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step 
1 Display best 

Thi s Christmas, like every 
other, will be your busiest 
seaso n . Customers too, will be 
rushed off their feet, so any­
thing you can do to make th eir 
shopping easier through attrac­
tive and effective window and 
in-store display s will be re­
flected in the volume of your 
sa les. 
Th erefore make sure you hav e 
the 1971 Kodak Christmas Dis­
play Kit up front. Thi s year, 
th e Kit include s a very attra c­
tive display cube which is illu s­
trated below, plus a suppl y of 
gift guide s, a gift guide dispen­
ser, a full-color showcard , outfit 
crowner s, and a mer chandi sing 
folder/streamer. 
The display cube will go on 
working for you after the 

Christmas season too, as it ha s 
been designed so that it s selling 
message will suggest gift-giving 
a t any time , for any occas ion. 
Oil the national level , your dis­
pla ys will be supported by a 
stron g advertising campaign 
empha sising the importan ce of 
photography in a per son' s life. 
The campaign theme is dram­
atically simple - "The best 
time to give a Kodak In sta ma­
tic Camera is NOW : befor e 
everythin g chan ges". 
Th e mer chandi sing folder in the 
kit ha s full detail s of this cam­
paign , but it is worth mention­
ing that there will be 30 and 60 
second TV commerc ials, news­
paper double spreads in full 
color in selected mainland 
cap ita! city newspap ers, sup-

Putting your 
foot forward 

ported by eye-catching bla ck­
and-white ads in all major 
citie s. The November issue of 
the "Reader' s Digest" will 
carr y a five-page "gate fold" in 
color. 

All this will be followed by an 
extensive summer pi cture­
taking campaign, too. So rest 
assured that Kodak is right be­
hind your Christmas and sum­
mer sales drive. You can build 
your sales on this campaign by 
using your Christmas display 
kit effectively to tie-in with th e 
national advertising program, 
and by act ively promotin g pic­
ture-takin g and photo-finishin g 
in the summer month s that 
follow. 

-

Stock Control 

Can you look forward to the 
Christmas and holid ay ru sh 
confident that you can suppl y 
every order? Or will you be 
plagued by stock shortage s at 
the bu siest moment s? Stock 
short ages needn 't happen. If 
you can effectively plan your 
need s you will have sufficient 
stoc ks of films to cover even th e 
most hectic times. And this is 
wher e we can help you. 

Very shortl y, your Kodak Rep ­
resentative will be calling to 
explain our new Dealer Stock 
Control System, which has been 
tested and proved by a group of 
Kodak dealer s in New South 
Wales over the past eighteen 
month s. 

The se dealers have found that 
because of the stock control 

Knowing 
where you 

stand 

syste m, their stocks of films and 
other high-t urnov er photo pro­
ducts are always sufficient to 
meet the demand. Their admin ­
ist rat ive costs are lower and 
they are buying film at a better 
pri ce because they order less 
frequentl y and can therefore 
buy in bigger qu antiti es. 

Don 't think that you will be 
asked to stock above your real 
needs. You won't be, because 
the syste m is geare d to your 
sales patt erns. In effect, you 
will be buying what you can sell 
on a more profitable and sys­
tematic bas is. 

So, when the Kodak Repr esen­
tative says "Stoc k Control" , 
please give him a good hearing. 
Th e syste m is easy to insta ll 
and simple to operate. It will 
work for you! 
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How do people regard picture­
taking? What do they want in 
a camera? What type of pic­
ture s do they take? The se ques ­
tions were directed at groups of 
people who took part in our 
recent surve y into what people 
think about photo graphy . 
Th e answers were clear-cut -
most people only regard the 
camera as a mean s to an end . It 
is the wallet of pictures that 
count s. And the picture s they 
take are to generally sati sfy 
one basic need - to remember 
events as they happen so that 
they can be recalled in futur e 
yea rs. 
From your point of view, it is 
necessa ry to relate this to the 
custo mers who come into your 
sto re and ask about camera s 
and other photo accessories. 
Are they lookin g for their first 

-
camera? Is the camera to be a 
gift (a big probable at this time 
of year) , or are they looking to 
broadening their interest in 
photo graphy? 
Whatever the need , you must 
be prepared . Let 's examine 
each possibility and consider 
an appropriate cour se of action: 

Newcomers 
The se people make up th e 
greatest proportion of the new­
camera mark et . They usuall y 
want a camera that is easy to 
use and pri ced to suit their 
pocket : you have them in the 
range of Kodak In sta mati c 
camer as. But to stoc k the cam­
era s is no t enou gh. Eve:e 
though the custo mer is int er­
ested, he st ill need s to be con­
vinced that what you have to 

-

- Sell 
them 
what 
they 
want! 

offer is the most suitab le for his 
need s. 

So, can your staff hand le the 
sale? Are they experienced in 
tran slating the features of a 
camera into direct customer 
benefit s? Will the customer 
walk away satisfied, or will he 
ju st walk away? 

Obviously prepar at ion is all im­
portant , so if any of your staff 
have not yet attended a Kodak 
Dealer Sales Course, enrol them 
as soon as possible. If they have 
already attended, when was the 
last time they reviewed the lec­
ture note s? 

Currently we are includin g 
A;. opies of a series entitled, "How 
...,.., o Sell more Photo Product s", 

in Kodak Sales News. The issue 
enclosed with thi s edition cov­
ers many important aspects of 
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salesmanship. We recommend 
that you and your staff review 
them together . 

Gift Givers 
The se people will need skilled 
help, too , as it is easier for them 
to show the camera's benefit s 
to the recipient of the gift if you 
have carefully explained each 
feature at the time of the sale. 
Both the giver and the recipient 
will appreciate your help , and 
your care and attention now 
should ensure many repeat sales 
of films and photo-finishin g. 

Old Hands 
What are you doin g to help 
those customers who use a cam­
era regularl y? Do you stock a 

wide range of photo accessories 
to cater for their need s? Are you 
armed with helpful hint s and 
tips to improv e their picture­
taking? 
A common comp laint is " fuzzy" 
print s caused by smud ges on 
the camera lens. To a custo mer 
who is unaware of the solution , 
the probl em could cause him to 
stop usin g the camera. But if 
you explain the need to keep 
the lens clean and ba ck-up this 
advice with a demon strat ion, 
you have not only solved that 
customer' s problem , but you 
have made a sale of lens clean­
ing tissue and fluid, too. 
Ther efore , even though you are 
app roachin g your busiest time, 
your over-the-counter dea lings 
are most important. Your att i­
tude now will set the sea l on 
futur e success. 



Th e coming seaso n to most 
Austr alians means holidays -
and holiday t ime is your great­
est opportunity to sell cam eras 
and film. So why not send cus­
tomer s on their way using cam­
eras and film that YOU sold 
them. Here are a few tip s to 
boost thin gs along: 

Free Camera Checks! 
Ti e this one to the pur chase of 
a roll or two of film and /or pro­
cess ing. It creates marvellous 
goodwill and is an obvious 
booster for film and new camera 
sales, not to mention increase d 
chances you' ll get photo-fi nish­
ing bu siness on their return. 
A camera check is not difficult 
to condu ct. Use the following as 
your checkli st: 
Len s - Is it clean? Wipe it 
over carefully with some lens 
cleanin g fluid and ti ssue. 
Shu tter R elease - Does it 
work proper ly? If it doesn't , 
recomm end th at it be rep aired 
by the manu facture r - if you 
sold the camera or if you are a 
dealer for that brand you can 
arr ange thi s your self as an add­
ed service. 
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Film Wind er - Is it working 
smoothly? If not , send the cam ­
era to the manufa cturer for 
repair. 
Fla sh Mechanism - Will it 
work when called upon ? Check 
the batter y conn ect ions and 
make sur e they are clean. If 
they are dirty , clean them with 
a piece of cloth or a pencil 
erase r . However, some of the 
electr ical conn ect ions may be 
damaged and it then will be 
necessa ry to send the camera to 
the manufacturer for repair . 
Batt eries - Th ese are ofte n 
over looked. Tak e them out of 
the cam era and clean the ter­
minal s with a piece of cloth. A 
low-cost T est Flashcube (Sto ck 
It em 4307), is an inexpensive 
way to check the circuitr y and 
batterie s in cameras that use 
flashbulb s. You ma y wish to 
pur chase a Batt ery T este r as 
well, and these are ava ilable 
from Mallorv Batter ies (Au s­
tra li a ) P / L. or Koda k at 
$21.80, plu s tax. 

Overseas visitors 
Almost every overseas tou rist 
has a camera and th ey will be 
looking for the familiar yellow 

Handy hints 
for customers 
on the 
move! 

Kodak film pack. So when 
you've sold them film, remind 
them that you have an efficient 
photo-fi nishin g service as well. 
Moral - see their result s be­
fore they depart! 

A little free advice 
helps, too! - 1 

Set your custo mers on the right 
path with these hint s and tip s: 
* Recommend a trial film be­
fore the y go to mak e sure the 
camera and flash equipment is 
working properly. 
* Give them a notebook and 
pencil with your complim ent s 
to record their picture-t akin g 
act iviti es - most useful when 
they return to arran ge their 
photo -finishin g with you. 
* Suggest they insur e th eir 
camera aga inst loss or dam age. 
Advise them aga inst leaving 
their camera and films wher e 
they can be a ffected by heat. 
So there you have them - ju st 
a few ideas to increase custom er 
sa tisfac tion and sales . But what 
this all really adds up to is thi s: 
Mak e sure your sa lesmanship 
doesn 't take a holiday along 
with your custo mers! 

--,. 



~.A. Gosee 
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Very few Australians have travelled widely 
throu gh their own countr y. Thi s is a pity, 
because Austra lia has scenery and pla ces of 
int erest that compar e with the best any­
where in the world. 

To encourage Australian s to 
learn more about them selves, 
the Austra lian National Travel 
Associat ion (A.N .T.A .) has 
prep ared a nat ion-wide program 
of fact-fi ndin g and touri st pro­
mot ion. Th eir effort s are being 
sha red by companie s such as 
Kod ak who make up the " trav el 
related" indu stry. T he "Co See 
Australia " campaign uses the 
above symbol as its mast-head 
and this symbol is appea ring 
regularly in all trave l arti cles , 
promotion s and adver tisement s 
pr e pa r ed b y p a rti c ip at in g 
group s. 

s a Kodak dea ler, you ra n 
kc part by allying your film 
1d camera sa les to window dis-

plays feat urin g a "C o See Aus­
tra lia" th eme. Beca use of its 
s ize, Austra lia is a picture­
taker' s dr eam a ll yea r round 
and this is your oppo rtun ity to 
share in Lhe inter est in tou rism 
tha t is now being generat ed . 
On a na t ional level, Kodak is 
suppo rt ing the campaign wit h 
newspaper adverti sements such 
as the one illustrat ed. In ad­
dition , we are includin g th e 
symbol and theme on point-of­
sa le mate rial whenever poss ible 
- the new Sp rin g Display Uni t 
now in your store is ju st one 
exa mple. 
Touri sm is import ant to Aus­
tra lia as a sour ce of na tion al in­
come, and if you comb ine th e 
annu al ha lf a million overseas 
touri sts with th e increas ing 
numb ers of Austra lians who 
"Go see", it is not hard to find 
the reason why! 

Go see Aus1ralia ~ 
with a Kodak lnstamatic 'X' 
Color Outfit 
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Take 
flash pictures without 
batteries 
Remember Auslr ali a wi lh a Kodak ca mera ll1al will 
g ive yo u a pi c tur e every l ime. Yo u won't miss a 
memorabl e mo ment. Espec ially the shots o f pla ces 
you may only sec once in a li fetim e. 
A ll lhr ee Kodak lnslamatic ·x· Color Outf il s take 
brilli ant co lo r sho ls by day or nighl. When you 
need surc• l ire ll ash . ju st pop on a se ll · powered 
magi cub e. You ca n lake flash pic tur es with out 
batte ries. No risk of missed pictures. 
Be fore you go see Au st ralia, ask your Kodak 
dea1e, to show you the Kodak lnstamatic ·x · Color 
Out fits. Tt1erc.'s a rnodel fo r eve ry poc ket, f rom less 
than $ 17.00. 
(Shot s fr om these cameras can be mad e into 
Kod ak Duo Prin t pic tures too - one for you, one 
to giv e - so you ca n share your trav els) 

Kodak 
KODAK (Austrnlasia) PTY. l TD. 
Kodnk donlc1s cvc ,ywhorc 

Product 
News 

New Kodacolor Film 
now available -
ex 135-36 exp. 
This new film will be a boon 
for holida y-makers ! The six­
teen extra pictures without re­
loadin g should encourage your 
custo mers to mak e the most 
use of their camera while they 
are away . 
It represents good value for 
money, too! The suggested re­
tail price of $3. 70 ea. will make 
it an ideal gift-givin g thought 
as well. 
( For full price and ordering de­
tails, see the attached price 
amendm ent supp lement.) 

Kodak Projection 
Cartridges 
Various m a nufa ct ur ers of 
movie proj ectors have released 
cartr idge-load projectors that 
featur e auto mat ic load and re­
wind of the film. For your cus­
tomers who have purchased 
these projectors there are four 
( 4) new Kodak Proj ectio n Car­
tridges, ranging from 50-foot 
capac ity to 400-foot capa city. 
The 50-foot capac ity cartr idge 
( sup plied without reel) accepts 
super 8 film on a sta ndard 50-
foot film retu rn reel. The ot her 
new reels - 100-foot, 220-foot 
and 400-foot come compl ete 
with movie reels. 
The suggested retail pri ces are: 
50-foot cartr idge (less reel) -
$0.80 ea., incl. sales tax. 
100-foot cartr idge ( incl. reel) 
-$1.15 ea. 1 incl. sales tax. 
220-foot cartr idge ( incl. reel) 
-$3.60 ea., incl. sa les tax. 
400-foot cartr idge ( incl. reel) 
-$4.75 ea., incl. sales tax. 
(See attac hed suppl ement for 
full pri ce and ordering details.) 

Service Times 
Ple ase not e that the service time 
for composit e orders of color 
photo-finishing work is now ten 
(10) working day s in-plant. 
Composite orders includ e all ser ­
vices that are ordered at the same 
time from the same negative( s) 
or slide(s), i.e. prints and enlarge­
ment s, dupli cate slides and print s, 
etc ., and also cover order s for en­
largement s of different sizes from 
the same negat ive or slide ordered 
at the same time, as well as other 
services such as ma sked and un ­
masked print s of the same original. 
We regret that this exte nsion is 
now necessary, but not all order s 
will take ten day s to complete. 
However, by bas ing your delivery 
promise to custo mers on the above 
time, they will be ass ured that the 
work will be ready when they call. 

Kodak Photo­
Greeting Cards 
An attractive range of Kodak 
Photo- Greet ing Cards ha s now 
been relea sed for Chri stmas 1971. 
A sample sheet is enclosed with 
this issue depi ct ing the fu ll ra nge 
of sizes and designs. 
All of the se ca rds have proved 
most popular in past yea rs as an 
individual and uniqu e way for 
people to express the Chri st ma s 
and other sentim ent s to their 
friends and familie s. These cards 
are well worth promoting as the y 
can repre sent a very valuable con­
tribution to your photo-fini shin g 
sa les. 

+ or-
The two signs shown above are 
very important , not only when 
they show the way sales are going 
but when they show the right way 
to insert batterie s in camera s. 
Modern electronic type camera s 
rely on batterie s corr ectly inserte d 
to operate the shutter. In corr ectly 
inserted batteries can cause the 
shutter to remain open after the 
shutt er release is pre ssed, or not 
even operate at all. Either way the 
film will be spoilt and the cus­
tomer disap pointed. Pl ease warn 
your custo mer s to ensure when 
fittin g batteries that the + and -
signs on the battery line up with 
the appropriate signs shown in the 
ba tter y compartment of the 
camera. 

R.P.M 
R ecent amendm ent s to the Trade 
Pra ct ices Act make it unl awful 
for a manufa ct urer to engage in 
resale pri ce maintenan ce. 
We shall continu e to show a sug­
gested reta il pri ce on invoices and 
price lists as a guid e upon which 
you may decide your selling pric e, 
and thi s should always be checked 
by you to ensur e that your lists of 
suggested retail prices are up to 
date. 
Pl ease note that th e suggested re­
ta il prices shown on these and any 
ot her document s are suggested re­
tail pri ces only and there is no ob­
ligat ion to comply with th e 
suggest ion. 

Bundaberg 
Rotary Queen 

-
Each year , the Bundaberg (Q'ld) 
Rotary Club hold a ca rniv al at the 
Bunda berg Civic Centr e as a fund­
rais ing venture to a id charit y. Th e 
highli ght of the carniv al is the 
Rotary Queen Cont est, and thi s 
yea r, lovely Merry! For syth , who 
works for a Bundaber g Koda], 
dealer , De Bruin 's Pho to Centre , 
was crowned the Queen. 
Merry) , who is pictured above 
wearin g her sash and crown, was 
selected from 41 girls who ent ered 
the qu est. May we offer our con­
grat ulat ions to Merry! and wish 
her every happ iness for the fu tur e. 

The suggested retail prices set out herein are suggested prices only and 
there is no obligation to comply with this suggestion . 
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