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*T M. Bombardier Limited

Our Directors’ meetings often run late:

The executives of Bombardier have an impressive Each year, the makers of Ski-Doo come
oak boardroom. But for most meetings they prefer through with more innovations than any other. You
their white one. see them in more advanced styling, more models,

Outside. . better performance.

On the snowfields, they find out what makes In the most advanced snowmoebile factory in the
a snowmobile tick, what gives it better balance, grace world, Bombardier now employs engineers, designers,
and speed. On steep hills, they find out all about manufacturing specialists and craftsmen by
power. On deep snow, all the ingredients necessary the thousands.
to keep machines afloat. It takes a lot of talent to keep Ski-Doo

And everything they learn at their meetings number one in North America. And, most important,
they apply to their offspring. ittakes directors who love snowmobiling

Ski-Doo. ...as much as you.

INQUIRY REPLY 901

at Bombardier, Skﬁdﬂﬂ "is more than a machine
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You’ll profit from Bell's outstanding
leadership in the safety helmet field.
Bell Helmets have been in the winner's
circle at every major motorsports event
during 1970. More professionals choose
Bell Helmets than all other makes com-
bined. It will pay you to stock a winner
backed by nationwide distribution, ad-
vertising, public relations and the larg-
est contingency program in the industry.
Go — with Bell.

BELL HELMET DISTRIBUTORS

ETROIT HI-PERFORMANCE

REHOUSE

1 KENZ AND LESLIE
DISTRIBUTING €O,
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NEW ENGLAND SPEED EQUI
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EDITORIAL:

DON'T JUST STAND THERE!

By Paul Ditzel, Editor

HIS MONTH, the anniversary of The Great Chicago

Fire, we are reminded of the story of how Mrs.
Catherine O'Leary was milking when her cantankerous
cow kicked over a lantern, Like many of history’s cher-
ished legends, this one is pure balderdash. What did hap-
pen, as official investigations brought out, was that Mrs.
O'Leary had been in bed and asleep for three hours
before the fire started. What caused it is unknown—per-
haps lightning, arson, or spontaneous combustion in a
load of timothy hay delivered to the barn that Sunday
afternoon, Oct. 8th, 1871.

A major reason the small fire blossomed into one of the
worst conflagrations of modern time was that everybody
watched the fire spread while doing little to stop it. Most
complained the city fire department was slow in becom-
ing aware of the situation, Some neighbors did attack
the fire, but their individual efforts were futile. Lack of
an organized approach to the steadily worsening prob-
lem resulted in confusion, Soon the city was in flames.

There are appropriate parallels today in the recrea-
tional vehicle industry which, for the most part, seems to
have lacked an organized approach to the problem of
restrictive off-street riding laws, Because of these laws
and feeble responses from those in the industry who are
in the best position to react, the RV dealer’s business
may soon be in flames. E

Dr. Diana R. Dunn, research director for the National
Recreation and Park Association, advances the theory
that RVs are living on borrowed time. Writing in the
July, 1970, issue of Parks & Recreation, Dr. Dunn ad-
vances 10 “manager strategies” for recreation and parks
officials “tired of reacting” to the RV problem. Among
them: “Discourage proliferation of motorized recreation
vehicle sales by prohibitiing use rather than entering
into short-term compromise agreements which mislead
buvers into a false sense of land supply security.”

Whether the RV industry is living on borrowed time
or whether it will rise to a new level of statesmanship
it has not altogether demonstrated up to now, will depend
upon many things. Will dealers and industry leaders,
for example, continue to do little more than complain,
as Chicagoans did the night of the fire, that public
encies are slow in becoming aware of positive solu-
sons” Will individual efforts prove futile?

We spoke this week with peppery Tom Cosgrove,
cwner of a Lomita, Calif., mini-bike and motoreycle
“ealesship. He told of his frustrations in attempting to
srzamize area dealers into a group which could close the
communications gap between city and county leaders
w50, for the most part, are not aware that restrictive
S-street ordinances are but a half-way measure and, by
themsclves, may be doomed to failure if they are the only

&

solution offered. (See “New Hope for Troubled Mini-
bike Dealers,” page 14). Tom invested more than $300
in renting an auditorium and inviting dealers and en-
thusiasts to join him in meeting the problem. He signed
up only about three dealers,

While dealer lethargy experienced by Cosgrove is not
exactly unique, Recreational Dealer News has every rea-
son to feel confident that there exists a groundswell of
industry concern that can be welded into organized
efforts in every state. Reaction to the continuing series
of land use articles suggesting positive solutions and
published in this magazine and its brother publication,
Motorcycle Dealer News, has been the most overwhelm-
ing in the history of the parent William/Lawrence
Corporation.

RDN and MDN articles or excerpts have been widely
reprinted in other publications, including Mini Bike
Guide, Dealers, government and recreational officials and
industry leaders have requested reprints, Not individual
copies, but in bulk quantities. The July and August issues
of RDN are now collector’s items. No extra copies are
available.

The Los Angeles Police Department has asked RDN
staffers to assist in planning positive solutions, namely -
encouragement of public and private riding areas for
RV enthusaists. One of the nation’s foremost recreation
experts excerpted RDN’s land use material in an address
before a national convention of recreation and parks
officials. He told us he found it difficult to believe the
tremendous interest in RVs cited in RDN and took the
trouble to double-check our sources. In every case, he
said, RDN statements proved to be not only accurate,
but informative to recreation and parks officials.

In still another example of the power of presenting the
forthright case for the RV dealer and industry, sections
of RDN’s land use articles are being reproduced in a
major report to be presented next month to Los Angeles
City Councilmen and the Los Angeles County Board of
Supervisors, An additional example of how RDN’s land
use series has captured reader interest is shown by com-
paring reader responses. In August, 1969, this magazine
tallied 38 returns. The August 1970, issuse brought 1500
dealer replies.

Pleasing as this response is, we cite these examples
not 50 much from pride, but by way of illustrating that
the single voice, go-it-alone approach cannot work in
the RV industry any more than it does in any other.
Arguments that the dealers and industry does not have
time to work together are incredibly naive. RV dealers
certainly are no busier than General Motors dealers and

Continued on Page 26
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WILL THE USE OF
CREDIT CARDS
INCREASE YOUR
BUSINESS?
BANKERS SAY IT'S
UP T0 YOU.
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HE DOLLAR BILL is shrinking not only in value
T but in size as those two-by-three inch plastic charge
cards bulge from wallets which used to hold cash.
Credit officials estimate there are more than 50 million
card-carrying members of the cashless society in the
United States. Assistant Vice President Ron Robertson of
United California Bank’s Master Charge, one of the na-
tion’s two largest card-issuers, tells California retailers

that, “one of every two persons walking past your store

carries some type of charge card.”

If most recreational vehicle dealers agree that customer
credit is essential, they are by no means unanimous in
their opinion of the value of accepting plastic money.
Whether cards boost sales, or are a necessary evil is a
subject of considerable debate among RV equipment
dealers,

Mrs. Joy Lamborn, owner of Delta Pit Stop, a mini-
bike dealership in Van Nuys, Calif., where Master
Charge and BankAmericard are offered, says, “They have
increased our sales by about 10%.” She estimates about
20 of every 100 customers charge purchases: most often
parts, repairs, and “an occasional mini-bike.”

George Rendahl, owner of the Buddy Sales stores in
Reseda and Ventura, Calif., dealers in communications
gquipment to dune buggy buffs and other radio enthu-
siasts, says, “Bank cards are the greatest things that have
come along for the small retailer.” He estimates that up
to 75 customers a month charge their purchases on the
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Master Charge or BankAmericard plans he offers. “They
are especially helpful on large ticket items, I would
guess that I realized about $75,000 additional in total
sales last year at both stores thru these plans. These are
sales T doubt I would have otherwise made.”

In nearby Chatsworth, however, mini-bike dealer Dick
Faczuck of Kendick Engineering does not display em-
blems of either of the two bank cards he will accept and
s2ys he discourages customers from using them. “I turn
down customers who ask to put small purchases on a
card,” says Raczuck. “T explain that the banks charge me
money to do business that way. If the purchase is a
substantial one, I'll accept the card.” Raczuck estimates
only about 5% of his customers charge purchases or re-
pairs with plastic money.

Lloyd Ewalt, owner of Lloyd’s Mini-bikes in Mission
Hills, Calif., generally agrees with Raczuck, “The bank
charges me 4% everytime one of my customers uses one
of the cards, It's ridiculous that I have to pay the bank
8 for a $200 mini-bike sale. The bank says they're help-
ing me to provide a service to my customers, but I say
I'm bringing business into that bank—and at the 18%
a vear interest they'll charge my customers.”

Dune buggy equipment dealer Mike Hubert, owner
of California Ofi-Road Equipment, Van Nuys, has mixed
feelings about plastic money. “I can’t say these bank
cards have increased business. Only about one out of
100 customers uses one. But they do make it convenient
for my customers to charge high ticket items such as
wheels, tires, and some accessories.” Hubert says he works
on a 35-40% markup. When I discount some items 10-25%
and, on top of that, pay a 3-4% discount to a bank for

honoring their card, I'm beginning to cut pretty deeply
into my profits.”

Many RV dealers say the bulk of their clientele pays
cash. “Most of my customers know what they want before
they come in,” says Raczuck. “I don’t have many impulse
sales.” Hubert adds he rarely makes an impulse sale,
either. "My customers know what they want when they
come in to buy that goodie for their buggy. They will
save up for it rather than put it on a charge card.”

Bank officials reply that a dealer’s experience with
charge cards—and his attitude toward them—largely
depends upon his willingness to merchandise the availa-
bility of credit. They say that acceptance of plastic
money builds floor traffic and puts the small businessman
—especially mini-bike dealers—on a more competitive
basis with larger retailers and discount stores which not
only offer credit but promote it.

They cite studies showing that the most successful
retailers are those who effectively merchandise credit as
strongly as they use displays, advertising, and other sales-
building tools. One of the nation’s largest department
store chains, for example, says 40% of its sales are on
credit,

UCB Assistant Vice President Robertson quotes a
supermarket study which showed that the average sale
thru plastic money was $18, while individual cash sales
averaged only $5. Similarly, he says, restaurant studies
indicate diners tend to order more expensive lunches and
dinners (and leave higher tips, too) when payment is
made by credit card.

While some RV dealers might question the validity of
drawing similarities between their stores and chain,
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An ATV backed
; with a progrom
to assure fast sales

The Exciting New ATV-
YOU CAN SELL FAST!

Get ready to cash in on the nation’s newest sports craze with the
world's most spectacular new All Terrain Vehicle. KADOO packs
every sales-making feature at a profit-making price of $1,595
retail. This super ATV is powered by 20 h.p. 2-cycle Kohler engine,
and can travel over 30 mph on land, 3 mph on water, It can slice

through swamps, scamper up hills, and turn backroad ruts into
paved highways.

$150 Ad Allowance $100 Ad Allowance
you geta $150 advertis-  lowing your ifitial order,
ing budget for each each KADDO ordered en-
Kadoo you stock!
advertising monies.

a program to guarantee fast sales

$50 Ad Allowance
With your initial order For a full half year fol- During the second six A wealth of advertising,

months period you will  promotion and P-0-P mate.  backed by a national con-
receive a $50 advertising  rials are ready to Nelp you  sumer campaign, zeroing in

titles you to $100 in allowance for each sell. Mat ads, radio com-  on your market through
KADOO you order.

Your customers will want KADOO because it's built to take more
punishment and give back more years and miles of action. They'll
look first at KADOO because it's dashingly designed to look like
more fun. And they'Il know about KADOO because it will be the
most intensively and extensively advertised ATV in your market area.

Now meet the big ATV demand, with the easiest selling ATV
you'll ever know. Read on and see what KADOO can do for you!

Dealer Kit National Promotions

Local advertising will be

mercials, banners, displays, media that reaches the
_catalogs, etc. potential ATV buyer.




supermarket, and restaurant operations, there are basic
principles which can help a small businessman squeeze
more profits from plastic money.

For most dealers, enrollment starts with a visit to a
branch bank where he fills out an application similar to
that required prior to opening a checking account. In
addition to opening an account, he is generally required
to sign an agreement that he will not pass along the ser-
vice charge—a euphemism for the bank’s fee—which
ranges upwards from 1-4%—to the customer. Some banks
charge a $25 setup fee. Imprinter rentals are around $5
annually. Often as not, one imprinter will accept several
types of bank cards. :

A Bank of America spokesman points out some of the
advantages to dealers who enroll in these plans. They
include immediate credit, upon deposit, for the purchase.
This credit is instantly added to the merchant’s account.
The discount at some hanks is not charged until the end
of the regular statement period when it is computer-
calculated. Banks, moreover, assume full responsibility
for collection. “Often,” says a BofA prospectus, “The
discount the dealer pays to the bank is less expensive
than would be the cost of handling his own credit.”

All plans boast that plastic money offers a safeguard
against bad checks. This feature is especially attractive to
snowmobile dealers in resort arcas, When a weekend
enthusiast needs repair service or decides to purchase
new or replacement clothing, his plastic money comes
in handy. The snowmobile dealer, in turn, avoids the
worry of accepting a check drawn upon a city bank
many miles away,

A dealer who joins a bank plan is likely to be disap-
pointed if his promotion of credit availability stops when
he affixes a bank card decal in his window. Gripes of
such dealers who complain that credit sales do not in-
crease and that customers continue to pay cash are old
hat to banking officials. They agree that the cash cus-
tomer is best, but speculate on how much that dealer’s
business could increase if he promoted credit.

Money experts agree the toughest customer to sell is
the cash customer. They offer no explanation, but suggest
that the reason probably has to do with a psychological
reluctance, or feeling of guilt, caused by parting with
cash. There is an intimacy about cash that ersatz money
does not have, Credit purchases can arouse guilt, too, but
that problem is one the customer is likely to avoid facing
until he gets his first billing. By then he’s convinced him-
self that he did right when he bought that snowmobile
suit, dune buggy steering wheel, or mini-bike,

UCB's Robertson puts it another way. “People are
hesitant to ask if the dealer offers credit. Many of them
won't enter a store because of this reluctance.” ( Psycholo-
gists might explain this hesitancy as a fear that a request
for credit would indicate a personal weakness and per-
haps a fear of being turned down, sometimes despite
his knowledge that he enjoys excellent credit ratings. )

Robertson says that bank cards help to establish
customer lovalty to dealers honoring them. “It becomes
fixed in the customer’s mind that the card makes it con-
venient for him to shop in that store, That $3 item the
recreational vehicle dealer sells today on the bank card
may result in a sale later on of more expensive items,

Pound For Pound The Chaparral Is The Most Rugged, Good

nliing

The Chaparral ATV sets you free
to hunt all the places you've always
wanted to go but thought too inacces-
sible, too remote, too tough. No more.
At just the turn of the key, Chaparral
tracks through swamps, over rugged
mountains, up streams, across endless

All-Terrain, All-Season Adventure Machine Availaie!

snowfields and sand tracks.

Chaparral is the finest ATV on the
market. Finest because of its power,
superior transmission, positive six-
wheel drive, reverse gear® and steer-
ing, greater seating capacity, more
functional design and almost inde-

X

i

structible body. See for yur_self at
your nearest dealer.

Y CHAPARRAL >3

INDUSTRIES, INC., = DIVISION OF FTS/HITCO
5005 N. WASHINGTON, ST. DENVER, COLO. 80216 = 303) 292-1240

INQUIRY REPLY 906
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until the customer depends upon that one dealer as his
single source of supply, whether it be a mini-bike, snow-
mobile, dune buggy, or ATV equipment and repairs.”

Along with other experts in how to properly mer-
chandise credit, Robertson says a dealer must do more
than show the emblem in his window. Most interviewed
put, at the head of the list, a recommendation that
dealers should promote credit buying at the point-of-sale.

In addition to indoor and outdoor signs, banners, and
door mats, plans offer small signs which should be
placed on or near cash registers and those points in the
store where sales are finalized. Both major bank plans
offers dealers a postcard-size sign for application to
cash registers.

Many enterprising RV dealers place credit availability
promotion material on or near merchandise, These can
be easily removed stickers. Master Charge, for example,
offers recreational vehicle dealers and others a tire rack
display stand. The display kit includes a tire insert sign
and a metal base with the Master Charge emblem printed
in two colors on both sides. The tire insert is a circular,
die-cut metal sheet with tabs to hold it in place inside
the tire. The sign also reads, “Charge tires now!” in red
on a white background.

The same bank plan also makes name badges available
for store personnel. One type is a pen-and-pencil holder
for shirt pocket wear, The employee writes his name on
it directly above the Master Charge logo. This merchan-
dising aid accomplishes two purposes: Easy recognition
by customers who are subtly made to feel they can
talk to personnel by name and thus lead to a frst-name
relationship, one of the basic objectives of sound retail-

ing. Secondly, the customer is aware, without having to
ask or personnel being forced to make a point of it, that
instant credit is available.

Bank card officials also stress that store managers
should make certain employees are familiar with opera-
tion of imprinters, the toll free telephone number of the
bank authorization center where customer floor limits
can quickly be checked, and how to properly prepare
sales drafts. Some dealers have learned to their dismay
that employee ignorance of store floor limits or slipshod
handling of sales drafts, especially involving expired
or cancelled cards, can result in problems.

Credit should also be advertised, either as stuffers
when mailing notices of sales to customers, or in Yellow
Book listings. Bank experience has found that many cus-
tomers look in the Yellow Pages and give priority pre-
ference, when shopping, to those displaving a plastic
money emblem, ;

Some dealers put bank card plans to other purposes in
planning their operations. “We keep our Master Charge
credit separate from the store account,” says Mrs. Lam-
born of Delta Pit Stop. “It often comes in handy for
paying quarterly sales taxes and we sometimes let it
accumulate to help us purchase Christmas merchandise.”
Similarly, California Off-Road Equipment’s Hubert says
his firm uses the accumulated Master Charge credits
as a cash reserve.

Although interviews of recreational vehicle dealers
brought out some dissatisfaction with plastic money, none
indicated they were planning to drop out of such plans,
a firm indication that, like it or not, plastic money is
here to stay, —Paul Ditzel

“*MINI BIKE”

DEALER

SEND FOR
PARTS
CATALOG

INQUIRY REPLY 907
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Part 2

you rally ready?

UCCESSFUL football coaches and
recreational vehicle dealers have at
least one thing in common: Both pro-
gram their games prior to the event.
The game plan for an ATV dealer
who is sponsoring a rally should re-
flect his evaluation of what types of
events will provide the most pleasure
for his customers. That evaluation de-
pends upon their relative skills, to-
gether with provision for games which
will held direct appeal to children and

others less-experienced in handling an
ATV,

Dealers with rally experience usual-
ly agree that it is best to start with a
fairly simple game and proceed, by
stages, into more complex games re-
quiring greater driving skills. The final
game of the rally should be one with
excitement and suspense that provides
a fitting climax to the day. If properly
selected and staged, this game plan
will whet your customers’ appetites

for the next rally. Many dealers, for
example, schedule Broom Hockey as
the grand finale for their rallies,

The number of games scheduled .
will, of course, depend upon the dura-
tion of the rally, but it’s a good idea
to refrain from trying to play every
game described below, There’s always
the future rally to consider and thus
vour customers will have an additional
reason for joining your next event.

Attex Dealers Harvey Neville and




James Ford of Recreation Vehicles
and Supplies, Van Nuys, Calif., sched-
uled around half-a-dozen games at
their first rally. Future rallies, they
say, will be based upon repeats of the
games which provided the most thrills
at their initial rally.

For large rallies, it’s a good idea to
plan elimination heats leading up to
the grand prize winner. Many dealers
foresee the time when ATV popu-
larity reaches the point where organ-

ATV GAMES: Contestants above test
their driving skills in  “Merry-Go-
Round” Game. Driver at left negotiates
slalom course, while Broom Hockey
contestants battle it out below,

ized rallies will be held among dealers
and competition will be structured
along the lines of total point systems
during a league year.

Rally-wise dealers draw a time
schedule for games, but allow for flexi-
bility. They make certain games start
on time and that the program keeps
moving so as to avoid time lags be-
tween games. Pre-planning also in-
sures that the proper paraphernalia
is on hand.

In the game descriptions that fol-
low, necessary equipment includes
balls ranging in size from golf balls

Continved on Page 22
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MANX SR combines sports coupe styling with off-road
reliability. The fiberglass kit bolts onto YW pan. Write:
B. F. Meyers & Co., Dept, RDN, Box 8266, Fountain Valley,
Calif. 2708.

Inquiry Reply 940

DYNA-MITE is a 75cc, 2-cycle mini-bike, that develops
5 hp at 6000 rpm. Top speed is 40 mph. It has a 3-speed
transmission with an automatic centrifugual clutch. Suspen-
sion at both front and rear, and it weighs only 121 pounds,
and folding handlebars make it compact enough to fit in
the trunk of a car. Kawasaki Motors Corp. has complete
details at Dept. RDN, 1062 McGraw Ave., Santa Anag,
Calif. 92705.

Inquiry Reply 931

12

KADOQ is powered by a 20 hp, 2-cycle Kohler engine
and travels over 30 mph on land, and 3 mph on water.
Retails for under $1,600 with plenty of profit packed into
that price. For complete information on a Kadoo dealer-
ship, write: IMP, Dept. RDN, P.O. Box 321, lola, Kansas
66749,

Inquiry Reply 937

SNOCOUPE for '71 features side-by-side seating, sliding,
removable canopy, leveller suspension system, coil spring
shock absorbers, padded interiors, defrosting vents, built-in
roll bar, and an optional heater. There is a choice of three
engine sizes: 436cc, 488cc, or 744 cc. Color brochure is
available from Innovar, Inc., Dept. RDN, Box 874, Dunnell,
Minn. 56217,

Inquiry Reply 933

RECREATIONAL DEALER NEWS




AMPHICAT, designed to power its way
over any terrain, now pulls along a
new, amphibious Amphipup trailer. It
has nearly 37 cubic feet of space and
will carry 400 lbs. Wheels are con-
vertible to skis. Vehicle and trailer in-
formation is available thru Beehoo In-
dustries, Ltd., Dept. RDN, Old Station
Rd., Streetsville, Ontario.

Inquiry Reply 934

MINI-MATE mini-bikes, manufactured
by Allied Leisure, Inc., has 60 varia-
lions ranging from 3-5 hp. Allied Lei-
sure, Inc, will send you specifications at
Dept. RDN, P.O. Box 5411, Lansing,
Mich. 48905.

Inquiry Reply 932

—
EVINRUDE gazes into the future with
the deluxe, enclosed $5S snowmobile.
The proto-type features side-by-side
bucket seats, twin track, full instrumen-
tation, heater system, and radio. A roll
bar is built into the roof. Write for
Evinrude's today snowmobiles at Dept.
RDN, Milwaukee, Wisc. 53214,
Inquiry Reply 938

OCTOBER, 1970

Would you " believe a MIDI-CYCLE?
Weighing just over 100 Ibs., the 100cc
5-speed bike sits on 16" rims, with
rear swinging arm suspension, and
Ceriani type forks with over 6" of
travel. Bonanza Industries, Inc.,, man-
ufactures the Midi-cycle, at Dept. RDN,
1775 S. First St., San Jose, Calif.
95122,

Inquiry Reply 935

ALOUETTE sports series features sleek
hoods, open-air consoles, shorter,
wider skis and standard tachometer
and speedometer. Safety items such as
the all-metal clutch guard, protected
headlight, chrome front wrap-around
bumper and the Alouette emergency
kit are standard equipment, Write:
Featherweight Corp., Dept. RDN, 101
Louvain St. W., Montreal 354, Quebec,
Canada.

Inquiry Reply 939

It had to happen! 5KI LARK, a mini-
snowmobile, offers reliable performance
while weighing just over 100 Ibs., and
not quite 5’ long. Salsbury torque con-
verter drives the Tecumseh 4-cycle en-
gine to speeds of 25 mph. Retails for
$295. Larkin Aircraft Co. is the man-
ufacturer, write Dept. RDN, 230 Air-
port Blvd., Watsonville, Calif. 95019.
Inquiry Reply 936

INQUIRY REPLY 915

POWELL

TRAIL MINI-BIKES

T reiem, s
ki 7

The machine that has built the reputation of
durability and excellent quality.

Qur new price structure is going to
set the mini-bike industry on its ear
and we expect sales to climb rap-
idly. We are ready for the demand
ond would like more dealers to help
handle it.

WE NOW HAVE AVAILABLE A
LIMITED NUMBER OF 7 HP MODELS.

THE POWELL BROTHERS

5093 E. Firestone Blvd.
South Gate, Calif. 20280
213/869-3307
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LAND USAGE:

ew Hope For Tre
Mini-Bike Deal

JUST-COMPLETED STUDY by

a Los Angeles organization chal-
lenges many commonly-held assump-
tions concerning solutions to the prob-
lem of off-street riding of trail and
mini-bikes.

Among conclusions reached by the
non-profit Recreation and Youth Plan-
ning Council, a group of professional
recreation specialists and community
leaders:

“Unless areas are committed to use
by motorized recreational vehicles,
these vehicles will trespass upon prop-
erty not appropriate for their use,
causing annoyance to the owners of
such land, a hazard to those who
operate the vehicles, and constituting
a nuisance to adjoining landowners
and to the public.”

The significance of the council’s
study is that it probably marks the
first attempt by a major city to de-
termine the extent of interest in trail
and mini-bike riding, to suggest ap-
propriate riding areas in city and su-
burban environments, and to indicate
guidelines for the operation of park
areas for motorized recreation ve-
hicles.

Although the council is not expected
to submit its final recommendations to
the Los Angeles City Council and Los
Angeles County Board of Supervisors
until sometime next month, Recrea-
tional Dealer News learned that
around 20 riding areas on public lands
in Los Angeles city and county will
be identified,

Dr, Edwin ]. Staley, executive di-
rector of the council, indicated the
best approach probably would be to
choose the site which seems most fea-
sible and to “develop it as a pilot pro-
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gram in cooperation with mini-bike
and motoreycle dealers and industry.”

The council’s study was undertaken
nearly a year ago at the request of the
city and county recreation and parks
departments and has the support of
local councilmen and county super-
visors. Many of them have expressed
interest in finding publicly-owned
acreage which could be converted into
riding areas.

Most if not all of the council’s
recommendations are expected to be
greeted enthusiastically by recrea-
tional vehicle dealers, especially those
selling mini-bikes. The off-street riding
problem is especially troublesome to
them because their younger clientele
is generally not of an age to hold a
driver’s license. Consequently, most
mini-bikers must depend upon adults
to drive them and their bikes to rural
areas where restrictions are not as
severe as they are becoming in cities.

In Los Angeles and other cities it
has been commonly assumed that
there was no land available for trail
and mini-bike riding which would not
cause a noise and trespass nuisance.
The emphasis upon riding areas,
especially for other recreational ve-
hicles, consequently, has been to de-
velop them well away from urban
centers, as, for example, the more than
2000 miles of trails developed in the
two major snowmobiling states of
Michigan and Minnesota. In Pennsyl-
vania, moreover, the State Department
of Forests and Waters opened two
trails for the exclusive tise of ATV
enthusiasts, The trails are around five
miles each and the state is planning
more of them,

STUDY SUPPORTS OFF-ROAD USE, BUT POSITIVE DEALER ACTION

For the most part, snowmobile and
ATV trails have great expanses of land
from which to draw, by contrast with
trail and mini-bike land uses. Snow-
mobile and ATV trails often utilize
fire breaks, logging roads, and other
access routes thru state forests. The
typical mini-bike rider, however, is a
city-dweller who prefers to ride
oftener than occasional trips into out-
lying areas. .

By zeroing in on urban land use
for trail and mini-bikes, the council
tackled what is unquestionably the
most perplexing of all the off-road
problems of motorized recreational
vehicle riding. The report, which
eventually will be published and made
available to concerned interests thru-
out the United States, anticipates in-
creased popularity of RVs.

George Hjelte, a council consultant
who has had more than 50 years ex-
perience in recreation and is recog-
nized as one of the nation’s foremost
experts in the field, predicts that the
time will come, “perhaps within the
next decade,” when some cities will
purchase land for use by motorized
recreational vehicles, “just as they
have had to do for golfers.” Hijelte
draws a parallel between the early
days of golfing when courses were
privately-owned, Public interest and
demand, however, forced cities to buy
land for municipal courses. Today,
publicly-operated courses outnumber
private ones.

Dr. Staley said the council study
encompassed practices and policies of
39 Southern California communities.
He said the council was surprised to
find that “not one had done anything

RECREATIONAL DEALER NEWS
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about the positive provision of facili-
ties, supervision, and the needs of the
motorized recreational vehicle en-
thusiast.”

The study comes at a time when
many within the recreational vehicle
industry charge that public and pri-
vate interests, notably councilmen and
county supervisors, have a closed mind
when it comes to their interests. The
report, although prepared with in-
dustry help, primarily represents the
thinking, however, of city and county
officials, plus community leaders who,
for the most part, have no vested in-
terest in promoting motorized recrea-
tional vehicles.

The question, of course, is how in-
dustry leaders and RV dealers in
Southern California and elsewhere can
encourage similar enlightened ap-
proaches to the problem of off-street
riding.

“I think the dealer, himself, is the
best person to propose the idea in his
community,” says Hjelte, “The dealer
is better suited than the manufacturer
to do this because he has a local in-
terest, is a local businessman, has a
clientele which can express its in-
terest, and along with his employees

Y probably he is a resident of the com-
1 munity. He must provide the thrust
to get public action. But he’s got to
have help and plenty of it. That's
where his customers, clubs, and man-
ufacturers can be of assistance.”
Dr. Staley and Hjelte both observed
that the industry badly needs some
organized and funded representation.
The council and the Los Angeles Po-
lice Department’s “Operation Trail

Continved on Page 26
OCTOBER, 1970




Mini-Bike Racing
Is Their Bag

HENEVER TWO OR MORE

MINI-BIKE riders get together,
the result often is a race, usually on a
vacant lot with no supervision and
much annoyance to nearby residents.
The results: police citations and some-
times quick trips to the hospital emer-
gency room for patchup jobs.

Stan Gilbert and Neil Shannon,
partners in Long Beach (Calif.) Mini
Bike & Kart Engineering, dealers in
mini-bikes, motorcycles, dune buggies
and ATVs, decided to draw upon their
own extensive racing background to
bring professional sophistication to
this customer interest.

Gilbert and Shannon formed a
separate company, Youth Activities
Promotions, with the purpose of in-

troducing a professional type of racing
on professional tracks with events run
professionally, too, The approach dif-
fers from many others which usually
are operated on a non-profit basis.

“We've found that any club or or-
ganization that tries to put on races
on a non-profit basis is virtually
doomed to failure,” says Shannon.
“The explanation is that they do not
Lave money in their treasuries to do
advertising, promotion, and to pay the
personnel required to properly put
on a race. Paid scorekeepers, starters,
announcers and other racing officials
guarantees that they will show up for
the race and be more motivated to
properly run the race.”

Gilbert and Shannon estimate that

DEALERS Stan Gilbert (left) and Neil
Shannon have made professional type
racing available for mini-bike enthu-
siasts.

around 200 youthful mini-bikers have
participated in the races they have
promoted at tracks in Southern Cali-
fornia. They caution other dealers con-
sidering similar programs that the pri-
mary purpose should not be to realize

skimoBiLE HELMETS ARE TINIY

Now your Motorcycle Helmet Specialists offer

you SNOWMOBILE HEADGEAR!

SPACE AGE SAFETY HELMETS

MEETS OR EXCEEDS USASI Z90.1 SPECIFICATIONS

AMA GROUP 1 APPROVED

e Yellow for Skidoos e Blue for Polaris ® Orange for Motorski and Rupp

SOLIDS

THE AMERICAN

THE REBEL

Featuring other color helmets in
white, red, black, gold, green — The
American and the Rebel. Prices start
at $12.60. Volume discounts availa-
ble. Convenient warehouses to serve
you in Denver, Colorado; Arlington,
Texas; St. Petersburg, Florida; and
Alexandria, Minnesota.

SPACE AGE SAFETY HELMETS

1720 N.W. Marshall St., Portland, Oregon 87208. (503) 228-6263

INQUIRY REPLY 913
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FOUR BIG SHOWS

LONG BEACH, Calif. HOUSTON, Texas

January 7, 8, 9, 10, 1971 January 27, 28, 29, 30, 1971

5TH ANNUAL MOTORCYCLE & ACCESSORY 2ND ANNUAL MOTORCYCLE & ACCESSORY
TRADE SHOW/WEST TRADE SHOW/HOUSTON

1ST ANNUAL MINI-BIKE SHOW/WEST 1ST ANNUAL MINI-BIKE SHOW/HOUSTON
Pacific Terrace Center Astrohall

CINCINNATI, Ohio DAYTONA, Florida

February 11, 12, 13, 14, 1971 March 9, 10, 11, 12, 13, 1971
3RD ANNUAL MOTORCYCLE & ACCESSORY 15T ANNUAL MOTORCYCLE & ACCESSORY
TRADE SHOW/EAST TRADE SHOW/DAYTONA

15T ANNUAL MINI-BIKE SHOW/EAST 15T ANNUAL MINI-BIKE SHOW/DAYTONA
Exhibit-Convention Center New Plaza Hotel

FOR THE FIRST TIME IN THE WELL AS ALLIED SERVICES. NOW,
5-YEAR HISTORY OF THE IN ONE LOCATION, YOU CAN
MOTORCYCLE & ACCESSORY ; MEET THE PEOPLE WHO DESIGN
TRADE SHOWS, A SPECIAL AND BUILD THE PRODUCTS,
MINI-BIKE DISPLAY AREA PLAN THE ADVERTISING AND

HAS BEEN RESERVED IN EACH MARKETING CONCEPTS

OF THE FOUR EXHIBITIONS. THAT WILL HELP PRODUCE

MR. DEALER, HERE IS YOUR
OPPORTUNITY TO SEE ALL
THAT IS NEW IN THE
WONDERFUL WORLD OF MINI-
BIKES, INCLUDING SPECIALTY
PARTS AND ACCESSORIES AS

THE SALESIN YOUR
DEALERSHIP. 1971 WILL BE
ANOTHER BANNER SALES
YEAR. GET IN ON THE GROUND
FLOOR BY ATTENDING

THESE SHOWS!




appreciable profits. “The money paid
by spectators and that obtained from
concession sales goes to the race track
operator,” explains Shannon. “The
entry fee we charge (around $5 for a
major race) helps to defray the cost
of trophies which we award down to
and including fifth place.”

There is, however, the promotional
value to a dealership of acquiring a
reputation for staking first-class rac-
ing programs. “Our competition
equipment-business has been picking

up steadily since we got into the rac-
ing program,” says Gilbert, “although
it has always been good, We have,
moreover, picked up quite a few
riders who want us to work on their
bikes.” Long Beach Mini Bike, more-
aver, sponsors three riders and outfits
them accordingly,

An additional advantage to mini-
bike dealers, say Gilbert and Shannon,
is that professional type racing pro-
vides an answer to shops whose busi-
ness is suffering because of the in-

334 N. W. 11th Avenue @ Portland, Oregon 97209 e

Phone (503) 226-4111

HANDLEBAR GAUNTLET

Ideal hand protection for Snowmobiling and cold-weather motorcyeling.
A warm, water repellant universal handlebar gauntlet. Comes in Black
Maugahide material with foam liner.

Order No. HG1 Suggested List — $4.95 pair

LEATHER GAUNTLET GLOVE
A higher guality cowhide leather gauntlet glove. Fleece lined with full cuffs
for maximum weather protection. Available in black only. Available in Small,
Medium, Large, X-Large.

Order No. GLGL Suggested List — $6.95

LEATHER RIDING GLOVE

Durable stylish cowhide glove with palm reinforcements, curon acrylic lining
for cold weather wear, Flared cuffs with elastic shirring. You will find these
gloves unmatched for comfort and good looks. Available in Small, Medium,
Large, X-Large.

Order No. GLFL S i List — $6.95 pair

LEATHER MITTEN
An extremely high guality cowhide leather mitten with reinforced palms, this
imported leather mitten is lined with curon acrylic material to give you maxi-
mum warmth even under y cold i . comfar rugged and
long wearing. Available in Small, Medium, Large, X-Large.
Order No. GLM Suggested List — $6.95 pair

LEATHER GAUNTLET MITTEN
A very high quality cowhide leather mitten with index (trigger) finger separ-
ate. Reinforced palms and extra long gauntlet cuffs with a 4 inch zipper for
a snug fit. Fleece lined with extra thick leather for maximum warmth, Fore.
finger is free for snowmobiling, skiing, motercycling and hunting.

Order No. GLMLG Suggested List — $12.95

RECORD 72 GOGGLE
A sensational new model with a formed wideangle lens affording maximum
unobstructed vision and adjustable air vents. This model was the most pepular
goggle used at the last Olympic ski and bobsled races. Price includes one
spare lens, Color Jinations available in and smoke/yellow.
Order No. GB72 Suggested List — $4.95
GB72R _(Lens only) ciear, Yeilow, Smoke .95

OVER GLASSES GOGGLE
Goggle with spongy type face mask. Fits comfortably over eye glasses. Proper-
ly ventilated for non-fogging. Complete with two extra lenses. In yellow and
smoke, with clear lens installed
Order No. G110B Suggested List — $2.95
G110BR (Lens only) crear, vetiow, smoke 50

WRAP AROUND GOGGLE
Sensational new inexpensive model. Curved wide angle lens affards maximum
unobstructed vision. Vents eliminate fogging. Stylish and attractive, these
goggles fit comfortably and provide excellent protection. Available in Clear,
Amber, Yellow.

Order No. G1705 Suggested List — $1.95
G1705R _(Lens only) ciear, vaiiow, amper .50

@ RACING CASTOR — 30°F. Pour Point
@ GOLD LABEL — Fuel Additive with Racing Castor
® 2 Cycle / 4 Cycle — Mineral Base < Non-detergent

SNOWMOBILE DIL

#¢  “Blendzall”” % iy

BOSCH

GERMANY

SNOWMOBILE SPARK PLUGS

AND
FAST MOVING PARTS
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creased number of off-street riding
ordinances being passed in many
cities and counties.

“Even more,” says Shannon, “deal-
ers should be directing their promo-
tion of racing to those who have never
seen mini-bikes as well as those who
have mini-bikes, but don’t ordinarily
read enthusiast magazines. These are
the youngsters who are a major cause
of the off-strect problem. If we can
encourage more youngsters to take up
mini-bike riding and to enter our rac-
ing programs, we believe we are help-
ing the entire industry while at the
same time providing an answer to off-
street riding.”

The place to start, says Shannon, is
to locate a race track. He cautions
dealers without racing background
against going into this activity, “It’s
better to find someone who does know
racing. This type of individual is
easily found by contacting a track
operator in your area.”

The next step is to interest parents
and encourage their support, Racing
waivers are, of course, required, as is
proper liability insurance. Gilbert and
Shannon are, moreover, strict on
safety requirements.

“Many associations won’t permit a
boy to deviate from the factory bike.
We do, because many factory hikes
are dangerous and must be altered to
insure the safety of the rider.” YAP
racing participants must wear hel-
mets, boots, and suitable jackets.
“These precautions are not often
found among racers on vacant lots,”
says Gilbert. Except for a few minor
bumps and bruises, there have been
no injuries during YAP-promoted
races.

A typical YAP scrambles or TT rac-
ing program consists of qualifications,
trophy dashes, heats, a semi and a
final event, Gilbert and Shannon say
another problem to be avoided is that
of too many classes. YAP races con-
sist of only five classes: Boys 7-11 on
1-3 and 4-6 horsepower bikes and boys
12 years and older on 1-3, 46, and 7
horsepower and up bikes. “This keeps
boys of similar age and skills racing
in their own categories. We don’t per-
mite 7-11-year-olds to run in the 7
horespower and over class.”

Dealers should not overlook help
available to them from manufacturers,
Among those who assisted Gilbert and
Shannon in prizes were, Powell Broth-
ers, Comet Industries, and Horstman
Manufacturing, |
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- Aerospace Firm
Joins The
Growing Ranks
of Recreational
Vehicle
Manufacturers

@

5 1_7’{" %
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Phote by McClung

HERE COME THE DUNE CYCLES!

ITH CURBS in aerospace and

defense spending expected to
continue, many firms relying upon
military and NASA spending to sup-
port them are turning to the recrea-
tional vehicle field in anticipation of
future profits.

Latest to join the list, which has
included North American-Rockwell
and Lockheed, is Allied Pacific Engi-
neering Products Co., a Santa Fe
Springs, Calif., based offshoot of
Tower Industries, Inc. Among Tower’s
products were microwave towers and
high precision components and parts
for the computer and aerospace indus-
try.

“In anticipation of the slowdown in
Allied’s aerospace business, the com-
pany began an active diversification
study in 1969,” says Allan B. Fredhold,
president of APE Products.

“As a result of this study, which
attempted to relate the company’s
abilities, background of its manage-

OCTOBER, 1970

ment, and factors of economic growth,
the leisure time industry was picked
as a primary candidate for possible
development.”

Fredhold said Allied’s economic
projections pointed to a 1975 market
for ATVs which would increase seven-
fold; a quadrupling of the dune buggy
market, and a doubling of sales in the
snowmobile industry, based upon 1970
base figures.

Allied’s California location, plus the
optimistic outlook for recreational ve-
hicles, prompted the firm to scout
opportunities, This spring, Bill Stull,
a formed designer in Allied’s machine
tool systems division, approached the
firm with a product which appeared
to fit all the criteria for further devel-
opment, says Fredhold.

The product, subsequently named
the Duneeycle, is a three-wheeled off-
road recreational vehicle. Stull, who
now serves as APE Products’ chief
designer, says the unit offers many

features for the off-road enthusiast.
Cost is a fracton of that of many
other vehicles,

The firm claims the average rider of
a Dunecycle can “out-cornmer all but
the most expert dirt-bike riders, climb
40 degree trails with surprising power,
and like the dune buggy or ATV, is
at home on soft dirt or sand dunes
where even the most powerful motor-
cycles may bog down. With the front
tire exchanged for the optional ski,
the Dunecycle becomes a winter ve-
hicle.”

Another feature of the Dunecycle,
which is powered by a one cylinder,
4-stroke, 5 horsepower, air-cooled en-
gine with automatic clutch, is its 110-
pound weight. The Dunecycle can be
carried in most car trunks. Several
will fit in a van or a pickup. Its frame
is of steel tubing construction, with a
fiberglass body. Top speed is 30 mph.
Overall length is 68 inches. Width is
46 inches and height, 31. [ |
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GIFT
SUGGESTIONS
for the
SPORTSMAN!

l MOTORCYCLES

SPARK PLUG and
CONTACT KLEAN
Sprays on+ Rapid
Evaporation « No After
Deposit - Non-
conductive » Cleans
Distributor, Paints,
Spark Plugs, etc.

| CHAIN LIFE Penetrates

Silences « Cleans »
Lubricates = Clings

SNO -MOBILES

SNO-MOBILE MINUS 70°

Exceptional Low Temperature Lubricant «
For all Winter Sports Equipment « Stays
liquid to —70°F.

SPARK PLUG & CONTACT KLEAN

Sprays on - Rapid Evaporation « No After
Deposit + Non-conductive + Cleans Dis-
tributor, Points, Spark Plugs, etc.

CHAIN LIFE Silences * Cleans + Clings »
Penetrates + Lubricates » Extends Life.
GRIP IT For all Belt Driven Equipment «
Takes out Slippage and Squeal

FISHING &
HUNTING

REEL and GUN LIFE
Lubricates = Rust
Preventer - Wear
Resistant » Stays

Liquid to —70°F.

REEL and GUN KLEAN
Sprays on« Evaporates
Quickly * No After
Deposit » Displaces
Water = Non-conductive.

2 Pack 4 oz. aerosol cans $3.00 Retail
4 Pack 4 oz aerosol cans $6.00 Retail
DE RS 0 TR

ASHLAND CHEMICAL COMPANY

DIVISION OF ASHLAND OIL, INC.
10505 SOUTH PAINTER AVENUE
SANTA FE SPRINGS, CALIFORNIA 80670
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Showcase

FENDERS mini-bikes

specifically for
will snap right back into place when

bent and won't crack or dent like
metal or break like glass. Mini-bike
super Fenders come in five sizes: 127
OD and 18” OD tires and in widths
ranging from 4 .to 4% inches and suit-
able for front and rear. Write: Pacifico,
Inc., Dept. RDN, P.O. Box 348, Gres-
ham, Oregon 97030.

Inquiry Reply 953

MINI-BIKE seat featuring alternating
red and white stripes, sides and back
are bordered in blue metalflake, and
seams finished in bright silver is avail-
able in both 12" and 19 lengths, The
12" set lists at $7.95 and the 197 at
$9.95. Available from Azusa Engi-
neering Inc., Dept. RDN, P.O. Box N,
Azusa, Calif, 21702.

Inquiry Reply 951

COMET Automatic 2-speed system for
mini-bikes have special jackshaft lock-
ing devices which provide added pro-
tection against set screws warking
loose during prolonged riding. For in-
formation contact Comet Industries, di-
vision of Hoffeo, Inc., Dept. RDN,
Richmond, Ind. 47374.

Inquiry Reply 947

BELL 500 TX, Magnum and Shorty Hel-
mets are now packaged with a No.
520 visior at no exira cost, The in-
jection molded, shatter resistant, rigid
plastic visor can be snapped to a Bell
Helmet and will accommodate a variety
of occessory shields. Contact Bell Hel-
mets, Dept. RDN, 2850 East 2%th St.,
Long Beach, Calif. 20806.

Inquiry Reply 946

RECREATIONAL DEALER NEWS




LeMANS, is making available to the
public flag stickers and patches thru
their nationwide dealer network. Flag
stickers will come in two sizes: One
to fit on racers helmet, and a larger
size for opplication on snowmobiles,
motorcycles, boats, or cars. Write:
LeMans Corporation, Dept. RDN, 204
W. Lawton, Edgerton, Wis, 53534,
Inquiry Reply 950

WORL :
ot ettt
RecinGPRODUCTS | - 8

ANNOUNCING a new line of hi-per-
formance snowmobile pistons equipped
with molly-filled Power Thrust *“L"
Rings. Available for most twin cylin-
der engines, models also feature a
cam ground taper finish to reduce fric-
tion. $24.95 each with rings. Write:
Wiseco, Dept. RDN, 30200 Lakeland
Blvd., Wickliffe, Ohio. 44092,

Inquiry Reply 952

FOULED PLUGS can be easily cleaned
with Spark Plug and Contact Klean.
Spray plug with chemicals, let dry, and
plug is ready to fire. Retails for $3.
Write: Ashland Chemical Co., Division
of Ashland Qil, Inc., Dept. RDN, P.O.
Box 2260, Santa Fe Springs, Calif.
90670.

Inquiry Reply 955
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RALLY READY?

Continved from Page 11

to those around 4-feet in diameter;
spoons, large rings, a 30-foot-length
of stout rope (two-line is good) dis-
carded containers (large bleach bot-
tles or 2-pound size coffee cans are
suitable) poles, old tires, a deck of
playing cards, a whistle, and a stop-
watch,

ATV dealers have found there is a
lack of gamesmanship material avail-
able. As ATV interest expands, it is
certain that new games will be de-
veloped and they will be described in

future issues. What follows is a sum-
mary provided by dealers who re-
searched libraries (for snowmobile
and sports car rally games) and data
from the National All Terrain Vehicle
Association,

Key Hole. This game tests maneu-
vering abilities in a tight area. Make
a 12-foot circle on the ground by using
old tires and a six-foot-wide corridor
leading into the circle. The driver
enters the circle thru the key hole,
turns around, and returns to the start-
ing line, The driver is disqualified if
any part of his vehicle touches a tire.
Each participant is allowed two at-

Comet No.T

Comet's new TC-88 Torque Con-
vertors will put your mini-bike at
the head of the 'go-group’ with
driving power and speed you've only
dreamed about. Your choice of cool-

running ‘torque responsive' or ‘speed
responsive' designs. Comet TC-88's are unique,
precision-engineered, stamped steel units—not

fragile die-cast or cast iron belt-burners. Complete
mounting platform and attractive shroud permit easy,
fast installation on a wide variety of frames. Get in the
lead NOW—and stay there—with Comet No. 1. Write or call

for complete information.

COMET

INDUSTRIES

COMET INDUSTRIES
{Division of Hoffco, Inc.)
Dept. G3, 56 Washington Avé
Richmaond, Ind. 47374

Phone: 317-962-8506

“America's leading manufacturer of mini-bike ‘Go-Goodies’ "
INQUIRY REPLY 908
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tempts. The shortest elapsed time de-
cides the winner,

Slalom. Form an ellipse with tires,
poles, or other suitable markers spaced
at least 25 yards apart. Beginning at
the starting line and proceeding clock-
wise around the ellipse, each partici-
pant must circle the first marker and
proceed to the next, After circling the
fifth marker, the participant quickly
returns to the starting line. The win-
ner is the competitor with the shortest
elapsed time, A two-second penalty is
assessed each time the participant
bumps a marker.

Ring-fishing. This game requires a
driver and passenger in each vehicle.
Five ring-holders are needed. These
can be 14-foot poles sharpened at one
end, placed in the ground, and
equipped with a 6-inch mast arm on
the other end, Several gathering poles
about 3-feet-long and blunt on both
ends also are needed, together with
at least 10 plastic or metal rings, 4
inches in diameter or larger. A ring
is placed on the mast arm of each
ring-holder. Using a course similar to
the Slalom, each driver goes counter-
clockwise around the outside of the
course, as fast as possible, while his
passenger spears a ring from each
pole, Participants must gather all five
rings. The shortest elapsed time deter-
mines the winner,

Poker Run. Drivers go to five check-
points around a pre-determined course,
At each point, they pick a sealed
envelope containing one playing card.
Returning to the starter, they give
their five envelopes to the judges. The
best poker hand wins.

Carry The Golf Ball. Spoons and
golf balls (or similar small objects)
are required. A start and finish line
is marked, The rougher the terrain
the better. Participants are grouped
abreast, On the starter’s whistle, the
driver places the spoon in his mouth,
the golfball on the spoon, and pro-
ceeds toward the finish line. If the
participant drops the ball, he must
get out of his ATV, walk completely
around it, get back in, place the ball
on the spoon, and start afresh. First
driver across the line wins,

Musical Chairs. A circle at least 25
vards in diameter is marked with
equally-spaced tires which number
one less than the total entrants, When
the judge blows his whistle, each
participant drives to the nearest tire,
gets out of his ATV, and stands in-
side the tire. The participant who
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fails to get a tire is eliminated. One
tire is then removed and the game
continues until there is only one tire
remaining, The participant who
reaches it first is declared the win-
ner.

Merry-Go-Round. This event is a
test of driving skills. A stake is driven
into the ground and a 30-foot-length
of rope tied to it. While the passen-
ger holds the free end, his partner
drives clockwise around the stake.
The passenger must hold the end of
the rope. He cannot take up slack
other than what he can do by tugging
with his arm, If the rope touches the
ground or is pulled from the passen-
ger's hand, the team is disqualified.
The shortest elapsed time required to
make one complete revolution with-
out the rope touching the ground de-
termines the winner.

Eag Roll, Three large, heavy rub-
ber balls are required for this game
which should be played on relatively
level ground. A start and finish line
should be marked at least 50 yards
apart, Three machines participate at
a time. The starter places a ball in
front of each machine. At the whistle,
participants nudge the balls towards
the finish line. Competitors cannot
touch the ball with their hands or
feet. The winner is the first to get
ball and vehicle across the finish line.

Bat-The-Ball. A variation of Egg
Roll can be played by using three
brooms and three balls, The passen-
ger uses the broom to push the ball.
Object is to get ball and vehicle
across the finish line as fast as pos-
sible. All competitors are grouped in
three’s, The winners of each group
are pitted against each other until
all but one is eliminated. That one is
declared winner.

Bottle Battle. This game requires
10 plastic bottles with large openings
or similar containers, such as coffee
cans, Also needed are 20 rubber balls
about two inches in diameter. Set up
an irregular course with the start and
finish line at the same point. The bot-
tles or cans should be irregularly
spaced between 25 and 30 yards apart,
The passenger must drop a ball into
the container as his ATV passes it.
Participants must get one ball into
each container on the course. The
team with the shortest elapsed time
wins.

Broom Hockey. Played with two
or three vehicles per team, this game
is hard to beat for suspense and
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excitement. Fach vehicle must have
a driver and a broom man, The pas-
senger uses the broom and, together
with the help of his team-mates, at-
tempts to score goals, as in polo or
soccer. The game consists of four
quarters of 10 minutes each, with 5-
minute breaks between periods and a
10-minute break at halftime, The field
can be of any size, but that of a
football field with goal posts at each
end is best. Posts should be about 15-
feet apart.

The game begins with opposing
teams facing each other, and lined
up 20 yards on opposite sides of the

mid-point marker. Play starts with
the umpire bowling the ball across
the field at the center strip. Teams
change goals each quarter, Deliberate
bumping, ramming, or blocking is
prohibited. If a team is guilty of these
infractions, the opposing team gets
a free shot at the goal from 20 yards
out.

Dealers who have sponsored rallies
agree that these game rules should
not be considered inflexible. There are
many variations and it is up to ecach
dealer’s ingenuity to suggest ways to
heighten his customers’ fun at these
family recreational outings, [T
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Increase Your Profits On
Recreational Vehicle Sales With

G.E.M.
high-nerformance
nars

& ACCESSOries

New Snowmobile Catalog
All-New Motorcycle Catalog
MNew Bigger Kart Catalog

Premier Issue VW-Dune Buggy
Catalog

Order from Dept. T1

Box 845 » 496 E. St Charles Rd. » Caral Stream, |1l 60187
INQUIRY REPLY 918

1 CHECK THESE ANSWERS BEFORE YOU BUY

TERRA
BIKE

¥ YES THE BIKE IS IMPORTED
¥ YES THE ENGINE IS AMERICAN MADE
V¥ YES THE UNIT 15 PRICED VERY COMPETITIVE

7 WHY PAY MORE ?
TERRA BUGGY SALES LERaNON RoAD

DIVISION OF TERRA KNIFE, INC.  CRAWFORDSYILLE, IND. 47933

INQUIRY REPLY 909
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COMET OFFERS CATALOG
OF POWER TRAIN COMPONENTS
COMET INDUSTRIES offers their
"1 catalog of clutches, two speed trans-
mission, Torgue Converters and mount-
ing hardware to manufacturers, distri-
butors and dealers by requesting thru
this publication or writing on your
company letterhead direct to Comet
Industries, Div. of Hoffco, Ine, 25
Washington Ave,, Richmond, Ind. 47374.

BOLENS PROMOTES SIX,
REALIGNS SALES DEPARTMENT

SIX management changes and de-
partmental realignments affecting the
Bolens Division of FMC Corporation,
Port Washington, Wisconsin have been
announced by George M. Walker, Gen-
eral Marketing Manager of Bolens Di-
vision.

Richard S. Mowry, formerly Market
Research Manager has been named
Produet Manager for Riding and Walk-
ing Power Units.

William C. Soellner has been named
Branch Manager for Bolens of Mich-
igan, Lansing, Michigan.

Arthur D. Lokker has been named
Branch Manager of Bolens of Indiana,
Indianapolis, Indiana.

William R. Bailey has been named
Branch Manager of Bolens of Wiscon-
sin, Port Washington, Wisconsin.

Mancer J. Cyr has been named
Branch Manager of Bolens of Min-
nesota, Minneapolis, Minnesota,

Stanley O. Ferguson has been named
Training Director for the Division.

BIG YEAR FOR ARCO

ALEXANDER REYNOLDS, INC,
mini-bike manufacturers of Hacken-
sack, N.J., announced the corporation
will, in all probability, exceed the pro-
jected five million dollar sales objective
for 1970.

More than 70,000 of ARCO's line of
bikes will roll off the assembly lines
this year for sale across the nation.
Some of the major purchasers include
J. C, Penny, W. T. Grant, B. F. Good-
rich and Pep Boys.

EVINRUDE CHANGES SALES
TERRITORIES IN SNOW BELT

EVINRUDE MOTORS has announced
several personnel changes and bound-
ary shifts in sales territories in the
snowmobile belt.

Carl Germain, Evinrude’'s sales man-
ager, announced that Ron Rohloff, who
has been in New York State for several
years, has been shifted to Wisconsin.
He will cover the Badger state and Up-
per Michigan. Replacing Rohloff in
New York State will be Harold Kaye,
who moves out of a territory that in-
cluded eastern Michigan and Ohio.

Minnesota and eastern North and
South Dakota will be handled by Lee
Galar, who has spent the past four
vears in Tennessee and Kentucky. Jack
Sullwold, who has covered western
Michigan and northern Indiana will
now have all of Michigan with the ex-
ception of the western portion of the
state's Upper Peninsula.

SALSBURY ESTABLISHES AFTER-MARKET
SERVICE ORGANIZATION

A NEW After-Market Service Or-
ganization has just been established by
Salsbury Corporation of Los Angeles,
manufacturers of belt type, automatic
torque converters used in off-road
recreational vehicles.

Based on a network of Central Ware-
house Distributors, this new organiza-
tion includes service distributors and
local servicing dealers who will stock
parts and complete units. Their people
will be capable of maintenance, repairs,
modifications of and conversion to Sals-
bury automatic drives.

POLARIS factory personnel, Mike Baker
(1) and Ed Monsrud, are shown ex-
plaining the new ‘‘Driftskipper’ sus-
pension system of the 1971 Polaris
machines to a class of dealers and dis-
tributors. The class was part of a three
day refresher course attended by 56
deaclers and distributors from the U. 5.
and Canada. The service school was
held in Roseau, Minnesota under the
superyvision of Don Hedlund, Manager
of Customer Service for Polaris.
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EBELING JOINS STEEN'S

STEEN'S, INC. announced that R. A.
Ebeling has joined the firm as Assist-
ant Marketing Manager.

Formerly with the William/Lawrence
Corporation, publishers of Motorcycle
Dealer News and Recreational Dealer
News, Ebeling en-
ters Steen's with a
widely - diversified
background. His du-
ties for the past
three years includ-
ed editing, advertis-
ing/sales, graphic
artist, ph o t o tech-
o @ . nician, equipment

' - operator, and con-
sultant to various phases of the print-
ing and publication field. Prior to that,
he worked as a freelance writer/pho-
tographer for a number of leading pub-
lications. He also served as National
Motorcycle Race Director for the Amer-
ican Hot Rod Association.

FLORINSKI TO REPRESENT SALSBURY

HERBERT L. FLORINSKI has just
been appointed by Salsbury Corpora-
tion of Los Angeles as their Factory
Representative in Canada and northern
United States. In his new position,
Florinski will assist Original Equip-
ment Manufacturers with the applica-
tion of Salsbury power transmission
products to their vehicles,

He represented the Hirth Engine line
since 1939, first with Curt Schif Ca-
nadian Ltd. in Canada and in recent
years with the Wisconsin Motor Cor-
poration. i)

HONDA 50 MINI TRAIL
BRAKE PEDAL KIT

Complete, nothing else to buy. Installs in
minutes, Children without strength in their
small hands can stop safely, $8.97 dealer net,

S & S ENGINEERING CO.
Box 574, Reseda, Calif. 91335
213 / 989-2370

COMPLETE RIGHT OR
LEFT ASSEMBLY
§6.50 LIST

Our 1970 1/2 Catalog, with many
new items, is just off the presses.

Send for your copy now ...$1.00

| WRITE: Dept. RON-11 W

1542 Industrial Park Street Coving, California 91722
INQUIRY REPLY 903

JOIN AND SUPPORT
YOUR REGIONAL
DEALER ASSOCIATION

Will bring your sales message
to over 14,000 Recreational
Yehicle Dealers thruout the

U.S. in an ad space of this
size each month (12-time
rate}. Send ad copy and instructions to:
RECREATIONAL DEALER NEWS
747 E. Green St., Pasadena, Calif. 91101

INQUIRY REPLY 919

Give The Mini-Choppers
The “Real” Look!

Fiberglass Works
mini-chopper
tank is made <
of hand =
laminated
fiberglass.
Colars will
not fade,
chip, or
gasoline-stain.
Lifetime guarantee,

rite:

FIBERGLASS WORKS
2600 Soquel Ave., Santa Cruz, Calif. 95060
408 / 475-3114
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Quality
Means
Dealer

Confidence

Quality. From rigorous pre-production testing to case hardened bolts and aircraft type welding
the Mark IV Rogue 400 is quality.

Completely designed and manufactured in the US., the Rogue is especially noted for it's
outstanding leading link front end - the *“___first production unit that works well.” according to
a national magazine.

A 4 h.p. Tecumseh engine makes the Rogue really move for your customers - quality makes it
move for you. ]

Write or call for Dealer's Information Package including complete specifications and price list.

INQUIRY REPLY 921

Mark 1V Metal Products, Inc.
1705 West 134th Street / Gardena, Calif. 90249 / (213) 321-5381
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HOT TACOS!

SIX MODELS

#22, FK50, FK120, 99, 44 and the

100 TRAILS

Carumbal Ze gringos buy them all
and want mucho more.

Are you a member of the
TACO vendors? If not you
will miss the Dinero in goed
Ole USA eoin.

Dealer Inguiries Invited

STEEN'S INCORPORATED
1635 West Yalley Boulevard
Box 2276
Alhambra, California 21803
(213) 289-4351
INQUIRY REPLY 912

ATV
&
SNOWMOBILES

® Personally-Owned
® Races & Rallies
® Dealers & Distributors
® Manufacturers
® Rental Operators
® Trail Operators
@ Club Accident & Liability

Coverages are availoble for all types of
ATY and Snowmobile activities. We can
tailormake coverages to swit the client's
requirements. When you write fo us, tell
us os much as you can about the activities
of the risk and the limils required.

Coverages can also be arranged for
other types of recreational vehicles ac-
tivities, such @s mini-bikes, swamp bug-
gies, hovercraft and watercraft.

Coverages can be toilormade to svit the
requirements for associalions.

L]

HALLMARK

INSURANCE COMPANY

P.0. Box 5269 - Madison, Wis. 53705
Tolaphane 508/ B36:5901

LESTER C. SIX, President
INQUIRY REPLY 914
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DON’T STAND THERE!

Continued from Page 4

they have a well-organized dealer
network,

Within the next few weeks, fran-
chised motoreycle dealers—many of
whom sell mini-bikes—will receive let-
ters of invitation and informational
material urging them to join the Mo-
toreycle Industry Council’s program
to organize dealer associations in
every state. A main purpose of these
associations will be unified efforts to
work with legislators and public rec-
reation officials in meeting the need
for off-street riding facilities.

To many dealers, the MIC effort
will, at first blush, perhaps sound like
one more ill-fated attempt to achieve
coordinated efforts. We urge mini-
bike and motorcycle dealers to put
aside whatever past resentments they
may feel over what many industry
leaders acknowledge to be the some-
times cavalier attitude of the industry
toward the man on the firing line: the
dealer, The future of the RV industry
depends upon joint efforts by dealer-
industry associations as proposed by
the MIC. The International Snow-
mobile Industry Association has per-
formed pioneering work in off-road
legislation and development of trails.
The mini-bike and motoreycle indus-
try has much to learn from ISIA’s
experience in working with legislative
and recreational bodies.

The next few months might well
decide whether the RV industry is
indeed living on borrowed time or
whether, by organized efforts thru
dealer associations in every state, this
might be, as is the first week in every
October, a time which can be cele-
brated by RV dealers as their own
“Fire Prevention Week.” B

NEW HOPE FOR DEALERS

Continved from Page 15

Bike” study team (RDN, Sept., 1970)
both expressed amazement that they
were unable to locate any full-time
trade organization representing either
recreational vehicle dealers or the in-
dustry in -Southern California. The
situation is probably typical elsewhere
in the United States,

Judging by a spate of ban-the-bike
ordinances passed in various large

cities, suburban communities, and
counties, another council conclusion
probably will cause considerable eye-
brow-raising: “The use of such ve-
hicles is a wholesome and worthwhile
recreational activity, if conducted in a
proper manner with adequate super-
vision and safety precautions.”

In essence, the council’s conclusions
seem to say that off-street ordinances
are only a half-way measure and
might be of dubious value if that is
the only solution that city and county
legislators can propose. To assume
that noise, trespass and other prob-
lems associated with off-street riding
will automatically end by passing
harsh ordinances is a fallacious one,
the council’s report suggests.

The report also suggests that while
many smaller cities, particularly those
bedroom communities of a large
metropolis like Los Angeles, may not
have suitable land for use by trail
and mini-bike users, needs can be met
by nearby county acreage.

A conclusion which probably will
surprise many city and county legis-
lators states, “Allocation of appro-
priate public lands for the use of mo-
torized recreation vehicles under suit-
able conditions and regulations ap-
pears to be a legitimate public func-
tion. There is a legitimate role for
private enterprise to provide land and
appropriate services to motorized rec-
reation vehicles, and the public sector
is in a position to encourage and aid
such participation under suitable con-
ditions and regulations.”

The council’s conclusions will un-
doubtedly please most Los Angeles
area trail and mini-bike dealers who,
up to now, have, rightly or wrongly,
felt they were fighting a one-man bat-
tle against City Hall, Of more sig-
nificance is that the uniqueness of the
Los Angeles report and its objectivity
is certain to cause officials in many
other areas of the county to re-ex-
amine and perhaps alter their stances
on restrictive legislation as the only
answer to the off-street problem.

The council’s study was primarily
limited to two-wheel vehicles of up
to 250cc. Dr. Staley explained that
trail and mini-bikes were found to
constitute most of the problem. He
said the council probably will suggest
to councilmen and supervisors that a
similar study be made of dune bug-
gies and ATVs. Details of the coun-
cil’s recommendations will be reported
in an early issue of RDN. ||
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now on

TS ALL
RUPP!

. and pmf't_.

. INTRODUCING THE NEW
" RUPP RAM-AIR® POWER PACKAGE

Rupp’s new Ram-Air and super styling gwes
you Rupp’s best snowmobile yet. A full line with &

engines, 11 models, Plus Rupp advemsmg that
presells and Rupp promotion that
helps you close the sale. From now

on, it's gonna be all Rupp. Come
on along. For fun and profit. B
INQUIRY REPLY 924 m@

;
For the name of your nearest Distributor, contact [

Rupp Industries, Inc., Mansfield, Ohio 44903, Dept. SDN8O, HUPP
-




