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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 

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



F. M. A. POKORNY 
I M P A C T W R E N C H E S 
Full range of impact wrenches 
from f " 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 SALES PTY. LIMITED 
66 HOTHAM PARADE, ARTARMON 2064 — PHONE 43 4051 
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SPEND A WEEKEND 
WITH ME AT 
TERRIGAL SEPTEMBER 6 

I'm Susan Waites from the N.S.W. Hire 
Association. Our President, Neville 
Kennard, has been trying to get you to 
join for a long time. 

You've put it off. 
And this is one time that procrastination 
is the thief of a great weekend. 
Because on September 6, we are having 
our annual Hire Association Convention 
at the Florida Hotel in Terrigal and it 

will honestly be verging on business 
suicide to miss out. 
We've got John Donovan of W. D. 
Scott talking about what's going to 
happen to the hire business in the Aus
tralian economy in the next 12 months. 
And John Donovan really knows. 
He is the most respected predictor of 
economic condition in Australia and 
this weekend he is going to apply them 
directly to your business. 
We've already had a couple of sneak 
previews and if you don't know, it could 
cost you a packet. 
We also have Dr. Peter Kenny, the best 
known and most interesting motiva
tional researcher in Australia talking 
about the hiring business and how to 
make real money out of it. 
Also we have members talking about 
their own successes and failures during 
the past 12 months. 
And fashion parades, and cocktail 
parties. 
It's a great and valuable weekend and 
you shouldn't miss out on it. 
It only costs $40 to join the Associa
tion and once you've joined you can 
come to the convention weekend for 
only $21. There is still time but hurry. 
Come on your own or come with your 
wife (or husband). But definitely come 
on and phone me now so we can fill 
you in on all the details and spend a 
great weekend together. 
Susan Waites, 439-1736. N.S.W. Hire 
Association. 
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President's Message . . . 

B E C O N V E N T I O N A L 
The dictionary describes " C O N V E N T I O N " as "formal assembly 

convened to discuss or legislate". 

The Hire Association's Convention could be better described "an 
informal assembly convened to discuss and learn". 

L E A R N : we all need it. 

Many of us are in the H I R E BUSINESS by some fluke — most 
of us somehow found ourselves in it. And now we are in it and 
making a go of it we need to extend our knowledge and expand our 
capacity . . . for it is capacity we will be needing . . . capacity to 
manage, capacity to appreciate the situation we are now in, capacity 
to grow with the demand that is forthcoming. 

Some people will stand still. Others will want to forge ahead 
and take advantage of every opportunity that presents itself. These 
are the people who crave knowledge and who appreciate the benefits 
of mixing with people in the same industry. These are the people 
who will be at our second Convention. 

Are you one of these people? 

N E V I L L E K E N N A R D . 
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YOUR ASSOCIATION 
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) 

TO: 

The Hire Association of N.S.W., 

57 Whiting Street, 

ARTARMON. 2064. 439-1736 

I desire to become a member of the Hire Association of N.S.W. and on my election 

I agree to be bound by the Rules and Regulations. I authorise the entry of my 

name on the Register of Members. 

I enclose the sum of $40.00. 

Name: 

Company: 

Address: .•.•«t-.-

Signature: 

"HIRE" is the Official Journal of the tJfSSS^oT ff^ * ™ ^ * 
140 Phillip Street, Sydney. 2000. 

Hire Association of N.S.W. 
Advertising inquiries: 221 2272. 
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THE HIRE ASSOCIATION 
ANNUAL CONVENTION 

Hiring is big business and it's growing big
ger every year. The Hire Association of New 
South Wales established in 1967 to assist mem
bers in such a diversified field, is holding its 
second annual convention shortly—to discuss 
just this. It is estimated that between 50 and 
60 delegates will attend the convention to be 
held on September 5th and 6th at Terrigal. 

This year some of the most stimulating 
minds in Australian business have been asked 
to address the delegates. 

These include Mr. John Donovan of W. D. 
Scott, who will talk about the economic trends 
for the next 12 months and the way they will 
affect the hiring business. 

He wil l also talk about the problems of 
attracting and training the right staff in the 
right way. 

Dr. Peter Kenny, the best known and most 
interesting researcher in the country will also 
be a guest speaker and his subject—"What do 
you really know about the hiring business and 
its real opportunities for growth." 

Selected members of the Hiring Association 
have also been invited to talk to delegates 
about their successes and failures during the 
past 12 months. 

The convention promises to be enjoyable as 
well as educational. Activities have been ar
ranged for delegates' wives, which include a 
talk on beauty by one of the directors of 
Klytia, France's leading cosmetic company. 

But getting back to the more serious side . . . 

The last Hire Association convention proved 
to be a highly successful affair and members 
commented on the value they obtained from 
talking to people in similar situations. There 
is no doubt about it, the hiring business is 
booming and we need to have all our wits 
about us to cope with the increased business 
and potential available. 

Members of the Hire Association cover 
many fields including building equipment, 
clothes hire, boats, trucks and cars, office 
machines and furniture, concrete pumps, film 
equipment, television and radio and a hundred 
other consumer and commercial "services" 
and all can gain from one another. 

The aim of the Hire Association is to assist 
in establishing a progressive, profitable and 
ethical Hire Industry. 

In order to achieve this, the Association 
has set out to assist all members in every way 
possible to ensure the profitable development 
of their individual companies. 

There are many reasons why the hiring 
business must boom. 

Pride of ownership is a thing of the past. 
As people become more affluent in their per
sonal wealth, they want less of the responsi
bility of ownership. 

Experimentation and taxation savings are 
other reasons why many people, particularly 
companies tend to hire equipment rather than 
buy. 

Also as jobs become more and more special
ised and precision equipment essential — so 
companies look to hiring organisations. 

The need is there, the potential is there, 
and it is up to the people in the industry to 
promote their services as widely as possible 
to develop their individual business. 

The public need to know what can be hired 
and companies need to tell them. 

The knowledge of the benefits of hiring, 
rather than buying, must be more widely 
spread. 

The industry must become more specialised 
and service a specific need. 

Finance problems must be overcome — : 

government liaison must be maintained. 

As the Association grows in strength and 
numbers so will we be able to benefit members 
more. We must stress what a young and vital 
industry this is and the potential it has and 
it is necessary for all of us involved in the 
industry to evaluate its prospects and over
come its problems. 

Already there is a similar organisation in 
Victoria, which has recently been established. 

The next step is logically a Federal organisa
tion taking in members in other states and 
establishing a national headquarters and infor
mation service. 

The Association has currently about 60 
members. Every new member will enable us 
to do a lot more. 

If you are in the Hire Business, no matter 
what aspect, the Association needs you and 
you need the Association. 
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SUCCESS STORY . . . 

HIRE COMPANY WINS TOP 

MARKETING AWARD 

When the 1969 Hoover awards for Market
ing were announced on the 28th of July, 
Formal Wear Hire Service Pty. Ltd. shared 
the honours in the domestic section with 
David Jones Ltd., Trans-Australia Airlines, 
the Queensland Butter Marketing Board and 
E. E. Whitmont & Sons Pty. Ltd. Although 
Formal Wear is expanding at a remarkably 
healthy rate, it is still — by comparison — a 
small company, and its achievement should 
give heart to other Association members who 
hesitate to compete with the giants of big 
business. HIRE asked Managing Director, Mrs. 
Peggy Levy for the story . . . 

The idea of entering for the Hoover Award 
(Australia's top Marketing award bestowed 
annually by the Hoover parent company in the 
United States) was first discussed back in 
November, 1967, when W. D . Scott, who had 
been commissioned to conduct a market sur
vey put forward the initial suggestion. How
ever, the directors felt that they needed a little 
more time, and the submission was not made 
until this year. The gratifying result is an en
dorsement of sound business practices, fore
sight and good family teamwork—for Formal 
Wear is very much a family business. Mrs. 
Levy's daughter, Miss Annette Levy, is the 
Women's Wear buyer for all three branches, 
while her son, M r . Warren Levy, does all the 
men's wear buying, and both take an active 
part in the administration. 

What, we asked, were some of the principles 
which helped to gain a young company such 
an impressive Marketing award against such 
stiff competition? The answers Mrs. Levy gave 
us contain the seeds of success for any hire 
business, irrespective of its size or the nature 
of its stock . . . 

• C U S T O M E R S E R V I C E . This is so self-
evident, and so fundamental, that it is sur
prising that its importance is sometimes under
rated. The small amount of extra effort it takes 
to please a customer and make him feel well-
treated pays dividends in future business—not 
only in repeat custom but often in far-reaching 
personal recommendations. A man who be
lieves himself short-changed on service turns 
sour on the whole hiring principle and is lost 
to the industry as a whole. But if he has hired 
one commodity to his complete satisfaction he 
automatically becomes a prospect for another 
one, and the entire industry benefits. 
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HOOVER AWARD 

• R A N G E E X P A N S I O N . As well as in
creasing the volume of your business, be on 
the lookout for opportunities to expand hori
zontally as well by extending the range of 
goods and services you are offering to the 
public. This need not involve much capital 
outlay. Sometimes it only calls for imagination 
and the ability to recognise a trend and hitch 
on to it. In our restless society nothing stays 
the same; people's needs are changing all the 
time. Good ideas have always been the main
springs of business, and they can do more for 
yours than the outlay of large sums of money. 

9 S T A F F T R A I N I N G . Right from the 
outset Formal Wear have believed in giving 
specialist training to promising members of 
their staff. For example, at the present moment 
two employees are taking University courses 
at the company's expense, and others are doing 

courses in Business Management, Salesman
ship and Accountancy. This investment in 
human values not only increases individual 
efficiency but improves staff relations and 
benefits both employer and employee. (Formal 
Wear has an unusually low staff turnover, 
despite the fact that the majority of its em
ployees are in the young age group where 
feet are traditionally itchy.) 

9 R E S E A R C H . The days when a business 
could run on guesswork and intuition are 
over, Mrs. Levy believes. Your competition is 
both tough and informed, so the more you 
know about the market and the changes which 
are constantly re-shaping it, the greater will 
your impact be. No one has the time to do 
all the necessary research on top of running a 
business, so it makes good sense to leave the 
job to experts who are highly trained and ex
perienced in probing and assessing today's 
markets. 

Simple? A formula which works usually is. 
You may not be interested in competing for 
Marketing awards, but if you adapt it to your 
own circumstances and apply it with enthusi
asm, you'll find it will pay off in extra business. 

NEW VERSATILE TRESTLE 

SUPPORT 
A tough, light-weight tubular steel trestle 

support has been released by the Acrow group 
of companies. 

Called the Tres-Leg and weighing only 1 8 i 
lb., four of them can easily be fitted into the 
average car boot. 

Designed specifically to replace cumbersome 
heavy, wooden trestle supports, the new tubu
lar leg represents an innovation, with several 
advantages. 

Because there are no moving parts, main
tenance and potential damage are reduced to 
a minimum. 

The principle involved in this simple, effec
tive device is that as the working load increases 
the tighter becomes the wedge action on the 
bearer timber. 

Three uniform positions on each leg, make 
possible, for the first time, for the same trestle 
to be utilised for a variety of working heights. 
Adjustable platform heights range from two 
feet one inch, to four feet. 
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RECOMMEND—AND MAKE A FRIEND 
The following letter from a foundation mem

ber of the industry, Mr . Ray Barwick of Ray 
Barwick Hire Contractors, spotlights a pre
valent weakness in customer service . . . 

Sir, 

There is one facet of the Hiring industry 
which is being neglected by many members. 
When a hirer is unable to satisfy a customer's 
enquiry every effort should be made to recom
mend another hirer in his area who may be 
able to help him. 

I feel it would be an excellent idea if every
one in the rental business kept a list of other 
hirers in his district, together with a list of the 
stock they carry, so that he could re-direct 
enquiries. 

This is not losing a customer—it is making 
a friend, and benefiting the industry as a whole. 

After we received this letter H I R E con
ducted a telephone survey and found that only 
une hire business in six was able and prepared 
to redirect the enquiries it couldn't satisfy to 
another hirer. 

A strong united industry benefits all its 
members and helps to create a climate of con
fidence and service. If you go out of your way 
to assist the man with whom you are unable 
to do business, he is likely to remember you 
at a later date when he wants to hire some
thing you carry. And—equally important— 
you will have reinforced his confidence in hir
ing as a way of business. 

So make a list of the stock you have avail
able for hire and exchange it for similar lists 
with other hirers in your area. Keep an indexed 
list by your telephone for quick easy reference. 
Recommend—and make a friend! (In fact 
you'll probably make two, the enquirer and the 
other hire-man.) 

PENDLE ENGINEERS 
FOR 

RE-SHARPEN POINTS AND CHISELS 

MANUFACTURERS POINTS AND CHISELS FOR ELECTRIC 

JACKHAMMERS 

COMPLETE REPLACEMENT STOCK O N HAND 

PICK-UP A N D DELIVERY SERVICE 

OUR PRICE IS RIGHT 

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

PHONE — BUSINESS: 69-2181 PRIVATE: 631-8015 
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COATES & CO. LTD. 
F O R S A L E O R H I R E 

Vibrating Rollers 
Multi-tyred Rollers 

Concrete Trowels and Screeds 
Rockbuster Mobile Crushers 

Crushrolls • Hoistowers 
Air Compressors and Tools 

Vibrators • Dumpers 
Pumps, etc. 

15 C U M U L L A ROAD 
CARINGBAH 

525 3333 

29 SYDNEY STREET 
MARRICKVILLE 

51 6021 

260 HUME HIGHWAY 
LANSVALE 

72 0567 

RADIO CONTROLLED DELIVERY AND SERVICE 

HIRE VISITS FACTORY 
A very popular item being stocked by 

Hirers, is the 5BX Vibro massager. 
This excellent product is produced at the 

Brookvale factory of T. D . Preece Pty. Ltd. , 
engineers. 

Recently at M r . Preece's invitation, H I R E 
visited the factory to see the production of the 
all Australian 5 B X Vibro massager. 

Mr . Preece told H I R E of the tremendous 
interest by the general public in recent times. 
More and more people have found the unit 
useful for purposes other than weight reducing 
and accordingly were requiring it at specific 
times. These people he said were more inter
ested in hiring the article. 

M r . Preece said "many Hire companies have 
realised the value of the 5 B X Vibro massager 
and were stocking their product." 

"We have decided to do our own marketing 
and have cut out the middleman. In this way 
we are able to give the best quality massager 
to Hirers at most competitive prices," M r . 
Preece said. 

H I R E was most impressed with the entire 
operation and suggests that readers interested 
in expansion of stock investigate this product 
and the special offer to Hirers by T. D . 
Preece Pty. Ltd. 

FINSBURY 3" AND 4" 
SELF-PRIMING PUMP UNITS 

Recently released from Australia's largest 
manufacturer of self priming pump units are 
two new units designed for use by the con
tractor for dewatering purposes. A l l units are 
designed for continuous operation and already 
Government acceptance has been received 
through a recent delivery of a very large quan
tity. 

Features provided include: 

a. 3" unit 290 G . P . M . at 20 ft. head. 
4" unit 420 G . P . M . at 20 ft. head. 

b. Completely new design allows the use of 
lower H.P. engines to achieve better per
formances than ever before. 

c. Choice of engines include Wisconsin, 
Briggs & Stratton, Kirby and Diesels. 

d. Through the new design feature rapid 
replacement of the pump or engine is 
provided without first dismantling the 
pump. 

e. A large hand hole for impellor cleaning. 
f. Modern design with diffuser priming 

(replaceable) and main pump compon
ents are cast iron and bronze. 

g. Competitive prices. 

HIRE — September, 1969 9 



THE BOAT HIRE STORY: 
FROM ROW BOATS TO HALVORSEN LUXURY CRUISERS 

The hire industry, as we know it, is just as 
up-to-date as the space-age community it 
serves, but its roots run deep and its origins 
are old as mankind. From pre-civilized times 
there has always been someone who could see 
the advantages of hiring out land or agricul
tural implements or shelter, and someone else 
less fortunate or less provident who was glad 
to avail himself of them at an equitable rate. 

But even in its modern organised form the 
hire industry goes back further than many 
of us may be aware. Curiously enough, most 
of the early instances were boat-hiring busin
esses. In how many period novels and films the 
hero/villain, having treated the heroine to a 
tea of cucumber sandwiches and strawberries, 
hired a boat and, with varying intentions, took 
her for a punt on the river! 

In a very pertinent story entitled Hire Boat 
Business Goes Back 87 Years, a recent issue 
of New Zealand H O L I D A Y magazine relates 

SO YOU THOUGHT THE 
RENTAL BUSINESS 

WAS NEW? 
the history of the Antigua Boatsheds which 
opened for business on the banks of the River 
Avon, in Christchurch, way back in 1882. It 
is gratifying to read that this early hiring ven
ture was successful, and that what began as 
a mere handful of small boats is now a fleet 
of 120 craft, the second-largest in the Southern 
Hemisphere. Like his modern counterpart, the 
un-named founder recognised an opportunity, 
supplied a need and was rewarded for his en
terprise. 

However, the greatest boat-hiring success 
story of them all can be found much closer to 
home than the daffodil-lined banks of the 
Avon. In a tranquil 7-mile fiord only a short 
journey from the bustling heart of Sydney, the 
Halvorsen fleet of hire cruisers continues to 

grow year by year, and has already been ack
nowledged by United States authorities as one 
of the largest in the world. 

When Lars Halvorsen Sons Pty. Ltd. bought 
a boatshed at Bobbin Head just after World 
War II and put the first of their 25-footers 
into service, they realised a long-standing 
dream and virtually launched a new industry. 
These motor cruisers, especially designed and 
built for hire, combined maximum safety and 
simplicity of operation with every live-aboard 
comfort for the holidaymaker. 

The idea caught on. Fascinated by the pros
pect of skippering their own luxury cruisers 
through some of the most idyllically beautiful 
sheltered waters in Australia, customers 
flocked from every state. The fleet grew to 
accommodate them. Today, 60-strong, it is one 
of the most impressive examples of a success
ful hiring venture—not only in this country 
but by international standards. 

The company builds its cruisers in a range 
of sizes from compact 4-berth 21-footers to 

luxurious 9-berth 36-footers, in its own boat
building yard. Over the years it has drawn not 
only on its own very considerable experience 
in building and hiring boats but also on the 
constructive comments and suggestions put 
forward by its customers. Director Carl Hal 
vorsen gives them full credit. "We were greatly 
assisted," he says, "by the helpful comments 
of our hirers, to whom credit is due for many 
of the improvements we have introduced over 
the years. I have come to have great faith in 
the boat hirers; the vast majority of them are 
very honest and very careful. How well they 
look after our $15,000 cruisers is emphasised 
by the fact that we pay no higher insurance 
rates than a private owner would . . ." 

It isn't only in the boat-hiring business that 
talking —and listening — to customers can 
sometimes pay off. The man who hires your 
goods and services has an inside slant on 
customer requirements. His suggestions and 
even his grouches could earn or save you 
money. 
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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, VILLA WOOD, N.S.W. 2163 

PHONE 72 0641 (4 Lines) 

12 HIRE — September, 1969 



HIRE NEWS 
A Sydney firm recently hired a light motor 

scooter to the Australian Consumers Associa
tion (publisher of "Choice" magazine). It was 
to be used for the "testing" of crash helmets, 
but despite worries that the scooter would be 
returned smashed up after the "testing", it was 
returned in good condition — the tests appar
ently did not involve real accidents. 

TRANSFERS A T COST 
The Hire Association has made available 

to members three different transfers suitable 
for use on many types of equipment. The re
sponse has been excellent. The purchase of 
a substantial quantity reduced the unit price, 
and Association members can obtain them at 
cost. This is a practical example of how group 
buying can help Association members by keep
ing costs down. 

PETROL/OIL PLEASE C L E A N 
MIX O N L Y A F T E R USE 

CHECK 
OIL 

DAILY 

"BOOMING IN T H E WEST" 

A recent visitor to Sydney was Ken Sims 
from Perth, Western Australia. Ken is the 
proprietor of Kay's Hire Service Pty. Ltd. , at 
Osborne Park, W . A . , which hires general tools 
and equipment. "Business is booming in the 
West," he told us, "but it's stimulating to visit 
other Hire stores and see how the other man 
does things." 

HOOVER MARKETING AWARD 

On the 28th July, Formal Wear Hire Ser
vice Pty. Ltd . made Hire history by winning 
this important award. The achievement was all 
the more impressive because the other winners 
in the domestic section were all big, long-
established companies. H f R E congratulates 
Formal Wear on behalf of all Association 
members, and tells the story in detail else
where in this issue. 

HIRE T H E DECORATIONS! 

Hiring plays an important part in most 
wedding plans these days, and it is quite cus
tomary to hire the clothes, the cars and prac
tically everything for the reception. In Alberta, 
U.S .A. , however, an enterprising rental store 
is currently hiring out decorations for the 
bridal car and — after putting a car on display 
— doing very well out of it. The most popular 
decorations consist of inexpensive plastic roses 
strung on 22-foot ropes (washable and practic
ally indestructible) but the firm can also rise 
to outsize wedding rings, doves and swans and 
— for those who want to splurge — a church 
with a concealed tape recorder playing "Here 
Comes the Bride"! 

IN A NUTSHELL . . . 

"Sharing experiences and information does 
not require that you divulge intimate details 
of your operation or give up a competitive 
advantage. A firm is worthless to the industry 
if it is not efficient, competitive and success
ful. In the end, secrets are easy to steal, it is 
managereal ability and a carefully-built organi
sation that makes a tough competitor." — 
Kenneth E. Maricle, Marketing Faculty, A r i 
zona State University. 

Coates & Co. Ltd . new premises 

HIRE — September, 1969 13 



MMMMSIMM 
Lightburn mixers are Australia's biggest 
sellers . . . have been for over 40 
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 6 months 
guarantee * Low cost spare parts 
always immediately available ic Trade-
ins ^ Terms * Hiring W Best deal 
EVERY way. 

FOR TRADESMtSF 
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. 

• l j CU. FT. MODEL: Sturdy angle iron frame, mounted on wheels for 
easy movement. 15 cu. yds. per hour output, petrol engine or 
electric motor available. Mixer only $68.28. 

ASK TO SEE A LIGHTBURN MIXER! 

LIGHTBURN PRODUCTS LIMITED 
132 STANMORE ROAD, STANMORE. 'Phone 56 6351 
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Serving the Market Segment 
SERVING T H E M A R K E T SEGMENT 

Your relationship with the segment (or seg
ments) of the market applicable to your busi
ness is vital to your success. In a further 
analytical article Kenneth Maricle, of the Mar
keting Faculty of Arizona State University, 
presents and clarifies the facts. 

Once the firm decides on the market it is 
prepared to serve, the next step is to establish 
communication. The purpose is to explain why 
and how the firm can supply the needs and 
wants of the individuals receiving the message. 
Knowing who this is makes it easier and less 
costly to (1) "talk the language" of the mar
ket segment and (2) adjust the firm's product 
and service mix for maximum consumer satis
faction. The rental operator functioning in this 
fashion has a very real competitive advantage 
over the operator with an unqualified market. 
It is possible for an individual firm to deal with 
different market segments at the same time. 

This is what a store is doing when it sup
plies equipment to contractors, and soft goods 
to homeowners. It is also possible for a rental 
store to rent the same product to two different 
segments. This would be the case when roll-
away beds were rented to both motels and 
individuals. 

Within a particular segment, there are three 
sub-divisions that are important to understand. 
These are (1) the core market, (2) the casual 
market, and (3) the untapped market. 
T H E CORE M A R K E T . Here are found the 
individuals whose needs have been well satis
fied by the firm they patronize. These custom
ers do not shop other rental stores and often 
do not even ask the rates. They know from 
past experience that they will be honestly and 
fairly treated. This part of the market segment 
is the most profitable and the least expensive 
to maintain if handled properly. The require
ments are (1) continuing quality service, (2) 
appropriate product selection, and (3) selec
tive communication on an individual basis. 
T H E CASUAL M A R K E T . The second por
tion of the market segment consists of individ
uals who trade at two or more stores. In order 
to secure the patronage of the casual portion 
of his market, the rental operator must con
tinually and innovatively direct his message to 
this group to persuade them to deal with him 
on the next rental. 

The casual customer is important because 
(1) the revenue from this source is an import
ant supplement to the core market revenue and 

(2) this subdivision contains potential core 
market customers. 
T H E UNTAPPED M A R K E T . The balance of 
the individuals in the market segment have 
never traded with the firm in question and yet 
have the characteristics of the very people the 
firm is organized to satisfy. They represent 
unrealized revenues and an opportunity to in
crease market share. The presence of this body 
of potential customers should be considered 
a constant challenge. 

In the rental business, the untapped market 
is still huge and should be a major concern of 
every rentalman. 
WORKING FOR YOURSELF. Promotional 
efforts directed to casual and untapped custom
ers always result in a "spill-over" of benefit for 
competitive firms. It follows that the rental 
operator must quickly convert these rental 
customers to his own core in order to maxi
mize the return on his advertising and pro
motional expenditures. The relative size of an 
operator's core market determines the extent 
to which he advertises for himself and not for 
his competition. Careful maintenance of a core 
market is of prime importance. 
T H E NEED FOR A COMPETITIVE 
A D V A N T A G E . A firm that is oriented to 
short-run profits probably offers the minimum 
rental service — that is, the temporary use of 
a product and nothing else. The drive for 
immediate gain results in an over-concern for 
operating cost reduction and strips the firm of 
any chance to be unique. 

Competitive pressures from firms operating 
in the same way soon reduce rates until the 
operator doesn't even net service costs, let 
alone enough for depreciation. The best the 
rentalman can hope for under such conditions 
is a marginal operation into which the owner 
pumps transfusions of new capital and per
sonal effort. 
COMPETITIVE DIFFERENTIAL. What is 
needed is a competitive differential. This 
means that a bare product has been enhanced 
by such intangibles as service, dependability, 
convenience, and environment so that it is 
different and unique in the eyes of the con
sumer. He perceives in the differentiated pro
duct a "total package of satisfactions" worth 
far more to him than the "substitute" he is 
forced to rent elsewhere. Note that at least a 
part of the added value is produced by the 
operator's own innovative creativity and costs 

CONTINUED ON PAGE 29 
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THE NAME OF THE GAME IS HIRE 
The current edition of the Sydney Telephone 

Directory devotes eight of its classified Pink 
Pages to subscribers who hire out an ever-in
creasing range of commodities, from portable 
dance floors (and the clothes to wear on them) 
to power tools and concrete mixers. If you 
were to ask these people what business they 
are in, the chances are that you would get 
almost as wide a range of answers. "Catering 
requisites," they would say . . . "Office furni
ture" . . . "Earth-moving equipment". 

But because they tend to confuse the nature 
of their stock with their industry, these answers 
would be wide of the mark. They are all— 
irrespective of the goods they offer—in the 
same business—the hiring business. 

Rapid expansion and diversification are 
largely to blame for this confusion. The indus
try has shot ahead so fast in the space of a 
few years that it has hardly had time to take 
stock of its own situation. On the surface its 
members appear to have little in common. 
They are a race of independent operators who 
believe, in the main, that their problems are 
unique to their own businesses. 

In actual fact, all who earn a livelihood 
hiring out goods and services to the public 
— 'rentalmen' is the American term — have 
three basic problems in common . . . 

Finance. The primary — and major — 
problems come under this heading. Over and 
above those relating to acquisition of stock, 
overhead, maintenance and depreciation, the 
hire-man has problems connected with admini
stration, the establishment of satisfactory ren
tal rates, spiralling costs, the trend to rapid 
obsolescence in equipment or stock. These 
problems are common to all rental businesses, 
large or small, and it can be helpful to discuss 
them with others in the same industry. A n 
interchange of experiences is always valuable 
and frequently enlightening, even when you 

only learn from another man's mistakes! 
Staff. From the moment a business becomes 

too large or too complex for a man and his 
immediate family to operate it without assis
tance, that man has staff problems. How he 
solves them will do much to determine his 
future success. He must know how to engage 
the right staff and, if need be, train them, and 
—equally important—he must know how to 
hold them. A too-rapid turnover of staff is a 
luxury no business can afford. Here again, the 
shared experience of others in the same indus
try who are facing and solving identical prob
lems can be of incalculable assistance. 

Economic trends. Like all industries—and 
perhaps more than most — the state of the 
rental industry reflects the ups and downs in 
the nation's economy. It thrives in times of 
prosperity, feels the first cold draft of reces
sion and takes the brunt of economic measures 
such as indirect taxation and the recently in
troduced stamp duty. While such problems are, 
to a greater or lesser degree, common to all 
businesses, there are aspects of them which 
particularly affect people in the hire industry, 
and which can be best solved collectively. 

It is more important to know your business 
than it is to know your product. In fact, pro
duct knowledge comes a bad last in the list 
of factors which determine your potential. (If 
you need a specialist for your product you can 
always put one on your payroll.) Concentrate 
on the practical aspects of your business. 
Watch market trends. If you aren't already a 
member of the Hire Association, join it and 
take advantage of the support, information and 
special facilities it offers you. You can profit 
from the experience of others and the free 
exchange of ideas, while its advisory services 
can help you by clarifying legal issues, as well 
as your accountancy and taxation problems. 
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THE BEST CHAIN SAW IS 

LIGHTER 

EASIER TO START 

k' f i l l '<•' 

EXTRA POWERFUL 

MORE DEPENDABLE 

HOMELITE 
FASTEST SELLING CHAIN SAWS IN THE WORLD. 

Homelite chain saws are outstanding in toughest timber Of 
roughest working conditions, because they have faster .cutting 
speeds, larger fuel capacities, greatest safety factors and • 
world-wide recognition for performance and dependability. There'* 
a model to suit every woodcutting job. 
ASK FOR A FREE DEMONSTRAtlON. KING OF THE 

FOREST 

J O H N SHAW AUSTRALIA PTY. LTD. 

95 Silverwater Road, Silverwater. 648 1166 

SPECIAL DISCOUNTS FOR HIRE COMPANIES 
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Mcculloch 
D E P E N D A B L E P O W E R T O O L S 

F O R P R O F I T A B L E 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 lb. 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 
Post Hole Borer. 
Has automatic 
f o r w a r d a n d 
reverse gear to 
prevent jamming. 
Takes bits to 
l3/t" dia. Special 
chuck for metal 
drilling. 

B r u s h - c u t t e r / 
W e e d - c u t t e r 
Attachments. Cut 
scrub and weeds 
anywhere — re
movable guard 
for clearing close 
to walls. Brush-

c u t t e r c u t s 
trees up to 8" 
thick. Should
er h a r n e s s 
takes weight. 

Earth Auger. Dig. 
holes fast for 
fence posts, tree-
plant ing, farm 
construction. 3", 
4", 6" and 9" 
holes may be dug 
to 37" deep — 
extension adap
tors available for 
extra depth. 

McCULLOCH 170 ARC WELDER 
Fully portable 170 amp AC/DC welder weighing only 55 lbs. 
Supplied with built-in rectifier 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. 

S T O C K E D B Y M A N Y 
L E A D I N G H I R E F I R M S 

M c C U L L O C H ! McCULLOCH OF AUSTRALIA 
Ferndell St., Sth. Granville, N.S.W. 
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How to get the Customer to 

Listen to your Explanation on 

the use of Hire Products 
Nobody wants to admit to his own ignorance. 

Where the person involved is a hire customer, 
and the ignorance applies to use of the tool he 
is hiring, his reluctance to ask for an explana
tion can spell trouble for the equipment. 

The last thing in the world the customer 
wants to do is to admit that he does not know 
how to work the piece of equipment he has 
hired. If you ask him, 'Have you ever run a 
chain saw?' he will certainly say, 'Oh, yes, 
of course.' Yet the closest he may have ever 
been to a chain saw is seeing one advertised. 
Instead, presume that he knows nothing, and 
give him an out by saying that you want to 
explain to him how a particular make of chain 
saw works. In other words, make him feel that 
you think the saw is different from the ordin
ary saw and that an explanation is in order. 

Remember, if the equipment does not get 
the job done, the customer will either blame 
the piece of equipment or the person who hired 
it to him, and certainly never himself. It is our 
responsibility to remove all possible guilt from 
our shoulders before the equipment leaves the 
store. If the customer has the proper tool for 
the job, the equipment is working properly, 
and he has been thoroughly instructed for its 
use, the customer can never be right. This is 
not to say that we would still not give any 
benefit of the doubt under most circumstances, 
but it does allow us to stand on firmer ground 
if a problem arises. Ninety percent of all cus
tomer complaints could be eliminated if we 
made certain that the above three conditions 
were satisfied before the equipment left the 
store. 

H A N D Y HINTS 
EASY STORAGE 

Chain blocks can be difficult to store as 
well as to handle. To overcome the problem 
of dragging, dangling chains, store each chain 
block in a galvanised iron bucket. The chains 
will be out of the way and the blocks can be 
carried as easily as a bucket of sand. 
PRE-PACKAGE! 

If you sell small "accessories" such as Ram-
set nails and charges, welding rods and other 
items that involve a lot of counting, try pack
ing them in lots of 25 or so. It's a time-saver, 
and you can supply an order or assess stock by 
counting the unbroken packages. 

TRY 
BEFORE YOU BUY 

BULLFROG OFFERS YOU A 
DEMONSTRATION UNIT 
TO PROVE ITS DEPENDA

BILITY UNDER ALL 
CONDITIONS. 

CONTACT BOB BALL ON 
72 0166 

W I L L I A M A D A M 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 OF A U S T R A L I A 
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NEW DEAL ON SMALL DEBTS RECOVERY 
The Hire Association commends the Cham

ber of Commerce for its efforts to have the 
Small Debts Recovery Act altered and an 
extract from their bulletin appears below. 

The Act, as it stands at the moment, heavily 
favours the debtor and any change which 
would help to eliminate some of the ease with 
which debtors can at present evade payment is 
only to be welcomed. 

The time and effort which most hire com
panies face in credit control and debt collec
tion, and the frustration they face attempting 
recovery makes this a major problem in the 
industry. In many cases actions are never even 
initiated because there is so little likelihood of 
success, thus further encouraging the profes
sional bad debtor. 

The Hire Association has itself written to 
the Attorney General's office pointing out cer
tain anomalies relating more specifically to the 
Hire industry, especially in connection with 
the recovery of goods once they are hired out. 

The Association also has a well established 
credit listing which is helping to safeguard 
members against the habitual bad risk. 

Over a period of years the State Govern
ment has been pressed to amend the Small 
Debts Recovery Act to bring it into line with 
the realities of the present day. Consequently 
we are now very pleased to leam that these 
efforts have not been fruitless and that Cabinet 
on the recommendation of the Minister of 
Justice, Mr. Maddison, has approved of the 
preparation of a Bill to repeal the Small Debts 
Recovery Act, 1912, and substitute new legis
lation more in tune with modern conditions. 

The Premier, Mr . Askin, has stated that the 
proposed Bi l l will increase the jurisdiction of 
the Court of Petty Sessions to cover actions 
involving amounts up to $500.00 and will pro
vide that in straight-forward matters where the 
amount claimed does not exceed $250.00 the 
action must be brought in the lower court, thus 
saving defendants the expenses involved in a 
District Court action. For the first time, a 
limited scale of professional costs wil l be al
lowed in the Court of Petty Sessions in small 
debts matters, and plaintiffs will be allowed 
interest on their judgments on a similar scale 
to that applicable in the District Court. 

Other Helpful Proposed Innovations 
1. The provision in the new legislation of a 

right of appeal, limited to points of law. 
2. The difficulty experienced by plaintiffs in 

obtaining the fruits of their judgments, 
and the whole enforcement procedure will 
be tightened up. 

3. Provision will be made in the new legisla
tion for an examination order to be served 
on a judgment debtor. If the debtor does 
not then attend court for examination of 
his means he may be fined. 

4. The Bi l l will provide that the jurisdiction 
of the Court, except in certain interlocu
tory matters, will be exercised only by a 
Stipendiary Magistrate. 

5. Licensed commercial agents and sub-agents 
will be given a right of appearance in some 
interlocutory matters. 

6. Where solicitors or agents are acting they 
will prepare their own process. 

7. A l l court costs incurred after judgment 
will be added to the judgment debt, instead 
of being borne by the plaintiff as at present. 

CONTINUED FROM PAGE 15 

him nothing. 
Then, the rental dealer has succeeded in dis

couraging his competitors from chasing after 
a piece of the market. Until someone else can 
come up with a really revolutionary new offer
ing, a "hands off" sign in front of this rental 
market segment is enough to remove the temp
tation to compete. 
SUMMARY. The market-oriented rental 
operator understands the concept of a chang
ing market. Rather than fight change he ad
justs and adapts and seeks opportunities where 
others find problems. Two basic marketing 
tools await the aggressive rental entrepreneur. 
They are (1) the creating of a differentiated 
product and (2) the concept of market seg
mentation. 

| H E L P 

all the year round 
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• SPECIAL PRICE • 
TO HIRERS 

5BX VIBRATOR 
MASSAGERS 

Contact . . . 

T. D. PREECE & CO. PTY. LTD. 
265 CONDAMINE STREET, MANLY VALE 

PHONE 949-1378 



MACDONALD MOLE Under-the-road DRILL 
SCABBLER 

B U Y THESE TOOLS FOR 
Y O U R HIRE FLEET . . . 

BIG return from L O W 
capital investment 

MOLE 
CONCRETE 

HOIST 

MOLE 

DITCH 
WITCH 

TRENCHER 

ENGINEERING PTY. LTD. 
RODBOROUGH ROAD, FRENCH'S FOREST. 2086. 'Phone 451-1222 


