busy explaining to people 

how to do things, what they need, 

etc. He is a very patient gentle- 

man and seems to enjoy giving his 
customers honest answers and ex- 

cellent helpful advice. 

It was because he is kept so busy 

that he asked one of his suppliers 

if they could develop a _ special 
island fixture that contained as 

complete a plumbing display as 

possible. The supplier was Leland 
Co. in San Francisco. 

Sometime later they came up 
with a fixture that held an excel- 

lent assortment of plumbing sup- 

plies. In fact, Polette says “I 

think it offers the most complete 

plumbing selection available to the 

Need. 

public in a single ‘package deal’.” 
He also ordered a special pipe dis- 
play unit to go with the plumbing 

island. 

The plumbing island also in- 
cludes a complete plumbing washer 

department which is a four-sided 
revolving stand. The island in- 
cludes such other merchandise as 

plumbing fixtures, parts and tools, 

clean-out snakes, faucet repair 

stems, deck mount fixtures, toilet 

tank fixtures, wall fixtures, plumb- 

ing items and parts, force cups, 

range connectors, supply tubing 

and shower rods, washing machine 

hoses, long tools, and boxed items. 

When this assortment came in 
there was a few items on it that 

Polette was doubtful would sell in 

his area. One of them was a high 

quality faucet. He had never 
stocked this type of faucet before, 

principally because there was never 

any call for them. In commenting 

on this, he states: ‘I was surprised 

to find that exposing them to my 
customers made them saleable. We 

don’t sell too many but I am sur- 

prised that they do sell.’’ Polette 

feels this helps build traffic. 

The plumbing unit has been in 

a] ; 

a) 
———— = 

REVERSE SIDE of island gondola 
has additional items plus display 
space for hose on end panel. 

PLUMBING GONDOLA has com- 
plete stock of assorted supplies. 
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but a few months and has already 

increased the sale of plumbing 
items appreciably. It also achieves 

the purpose for which Polette 

wanted it — letting customers find 

their own items while he was busy 

with someone else. 

One of the things that keeps 

Polette busy is service. He threads 

pipe, cuts it. Also he cuts fin- 
ished lumber in the back part of 

the store. In his spare time, he 

also makes calls for special small 
repair jobs. 

J. D. Hardware was bought by 
Polette about two years ago. Since 

that time he has reduced inventory 

by two-thirds by keeping right on 
top of his stock and ordering fre- 

quently. He has been able to keep 
the turnover at an increasingly 

rapid pace. The plumbing island 
is a good example of the way he is 

trying to build up his entire store. 

Sells to the Handy Wife 

McCollum’s Home Mart 

Klamath Falls, Ore. 

“THESE DAYS, the home ‘handy- 

man is very apt to be the wife,” 

according to Chuck Thompson, 

manager of the hardware depart- 

ment at McCollum’s Home Mart in 

Klamath Falls, Ore. 

“For that reason, we have re- 

modeled the hardware department 

to try to appeal to our women cus- 

tomers. We make a strong bid for 

this business in competition with 
other stores which carry hardware 

items,” he said. 

Women seldom shop alone, he 

says, because they like to have the 
opinion of their friends when 

choosing kitchen and bathroom 

hardware, especially. The store 
carries easy-to-install towel bars 

and rings and even fireplace tools 

with their own bracket. 

“On larger orders, one of the 

salesmen will go along with the 
deliveryman and show the home- 

maker how to attach a bracket for 

fireplace tools to the brick, for ex- 

ample,’”’ Thompson explained. 

“The entire store is a display 

room,” he pointed out. ‘Plus sales 

come from combining hardware 

items with a display of wall tile, 

as one instance. A handy kitchen 

tool set does not look out of place 

on the counter in our model kitchen 

display and it is surprising how 

many women will add such a set to 

their list of purchases.” 
Adequate display space and un- 

hurried attention to each customer 

make the big difference between a 

specialty store and one that just 
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Hardware Department Remodelled to Appeal to Women 

A TABLE circling a support pillar is used to provide seating space for 
customers. A View-Master, with reels showing decorator effects in kitchens 
and bathrooms through use of appropriate hardware, provides additional 
ideas for those who are remodeling or building. 

stocks merchandise, 
feels. 

It was Thompson’s idea to build 

a table around a support pillar in 

the hardware department. The top 

is covered with four samples of 

hard-surface floor covering. This 
gives a pleasing smooth surface 

which does not water stain or be- 

come easily marred. 

Decorator books from hardware 
manufacturers are held in a rack. 

Pencils and pads are at hand for 

Thompson figuring or just notemaking. 

View-Masters are used with the 

fireplace accessory displays and 
bathroom and kitchen hardware. 

“Hardware, to a woman, is apt 
to mean decorator items instead of 

just nails, screws and bolts,” he 

concluded. ‘We have tried to make 

the store a pleasant and convenient 

place to shop, where women can 
bring their friends and pick up new 
decorator ideas and, we hope, buy 

hardware.” 
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SHOW and CONVENTION SECTION 

Optimism Noted at Western Shows and Conventions 

Hardware Dealers Take Close Look at Their Own Operations. Profits, 
Inventories and Credit Services Explored at Conventions. Most Shows 
Find Buyers Buying. 

Western Hardware dealers took a long careful look 

at their store operations at the many Western con- 

ventions and shows held in January and February. 

Various credit plans were investigated as a means 

of meeting competition and improving the profit 

picture for hardware dealers. 

Inventories came under scrutiny as a means of 

getting a better profit picture. Exhibitors found that 

buyers were willing to buy at the shows. Manufac- 

turers aids in helping the dealer move merchandise 

were heavily emphasized at all the shows. Dealers 
sought new products and ideas to help them push 

their sales up for the remainder of the year. 

For the most part, exhibitors at the shows found 

a note of optimism in buyers. Buyers were buying 

when price, delivery, design, and sales aids by manu- 

facturers were right for a competitive situation 
which the dealer-buyer was ready to tackle. 

“WHO PROFITS FROM PROFITS?” IS 
THEME OF DENVER MEET 

Mountain States Hardware 

& Implement Assoc. 

Boulder, Colo. 

NEW OFFICERS ond directors of Mountain States Association. include 
the following (left to right, back row}: director—James F. Ellis, Greeley, F. R. 

advisory board—Fred Siebott, Craig; director— 
and secretary-treasurer—F. W. Reich, Boulder: 

Seated (from left) are: Ist v.p.—Ray Moreland, Ordway; retiring president 

Stansbury, Fort Collins: 

John Pearce, Englewood; 

—R. J. Boggs, Grand Junction; president—Paul Marsolek, Denver; 2nd 

Better management of hardware 

stores in the face of rising costs 

was the theme of the 59th annual 
convention of the Mountain States 

Hardware and Implement Associa- 
tion meeting at the Cosmopolitan 

Hotel. The meeting took place in 

Denver, Jan. 24-26. 
More than 400 registered to 

make this the biggest convention 

in association history. Speakers 

geared their subjects to areas most 

interesting to dealer - operating 
problems. Leading off was a panel 

and film on “Who Profits From 

Profits?” Management of capital 

and inventory was stressed by 

Bruce Burgess of Union Fork & 

Hoe Co., with “Strong, Stable and 
Independent.”” He traced the suc- 

cess of well-operated hardware 

stores over the years. 

For the first time the subject of 
shoplifting was aired in a panel on 

the new association bill on shop- 
lifting presented to the state legis- 

lature. Practical methods of com- 

v.p.—William Ender, Gunnison; director—Richard Barker, Boulder; retiring 
director—Tom Fay, Greeley. Absent when picture was taken were: direc- 
tors—Doyle French, Durango; Reese B. Peery, Keenesburg; A. V. Templeton, 
Rocky Ford; and advisory board member—William A. Davis, Goodland. 
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bating this growing evil were 
brought out, and discussed in open 
forum. 

Members enjoyed a block-party 
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showing of Ben Hur at a local 

theatre during Wednesday. 

The recognizedly vital subject of 
credit plans for hardware stores 

was the first topic on the second 

business day. Charles Brown, of 
Brookhart’s Colorado Springs, de- 

livered a talk on “Successful Re- 
volving Charge and Credit Plans.” 
He urged every independent to 

make the most of a wide choice of 

credit plans which will put each 
in a stronger position to build 
volume. 

Bernard E. Teets, executive di- 

rector of the Colorado State De- 

partment of Employment, answer- 

ed some long-standing questions 

on the subject “Your Stake in Un- 

employment Compensation.” 

Featured speaker on Thursday 
afternoon was A. L. Platky, vice 

president and salesmanager of P 

SHOW and CONVENTION SECTION 

& C Tool Co., Portland, Ore., with 
“Proven Patterns for Profit.’”’ He 

dwelled on the necessity for han- 

dling lines not easily duplicated 

elsewhere. He covered maintain- 

ing a fair markup on all merchan- 

dise despite the urge to “meet com- 

petition” and for more careful buy- 

ing of lines which provide a profit 

margin which will remain constant. 

Governor Steve McNichols of 

Colorado was on the rostrum dur- 

ing the closing session to give a 

report on the problem and future 

of Colorado. The final talk was by 

noted news commentator Arthur 

Gaeth, who spoke on “The 1961 
Outlook.’”’ Deprecating such Polly- 

annisms as “the Soaring Sixties,” 

Gaeth urged care in all moves. He 

then explained the relation of 

greater personal income to grow- 

ing costs of living, and stressed the 

fact that no all-out boom is to be 

expected during the coming year. 

The convention closed with a 

dinner dance at the Cosmopolitan’s 
Silver Glade, with a revue and 

musical entertainment. 

Outgoing president Ray Boggs 

introduced the slate of officers for 

1961. They included president— 
Paul Marsolek, Denver; ist vice 

president—Ray M. Moreland, Ord- 
way; 2nd vice president — Bill 
Ender, Greenley; and Secretary- 

treasurer — Fran Reich, Boulder. 

Directors are Richard Barker, 
Boulder; John Pearce, Englewood ; 

F. R. Stansbury, Fort Collins; and 
A. V. Templeton, Rocky Ford, 

Colo. 

INVENTORIES AND CREDIT DISCUSSED 

AT UTAH CONVENTION 

Intermountain Hardware 

& Implement Dealers Assoc. 
Boise, Idaho 

SOME 300 DELEGATES to the 
57th annual convention of the In- 
termountain Association of Hard- 

ware and Implement dealers elected 

new Officers for the coming year 

in Salt Lake City, Utah. Nearly 

500 attended the meet held Jan. 
22-24. 

Chosen to head the organization 
is A. L. Elmer, who sells hardware 

and implements in Panguitch, Utah. 

He succeeds Ingle Weeks of Cald- 
well, Idaho, who will now serve on 

the executive committee of past 
presidents. 

Other officers include Dellin A. 

Erickson of Ontario, Ore., and 

Robert H. Pearce, Elko, Nev., who 

were named vice presidents, and 

Leon L. Weeks, of Boise, Idaho, 
reappointed executive secretary. 

Elected as new three-year di- 

rectors were Ralph Bowles, of 

American Fork, Utah; Earl McCas- 
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lin, Burley, Idaho; William Kyle, 

Idaho Falls, Idaho and Max Peter- 

son of Midvale, Utah. 

Dwayne Laws, Indinapolis Ind., 

executive vice president of the na- 

tional association, warned dele- 
gates against “nonworking inven- 

tories.” 

“Smart hardware dealers look 

at inventory as money, yet some 

are paying $200 a year for every 

$1000 inventory to carry non-work- 
ing stocks. Too many dealers dick- 

er with wholesalers and distribu- 

tors to get 5 per cent off a gross 

of an item when all they need to 

stock the item is two or three 

dozen,” Laws told the group of 

dealers from Utah, Wyoming, Ore- 

gon, Washington, California, Idaho 

and Nevada. 

William G. Kyle, past president 

of the Idaho Falls Chamber of 

A. L. Elmer 
president 

Commerce, said the hardware and 

implement business formerly was 
regarded as a three-step operation 

from factory to wholesaler and 

retailer with each phase independ- 

ent of the other. “It now can be re- 
garded as a pipeline from supplier 

to consumer, with each phase re- 
lated and concerned about opera- 
tion of the other phase.” 

Dean Williams, treasurer of 

Zions Cooperative Merchantile In- 
stitution of Salt Lake City, dis- 

cussed credit. He said that most 

customers today seem not too much 

concerned with the cost of the item, 

“but how much they will have to 

pay each month and whether the 

amount will fit into their budget.” 

Through the so-called revolving 

credit plan, he said, credit buying 

is now on a self-sustained basis 

with nearly 92 per cent of large 
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department stores, compared with 

45 per cent five years ago, now 

using the plan. 

C. Ray Malecker, division man- 
ager of Grand Central Markets of 

Salt Lake City, said that “oppor- 

tunities for aggressive merchan- 

dising will abound in 1961 to the 

benefit of both merchants and 
customers.” 

W. P. Strube, Jr., of Houston, 

Texas, an insurance executive and 

secretary of the Christian Anti- 

Communism Crusade, discussed 

Communist tactics in the cold war. 

He opposes recognition of Red 

China. 

Budrow Holds First Show 

Southern California Wholesaler Has First Dealer 
Show . . . Discount Games Get Deolers to Buy 
. . . Successful Show Will be Held Annually. 

Budrow & Co. 

Los Angeles, Calif. 

MORE THAN 800 hardware deal- 

ers in Southern California turned 

out on a Sunday afternoon in Janu- 

ary for the Budrow & Co. trade 

show. 

Their host was R. G. (Bob) Bud- 

row, president of Budrow & Co., 

wholesale hardware, 3161 E. Wash- 

ington Blvd., Los Angeles. The 

event was the first that Budrow 

ever held. So successful was the 

show, it will be held annually. 

A total of 75 manufacturers par- 
ticipated in the trade show as ex- 

“NAIL DRIVING CONTEST" was 
won by Dick Leadbetter, Van Nuys 
Lumber Co. Looking on are (left) 
Ted Segers, Estwing, and John Mc- 
Mahon, Budrow. 
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hibitors. Discount games, com- 

bined with the informal warehouse 

setting for the show, gave the man- 
ufacturers’ men a field day. Every 

dealer in attendance bought. 

Budrow announced the show was 

“By Invitation Only, for Bonafide, 

Independent Hardware Dealers 

Only.” 

This encouraged the hardware 

men to compare prices, discounts, 

and other mutually - interesting 
trade notes. 

Budrow’s aim in conceiving the 

WHEEL OF FORTUNE winners 
Nathan Sanshuck and wife get 25 
per cent discount on Red Devil 

Tools. George Durfee of Red Devil 
records order. 

show was to get manufacturers and 

hardware dealers together in a 

friendly atmosphere. ‘To me,’ he 

said, “the greatest pleasure coming 

from the show was being able to 

meet personally, for the first time 
so many of our customers.” 

Guests were welcomed to the 

show by Budrow and his son Bill. 

After signing the register, each 

dealer’s name was dropped into a 

hopper for prize drawings held 
every 10 minutes during the nine 
hours of the show. 

CUT THE DECK gets big discount 
for Mrs. Joseph Appleton wife of 
Santa Susana dealer. Bill Budrow 
(left) and Henry West look on. 
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Dealers then circulated through 

the warehouse at will. Budrow 

salesmen served as guides, direct- 

ing dealers to stop at each exhibit. 

Show visitors were served cookies, 

punch, coffee and sandwiches. 

Bud Sawyer, Budrow sales man- 

ager, observed during the peak of 

the show that “we are getting 

many of our customers into our 

warehouse for the first time. We 

will have sales and good will from 

this for a long time.”’ 

SHOW and CONVENTION SECTION 

Many exhibits were styled after 

games of chance, offering dealers 

discounts up to 30 per cent on or- 

ders. 

They took the form of a wheel of 

fortune, sponsored by Red Devil 

Tools, or “cut the deck,” with dis- 

counts from Disston-Carlson. Bor- 

den’s Hose offered a balloon game, 
with dealers throwing darts at bal- 

loons for free lengths of garden 

hose. 

Estwing Mfg. Co. supplied a nail- 
ing contest, with winners receiving 

an Estwing hammer. U. S. Steel 

Products offered special prices on 

garden wheelbarrows and trash 

cans. 

A total of 65 door prizes were de- 
livered by Budrow’s salesmen to 

winners. 

“SHOW-ME” BUYERS SET PACE 

AT L. A. GIFT SHOW 

The 52nd California Gift Show 

sailed into the 1961 business year 

with a record number of exhibitors 

and lines. 

It appeared to forecast a lively 

and profitable first-half sales pe- 

riod for Western china glass 

and decorative accessories dealers. 

The six day show, was held Janu- 

ary 22-27 at Los Angeles. The show 

drew 8317 buyers from Western 

states and a number of major stores 

in eastern and mid-western cities. 

Gift show chairman Murray R. 

Carr said his personal survey of 

exhibitor-buyer reaction strongly 

indicated that business was good, 

that buyers came into the market 

with low inventories and a “‘show- 

me”’ attitude on merchandise and 
prices. Carr observed, “the exhibi- 

tors that were ready with design, 

price and delivery got the paper; 

the firms who weren’t ready for 

this competitive situation did not 

fare so well. And I might add that 
never in any show have I ever 

heard so many exhibitors say they 

topped previous sales. All in all, 

we were happy and set for a big 

1961.” Carr is president of House 

of Paper, Inc., Venice, Calif. 

The traditional buyer-exhibitor 

breakfast drew 910 to the Biltmore 

Bowl on Jan. 24. Keynote speaker 

Bob Ringer exhorted the buyers 

and sellers to adopt a one-track 
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mind in developing their sales and 

relationships with customers. 

Master of ceremonies for the 
breakfast was veteran screen 

and television performer Harry Von 

Zell. Top cash door prize was Mrs. 

California Gift Show 

Los Angeles, Calif. 

Madalynne Norick who accepted 

her $150 with the comment that 

“I’m delighted and my husband 

will be happy, too—he’s mayor of 

Oklahoma City.” Mrs. Norick is 

buyer for Frontier City there. 

MAKING HAPPY TALK are these buyers who won cash door prizes during 
the 52nd California Gift Show's Buyer-Exhibitor Breakfast held at the 
Biltmore Bowl, Los Angeles. Shown are (top row from left}: Mrs. Dan Lucey, 
Canoga Park, Calif.; Mrs. Elizabeth Scott, La Jolla, Calif.; Clem Hardisty, 
Santa Rosa, Calif.; Mrs. Grace Stevens, Whittier, Calif.; and Mrs. Mada- 
lynne Norick, Oklahoma City, Okla. Bottom row from left are: Dudley K. 
Smith, breakfast chairman, The Old Thompson Corp.; Harry Von Zell, 
master of ceremonies: Bob Ringer, keynote speaker; and referees Walt 
Goldberg, Allen-Lewis Mfg. Co., Denver; and Dan Wilmot, Wilmot's, Inc., 
Roswell, N. M. 
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“PROVEN PATTERNS FOR PROFIT” IS 
THEME OF PACIFIC NORTHWEST HARDWARE 

Pacific Northwest Hardware 
& Implement Assoc. 
Spokane, Wash. 

Establishing a new high in dealer 

attendance the 57th Annual con- 

vention of the Pacific Northwest 

Hardware and Implement Asso- 
ciation drew more than 500 indust- 

ry representatives to Spokane, 

Wash. With the theme, “Proven 

Patterns for Profit,” the conven- 
tion speakers ranged from cur- 
rent legislation affecting retail 

trade in Washington, Oregon and 

Idaho to techniques for salesmen 
selection. 

The convention was held Janu- 

PROGRAM NOTES ore reviewed by 
newly elected president Robert 
Carey (right) with managing-secre- 
tary Malcom Smith (center) and re- 
tiring president William D. Leaton. 

ary 22-24, 1961 at the Davenport 

Hotel in Spokane. 

Highlighting the special hard- 
ware meetings were addresses by 
J. F. Spaulding president of Skill 

Corp., and Anthony R. Manno, 
vice president of the National Re- 

tail Hardware Association, of Med- 

ford, Ore. 

One of the most provocative 
speeches was that delivered by 

H. E. Kroll, an officer of Dun and 
Bradstreet, Chicago. Kroll por- 
trayed the danger signals for hard- 

ware dealers in the fluctuating 

economy in his address, “Keeping 

a Business from Going Broke.”’ The 
five functions for business survival, 

as pinpointed by Kroll were buy- 
ing, production, sales, administra- 

tive responsibility and earning a 
profit through proper handling of 
finances. 

Kroll cited three principals to 
keep a hardware business finan- 

ically sound. 1. investment in net 
fixed assets should be in proper 

proportion to tangible net worth. 

2. working capital should be in 
proper proportion to the sales (in 

this respect, he stressed that over 

trading becomes a flagrant danger). 

3. a dealer’s inventory should be 
kept at a level less than a 100 per 
cent of working capital, if at all 
possible. 

A unique feature of the program 
was an analysis of salesmen selec- 

tion, prepared by R. G. Lund and 
Murray McBride of the R. G. Lund 
Company, a market management 

firm of Portland, Ore. Both Lund 

and McBride described the proposal 
to set up a testing service for 

Northwest dealers. This would in- 

volve the development of a series 

of selection—forms which would be 

available to every dealer who sub- 

scribes to the program. Dealers 
were invited to participate in form- 

ing a group to utilize the plan. 

Election of new officers took 

place during the convention. Robert 
R. Carey, LaGrande, Ore., was 

elected president for 1961. Two 

vice presidents were also elected. 
They were Wilbur Peters, hardware 
dealer from Opportunity, Wash., 

and Dale M. Bergh, Gresham, Ore. 

Retiring president William D. Lea- 

ton, Kamiah, Idaho introduced the 

new officers. Also elected for an- 
other term was managing-secretary 

J. Malecomb Smith. 

SOUTHWEST HARDWARE & HOUSEWARES 

SHOW DRAWS 1593 

Southwest Hardware 

& Housewares Show 

Phoenix, Ariz. 

The 4th Southwest Hardware & 

Housewares Show sponsored by the 

Pacific Southwest Hardware Asso- 

ciation of Los Angeles, was held in 

Phoenix, Ariz., January 29-30, 1961. 
Over a hundred manufacturers par- 

ticipated with the cooperation of 
Arizona and New Mexico hardware- 
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housewares wholesalers. 

Exhibitors spot-lighted their 

products which are distributed 

through the local wholesale firms. 
Registration of dealers during the 

show reached 1593. 

Salesmen and buyers of whole- 

salers attended a special preview 

breakfast on Jan. 30 before the 

show officially opened. Both whole- 

salers and manufacturers exhibit- 

ing in the show expressed satisfac- 

tion with response from dealers 

attending. 

SHOW and CONVENTION SECTION 

DEALERS AND EXHIBITORS talked 
hardware at Southwest show. CAUGHT IN DISCUSSION were 

three dealers and exhibitor. 

North Coast Hardware Hits Minimum Wage Bill 

North Coastal Retail 

Hardware Assoc. 

Tacoma, Wash. 

Both Oregon and Washington 

hardware dealers went on record 
as opposing the new minimum wage 

and hour bill during the North 

Coast Retail Hardware Association, 

Inc., convention and show held at 

Seattle, Wash., January 29-31. 

In addition to opposing the mini- 

mum wage and hour bill, the Wash- 
ington dealers made a stand against 

trading stamps. The convention and 
show was held at the Olympic Hotel 

in Seattle, Washington. 

Don Farr of Farr’s Home Town 

Hardware, Coquille, Ore., was in- 

stalled as 1961 president of the 

association. He takes over from 

outgoing president Roy Winken- 

werder of Roy’s Hardware, Yakima, 

Wash. Speakers at the convention 

included Dwyne Laws, executive 

vice president of the National Re- 

tail Hardware Association. They 

gave a forceful talk on “strengthen- 
ing hardware distribution through 

team work.” They covered the ne- 
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cessity of team work between man- 

ufacturers, wholesalers, and retail- 
ers in strengthening hardware dis- 

tribution. 

Included in this talk was how the 

distribution system of the hard- 

ware industry must activate in 

moving more merchandise through 
hardware stores. National promo- 

tions, he said, are one way of doing 

this. Hardware Week, family gift- 

ware centers and houseware festi- 

vals are included. 

Other speakers were Don Farr, 
the new president, and Stanley O. 

McNaughton. Farr spoke on “Which 

Dollars Work . . . Which Ones Are 

Wasted ?” Farr was active as group 

discussion moderator which ex- 

plored the question. The panel of 
hardware men revealed their suc- 

cesses and failures in advertising. 

Suggestions were given for measur- 

ing advertising effectiveness and a 

general question and answer ex- 

change took place at the end of 

Don Farr, president 

the panel discussion. It was brought 

out that hardware men spend a na- 

tional average of 1.55 per cent of 

sales for advertising each year. 

Activities during the convention 

included an opening breakfast meet- 

ing of the board of directors on 

Sunday, January 29, and a presi- 

dents “get together” on Sunday 

evening for manufacturers, repre- 

sentatives, wholesalers, association 

members and guests. 

The Iron Mongers held a lunch- 

eon on Monday, Jan. 30, with Frank 

Hedges presiding. New officers were 

elected on Tuesday, Jan. 31. Out- 
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going president Roy Winkenwerder, 

Roy’s Hardware, Yakima, Wash., 

introduced the newly elected presi- 

dent Don Farr, of Farr’s Home 

Town Hardware, Coquille, Ore. 

Other new officers include vice pres- 

idents E. J. O’Kelly, Georgetown 

Hardware, Seattle, Wash., and 

Larry Adams, Rogue River Hard- 

ware, Grants Pass, Ore. Managing 

director of the North Coast Retail 

Hardware Association, Martin W. 

Danko of Tacoma was re-elected to 

serve again for 1961. 
The hardware association closed 

its meeting and show with an in- 

dustry banquet at the Olympic Ho- 
tel. Dinner and entertainment was 

enjoyed by dealers, manufacturers 

and representatives. 

Ist WESTERN GARDEN SHOW A SUCCESS 

Western Garden & Outdoor 

Living Trade Exposition 

San Francisco, Calif. 

The first annual Western Garden 

and Outdoor Living Trade Exposi- 
tion, held February 3-5, 1961, in 

San Francisco was termed “highly 

successful” by exhibitors and visi- 

tors alike, according to Robert L. 
Jordan, managing director of the 

exposition. 

More than 2100 buyers and deal- 

ers attended the three-day show 

held at California Masonic Exposi- 

tion Center. 

Merchandising workshops under 

the direction of Gordon Baker Lloyd 

were praised on the part of those 

attending the show. 

Over 100 prizes were given away 
as exhibitor and door prizes dur- 

ing the three-day exposition. Top 

exhibitor’s prize was a three-day 

all-expense trip to Las Vegas. This 
was won by Rattancraft of Cal- 

ifornia, Los Angeles. 

Jordan said the present plans 

call for the 1962 exposition to be 

again held at the Masonic Exposi- 

tion Center. Also included in the 
plans for next year’s show is the 

expansion of the Modern Garden 

Center with more emphasis on 
nursery exhibits featuring growing 
stock. 

Many of the major wholesalers 
exhibited in this years show have 

already announced their intentions 

of participating in the 1962 show, 

Jordan revealed. An enlarged ex- 
hibition center area will be offered 

in the 1962 show. 

—— 

FIRST GARDEN SHOW was termed 
successful by dealers and exhibitors. 
Actual cooking took place at this 
exhibit. 

DISPLAYS OF PRODUCTS were ar- 
ranged for full exposure to buyers 
looking for new spring and summer 
garden items. 

SAN FRANCISCO GIFT SHOW HAS HEAVY TRAFFIC 

San Francisco Gift Show 

San Francisco, Calif. 

Spring-like weather brought buy- 

ers bursting out at all locations on 

opening day of the San Francisco 
Gift Show, February 5-8, 1961. Ex- 

hibitors found that most of the 

traffic was made up of buyers buy- 

ing instead of lookers. 

Displays in Brooks Hall, Shera- 
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ton-Palace, St. Francis and Sir 

Francis Hotels and the Merchan- 

dise Mart had greater emphasis on 

quality and good style. Simplicity 

sparked many of the displays, as 

exhibitors concentrated on selling 
fewer items, but with more depth 

to each item. In general, it is felt 

that the majority of the exhibitors 

spent more time and money adver- 

tising this San Francisco market 
than ever before. 

Reasons given for the excellent 

buying were low inventories at the 
retail level and more advertising 

and promotions planned for 1961. 
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SHOW and CONVENTION SECTION 

WESTERN STATES HARDWARE-HOUSEWARES 

SHOW BREAKS ATTENDANCE RECORD 

California Retail Hardware Assoc. 

San Francisco, Calif. 

Western States Hardware-House- 

wares Show, Brooks Hall, San Fran- 

cisco, registered 5500 dealers and 

buyers from throughout the West. 
Sponsored by the California Retail 

Hardware Association and held Feb- 

ruary 12-14, the show presented 

the new 1961 products, display and 

merchandising dealer aids of 260 
exhibitors. Many of the items were 

introduced for the first time on the 

West Coast. 

According to Krueger Jacobsen, 

secretary-manager of CRHA, said 
that exhibitors were enthusiastic 

over the brisk buying activities dur- 

ing the three day event. 

In conjunction with the hardware 
show, special industry meetings 

were held at the 60th Annual Con- 

vention of CRHA. The meetings in- 

cluded the 7th Annual Western 

Breakfast on Monday, February 13. 

Featured speakers were Leonard 
Farr of Farr’s Hometown Hard- 

ware, Coquille and Coos Bay, Ore- 

gon, and Stary Gange, vice presi- 

dent of the Pacific Olive Co., 

Visalia. 

On Tuesday, February 14, the 

annual industry luncheon presented 

Jack Mueller, Beltrami Hardware 

Co. of Bemidji, Minnesota, and 
Paul Speegle, featured news col- 

umnist of San Francisco News-Call 
Bulletin. 

Farr’s address to the convention 

delegates was on the challenging 
subject of credit selling. His talk 
entitled “Are You Competitive?” 

GETTING THE GAVEL is newly elected president of CRHA Byron Bolfing, 
Bolfing's Elmwood Hardware, Berkeley, Calif. (left) from retiring presi- 
dent S. C. Schelling, Exeter Mercantile Co., Exeter, Calif. 
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REGISTRATION AT CRHA SHOW 
broke record as dealers jammed 
show registration desk. 

SHOW QUEEN, Jean Herley of 
San Francisco helped exhibitors in 
showing off merchandise. 

LIGHTHOUSE FOR THE BLIND 
San Francisco, had broom weaving 
demonstration which created in- 
terest. 
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SHOW and CONVENTION SECTION 

The basic premise of his address 

was that to be competitive, no 

dealer can depend on the uncertain 

results of price cutting or discount- 

ing to improve the profit picture 

and consequent return of invest- 

ment. Farr went into the credit pro- 

gram that his firm put into opera- 

tion five years ago. The credit pro- 

gram of the firm is called “Farr’s 

” 
Six Credit Services.” Included in 

the credit services are regular 

charge accounts, continuous con- 

tract accounts, bank conditional 

sales contracts, home improvement 

loans, and layaways. Farr stated 

that dealers can render a service 

to their customers and can also 

take a big step toward the solution 

of the problem by offering complete 

ATTENTION-GETTING MOVIE gets 
absorbing interest from spectators. 
Camera didn't record picture on 
screen. 

TIME OUT FOR discussion with 
prospects and resting weary feet 
during show. 

MISS HARDWARE 
demonstration for 

buyer at busy show. 

assists with 
exhibitor and CONVENTION SPEAKER, Don Farr 

held interest of audience with talk 
on retail credit. 

NEW PRODUCTS kept exhibitors 
busy with buyers during show. 
Dealers were in buying mood. 

NEW OFFICERS for 196! of CRHA are (from left seated): Ist. v.p.— 
George Tomasini, Tomasini's Hardware Co., Petaluma; president—Byron 
Bolfing, Bolfings Elmwood Hardware, Berkeley: 2nd v.p.—Ernest De- 
Gregori, Los Banos Hardware, Los Banos; advisory committee—S. C. 
Schelling, Exeter Mercantile Co., Exeter. Standing: K. B. Jacobsen, secre- 
tary-manager of the association; director—Leonard Morris, Morris Hard- 
ware, Weaverville; director—Stewart Ish, Salinas Hardware Co., Salinas: 
advisory committee—Frank Bremer, Jr., Bremer Hardware, Gridley; director 
—M. J. Fitzgerald, Culver's Hardware, Benicia; director—Harold Abra- 
hams, Dimmer Hardware Co., San Francisco; director—Jack Horgan, 
Commercial Hardware Co., Reno, Nev.: director—Howard Hill, Hill's 
Hardware Store, Linden; advisory committee—A. F. Kunkee, Atascadero 
Hardware, Atascadero. 

ALASKA VISITOR was David Hor- 
ton from Auke Bay Hardware, Auke 
Bay, Alaska, flanked by exhibitors. 
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credit facilities in their stores. 

Bolfing Is President 

Outgoing president of the Cal- 
ifornia Retail Hardware Associa- 

tion, S. C. Schilling, Exeter Mer- 

cantile Co., Exeter, Calif., intro- 

duced the new president and offi- 

cers for 1961. B.B. Bolfing, Bolf- 

ings Elmwood Hardware, Berkeley, 

Calif., was elected president for 

1961. Serving with him tor the 

coming year will be first vice presi- 

dent, G. W. Tomasini, Tomasini’s 

Hardware Co., Petaluma; and E. F. 

DeGregori, Los Banos Hardware 

Co., Los Banos, second vice presi- 
dent. 

New CRHA Directors 

New members of the board of 

directors for CRHA are: L. M. 

Morris, Morris Hardware, Weaver- 

ville; M. J. Fitzgerald, Culver’s 

Hardware, Benicia; H. W. Hill, 

Hill’s Hardware Store, Linden; E. J. 

Horgan, Commercial Hardware Co., 

Reno, Nevada; S. B. Ish, Salinas 

Hardware Co., Salinas; and H. J. 

Abrahams, Dimmer Hardware, San 

Francisco. Krueger B. Jacobsen 

continues as secretary-manager of 

the association. 

Hard-To-Get Items Featured by Dealer 

Stove Polish, Doubletrees and Other Items 
Are Supplied to Customers Upon Request 

Swan Lake Moulding, Inc. 

Klamath Falls, Ore. 

THE BIGGEST HARDWARE 
CATALOG library in the entire 

area is one reason Swan Lake 

Moulding, Inc., Klamath Falls, 

Ore., has remained the biggest 

hardware retailer in the Klamath 

basin for nearly 40 years. 

Builders hardware occupies one 

whole wall of the main sales floor. 

The stock is kept in shallow cup- 

boards with the actual merchan- 

dise displayed on the outside of 

the cupboard doors. 

This is an aid to keeping up in- 

ventory, too, according to Hugh 

Estes, department manager. When 

all of a specific size hinge, for 

example, has been sold, it is re- 

moved from the door and a nota- 

tion made to reorder. 

This is the oldest hardware out- 

let in Klamath Falls. It received 

its unlikely name from the fact 

that its founder and present pres- 

ident, Alfred (Cap) Collier, log- 

ged off the Swan Lake area to 

clear the business site. He started 

a lumber outlet 38 years ago and, 

“because a man who buys 2x4’s 

or 2x6’s needs nails and tools to 

build, we got into the hardware 
business right away,” he says. 

Reserve stocks are kept on the 
second floor and include the largest 
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selection of keyed locks in the 

area, lanterns and kerosene heat- 

ers for the ranchers, milk cans 

and all sorts of items purchased 

year after year by rural customers. 

“It’s 2 hardware store where you 

can buy anything,” Cap Collier’s 

customers say. 

It is probably the only store 

in the area which still stocks 

stove polish, as one instance. 

When a neat Peg Board display 

of items designed for impulse buy- 

ing didn’t sell the merchandise, 

Estes took the whole bunch and 
made a big jumble display on a 
table. The prices were averaged 

out and everything on the table 

was offered for 99 cents. 
“That’s the best impulse-buying 

table in the store,” said Estes. 

“A customer who won’t disturb 

a neat display will paw through 

the pile and come up with a screw 
driver or belt for a motor and 
think he has found a jewel.” 

The store buys from all over 

the country and makes good its 

boast that it can find the tool for 
any job. Construction crews sent 

into the area have instructions 

from their head offices to “buy it 
at Swan Lake” because the service 

offered by the store is so well 

known. 

The oldtimers like the store 

because it is a nostalgic link with 

the early days of the Klamath 
basin. Howard Shafer, with the 

firm for 35 years, has a string of 

sleighbells hanging behind his 

desk. These were used during the 

early day winters when he used to 
make his store deliveries with a 

team of horses hitched to a wagon. 
“We had a call for 12 double- 

trees just the other day,’ Mr. 

Shafer said. “About 500 draft 

horses were brought into the basin 

to use for winter feeding on the 
ranches. We found the doubletrees 

for that man, too.” 

BIGGEST LIBRARY of hardware 
reference material in southern Ore- 
gon is the boast of Hugh Estes, 
manager of the hardware depart- 
ment of Swan Lake Moulding, Inc. 
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HOUSEWARES NEW PRODUCTS — Continued From Page 13 

Reese steerer 

WASH POWER MOWERS or water 
trees with Aqua Kleen. Water ring 
connects to hose for easy washing 
away of grass clippings and dirt. Use 
as soaker for trees and shrubs.— 
Aqua Kleen Co. 

For Details Circle 115 on INQUIRY CARD 

“KITCHEN JEWELRY” is line of 
cabinet pulls and matching knobs. 
Classic Provincial hardware is cast 
zamak and triple plated. Available 
in antique brass, old copper and 
golden white.—Ajax Hardware Corp. 

For Details Circle 116 on INQUIRY CARD 

EBONY FRAMED wall clock is 1214 
in. square. Electric clock has pol- 
ished brass button hour markers and 

hands. Matrix clock is only two 
inches deep. Center disk is satin 
brass.—Sessions Clock Co. 

For Details Circle 117 on INQUIRY CARD 
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STEAM VEGETABLES with this 
three-quart steamer-inset. Fresh or 

frozen vegetables are cooked fast 
with stainless steel steamer. Fits 
four- or five-quart sauce pan.—Re- 

vere Copper & Brass, Inc. 
For Details Circle 118 on INQUIRY CARD 

CHIPS AND DIPS are elegantly 
served with Hostess Hits in glass. 
Bright brass trim holds bow! for 

sauce or dressing. Larger bowl is 

deep enough for chips or pretzels.— 

Hazel-Atlas Glass Div. Conco. 
For Details Circle 119 on INQUIRY CARD 

PROTECT TABLE TOPS and stove 
tops with heat-proof Meta-Chrome 
mat. Rubber and textured metal mats 
are said not to mar. Rubber borders 
come in six colors. Metal is copper 
or silver.—Pretty Products, Inc. 

For Details Circle 120 on INQUIRY CARD 

SERVING TRAY for bridge players 
by Charles H. Goren. Metal tray has 
point count summary on _ bidding 
printed on tray. Tray is 16 x 11 
inches. Printed in red, black and gold. 
—Chicago Metallic Mfg. Co. 

For Details Circle 121 on INQUIRY CARD 

ROUND HANDLE is one of the fea- 
tures of 1961 bath scales. Handle is 
placed in center of scale. Dial is de- 
signed to become part of handle 
treatment. Scale is color contrasted. 
—Detecto Scales, Inc. 

For Details Circle 122 on INQUIRY CARD 

LOW PRICED SWEEPER is said to 
have high standard quality. The 
Champion carpet sweeper has twin 
dust pans for easy emptying. Three- 
piece handle for out of the way stor- 
age.—Bissell, Inc. 

For Details Circle 123 on INQUIRY CARD 
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Use Inquiry Postcard for Information About HOUSEWARES NEW PRODUCTS 

“EANDLE LOCKS” are featured on 
plastic Refuse-Tainers. Lustro-Ware 
line has three sizes. Containers can 

be picked up by handle when lid is 

locked.—Columbus Plastic Products, 
Inc. 

For Details Circle 124 on INQUIRY CARD 

SELF-STORING MIXER puts every- 
thing in one place. “Stow-Away” 
electric mixer puts beaters and cord 
on wall. Beaters slip into storage 

fins in body out of way.—Dominion 

Electric Corp. 

For Details Circle 125 on INQUIRY CARD 

INSULATED CUPS keep beverages 
piping hot to the last drop. Double- 
wall Thermo-Serv also keeps drinks 
cold and eliminates moisture conden- 
sation. Cups come in three colors.— 
N. F. C. Engineering Co. 

For Details Circle 126 on INQUIRY CARD 
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PORTABLE CHARCOAL GRILL is 
made of cast iron and is low priced. 
Fire pan is porcelain enameled. Said 
to use a minimum of charcoal, yet 

will cook for four people-—Wagner 
Mfg. Co. 

For Details Circle 127 on INQUIRY CARD 

CLOTHES CARRIERS for closet 
use. Displayed are adjustable closet 
rods, Duo-Glide carrier and Closet 
Valets. Display stand takes less 
than one sq. ft. of space. — Leigh 
Building Products. 

For Details Circle 128 on INQUIRY CARD 

THREE PIECE CUTLERY SET is 
on special sale during March. Set in- 
cludes “Flame Edge” paring knife, 
utility knife and slicer. All have 
wavy fluted edges and “Shur Wood” 
handles.—Robeson Cutlery Co. 

For Details Circle 129 on INQUIRY CARD 

PALETTE SHAPED SERVER for 
party foods is made of Melmac. 

“Partie Plate” is shaped to fit the 
hand. Two wells are styled for cup 
and dip sauces. Deep rim holds other 
foods.—R. A. Miller Industries, Inc. 

For Details Circle 130 on INQUIRY CARD 

TWO HANDLES provide instant re- 
lease of ice cubes. Satiny alumilite 
finish assures quick freezing. Special 

promotion offers two trays at money- 

saving value until July 31.—Mirro 
Aluminum Co. 

For Details Circle 131 on INQUIRY CARD 

WHEEL IT WHERE YOU NEED IT 
with Handi-Kart. Made of heavy- 
duty aluminum. Use carts for gar- 
dening, patio, etc. Different models 
to fit nearly every use.—Handi-Kart 
Corp. 

For Details Circle 132 on INQUIRY CARD 
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DEALERS’ PROMOTION for Hard- 
ware Week on this Bernz-O-Matic 
Tx-10 propane torch kit display.— 
Otto Bernz Co., Inc. 

For Details Circle 176 on INQUIRY C/RD 

wr al 

POINT-OF-PURCHASE DISPLAY is 
designed to build store traffic for 
Crab Grass Killer. Four pieces in 

kit—Dow Chemical Co. 

For Details Circle 177 on INQUIRY CARD 
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FREE MERCHANDISER with as- 
sorted economy-priced electric drill 
bits. Use for counter or rack.—Irwin 
Auger Bit Co. 

For Details Circle 178 on INQUIRY CARD 
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Merchandising Aids 

FULL COLOR SKIN PACKS puts 
more sell in hose accessories. Three 
sided rack is free with basic order. 
—Melnor Industries, Inc. 

For Details Circle 179 on INQUIRY CARD 

| RUSSELLS SRO LINE 

PRICE CODED BOLTS gives high 
speed pricing for dealers. Embossed 

number on bolt head tells price.— 
Russell Bolt & Mfg. Co. 

For Details Circle 180 on INQUIRY CARD 

aia ty EPOXY 
owasive 

FREE DISPLAY with Epoxy Ad- 
hesive Deal #29D1. Two types of 
adhesive included on merchandiser. 
—wWilhold Glues, Inc. 

For Details Circle 181 on INQUIRY CARD 
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1961 FATHER’S DAY PROMOTION 

material is available. Illustrated 

poster is included in promotion kit 

which contains point-of-purchase ma- 

terial for windows and counters. The 

public service theme of “Teamwork— 

Juvenile Integrity Starts in the 

Home.” Poster comes in variety of 

sizes from five foot backdrop down 

to two inch sticker. Hardware deal- 

ers can use promotion to tie-in many 

departments with Father’s Day gift 

merchandise. Wide publicity will be 

given the promotion with 250,000 

stores participating —Father’s Day 

Council 
For Details Circle 182 on INQUIRY CARD 

CASH RENTAL PAYMENT will 
be paid to retail dealers in the West 
who exhibit this new “Fast-Turn- 
over” display fixture. 

Dealers will receive rental pay- 
ments every six months for a period 
of three years. Payments will total 
$36 or $24 over the term of the 

agreement, depending on contents of 
display. Offer is limited to one fix- 
ture to a store. Display can hang 
on pegboard or put on counter or 
aisle by using a built-in easel.— 

Evans Rule Co. 

For Details Circle 183 on INQUIRY CARD 
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MERCHANDISING AIDS. 

BUBBLE PACK contains plastic 
Plastiglide Swivel-Lok Glides which 

fit into metal chair legs to protect 
floors and carpets. Set of four glides 

are contained on each card. Cards 

are punched for hanging.—Franklin 
Metal and Rubber Co. 

For Details Circle 184 on INQUIRY CARD 

SPACE SAVING DISPLAY for full 
line of adjustable wrenches. Display 
available in two types of wrenches 
nickle krome or black oxide finishes. 
Each display is 18 3/2 by 11%”.— 
Lectrolite Corp. 

For Details Circle 185 on INQUIRY CARD 

DOOR LATCH STRIKE DISPLAY 
is attractive practical. Resilient door 
latch strikes are mounted on display 
card. Each card holds 10 strikes and 
card can be displayed free standing 
on shelf or counter or hung from 
rack.—Ideal Brass Works, Inc. 

For Details Circle 186 on INQUIRY CARD 

“GRAB BAG” is a new 48 piece tool 
display designed to cash in on im- 
pulse buying. Assortment of fast- 
selling items are packed in attractive 
5 x 7 x 5” red floral container of 
plastic. Suggested retail price is 49 

cents per tool.—Vichek Tool Co. 
For Details Circle 187 on INQUIRY CARD 

PREPACK FISHING TACKLE de- 
signed for self service and impulse 
service. Merchandise includes every- 
thing from sinkers to reels. Items 
are clearly visible through bubble 

pack and are prepriced on five color- 

ed cards ready to hang on racks. 
—Sportackle Co. 

For Details Circle 188 on INQUIRY CARD 

MOTION DISPLAY calls attention 
to Coleman stove. Display shows 
cut-out of small boy popping corn. 
Corn Popper moves up and down.— 
The Coleman Company, Inc. 

For Details Circle 189 on INQUIRY CARD 

TOUGH BLISTER PACKAGES dis- 
play and protect padlocks. Blisters 
hold individual locks and keys firm- 
ly in place against printed backing 

cards. Heavy locks can be hung from 

display racks if desired—Yale & 
Towne Mfg. Co. 

For Details Circle 190 on INQUIRY CARD 

FIVE FAST BUCKS for retail sales- 

men. Merchandising program for 

promoting 1961 dishwashers has a 

theme of don’t be a dishwasher—buy 
one. Promotion is for Northern Cali- 
fornia hardware dealers selling dish- 

washers. Promotion kit has brochures 
describing promotion, pocket cards 

for salesmen, retail salesmens dish- 
washers sales bonus claim forms, 
window banners and paper posters. 

Time of promotion is from March 1 

through April 1, 1961. Sales bonus 
for retail salesmen amounts to five 
dollars for each dishwasher sold.— 

Northern California Electrical Bu- 
reau 

For Details Circle 191 on INQUIRY CARD 

NEW PACKAGE DESIGN for 
Samae copper cleaner. Redesign gives 

products increase visibility, product 

identification and sales appeal. Pack- 
age has gloss foil in copper color. 
Green and black are used for high- 
lighting the package. Manufacturer 
states new package is result of great- 

ly increased sales. — Copper Clad 

Products, Ine. 
For Details Circle 192 on INQUIRY CARD 

“EASY PICKINS” is a wire shelf 
rack designed to “elevate” the ap- 

pearance of Amsco Sponge Cloth. 
Rack raises 24 packages to an up- 

right position for maximum eye ap- 

peal in minimum space.—American 
Sponge and Chamois Co., Inc. 

For Details Circle 194 on INQUIRY CARD 

COMPACT GARDEN TOOL MER- 
CHANDISER displays 30 Green 
Thumb garden tools. Display takes 
only 24x36 in. of floor space. Use 
indoors or outdoors. It rolls easily on 
its own casters.—Union Fork & Hoe 
Co. 

For Details Circle 195 on INQUIRY CARD 

Twin Displays... Double Business 
with UPSON and HOLD-E-ZEE 

HOLD-E-ZEE | 
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HOLD-E-ZEE HEZ-9 ASSORTMENT 

The original automatic grip 
screwdrivers, gripper recedes 
deep into handle, patented 
LOK-BLOK insert, chrome va- 
nadium hex blades, special bit 
fits both crosspoint screws. 
Popularly priced. List $34.70 

, UPSON a 
SCREWDRIVER 

SEL-FAST UNITS 

Each is different, outstanding and 

free! Durable, colorful combination 
pegboard and clear plastic shelf con- 
struction. Ideal for counter and peg- 
board wall. A traffic stopper. Imme- 

diate increased sales thru self-service. 
Compact—takes only 11” space. 

Shelf holds 39 drivers, 9 fastest 
moving sizes, two types (31 slotted 
head, 8 crosspoint), number and price 

sf 

UPSON UP-39 ASSORTMENT 

Upson Standard Screwdrivers 
have same top quality and out- 
standing features (except grip- 
per) of famous Hold-E-Zees— 
but low priced. List $30.50 
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For Details Circle 19 on INQUIRY CARD 

each driver printed on shelf. Each 
assortment packed one to a carton. 
Order from your jobber today! 

UPSON BROS., INC. 
Rochester 14, N.Y. 



Help Celebrate our 50th Year 

To Greater Sales 
Stock up on FREEWAYS® 
the Fastest Selling 

BROOMS in the West 

There is no cleaner sweep than 
in your warehouse when FREE- 
WAYS start selling themselves. 
You won’t have to wonder where 
the FREEWAYS went to—you'll 
know! Into the hands of very sat- 
isfied customers!!! 

FREEWAY - the all purpose 
broom for patios, sidewalks, and 
barbecue areas. 
With DURATEX plastic fibres that 
pick up dust by magnetic action, 
FREEWAY brooms are excellent 
for industrial and farm use also. 
Impervious to commonly used 
petroleum and caustic products. 
Outlasts conventional brooms three 
to one. 
Each broom guaranteed for one 
year—there’s a tag attached to each 
broom to prove it. 

/\ AMERICAN 
PUSH BROOM CO. 

fi =\ 114 Fern Street 

San Francisco + ORdway 3-889) 
For Details Circle 20 on INQUIRY CARD 
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STORE OPERATIONS 

QUICK AND EASY MOVING for 
washers and dryers and other large 
appliances is possible with Tilt-Er- 
Tool.—Automatic Service Supply Co. 

For Details Circle 247 on INQUIRY CARD 

KEY DUPLICATOR cuts cylinder 
and car keys automatically. Simple 
to operate by merely inserting key 
in blank in slots tighten knob and 
push button keys made in sections.— 
Keil Lock Company, Inc. 

For Details Circle 248 on INQUIRY CARD 

CARTON-SAVER TOOL is a thin 
bayonet of tough steel designed for 
prying open corrugated and wood 
boxes. Said to open boxes without 
destroying the box or its contents.— 
Flash Manufacturing Co. 

For Details Circle 249 on INQUIRY CARD 

Business failures down 

Business failures for the week end- 
ed Feb. 16, were 374 or just two less 
than in the previous week, according 
to Dun & Bradstreet, Inc. The total 
was still 85 higher than in the com- 
parable week a year ago. Failures 
to date are 2,458, up 417 from the 
like period in 1960. 

COMPACT STORAGE UNIT is a 
new rack device to convert open 
floor-to-ceiling into storage area. 
Called Adjusto-Deck uses _ brackets 
and fittings to link conventional pipe 
into racks. No special tools are re- 
quired for erecting racks. Pipe and 
plywood is not included. — Walter 
Haertel Co. 

For Details Circle 250 on INQUIRY CARD 

BLUE BIRD 
QUICK TURNOVER DISPLAYS 

UNLOCK GREATER PROFITS 

METAL CUTTIN® Seeawe 
CRE ROP FORGED - 108% RRR BAIS. FRE 

F | 

No. S-6 

Colorful, self-selling display is yours 
FREE with purchase of just 6 popular 
size BLUE BIRD metal cutting shears. 
For a complete snip department com- 
bine with matching aviation-type snip 
display. Both hold extra tools from 
your stock and hang from peg-board 
or wall. 

Contact your 
jobber or write 

iy© BERGMAN 
\ TOOL MANUFACTURING CO., INC. 

~ y 1573 Niagara St. Buffalo 13, New York 
ce 

Manufacturing Fine Quality Tools for 60 Years 

For Details Circle 21 on INQUIRY CARD 
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FREE 
Literature 

SEND FOR THIS HELPFUL DATA BY CIRCLING NUMBER ON CARD ON PAGE 48 

“STEEL WOOL USES” card is 8% 
by 11 inches, punched for hanging. 
Contains complete grading informa- 
tion and suggestions of use for steel 
wool. The two-color card may be 
hung near cash registers as a re- 
minder to sales personnel. From the 
Williams Co., the card covers their 
Sun Ray brand steel wool. 

For Details Circle 200 on INQUIRY CARD 

PROMOTION CATALOG is a sales 
promotion guide and catalog cover- 
ing Luminall Paints. The 84 pages 
cover 32 subjects on paint and wall- 
paper. The guide offers complete 
programs for stepping up sales of 
both emulsion and oil paints. Special 
emphasis is given to complete line of 
finishes for home, as well as institu- 
tional and industrial uses. 

For Details Circle 201 on INQUIRY CARD 

REH-CRAFT CATALOG OF TRO- 
PHIES has 56 pages in two colors, 
from A. C. Rehberger Co. Catalog il- 
lustrates all metal and wood base tro- 
phies as well as a new line of ebony, 
walnut base trophies for all sports, 
events and incentives for team and 
individual awards. 

For Details Circle 203 on INQUIRY CARD 

TRAILER HITCH CATALOG has 
four pages and is issued by Big Boy 
Products division of Dalton Foun- 
dries, Inc. The new line of trailer 
hitches includes those designed espe- 
cially for compact cars. In addition 
the catalog describes the complete 
line of Big Boy trailer equipment. 

For Details Circle 202 on INQUIRY CARD 

OUTDOOR LIGHTING CATALOG 
issued by Stonco Electric Products 
Co., gives general cross-section of 
their complete line of cast aluminum 
outdoor floodlights and fixtures in 
eight pages. Included are illustra- 
tions, specifications and dimensional 
drawings. 

For Details Circle 204 on INQUIRY CARD 

MARCH 1961 

“OUTDOOR FUN” is title of 1961 
products catalog from the Coleman 
Co., Inc. Twelve pages in full color 
gives specifications and descriptions 
of outdoor living products. Included 
in catalog are camp stoves, coolers, 
lanterns and parts and_ supplies. 
Catalog also shows parts counter dis- 
play kits and display cabinets. 

For Details Circle 205 on INQUIRY CARD 

INSECTICIDE CATALOG gives 
details of Hari-Kari fly bait cake, 

roach killer, flea powder and fly and 
garden sprays. From the Neodane 
Co., catalog also describes use of in- 
secticides in controlling and killing 
insect pests. 

For Details Circle 206 on INQUIRY CARD 

“THE STORY BEHIND TILLING” 
is a 12-page booklet with drawings 
from Gilson Brothers Co. Booklet 
explains soil types and the whys and 
wherefores of rotary tilling. Also 
included are 10 basic facts about till- 
ing. The booklet ends up with 19 
facts about Gilson tillers and a check 
list of the features in the company’s 
tillers. 

For Details Circle 207 on INQUIRY CARD 

“AN INTRODUCTION TO THE 
ART OF LAPIDARY,” is a 12-page, 
2-color brochure from the Carborun- 
dum Co. Booklet discusses history of 
the art, semi-precious gem materials, 
relative hardness of both natural and 
man-made materials, abrasives and 
equipment for lapidaries. Eight pages 
are taken up in the grinding, sand- 
ing, polishing, lapping, and tumbling 
of semi-precious gems. A _ dozen 
drawings and charts are included in 
the booklet. 

For Details Circle 208 on INQUIRY CARD 

“HOME DECORATOR?” is Sherwin- 
Williams 1961 edition of 44-page, full- 
color book for consumers. This is 43rd 
edition published by the company. It 
features complete line of trade sales 
products with colorful photos sug- 
gesting new color schemes for home- 
makers and how-to-do-it information. 
A merchandising highlight in the cat- 
alog is inclusion of four money-sav- 
ing coupons offering price specials 
on porch and floor enamel and other 
products. 

For Details Circle 209 on INQUIRY CARD 

BARBECUE TOOL LINE and 
cook-and-serve kitchen tool sets are 
covered in catalog sheets from Ace 
Mfg. Co. Barbecue tools are illus- 
trated in various sets. Provincial set 
of kitchen tools are also illustrated 
showing new purple Melmac handles. 

For Details Circle 210 on INQUIRY CARD 

SHALLOW WELL PUMP BUL- 
LETIN covers self-priming, electric 
motor-driven water system. Pro- 
duced by the Deming Co., the new 
pump, Majorjet, is covered in detail 
in the four-page bulletin. 

For Details Circle 211 on INQUIRY CARD 

1961 SOUTH BEND CATALOG 
has 40, four-color pages of new prod- 
ucts covering rods, reels, lines and 
lures. From the South Bend Tackle 
Co., Inc., catalog includes a page of 
sales aids to help you sell. 

For Details Circle 212 on INQUIRY CARD 
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FRFE LITERATURE 

SPRAYER AND DUSTER CATA- 
LOG FOR 1961 contains over 140 
items with many full-color views. Both 
hand operated and small power 
sprayers and dusters are described. 
Distributed by H. D. Hudson Manuv- 
facturing Company, the catalog has 
simple lay-outs and brief descriptions. 

For Details Circle 217 on INQUIRY CARD 

METAL BOXES AND CABINETS 
are described on two color illustrated 
catalog sheets. Catalog sheets cover 
tool chests, storage drawer cabinets 
and maltidrawer small _ cabinets. 
Available from Durham Mfg. Co., all 
three catalog sheets have specifica- 
tion tables with information on di- 
mensions, colors, and packaging data. 

For Details Circle 218 on INQUIRY CARD 

RETAIL CREDIT PLAN offered 
by Moto-Mower, Inc., subsidiary of 

Dura Corp., has complete informa- 
tion contained in 18-page brochure. 
Power mowers, tillers, snow throw- 
ers and any of the company’s other 
products may be purchased by con- 
sumers through this credit plan of- 
fered through dealers. 

For Details Cirele 219 on INQUIRY CARD 

TRIPLEX SPRING HINGE catalog 
sheet from Chicago Spring Hinge Co. 
of Chicago. Information is given on 
hinges for pressed steel jambs and 
metal doors suitable for fire exit and 
stairway use. Two different types 
are described in the catalog sheet 
which also includes dimensions and 
finishes available. 

For Details Circle 220 on INQUIRY CARD 

LIGHTING CATALOG published 
by Emerson Electric Co. has 19 new 
fixtures added to the Emerson-Im- 
perial line. Lighting fixtures are de- 

1” 

SRC 

on Bi 
\B 3 

AVAILABLE IN 
FOUR STYLES 

#440 With Teeth, 
Polished Handles $3.60 

#4406 With Teeth, 
Plastic Grips $4.00 

#441 Smooth Jaw, 
Polished Handles $3.60 

#4416 Smooth Jaw, 
Plastic Grips $4.00 

Length 12°—Packed In Individual 
Boxes, 6 Boxes Per Carton 

Opens WIDE 
for your customers... 

CLOSES NEW SALES 
FOR YOU 

CHAN wet LOCK 
No. 440 GRIPMASTER 

You've got a sale in the making every time one of your 

customers “‘hefts’’ the Channellock GRIPMASTER. 

Mechanics every where call it ‘the most versatile 

gripping tool ever made."’ Here’s why they like it... 

here's why they'll buy it: 

POWERFUL PARALLEL-JAW GRIP on everything 
up to a full 244” 

SLENDER %e" JAWS reach into tight spots 

inaccessible to other gripping tools 

NON-SLIP, UNDERCUT CHANNELS—7 of them 

... Machined, smooth working. (Patented). 

CHOICE OF CUSHION-GRIP, BLUE 

PLASTIC HANDLES or full-polished handles. 

This versatile plier is also available with 

smooth jaws for use on plated fittings. 

Put the GRIPMASTER out front 

where your customers can eye it, try 

it, buy it. You'll like the extra profit. 

Made only by CHAMPION DeARMENT TOOL COMPANY * MEADVILLE, PENNSYLVANIA 
For Details Circle 22 on INQUIRY CARD 

signed for every room in the home. 
Included in the catalog are pull-down, 
wall brackets, kitchen, bedroom, and 
bathroom fixtures. 

For Details Circle 221 on INQUIRY CARD 

JORDANEWS is two-page circu- 
lar from Jordan Industries, Inc., with 
building and home improvement spe- 
cialty items manufactured by the 
firm. Items listed include display 
rack for Jordan toggle bolts and plug- 
’N-caps for electricians and plumb- 
ers and others working with pipe. 

For Details Circle 222 on INQUIRY CARD 

“PROPER TRUCK SELECTION” 
is subject of eight-page, two-color 
brochure published by the Automatic 
Transportation Co. This technical 
brochure is designed to give materials 
handling information for warehouse 
trucks. Case histories are included 
in the brochure which show how the 
wrong truck used in different situa- 
tions cause unproductive output and 
increased cost. 

For Details Circle 223 on INQUIRY CARD 

FREE SCREW DESCRIPTOR is 
devised to supply correct nomencla- 
ture for screw products. Designed 
and printed by Active Screw & Manu- 
facturing Co., the screw descriptor 
supplies all the information needed 
for accurate ordering. Two revolv- 
ing dials show picture and give cor- 
rect information of numerous types of 
heads, threads and washers. 

For Details Circle 224 on INQUIRY CARD 

FREE PRUNING GUIDES are of- 
fered to dealers as a customer service 
item. Two-color guide has fruit trees 
and shrubs listed and tells when and 
how to prune. Back side of sheet has 
pruning tools for various pruning 
needs. Guide is from Seymour Smith 
& Son, Inc. 

For Details Circle 225 on INQUIRY CARD 

1961 AIR KING CATALOG de- 
scribes full line of Berns Air King 
Corp. products. Included in line are 
range hoods, kitchen fans, built-in 
heaters, dehumidifiers and portable 
fans. Other items included are rotis- 
series and portable heaters. 

For Details Circle 226 on INQUIRY CARD 

K-D SPECIAL AUTOMOTIVE 
TOOLS are described in catalog 
pages. Described are flexible shaft 
hose clamp tools for removing hose 
clamps, snap ring pliers, and other 
special items. Two-color catalog 
sheets are available from K-D Tools. 

For Details Circle 227 on INQUIRY CARD 

GATE-O-MATIC for all stores us- 
ing check-out stations. Said to cut 
pilferage by control of customer traf- 
fic. Brochure describes Gate-O- 
Matic, Inc.’s automatic opening gate 
for stores. Used for both exits and 
entrances. ( 

For Details Circle 228 on INQUIRY CARD 

(continued on page 52) 
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Goodell makes a dollar 

do more thanadollar’s 
work? There’s no mMagiCuaa 

no twisted wordSaaaaun 

just plain old New England 
“horse sense’= Goodell simply 
uses Small Town economys the 
latest in equipment plus the 

highest quality materials avail- 
ablem Hundreds of Hardware 

buyers are profiting by these 
'factsm You should toos 

double loop 

There’s a big, complete line of T&S weldless chain 
in all sizes, metals and types including SASH e 
JACK @ SAFETY @ REGISTER e DOUBLE and 

SINGLE LOOP @ PLUMBERS’ LINK e NAVY LINK 

e@ FURNACE e@ BEADED e CABLE e UNIVERSAL 
@ AND MORE PLUS “S” HOOKS and other 
attachments. 

® CHAIN 

COMPACT, SALES-BUILDER 

CHAIN DISPLAY 

Only 9” wide; 6%” deep; 
17” high Pi ios 

More facts and prices on Was a oR j Here S proof! Tool (as shown) with black, 

See ta ares RS shatterproof plastic handle guaranteed not 
to dissolve when cleaned with acetone or 
paint remover. HO sug. list— 

COMPARE GOODELL QUALITY . . . VALUE! 
THE TURNER & SEYMOUR MFG. CO. Write for Free Sample on your letterhead to- 

wey Kean. Ranenentalives day and ask about our Discount Schedule. 
SMITH SALES CO. 

972 South Goodrich Blvd. 115 New Montgomery St. GOODELL COMPANY 

Los Angeles 22, California San Francisco 5, California 

ANTRIM, NEW HAMPSHIRE 

For Details Circle 23 on INQUIRY CARD For Details Circle 24 on INQUIRY CARD 
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FREE LITERATURE 

1961 LAWN MOWER CATALOG 
has 23 pages with many illustrations 
in full color. Dille.& McGuire Manu- 
facturing Company’s Turfmaster line 
is full covered in the catalog. Speci- 
fications, descriptions and _illustra- 
tions are included. 

For Details Circle 229 on INQUIRY CARD 

ELECTRONIC FLY CONTROL 
called “Insect - O - Cutor,” manufac- 
tured by Gardner International Corp., 
is described in eight-page catalog. 
Two color catalog shows various in- 
stallations of electrical panels used 

for extermination of flying insects. 
Units can be used commercially or 
for home. 

For Details Circle 230 on INQUIRY CARD 

FREE COLOR “CHIP DECK” 
AND FOLDER describes applications 
of Kemiko permanent concrete stain 
and Kemiko Col-R-Tone finish. The 
50 colored chips give available colors. 
The illustrated folder describes appli- 
cations and varied uses in coloring 
concrete with Kemiko manufactured 
by Rohloff & Co. 

For Details Circle 231 on INQUIRY CARD 

TAYLOR MADE PRODUCTS from 

THE ALL-NEW FORSBERG 707 

LOWEST PRICED Yf7-SAYW 
. more profit with the new Forsberg 707 — the 

lowest priced, reciprocal-action saw on the market. The 707 offers more 
power ... more cutting capacity. Cuts 2” finished lumber . . . cuts plastics, 
light metals, hard rubber, pressed wood, etc. no jumping or chattering. 

You'll make more sales. . 

This versatile Whiz-Saw is easy to use. . 
not interfere with grip . . . tilting shoe adjusts easily for angle cuts... rip 
fence and circle cut attachment is a cinch to use . . . toggle switch is safely 
located to prevent accidental starting. 

ONLY 

$19.95, 
* with new blade holder 

* tilting shoe for angle cuts 

¢ rip fence and circle cut attachment 

. convenient blade holder does 

The 707 is smartly packaged in a special die cut carton designed to pro- 
mote sales. Takes up little counter-space. Low price means easy sales. 
Place your order today and ask for literature on the new improved Whiz 
Saw #1, which incorporates many new features. 

BUY FORSBERG TIME TESTED TOOLS . 

THE FORSBERG MFG. CO. 
. . AND BE SURE 

Bridgeport, 
Connecticut 

Representatives: 

John C. Swygert & Assoc., Inc., 3634 N.W. 47th Street, Miami 42, Florida. 
H. A. Varner Assoc., 160! Cranway Drive, Houston 24, Texas 
Mr. R. E. Cox, 5930 Mockingbird Lane, Dallas 6, Texas. 

For Details Circle 25 on INQUIRY CARD 

N. A. Taylor Co., Inc., are described 
and illustrated in 28-page catalog. 
Products include boat covers and boat 
accessories such as windshields, pen- 
nants, boarding ladders, anchors, etc. 
Many illustrations are in full color, 
balance in two colors and halftones. 

For Details Circle 232 on INQUIRY CARD 

ADJUSTABLE CATALOG has 
four pages covering incandescent, 
fluorescent, combination and magni- 
fying lamps. Luxo Lamp Corp., 
manufacturer of versatile Luxo lamps 
for use in offices, drafting tables and 
inspection benches. Various brackets, 
bases and stands are available for 
the lamps. 

For Details Circle 233 on INQUIRY CARD 

WIRE HARDWARE AND COT- 
TER PINS are covered in 26-page 
catalog in two colors from the Hind- 
ley Mfg. Co. Fully illustrated cata- 
log is divided into sections clearly 
labeled for quick location of informa- 
tion. 

For Details Circle 234 on INQUIRY CARD 

SUBMERSIBLE PUMPS are cov- 
ered in 20 page catalog issued by the 
Tait Mfg. Co. Rapidayton pumps are 
shown in catalog with installation 
drawings and other pump features. 

For Details Circle 235 on INQUIRY CARD 

SCREW ANCHORS by “Hi-Red” 
expandable plastic are described in 
brochure from Holub Industries, Inc. 
Also included in brochure are lead ex- 
pansion anchors, toggle bolts, ma- 
sonry drills and other products made 
by the company. 

For Details Circle 236 on INQUIRY CARD 

ORNAMENTAL IRON CATALOG 
has four pages in two colors from 
Versa Products Co. Completely il- 
lustrated, catalog gives details on 
iron railings and a new line of col- 
umns with specifications and parts. 

For Details Circle 237 on INQUIRY CARD 

SUBURBAN TRACTOR’ BOOK- 
LET issued by Porter-Cable Machine 
Co. has four pages showing features 
of Mark I garden tractor. Illustra- 
tions cover rotary lawn mower, roller, 
spreader, sweeper, etc. Also included 
are attachments and set of units that 
are operated by the tractor. 

For Details Circle 238 on INQUIRY CARD 

STAR LIGHT CATALOG contains 
16 pages of color illustrations of 1961 
light fixtures. Fixtures, manufac- 
tured by Thomas Industries Inc., in- 
clude pull-down chandelier, outdoor 
post lights and lanterns and recessed 
lights. 

For Details Circle 239 on INQUIRY CARD 

VIZUCLIPS CATALOG has eight 
colorful pages of display attachments 
for perforated panels. From the L. 
A. Darling Co., the catalog shows 
complete selection of Vizuclips for 
displaying all types of merchandise 
on either 4% or % inch panels. 

For Details Circle 240 on INQUIRY CARD 
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N EWS FOR WESTERNERS 

Twelve Western Dealers Are 

Finalists in Brand Names Awards 

From thousands of dealers entered in Brand 

Names Foundation competition of “Brand Name 

Retailer-of-theYear,” 12 finalists are from the 

hardware-housewares field in the West. 
Two are from the Hardware-Housewares 

stores group. Acme Hardware Co., Medford, 

Ore. and Palo Alto Hardware Co., Palo Alto, 

Calif., are runners-up for the awards in this 

classification. 

In the Building Materials Dealers classifica- 

tion the West was more amply represented. 

Seven dealers are among the finalists. They are 
Anderson Lumber Co., Ogden, Utah; Bestway 

Building Center, Kennewick, Wash.; Casper 

Lumber, Inc., Casper, Wyoming; Eugene Plan- 
ing Mill, Eugene, Ore.; Independent Lumber 

Co., Grand Junction, Colo.; J. Knox Corbett 

Lumber Co., Tucson, Ariz.; and Progress Lum- 

ber Co., Redwood City, Calif. 

Western department stores placed two in a 

Class 1 (Annual sales volume of $10 million 

or more). They are Broadway Department Store, 

Los Angeles, Calif. and Zion’s Cooperative 

Mercantile Institution, Salt Lake City, Utah. 

Gray, Reid, Wright Co., Inc., Reno, Nevada, 

was the only Western department store in Class 

II (Annual sales volume of less than $10 

million). 

Fuller to Build Glass Depot 

W. P. Fuller & Co., announced they will con- 

struct a new Northern California Glass Depot 

in Union City, Calif. The facility will serve as 
a distribution center for flat glass, glass and 

aluminum doors and windows and other glass 

products. 

The property covers 17 acres in Union City 
which is located near Hayward, Calif. 

At the same time Fuller announced the fol- 

lowing new management changes. 

L. R. Templeton has been appointed manager 
of Fuller’s new glass depot. He had been man- 

ager of the company’s Boise, Idaho, District. 

The Boise District manager will be R. Gentry. 

He was formerly manager of the Nampa, Idaho, 

MARCH 1961 

store. R. E. Lindbloom has been appointed man- 
ager of the Idaho store. D. Brian will succeed 

Lindbloom’s former position of manager of the 

Idaho Street store in Boise. 

Western Firms Get Small Business Licenses 

The Small Business Administration announced 
in January the issuance of small business in- 

vestment company licenses to the First West- 

ern Small Business Investment Company in Salt 
Lake City. Their address is 10 West Second 

South. It is the first SBIC licensed in Utah. 

The West Coast Capital Company, 870 Lin- 

coln Way, Auburn, California, northeast of Sac- 
ramento has been licensed as a small business 
investment company. George R. Duff general 

manager of a lumber company is president of 

West Coast Capital. 

Ames Appoints Northwest Representative 

The O. Ames Co. has appointed Joe Dungan 

and Co. as its representative in the Pacific 
Northwest. The Dungan firm headquartered in 
Portland will represent the Ames Co., in Oregon, 

Washington and Idaho. 

BLOODWORTH WINS GILSON SALES AWARD 

ACCEPTING KEYS to new Thunderbird is William B. Bloodworth 
(lett) of Bloodworth and Janney Co., Portland, Ore. Earl Horn, 
general manager of Gilson Mfg. Co., presented the keys fo the car 
which was first prize in a recent sales contest. Looking on is 
Warren Thrun, director of sales for Gilson. Bloodworth's territory 
covers the Pacific Northwest states of Oregon, Washington and Idaho. 
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10th Year For So. Calif. 

Builders’ Hardware Club 

Some 85 members and guests of 
the Builders’ Hardware Club of 

Southern California gathered Jan- 

uary 18, 1961 to celebrate the club’s 

NEW OFFICERS for 1961 were elected at the 10th anniversary of the Builders Hardware 

Club of Southern California. Outgoing president Bob Hill introduced the officers (from left): 

treasurer—Jay Smith, Schlage Lock Co.; Sgt. at Arms—Dick Hay, Daniel C. Hay Co.; 

president—Bob Erickson, Quality Hardware Mfg. Co.; secretary—Bill Budrow, Budrow & Co.; 

Anniversary celebration was held by Builders 

Hardware Club of Southern California Janu- 

ary 18 1961. Outgoing president Bob Hill 

turns over gavel to 1961 president Bob Erick- 

son at the anniversary meeting. 

and vice president—Wally Johnson, Amerock Corp. 

10th anniversary year. 

Outgoing president Bob Hill re- 

ported on the club’s activities dur- 
ing the past year. 

Some of the highlights of 1960 

were increase of membership by 

26 per cent. The club now has a 
paid up roster of 171 members 
representating 90 firms. Hill men- 

tioned that 30 per cent of the mem- 

bership actively participated in 

committee work. 

The meeting saw new officers 

elected for the coming year. Out- 

going president Bob Hill introduced 

the newly elected officers to the 

membership. 

LYNN AND BROOKS HOLD SALES MEET AT SANTA BARBARA 

LINE UP OF SALESMEN of Lynn and Brooks manufacturers representatives, Los Angeles, held 
its annual sales meeting at Hotel Miramar, Santa Barbara, Calif., recently. Sales agency, 

which covers the 13 Western states called in its sales force for the week long conference. 

During the con‘erence it was announced that G. C. (Bud) Ratcliff, who resides in Phoenix, 

had recently joined the company and would cover Arizona, New Mexico and El Paso, Texas. 

Officials of Speedway Manufacturing Co., La Grange Park, Ill., who recently appointed 

Lynn and Brooks their western sales representatives, addressed the group. All salesmen took 
the liberty of 1961 Ford station wagons. 

Harvill to Build New Plant 

Plans for the construction of a 

new $1,300,000 plant for Harvill 
Corp. in Compton, Calif., was an- 

nounced by the company. 
The 101,000 sq ft manufacturing 

facility on a 714-acre site will in- 

crease by one third the company’s 

overall production capacity of 

kitchen disposer units. 
Harvill will transfer all of its 

operations from its present loca- 

tion at 6251 West Century Blvd., 
Los Angeles, to the new plant. 

Cash for Old Displays 

Ajax Hardware Corp., City of 
Industry, Calif. is inaugurating 

what they term as the first na- 

tional “trade-in-plan” for displays. 
They will give their distributors 

money for each old Ajax display 

board. 
The idea is designed to make 

hardware and building supply deal- 
ers aware of the sales potential of 
a completely new  point-of-pur- 

chase display developed by Ajax. 
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Sherr Show Set for April; 
To Feature Housewares, Gifts 

The Spring Housewares and Gift 

Ware Preview Show sponsored by 
J. B. Sherr Co. of San Francisco 
will be held on April 9-10. As 
usual the show will be presented 

in the Phoenix Room of the West- 
ern Merchandise Mart in San Fran- 
cisco. 

On the first day, Sunday, the 

show will run from 9:00 a.m. until 

6:00 p.m. On the following day it 
will run from 10:00 am. until 

10:00 p.m. There will be buffet 

lunches on Sunday and buffet lunch 
and dinner on Monday. 

About 80 manufacturers’ repre- 
sentatives will present close to 200 

lines in their booths. J. B. Sherr 

buyers were busy at the recent 
houswares show in Chicago and 
the gift shows in Los Angeles and 
San Francisco selecting many new 

lines that they will show for the 
first time at their show. 

According to J. B. Falk, sales 

manager, they expect representa- 

tives from more than 250 dealer 

stores. The total attendance in- 

cluding family and salesmen will 
run about 700. 

CFI Improves Western Plants 

An extensive modernization of 

the Colorado Fuel and Iron Corp’s. 
Pueblo, Colo., plant 14-in. rolling 
mill has just been completed. 

The mill’s improvements are part 
of the current modernization pro- 
gram under way at the Pueblo, 
Oakland, and South San Francisco 

plants. 

Porter-Cable Names Sales V.P. 

Joseph J. Diamond has been ap- 
pointed vice president, field sales, 

for the Porter-Cable Machine Co. 

He joined Porter-Cable as a sales 
trainee in 1946, and worked up 

through the sales division as a 
salesman, division manager, and 
vice president of the company’s 

Canadian subsidiary. 

Rohif Joins Faultless Caster 

William D. Rohlf has been ap- 

pointed sales manager of the Hard- 
ware Division of Faultless Caster 
Corp., Evansville, Ind. Rohlf has 

been general sales manager of the 

Luce Luggage Manufacturing Co., 
of Kansas City, for the past year. 
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NEWS 

WESTERN OSTER DEALERS WIN TRIP TO HOUSEWARES SHOW 

GRAND PRIZE WINNERS were selected by the John Oster Manufacturing for originality 

of displays in Oster's 1960 “Golden Circle of Holiday Ideas" promotion for the Christmas 

selling season. Dealers ware treated to an all expense trip to the Chicago Housewares 

Show by the firm. Greeting prize winners were John Oster, Jr., president of the company (left, 

front row), pictured above others are (from left): Claude Herbert, Southern Calif. regional 

manager for Oster; George Tomasini, Tomasini Hardware, Petaluma, Calif.; Mrs. Ruth 

Bowen, Vista Hardware, Fresno, Calif.; Mrs. Madelyn Amaral, Pioneer Drug Store, Newman, 

Calit.; William G. Austin, A & A Hardware, Pacific Beach, Calit.; George Hobbie, Rex 

Hardware, Petaluma, Calif.; Leroy Herbert, Oster regional sales manager for Northern 

Calif. Back row (left to right): Ernest F. Happoldt, Oster representative from the Charles 

G. Putnam Co., Sam Francisco; Norman Avril, Avril's Electric, Montrose, Calif.; David C. 

Neilson, Charles G. Putnam Co., Los Angeles, Calif.; Jerry Heilbron, Heilbron Electric, 

San Diego Oster rep.; G. W. Orr, V.P. sales electric housewares, John Oster Mfg. Co.; and 

Calvin R. Lewis, Oster representative for Charles G. Putnam Co., San Francisco. 

Another 

FULLER One of the fabulous 

TRAFFIC STOPPING 
SALES STARTER 
$101 QUICK-SERVICE 
BASIC TOOL DISPLAY 
Fuller products are made in 
U.S.A., England and other 
countries, of the highest qual- 
ity materials, by skilled crafts- 
men... designed for service 
» « « and rigidly inspected to 
preserve Fuller Quality and 
Reliability. 

[FULLER | 

Turnover Twins!* 
A complete department .. . 
for all-around profit! Contains 
2 ea. of 21 different tools, | 
ea. of 4 size wrenches. All 
basic, needed tools . . . all 
individually carded and pre- 
priced .. . on handy hanging 
rack. An eye-getting assort- 
ment for an up-front spof. 

ORDER TODAY! 

*with #100 Screwdriver Asst. 

For Details Circle 26 on INQUIRY CARD 



NEWS 

ILFIELD CO. HOSTS SOUTHWEST PRO HARDWARE DEALERS 

DEALERS FROM THREE STATES attended a PRO hardware meeting at the Hilton Hotel, 

Albuquerque, N. M. Some 25 PRO dealers from New Mexico, Colorado and Arizona met 

with their hardware wholesaler, Charles Ilfield Co. of Albuquerque. John Berryman, vice 
president and consultant for PRO Hardware, Inc., Larchmont, N. Y., was the principal 

speaker at the meeting. Job counseling, store engineering, merchandising and circular pro- 
motion was discussed during the meeting. 

Light weight 
eleT: h S edish 

SF, DESIGNED TO SELL § 

J ~ PRICED FOR PROF! LY 

y : NE W! Exclusive SANDVIK 

tension Lever Lock. No bolts to 

lose. Shaped to fit the hand 

RETAIL PRICE 

Replaceable Patented $7.90 
SANDVIK ‘‘Hard 
Point Blade” This popular impulse sales 

item is the natural choice of 
campers, farmers, gardeners, 
suburbanites or park attend- 
ants. Complete information 
contained in new catalog sheet. 
Write today. 

e 

Sq n dvik STEEL, INC. 
SAW & TOOL DIVISION 

1702 NEVINS ROAD, FAIR LAWN, NEW JERSEY 
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COLORFUL “TELL AND 
SELL” wrap around tag 
insures self-service sales! 

Horlock-Clow Hardware 
Changes Name to Iseman's 

According to owners Mr. and 
Mrs. Jack Iseman, Horlock-Clow 

Hardware in Hanford, Calif., will 

be known as Iseman’s. The change 
of name becomes official when the 

store moves into a new building 

during the first of February. 

The 8800 sq ft store will have 
an adjoining 35 off street parking 
spaces. Located on North 11th Ave. 

near Grangeville, the store will be 
air conditioned with refrigeration. 

Nearly $100,000 investment will 
have been made in building, stock 

and fixtures. 
The original store was founded 

nearly 50 years ago by the late 

Arthur E. Horlock and the late 

Ora T. Clow. There have been 
several owners in recent years. The 
Isemans purchased the business a 

year ago from Mr. and Mrs. E. B. 
Worrell. 

Thor Appoints Lynn & Brooks 
As Western Representatives 

The appointment of Lynn & 
Brooks, manufacturers’ representa- 

tives, as West Coast agents for 

Speedway and Thor SpeedTool 

products, was announced by Thor 
Power Tool Co., Speedway division. 

Headquartering in Los Angeles, 

Lynn & Brooks is headed by Wal- 
lace Lynn and Kenneth Brooks. 

Branch sales offices are maintained 
in San Francisco and Seattle with 
a sales force of 14 men covering 

the territory. 

Azzarito Joins Marson Corp. 

Joseph Azzarito has been named 
sales manager, Consumer Products, 

Marson Corp., Revere, Mass., man- 

ufacturers of automotive, house- 

hold and marine specialty products. 

He was previously affiliated with a 

New England hardware organi- 
zation. 

Western Plant for Keystone 

Keystone-Seneca Wire Cloth Co., 
Fostoria, Ohio, has purchased a 

modern building at 210 W. Walnut 
St., Fullertonk, Calif. The building 

has 44,000 sq ft floor space and 

equipment is being installed to 
produce a full line of insect wire 
screening. The plant will be head- 

quarters of the company’s Western 
Division. 

HARDWARE WORLD 



NEWS 

Builders Brass Works 
Names Western Representatives 

Andrew Jackson, president, Build- 
ers Brass Works, Los Angeles, has 

appointed these representatives to 

cover the 13 Western States. 

Jack Kruse, Portland, will cover 

Oregon and Washington. 
Lawrence B. Stuart, Ltd., Hono- 

lulu, will cover the state of Hawaii. 

R. E. Edwards & Assoc., Oak- 

land, will cover Northern Califor- 

nia and Reno, Nev. 

Blake “Bud” Olson, Garden 

Grove, Calif., will cover Southern 

California and Las Vegas. 
Leighton Medill, Denver, will 

cover Idaho, Utah, Colorado, New 

Mexico and Nebraska. 

Ralph J. Compton A. H. C., Los 

Angeles, will cover Arizona, New 

Mexico and El Paso, Texas. 

E. R. Young, Billings, Mont., 

will cover Montana, Wyoming, 
North Dakota and South Dakota. 

G. E. Service Center 

Opens in Portland 

General Electric’s 26th Servi- 
center, for servicing of housewares 
products was opened in Portland, 

Oregon, recently. 
Managed by James H. Martin, the 

new Servicenter, at 2137 East 
Burnside, Portland, is under the 

jurisdiction of the division’s West- 

ern regional service manager, C. G. 
Benson, headquartered in San 

Francisco. 

CHINA AND GLASS GROUP MEET 

“DAME OF THE DAY" was picked by the 
China, Pottery and Glass Association at their 
annual luncheon in Los Angeles recently. 
Being crowned with orchids is Miss Georgia 
Plancich, china and glass buyer for San Pedro 
Hardware, San Pedro, Calif. Doing the honors 
are past-president of the group and master 
of ceremonies Clarence Bauman (at left) and 
president—Charles Kalen. The annual lunch- 
eon of the association took place at the Bilt- 
more Hotel in Los Angeles. 
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LINK HANDLESB 
HANDLE BEST 

5 Reasons Why: 

| Reddy-Fit Eyes eliminate most of the 

work of fitting a new handle to the 
tool. This time saving, labor-saving 
feature is a big sales advantage to 
you and your customers. 

Wood and Steel Wedges are 
fastened to each handle, further 

facilitating fitting. 

Each Link handle is accu- 
rately graded to the highest 
standards in the industry, 
and is inspected at least five 
times during the manufac- 
turing process. 

Foil stamping on each Link 

handle ends confusion. Each 

handle is identified as to 

name, pattern number and 
weight tool it fits. 

Handle labeling is coordi- 
nated with information con- 
tained in catalog A and wall 
chart B illustrated at right. 

There is a Link program for 

you which will help you 

sell more handles — more 

profitably — ask about it. 

OPLINK) 
HANDLE COMPANY 

Manufacturers of 

America's Finest Handles 

SALEM, INDIANA £ 

SLEDGE HANDLES 

Pattern No, 68 — For 6 and 

8 Ib. tools. 

Pattern No. 1016—For 10-16 
Ib. tools 

Pattern No. 1824—For 18-24 
Ib. tools 

Lengths 24” to 42” 

Write today for FREE copies 
of Wall Chart B and Catalog A 
illustrated above 

THINK AND YOU’LL HANDLE LINK 
For Details Circle 28 on INQUIRY CARD 
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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 displays 

2. Better packages 

3. Faster turnover 

“ COMPLETE 
LINE 

Every size of every kind of popular 

household fastener — all available 

in the famous red Atlas % Ib. and 

Y% lb. packages. You get a com- 
plete stock of your fastest movers 
— all from the complete Atlas line 
— with one order, one invoice... 

less bother, more profit. 

Fast, Regular ws 
Service / 
Monthly Carload (ATLAS 
Shipments ry 

* S 
ovr ee 

Represented in the West for over 50 years by: 

HUGHSON & MERTON: Los Angeles 

San Francisco « Seattle + Salt Lake City 

For Details Circle 29 on INQUIRY CARD 

SCHEDULE OF CONVENTIONS AND SHOWS 

April 6-10 

Apr. 16-19 

Apr. 16-19 

June 2-9 

June 11-17 

June 25-29 

July 2-5 

July 9-14 

July 10-13 

July 10-14 

July 17-21 

SPRING HOUSEWARES PREVIEW SHOW, Merchan- 

dise Mart, San Francisco, Calif. (J. B. Sherr Co., 685 

Seventh St., San Francisco, Calif.) 

SOUTHERN HARDWARE CONVENTION OF AMER- 
ICAN HARDWARE MANUFACTURERS ASSOCIA- 
TION, Americana Hotel, Miami Beach, Fla. (Arthur L. 

Faubel, 342 Madison Ave., New York 17, New York) 

SOUTHERN WHOLESALE HARDWARE ASSOCIA- 
TION CONVENTION, Americana Hotel, Balmoral, 
Singapore, Bal Harbour, Shamrock Isle Hotels, Miami 
Beach, Fla. (T. W. McAllister, 815 Metcalf Building, 
Orlando, Fla.) 

NATIONAL ASSOCIATION OF STORE FIXTURE MAN- 
UFACTURERS CONVENTION AND TRADE EXPOSI- 
TION, Conrad Hilton Hotel, Chicago, Ill. (William B. 
Sutherland, NASFM, 53 W. Jackson Blvd., Chicago, Ill.) 

PACIFIC COAST BUILDERS’ HARDWARE CONFER- 
ENCE OF NBHA & ASAHC, El Mirador Hotel, Palm 
Springs, Calif. (Sponsored jointly by the National 
Builders’ Hardware Association and the American Society 
of Architectural Consultants. John Barrison, Dalmo-Con- 
tinental Co., 144 So. Mission Rd., Los Angeles.) 

THIRD NATIONAL TOY SHOW, Morrison Hotel, Chi- 
cago, Ill. (Jules Karel & Associates, 8 South Dearborn 
St., Chicago.) 

WESTERN TOY, JUVENILE & WHEEL GOODS 
MARKET, Western Merchandise Mart, San Francisco, 
Calif. (Robert Zinkhon, Western Merchandise Mart, 1355 
Market St., San Francisco, Calif.) 

4ist CONTROLLER’S CONGRESS ANNUAL CON- 
VENTION, Hotel Ambassador, Los Angeles, Calif. (Ste- 
phen K. Small, National Retail Merchants Association, 
100 West 31st St., New York, New York.) 

PACIFIC COAST HOME BUILDERS ASSOCIATION, 
Sheraton-Palace Hotel, San Francisco, Calif. (Rodney 
Radom, 350 Post St., San Francisco, Calif.) 

ARCHITECTURAL HARDWARE INSTITUTE, Ohio 
State University, Columbus, Ohio (George P. Merrill, 
American Society of Architectural Hardware Consultants, 
220 E. St., Santa Rosa, Calif.) 

ASSOCIATED POT & KETTLE CLUBS OF AMERICA 
CONVENTION, Hotel Gearhart, Ore. (Arnie Ekleblad, 
805 N. W. Glisan, Portland.) 

CHRISTMAS GIFT, HOUSEWARES, HARDWARE 
AND TOY SHOW, Dallas Trade Mart, Dallas, Texas 
(Dallas Trade Mart, 2100 Stemmons Freeway, Dallas, 
Texas) 

LOS ANGELES SUMMER MARKET, Home Furnish- 
ings Mart, Los Angeles Calif. (Eddy S. Feldman, Home 
Furnishing Mart, 712 S. Olive St., Los Angeles, Calif.) 

NATIONAL RETAIL HARDWARE ASSOCIATION 
CONGRESS, Denver Hilton Hotel, Denver, Colo. (Na- 
tional Retail Hardware Association, 964 No. Pennsylvania 
St., Indianapolis, Indiana) 

NATIONAL HOUSEWARES EXHIBIT, McCormick 
Place, Chicago, Ill. (Dolph Zapfel, Merchandise Mart, 
Chicago, IIl.) 

WESTERN SUMMER MARKET, Merchandise Mart, 
San Francisco, Calif. (Henry Adams, Merchandise Mart, 
1355 Market 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. 
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HOLT Rental Machines Semeceen 
increase other business, too 

SANDER, EDGER, POLISHER rent- Silver Brite 

als step up sales of sandpaper, a 
steel wool, paint, varnish, wax, 

etc. while paying for machines out 

of rental income to do-it-yourself 

customers and small contractors. 

Safe, simple to use, built for rental 

use and abuse. Fill in coupon now 

and see how this profit-making 

trio builds business for you. 

New Rental Sander. Stronger vacuum 
and improved pickup reduce dust. 
Short coupled, well-balanced; easy 

to handle and transport. Does truly 
professional job. Has same durability 
and quickly demountable drum cush- 

ion (patented) as Holt professional 
sander. 

JW12 Polisher waxes, polishes, 
a steel wools; scrubs and shampoos 
i ] rugs and carpets. Easy for women 

to use. Motor grease-sealed for 
life. Stowaway handle uses less 
display space. 

Holt Edger. Unsurpassed 
for sanding floor edges, 
corners, closets, boats, desk 
tops, and so forth. 

OG MANUFACTURING CO. 

669 - 20th St., Oakland 12, Colif.; 10702 - 46th St., Tampa 10, Fla. 
272 Badger Ave., Newark 8, N. J. 45 

ee ial 

HOLT MFG. CO., Dept. K-3 
669 - 20th St., Oakland 12, California; 10702 - 46th St., Tampa 10, Florida; 
272 Badger Ave., Newark 8, New Jersey. 

Please send me details on Holt rental machines. 

Name Position 

Firm. 

Address. K. H. Davis Wire & Cable Corp., 

6315 Bandini Bivd., Los Angeles 22, Calif. 
For Detalls Circle 30 on INQUIRY CARD For Details Circle 31 on INQUIRY CARD 
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to WILSHIRE! [HLT NIN th eaeeaan 
..- for finest values in 

fireplace furnishings and barbecues! NARROW HUB WHEELS 
FIT MORE APPLICATIONS ... 
MEAN MORE SALES AND PROFITS 

Wilshire offers you Ameri- 
é ae ‘ ; in Gleason narrow Hub Wheels, together with 

ca’s largest selection of } : } . - Gleason Hub Stretcher springs and reducer 
P teh: Si 7 | : i bushings, let you fit virtually all of the more 

fireplace furnishings : } . ..£ than 40 hub widths found on wheeled equip- 

Modern, Period, and Pro- : . | BO oe ment in use today. A minimum inventory gives 
Ce ee ’ you fast turnover and eliminates carrying slow 

vincial—to meet all needs ‘ : . | moving numbers. Order from your wholesaler. 

in every price bracket. 

ask for GLEASON on your wheeled equipment 

GLEASON CORP., 325 N. Plankinton Ave., Milwaukee 2, Wis. 

For Details Circle 35 on INQUIRY CARD 

PLUS! America’s 
newest and finest 

! barbecue line of 
braziers and wagons 

.-. priced right for any purse! 

WRITE FOR NEW 

BARBECUE AND FIREPLACE 

FURNISHINGS CATALOGS! 

| Advertised in Life, Saturday Evening Post, Good Housekeeping, 
Better Homes & Gardens, American Home, McCall’s, Ladies’ 
Home Journal, House & Garden, Living for Young Home- 
makers, House Beautiful, Popular Mechanics, Popular Science, 

| Mechanix Illustrated, Science & Mechanics, Sports Illustrated, 
MFG. COMPANY and Sunset Magazine. 

MAIN OFFICE: 4865 San Fernando Rd. West Los Angeles 39, California The Brand with Demand i 
EASTERN PLANT & WHSE: 850 W. Jackson Bivd. © Chicago 7, Illinois 

For Details Circle 32 on INQUIRY CARD | KRYLON, oe PESO Gl PCO we PA. 

Hobbies and Hardware ... go together | K-A-KEY MAK-A-PIN 
. ee, 12-in. lengths of 
like bread and butter! | TH rackaceo ROUND steel bars 

Add hobbies to hardware and you build traffic, "7 MACHINE | Al Bh aga 4 , is of 

build sales, build profits. Entrance into the | | | | 3# mse ee 
hobby field is easy for hardware retailers in | | | |% OVER die makers, me- 
California, Oregon and Washington. You have bs “ rer shope, termane, do" 
access to the West’s most extensive line of pre- i AVAILABL it-yourselfers. Mak- 
sold, brand-name model and hobby merchandise, | | “U* copper-coated: can 

isi i | | The keys that changed buyers’ e riveted, will co 
plus merchandising aids, and counsel based on hoblts—12-inch lengths of cold fin- bend; are easy to 
23 years’ specialized experience. Write for in- ished steal, tinc-coated. Made, 000" weld, easy to cut. 1 : 003" * rust ; jan ay pa formation, or ask to have a representative call | | | '; tse and At Reduce storage contains “fo, I2-in. 
on you. and handling costs. Proven in hun- bars in 7 sizes: 4" 

dreds of applications throughout to '/."". Size marked 
D Nv. Distributor of Hobby Supplies the world. Over 60 sizes stocked. on each bar. 

® 
e 4s Wholesale only DEVAN-JOHNSON COMPANY 

598 POTRERO AVENUE, SAN FRANCISCO 10, CALIFORNIA 514 Rathbone Ave., Aurora, Ill. 

For Details Circle 33 on INQUIRY CARD For Details Circle 37 on INQUIRY CARD 

ae en -g: aletatage tala 1960 WESTERN WHOLESALERS’ DIRECTORY 
TEHR-GREEZE FABRIC CEMENT includes general line and major specialty 
For the instant repair of overalls, glovas, canvases, 
tents, awnings, tarpaulins, bags, leather goods and ae wholesalers serving hardware retailers in the 
any material it can penetrate. Inexpensive, perma- 
nent. Thousands of uses. = 13 Western States. This 16-page annual 
Sold by leading jobbers and dealers everywhere. ee a - w - 

Comme To 8 ae. © at. Sod Gs. migate belles, Ae directory gives valuable information about 
SF ae we AD AND : executives, buyers, territory served, types of 
ee re merchandise handled, special sample display 
color counter aiply rooms, special salesmen and special ser- 
a vices offered. Price $2.00. Send check to 

VAL-A COMPANY HARDWARE WORLD SERVICE BUREAU 
1355 Market Street, San Francisco 3, Calif. 

For Details Circle 34 on INQUIRY CARD For Details Circle 38 on INQUIRY CARD 
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Golden State Steel Corp. 
Organized in San Francisco 

The Rolling Mill division of the 
Simmons Co., San Francisco 

branch, has been purchased by the 

Golden State Steel Corp. It will be 

operated on the same site, 295 

Bay St. 

The firm is an affiliate of Jersey 

Shore Steel Co. of Pennsylvania, 

builders and operators of steel mills 

for over 35 years in the east. Harold 

T. Henry, vice-president, sales, of 

the firm is supervising the sales 
department of Golden State Steel 

Corporation. 

The firm will feature “Golden 

Top” channel and angle fence posts 

which will be distributed to the 

hardware fields. The firm will con- 

tinue to re-roll rails into bar size | 

angles, rounds, flats and special | 

shapes in addition to the fence 
posts. 

H. M. Pforsich Co. has been ap- | 

pointed as sales representatives to | 
cover the Western States. They 
have their headquarters in San 

Francisco with sales branch offices 

in Los Angeles and Seattle. 

Carmichael Hardware to Move 

Carmichael Hardware will be 
relocated on about March 1 at 3333 
Fair Oaks Blvd. in Carmichael, 

Calif. The new building will have 

15,000 sq ft of space. Ample park- 

ing will be a feature of the new 
store. 

More sales space will give the 

firm the opportunity of adding new 

lines, according to Earl Hockett, 

manager. The firm has been lo- 

cated for some time at Fair Oaks 

Blvd. and Marconi Ave. 

Simonds Opens L.A. Branch 

Simonds Saw and Steel Co. have 

opened a Southern California 

branch warehouse, sales office and 

service shop. Located at 1950 East 
20th St., Los Angeles, the branch 

will serve Southern California, 

Arizona, Southern Nevada, New 

Mexico and El Paso, Texas. 

John L. Mershon has been ap- 
pointed Southwest manager. He 
was formerly Southern California 

district manager. 

For Details Circle 39 on INQUIRY CARD——»> 
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Now—a silk-smooth, lustrous new finish fo ase sa Se 

lu-Krome”’ finish prevents rust, resists corrosion and ft 

nish, won't chip, peel, crack or flake. Available 
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weldless chain assortments on reels with famous Campbe! 

merchandisers ! 

Get Complete Information from Your Campbell Wholesaler, or Write Direct 

CAMPBELL CHAIN COMPANY 
2 FACTORIES: York, Pa. e West Burlington, lowa e Union City Calif 
eA 

WAREHOUSES: Medford, Mass. Atlanta, Ga. + Dallas, Texas 

Chicago, Ill. - Portland, Ore. - Seattle, Wash. ; Los Angeles, Calif. 



IN MEMORIAM 

PAUL WCOTON 

Paul Wooton, 79, died unexpect- 

edly in Washington D. C. on Feb. 

16, 1961. He was one of the coun- 

try’s best known news correspon- 

dents. He served on Chilton Co.’s 

Editorial Board for more than 

15 years. 
Wooton was a co-founder of the 

Society of Business Magazine Edi- 

tors and was a major force in 
gaining recognition for the busi- 

ness press in official Washington. 
Wooton was also well-known as 

official greeter and chief press 

host to visiting royalty and heads 

of state. 

He had been president of the 

National Press Club, the Gridiron 
Club, Overseas Writers and the 

White House Correspondents. As- 

sociation. 

W. R. McKAY 

W. R. (Bud) McKay, 49, died in 

his sleep at his home in Portland, 

Ore. 

He had been with the manufac- 

turer’s representative firm of John 

M. Lansinger Co., of Portland. 

McKay was also active in pro- 

motional work for the Rose Fes- 

tival Association in Portland. 

New Officers Take Office for 

No. Calif. Chapter ASAHC 

New officers for Northern Calif- 

ornia chapter of the American 

Society of Architectural Hardware 

Consultants took office on January 

10 at San Remo restaurant. 

The officers are: chairman— 

George Friman, AHC, Bairs Hard- 

ware, Belmont; vice chairman— 

Vice Waldele, AHC, San Jose Hard- 

ware, San Jose; secretary—Ben 

Broderick, AHC, Trans-Western 

Supply Co., San Mateo; treasurer— 
G. G. Rechnitz, AHC, Bairs Hard- 

ware, Belmont. 

The members also passed a res- 

NEWS 

olution stating; “That the execu- 
tive committee establish an auxi- 
liary to ASAHC for contract hard- 

ware specialists in limited lines. 

The purpose is to acknowledge con- 
tribution by those persons to ac- 

tivities of ASAHC.” This resolu- 
tion will be referred to the national 

association. 

It was also reported at the meet- 

ing that 25 students have been 

attending two-hour sessions each 

Wednesday evening at the Build- 

ers’ Hardware School. It is held 

at the Builders Exchange, 850 

South Van Ness Avenue, between 

7:00-9:00 P.M. 

New Sales Manager for Goulds 

S. A. Bunis has been named sales 

manager of Goulds Pumps, Inc., 

Seneca Falls, N. Y. Associated 

with the company for 23 years, he 

has held the position of assistant 

sales manager for the past four 

years. 

Sterilued y TACKS FREE 
THEY HANG OR STAND! 

No deals required — Order only the sizes that sell fast in your store 
For Details Circle 40 on INQUIRY CARD 

TACK RACKS 
SELL MORE TACKS AND RELATED ITEMS 

WILHOLD 
CLEAR-EPOXY 

ADHESIVE 
TONS OF STRENGTH 

Hy-Ko does it again—puts swift in sign sales. 
Stunning new small space counter or peg board 
self-selling display rack. FREE with each 5 doz. 
asst. Choose from 20 different wordiny rust- 
proof, fadeproof reflecting signs. Two or three 

racks placed at good store locations will 
bring a big profit on small space they 
occupy. Rack hack lists over 80 sign 
wordings. Order now from your jobber. 

"'The Mark DRIES CLEAR AS GLASS mee 
Si & Signs, 

. 
ws Si 

L # . 

Available at Hobby, Hardware, WILHOLD GLUES. INC yketters, 

Builders Paint and Supply Stores. BT tnnESe en ITT ony | syvne: HiSMaE di. “Gekcines'S. Outs 

| 

For Details Circle 41 on INQUIRY CARD For Details Circle 42 on INQUIRY CARD 

MARSHALLTOWN 

MARSHALLTOWN TROWEL COMPANY ¢ MARSHALLTOWN, IOWA 

For Details Circle 43 on INQUIRY CARD 
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INDEX TO ADVERTISE RS 

(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 48 

further 

about advertisement. 

when desiring information 

A 

Amerace Corp Supplex Div .... 20 

American Chain & Cable Co Inc 
Pennsylvania Lawn Mower Div 2 

American Push Broom Co 
O Ames Company 

Atlas Tack Corp 

B 

Bergman Tool Mfg Co Inc 

Cc 

Campbell Chain Co (39) 

Champion DeArment Tool Co.... 

Colorado Fuel & Iron Corp 

W W Cross & Co 

K H Davis Wire & Cable Corp.. 

DeVan-Johnson Co 

F 

The Forsberg Manufacturing Co 52 

Fuller Tool Company 55 

G 

The Gilbert & Bennett Mfg Co... 

Gleason Corporation 
The Goodell Company .......... 51 

The Grabler Manufacturing Co 

Hillerich & Bradsby Co 
Holt Manufacturing Co 

Hy-Ko Products Co. 

I 

Igloo Corporation 

K 

Knape & Vogt Mfg Co 

Krylon Incorporated 

L 

O P Link Handle Co 

D N Mallory 

Marshalltown Trowel Co 

Robert E. Miller & Co Inc 

Mirro Aluminum Company 
Third Cover 

N 

National Manufacturing Co 

O 

Ox Fibre Brush Co Ine 

P 

Pennsylvania Lawn Mower Div 
American Chain & Cable Co 
Inc 

H K Porter Co Ine (Disston Div) 23 

R 

Red Devil Tools (1) 

Remington Arms Co 

..Front Cover 

S 

Sandvik Steel Inc Saw & Tool Div 56 

Southern Screw Co 
Supplex Co Div of Amerace Corp 20 

T 

True Temper Corp 

Turnbuckles Inc 
The Turner & Seymour Mfg Co.. 

U 

United States Plywood Corp .... 16 

U S Steel Products Div U S Steel 
Corp 18 

Upson Brothers Inc 

V 

Val-A Company 

Wilhold Glues Inc 
Wilshire Manufacturing Co 
The Woodhill Chemical Co. 

Second Cover 
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BIG DEMAND 
FAST TURNOVER 

generated by 

National Advertising 

Turnbuckles’ hardware and bright wire goods 

enjoy a high rate of re-order among dealers 

everywhere. A reputation for good merchan- 

dise, topnotch service and up-to-the-minute 

packaging for self-service mass merchandis- 

ing, are the reasons. Complete line. Call your 

jobber or write for catalog and prices today! 

= coop ‘ene oun t cums ANOTHER” 

BOX 333, MICHIGAN CITY, IND. 
FACTORY: GRAND BEACH, MICH. 

For Details Circle 44 on INQUIRY CARD 
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NEW HARDWARE STORES 

America’s most successful voluntary 
hardware organization now expand- 
ing in Northern California. Join 
nearly 900 other owners and enjoy 
the complete services available for 
sound and profitable businesses. Sev- 
eral excellent locations to choose 
from. Also a limited number of lo- 
cations in Washington and Oregon. 
Investment required from $25,000 to 
$35,000—depending on location. Write 
today for an informative brochure 
on this outstanding business oppor- 
tunity. No obligation. COAST-TO- 
COAST STORES, West Coast Divi- 
sion, 1420 N.W. Lovejoy, Portland 9, 
Oregon. Phone CA 17-6421. 

FOR SALE 

Hardware and Paints, Southern 
California area. Well established in 
fast growing community. Around 
$25,000.00 handles, including fixtures 
and inventory. Contact owner, Henry 
R. Miedema, Glendora Hardware Co. 
348 W. Foothill Blvd., Glendora, 
California. 

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. 

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 

CONVERT PAST DUE ACCOUNTS 
INTO CASH 

Accounts receivables including delin- 
quent accounts purchased from you. 
Charles G. Overton Co., Business 
Services Brokers. Address Box 976, 
HARDWARE 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, 1355 Market 
Street, San Francisco 3, Calif. 

PLEASE SAY YES TO 

THE [NEW] MARCH OF DIMES 

ADE 
THE NATIONAL FOUNDATION 

HARDWARE & SUPPLY 

Long established leading hardware 
in stable dependable dist. immediate 
trade center 25,000 people. Handling 
& stocking hardware, plumbing, steel, 
pipe, wire rope, tanks, fence mate- 
rial, rails, ranch & mine supplies— 
new & used. Facilities for adding 
building materials or expanding 
scrap & salvage. Six figure price. 
Owner wishes to retire. Make ap- 
pointment thru ph. 410 or P.O. Box 
788, Safford, Ariz» DON PACE. 

Correction 

In the Feb. 1961 issue of HARD- 
WARE WORLD, there appeared on 
page 43 a free lit item regarding a 
pruning book for sale. The price 
stated was 35¢ dealer cost. The 
price should be 60¢. The book is 
available from Armstrong Nurseries 
and is distributed in conjunction with 
their sales of Armstrong roses. 

Where's The Number? 
Due to mechanical limitations the 
INQUIRY NUMBER is_ sometimes 
omitted at the bottom of an ad. To 
find the inquiry number check the 
INDEX TO ADVERTISERS on Page 
63 of this issue. 

CIRCLE THE NUMBER — WE DO THE REST 

Furniture Rest — Pintle Type 

Rubber 
Crutch Tip 

she 
Menopoint Glide 

Bakelite Furniture Rest 

Bakelite Caster Cup 

64 

RUBBER CUSHION GLIDES 
Wonderful for all wood \ ¢ 
and . 

zes, 
5", %”, 0”, 11/16", 1%", 1Y2". 

PROMPT SHIPMENT 
Qe | 

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 45 on INQUIRY CARD 

Rubber txpander 
Tubular Glide 

Adjustable Rubber Adjustable Tubul 
Cushion Glide ' a Spring Type 

HARDWARE WORLD 



through April 30 
A FROLIC OF VALUES TO INTRODUCE 

BEAUTIFUL, YEARS-AHEAD JET-STREAM STYLING 

EATES 
THE GR a GENERATION , 

NO BURNED HANDS! NO MESSY DRIP! 

7 . 

MONEY BACK IF IT WARPS! 
No. M-0849 

MIRRO 9°’ Warp-Proof Fry Pan 
Shipping unit—3 only, 4% Ibs. 

Regular Retail, $3.25 

SPECIAL $2.69 

BIG! BIG! BIG! 
No. M-0884 

MIRRO 
4-qt. Covered Saucepot 

Shipping unit— 
4 only, 6% Ibs. 

Regular Retail, $3.65 

SPECIAL $2.99 

REAL FLAVOR! 
No. M-0809 

MIRRO 9-cup Range Percolator 
Shipping unit—4 only, 6 Ibs. 

Regular Retail, $4.50 

SPECIAL $3.79 _ 

BREAKFAST TIME-SAVER! 
No. M-086 

MIRRO 3-cup Egg Poacher 
Shipping unit—4 only, 4% Ibs. 

Regular Retail, $2.95 

SPECIAL $2.29 

FREE SHOPPER-STOPPER DISPLAY BANNER; 
ILLUSTRATING ALL SPECIALS, 

FREE TIE-IN NEWSPAPER MAT AVAILABLE. 

MIRRO ALUMINUM COMPANY « MANITOWOC, WISCONSIN 
Fifth Avenue Bldg., New York 10 Merchandise Mart, Chicago 54 

WORLD'S LARGEST MANUFACTURER OF ALUMINUM COOKING UTENSILS 

For Details Circle 46 on INQUIRY CARD 

Be MIRRO’s guest, on our money-making merry-go-round of special prices 

for popular, practical utensils! Stock up, advertise, and display, to get full value 

from the national advertising power that we're putting behind 

this push, in THIS WEEK, and PARADE Sunday Newspaper Supplements. 

BE THE PLACE TO BUY MIRRO! IT MEANS MORE MONEY IN YOUR POCKET 

THE 
SE ARE THE ITEMS! BUY THEM, NOW, FROM YOUR MIRRO JOBBER! 

ee 
Casserole 

Pudding Pan 

Double Boiler 

Covered Pan 

FIVE UTENSILS IN ONE! 
No. M-0893 

MIRRO 3-qt. Combination Pan 
Shipping unit—4 only, 8 Ibs. 

Regular Retail, $3.95 

SPECIAL $3.39 

Colorful Coppertone 
No. M-1502-23 MIRRO 2% -qt. Tea Kettle 

Shipping unit—4 only, 6 Ibs. 
Regular Retail, $3.95 

SPECIAL $2.89 



ANOTHER AMES PROFIT-MAKER... 
A FAST MOVING ASSORTMENT OF THE 
NEW AMES GARDEN SHEAR LINE... 

DEALER SUGGESTED 1 

CONTAINS COST (ea.) RETAIL | 
PRICE (ea.) % 

2 - HS10 

Deluxe Hedge Shears $3.97 

2 - HS12 
Utility Hedge Shears 2.64 

4 - PS30 

Universal Pruners Ro 

(Anvil Type) 

4 - PS32 

Ladies Parrot Pruners 1.67 

6 - GS42 

Deluxe Grass Shears 1.97 

18 ITEMS CATALOG NO. AS-18 
TOTAL TOOL RETAIL VALUE 

DEALER COST 

— plus, MERCHANDISER ... 
and, 6 “‘DIAL-IT”’ 
PRUNING GUIDES 

TOTAL RETAIL VALUE 
(Including ‘‘DIAL-ITS"’) 

People who know Quality 

choose AMES all the way! 

2 GARDEN SHEARS 
> SHOVELS 

: GARDEN TOOLS 
> CASUAL FURNITURE 
: METAL HOUSEWARES 

PARKERSBURG O. AMES CO. WEST VIRGINIA 

For Details Circle 47 on INQUIRY CARD 




