
August 2007 

1st-3rd. Fair, warm to hot. 

4th-7th. Changeable skies, 

with a few widely scattered 

showers. 8th-11th. A few 

showers, gusty winds. 12th-

15th. Clearing skies. 16th-

19th. Mostly fair, then turn-

ing wet. 20th-23rd. Show-

ers, then clearing. 24th-27th. 

More scattered showers; 

possibly a thundershower. 

28th-31st. Fair and tranquil.  

August 2007 

1st-3rd. Fair and hot. 4th-7th. 

Mixed clouds and sun, with a 

few widely scattered showers. 

8th-11th. Heat over Utah is 

broken by squally weather. 

Dry, windy with dust storms in 

desert areas. 12th-15th. 

Mainly sunny, hot, dry. 16th-

19th. Showery for California. 

Continued hot Arizona. 20th-

23rd. Residual showers, then 

clearing. 24th-27th. Thunder-

storms; heavy-to-severe for 

Nevada, Colorado Plateau. 

28th-31st. Fair and tranquil.  

Quoted Source: www.farmersalmanac.com 
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If you’re a RedMax® 

dealer, your Billiou’s 

Territory Manager is 

currently introducing you 

to this year’s equipment 

program – a program that 

focuses on commitment 

and increased sales. 

There are many reasons 

why a dealer should offer 

RedMax®: 

RedMax® products are 

sold through 

independent 

dealers and 

retailers 

only. 

A dealer is 

required to 

purchase just 12 units 

of commercial grade 

product to maintain 

RedMax® dealer status. 

RedMax® dealers enjoy 

some of the highest 

profit margins in the 

business, even on 

promoted items! 

Liberal warranties are 

offered on all handheld 

products. 

Dealers are paid full 

shop labor on 

warranty 

repairs. 

Dealers are paid full list 

price on parts used in 

warranty repairs. 

When 

repairs 

exceeds 55% 

of the  

replacement value 

on warranty work, the 

dealer is encouraged to 

replace 

components 

or products. 

Generous bid 

assistance, national 

account, and fleet 

account rebates. 

Funds are 

available for demo 

units, co-op 

advertising, special 

events, and 

merchandising. 

From small to large – 

RedMax® has various 

dealer levels designed 

to fit your specific 

needs. 

But the Number One 

Reason a dealer should 

offer RedMax® is the 

overall quality and depth 

of the RedMax
®
 product 

line. RedMax® is a line that 

dealers can grow with 

and their 

commercial 

customers 

can count 

upon to 

offer 

long term performance at 

the highest level. 

RedMax® Program  Hits the Streets with 
Great Benefits for Dealers of All Sizes 

Marketplace Weather Forecast 
Points of Interest: 

RedMax program 

provides high-quality 

professional equipment 

with levels for every 

size dealer 

May I suggest…that 

you sell something? 

How to navigate 

Billiou’s phone system 

even faster than before 

Get your PG-10s on 

display now to sell in 

time for pruning 

season 

OPEI forecasts 

increase unit sales for 

2008 

Make a fast $20 on 

Solo 428 Sprayers 

Home remedies you 

probably shouldn’t try 
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Showroom and countertop displays are a 

great way to showcase your wares, acting 

as “silent salesmen,” 

yielding sales and gaining 

dollars you may otherwise 

miss. Your customer may 

have an unexpressed need, 

and something he sees may 

be the perfect solution for 

his problem. Ka-Ching! 

However, if the showroom 

becomes cluttered with too 

many items on display or contains 

disorganized product groupings, your 

potential customer may suffer from 

“visual overload” and not actually see the 

items you’re trying to present to him. 

Also, customers may not realize their 

need for – or the value and benefit of – 

the item you’re offering for sale. 

And do you really have room in your 

showroom for every part or accessory 

you have? Of course not. How many 

great “sales-fits” are hidden from your 

customer’s view in the back room? 

So what’s the solution? You need both a 

passive and an active selling approach. 

Displays are passive and completely 

non-confrontational. Some 

customers (and sellers) prefer this. 

It’s a “clean-hands” Wal-Mart 

approach to serving the customer. 

But you ain’t Wal-Mart – you’re 

better. 

Customers visit your store looking 

for your superior service and expertise. 

They come to you because you’re a 

professional in your field, and you’re not 

afraid to get your hands dirty selling 

face-to-face. 

When you visit the doctor, do you tell 

him your diagnosis and prescribe your 

own medication? Do you consult a tax 

advisor because you know all the 

legal deductions? You’re the power 

equipment expert, and in most cases 

you know what’s best for your 

customer more so than they do.  

Provide gentle guidance through 

suggestive selling and watch your profits 

grow. (Remember gentle guidance, since 

hard sell approaches turn most customers 

off and violate the trust agreement so 

vital to real success.) 

Try the following: 

1. Suggest tie-in products to their 

purchases that will allow them to do 

the job faster or easier – this is 

where value comes in. 

2. When checking in equipment for 

repair, look for any additional items 

such as worn tires, failing 

bearings, fraying cables, 

dull blades, fluid leaks, 

etc. Offer to repair or to 

replace them. 

3. What additional 

accessories fit the 

equipment? Are they 

justifiable in cost or 

labor savings? 

Identify what your customer really needs 

and sales will increase dramatically! 
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Suggestive Selling Increases Parts and Accessories Profits 

LAWN CLIPPINGS    

It’s nice to hear such positive feedback 

from our dealers about how quickly 

we’re answering our phones, but here’s 

some information to make it even faster! 

First, if you have all your part numbers 

and just want to place an order (sorry, but 

absolutely nothing else on this line) call 

DealerXpress 888-641-0640. You’ll be 

routed straight to the first available agent 

ahead of any other call. 

If you need full service, call Billiou’s 

Dealer Line at 800-245-5468. 

You don’t have to wait for the voice 

prompts to finish if you know where 

you’re going, so here’s the quick way to 

navigate as soon as you hear the greeting 

start. 

Press 1: Place an order, have parts looked 

up, get price/availability, check status on 

an order, resolve order problems 

Press 2: Warranty questions, technical 

information or troubleshooting (not 

including parts lookup – for that, dial 1) 

Press 3: All other options, then... 

Press 3: Outside Sales 

Press 4: Accounting 

Press 8: Service in Spanish 

Press 9: Repeat the options 

Press 0: Speak to the Operator 

You may also dial an extension at any 

time. Here’s the most often used: 

Departments & Managers 

Accounting ................................. 3518 

Technical Support ...................... 3519 

Customer Service Manager ........ 3266 

Sales Manager ............................ 3233 

 

Outside Sales Voice Mailboxes 

Dan McArthur ............................ 3241 

Daryl Stockman .......................... 3243 

Glenn Curtis ............................... 3238 

Ken Head ................................... 3240 

Mike Rockwell ........................... 3242 

Randy Bright .............................. 3237 

Randy Heyne .............................. 3245 

How to Quickly Navigate Billiou’s Phone System 

Billiou’s Call Center Hours 
Mon-Fri 8AM-5PM, Sat 9AM-2PM 

Toll-Free: 800-245-5468 
(Dial “1” for Service, “2” for Tech 
Support anytime during message) 

Dealer Xpress: 888-641-0640 
(part number orders only) 

Fax: 800-266-7337 
Online: www.billious.com 

Email: letushelp@billious.com 

Let Us Help! 

http://www.billious.com
mailto:mailto:letushelp@billious.com
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Bahco’s Pruning Tools are legendary 

for their quality and ease of use. And 

this month Billiou’s has a great deal on 

display packs of their PG-10 Hand 

Pruners. 

This Modern Bypass-Style 

Hand Pruner features: 

8¼” Long 

¾” Cutting Capacity 

Strong Lightweight 

Fiberglass Handles 

The counter-top display 

contains twenty four (24) 

PG-10 Hand Pruners for a total 

dealer cost of  $219.84 

including free shipping. 

With a suggested 

list price of 

$17.49 each, 

you’ll gross 

$419.76 in sales, 

resulting in 

approximately $200 in profit (okay, 

$199.92 for the sticklers). 

This means a profit margin of 47.6%! 

How many items in your store currently 

give you that level of profit? 

These display packs ship free in any 

quantity, but are limited to 

stock on hand. So be sure to 

order right now before 

someone else beats you to 

them. 

Order part number 

PG-10BULK24 and be 

sure to 

place 

your 

order 

through the 

sales department for 

proper pricing and free 

shipping. 

While you’re at it, check out our Solo 

Sprayer Promo on page 4. It’s a great 

tie-in sale and you can get free shipping 

on that item as well. 

Please call 800-245-5468 extension 3516 

to place your order. 
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Bahco PG-10 Display Available Throughout August 

Alexandria, VA, July 13, 2007 – 

Consumer confidence is increasingly 

unsteady as a result of high gasoline 

prices and a sharp decline in the housing 

market. Housing starts contracted by 

12.4% in 2006, down from 2 million 

units in 2005. This contraction is 

expected through 2007 with an expected 

decrease of 18.3%.  Following a 7.5% 

drop in sales of existing single family 

homes in 2006, sales are forecast to 

decrease another 7.5% this year.  In 

addition, gas prices continue to fluctuate 

and hit their highest prices in the last two 

years in June. 

The uncertain economic situation is 

reflected in the shipments of consumer 

and commercial turf products. With the 

exception of riding garden tractors, 

shipments of all products are not 

expected to experience an increase until 

MY 2008 (September 2007-August 

2008). Total MY 2008 walk-behind 

shipments are expected to increase by 

3.9% over MY 2007 shipments although 

walk-behind mower shipments are not 

expected to start expanding until Q2-

2008 (December 2007-February 2008). 

Front engine lawn tractor unit shipments, 

which peaked in MY 

2004, will continue to 

slide through MY 2007.  

MY 2008 lawn tractor 

shipments will increase 

0.2% over MY 2007 

(virtually flat), and will 

remain below 1.4 million 

units. 

Intermediate commercial 

turf walker shipments for 

MY 2007 are predicted 

to decline by 5.5%, 

falling below 30,000 

units for the year, and 

will only total about 

30,240 units for MY 

2008.  During MY 2007, commercial turf 

rider shipments are forecast to fall below 

200,000 units.  MY 2008 commercial 

riders are forecast to recover with a 5.9% 

upsurge. 

OPEI June 2007 Forecast for Consumer & Commercial Products 

Solo Universal Spray 

Wand & Shut-Off Valve 

Unbreakable 28” spray 
wand gets to those hard-to-
reach places 

Adjustable spray nozzle 
provides fine mist or jet 
stream 

Includes flat fan nozzle for 
row treatment 

Fits the following sprayer 
brands: Solo, B&G, 
Burgess, Chapin, Smith, 
Hudson, Ortho, RL 
Flowmaster, Round Up, 
Spray Doc, Field King and 
other tank and backpack 
sprayers 

May be sent prepaid with 
qualifying Solo or Bahco 
orders during August 

Part# 4900170N 

$14.97  
List Price 
$19.95 

OUTDOOR POWER EQUIPMENT FORECAST

ANNUAL UNIT SHIPMENTS - MODEL YEAR

FORECAST FORECAST

MY2004 MY2005 MY2006 MY2007 MY2008

CONSUMER PRODUCTS

 WALK-BEHIND

 POWERED MOWERS 6,515,061 6,397,638 6,008,146 5,762,915 5,985,479

6.3% -1.8% -6.1% -4.1% 3.9%

FRONT ENGINE 1,645,790 1,561,623 1,446,706 1,338,082 1,340,515

LAWN TRACTORS 10.1% -5.1% -7.4% -7.5% 0.2%

RIDING GARDEN 188,949 152,868 114,538 70,779 69,450

TRACTORS 10.8% -19.1% -25.1% -38.2% -1.9%

  COMMERCIAL TURF 

    CARE PRODUCTS

  INTERMEDIATE WALKERS 44,205 37,427 31,359 29,621 30,243

12.0% -15.3% -16.2% -5.5% 2.1%

  RIDING MOWERS 203,008 203,271 201,611 193,884 205,289

38.9% 0.1% -0.8% -3.8% 5.9%

Model year is September - August

©2007 Outdoor Power Equipment Institute
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lady at home?” he asked the cosmetics 

clerk. 

She showed him a bottle costing $50. 

“That’s a bit much,” said Clarence. 

The clerk returned with a smaller bottle 

for $30. “That’s still a bit much,” Cla-

rence groused. 

Growing annoyed, the cosmetics clerk 

brought out a tiny $15 sample bottle. 

“What I mean,” said Clarence, “is I 

would like to see something really 

cheap.” 

The clerk handed him a mirror. J 

 

A wife went to the police station with her 

next-door neighbor to report that her hus-

band was missing. The policeman asked 

for a description.  

She said, “He’s 35 years old, 6 foot 4, has 

dark eyes, dark wavy hair, an athletic 

build, weighs 185 pounds, is soft-spoken, 

and is great to the children.” 

The next-door neighbor protested, “Your 

Home Remedies that Work, but... 

If you’re choking on an ice cube, don't 

panic. Just pour a cup of boiling water 

down your throat and the blockage will 

be almost instantly dissolved. 

A mouse trap placed on top of your alarm 

clock will prevent you from rolling over 

and going back to sleep after you hit the 

snooze button. 

If you have a bad cough, take a large dose 

of laxatives. Then you’ll be afraid to 

cough. 

You only need two tools: WD-40 and 

Duct Tape. 

– If it doesn't move but should, use the 

WD-40. 

– If it shouldn’t move but does, use the 

Duct Tape.   J 

 

Humor for the Ladies... 

After being away on business, Clarence  

thought it would be nice to bring his wife 

a little gift. 

“How about some perfume for my lovely 

husband is 5 foot 4, chubby, bald, has a 

big mouth, and is mean to your kids.” 

The wife replied, “I know, but I don’t 

want THAT one back.”  J 

 

“I suppose you carry a memento of some 

sort in that locket of yours?” asked her 

friend. 

“Yes, it’s a lock of my husband's hair,” 

she replied. 

“But your husband is still alive.” 

“I know, but his hair is gone.”  J 

 

Three weeks after her wedding day, Jo-

anna called her minister. “Reverend,” she 

wailed, “John and I had a DREADFUL 

fight!” 

“Calm down, my child,” said the minis-

ter, “it’s not half as bad as you think it is. 

Every marriage has to have its first fight.” 

“I know, I know!” cried Joanna, “but 

what am I going to do with the BODY?”  

J 

Humor Is, As Humor Does... 

Phone: 800-245-5468 

Fax: 800-266-7337 

Email: letushelp@billious.com 

 

Rick Groves, 

Business Development Manager 

The Service Solution 

Visit us on the Web 

www.billious.com 

Order must be placed with Sales Department. Special pricing and free shipping during August 2007 only.  

The perfect tool for many 
backyard spraying applications: 

Excellent for weed control 

Use to apply pesticides 

Great for use with liquid fertilizers 

Useful in cleaning applications 

Features include:  

Large capacity 5 gallon tank 

Leak-proof 
 internal piston pump 

Large tank opening for easy 
filling and cleaning 

Reinforced hose and heavy 
duty shut-off valve 

Multiple nozzles included 
for many applications 

Left or right hand pumping position 

Model 428 Backpack Sprayer 

* 

* Free shipping when 

ordering 4 or more  

ñSolo ï your 

best choice 

for 

all-around 

performance 

and 

satisfaction.ò 

Dealer 

Special 

 $4999  

List Price 

$6995  


