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ANGELA HAS A DATE WITH | L‘E‘;OANGELA 15 RENTING HIM TO ME!
1 DON'T HAVE ENOUGH
To PAY MY RENT.

CHRIS FRIDAY NIGHT BUT
1 KNOW You cAN
( RENT? )

| NEED HIM FOR THE
CLUB PANCE, RENT NEARLY ANY-
THING NOW-A-DAYS




NMcCULLOCH

DEPENDABLE POWER TOOLS
FOR PROFITABLE HIRING

PETROL DRIVEN
CHAIN SAWS

The world's lightest easiest-starting chain
saw family. Safe, dependable, trouble-free opera-

tion in a range of models from the 11 Ib. Mac 2-10
series to the rugged professional models, 797 and 895.
Automatic chain oiling, choice of direct drive or gear drive
and electric start models, plus an Australia-wide dealer-service network.

CHAIN SAW ATTACHMENTS

Earth Auger. Dig
holes fast for
fence posts, tree-
planting, farm
S construction. 3%,
ey 4, 6" and 97

f | holes may be dug
: to 37" deep —
3| extension adap-
‘| tors available for
] extra depth.

Brush-cutter /
Weed-cutter
Attachments. Cut
scrub and weeds
anywhere — re
movable  guard
for clearing cloze
to walls, Brush-

U cutter cut
b L % L trees up to 8"
oW thick. Should
A i er harness &

takes weight.

Post Hole Borer.
Has automatic
i| forward and
reverse gear to
revent jamming.
akes bits to WIRAS
| 134" dia. Special
chuck for metal
|| drilling.

McCULLOCH 170 ARC WELDER

Fully portable 170 amp AC/DC welder weighing only 55 Ibs.
Supplied with built-in reclifier with sealed silicon diodes, 15 ft
cables, fingertip run/idle engine control and face shield. As
used by the Australian armed forces. Can also be used for pipe
thawing, induction heating and with carbon-arc torch for pre-

heating, brazing and hard-surfacing.

McCULLOCH AIR-MASTER
PNEUMATIC SAW

Unique air-powered Air-Master saw—even operates under water from SCUBA tank.
Weighs only 514 |b. and uses 614 cu. ft. of air per minute. Automatic oiling system
lubricates both blade and cut. Any high speed blade may be used, even broken
segments.

: re McCULLOCH OF AUSTRALIA
McCULLOCHEE Ferndell St., Sth. Granville, N.S.W.
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YOUR MAGAZINE

This is the second edition of “Hire”, official
organ of the Hire Association of New South
Wales.

It carries the promised Editorial from the
President, a report on marketing trends in
the American rental industry, the regular
feature tracing the history of one of Sydney’s
hire companies,and short reports on latest
trends in the industry.

As we hoped, we are shaping up as the
voice, mcuthpiece, guide, philosopher and
friend of the industry.

And the enthusiasm of hire-operators who
have seen how much potential for develop-
ment this magazine provides the industry
are thanks alone.

But we’re still young; and there may be
aspects you would like covered that we have
not looked at. Your opinions count with
“Hire.” So would you throw pen to paper,
reasonably briefly, and let us know what you
would like to see.

This is YOUR journal, help us to serve
you better, by taking an active role. If you
have an important meeting that you think
would interest the industry, let “Hire” know,
and we will cover it.

MEMBER OF THE

HIRE ASSOCIATION NSW

This is the official Emblem of your Asso-
ciation. Members are urged to use it on their
letterheads and invoices and in their adver-
tising where possible. The emblem will be
promoted to the public, and the public urged
to look for the emblem and deal with Asso-
ciation members. Blocks and artwork are
available, and transfers for shop windows
and vehicles will be available shortly.
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K G A TRADING AND
s« FABRICATING
MATERIALS HANDLING AND
ELECTRICAL ENGINEERS

® PORTABLE AIR COMPRESSORS

75 c.f.m. to 600 c.f.m.

® PNEUMATIC EQUIPMENT

Rock Drills — Breakers

Sump Pumps—Tools & all Accessories

SPECIALISING IN

® MOTOR REWINDING
ki (Single and 3 phase to 50 H.P.)

@® REPAIR OF ALL POWER TOOLS

e MODERN EQUIPMENT (Including High Frequency Grinders)

® DOMESTIC & COMMERCIAL
® EFFICIENT SERVICE APPLIANCES

e ALL TYPES OF COMPRESSED AIR
e e L ® PICK UP & DELIVERY SERVICE

ATLAS COPCO | | K.G.A. e

188-192 PACIFIC HIGHWAY

199 PARRAMATTA ROAD, AUBURN GREENWICH. 2065
Telephone: 648 2193 - 648 1718
BRANCHES: Newcastle - Wollongong - Canberra phone 43 32"
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Editorial . ..

This is “HIRE” No. 2.

Our first edition was a great success,
bringing in new members, and gaining for the
Association the recognition we are seeking.

Our thanks for the efforts of our Publisher,
Keith Breusch, and for the support of our
advertisers. We know their confidence in
this young and growing industry will be
rewarded.

Such a publication as this needs material.
The most interesting items are those con-
cerning people and events in the Industry.
Whether you are a member or not, your com-
ments, suggestions and news items are
welcome,

“HIRE” is the Industry’s mouthpiece. Let
others know what you're doing. Tell us
about your news items and services, your new
personnel, ideas, techniques.

It has long been a theory of mine that our
greatest source of business (and the cheap-
est) is from our competitors. We all like to
please our customers and rather than say,
“sorry I can't help you” when you can't fill
an order, you will have a happy customer—
even if he is not yours this time—if you sug-

gest where he may be able to get what he
wants. Chances are he will be a repeat
customer for hire sometime in the future,
and he will probably come to you then.

Our Association Membership List sets out
the name of members, addresses and phone,
and type of business. Members are giving
and getting referred business from this, and
it must be obvious then that non-members
are missing out.

We need more members. The advantages are
many. The cost is small — $40 per year. A
couple of customers referred can make it
worthwhile. A new idea, a bad debt saved
and you have paid for your subscription. Also
you get “HIRE" four times a year free.

The Association is working for the Indus-
try and all in the Industry will benefit. We
will always have those who sit on the fence
and those who stay out. The go-ahead people,
the people who see the future possibilities of
the hire industry are the ones who will join
and get most benefit.

If you are not yet a member, you can sub-
mit your application for membership now—
an application form can be found elsewhere
in this issue. If you are already a member,
find another one—we shall all benefit.

Neville Kennard, President.

FOR THE SMALL BUSINESS

ARE YOUR ACCOUNTS UP TO DATE ?

® DEBTORS & CREDITORS LEDGERS MAINTAINED

® STATEMENTS ISSUED

® DEBTORS & CREDITORS LISTS PROVIDED

® WE WILL PICK UP & DELIVER

ENQUIRE NoW

YORK ACCOUNTING SERVICES

WHITE HOUSE ARCADE,
3rd FLOOR, GEORGE STREET, SYDNEY. — 29 1908
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Contractor’s Engineering Services

HIRE OR BUY

There is a tendency to increasing specialisation in the construction indusiry,
particularly the use of consulting engineers in this field, to provide part or all of a
contractor’s engineering requirements.

A contractor may consider this justified. The decision may frequently be
made on others than economic grounds. However, even on a purely economic
comparison, the choice will still quite often favour the use of a consultant, when
all factors are taken into account for the circumstances.

This article is designed to help you sell hiring to contractors.

From time to time, articles appear in the
construction industry periodicals under such
titles as “Hire or Buy?” These articles, usually
written by hirers, examine the relative merits
of owning and hiring plant.

Coming from the source they do, they are
intended to bring to notice the desirability of
hiring plant. Nevertheless they normally
examine the question in a fairly objective
manner. They come to an entirely reasonable
conclusion. There is room for both systems,
and each time the question arises, it should be
considered in the light of circumstances at
the time.

The phase of industry these articles spsak
for is the result of a trend not new. In fact,
it has been responsible for the growth of the
contracting industry as it is today, the trend
towards specialisation.

When man first came to construct, it was
naturally a ‘“do-it-yourself” operation on a
trial and error basis, both in design and
construction.

But specialists in working in the material
also arose and developed it into a craft. As
the number of potential employers grew, it
would become obvious that there were
advantages in a centralised body of crafts-
men able to move from job to job. The
employer would engage an organisation on
some terms, rather than individual employ-
ees. The contracting system commenced.

In turn, contractors at first would control
all their activities completely. But as the
number of crafts, the complexity and work
increased, they employed other specialist
groups, sub-contractors.
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At the same time, the design functions
separated from construction: they passed
into the hands of a body cof professional des-
igners; again, aesthetic aspects of design
became separated from structural.

The whole process is the result of two basic
causes, the tremendous increase in construc-
tion which sets up a requirement for them.
The trend has been reinforced by the need
to limit fixed outgoings of cash, either capital
or overheads.

Two aspects of contracting, very much
direct functions of the contractor until
recently, were plant ownership and job en-
gineering.

In plant, there is an ever-increasing flow
of new models c¢f improved design, and of
new types of machines. This has intensified
the capital problem and return from plant.
Hiring from plant owning agencies has
become an established and necessary alter-
native to buying.

In the same way, there is a growing ten-
dency for engineering services to be made
available for relatively short term hire. Here
is the case for this to assist in reaching a
decision.

The “Buy” alternative denotes the appoint-
ment of engineering staff in the normal
manner, ie., for an indefinite period. “Hire”
covers the engagement of engineering skills
to carry out a specific job, or for a previously-
agreed short term.

It could still be on an employee basis, if
there were sufficient engineers willing to
accept employment of this type. However,
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with things as they are, it almost certainly
involves engagement of one consultant prac-
tising in the construction field.

Many arguments for and against hiring
plant have a very close parallel in the case
for and against short-term hiring of en-
gineering knowledge. ]

Employing an engineer full time, there is
a commitment for a certain expenditure
each year, which has to be ccvered out of
earnings.

Whether this is possible at all has first to
be considered; if so, the next step is to assess
the foreseeable work for the employee which
he is capable of effectively performing. Is
this sufficient to reduce the total cost per
hour of necessary wcrk below that if the
services were obtained, as required, on short-
term hire only?

Probably the answer to both questions is,
yes: the correct conclusion is that an employ-
ee engineer should be engaged.

Having decided this, the next question is,
“What engineer?”

Certain differences from the plant anal-
cgy become apparent.

Selection of plant can be quite difficult, but
information is available on specifications,
published performance figures, and probably
operational experience. This does not apply
engaging an engineer — there is information
on qualifications and on work peformed, but
anything on quantity or quality of output is
subjective only.

Further, he is normally already employed,
and trial or demonstration for a long enough
period is unreascnable.

To some extent, more scientific methods of
assessment can overcome the problem. But
this is limited by factors such as the pre-
cision with which the employer can impart
his requirements to the assessor. All this
leaves a distinet element of uncertainty in
choice.

Advertising and selection take time, after
which the successful candidate has to give
notice in his present job. There is a con-
siderable lapse between the decision to
employ and taking up employment, and a
further period for settling in.

Even if the new man proves not exactly
what was required, most employers will tol-
erate this, rather than go through the long
drawn out process again too soon.

For these reasons, some employers may
prefer to engage consultants regularly, even
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though able to justify full time employment
of an engineer.

The consultant’'s services are available
immediately. If it is felt that his work is
not what is required, he can be released
immediately the work he was engaged for is
concluded. Another cne can be engaged for
the next requirement.

Alternatively, the employer may engage a
lesser permanent staff than could be justi-
fied, and supplement it with consultants.

There will be many occasions when a full
time employee is not justified. Typical cir-
cumstances occur where:—

1. expansion is contemplated and it is nec-
essary to keep expenditure down and yet
maintain the quality until the outcome is
clearer,

2. requirements are subject tc rapid fluctua-
tions and a permanent staff of sufficient
size and experience would result in idle
time,

3. the type of work involved is not often
encountered or out of the regular run of
business, and a man skilled in it is not
warranted, while diversion of regular staff
would result in low effective output by
lack of familiarity,

4. there is a rapid build up of engineering
requirements and, there will be a gap
between the decision to hire more men
and the actual engagement.

Some examples:

Where a job being tendered for is large, in
relation to the firm’s resources, it is most
desirable to have a second estimate as a
check on the tender. If it is a joint venture,
the cther partners will provide this, but in a
solo bid, the contractor’s engineering re-
sources will rarely run to a check estimate.

Again, a substantial portion of the job may
be work in which the tenderer is not experi-
enced. Normally, sub-contract prices would
be sought from several specialists. However,
(1) if these vary widely, there may be doubt
on which one should be used; (2) because of
the critical relation to the programme as a
whole, it might be undesirable to sub-con-
tract it at all; (3) the specialised section
may be relatively so large that the most
suitable sub-contractcrs are themselves bid-
ding for the job as a whole; (4) if the con-
tract is for design-and-construct, the prime
tenderer may be unwilling to release designs
at all to possible sub-contractors, or will do
so to only a very limited field.
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Other aspects of tendering, through lack
of time and resources, do not always receive
the attention they deserve: consideration of
alternative methods fcr major items, and
programming.

In view of the tendency to require tighter
completion times, greater attention to these
points is essential. Modern technology has
provided more powerful tocls for dealing
with such problems (e.g., critical path pro-
gramming) but proper use requires greater
engineering resources.

Putting these practices into effect will in-
crease tendering costs. Nevertheless, because
of an increasingly competitive construction
industry, and the effect that an unscund
tender can have, protection outweighs the
cost. The contractor is naturally anxious to
minimise this. Because of the intermittent
nature of the work, consultants may achieve
this.

On award, probably the most rewarding

expenditure is preparation of a detailed pro-
gramme. If the contract is at all complex,
this will involve a critical path study.

A preliminary programme is necessary for
preper tendering. This requires development
as a control for job management. Such a
programme is essential in today's construc-
ticn. Unfortunately, it must be prepared in
the early stages, frequently when many other
matters press for attention. Here the consul-
tant can help.

Other pressures on engineering arise dur-
ing currency of the contract, most through
unexpected difficulties in execution of work.
These include unusually wet weather, physi-
cal conditions not suited to the choice of
plant, or methods, difficult industrial condi-
tions or changes in the scheme by the
principal which affect the balance of opera-
tions. They involve re-programming the job,
re-planning methods and possibly re-asses-
sing the contract.

ST. PETERS BRANCH
20 Burrows Road

a12766

Vibrating Rollers
Multi-tyred Rollers
Concrete Trowels and Screeds
Rockbuster Mobile Crushers
Crushrolls » Hoistowers
Air Compressors and Tools
Vibrators « Dumpers
Pumps, etc.

LANSVALE BRANCH
260 Hume Highway

12 0367

RADIO CONTROLLED DELIVERY AND SERVICE
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HIRING 1:[_\ =
IS A
3-WAY

We need you...
? You need us...

We both need
customers...

DEAL ...

% Only IXL quality equipment

will enable you to . . .

® Reduce cosfs

T
11

=
—3

R

el

® Build goodwill

!"-TE!M ® Increase turnover

003sg¢ 4 woodframe concrete barrows

LLleny available, each with its own sup-

NE==33 erior features, all superior to other

ptedl ks,

1 .‘.‘E! There is no substitute for IXL
" x "" « « . let our name help you to
el build your business.

FEDERAL MACHINERY CO. PTY. LTD., 2-8 Loftus St., Arncliffe, N.S.W. 2205.

Telephone: 59 1261+

All this requires prompt action; the
sooner the job can be put on a sound foot-
ing again the better for the contractor. From
the contractual pcint, there are usually time
limits for various actions particularly if there
are claims involved. If the contractor’s
engineering staff is not large enough to han-
dle the increased volume, there will usually
not be time to engage additional staff.

Claims: This is contenticus. Many people,
including even some contractors, look askance
at it.

There is a tendency at time to think, “This
is the end of the job—what can I claim on?”

There are many occasions when a contrac-
tor feels he has been required to perform
something he did not contract for. Some
seek guidance on such occasions from the
Principal’s representatives.

This is rarely satisfactory for the contrac-
tor. The pcints at issue are never clear cut.

The Principal’'s representatives have ab-
sorbed their knewledge of the job and the
contract from their employer’s viewpoint: it
is difficult for them to see it from another.
Most contracts contain provisions, often very

“HIRE" — July, 1968

general, which appear to rule against the
contractor’s right for compensation in vari-
ous circumstances: it is easy to read these
out of context, or to give them too wide an
application.

It is essential that the circumstances be
looked at promptly, by someone capable of
recognising whether there is the basis of a
claim. If so, he should define and formulate
it.

If the contractor has such a person already
on his staff, well and good: otherwise, it
will almost certainly pay to seek assistance.
Potential recovery, so often lost to the con-
tractor through failure to protect himself,
is very great in this field.

Some other considerations are:

1. The apparent rate of payment to a con-
sultant is considerably higher than to an
employee engineer. A true comparison
should include such things as leave, insur-
ance, superannuation and fringe benefits,
rental value of office space, cost of necessary
equipment and material and cost of
clerical, secretarial and sub-professional
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labour to make the enginecr’s time mcre
productive. If this is done, it will be found
that the difference is much lower than
expected.

2. If a suitable choice of consultants is
available, it may be possible to obtain
consistently higher standards of work. It
is not intended to imply that consultants
are a race apart: it is possible to obtain
skills more nearly suited to the particular
work once relative capacities of consul-
tants are known.

3. The consultant, moving around, builds up
a greater variety of experience in all sorts
and conditions of jobs than the employee
engineer in the same time. This experi-

ence is desirable, yet at the same time
he naturally prefers his employee staff to
be fairly stable.

4, There are many dscisions beyond the
scope cf a consultant because they involve
policy matters. Nevertheless the opinion of
a consultant may be of value in marshal-
ling facts to enable a decision more readily.

Summing up, in the majority of cases, the
correct decision is to employ engineering
staff. But there is a sufficient and equally
justifiable requirement for consultants. Both
systems are warranted, one supplementing
the other.

Your clients can profit if you know and
use, this information.

INDUSTRY NEWS

Mr. Grahame Evans, Managing Director of
Everready Hire Service, his left for a trip
to US.A. and Eurcpe to study the Hire
market.

Mr. Des Whelan of Wreckair leaves soon
for the same purpose. The travel bug and
the desire to learn seem to be catching.

Formal Wear Hire Service Pty. Ltd. has
opened the second store at Parramatta. Ac-
cording to Peggy Levy, business is better
than she ever expected in the first few weeks.

Hiring a Land Rover is possible now. Ken-
nard’s Hire Service have added these versa-
tile vehicles to their truck fleet as a result
of many enquiries and expect good business
from surveyors, mineral explorers, civil en-
gineers and sportsmen.

The Sydney Morning Herald has added a
“FOR HIRE” section to its classified adver-
tising. This fills a gap in this very effective
means of advertising and has come about as
a result of approaches made by the Associa-
tion. Those who have been using it report
good results.

Committee member Allen Cordukes died
suddenly on April 25th. He was Manager of
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Concord Plant Hire Pty. Ltd. and had been
active in the Hire Asscciation since its incep-
tion. He leaves a wife and two children. The
sympathy of the officers and members goes
to them.

It has been suggested that the Association
on behalf of its members exhibit at the next
Royal Easter Shcw. The display would
emphasise the vast range of goods available
fcr Hire, and promote the Association and
members to the public. Comments and sug-
gestions are invited.

At a Special General Meeting held on April
9th it was resolved that the Hire Association
of N.S.W. be incorporated under the Com-
panies Act. The reason for this is to limit
the liability of officers and members and to
facilitate the purchase of land or property
should the occasion arise.

Following the meeting Andrew Kennard
gave an address following his recent visit to
U.S.A, (the story of his visit and impres-
sions is published in this isstie), and then
the usual “chin wag” of hire people went on
over a cup of coffee.

Growing every day. Since the first “Hire”,
five new members have joined the ranks of
“HIRE” Association.
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LIGHTBURN

The Lightburn man says

YEARS MORE SEAVIGE!

Gl

|
| » o [ Lightburn mixers are Australia’s biggest
Al ¥ I sellers . . . have been for over 40
N & years . . . because they are better

designed and better engineered to
give years MORE reliable service.

* Biggest range for you to chose
from — 37 models all with & months
guarantee * Low cost spare parts
always immediately available * Trade-
ins % Terms % Hiring % Best deal
EVERY way.

Whatever your class of work, there is
a rugged and reliable Lightburn that
will do the job faster, mix more
thoroughly. Choice of electric, petrol
or diesel power.

® Biggest trade-in on your present
unit,

® 3 CU. FT. MODEL: Rugged, tubular steel construction, has output of
3 cu. yds. of concrete per hour. Available with petrol engine or
electric motor. Mixer only $308.00.

® 2 CU. FT. MODEL: Has retractable wheels which fold to 28" width for
use in confined spaces. Output 2 cu. yds. per hour, petrol or
electric powered. Mixer only $174.00.

® 13 CU. FT. MODEL: Sturdy angle iron frame, mounted on wheels for

easy movement, 1% cu. yds. per hour output, petrol engine or
electric motor available. Mixer only $68.28.

ASK TO SEE A LIGHTBURN MIXER !

132 STANMORE ROAD,

T TR B R ) Qi STANMORE. Phone 56 €357

After Hours 560 8047 or 97 4853
The Concrete Mixer people of Australia.
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SPOTLIGHT ON

“"HIRE'S”” REGULAR FEATURE

HANDYMAN'S HIRE SERVICE

AN ACCIDENTAL START

Twelve years ago, Arthur Ball hired a concrete
mixer for his own use from a local builder.
Finding it in poor mechanical order he soon
returned it and purchased one of his own,
little realising that he would be entering the
hiring field.

Realising that there would be a drop in
value on the mixer, the thought occurred,
“Why not hire it and recoup this loss?”

So he placed a small advertisement in the
local newspaper. Sure enough, a demand
soon became evident. This was the beginning.

To test the demand further, he added a
ladder and electric drill to the advertise-
ment, and coupled it with the name “Handy-
man’s Hire Service.”

At that time, hiring was in no way as popu-
lar as it is now. Most of the hiring firms
specialised, and only a couple carried a range
of items.

The situation soon became embarrassing;
with only one of each item for hire, the
demand exceeded the supply from the very
start. Particularly, Arthur noticed, many
requests were obviously from the trades.

It was further obvious that, far from being
a sideline, the potential was there for a sound
business, providing that good equipment and
service to the customer were kept to the fore.

As a very raw recruit to the hiring game,
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(it certainly couldn’t be called an industry
then), Arthur had to decide which road
Handyman’'s Hire Service should take.

Here the customer’s needs virtually took
over, within reason of course.

8o, without any market research, other
than continued direct requests for items, he
added further equipment to the range —
ladders, trestles, barrows, spray painters,
sanders and welders.

Naturally, complications soon arose. For
example, costing of hire charges became a
problem.

In most established industries, there are
precedents and guide lines. to.follow.

The baker, the builder and the grocer have,
over a pericd, reached a :mean average of
costs to base their charges on.

However, hiring in a diversified field was
new. Quite a lot of thought and “guesstima-
tion” was necessary. As it happened Arthur
used more estimation than guess.

Nowadays, with the experience gained
from these early days, he uses a more realis-
tic approach to costing. Granted, a com-
pletely new product to hiring requires some
guesswork and faith in its popularity. But
a more stable approach can be made to
costing.

Whilst a small number of items were
available, booking-out systems were easy.
But as the items increased, so a more effec-
tive, though simple, system was required.

From this demand evolved a system, so

“HIRE" — July, 1968



ABOVE: Two Datsun trucks, attractively signwritten and with uniformed drivers, stand outside Arthur Ball

',

5

“Handyman's Hire Service” sales area in Hornsby, on Sydney’s Northern side. Arthur tells how the business

started—by accident—in the accompanying article.

ARTHUR BALL

that any staff member can immediately see
whether a particular item is out on hire, to
whom, and for how long. This makes a
prompt answer to a customer, on the availa-
bility of any equipment, easy.

As in most expanding businesses, space
became a never ending problem. Graduating
from a small garage-type store, Mr. Ball
added extensions and additions, without a
good overall plan.

The time came to seek out a more suitable
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for hire, has exceeded all expectations. Once
site and premises.

Four years ago, the Company bought land
in the commercial area of Hornsby, at Jersey
Street. A modern store stands there now.

So as to cover further the contingencies of
wet weather, or slow-downs in the building
trades, Handymans Hire has increased the
range of items. Now they include party,
medical, health, gardening and fete equip-
ment.

The new store, coupled with the continuing
policy of ever increasing the range of items
again, further expansion is necessary.

This week, Arthur said, “Even now, the
hiring industry has, in general, only scratched
the surface.

“As the public and industry become even
more aware of the advantages, the volume
of our business will increase tenfold.

“It is indeed fortunate that our Hire Asso-
ciation is now a going concern.

“It will promote a good public image, create
harmonious relations amongst hirers, and
serve as a united voice for our industry when
required.”
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Andrew Kennard finds the

U.S.’s fastest-growing service industry:

The U.S. hire industry has been a billion-
dollars-a-year business for the past few years.
In the fiscal year 1967, is was the nation’'s
fastest-growing service industry.

RENTAL, U.S.A.

From a small start about 25 years ago, it
has mushroomed. First pure rental yards
were recorded in the 1920s.

Nowadays, it is generally divided into two
basic sectors:
® “hard” goods—contractor and heavy equip-

ment, power tools, homecwner, lawn and

garden, and

® “soft” — clothing, camping, sporting, cut-
lery-crockery, tables, chairs, invalid, hos-
pital and “fun-park” equipment.

About 10 percent of U.S. rental yards carry
a full range, both basic types; you can even
rent a wedding gown and a tractor from the
same place! But most concentrate on one
type or the other.

Unlike in Australia, yards carry an enor-
mous range in their type of business. In
“hard” goods, it is/not unusual for companies
to have a range of more than 500 different
types of equipment. This also applies in “soft”
goods.

In Australia, the situation is completely
different: there is a fair range in “hard”
goods, but “soft” companies tend to special-
ise, either in clothing, camping goods, party
goods or the like.

“good equipment
makes happy customers’’

Bigger, more progressive yards keep their
equipment in first-class condition; it must
run well, and it must do the required job.

But they also concentrate on appearance.
All items are cleaned on return—mnot just
hosed down and dusted off, but thoroughly
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washed or steam cleaned. Machines are
painted regularly, to look like new. I saw
some machines, 12 years old, looking and
performing like new. (Back here, I saw just
the opposite.)

Maybe it’s psychological, but from a cus-
tomer viewpoint, “the better a machine looks,
the better it goes.” Hcw often have you hired
a newly-overhauled machine, going perfectly,
and had it returned with the comment “It
doesn’t work properly?” Usually, looks are to
blame. '

Conversely, most hirers can recall com-
pliments for an attractive piece of equip-
ment in not-so-good shape. Appearance is
most important to a company’s reputation,
and to the industry as a whole. And equip-
ment will last longer; customers take greater
care of good-looking equipment.

“a place for
everything . . .”

One quote you see in every American yard:
“A place for everything, and everything in
its place.” And they stick to it!

Each machine has its place; it’s kept there,
to within an inch.

Machines are stored in rocws, one row for
each type of machine. All machines face the
same way—one behind the other, and even
the same distance apart.

Next time you're in a Supermarket, note
how the merchandise is arranged: similar
goods together, neatly, squarely, facing the
customer. This is how American rental com-
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BULLFROG
PUMPS

ABOVE: Covered display lines, machines in APPROAGH

line, steam-cleaned and neat. This is how the

U.S. rental industry merchandises equipment- Tn PUMPING
PROBLEMS . ..

ire.

® |[nstant action — no
priming ® High discharge
rate ® Non-clogging

ABOVE: Tidyness and display, typical of U.S.

rental houses, outlined in the accompanying L C om paCt @ Porta b le
story. Note fpf'r'iuf racks and attachments, as in .
Supermarketing. SOle AUStrallaﬂ Agel‘lts—

-y

WILLIAM ADAMS

8 COMPANY LIMITED
IN ALL STATES OF AUSTRALIA

Sydney 72-0166, Melbourne 314-0088, Adelaide
51-4221, Perth 50-2322, Brisbane 4-1331,
Hobart 7-1991,

STEEL # ALUMINIUM @ MACHINE
ABOVE: Display rows demonstrate merchandis- TOOLS @ INDUSTRIAL PRODUCTS
ing, US. style. The trend will develop in
Australia, says Andrew Kennard in the accom-
panying article.
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panies display their goods. This is the way
WE should.

But no matter how clean the equipment,
or how well displayed, there must be good
housekeeping. Both store and yard must be
swept daily—more if required—papers and
litter removed, dirt from machine-cleaning
removed immediately. One U.S. company con-
sidered this so important it built a spray
system intoc its yards.

The opportunity to market goods becomes
more obvious. Manufacturers use ‘“come-
hither-and-buy-me” packaging. Retailers
use eye-catching displays. Hire companies
must apply both methods here, just as in
America. Not only will this give an impres-
sion of organisation, it will give customers
an interest in your range, and encourage
employees to take more pride in their work.

“cost-conscious ?”’

American rental companies review prices
each quarter or half-year; they den’t hesitate
to raise charges, either. Competitors’ prices
are not considered. I saw prices on the same
machine vary by $8.00 a day ($12.00 a day,
compared to $20.00 a day), between direct
competitors, within five miles of one ancther.

The American Rental Association carried
out a survey, which showed that Ilarger
companies charged more than smaller com-
panies.

An interesting example of price differen-
ces came out of it.

Two competitive ccmpanies, within a mile
of one another, agreed to double the price
of a machine; the price had been far too
low. Company “A” raised its price, but
Company “B”, hoping to steal the other’s
business, did not. After six months, there
was no significant change in each company’s
rentals; Company “A” did not lose any cus-
tomers from the price rise. You can imagine
the difference in profit!

“knowledge
is power . . .

American companies place a big stress on
education. Most firms have a continuous
education programme.

One company gives every employee 24
hours’ training each week. And it is pro-
ducing a special film, to supplement that!

22
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9 Super Duty
Angle Grinder
(Double Insulated)
Cat. No. 5D425D
No. Load

Speed 6000 r.p.m.
Full Load .. 3150 watts
Weight 17 Ibs.

Wall chasing guard available

1" 2 Speed General Duty
Drill.
Cat. No. GD225

Speeds 2000/600 r.p.m.
Full Load .... 1270 watts
Weight . ....... . 9 lbs.

9" Heavy Duty Drill

Cat. No. 90
Full Load . 2040 watts
Pepth ot sout B, S s 33"
WighY s s st 153 Ilbs.

Black & ﬂeal(el'

BLACK & DECKER (A/ASIA) PTY. LTD.
133 Botany Road, Waterloo. 2017
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They say employee education is important
for two main reasons:

® for staff: they get greater enjoyment and
feel more at ease if they are properly trained.
It makes them feel part of the company, and
more secure in their job. This leads to smal-
ler staff turnover, and greater time to allow
customers toc get to know the staff; custo-
mers can back off if there’s a new face each
time they call, and

® for customers: if staff can give correct
instructions to use equipment, there will be
less abuse, less wear and tear. That means
fewer arguments when the equipment comes
back. And customers appreciate good instruc-
tion.

This is just one of the forms of manage-

ment where American companies are more
advanced than ours. Overall management is
the reason we should learn American meth-
ods of operation.

To sum up:

The rental industry is relatively new,
pioneered by American companies.

These companies made mistakes—and
they learned by them. We, too, can learn;
American companies have evolved systems
and methods suited to the rental industry.
Nobody else has, so nobody else can give us
the management information we need.

Take the Industrial Revolution. In Eng-
land, the pioneers needed 70 years. America,
following an example, took 20. In our field,
we can learn the lessons of others, and
improve accordingly.

Mural Rental Service

A Sydney man is renting murals to offices,
theatres and private homes.

He charges about $7 a week, and changes
the murals once a month.

He is Mr. Allan Wade, 33, owner of a stage
construction company.

“The idea was a bit slow getting off the
ground,” he said. “But I think it is really
catching on now.”

Mr. Wade calls his service Rent-A-Mural. It
is the latest hire service available to the
publie.

Wearing dark glasses, the bottom half of a

red track suit and mountain climbing boots,
Mr. Wade showed “Hire” his Glebe studio.

“I have four or five artists painting murals
all the time,” he said.

“Each one takes two to three days to com-
plete. I place them in a foyer or in a club
for one month.

“After that, the mural is replaced with
another one. They can be hired for special
occasions and parties.

“The murals— we have about 22 at the
moment —are in various art styles, some
traditional and some very way out.”

TO:
The Hire Association of N.S.W.,
57 Whiting Street,

ARTARMON. 2064. 439-1736

| desire to become a member of the Hire Association of N.S.W. and on my election
| agree to be bound by the Rules and Regulations. | authorise the entry of my

name on the Register of Members,

| enclose the sum of $40.00.

Name:

“HIRE"” — July, 1968
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MERCHANDISING
makes the difference

This article is reprinted by kind co-
operation of “Rental Equipment Reg-
ister”, the authoritative organ of the

U.S. hire industry.

“Silent Salesmen” Can Turn Your Store Into A
Showroom Inviting Your Customers To Browse
And To Think Rental.

“Did you ever think that there is resistance
to renting just as there is to buying?” asked
Wayne Wilson, manager of a Home Service
Club branch store located in Tulsa, Oklahcma.

“When customers come in to rent cement
working tools, are they thinking, ‘I can mix
the cement by hand and save the cost of
renting a mixer’?

“We rather anticipate these resistances
and, rather than arguing, present our case
tactfully through signs. In the case of cement
mixers, as one example: ‘Don't Rent Me . . .
I'll only make ycur job easier!'”

The store applies the same principal to
lawn edgers to encourage mower renters to
make double rentals. In fact, it is used wher-
ever there is a chance to make a complemen-
tary rental . . . whether on immediate or
follow-up basis.

“Mass displays of garden equipment should
encourage more rentals,” Wilson noted. “But,
when the mass display is of brand-new
equipment, customers sometimes get the idea
that the units are for sale instead of for rent.
Perhaps they remember seeing a similar
display at a retail store and don't immedi-
ately equate the difference between one type
of operation and the other.”

When Wilson recently encountered this
situation, he solved the problem with some
big signs: “Please! Take Me Home—I'm for
rent!”

“As soon as customers understood that the
brand-new equipment was part of our rental
inventory, we started getting action. This
convinced us to never assume our customers
understand how we operate. We have to tell
them.”

Retailers who sell tents say it is almost
impossible to get customers to buy unless
they can see the tents set up. But once tents
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are sold, related sales of camping stoves, cots,
lanterns, picnic jugs, ice chests, camp cvens,
etc.,, come easy!

“This points up a similar requirement in
renting for ‘operational’ display set-ups,”
Wilson suggested. “Display emphasis on key
items can ring up whole chains of accessory
rentals.

“As a branch store, we face severe space
limitation. If we set up a couple of tents and
several banquet tables in the middle of the
floor, everything else would have to go out
in the yard!

“Nevertheless, we
elaborate banquet

learned that a quite
arrangement can be

BRAYBUN HIRE

27-33 WASHINGTON STREET, SYDNEY
TELEPHONE 616853

PORTABLE 240V POWER

ELECTRIC GUITARS
PARTY FESTOONS

AHPIJHEHS
POWER TOOLS

PTY.
LTD.
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installed in a single wall compartment that
requires very few square feet of prime floor
area. Similarly, the front portion of tents
can be erected against walls with very little
loss of space and with very dramatic results.
The effect on renting space is also dramatic.

“Customers want to see what the item they
are renting will lcok like ‘in use’.”

A primary problem affecting the volume of
branch stores is ‘store traffic’. Normally, it
takes a while to build up a regular clientele.

How can operators make sure that branches
obtain exposure that will make them profit-
able at the earliest possible time?

“In our case, this problem was solved in
advance by the selection of footage and fron-
tage in a building occupied by an established
building materials firm, Dickson Brothers Ser-
vice & Supply. We don’t sell; they don’'t rent.
One business complements the other.

“Another Hocme Service Club branch,
recently opened in Oklahoma City, is located
in a building which has Trade Mart, a major
discount operation, as principal tenant.”

HANDY HINTS

Here is a simple way to store pump hoses,
Concrete Vibrator Shafts, and other flexible
drive shafts: steel roof decking attached
to pipe frames. You can separate different

sizes and types for easy identification and
keep those long and awkward pieces straight
and neat.

“HIRE” — July, 1968

Here is an old trick, but one that is often
missed. If you have to cut a bolt that is too
long, screw a nut onto it before cutting.
After you've cut the bolt, unscrew the nut,
and you will have a good thread on your bolt.

You can save many arguments with custo-
mers over whether points, chisels and drill bits
have been used in Electric Hammers, Drills
and Air Breakers. Simply dip each point
about 1 in. in paint after sharpening. There
can be no doubt then as to whether they have
been used.

Have you any “tricks of the trade” that
you can give us? Anything you think your
fellow members may be interested to know
about, write it down and send it.
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“Xeis” will in future be a regular contributor to “Hire”. He is New South
Wales Manager of a major plant-hire company, with more than 15 years”
experience. Some future articles will deal with design and operation of contracting
plant, fleet and business operation.

Later, if Members indicate a need, we hope to run a “Problem Clinic,” to

help solve your problems.

The Editor.

Who uses your money

Are your customers ruining your business?
Are you under-capitalised and over extended?
Are you an exploited “little man?”

If the answer is “yes,” then the chances
are that you are much too soft with those
customers to whom you give your money.

“Yes” Money is just what you give, when
you supply goods or services to any customer,
on any basis other than where he pays you
cash before he takes delivery.

Your valuable customer then uses your
money in the form of goods, to make himself
more money.

The longer you leave it with him, the less
it will be worth to you: you cannot use it for
anything else, and it will be worth more to
your customer because he is earning extra
money with it.

Now ask yourself: “Who’s being smart?”
Certainly not you, if your monthly turnover
is, say, $10,000, and it takes you 60 days on
average to collect your accounts.

Somewhere along the line, you need $20,000,
to tie up stock “sold” to your customers, but
for which they have not paid you.

If you recover your money from all of your
customers within thirty days, you will still
need $10,000, to tie-up in stock.

This is apart from paying wages, rent, buy-
ing additional materials to make more pro-
ducts, payroll tax, stamp duty, advertising
and every other expense.

An example, to bring home the importance
of this facet: Suppose that instead of an
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average of sixty days to collect your debts,
it takes ycu only thirty days.

This is worth $10,000, to you in additional
working capital.

There are not many of us who could not
find a way to put this to work! Not only have
you lost the use cf the money—you've also
lost what it WOULD have done.

Suppose we accept that we are prepared to
let other people use our money in the form
of goods supplied.

What time limit? Say a normal thirty day
account.

Next, to whom should we extend this priv-
ilege? Let us not lose sight of the fact that
we are extending to our customers a very
real privilege.

We are the ones who are running the risk;
we supply the goods or the services—in most
cases with virtually no security.

Possibly, there may be a written order. But
whether it is or not, if the customer so
chooses, he can withhold payment for
lengthy periods.

In many cases, well in excess of twelve
months can pass, before any form of pay-
ment or restituticn can be effected by legal
process.

This facet concerns only those customers
who mismanage or mis-run their business.
In most cases, they are financially completely
incapable of meeting commitments they have
entered into. It does not cover the small per-
centage of shady customers, that small two
percent, who cause the other ninety-eight
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percent so much trouble. Attempting to re-
cover or recoup from them our just dues is a
horse of a different colour.

The guestion, and the decision, are up to
you: Who will you decide to lend your money
to? Most important: how will you take every
precaution to ensure that the chances of
being paid are reasonably gcod.

There are some very sensible and simple
precautions which cover the majority of
cases. They ensure that the chance you are
running in advancing credit to one of your
customers are reasonable:

Firstly, references. These should be a mini-
mum of three, checked out by phone to the
company or person quoted as a reference.

In addition, it is extremely wise to obtain
a banker's opinion of your proposed client;
mcst banks these days will advance a report
through their own system to your own bank,
giving an indication of the chances of your
account being met, when payment by your
customer is finally authorised in the form of
a cheque.

This process generally covers the majority
of potential clients. But in some instances it
is a good precaution to check with one or
two companies or suppliers whose names
have not been supplied as references.

In many instances additional precauticns
will pay ample dividends. It covers against
unscrupulous people who preserve three or
four companies with good accounts quoted
as references: most of their other suppliers,
if you take the trouble to find out, have gone
to considerable trouble and expense to recoup
their money.

The last avenues of checking, prior to
advancing credit, are your own trade asso-
ciations, most of whom conduct their own
credit bureau.

There are three associations maintaining
accurate, up-to-date records of all known
delinquent debtors: your own Hire Associa-
tion, The Earthmovers’ Association and the
Rcad Makers’ Credit Bureau.

Active, careful use of these listings enables
the amount to be written-off as irrecoverable
at less than 5% of turnover. Further, a
credit-control officer, whose responsibility is
to make enquiries, and collect outstanding
accounts, is amply justified, in the light of
the figures quoted. If your monthly turn-
over is $100,000, and employment of a person
specifically for the job collects your outstand-
ing accounts only two weeks earlier, then your
company will have an additional $50,000
available. ' - ; :
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But I can hear you say, “I am only a small
business; only employ eight people. It does
not pay me to employ somebody full time for
this.”

In most cases, you will have to employ
scmebody to process your accounts, send out
invoices and write cheques for accounts.

It is essential in any soundly-run business
to delegate responsibility for checking credit
references, and to collect delinquent accounts.
There is no company in the hire industry
which exists to tie money up in outstanding
accounts, or written off as bad debts.

NEW PRODUCTS

Coates & Co. Ltd., Engineers and Plant
Hirers, have recently announced release on
the Australian Market of the Wickham
Double Diaphragm lift-and-force 3 in. or 4 in.
sludge pump.

The Ccmpany was recently appointed sole
Australian Agent for Wickham Engineering,
of Ware, Hertfordshire, United Kingdom, to
manufacture and market in Australia the
famous Wickham Pump.

Tens of thousands of these pumps have
been supplied throughout England, Europe
and the United States. Overseas, it has
become the accepted criterion, to carry out
heavy-duty ccontinuous de-watering of vis-
cous sludge and fluids of all descriptions.

The double-diaphragm pump is unique: the
suction and discharge duties are shared
between dual diaphragms. The pump incor-
porates two chambers fitted with clack-type
rubber valves.
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The unit currently manufactured in Aus-
tralia is the single-pump unit, with a capacity
of 5,000 gallons per hour, equipped with 3 in.
hoses, a suction lift of 26 ft. vertical, and a
total delivery head of forty feet. The unit is
equipped as standard with an air-bottle on
the delivery side, which insures a smooth
pulseless flow in the delivery line.

The machine is extremely ruggedly con-
structed of cast-iron castings and rolled steel
channel frame. It has rubber wheels. It is
powered by the well-known Lister LR1 air-
cooled diesel engine, driving through an oil-
bath worm reduction gearbox.

These units suit all problem pumping ap-
plications. They handle a high volume of
solids in suspension: this makes them ideally
suited for all contractors’ use, de-watering
of bridge caissons, to control seepage when
pouring concrete foundations, and to handle
all types of effluent.

The machines are completely self-priming,
with a suction lift of 26 ft. They will pump
continuously on snore, with no attention
whatsoever. Compared to centrifugal pumps,
they are a fraction of the price: there is no
high-speed rapidly-wearing moving part.

They have proved, for over twenty years,
an excellent hire-fleet machine in the United
Kingdom. Machines are now available from
stock in Sydney. For complete descriptive
literature, contact Coates & Co. Ltd., 20 Bur-
rows Rd., St. Peters, Telephone 51-2766.

HEAVY DUTY PETROL RAMMER

The well known Engineering & Plant Hire
Company—Coates & Co. Ltd.,, have recently
been appointed Sole Australian Agents for
the range of Japanese Mikasa Petrol Engine
Rammers.

The machine has an enviable record of
service and reliability, coupled with extremely
efficient compaction performance.

So well-designed and balanced is the
Mikasa Rammer that it will run completely
untouched on level ground, without bucking
and kicking. The unit is unique: it employs
a float-type carburretor, together with oil-
bath lubrication of the gear transmission.

So smooth is the operation that the stan-
dard type of diaphragm carburretor normally
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fitted to this type of machine is not required.
The single guiding handle for the operator

is connected to a full resilliently-mounted

wrap-around guard rail, with handle.

Many Sydney hire companies can already
testify to its extremely high reliability and
performance. For a free, no obligation demon-
stration, contact Coates & Co. Ltd.

Subscribe to

it’s your magazine

X

Annual Subscription $1
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Well, in a way, yes! Walk into any TAA office
and you can buy a ticket to Kalamazoo and
even Timbuctoo. TAA is General Sales
Agent for the world’s leading airlines.

Make that once-in-a-lifetime trip this year.
Have TAA’s International Travel Advisers
or your Accredited Travel Agent make out
your world itinerary. Book accommodation.
Arrange for vaccinations, passports,
travellers’ cheques and every other detail.




Dependable
equipment
depends
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BRIGGS & STRATTON

MILWAUKEE, WIS, U

GASOLINE
ENGINE

MADE IN
Uu.s a

Briggs & Stratton is
the world’s best seller.
More than 5,000,000
B & S engines will be
manufactured, run and
tested this year. There
must be reasons for
this tremendous world-
wide demand. There
are! Briggs & Stratton
sell on sheer merit:
better performance,
longer life, depend-
ability, wider range of
applications.

SYDNEY: 16 Parramatta Road, Lidcombe. 648-2951. MEL-
For further information, BOURNE: Capel & Queensberry Streets, North Melbourne.
please contact the 30-2231. BRISBANE: 58 Peel Street, South Brisbane. 4-4141,
nearest branch of ADELAIDE: 154 West Terrace, Adelaide. 51-6074. PERTH:

265 Great Eastern Highway, Rivervale, Perth. 6-3316. HOBART:

PERKINS 2 Patrick Street, Hobart. 34-2244,




