


F M A introduces their 
range of road breakers, 
angle grinders and 
impact wrenches for 
the first time in Australia! 
FMA have been designing and making pneumatic 
tools for almost as long as air has been used as 
power in the construction industry. Now the complete 
FMA range is available for all applications in con
structional building, mines and quarries, stonework-
ing and allied fields. 

FMA road breakers • angle grinders • impact 
wrenches • chipping hammers • pick hammers • 
concrete breakers • spade hammers • grinding, 
cutting and scrubbing machines • tampers • acces
sories. 

NOW AVAILABLE FROM 

JEFFRIES SALES S£ 
66 Hotham Parade, Artarmon, N.S.W. 2064 
Vic. 284 St. George's Road, North Fitzroy 3068 
Qld. 194-196 Grey Street, South Brisbane 4101 
S.A. 83 South Road, Hindmarsh 5007 



W. M . A. P O K O R N Y 

I M P A C T W R E N C H E S 
Full range of impact wrenches 
from i" to 4i" bolt capacity. 
Full range of accessories. 

P N E U M A T I C 
G R I N D E R S 

Wide range of pneumatic grinders 
including die grinders, straight 
grinders and angle grinders. 

P N E U M A T I C D R I L L S 

The range of FMA pneumatic drills includes 
models for hole diameters up to 3i". All machines 
feature high capacity with low weight. Designed 
especially for rough service in general engineering 
and steel fabrication. They will stand up to the 
heaviest loads. 

C O N T R A C T O R S 
A I R T O O L S 
Road breakers, heavy, medium 
and light. 
Pick hammers. 
Spade hammers for clay pits. 
Full range of accessories. 

JEFFRIES S A L E S P T Y . L IMITED 
66 HOTHAM PARADE, ARTARMON 2064 — PHONE 43 4051 
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YOUR ASSOCIATION Our President says: 

THE HIRE ASSOCIATION OF N.S.W. was 
formed in 1967, by a group of hire business 
men and women. Its aim is a progressive 
profitable and ethical hire industry. 

President: 
Neville Kennard 
(Kennard's Hire Service Pty. Ltd.) 

Vice-President: 
Gordon Esden 
(Silverwater Plant Hire Pty. Ltd.) 

Treasurer: 
Arthur Ball 
(Handyman's Hire Service) 

Hon. Secretary: 
Greg Page 
(Page's Hiring Centre) 

Committee: 

Chris Pannell 
(Coates & Co. Ltd.) 

Mrs. Peggy Levy 
(Formal Wear Hire Service Pty. Ltd.) 

John Ellis 
(Broadway Hire Services) 
Ron Newton 
(Newton Plant Hire) 
Ron Wallis 
(Walco Industries Pty. Ltd.) 
Max Hamilton 
(Avis Truck Rental) 

"HIRE" is the Official Journal of the 
Hire Association of N.S.W. 

"Hire" 

Published by Keith Breusch Pty. Ltd., of 
140 Phillip Street, Sydney. 2000. 

Advertising inquiries: 221 2272. 

G O N A T I O N A L ? 

ENQUIRIES have been received from 
other States about how the N.S.W. Hire 
Association functions and for guidance 
in forming similar associations. 

The Committee of the N.S.W. Asso
ciation welcomes these contacts and will 
be pleased to assist and encourage peo
ple in other States to establish their own 
associations. 

A national "Hire Association of Aus
tralia" is, of course, an eventual neces
sity and the time should not be too far 
distant when this will happen. 

In the meantime inter-State visitors 
to Sydney are welcome to contact the 
Hire Association of N.S.W. and its 
office-holders will gladly put them in 
contact with people in similar lines of 
business. 

Such visits and exchange of ideas are 
good for business. 

The combined efforts of Hire people 
everywhere to promote the Hire concept 
will increase the market and the demand 
for hire, resulting in greater opportun
ities for all of us. 

NEVILLE KENNARD. 
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someone's looking over our fence 
f inds the grass is green, but . . . 
• HIRING rates in Sydney are quite reason
able and acceptable according to top ranking 
building contractors who make this added 
pungent comment: "Some hirers who charge 
lower rates invariably supply inferior or out
dated equipment." 

$ FIRST CLASS equipment and efficient 
maintenance were the essentials demanded by 
builders and, generally, this service is given. 

# ONE GROUCH worthy of examination 
was the hiring charge for weekends when 
equipment cannot be returned on Fridays and 
it was suggested that consistent hirers were 
worthy of some consideration. 

It is always a prime need in business to 
know what the customer thinks of services and 
equipment so Hire went off pounding the beat 
from construction job to construction job to 
get first-hand impressions. 

Hiring, it was found, has become an essen
tial requirement in the building trade. 

Said Mr. Michael Butler, of M . B. Butler 
Pty. Ltd.: The great complexity of equipment 
required by builders today makes it absolutely 
necessary to hire equipment (which is used 
spasmodically) in order to avoid enormous 
capital outlay. 

Mr . Butler said there were two all import
ant reasons why hiring was a better pro
position. In the first place the capital outlay 
was not warranted and in the second place 
there was the added cost of maintenance and 
storage over long periods with risk of obsoles
cence. 

Emphasis was placed by Mr. Butler on the 
need for first class maintenance of equipment 
hired. 

In the main the hire people did this but 
occasionally the builder received equipment 
that was not in first class order. 

"We no longer do business with that type 
of hirer," he said; "however, this experience 
was rare with his company." 

On hire charges Mr . Butler said he thought 
they were reasonable when dealing with a 
hirer who maintained the equipment and had 
readily available the spare parts or replace
ment needed when things went wrong — a 
not unusual experience in a pretty tough trade. 

Then he emphasised this point: "The cheap

est hire in most cases is not the most 
economical, 

"Invariably a hirer who undercut another 
must save elsewhere and this, in most cases, 
was in the quality of equipment and servicing," 
he added. 

As they say in the police courts "corrobora-, 
tive evidence" was given by Mr. Ian Kieman, 
Managing Director of I.B.K. Constructions 
Pty. Ltd. 

Hire rates weren't cheap, he said, but, pro
viding he obtained good equipment hire de
finitely was worthwhile. He dealt almost 
exclusively with one company, though he did 
occasionally need to get additional equipment 
elsewhere. 

One aspect of the business, he felt, that 
hirers should have a good look at was the 
return of equipment on Friday. 

Some consideration, he said, should be 
given to good clients of a hirer if equipment 
could not be returned right on time. 

Illustrating his point, he said an example 
was when a floor sander was hired for a week 
returnable on Friday. If, for some valid 
reason, it could not be picked up or returned 
then some sort of consideration or discount 
could be made rather than make a full charge 
fcr the weekend when the machine was idle 
and in store. 

Mr. Brian Shackleton, of Pettit and Sevitt, 
project home builders, said his firm were 
iiirers of scaffolding, compressors, tools, 
dozing equipment, brick elevators, shutes and 
so forth. Generally they were happy with the 
hiring services and availability of equipment. 

The firm had no complaints about the hiring 
rates but the closest supervision was needed 
to see that equipment was returned in the 
quickest possible time. Wastage could occur 
on time hired. 

Brian said his company was extremely 
selective in the hiring companies they did 
business with and in the equipment they hired. 

Then he hammered home the evil of price 
cutting: "We have found that some hirers who 
charge lower rates invariably supply inferior 
or outdated equipment." 
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leading hirers stock 

H & N BRICK ELEVATORS 

A rugged 
heavy duty 
elevator 

Simplicity of 
drive ensures 
trouble free 
running 

Unique 
rubber canvas 
belt 

Lifts 
2,000 bricks 
per hour 

SPECIAL DISCOUNT TO HIRERS 

C.E.C. INDUSTRIES PTY. LTD. 
71 MALTA STREET, VILLAWOOD, N.S.W. 2163 

PHONE 72 0641 (4 Lines) 
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"the little men" of hire go higher! 
® T H E Y tall them the "little men" of the Hire 
business but they don't stay little for long — 
provided, of course, that they work hard, 
maintain their equipment and give that per
sonal, courteous service that wins friends and 
increases customers. 

Take the success story of Mr . Ray Barvvick 
who started in Hire as a part time job in a 
big backyard at his home in Lidcombe which 
soon became too small for him. 

In 1961 Ray was a contented home-man 
happy in doing the odd jobs about the house. 
Often he was stuck for some piece of equip
ment — the long ladder for the roof, the con
crete mixer for the path — the type of equip
ment a man uses once or twice in years. 

It was then he discovered that he was not 
the only do-it-yourself man in Lidcombe, that 
there were hundreds of others who liked 
"pottering" and improving their allotments 
and home and that, like him, they didn't want 
to lay out money on necessary things which 
would most likely lay idle in the shed or the 
yards rusting away instead of wearing away. 

So Ray thought about the idea of a Hire 
service. He talked it over with a few friends, 
found them enthusiastic; in fact they were so 
pleased with the idea that they urged him to 
"get cracking" without delay because they 
knew Ray was honest and willing to work and 
help. 

The success story became obvious from this 
point. Ray's first customers became his public 
relations men as they talked to other do-it-
yourself friends. 

In a short time the backyard and sheds 
could not contain the Hire equipment, instead 
of a part-time job Ray became fully and profit
ably occupied in Hire and was compelled to 
move from Lidcombe to 107 Park Road, 
Auburn, where he built a large machinery barn 
and office and installed a delivery service. 

From the do-it-yourself man service came 
further expansion — the home builder, then 
the contractor with building projects and so on 
and so on until today Ray is a very busy man 
Hiring types of machinery and equipment but 
always giving the same courteous service and 
advice, supplying onl ythe best and most mod
ern plant. 

Now he has to employ a full-time repair 
man, engage an accountant and call in his 
brother Cyri l to cope with the expanding trade. 

Diversification is an "in" word in business 
today and Ray caught on to an unusual idea. 

In his early days he was concerned only 

with the man about the house. Then he saw 
how the mothers were faced with problems 
associated with house parties so he now pro
vides hiring equipment for parties and social 
functions — and this too has expanded from 
the home to the office, factory and community 
functions. 

" A n d the future is full of promise and chal
lenge," said Ray. "There is a great future in 
the Hire industry, in fact it has no end so long 
as the Hire man gives honest service, main
tains first-class equipment, is courteous and 
helpful and is willing to work hard." 

* * * 
Another happy success story from amongst 

"the little men" of Hire is that of Mr . Alex 
Hamilton, an Englishman who came to Aus
tralia 11 years ago and who quickly saw the 
possibilities of developing a Hire service, 
especially in the building trade. 

Alex was always associated with buildings 
in some way. He had his own business in Eng
land decorating churches and such like public 
places and when he came to Australia he 
worked as supervisor for a large paint con
tractor. 

While at this job he was able to survey the 
building trade in detail and concluded that 
here was a field for success in Hire. Gradually 
he built up a machinery depot concentrating 
on builders' platforms, hoists, concrete mixers, 
ladders, brick elevators, concrete vibrators, 
floor sanders, pumps — until today he has a 
complete range of builders' equipment. 

Why did he pick on Hire as a business? 
Well, he knew the trade and he noted the need 
and he found there were in 1963 only six Hire 
firms listed in the telephone directory. 

It was a well calculated business risk, he 
said, and it has paid dividends. Now he trades 
as A l l Sydney Hire Service and, although 
based at Villawood the business serves " A l l 
Sydney" with customers all over the metropoli
tan area. His main hirers are home unit build
ers in the Waverley, Bondi, Randwick and 
Maroubra areas. 

"It's been six years of hard work," he said, 
"but it was worth the sweat and toil and the 
future looks good. Hire will eventually develop 
into a huge business as people are now becom
ing more Hire minded." 

One of Alex's happy recollections is that of 
a wheelbarrow. He hired it out in 1967 and 
hasn't seen it since but it's still a rental item 
that has returned him $300 in two years — 
which makes us think that Alex Hamilton 
really came from Scotland! 
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NEWS 
About People 

A visitor from New Zealand was recently 
in Australia visiting the Eastern States. He is 
Peter Brookefield, Managing Director of Hire 
Pool Rental Centres, the largest Hire com
pany in N.Z., operating nine branches in 
Auckland and Wellington. 

Peter is one of the most knowledgeable Hire 
men around and could show the way to most 
Australian hire people. It just shows that our 
sister across the Tasman is not as naive as 
we may suppose. 

Ken Paran, Manager of Vibrator Hire Ser
vice Pty. Ltd., needed to hire medical services 
recently to have his appendix removed. His 
comment "and they say Hirers charge!" How
ever, he is back on deck once more minus 
appendix. 

• • • 

Winning the distance honours for this year's 
Las Vegas Convention was Noel Weeks, who 
came all the way from Auckland, New Zea
land. After studying a world map, it seems 
he came some 7,000 miles to attend the 
American Rental Association. 

Mr. Weeks is associated with Peter Brooke-
field, who owns Hire Pool Rental Centres in 
New Zealand. He presented the Association 
with a special Maori blanket, which was awar
ded as a General Assembly door prize. 

* • • 
Just back in Australia after spending two 

weeks visiting California Rental Yards is 
"Jock" Mitchell. Jock was on his way home 
from his native Scotland and decided to find 
out what the Rental business was all about. 

What he saw was worth a thousand words, 
he says. He has rejoined Kennard's Hire Ser
vice as Workshop Manager. 

• * * 
Keen to keep up with overseas trends several 

members are heading off soon. The Terleys 
from "Man About Town", Avis's Max Hamil
ton and Association President Neville Ken-
nard are reported to be packing their bags. 

* • • 
A customer enquiring for a particular type 

of machine over the phone, described it as 
follows— 

It hops up and down like a kangaroo, 
thumping on the ground, and uses kangaroo 
juice. 

He wanted a "Wacke" Rammer. 
• • • 

Any ol' clothes? 
Message from the U.S. Rental Equipment 

Register—-
Ownership, as a use-device for manufac

tured goods, may be on its way out for some 
kinds of equipment, but not for the more per
sonal consumer products like clothing—right? 
Wrong! 

The Great American Revolt Against Per
manency, which has given the rental industry 
much of its impetus, has found an important 
new outlet in the disposables industry. Almost 
every type of clothing—from seldom-used or 
once-used items like wedding gowns, to items 
as basic as underwear—has joined the growing 
list of throwaway products that now represent 
a $500-million-a-year sales volume. 

Moral: never underestimate the market 
value of convenience. 
Our turn next? 

"Rent it at this hotel, leave it at that hotel." 
That is the concept behind Hilton Hotels' bid 
for a piece of the increasingly competitive car 
rental market. 

Beginning in Los Angeles, the new rental 
car network will gradually spread to Hilton 
Hotels in San Francisco, Seattle, and Hawaii, 
and ultimately nationwide. Thomas C. Mor
row, formerly vice president-marketing for 
Avis, is executive vice president for Hilton 
Rent-A-Car. 

• • • 

"Franchisees" 
"Members are advised not to sub-rent to 

non-members," stated a recent bulletin of an 
East Coast (U.S.A.) soft goods rental dealer 
association. 

"Now we have a proliferation of franchisees 
in the suburbs who have no desire to become 
members, have very little inventory to service 
party needs, but want to use our facilities as 
a warehouse to obtain business." 

• * * 
New hire centre 

Australia's most modern and complete Hire 
Centre has been opened by Kennard's Hire 
Service Pty. Ltd. at Alexandria. 

Situated at 200 Botany Road, it is aimed 
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PENDLE ENGINEERS 
FOR 

• General Engineering 

• Welding 

• Specialised Machine Building 

• Factory Maintenance 
• Complete Engineering Workshop Services avilable for Specialised 

Machinery 

• Complete Stocks of Replacement Points and Chisels for all types 
of Air Operated Equipment 

• Delivery and Pick-Up Service for Replacement or Reconditioning 
of Points and Chisels 

PENDLE ENGINEERS 
693 BOTANY ROAD, ROSEBERY, N.S.W. 

PHONE — BUSINESS: 69-2181 PRIVATE: 631-8015 

to bring the vast range of equipment which 
Kennards offer to builder, handy man and 
industry of the City, Eastern and Southern 
Suburbs. 

Almost half an acre of land is available for 
the storage and display of equipment, with 
smaller tools, workshop and office housed in 
a modern building. 

Drive-in customer parking and easy loading 
facilities, make customer service fast and easy. 

A fully equipped cleaning and service area 
and workshop will ensure that equipment is 
always in first-class, clean condition. 

The design and layout is the result of trips 
to the U.S .A. by Directors Neville and Andrew 
Kennard to study the fast-growing Hire and 
Rental business there. 

The new centre will be an asset to the area 
providing equipment and service of the highest 
calibre. Coupled with their other branches at 
Greenwich and Rydalmere, Kennard's now 
provide Hire Service close to any building site 
or industry in Sydney. Radio controlled de
livery and service is available for the full range 
of tools and equipment—the earth-movers. 
Government jobs 

Conservative as they usually are and lusting 

after ownership of plant and equipment, gov
ernments are now appreciating the economics 
of a well planned rental system. 

The Department of Main Roads illustrates 
the value of rentals. M r . L . S. Flack, chief 
mechanical engineer of this department stated 
recently that during 1968-69 the department 
paid 7% of total funds made available to it 
to plant hirers, contractors and combined con
tractor/hirers. 

In 1935, he said, the department hired only 
four items of plant, two of which were from 
councils. However, figures examined for the 
past seven years showed that the amount of 
hire paid ranged from $750,000 in 1962 to 
$6,233,000 in 1968. 

This, M r . Flack said, "showed a strong 
movement towards the hire of plant." 

There were "many reasons" which could be 
out forward in favour of the Department hiring 
mere plant. 

These included reduced capital outlay, al
lowing funds to be channelled to other work. 

Hiring also permitted the use of most suit
able type of plant for each phase of the job 
without having excess and idle plant on the 
job. 

Continued page 16 
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ASSOCIATION MEMBERS 

TRY 
BEFORE ¥00 BUY 

B U L L F R O G OFFERS Y O U A 

D E M O N S T R A T I O N U N I T 

T O P R O V E ITS D E P E N D A 

BILITY U N D E R A L L 

C O N D I T I O N S . 

C O N T A C T BOB B A L L O N 

72 0166 

W i S L L i A f ¥ l A D A R f l S 
a C O M P A N Y L I M I T E D 

IN A L L S T A T E S O F A U S T R A L I A 

A. B. Maxwell Office Machines, representative B. 
M . Hoffman, office machines. 

Acme Hire Services (M. A . Scholtz) general build
ing equipment and power tools. 

A l l Sydney Hire Service (Alex Hamilton), general 
building equipment and power tools. 

Anglo Canvas Pty. Ltd. (R. Lindley), Tarpaulins. 
Avis Truck Rental (M. R. Hamilton), Trucks. 
Ray Barwick Hire Service (Ray Barwick), light 

building equipment, power tools and party equip
ment. 

Bolands Radio Cranes Pty. Ltd. (M. Boland), 
Cranes, 1-10 tons up to 65ft. jib. 

Braybon Hire Pty. Ltd. (Keith Braybon), generat
ing sets to 10 K V A . 

Bretts Hire & Repair Services Pty. Ltd. (Charles 
Twaits), tarpaulins, tents, cricket matting and canvas 
goods. 

Broadway Hire Services (John Ellis), power tools. 
Builders Plant Hire Pty. Ltd. (Gordon Parsonage), 

general building equipment. 
Captain Canvas Pty. Ltd. (James A. Dixon), tar

paulins. 
Chain Saw Hire Services (G. F. Mawer), chain 

saws. n 
Coates & Co. Ltd. (C. M . Pannell), general build

ing equipment. 
Concord Plant Hire Pty. Ltd. (Arthur Cardukes), 

general building equipment. 
Concrete Sawing & Grinding Services (Consaw Pt>. 

Ltd.) (David Latham), concrete sawing and grinding. 
Conform Hire Pty. Ltd. (J. N . Ross), mobile 

cranes, builders hoists, concrete and formwork 
equipment. 

Crawford Electrics Pty. Ltd. (H. M . Crawford), 
electrical equipment. 

Cruis Craft Boats Pty. Ltd. (Max F. Jones), boats 
and cruisers. 

Everready Hire Service Pty. Ltd. (C. M . Cooney), 
general building equipment. 

Formal Wear Hire Service Pty. Ltd. (Mrs. Peggy 
Levy), dress suits and clothing. 

Great North Hire Service (Guy Keon), boats, 
trailers. 

Halvorsen Boats (Carl Halvorsen), cruisers, 
launches, boats. 

Handymans Hire Service (Arthur Ball), light 
building equipment and power tools. 

Hertz of Australia Ltd. (Alan Greenwood), trucks. 
Kennard's Hire Service Pty. Ltd. (Neville Ken-

nard), general building equipment and power tools. 
Macbro Plant Hire Pty. Ltd. (Max Watson), gen

eral building equipment. 
Man About Town (S. & R. Terley), dress suits. 
Maritime & Industrial Services Pty. Ltd. (C. Pear

son), all types welding plants, Argon welding equip
ment, H . tools. 

Mobile Concerte Hoisting & Pumping Co. (Brian 
Callaghan), concrete hoisting. 

Mobile Hoist Pty. Ltd. (N. Ford), concrete hoist. 
N . A . V . A . Pty. Ltd. (Richard W. Stericker), films, 

projectors, accessories. 
Newton Plant Hire (R. Newton), general building 

equipment. 
Continued page 20 

8 HIRE — J U N E , 1969 



MACDONALD MOLE Under-the-road DRILL 
SCABBLER 

m 
BUY THESE TOOLS FOR 
YOUR HIRE FLEET . . . 
BIG return from L O W 

capital investment 

MOLE 
CONCRETE 

HOIST 

DITCH 
WITCH 

TRENCHER 

MOLE ^ E N G I N E E R I N G PTY. LTD. 
RODBOROUGH ROAD, FRENCH'S FOREST. 2086. 'Phone 451-1222 
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Ttis is 
A machine that has been designed specifically to 
fill the gap in the range of equipment available for 
use in the construction of reinforced concrete 
buildings. This machine features a cantilever type 
tower with an external (fully enclosed) cage 
travelling up the front face of the 30" square mast, 
and has a jib carriage on the rear face which 
raises as sections are added to the mast. The 
UNIQUE FEATURE of this machine is that a 15 
foot slewing jib is utilised to hoist reinforcement 
steel and other material whilst facilitating the 
heavy erecting characteristics of this appliance. 

The WALCO MK 6 MATERIALS TOWER has been 
developed around FIXED COST characteristics. In 
other words, we are able to offer establishment 
costs on site, erection and dismantling costs. 

Add to this a COMPLETE service, such as tem
plates for foundation bolts, technical advice 
regarding power supply, attachment of the 
tower in accordance with Government 
requirements, and you have the package 
deal you've been waiting f o r . . . 

WALCO INDUSTRIES PTY. LIMITED 
ENGINEERS & MERCHANTS • PLANT HIRE & CONTRACTING 

39 LORRAINE STREET, PEAKHURST 
BOX 35, P.O. RIVERWOOD, N.S.W., 2210. TELEPHONE 533 4822 (4 LINES) 
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what makes up the market 
of the rental operator? 

WHO ARE the customers in this growing hire 
business? This and many other questions are 
posed and answered in this article which con
tains extracts from an interesting and stimulat
ing report on "What is your market and how 
to get it, written by Kenneth Maricle, of the 
Marketing Faculty of Arizona State Univer
sity, which could have been written in Aus
tralia about the Australian hire trade. 

No businessman can sit back and wait for 
his customers to find him. The first job of 
every businessman — and especially the hire 
operator, a relative newcomer to the world of 
commerce — is to define his market and to 
choose those segments of it that he will pursue. 

Are some types of customers more valuable 
than others? When is it wise to limit your ser
vice? When is it wise to expand? The answers 
to these and other questions constitute your 
marketing program. 

First, then: who are the customers of this 
growing hire business, or what makes up the 
market for the rental operator? 

Any market must first have people. The 
people must have wants, or problems to be 
solved. Finally, they must also have the money 
or credit to satisfy these wants. But just having 
the wants and the money is not enough; the 
customer must also be willing to spend his 
money for the satisfaction of his wants. 

These potential customers may or may not 
know what products or services will best do 
the job for them. 

The dealer who seeks a market must do two 
things, (1) determine the needs and (2) 
change these static needs into consumption 
activity. 

Recognising needs. Very few consumers are 
skilled purchasing agents. They are inclined to 
make rather hasty choices among immediately 
available products. The dealer performs a vital 
function in society when he (1) identifies 
specific wants and needs and then (2) searches 
for the best possible products to satisfy the 
market he serves. 

Stimulating the willingness. It is not enough 
that this distribution specialist find and offer 
problem solutions to the consumer. He must 
aggressively communicate the knowledge of his 
offerings to individuals in the market. If he 
does this efficiently, the potential consumers in 
his market will be stimulated to make use of 
his service. 

The national economy depends on the con
sumption generated by marketing firms, and 
the hire equipment store has become an im
portant element in the channels of distribution. 

The Market in Flux. What does the hire 
operator see when he looks out at this market 
in which he must compete? He sees a market 
that is alive, dynamic, and ever changing. 

If the operator is to perform efficiently, he 
must understand the forces that contribute to 
market change. Some of these forces are 
obvious while others must be uncovered by 
careful research. Nearly all of these forces, 
however, are beyond the control of the in
dividual hire operator. His task is to adjust and 
adapt. 

The Uncontrollable Market Factors. One 
writer grouped market determinants under the 
headings of social, economic, technological, 
competitive, governmental, and foreign in
fluences. These forces have one attribute in 
common, and that is constant change. 

As an example of social influence, where it 
was once the American Dream to own a big 
car, society now admires the successful man 
who leases a high-priced "status automobile." 

A n economic influence has been the in
crease in the cost of living, such that many 
people have moved from big homes into 
smaller quarters. These families are now with
out storage facilities for infrequently used 
items like carpet bowls, wheel chairs, or power 
tools. 

In industry a rapidly improving technology 
has made the cost of equipment obsolescence 
unbearable for the small contractor. 

Business seeks to adjust also because the 
government has ruled that hire charges are 
deductable. 

Next, an investment tax credit shifts the 
benefits back in the direction of ownership. The 
changes described above are typical of the 
forces responsible for the favorable business 
climate the hire operator now enjoys. Like the 
investment tax credit, however, not all market 
determinants favor the hire/lease business. 

Constant Vigilance. The successful hire 
operator must maintain a constant watch to 
observe and interpret market changes. Every 
morning when he opens the store, this man 
faces a new world. If he fails to recognise this 
fact, he will probably make costly mistakes. 
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The economics of rental 
There is scant place for the slow-paced country 
store except as a tourist attraction. 

The Need to Predict. It is not enough to 
recognise the changes in the market; it is also 
important to plan to meet future changes. For 
example, inventory adjustments take time and 
require the shifting of capital investments. 
Consumer satisfaction means having the right 
product at the right time in the right place, 
but new products do not arrive with the wave 
of a magic wand. 

The operator who can predict a change in 
demand is able to adapt to market shifts be
fore his competitors. 

The Need for Information. Useful pre
dictions are best made on the basis of reliable 
information, constantly gathered from many 
sources. Employees, customers, suppliers, 
news media, associations, and trade publica
tions are among the best sources. In the hire 
store a continuing flow of facts should be a 
major managerial concern. 

Identifying Opportunities. It is an economic 
fact of life that the successful businessman is 
copied by his competitors at every turn. A 
business leader needs an inexhaustable source 
of creative ideas. Understanding the market 
and developing the ability to predict change 
opens a fruitful source of these ideas. 

The Benefits of Change. In any given 
business environment changes in demand, new 
social values, or other market influences open 
new avenues to profit. 

The hire dealer should look on market 
change as a potential opportunity to gain com
petitive advantage. He does this by offering 
greater satisfactions to new demands before his 
rivals even recognise the change. The further 
in advance the change can be predicted, the 
better prepared the operator will be to intro
duce successful innovations. 

Diversification. One way the firm can adapt 
to change is to diversify product offerings into 
new areas of predicted demand. This is best 
done if the operator selects areas of diversifica
tion where his managerial skills and hire ex
pertise will have the greatest effect. 

Reduce or Expand. This is not to say that 
diversification is always good or possible. In 
many cases capital restraints or limitations of 
managerial control make it necessary for the 
rental operator to hold his offerings fairly 
stable. 

If this is the case, he may need to eliminate 

12 

a product line when he adds a new and 
potentially profitable service. 

On the other hand, advance planning can 
make it possible for the operator to secure in 
creased capitalisation if he feels his current 
offerings are too profitable to be discarded. 

Down With the Old! Up With the New! For 
some reason, many low-profit-generating items 
seem to take on a special position in the rental-
man's heart. Perhaps because of the optimism 
that is a part of any aggressive businessman's 
make-up, he is reluctant to acknowledge that 
certain items have outlived their usefulness. 

A l l too many times, valuable capital is 
locked-in by dust-gathering, seldom-rented 
products. It is vital that capital resources be 
invested in high-turn revenue-generating 
merchandise. 

The ruthless disposal of poor performers to 
permit reinvestment is a required policy if the 
business is to grow in both volume and long-
run profitability. It may even be an advantage 
to discard "too" freely, since replacements are 
likely to have the benefit of model changes. 

Kindness and Red Ink. Just as kindness to 
poor-paying customers is often fatal to the 
neighborhood grocery, low-turn inventory kept 
to please suppliers and employees, or on 
speculation, is a tremendous generator of red 
ink. 

In order to take maximum advantage of new 
market opportunities, the hire operator must 
be prepared to " k i l l " non-producing lines and 
services without mercy. 

Segmenting the Market. So far this dis
cussion has been concerned with describing a 
market and its constantly changing aspects. 
The opportunity potential of change was 
illustrated. Does this mean that each hire 
operator must attempt to be all things to all 
people? This is not only poor practice but is 
also likely to prevent growth, and can even 
lead to business failure. A limited market is 
often potentially more profitable than a broad 
one. 

Why Limit Your Potential? A t first it may 
seem logical that the more potential customers 
a firm has, the more likely the firm is to gen
erate maximum volume. 

It is a paradox of business, however, that in 
many cases the firm that deliberately limits its 
customers is able to maximise both total 
revenues and profits. 

Continued page 19 
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Mr. Hirer 

There's dozens of ways of making a quid (dollar) 

in this wor ld and hiring out 5BX Vibro massagers 

(plus the free swingers diet) is one of them. 

Everyone or nearly everyone is overweight so there 

are plenty of customers. 

CONTACT us re purchasing these machines for 

re-hire. Don't go to the middle man, COME TO THE 

MEN WHO MAKE THEM FOR THE BEST DEAL. 

P.S. Talk quantities and our keen prices wi l l stagger 

you. 

T. D. PREECE & CO. PTY. LTD. 
ENGINEERS 

265 Condamine Street, MANLY VALE, N.S.W., 2093 
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factors in establishing hire rates 
• HIRE has received from the Earthmovers 
and Contractors Association a copy of an in
struction bulletin on "factors to be taken into 
account in establishing hire rates" which in 
general terms, makes a splendid guide, with 
adaptations here and there, for most members 
of the hire business. 

Here is a summary of the bulletin:— 

The factors to be taken into account in 
establishing plant hire rates fall into two main 
categories: elements of cost to be provided for 
and conditions under which the machine will 
be operating. 

Elements of cost to be provided for are 
ownership cost which includes machine depre
ciation, increase in replacement cost and return 
on capital invested; repairs and maintenance; 
tyres, cutting edges, wire ropes, etc.; fuel and 
lubricants; overhead expenses, profit. 

Ownership Cost. Depreciation. Allowance 
has to be made to recover the purchase price 
of the machine during its working life. 

The inflationary trend in our economy re
sults in the replacement cost of a machine, 
at the end of its working life, being higher 
than the purchase price of the old machine. 
The increase in price refers to the additional 
cost of replacing the same machine without 
allowances for any improvements and this 
must be taken into account in establishing the 
hire rates for equipment. 

Provision must be made for a reasonable 
return on the capital invested in the equip
ment based on the average investment during 
its working life. 

Repairs and Maintenance: These include 
both running repairs which are incurred at 
short intervals and major overhauls at long 
intervals. The cost of both of these must be 
incorporated in the hourly hire rates. 

Tyre maintenance and replacement is a 
significant element of cost in the operation of 
many types of machines and must be provided 
for in the rates. 

Fuel and Lubricants cost is self evident. 
Provision must be made in the hire rate for 

a contribution to the overhead expenses in
curred in keeping equipment on the job, pro
viding office and accounting services and gen
erally administering the business. 

Profit. Reference was made, in a previous 
paragraph to allowance for a return on funds 
invested. The profit now referred to is ad
ditional profit to which the owner is entitled 
and provides for income tax, reserves and 
dividends. 

The conditions under which a machine is 
operating fall into two categories—the nature 
of the work to be done—whether it is light, 
average or severe from the point of view of 
demands on machines; the climatic and physi
cal conditions as they will affect the number 
of hours per annum a machine can work. 

The nature of the work to be done has an 
effect on the working life of the machine, the 
repair and maintenance cost, fuel consumption 
and tyre cost. 

The climatic and physical conditions deter
mine the number of hours a machine may work 
per annum and have a resulting effect on the 
ownership costs. 

Outline of proposed basis of establishing plant 
hire rates: 

It must be the object of any basis for the 
calculation of plant hire rates to provide a 
formula or a systematic method in which ac
count can be taken of the effect of the condi
tions referred to in the previous paragraphs on 
the elements of cost and as elaborated here
under: 

Basic facts to be taken into account are the pur
chase price of the machine, the replacement cost of 
tyres. 

The method envisages that before a rate is calcu
lated decision will be made on a number of basic 
assumptions which have to be taken into account. 
These are: 

The working conditions. 
The expected working life in hours, having regard 

to the climatic and ground conditions. 
The expected working hours per year, having re

gard to the climatic and ground conditions, labour 
factors and statutory holidays. 

The expected rate of repairs and maintenance 
cost, having regard to the nature of the work. 

The expected tyre life, having regard to the work
ing conditions. 

The return on the funds invested in the machine. 
The rate to be allowed for inflationary trends. 
Basic Details to be established: Overhead expenses 

including administration costs; the rate of tax paid 
on profits; the profit required from business to pro
vide capital reserves and dividends. 

The factors stated apply to all plant hire activities. 
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They may be applied to each unit in a company's 
hire fleet by careful rearrangement to satisfy its 
organisational structure and accounts procedures. 
Accordingly, the method should be designed to em
ploy the following costs and charges when establish
ing hourly hire rates:— 

Ownership costs per annum: 
Return on funds invested in machine, 62% on 

average investment. 
Provision for inflationary trends, 3 i % on list 

price. 
Direct costs per annum: Depreciation—list price re
lated to expected working life in hours. 

Fuel, lubricants, filters, repairs including workshop 
labour and materials and tyres — as recommended 
by manufacturers. 

Operator — normal weekly wage plus 20% for 
stftutory obligations plus weekly service and car 
allowances. 

Indirect costs per annum: Trucks and drivers; 
Field servicemen and vehicles; insurance; cartage and 
craneage; supervision — as applicable. 

Administration costs per annum: These costs in
clude — staff salaries and wages, staff advertise
ments, long service leave, staff travelling and car 
expenses, bad debts, bank charges, audit fees, pro
perty rates "nd taxes, light, heat, cleaning, telephones, 
cables, stationery, maintenance of buildings and office 
equipment, burglary and other types of insurance, 
subscriptions, legal expenses, depreciation of fixed 
assets including vehicles, and advertising. 

Gross profit per annum: This charge is based upon 
the average invested capital. Minimum gross profit 
should equal 20% of 60% of purchase price. 

HEAVY DUTY 
CAST IRON 

FOUR STROKE 
ENGINES 

FOR INDUSTRIAL USE 
Type 412H-2. Capacity: 120 
cc. Power output: 2.6 B.H.P. 
max. 
Type 415HSV. Capacity: 147 
cc. Power output: 3.7 B.H.P. 
max. 
Type 444H-2. Capacity: 433 
cc. Power output: 10.2 B.H.P. 
max. 
Type 415HSV. Capacity: 147 
cc. Power output: 3.25 B.H.P. 
max. 
Type 425H. Capacity: 256 
cc. Power output: 5.0 B.H.P. 
max. 

VERTICAL SHAFT TWO 
STROKE 140 DE-LUXE 

Capacity: 142 cc. Power out
put: 4 B.H.P. at 3,500 r.p.m. 
1r There is always a full 

engines available. 
Trade-ins accepted on new engines. 

ir Exchange and reconditioned engines available. 

range of parts for Villiers 

SMITH SONS & REES LTD. 
30-32 WENTWORTH AVE., SYDNEY, 2000 Phone: 2 0956 

Please call and see me with full 

details on model 

Name 

Address 

Post Code 

How to 
increase your 
"Hire Power" 
Enlist the aid of versati le Porta-Gas appl iances. 
Reliable and completely self-suff icient, there 's a 
piece of Porta-Gas equipment for pract ical ly every 
occasion or purpose. 

And here's a new recruit to the Porta-Gas force, 
the Porta-Gas Portable Barbecue. With this on your 
side you' l l win many new customers, which is the 
battle that counts. 

The Porta-Gas 
PORTABLE BARBECUE 
Cooks 80 steaks an hour, giving true barbecue 
f lavour. Ideal for picnics, parties and clubs. Easily 
c leaned, safe and simple to use. $99 Barbecue only. 
Coupon: 

To Porta-Gas Pty. Ltd., 

711 George Street, 

Sydney. 

I could use the extra "h i re power . " Please 
send me more details about the Portable 
Barbecue and about the appl iance I've 

listed 

Name 

Address 

Suburb City 

State Postcode 
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ADVANTAGES OF A HIRE SCHEME 
"THE PLANT HIRE INDUSTRY in Aus

tralia has grown to such an extent that it 
provides what now may be considered one of 
the most efficient to be found anywhere in the 
world." 

In this way Gordon Brogden concludes an 
interesting article in a recent issue of "The 
Earthmovers.'' He writes:— 

Those who tender for a contract must 
clearly visualise the type of plant necessary to 
carry out this work. They must decide how 
much of their own equipment can be used, 
how much will have to be purchased, and 
finally, what percentage is to be hired. 

Most companies realise, before deciding to 
purchase capital plant, that a change in con
ditions during the course of a contract could 
mean a change in the type of equipment 
needed. Improvements in design of equipment 
also tend to make machines' partially or 
wholly obsolete, substantially depreciating 
their market value. 

A hire scheme, however, obviates these 
difficulties. 

Over the past decade, while the initial cost 
of plant and equipment has increased by 
nearly 50 per cent, plant hire rates have re
mained comparatively stable. 

It has been said that competition in the 
hire industry is so keen that rates generally are 
extremely low. 

Thus there are enormous advantages for a 
potential hirer. 

Many firms now are turning to plant hire, 
so as to simplify control over handling costs, 
and at the same time leave maintenance 
problems to the hire fleet operator. 

The problem of loss of valuable operating 
time and the expense of hiring a replacement 
in the event of major breakdown or overhaul, 
is obviated under the hire agreement. A sub
stitute is provided promptly thus maintaining 
full operating capacity at all times. 

There are many advantages — the release 
of executive staff for duties other than main
tenance; a greater use of storage space 
normally used for spares; a reduction in 
clerical work and other administrative 
economics. 

Wider financial ramifications are also in
volved. Capital which would otherwise have 
been tied up is released for profitable invest
ment elsewhere and the total rental is allowed 
as a business charge against income tax. 

In the United States, over 40 per cent of all 
mechanical handling plant produced are for 
hire, and if this can be taken as a guide, it is 
clear that there is much to commend hire. 

The larger hire fleets in this country offer 
a wide variety of the most modern plant from 
a network of service depots. The main advant
ages of their schemes are: — 

© A large saving in capital investment — 
the hire charges being allowed as a business 
charge against income tax. 

© Machines can be hired by the hour, day, 
week, month or year — long or short term 
hire is available with reduced hire charges for 
extended periods. 

© A l l maintenance and depreciation are the 
responsibility of the plant hire company and 
the amount of insurance coverage is clearly 
defined. 

© A l l hire plant is in peak condition and 
only new machines are purchased for the hire 
fleet. 

© In the event of a breakdown or overhaul 
of the plant, a substitute is provided promptly 
thus maintaining full operation capacity at all 
times. 

© Owners of capital plant have not only to 
meet the recurring expenditure for the wages 
of highly skilled drivers and fitters, but are 
also committed to maintaining large stocks of 
spare parts, fitters' vans and repair workshops. 
A l l these costs are borne by the hire fleet 
operator. . 

The plant hire industry in Australia has 
grown to such an extent, that it provides what 
now may be considered one of the most 
efficient to be found anywhere in the world. 

Continued from page 7 

M r . Flack said it had proved a benefit to 
hire expensive plant not frequently used by 
the Department. . . v \ . , 

Discussing quotations and tenders M r . 
Flack declared that bargaining after quotes 
had been closed with a view to undercutting 
other hirers or otherwise would not be con
sidered. 

He warned that output of hired plant would 
be compared with other similar plant on the 
job. 
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this one 
turns the 
pressure 

on 

This is the new 
Trailair 60 Mark 11 
one-fool compressor 
It really puts the pressure on 
any job w i t h 60 c.f .m. of air at 
100 p.s.i., bel ted ou t th rough 
80 lb. road breakers, sand 
rammers, auger dri l ls or con
crete vibrators. 
The new Trailair 60 Mark II 
is b igger on wheels, tyres and 
fuel tank f o r lower wear and 
longer running. On the job it 
has a new stationary stand to 

make sure it stays put, wh i l e 
higher mobi l i ty and a lower 
centre of grav i ty get it on and 
off jobs faster. 

There's a new one piece f ibre-
glass canopy that looks better, 
lasts indef ini tely and gives 
easier access to the engine. 
A d d in a V W power plant that 's 
easy on fue l , seldom needs 
spares and a network o f dis
t r ibutors to back up on after-
sales service, and there's on ly 
one good w a y to put the 
pressure on your job. It's called 
Trailair 60 Mark I I . 

Head Office: 34-40 Ricketts 
Road, Mount Waver ley 
V i c , 3149 
Branch Offices: 
V i c : 34-40 Ricketts Road 
Mount Waver ley, 3149 
N.S.W.: 601 Gardeners Road 
Mascot, 2020 
S.A.: 380 South Road 
Richmond, 5033 

Distr ibutors: Q ld . : Evans Deakin 
& Co. Pty. Ltd., Brisbane, 4000 

W.A.: Hodgson & Cranston 
Pty. Ltd., Perth, 6000 & 
Kalgoor l ie, 6430 
Tas.: Bryce Watson Pty. Ltd. 
Hobart, 7000 

Holman has it. 
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Dependable 
equipment 
depends 

I[ BRIGGS & STRATTON 
11^ M I L W A U K E E . WIS., U.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. 

For further information, 
please contact the 
nearest branch of ILljI 

P E R K I N S 

SYDNEY: 16 Parramatta Road, Lidcombe. 648-2951. MEL
BOURNE: Capel & Queensberry Streets, North Melbourne. 
30-2231. BRISBANE: 58 Peel Street, South Brisbane. 4-4141. 
ADELAIDE: 154 West Terrace, Adelaide. 51-6074. PERTH: 
265 Great Eastern Highway, Rivervale, Perth. 6-3316. HOBART: 
2 Patrick Street, Hobart. 34-2244. 
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rentalman asks customers 

to evaluate his operation 
It takes a certain amount of courage and 

a sincere desire for improvement to ask your 
customers for criticism. You've got to be pre
pared to take the bad comments right along 
with the good ones. You must be ready to 
accept some rather cutting remarks which 
often get quite personal. 

Accepting all these facts, Jack Gil l iam, 
Santa Fe Rentals, Santa Fe, New Mexico, 
recently set out to get the truth, whatever it 
might be, from his customers. 

He sent out a very complete questionnaire 
to 100 residents of the Santa Fe area who had 
done business at his store in the past six 
months. Those people selected were customers 
who were not close friends and those who had 
rented various kinds of equipment. 

T H E QUESTIONNAIRE 
In preparing the questionnaire, Gilliam in

cluded questions concerning those functions 
which are important in operating any business. 

He asked customers to rate several items as 
poor, fair, good or excellent. These items in
cluded courtesy and friendliness, appearance 
of premises, quality of service, condition and 
quality of equipment and explaining proper 
use of equipment. 

After asking these questions, Gilliam got 
right to the point by asking the customer if 
he would go back to Santa Fe Rentals or to a 
competitor. If the customer answered that he 
would go to a competitor, the questionnaire 
asked 'why.' Following the question was a 
statement which asked the customer to please 
be frank. 

Also included in the questionnaire was a 
section concerning equipment. One question 
asked customers to check from a list of items 
the pieces of equipment they knew could be 
rented at Santa Fe Rentals. Another similar 
question sought to find out what equipment 
customers knew they could purchase at the 
store. 

Several other items were included in the 
questionnaire in order to learn how customers 
felt about business policies. They were asked 
to give their opinions about treatment, honest 
and fair dealings, rates and other pertinent 
information. 

In the last question, Gilliam left himself 
wide open for personal criticism. He asked 

customers to state how they would improve the 
operation if they were the manager at Santa 
Fe Rentals. 

T H E RESULTS 
Of the 100 questionnaires sent out, 37 

replies were received. If you ever use a direct 
mail questionnaire, you'll find that a 37% 
response is not too bad. 

In evaluating the response, Gill iam found 
that the marks were generally very good. How
ever, he noted several items or categories 
where improvement will be necessary. 

Also, there were a few replies indicating 
very negative or poor service. Although, this 
type of reply was at a very minimum, Gill iam 
states that he will do some careful investigating 
concerning these replies. 

WORTH T H E TROUBLE? 
The entire survey cost less than $25 and 

Jack Gilliam feels that it will be worth many 
times that amount to him in the future. Several 
comments seemed very logical and will prob
ably influence some changes to come at Santa 
Fe Rentals. 

While the vast majority of the comments 
were positive, Gilliam states that there is 
plenty of room for improvement and the 
survey gives an idea of where to start. 

A man can operate a store for years and be 
so close to the business he may never see 
obvious places for improvement. 

The expenditure for such a survey is 
minimal compared to what you might learn 
from its results. Conducting this type of survey 
requires very little extra work but it can un
cover facts that could cost your operation a 
great deal of profit over the years. 

Continued from page 12 

This is because both volume and profit de
pend directly on the firm's ability to offer 
maximum satisfaction to its customers. This is 
best done in a selected market, determined by 
the firm's financial and managerial resources. 

(In next issue Maricle will discuss com
munications, the competitive, casual and un
tapped markets, "working for yourself and 
the right marketing techniques.) 
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EQUIPMENT 
P R O G R E S S I N G from a small beginning as a 
seller and auctioneer of furniture the firm of 
Arthur Stutchbury has progressed to a thriv
ing hiring service for office furniture in which 
the prime problem is collecting the monthly 
dues! 

It was over forty years ago that Arthur 
Stutchbury commenced business in Sydney 
selling and auctioneering furniture. 

The company that he founded has passed 
through stages of the furniture selling business 
to now be a major supplier of office furniture. 

Through this specialisation in office 
furniture we gained many requests for the 
hiring of office furniture, and this now forms 
a part of our normal day to day trading. 

The same general principles apply to hiring 
in the office furniture field as apply to those 
in the associated building supply and trades. 

It is reassuring for the man starting out in 
business or wishing to probe expansion prob
lems, to know that he can arrange a hire 
arrangement to cover his office requirements, 
a basic necessity with any business. These 
articles needed may vary from economical, 
basic desks and chairs to more opulent suites 
and equipment, subject to the amount of hiring 
payments to be outlaid. 

The risk involved by the company hiring the 
equipment is one of the major problems. Very 
infrequently have we been unable to recover 
furniture, but our main concern is non-pay
ment of monthly hiring dues. It is usual that 
if a new group or firm is going to have prob
lems breaking into a field, it will show up 
within three months. Our terms demand the 
initial month's hiring in advance plus cartage 
costs. Apart from exhibitions and trade fairs, 
the normal hiring period may be up to six 
months duration. We therefore need to watch 
our hirers very carefully to make sure all pay
ments are met with punctuality. 

• * • 
S E L F - R E G U L A T E OR ELSE 

How to avoid being tangled with red tape 
and government regulation:— 

Clean your own house before the govern
ment steps in to do it for you. This was the 
gist of a stimulating talk given by Preston 
Jolly, Medicare official for northern Ohio, at 
a regional meeting in Toledo, Ohio. 

According to Jolly, the government medical 
assistance programs consist of a relation
ship between the government agency and the 
patient-recipient. Where rented equipment is 

involved, the rental dealer is merely a means 
to an end, as far as the government is con
cerned. 

If the rental dealer gives good service, fine; 
if he does not give the kind of service the gov
ernment and the welfare recipient expect, the 
government will not long hesitate to exert 
regulation on the businessman, and forcibly 
impose its own standards of quality, service, 
and prices on his operation. 

The speaker's message was in the form of a 
friendly warning. Reputable, responsible rental 
dealers can only be hindered by the red tape 
and inflexibility of state regulations; yet they 
stand a good chance of being government-
controlled if only a few of their less con
scientious competitors generate enough cus
tomer complaints. 

Whether he likes it or not, then, every rental 
dealer has a vested interest in good business 
practices throughout his industry. 

Continued from page 8 

Pages Hire Service Pty. Ltd. (Greg Page), party 
and catering equipment. 

Pattie Page's Hire Service (Lawrence Lockhart), 
catering equipment. 

Porta-Floor Hirings (D. S. Griffiths), portable 
dance floors, marquees, etc. 

St. George Plant Hire Pty. Ltd. (R. (Bob) Wallis). 
general building equipment. 

Silverwater Plant Hire Pty. Ltd. (G. Esden), tower 
cranes and general building equipment. 

Specialised Processes Pty. Ltd. (B. E. Todd), con
crete pumps and hoists. 

Specialty Concrete Pumping Pty. Ltd. (E. T. L . 
deNeve), concrete pumps. 

Arthur Stutchbury (Office Furniture) Pty. Ltd. (B. 
A. Friend), office furniture. 

Valiant Sales & Leasing Co. Pty. Ltd. (N. W. 
Blanch), office furniture and equipment. 

Vibrator Hire & Service Pty. Ltd. (K. W. Paran-
thoiene), contractors equipment. 

Walco Industries Pty. Ltd. (Ron Wallis), hoists and 
building equipment. 

Walder, S. J. Pty. Ltd. (R. Berry), canvas goods, 
children's party equipment. 

E. J. & E. I. Wiggins (E. Wiggins), general build
ing equipment. 
WE W E L C O M E NEW MEMBERS 

Frank J. Hodgson, 35 Reynold Street, Balmain. 
Building Equipment Pty. Ltd., 1-3 Ricketty St., 

Mascot. 
Pikes Nurseries Pty. Ltd., P.O. Box 90, Rydalmere. 
Pumpcrete Aust. Pty. Ltd., 7 Greenway Drive, 

West Pymble. 
Readymix Concrete Industries Ltd., P.O. Box 9, 

Artarmon (Dennis Mclntyre). 
Wacker (Aust.) Pty. Ltd., 14 Vore Street, Auburn. 

(C. I. Komer). 
Eagle Canvas Co., 544 Pacific Highway, Chats-

wood. 
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"XEY" M U L T I -

COMPLETE 
WORKSHOP 

6 MACHINES 
IN 

Sole Australasian and South West Pacific Factory Agents 

W. LATHAM & CO. PTY. LTD. 
(ENGINEERS AND MERCHANTS) 

Wells Street. Annandale, N.S.W.. 2038. Australia. 
Phone: Sydney AREA CODE: 02 660 6688 Cables: LATHAMCO 

P U R P O S E 
METAL WORKING 

MACHINE TOOL 
! ABRIDGED SPECIFICATION 

Hr» LATHE: 
13$ in. swing x 40 in. between centres 

alternatively. 
I 13| in. swing x 28 in. between centres 

cuts Whitworth—SAE—Metric Threads. 
| MILL: 

20 in. x 6 in. table working surface— 
| s * 12 in. traverse. 
m DRILL: 

1 in. capacity—No. 3 Morse taper. 
POWER SAW: 12 in. 
DOUBLE ENDED GRINDER: 7 in. 
AIR COMPRESSOR: 9.9 CFM—115 P.S.I. 

CLIP OUT AND AIRMAIL TO 
W. LATHAM & CO. PTY. LTD. 
Wells Street. Annandale, N S W . , 2038, Australia 
Please forward fur ther information on 'XEY' mult i-purpose 
metal working machine too l . 

NAME 

FULL ADDRESS 

COUNTRY... , , 

If for School Project t i ck here • PIMI 

RADIO CONTROLLED DELIVERY AND SERVICE 



The Powerful 

Power Game 
Honda's portable generators give you AC and DC current, waterproof 
electrical circuits, conveniently arranged meters and contro ls—even 
rubber mountings for quiet, smooth running. 
And the famous Honda 4-stroke engine gives you power without 
problems. Come to power with Honda now! 

240 vol ts, 4 0 0 0 
w a t t s , A C 1 2 
a m p s , a l s o 12 
and 24 volts DC. 
Electric start, 10 
h.p.dieselengine. 

HONDA E4000 

240 vol ts, 1500 
w a t t s , A C 6 . 3 
a m p s , a l s o 1 2 
and 24 volts DC. 
Weighs 117 lbs. 

E 2 5 0 0 
240 vol ts, 2500 
wat ts , AC 10.5 
a m p s , a l s o 12 
and 24 volts DC. 
Weighs 175 lbs. 

HONDA E1500 

A C — 2 4 0 volts, 
250 watts at 50 
cycles. D C - 1 2 
v o l t s — 5 . 4 
amps. Wi th re-
c o i I s t a r t , 
weighs 4 0 lbs. 
P o w e r e d by 
Honda 4-stroke 
engine. 

HONDA E300 

The Honda Power Game 
switches you on with 
portable power any place! 

Manufactured by 
HONDA TOKYO JAPAN 
Imported and Distributed by 
H E M P H I L L - H O N D A 
A Division of 

J. A. HEMPHILL & SONS PTY. LTD. 
3 7 5 Kent Street , Sydney . 2 0 0 0 . Phone 2 9 8 2 8 1 

JA114.FPM 


