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It‟s not just parts anymore. Billiou‟s is now able 

to offer a great lineup of Honeywell generators. 

Honeywell hits a sweet spot in the market with 

its new 2009 lineup of residential generators. 

Whether you need a 

1000 watt inverter for 

running lights and 

electronics while 

camping, or a 7500 

watt powerhouse to 

keep your home 

running during a power 

outage, Honeywell has a generator sized and 

priced just right that your customers will love. 

Featuring Honeywell™ Big-Bore OHV engines 

and warranties up to three years, these 

generators are packed with selling features 

you‟ll appreciate, such as sound filtering, 

simplified power control centers, “never-flat” 

tires, high-

leverage 

transport 

handles, 

4-in-1 

power 

cords, and 

the list 

goes on. 

Would you believe that we include not only the 

first liter of oil to get you started, but you even 

get a funnel so you don‟t spill a drop? 

Sweet! 

Interested in how competitive the prices are? 

Check out page 3. 

Honeywell Generators: A Sweet New Dealer Line 

approval. Just do it. 

Managers get to see the 

financials. 

Being a jerk to coworkers is 

grounds for termination. 

Do whatever seems smart 

and fair to make customers 

happy. 

Watch the competition 

closely and borrow their best 

ideas. 

Simple. Common Sense. 

Practical. Effective… 

If you don‟t know who Dilbert is, 

you probably reside on a 

different planet than the rest of 

us. Scott Adams has made a 

fortune satirizing the sometimes 

incomprehensibly stupid 

management philosophies of 

corporate America. 

But did you know that Scott has 

an MBA from Berkeley and is a 

successful restauranteer,  

owning Stacy‟s at Waterford in 

Dublin and Stacy‟s Cafe in 

Pleasanton? 

When not poking fun at 

managers, he‟s actually a quite 

effective one himself, and he 

has a really great serious blog 

on Dilbert.com that tackles 

some interesting social and 

business issues. 

Scott has some pointers in his 

March 10th entry on establishing 

effective principals of “hands-

off” management with his staff 

that keep the business‟s bottom 

line healthy: 

Have fun. Loosen up. 

Try something new. Often. 

Keep whatever works. 

No penalty for a new idea 

failing. Trying is the thing. 

Employees are more 

important than customers. 

Stop asking Scott for 

Visit us on the Web! 

www.billious.com 

Rick Groves, Editor  

The Service Solution 

1343 South Main St. 

Porterville, CA 93257 

B i l l i ou ‟ s ,  I n c .  

Phone: 800-245-5468 

Fax: 800-266-7337 

Email: letushelp@billious.com 

Management by Cartooning (According to Dilbert) 

http://dilbert.com/blog/entry/management_by_cartooning/
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West‟s Rentals and Sales “Refuses” to Take Part in Economic Recession 

By ERIC FLORIP, The East 

Oregonian 

Employees at West‟s Rentals 

and Sales in Pendleton see 

the effects of the recession all 

around them. Owner Mindi 

Miller said one of her workers 

saw his roommate get laid off 

from Fleetwood Travel Trailers 

of Oregon, which announced 

the closure of two RV 

manufacturing plants in 

Oregon this week. 

“When they see people 

losing their jobs,” Miller said, 

“it makes our guys thankful 

that our business is steady. No 

one wants to lose their jobs.” 

At West‟s, Miller described 

things as “business as usual.” 

And that‟s partly because of 

attitude - her business is one 

of a handful in the area 

taking the proactive 

approach of not letting a 

steady stream of bad 

economic news dictate how 

they operate their lives and 

businesses. 

A sign on the door sums it up: 

“We refuse to participate in 

the recession.” 

“I can‟t give up on our 

dream,” Miller said. “This is our 

life. I‟m too young to retire.” 

That‟s not to say Miller has 

altogether ignored the 

economic crisis. Last year, she 

said West‟s began to “watch 

our pennies,” and that more 

cautious approach has 

continued into this year. The 

shop, which rents and sells 

heavy equipment, has tried 

to limit its debt in recent 

months, Miller said. 

The company has done well, 

with sales remaining steady 

during the past year, Miller 

said. She said 

the idea of 

“refusing” to 

succumb to the 

recession simply 

means taking a 

positive 

attitude to 

work. It means 

doing what 

they do without 

worrying about 

what has - or 

could - happen 

around them. 

The approach has paid off, 

and West‟s staff remains 

intact. 

“I believe that when this 

whole economic climate 

shakes out there‟s going to 

be a whole lot of good 

businesses left standing and a 

lot of bad ones that have 

gone away.” 

“You are, at this moment, 

standing, right in the 

middle of your own 

„acres of diamonds‟.” 

– Earl Nightengale 

(US motivational writer 

and author, 1921-1989) 

Tractor Supply Boosts New Store Projection 
March 16, 2009 - Nashville 

Business Journal - by Turner 

Hutchens Staff Writer 

Tractor Supply Co. believes it 

has the potential to more 

than double its number of 

stores. 

The Brentwood-based 

company could grow to at 

least 1,800 domestic store 

locations, president and chief 

executive officer Jim Wright 

said in a Web cast to investors 

on Friday. That‟s up from 

previous projections of 1,400. 

Tractor Supply (Nasdaq: 

TSCO), the largest retail farm 

and ranch chain in the United 

States, had 855 stores 

nationally at the end of 2008 

and plans to open 70 to 80 

new locations this year. 

The company examined its 

growth prospects state by 

state, county by county, and 

evaluated factors including 

average household income, 

the number of farms, horses, 

cattle, competition, income 

and proximity to distribution 

centers, Chief Operating 

Officer Stan Ruta told 

investors. He said the 

company is confident in its 

projections because it had 

been using the site selection 

model “for a long long time” 

with great success. 

“Over the last five years we 

have opened 396 stores with 

this process, and we‟ve only 

closed four stores,” he says. 

The company sees the most 

opportunity in the western 

states, were it could expand from 17 

to 314 stores. In the Southeast, the 

retailer may add 111 stores to its 

existing 196 locations. 

Rick Miller and Terry Scherwinka put together a rental trailer 

after painting it at West's Rentals and Sales in Pendleton. 

East Oregonian Staff photo by E.J.װHarris 
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Honeywell Generators are Feature-Packed and Priced Competitively 

How to Lead in Tough Times 
March 17, 2009 By PAUL B. BROWN 

The stock market is sharply off its highs. The unemployment rate is at 

levels we haven‟t seen in years, and you would be hard pressed to find 

good economic news. 

So, how do you lead in tough times? Wayne Rivers, president of the 

Family Business Institute, offers these four ideas in Family Business 

magazine. 

1. Communicate. Frequently. “Your people aren‟t stupid,” he writes. 

“They know what‟s going on in the world at large, and they often know 

as much as you do about what‟s going on with your customers. Sit and 

talk with them. Be candid about what the economic slowdown is (or 

could be) doing to your company. You‟d better get ahead of the 

gossip curve before things spiral out of your control, especially if you‟ve 

experienced a significant negative event such as a loss of a key 

customer or a delay in a major project.” 

2. Get perspective. Odds are your business has experienced tough 

times before. (And unfortunately, it probably will again.) Try to put the 

situation in context for employees. And point out past successes your 

company has had in tough times. 

3. Look for the opportunities. If you haven‟t already, this is the perfect 

time to ask employees to identify both cost-saving ideas and new 

markets to go after. 

4. Be upbeat. If you are negative, eventually your employees will be as 

well. “If you can‟t be optimistic, stay out of the office until you 

can be. At the very least, show strength and resolve in the 

way you personally handle yourself.” 

Don‟t make things worse. Given the rising unemployment rate, 

you may believe that you do not have to worry about holding 

onto your best people. That is a mistake, argues Dennis Zeleny, 

a human resources consultant, writing on Forbes.com. 

Even though “employment pressures have eased somewhat, 

the long-term reality is that there is still an underlying dearth of 

executive and managerial talent. This overall shortage will 

reassert itself once the economy begins recovering.” 

To keep your competition from stealing your best people now 

in anticipation of the upturn, Mr. Zeleny suggests that you 

“reach out to your most important or highest-potential 

employees and emphasize that you want to hold on to them. 

Unabashedly remind them of their importance to the 

organization for the long haul. Describe what their career 

paths might actually look like. Harness them as a crucial part 

of creating the solutions that will help put your company back 

on the right track.” 

Read the rest of this great article at: 

http://www.nytimes.com/2009/03/17/business/

smallbusiness/17toolkit.html 

HW1000i HW2000i HW4000L HW5500L 

HW5500EL HW6200L HW7500EL 

MSRP Dealer 

$499.00 $374.25 

MSRP Dealer 

$699.00 $524.25 
MSRP Dealer 

$779.00 $585.50 

MSRP Dealer 

$946.00 $709.50 

MSRP Dealer 

$1100.00 $832.50 

MSRP Dealer 

$1095.00 $821.25 

MSRP Dealer 

$1340.00 $1005.00 
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http://www.nytimes.com/2009/03/17/business/smallbusiness/17toolkit.html
http://www.nytimes.com/2009/03/17/business/smallbusiness/17toolkit.html
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This project is so important, we can‟t let 

things that are more important interfere 

with it. (Advertising/Mktg. Mgr., UPS) 

Doing it right is no excuse for not 

meeting the schedule. (R&D Supervisor, 

Minnesota Mining & Manufacturing/3M 

Corp.) 

Quote from the boss: “Teamwork is a 

lot of people doing what „I‟ 

say.” (Mktg. executive, Citrix 

Corporation) 

My sister passed away and her 

funeral was scheduled for 

Monday. When I told my boss, he 

said she died so that I would have to 

miss work on the busiest day of the 

year. He then asked if we could 

change her burial to Friday. He said, 

“That would be better for 

me.” (Shipping Executive, FTD Florists) 

We know that communication is a 

problem, but the company is not going to 

discuss it with the employees. (AT&T Long 

Lines Division) 

We recently received a memo from senior 

management saying, “This is to inform you 

that a memo will be issued today 

regarding the subject mentioned 

above.” (Microsoft, Legal Affairs Division) 

This gem is the closing paragraph of a 

nationally-circulated memo from a large 

communications company: “Lucent 

Technologies is determined to promote 

constant attention on current procedures 

of transacting business focusing emphasis 

on innovative ways to better, if not 

supersede, the expectations of quality!” 

No one will believe you solved this problem 

in one day! We‟ve been working on it for 

months. Now, go act busy for a few weeks 

and I‟ll let you know when it‟s time to tell 

them. (R&D Supervisor, Minnesota Mining & 

Manufacturing /3M Corp.) 

A magazine recently ran a òDilbert 

Quotesó contest. They were looking for 

people to submit quotes from their real-life 

Dilbert-type managers. Here are some 

of the submissions: 

As of tomorrow, employees will only 

be able to access the building using 

individual security cards. Pictures will 

be taken next Wednesday, and 

employees will receive their cards in 

two weeks. (This was the winning 

entry, from Fred Dales at Microsoft 

Corporation in Redmond, WA) 

What I need is a list of specific 

unknown problems we will 

encounter. (Lykes Lines Shipping) 

E-mail is not to be used to pass on 

information or data. It should be used 

only for company business. 

(Accounting Mgr., Electric Boat 

Company) 

* Limited to stock on hand. Order must be placed with Sales Department. 

Special pricing and free/reduced shipping during April 2009 only.  

Double -Up Savings on No-Spill!  
Buy Two 12-Can Lots of No-Spill Fuel Cans and Save up to 28% on the 2nd 12 

- PLUS -  

FREE SHIPPING* on 24+ Cans! 

Order $500+, get ½-30, ½-60 Day Terms 

Model Capacity 
MSRP 
Each 

1st 12 
Cans 

2nd 12 
Cans 

1415 (Gasoline) 1ı $18.99 $12.72 $9.17 

1405 (Gasoline) 2½ $22.99 $15.81 $10.59 

1450 (Gasoline) 5 $37.99 $26.16 $18.99 

1457 (Diesel) 5 $39.99 $28.10 $20.99 

1456 (Kerosene) 5 $39.99 $28.10 $20.99 

Mix-n-Match 

5 Gallon Cans 

and still get 

Special Pricing! 


