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Portable Generator Sales Expected to More than Double

Increasingly affordable and available, the

number of portable and standby generators in

household use grew more than 30% from 2002
to 2006. Generators are expected to
continue their charge through 2011,
growing from 3.0 million unif sales in 2006 to
more than 7.1 million by 2011, according fo
The U.S. Market for Residential Generators,
a new report from market research

publisher SBI.

Not only winter and tropical
storms are fueling this surge
according to the report, but
also Americans are becoming

skeptical about the reliability of
the public power grid, concerned

in areliable and efficient manner.

The threat of more and longer power outages
raises anxiety levels for consumers

dependent on continuous
electrical service in their
homes not only for basic
household resources such as
the phone, refrigerator,
heating/air conditioning,
and security systems, but

also for home office equipment and in-home
healthcare equipment.

SBI forecasts that more sophisticated portable
generators will lead growth with improved
product features, including quieter operation

and better aesthetics.

that due to the age and perceived fragility it

may not be able to confinue its supply of power

Sounds to me like Honeywell is a winner.

Marketing Tactics to Keep your Business Thriving

I'm amazed at how much
money people are confinuing
to spend. If you only listen fo the
news, you'd think that no one
has any money and that the
economy has fallen fo pieces.
However, a trip to Wal-Mart or
the grocery store proves that
just like Mark Twain’s famous
quote about the reports of his
death being greatly
exaggerated, so are the reports
of a failed economy.

People are sfill spending

money, just quite a bit more
cautiously than they did two
years ago. Thank you, CNN.

So now is certainly NOT the fime
to be cutting back on your
marketing and advertising
efforts. In fact, you may find
that you get more bang for
your buck, because there’s

relatively less advertising “noise”
to contend with as others cut
back. So your message may
indeed penetrate to more
people now than the same
effort would have last year.

However, only if you have the
right message.

In a down-turned economy
where people are cutting back
on unnecessary spending,
putting more advertising dollars
into premium mowers probably
will not yield effective results
unless you're selling at a very
deep discount — which is
counter-productive anyway,
unless you really need to clear
out some stale inventory to
market “vultures”. The premium
buyer will still buy, and you're
not going to furn cold disinterest
into a hot sale by waving a

splashy ad in front of someone’s
face.

But your repair business is part of
a thriving sector that is highly
marketable these days.

Tell your potential customers
how you can save them money
by repairing instead of
replacing, and how they can
get extra life from their tired
equipment by using your very
affordable services.

And everyone is shopping for
discounts these days. Are you
offering coupons or providing
free offerse Maybe you should,
and then build it into your labor
rate or the price of the sale.

| remember generating lots of
extra traffic (and sales) just by
giving away 50’ of free frimmer
line we cut from a 5 Ib. spool.

The Service Solution
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MTD Heavy Duty Rider Blades Offer Something Extra

MTD offers a selection of
Heavy Duty “Upgrade” Blades
for customers seeking added
quality, durability and
performance.

Heavy Duty blades are
approximately 40% thicker
than standard blades. Their
added weight enables them
to deliver a more precise,
uniform cut that leaves lawns
looking great.

So when customers ask for
stronger performance, be
ready with heavy duty blades
from MTD Genuine Factory
Parts.

These blades are also part of
the EDGE program, so you
earn points for every
qualifying purchase. Add
them onto our upcoming
Mid-Season “Dealer Dozen”
Program and you may also
qualify for free freight and
extended dating terms.

42" Rider Mowing Deck

Standard Star Blade
942-0616A (21.2 inches)
List $17.31, Dealer $8.66

Star Blade
942-04126 (21.2 inches)
List $20.99, Dealer $10.49

46" Rider Mowing Deck

Standard Star Blade, Middle
942-0611A (14.88 inches)
List $18.89, Dealer $9.44

Star Blade, Middle
942-04124 (14.88 inches)
List $20.46, Dealer $10.23

Standard Star Blade, LH&RH
942-0612A (16.28 inches)
List $18.36, Dealer $9.18

Star Blade, LH&RH
942-04125 (16.28 inches)
List $19.94, Dealer $9.97

Compare prices and offer
your customer a great
upgrade! They'll thank you.

For A Growing World.”

Eco Mow, Saving the Planet One Lawn at a Time

By Allison Espiritu
Ballard-News-Tribune
April 15, 2009

Spring has sprung and it's
that time again to frim the
lawn after a long and
blusterous winter. But in a
fime where Seattle-ites are
looking to be more green,
Scott McCredie, a Ballard
resident, chose to forget
about the gas mower and
instead started to think about
the alternatives to becoming
more earth friendly.

Eco Mow, a environmentally
aware lawn mowing business
McCredie started two years
ago, came about when
McCredie noticed a vast
amount of lawn services
cruising around Ballard in
their pick-up trucks with a
load full of gas powered
mowers, timmers and
blowers.

“| came to realize those small
gas engines are really
polluting,” McCredie said.

“On a typical summer day in
Seattle, gas lawnmowers and
other lawn equipment
contribute up to 10 percent
of Seattle’s air pollution.”

McCredie decided to
promote push and electric
mowers and trimmers,
forgetting about the gas
powered blowers.

“| started two years ago and |
got a lot of response,” he
said. "l use a cart to load my
mower in and | attach it fo
my bicycle and | bicycle
around. It really cuts on
emissions and it gives me a
workout at the same time.”

Industry experts have said
that a typical 3.5 horsepower
gas mower emits the same
amount of Volatile Organic
Compounds - key precursors
to smog —in an hour as a new
car driven 340 miles.

In Eco Mow'’s first year,
McCredie advertised on
Craig'’s List and by word-of-

mouth and
received
responses from
neighborhoods
as far as West
Seattle.

“Initially I did it all
on my own and
it was ridiculous
because | would
have to use my
car all the time,”
McCredie said.
“But | would like
to sort of spread
this out, too, so
that each
neighborhood
has their own ;
Eco Mow, ideally |+
I'dliketogeta |
bunch of high
school kids.”

McCredie said

that with the amount of
people concerned about
global warming and air
pollution, switching over to
electric and hand mowers

and trimmers and reducing the
reliance on motor oil is where
people should start.

“I'm not promoting this for myself
but just being more green," he said.



http://www.ballardnewstribune.com/sites/robinsonpapers.com/files/imagecache/popup_image/images/www.ballardnewstribune.com/2009/04/EcoMowPic2.jpg
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Dealership Strategies Succeed in Spite of a Tough Economy

Consider Mervyn's and Circuit City. Where are they today? Alive only in old item going instead of replacing it with a new one. This only

our memories of last-ditch consumer bargains as their stores all closed, makes sense in a tough economy. Thrift stores are seeing a big
and in news reports and blogs dedicated to the recording of the resurgence as well, as shoppers try to save department store
financial failures of America. Pretty soon Gottschalk's too will pass away dollars and make that penny roll just a bif further. Pawnshops
into biz-world limbo. are now attractive to white-collar workers, not just blue-collar.
Now consider Linen-n-Things. Are you seeing a frend here?

They closed all their stores, but are they out2 Definitely not. They've Are you geared up for an upsurge in your repair business?

been reborn as an Internet-only company, serving as a portal shopping
site for vendors who desire fo take advantage of their well-received
consumer name awareness. LNT.com makes the sale for the vendor,
and the vendor drop-ships the merchandise to the customer. From the
volume of items they currently have available, it looks like many
vendors have decided to climb aboard. In down-times, more people repair the units they have in order
to squeeze as much life out of them as possible. Also,
a tough economy motivates the do-it-yourself-er to
do even more himself, stimulating dealership
parts sales if you take advantage of the frend.

The repair business has always been good in any economy. In
up-fimes, more equipment is sold, so more warranty repairs are
performed and there's a growing field population of
equipment to service.

Will they succeed and become the Amazon.com of the housewares
world?2 | don't know. That's not the focus of this article. The point is that
Mervyn’s and Circuit City refused to change and died. Linen-n-Things,
instead of giving up, modified their business to keep pushing ahead.
How's your inventory of used and/or
reconditioned equipment looking? (Please
With the economic climate changing the way it has, many businesses say, “Poulan Recons are available from
are feeling the crunch of financial pressures all around them. The good Billiou's,” three times as fast as you can.)
news is that it doesn’t have to affect you negatively. In fact, for many
business sectors, recession is actually driving more business to them!

Gottarespect that.

Are you seeing these trends in your businesse Are
you marketing to these trends in your business?
Repair shops are thriving as more consumers are deciding to keep the I'm sure you are. Gotta respect that.

Take Advantage of the Growing Honeywell Generator Market

HW1000i HW2000i HW4000L HW5500L

MSRP  Dealer MSRP  Dedaler MSRP  Dealer MSRP  Dealer
$499.00 $374.25 $699.00 $524.25 $779.00 $585.50 $946.00 $709.50
MSRP  Dealer MSRP  Dealer MSRP  Dealer

$1100.00 $832.50 $1095.00 $821.25 $1340.00 $1005.00
HW5500EL HWé6200L HW7500EL
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OPTHMize Your Profits with Multi

Ipti ¢

Professional Lubricants
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e Free Shipping

-Case Discounts!

* Free shipping
when ordering 4
or more cases

on 4+ Cases ‘

* Save Extra 4% Part NET:/ Description Case Qty. | Dealer Buy 4+ | Buy 10+
on 4+ Cases 20096 Opti-2 - 1.80z Pouch 96 $91.20 | $87.55 | $83.90
20056 | Opti-2 - 3.20z Pouch 56 $83.44 | $80.10 | $76.76
e Save Extra 8% 21224 Opti-2 - 120z Bottle 24 $126.00 | $120.96 | $115.92
20112 Opti-2 - 340z Bottle 12 $150.84 | $144.81 | $138.77
on 10+ Cases [ 50042 | opti-2- 1 Gallon Jug 4 $143.88 | $138.12 | $132.37
o 20015 | Opti-2 - 5.3 Gallon Pail 1 15540 | $149.18 | $142.97

e Limited to 21624 | Opti-2 - Pump for Pail 1 $5.37 n/a n/a
Stock On Hand| 43024 | Opti-4 200z Bottle 30w 24 $120.00 | $115.20 | $110.40
61612 | Opti-Mizer i 160z Bottle 12 $78.84 | $75.60 | $72.53

* Limited to stock on hand. Order must be placed with Sales Department. Special pricing and free/reduced shipping during May 2009 only.
Free shipping available to contiguous U.S. only, other areas receive 5% freight allowance.

The Efficiency Experiment

An efficiency expert concluded his lecture
with a note of caution. “Remember, these
are workplace techniques. You need to be
cautious about ever trying these
fimesaving fips at home.”

“Why?2" asked somebody from the
audience.

“I watched my wife's routine at dinner for
years,” the expert explained. "She made
lots of trips between the refrigerator, stove,
table and cabinets, often carrying a single
item at a time.”

“One day | told her, ‘Honey, why don’t you
fry carrying several things at once?2'”

“Did it save time?2” the guy in the audience
asked.

“Actually, yes,” replied the expert. “It used
to take her 30 minutes to make dinner.
Now | doitin ten...”

The Last Laugh... (Being Smart by Playing Dumb)

The Quarter Game The Rescue

A young boy enters a barbershop. The
barber smiles and whispers to his customer,
“This is the dumbest kid in the world.
Watch while | prove it fo you.”

Ten men and one woman were dangling
on arope under arescue helicopter,
holding on for dear life, high above
the mountains.

The barber puts a dollar bill in one
hand and two quarters in the other,
then calls the boy over and asks,
"Which do you want, son?” The boy
takes the quarters and leaves.

The helicopter was not strong
enough to carry them all, so one
would had to drop off. Otherwise
they would all crash.

They were unable to decide, so the
woman began a very fouching
speech. She said she would
volunteer to let go of the rope
because, as a woman, she was
used to giving up everything for her
husband and kids, and for men in

| general, and was used to making
sacrifices with little in return.

“What did | tell you?” said the barber.
“That kid never learns! He did the
same thing ten times already today.”

Later, when the customer leaves, he
sees the same youngster coming out
of the ice cream store. “Hey, son!
May | ask you a question? Why did
you take the quarters instead of the
dollar bill2"”

As soon as she finished her speech, all the
men started clapping their hands in

The boy said, “Well, if | take the dollar, the .
appreciation...

game’s over!”
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