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CATTLE AND FEED FARMER

Harold Neill
Douglas Center Stock Farms

Corning, Iowa

Owning and managing six farms. spread over a three by
19 mile area, and covering 1120 acres is a real full-time
occupation for Harold Neill of Corning, lowa. He owns
260 head of cattle, 400 hogs, plus a grain business with
the help of just one full-time hired man. After raising the
corn crop, he fattens up his feeder cattle, then moves them

on to the market.

Neill Uses His Cessna . . .

To Commute from Farm to Farm

“Cow Pasture Pilot” is the term Neill applies to him-
self. T cover a lot of country in my Cessna 170. One of
my main jobs is dropping salt cakes to cattle so that they
get proper dietary supplements.”

Neill

says. “I managed to get all the supplies and food I needed

“When high waters knocked out the bridges,”

by flying my Cessna to larger towns. Roads were undriv-

able because of mud, but my Cessna did the job.”

Keeps Tractors Going

“With only two men to get all the work done, I count
heavily on farm equipment. The 80 air miles to Des Moines,
and the 50 miles to Omaha fly away fast in my Cessna, and

parts get home quickly.”

To Help in Seil Conservation

Neill says. “I flew neighbor farmers over their own

Harold Neill commutes from farm to farm

land to see how drainage and erosion was affecting their

farms.”

He’s a Real Aviation Booster

“Although T only bought my new Cessna 170 in late
Total
flving time since I started in March. 47, with a Cessna
110—over 60.000 miles or twice around the world.” Neill

January of 51 T have flown 27.600 miles so far.

says. I have found Cessna service facilities excellent.”

What He Likes
About His Cessna . . .

“All metal Cessna construction eliminates danger of

damage from field mice.”

Solid Comfort

“I usually take my wife and two sons on trips during
holidays.”
Short Field Landings

“Short field landings are easy for me in my Cessna

170.7
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FARM INSURANCE AND LOAN

A. Brady De Vore

De Vore Finance Company
414V, North Dewey
North Platte, Nebraska

De Vore owns and operates his own loan and insurance
company. A great deal of his business is done with the
surrounding farmers and small business owners.

De Vore has been flving since the first of January. 1951,
He learned to fly in 13 hours of instruction in a Cessna
120 with Clinch Aviation of North Platte. Nebr., a Cessna
distributor.
of another Cessna plane—the 120— with B. E. Scotl. a
friend in the title abstract business who also owns a part
of the present 170.

Previously, though, he had been part-owner

De Vore Uses His Cessna . . .

To Attend Directors Meetings

“As a director of the Nebraska Small Loan Association
it is part of my duty to attend meetings in Norfolk, Grand
Island. and other Nebraska towns. When the legislature is
in session we almost live in Lincoln.”

To Appraise and Investigate Property

“It’s part of my job to know current values on prop-
erties I may be interested in as loan prospects. Recently
of property that was in Paxton.
good look at it, and the trip
50 minutes in my Cessna air-

a friend suggested a parcel
10-odd miles away. but a
there and back took only
plane.”

“Air travel and viewing is the fast and easy way to
make a surface appraisal. too. Recently, as part of a deal.
I flew over a farm 35 miles out of North Platte. made my
office in less than three-

estimate and returned to my

quarters of an hour.”

To Speed Transactions

“One of my loans outstanding is in Sydney. Nebraska.
and I fly up regularly to audit my business with the
company.”

“Once, when a car in Kansas had to be repossessed. I
flew a driver out to the automobile location. The driver

A. Brady De Vore sells insurance over larger area

gol in the car and drove away. It was one of the quickest
repossessions on record.”

“One of my loans, a Denver company. is going through
a reorganization. So far, this has meant two trips from
North Platte for me, and the loan will require further
attention before completion.”

To Create Good Will

“Many a customer or prospect enjoys a fast flight with
me. And my experience has been that many of the air-
plane’s free-riders later turn into good friends and clients.”

Here’s What De Vore Likes
About His Cessna . . .

“The entire plane and everything about it.” was the way
De Vore and Scott said it. Then they added these factors:

Economy

“It was a plane we could decidedly afford to own and
operate.”

Easy, Stable Landings

A good many of De Vore’s landings are made on pas-
tures, through necessity, and his Cessna 170 “alwavs per-
forms well in this respect.”

Visibility

“Always good., even on tight landings.
windshield area.”

with the big
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BIGGEST SMALL LEATHER
GOODS COMPANY

Denver M. Wright

Wright Leather Specialty Company
8300 Manchester Road

St. Louis, Mo.

The Wright Company manufactures a complete line of
small leather goods for the advertising, specialty and gen-
eral retail trade. Billfolds. bridge sets, cases, and similar
items are their field—and they are the largest in it

Wright has two plants, one in St. Louis and another
at Doniphan, Mo.. about 200 miles from St. Louis—with
poor roads in between. Wright sales are made direct to
jobbers. most of which are located in large cities all over
the United States, Mexico and Canada.

How They Use Their Cessna . . .

To Ferry Parts and People

“With 200 miles separating the two Wright plants.
and those 200 miles rough twisting roads,” executive
Wright says, “Cessna makes all the difference in the world.
By air the trip takes an hour—by road four to five. Cargo,
(parts, raw materials. or machinery) may be the load one
trip: production experts or workers for emergency, the
next.”

For Special Selling

“Often a jobber will call or wire in the morning, ask-
ing that the Wright line be forwarded to him for examina-
tion. Then one of us (the Wrights — Denver. or sons
Charles B. or Jack, or the Sales Manager) will fly the
sample line up in our Cessna 195. Usually this is a matter
of a few hours, and the effect on the customer or prospect
is amazing. This has given the Wright Company a fine
reputation for service.”

For Straight Sales

“Twice a year, once around February and then again
in the early fall, we take to the air to show our new line
to jobbers from New York to California. While we can’t
hit every account. even with the convenience of air travel.
we do get to the major ones early in the season. which
helps to orient our production for the year.”

a1
L |

p

Denver M. Wright., Sales Managers Jack Wright and Thomas
Gough . . . a 1l-hour flight saves a full day

Good Will

“If one of us feels that a jobber has not been receiving
enough attention (with the possible result that sales in
that territory have slipped) we make a personal call. Often
part of the special contact includes a joy ride in our Cessna.
which gives a personal touch. and builds good will.”

For Pleasure Too

Wright, a famous big-game hunter. finds that his Cessna
increases hunting time in the field. And even if he does
not fly all the way, his Cessna gets him to the jump-off
point faster. The company also owns a small recreation
spot called ElI Rancho Rio. This pleasure spot is three
miles from the Doniphan plant. and they have bull-dozed
a landing strip 2000 feet long and 300 feet wide out of
the woods.

The Wrights Like Their Cessna . . .
For Added Power

Denver Wright says, “I usually use 607 of plane

power. ! enjoyv the feeling of having reserve at hand.”
For Real Comfort

“All of us (the Wright executives) find our Cessna 195
roomy and quiet. relaxing to fly in on long trips or short.”

Easy to Fly

“With the added visibility allowed by Cessna’s high
wing, and the sturdy dependable landing gear, we feel that
the Cessna gives extra value,” say the Wrights. And here.
direct from Denver Wright about his Cessna: “The best
airplane made for private and executive use.”
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FOOD RETAILING

Joe Bettendorf
Bettendorf Super Markets
5121 Manchester

St. Louis, Mo.

Super markets that are really super are the specialty of
Bettendorf, a native-born St. Louisan who started out in
1910 with one small store and now has a total of six in
the St. Louis area.

Operating on the policy that large population centers
need more than a normal super market. Bettendor{ erects
carefully planned combination stores that stock quality
products and delicacies in addition to normal needs and
staples,

Bettendorf has bheen flying for eight years. and his past
experience includes ownership of seven other aircrafl, four
of which were competitive to Cessna. Bettendor{ describes
his present Cessna 195 as “being the most economical plane

I have ever owned.”

He Uses His Cessna . . .
For Field Trips

“I feel,” says Bettendorf, “that observation of the way
the other man does can lead to a worthwhile way of doing
vour own job better. so [ am a constant ‘First-Nighter’ at
openings of other large food centers all over the country.
New York, Philadelphia. Boston, Cincinnati. New Orleans.
and Miami are only a few of my recent trips by plane. 1
fly to New York from St. Louis in a day. Get there in time
for dinner. I average at least 150 m.p.h. in my Cessna 195,
and always plan an ‘easy’ 1200 miles a day.”

To Attend Sales Meetings

Chain store conventions, conferences of food and meat
manufacturers and retailers. in fact any meeting that deals
with the selling of food products will have Bettendorf as
a visitor. “I attend about six of these meetings a vear

by plane.”

Chain Grocer Bettendorf . . . he moves fast

Beitendorf says. “I believe private flving to bhe much
more convenient than commercial airlines. and more safe.
In the three years that I have flown my Cessna 195 [ have
logged over 50.000 miles. 1 have practically no trouble
in the line of maintenance.”

He Flies for Pleasure . . .

Sajety

He calls his Cessna 195 the “safest single-engine plane
made.”
Meta! Construction

“Which wears better, constitutes another safetv factor.”

savs Bettendorf.
Landing Gear

“Sturdy and strong, excellent for rough landings.”
High Wing

“For the extra-good visibility in rough weather.”
And . . .

“The radial engine, with its 300 horse power plant.
and the constant speed propeller are additional plus values
in my Cessna 195, savs Bettendorf.
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LARGEST HOUSE-TO-HOUSE
BAKERY

James A. McBride
Omar, Inc.
1910 Harney Street

Omaha, Nebraska

Probably Omar Incorporated is the largest house-to-house
bakery in the world. At any rate. sales last year were
over 835 million. The firm supplies bread. sweet rolls, and
other bakery products to over 40 branch cities, serving
more than 3000 separate communities. Omar, Inc.. has a
deet of 1200 trucks—emplovs 3.400 people. While the
main offices and bakery are in Omaha, there are bakeries
in Peoria, Ill.; Columbus. Ohio; Indianapolis. Ind.: Mil-
waukee. Wis. And it is not unusual for an Omar Bakery
to supply bread and other products to towns 200 miles
awayv. Omar considers its operating territory to be the
<tates of Nebraska. lowa. Wisconsin, Illinois, Indiana and
ODhio. It is a big bakery after big business.

How the Cessna 190 Is Used . . .

For Top Brass Travel

“The V.ILP.s at Omar manage to make their presence
felt a good deal more. and further, by using their Cessna
to zel them around the bakeries. and to and from business
meetings in general. Policy meetings, and stockholder’s
meetings in  Delaware are examples,” says James A.
MeBride.
For Specialists Travel

“Omar is proud of its stafl level specialization. Feels
that top men, attached to headquarters, can do the best job.
This goes across the board: For accounting, personnel,
sales, production, and all other staff departments do a good
deal of traveling to maintain smooth functioning at the line
level. Engineering and construction people have been
specially heavy users of the plane. for 28 buildings have
heen completed in the last two years. But we keep depart-
ments interested in flying by the simple device of pro-
rating plane cost to all departments on a use-it-or-not basis.”
For Trouble Shooting

“When trouble develops in the field, home office men
aet there fast. On equipment breakdowns the plane gets
mechanical help to the sore point soon. In one case a new
registration statement was being drawn up for SEC. Com-
vany lawyers and printers were in Omaha, accountants in
Chicago. The forms were drawn up, printed, and put in

e

James A. McBride, Omar, Inc. . . . sales last vear over 35 million

our Cessna for Chicago at 1:00 a.m. By next morning. the
papers were ready for presentation.”

In Brief

The Omar attitude toward the use of a plane for their
business can be summed up in this statement. “We believe
we can insure a better operation. make more profit. by get-
ting out in the field with the men.”
A Typical Trip

“When Annual Report policy and figures had to be
compiled, the Public Relations Director and Secretary-
Treasurer went from Omaha to Milwaukee and held four
two and one-half hour meetings—then proceeded that night
to Columbus where on the following dav thev held two
more. And the following day went to Indianapolis for two
more meetings; on the fourth day on to Peoria. Illinois.
for another session. returning to Omaha that night. Omar
really gets use out of its Cessna. In three vears we have
logged 256.000 miles.”

What They Like About the Cessna . . .

Comfort

“Much of the Omar use of the Cessna 190 is multiple
passenger trips, and we talk business most of the time. The
pilot, Jack Maloney. reports that he has often heard com-
ment of the executives on the quiet of the Cessna. The
four-passenger plus pilot capacity of the plane is an impor-
tant point too, and the easy leg room iz important on long
flights.”
Large Aireraft Performance

“Speed that gets Omar people from point to point at
airline rate of travel. and good range so that frequent
refueling is not necessary are two other pluses the Omar
people appreciate.”
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SPECIAL SERVICE MAN
FOR TRUCKERS

William A. Landau
“Motor-Ways” Inc.
1307 East Walnut Street

Des Moines, lowa

Landau has built a business around providing cargo and
liability insurance for small lowa farmers. in addition to
which he procures Interstate Commerce Commission per-
mits for them when they cross state lines with their produce.

Like any insurance salesman, Landau finds that his
volume of business is in direct ratio to the calls he makes.
Yet his operation demands his presence at the office a
great deal of the time. This poses the problem of having
Landau in two places at one time! A problem he very
nearly manages to solve with his Cessna 170, for he has
flown 180,000 miles over the past three years, 72,000 miles
in the last year.

How Landau Uses His Cessna . . .
He Enlarges His Territory

“Once.” Landau says, “I felt that 100 miles was my
normal operating range. and counted on my volume to come
from within this radius. Now, by using my Cessna, | con-
sistently operate in a territory twice as big, have more
prospects, get more business.”

“On the spot sales to farmers constitute a major part
of my volume. and I catch ’em where they are—by landing
my Cessna on the best and most available field to their
home. They will always stop to talk, the novelty of the
plane gets ’em.”

Good Will

“I find that my Cessna is a wonderful sales tool in rural
and farm communities. Even if the farmer has flown hefore.
nine times out of ten his wife and children havent. And.
even if the sale is not consummated just then, many times
the farmer will give his business later to ‘That fellow with
the airplane’.”

There’s a Twist

Landau says he is “getting too old for steady driving
in a car.” Finds that getting to and from his calls in his

" L

William A. Landau doubled his territory

Cessna is not only less time-consuming but definitely less
tiring. And for another small extra, Landau says that much
of the time he had to spend drinking with clients has been
cut short. “can’t drink and fly both. vou know.” is what he
tells them now,
Typical Trips

For a 9:00 a.m. appointment in Chicago, Landau leaves
Des Moines at 7:00. Even with airport-to-town time in-
cluded he makes it with ease. Another frequent call for
Landau is Lake City. Iowa, which, since Landau does not
like to drive over 10 m.p.h. is a two and a half hour drive.
Now, by plane it takes an hour. “One of the advantages
of flying is the surprise factor in a sales call. I call a
prospect, tell him I will get there in an hour, and actually
be there in forty to fifty minutes in my Cessna 170.”

He Likes His Cessna . . .
For Its Rugged, All-Metal Construction

“With the day-in, day-out usage that I give my Cessna.
it is constantly exposed to the weather. I feel that my
Cessna stands up much better than fabric-covered planes.
and there can not be any rodent damage.”

Sturdy, Dependable Landing Gear

“No small point to me, with my constant landings in
pastures, corn fields, and impromptu strips, is the expan-
sion factor of the Cessna landing gear. Its rugged flexibility

gives an added safety margin to barn storming landings.”
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SHEET METAL AND AIR HEATING
CONTRACTOR

Dail Conaway
Conaway Furnace Company

2568 South Broadway

Denver, Colorado

From $7.000 to $350.000 gross a year in 12 short years is
the dramatic story of the Conaway Furnace Company—
specialists in furnace installations, warm air heating. and
sheet metal fabrication.

Ninety-five per cent of this firm’s business goes into
private homes. and hustling Dail Conaway finds that his
Cessna adds range of operating opportunity to his con-
tracting.

How Conaway Uses His Cessna . . .

On Out-of-Town Contracts

“Housing projects in Bismarck. South Dakota; Worland
and Casper, Wyoming: and Sterling, Colorado, (in addi-
tion to my local activities in Denver) I find flying about
the only way I can keep all projects moving at once. I
usually leave a local manager on the job. then fly up often
to solve problems. watch progress.”

Takes Refresher Course

“I do a great deal of business with the Lennox Furnace
Company. which gives a one-week course in proper installa-
tion of their heating equipment. T ordinarily do not call
on myv manufacturers, but I intend to attend the course in
Marshall Town, lowa, this year because my Cessna airplane
will give me the extra time.”

Builds Contractor Good Will

“I take my prime contractor contacts and other builder
friends for short airplane hops around Denver. This gives
them a chance to see the actual housing developments
from the air and creates good will.”

For Vacations Too

Conaway manages to keep close contact with his wide-
spread family, through the speed and ease of flying. He

10

Dail Conaway says, “Every minute saved cuts overhead”

has brothers and sisters in Smith Center, Kansas. with
whom he keeps in contact, and he makes about four trips a
vear to Owensboro. Kentucky, to see his sister. This trip—
1300 miles by highway—is only 1000 air miles, and takes
Conaway only eight hours in his Cessna 170.

Provides Extra Service

“When I go out on a new job in myv Cessna it's not at
all unusual for me to take along tools that weigh about 80
pounds, plus an assortment of parts that I might need.
Then, too. T can fly my crew in—and with mechanic’s pay
at 82.45 an hour. every minute saved cuts overhead.”

Here Is What Conaway Likes
About His Cessna . . .

Cessna’s All-Metal Construction has a particular
appeal for Conaway. “I have seen many an airplane

chewed up on the ground by a Colorado hailstorm.”

Extra Visibility is a plus point also. “Comparison
with other aircraft has proved to me that Cessna’s extra
viewing area really helps.”

Cross-Wind Landing Gear

“When vou land on as many improvised strips as we
do out here. a good many of vour landings are cross-wind,
o 4 o

and the Cessna landing gear really pavs off.”
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DISTRIBUTORS OF IRRIGATION
EQUIPMENT

A. W. McCullogh
Irrigation Equipment Company
3521 Blake

Denver, Colo.

Irrigation Equipment manufactures the heart of the unit
they market and install. In their factories they produce
couplers. valves. elbows. and other necessary fittings. Home
office for the company is Eugene. Ore.. with a branch
office in Denver. Soon to come are branches in Hacketts-
town. N. J., and Memphis, Tenn.

In 1949 McCullogh bought a Cessna 140, and in a
single three-day trip he sold $35.000 worth of equipment
in calls on seven customers. This trip alone. made when
he was working for the Farm Improvement Co., more than
paid for the airplane.

In 1950. when he joined Irrigation Equipment as Gen-
eral Sales Manager. he purchased a 170, flew it 48.000
miles in the first year.

McCullogh and Irrigation Equipment
Really Use Their Cessna!

For Sales

“In September I flew all over the southeastern portion
of the U.S.A.. blanketed the area. 1 picked up local
dealers in their territories., landed on farms, in pastures.
made calls from sun-up to sun-down. Much of the weight
in this business is on service. The equipment must be well-
installed and maintained after the sale, and much of the
Cessna’s use in the field is on call-backs to insure satis-
faction.”

For Prestige Contact

“I carefully nurture relationships with agricultural
schools, county leaders, model farmers, find that this con-
stant missionary work promotes sales by word of mouth.”

He Hauls Parts

“I find the Cessna is a handy, rapid way to get re-
placements to a customer fast, and the extra service is
appreciated.”

He Flies Prospects
“Flight-seeing is a dramatic way to point out the dif-
ference between irrigated and dry land. The prospects

enjoy these combination joy and business rides.”

11

A. W. McCullogh gets to and from draught areas faster
and at low cost

He Makes Long Hops

“Draught areas—thankfully for the nation’s good—are
usually far between, but they are the best markets for my
business. The Cessna gets me to and from them faster.
and at lower cost per mile.”

He Makes Movies

“Just completed is a film entitled ‘Conservation Irriga-
tion.” To complete the necessary footage 1 flew over the
ent're eastern U. S., the Rio Grande region. and the Middle
West. With me went 500 pounds of equipment and the
camera-man. In two months T accomplished what would
have been 18 months’ work by any other method of travel.”

“The calls 1 made around Los Angeles. Texas. and
Louisiana alone would have taken 18 davs by car. By
air they took four days.”

“In scheduling long swings. | estimate 25°¢ more time
than flight plan shows. Even so. I find that saves 50/ in
speed, as opposed to any conventional method of trans-
portation.”

Here Is What He Likes
About His Cessna . . .

The Landing Gear

“I find Cessna’s patented landing gear sturdy and
dependable, particularly on rough fields.”
The High Wing

“Outstanding visibility and stable flight performance
of the Cessna I attribute to the high wing.”
Roominess

“With a big man like me (over six feet, just over 200
pounds) space and comforl are essentials.”
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HEAVY CONSTRUCTION

Glenn 1. Voyles

Inland Construction Co.
3867 Leavenworth
Omaha. Nebr.

Inland Construction specializes in heavy building of basic
structures. Their operating area includes Kansas, Nebraska.
North and South Dakota, Wyoming. Colorado. and Idaho.
Bridges, highways. airports. tunnels, sewer systems all over
this territory carry the Inland name.

With branches in Wichita, Kansas: Miles City. Ne-
Rapid City. South
Dakota; and six vice presidents of the firm using the plane

braska; Cheyenne, Wyoming; and
in addition to Voyles, it's easy to see how the Inland Con-
struction Cessna easily logged 75,000 miles in a vear on

business alone.

How Inland Uses Its Cessna . . .

To Run the Company

Says Mr. Voyles: “By keeping in constant contact with
each of the branch offices, I almost manage to be in more
than one place at one time. And I find my Cessna 195 in-
valuable for getting me from branch to branch so that I
can readily be available for policy decisions. Since no
scheduled airline connects Wichita with Omaha, my plane
saves valuable time, cutting a day’s drive to an hour and
a half flight time alone.”

To Visit Jobs in Progress

“With multiple construction going on. and crews and
equipment in as many as ten locations at one time, it is
almost essential.” says Voyles, “that I am able to observe
progress, local weather conditions, and equipment utiliza-
tion, so that the entire Inland operation can be kept
balanced.”

To Expedite in Emergencies

*Costly and time-consuming breakdowns in the field
can often be averted or quickly corrected when Inland’s
Cessna is used to fly spare parts or skilled mechanics right
to the location. Often parts are not readily available. and
our Cessna is flown to get them in addition to delivering

them. Since many large state and municipal contracts carry

13

almost more than one place at a time

Glenn I. Voyles . . .

a time limit clause with penalties for lag: and since crews
stand by idle if equipment is disabled, any contribution to
continuity represents a saving in overhead.”

For General Sales and Contact Work

Voyles continues: “Much of Inland’s business is let from
the state capitols, or from the municipality involved: and
I find it well worth while to be on hand before and after
bids are opened and accepted. Conventions and personal
contact play a large part in the sales picture too. and
Inland often flies a group of executives off to a convention,”

Why They Like Their Cessna . . .
Serviceability

“The Inland Cessna required no service at all for a full
850 hours of operation, and since then maintenance has
been normally low, easy to obtain, and low in cost.”™ Vovles
states.

Comfort

“With as many as four people plus the pilot riding in
the plane, the 195’s roomy comfort and noise-free flight
is important. Then too, sponge-rubber, upholstery. indi-
vidual ash trays, and improved cabin ventilation make

longer trips less wearing.”
Sturdy Dependability

The Inland pilot, Walt Williams. says. “I am particu-
larly pleased with the 300 horse-power Jacobs engine, the

service ceiling of over 18,000 feet, and the 1200 ft. per
minute rate of climb.”
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STOCK FARMER

Frederick Fisher
Villisca, Iowa

Fred Fisher operates four farms with a total acreage of
660 acres. They spread as much as 16 miles apart. and
two of the farms are seven miles south of his house. The
pasture for cattle grazing is 16 miles away. and it is here
that he fattens up the 300 head that he keeps as normal
stock. In addition to this feeder cattle raising. he has 300
hogs that go to market each year. and corn, oats and wheat
to he raised as feed.

Fisher Uses His Cessna . . .
On Buying Trips

Fisher states, “I find that my 170 is invaluable in get-
ting me to stock sales quickly and conveniently with a
minimum of time away from the farm. For example, one
Sunday [ flew from Villisca to Springfield, Mo., a distance
of 320 miles, in two hours and forty-five minutes. Leaving
at 6:30 in the morning I arrived in time to pick up 47
prime head and be back at the farm in time for noon
dinner.”

To Check the Farms

“With my properties separated. I find my Cessna air-
plane a boon for the everyday chores of keeping an eye
on my windmills, counting groups of cattle, spotting signs

of erosion. and seeing where standing water has accu-
mulated.”

To Round Up Strays

Fisher says, “In the old days I just walked and walked
and walked. Now I simply spot strays from the air. land
in a nearby pasture, and drive them out of the field.”

Trips to Town

“When spare parts or supplies are needed in a hurry.,
[ get in my plane, radio ahead for what I need and pick
it up at the airport with no lost time.” says Fisher.

14
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Frederick Fisher . .

. his Cessna a boon for the everyday chores

And for the Family Vacation

Not long ago Fisher, Mrs. Fisher, their 16-year-old son
and 13-year-old daughter flew to Port Huron to visit rela-
tives. “The trip took five hours by air, as compared with
normal driving time of two days.” Side light on the
pleasure side of owning an airplane., Mrs, Fisher says, “I
intend to learn how to fly so that I may go to Omaha for
my shopping.”

Why Mr. and Mrs. Fisher Like

Their Cessna . . .

Mrs. Fisher finds that she has “absolutely no air-
sickness in their Cessna—this was not the case in another
light aircraft we rented occasionally before the purchase
of our new plane.” Mrs. Fisher finds the 170 easy to get
in and out of because of the bigger. wider doors. Mrs.
Fisher likes the decor, her friends have commented on the
upholstery and trim. And Mrs. Fisher likes the big.
roomy luggage compartment that’s easy to use.

While Mr. Fisher likes the low maintenance costs.
And the outstanding visibility, made possible by Cessna’s
high wing. And the easy comfort that suits all four Fishers.
And the quiet of the Cessna as compared with other air-
craft of its type that he has owned or flown in the past.
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WILD LIFE CONSERVATION
Ken Milyard

Colorado Game and Fish Commission

1530 Sherman Street

Denver, Colo.
Like the majority of fish and game commissions in the
U. S.. ‘Colorado’s bureau is primarily responsible for the
of wild life in of

predatory animals; and the enforcement of hunting rules,

conservation the state: the control

To aid in their duties, they utilize three aircraft. The
Commission’s experience with the practical use of airplanes
goes back to 1940. when they started chartering planes on
a contract basis. In 1947 they bought their first Cessna.
a 120. then added a 140 in 1949. Later in "49 they traded
the 120 in on a 170, which they have since replaced with
a 1950 model.

They Use Their Cessna 170
As an All-Purpose Plane . . .

For Beaver Drops

To keep the beaver population of the state halanced.
two pairs of beavers are taken from crowded areas. then
dropped by parachute in a sparse spot. The door of the
Cessna 170 is removed, and the boxed beavers released at
300 to 800 feet of elevation (depending on terrain). The
chute opens automatically by static line. and the box
springs open when it hits the ground.

For Big Game and Water Fowl Counts

The Commission surveys trend areas in their Cessna
170. These areas, 25 to 75 square miles in size, are counted
once a month. October through March. The results inform
the Commission which species are increasing, which are
decreasing.
To Determine Sex Count

Big game herds must have good balance of male and
females or the herd will stagnate and deteriorate. When it
does. changes in population shifts become necessary. Sex
count information helps biologists chart fawn and calf crop.
Help in Emergencies

Search work for over-due hunters; drops of food and
warm clothing to parties that are lost or snowbound: and
actual pick-ups (landing on windswept slopes when there
is snow to be contended with) are a few of the ways that
Colorado uses its Cessna for emergencies.
Elk and Antelope

“If food is scarce elk come into farming areas, eat
from hay stacks. This makes state liable for farmers’ losses.

Ken Milyard . . . his airplane invaluable for conservation

so elk are buzzed off by the Commission’s 170 airplane.
Antelope are trapped for transport into areas where they
are scarce by buzzing them into wire enclosures, from
which they can be trucked to their new location.”
Executive Transport

“With fish hatcheries to be checked and land deals to
be made—the Commission counts on its Cessna to get the
men there and back fast. Typical trip: Two members of
the Commission went to Durango. They left Denver at
6:00 a.m., were back by one that afternoon. It would
have been a four-day trip by car.”
Fire Patrol

While not a true part of their function, the Commission
often checks suspicious areas at the request of local
rangers.

They Like Their Cessnas for . . .

Excellent Slow Flight Characteristics
And they find the speed range good.
High Wing
Invaluable for conservation.
Economy
“We find our Cessna uses only seven to eight gallons
of gas per hour.”
Performance
Excellent stability in the air: outstanding on rough-
field landings.
Maintenance

“*We have no trouble with the 170 and we have flown
Cessnas over 60.000 miles without maintenance trouble—
over three times around the world.
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AUTOMOBILE CARRIER

R. H. “Rocky” Hall

Western Auto Transports, Inc.
430 South Navajo

Denver, Colo.

Ever seen those big double-decker auto trailers that carry
Well. “Rocky™ Hall of Western
Auto owns about 200 of them. From Detroit to points
west . . . Cedar Rapids. Salt Lake City, Los Angeles and
San Francisco, he hauls two to three thousand automobiles

new cars from Detroit?

a month. The dealers he services—some 500 in all—cover
Utah. Colorado, Wyoming, Idaho. Nevada. Oregon and
California.

Hall Uses His Cessna . . .
To Maintain Contact with His Dealers

“When you are spread over seven states and the large
size. Western Variety to boot, getting around can be a
problem. Personal flving allows me to keep in touch with
my widespread contact points. trouble shoot, create good
will, and smooth out procedures.”

To Get to the Source

In Hall’s case. Detroit. “By air I can wing up and see
Packard. Hudson, Chrysler. Plymouth, or any other manu-
facturer as circumstances call for the trip—at my con-
venience, and in good time.”

To Really Cover Ground!

“With a territory as large as my stamping grounds to
zet _around, scheduled carriers just couldn’t produce a
suitable itinerary.
and money-wise for me to get about the Cessna Way.”

It’s profitable, and easier, both time

For Vacation Pleasures

Keeping up the Hall pace calls for relaxation to match.
Acapuleo, beauty spot of Old Mexico. suits R. H. Hall.
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R. H. “Rocky™ Hall travels at his convenience and in good time

“By llying I get down in two davs time in my Cessna, save
precious days for pleasure.”

Typical Business Trips

“After departure from Denver, Sunday morning. 1 hil
Leave for
Detroit Monday morning and stay the week there. Fly to
Joliet Friday morning, stay a few hours. and then fly on
to Cedar Rapids and home to Denver for the week-end.
My Cessna gives me more time for business and pleasure.”

the Clinton, Towa. Terminal that afternoon.

Hall is his own pilot, and an expert one. Denver to
Cedar Rapids he flies non-stop in four hours. It is 780
miles. Denver to Joliet is four hours and fortyv-five minutes
non-stop. And Denver to Detroit. with a stop at Des
Moines, averages seven and a half hours.

What Hall Likes
About His Cessna . . .

“The comfort and roominess of my 190 are big factors
with me. And I like the big baggage load capacity too.”

“Extra range is a large plus in my book also. because
of the ground I have to cover.”
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FIELD AND STOCK FARMER

B. F. “Bernie” Krueger
Baxter, lowa

Krueger owns and operates a 1400-acre farm at Baxter.
He owns 100 head of cattle and has tenants who raise hogs.
and he grows his own corn, soy beans, clover and alfalfa
crops. Krueger’s secret of success is to combine stock and
crops [or best operating margin. Krueger produces his
own calves. fattens and sells his own stock in Des Moines
and Chicago.

The Krueger background with Cessna stretches back
to 1916 when he bought his first 140. In 1947 he added a
190—later trading it for a 170. And replacing his orig-
inal 110 with a new one. In 1950, he traded in the 170
for a new model o that today he maintains both a 170
and a 140.

Krueger Uses His Cessna . . .
To Locate His Cattle

Krueger says, “In late summer and fall, stock frequently
stray from their grazing pasture and get lost in the corn
fields. Here the cattle destroy crops or over-eat, bloat and
sicken. While they are hard to locate on the ground they
can be seen easily from the air and returned to grazing

points.”
To Negotiate Land Deals

“In 1950 I used my Cessna airplane to hop up to Al-
berta. north of Calgary. where I owned section land. I
successfully negotiated the sale of this property.”

To Expedite Repairs in Field

“Last summer, when a vital part broke down in a badly-
needed mowing machine. I flew to Melbourne, Towa; I
landed my plane on a strip directly behind the implement
supplier. picked up the spare parts, flew back, and had
the mower in action in hours. Naturally, this saved me

much time and money loss.”

To Watch His Crops

The Cessna 170 allows me to observe growth progress:
detect “wel spots” which require immediate drainage: spot
bad soil erosion, and diagnose contour farming problems.”

20

B. F. Krueger locates stock strays on 1400-acre farm

To Attend Sales

“After hearing about a cattle sale in Manley. Towa, at
noon, I flew two friends up in 45 minutes. The trip would
have taken three hours by car. Cessna’s air speed helps me
keep abreast of stock shows, prices and market trends in
distant cities.”

For Pleasure Too

“A vice president of ‘Flying Farmers. I get pleasure
out of attending meetings in my Cessna in San Antonio.
Abilene, and Corpus Christi. I fished in Minnesota. visited
my daughter in Denton, Texas. 600 miles awav. while she
was there attending school. Once I flew the local minister
to Huron, South Dakota, for a sermon.”

What He Likes About His Cessna . . .

“I have never seen a plane with better visibility.”
Krueger. And he adds that his Cessnas “get off’
fields quickly, have slow landing speeds.

Plus:
Easy to fly . . .

Stable upper wing . .
Excellent landing gear.

says
* short

Special Interest:

Krueger says, “I keep a low frequency receiver in my
living room for weather reports: use a Mitchell A\'igamr-.
Omni and low frequency receiver that helps me hit cloud-
bound landing fields right on the head in my Cessna
airplane.”
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FARMER

Harold E. Luhrs
Box No. 56

Rockport, Missouri

Harold Luhrs has an 800-acre farm near Rockport. with

300 acres kept as permanent pasture for the 200 head of

cattle that he raises. The other 500 acres he plants in corn,
alfalfa. wheat, oats, and sweet clover,

About 35 miles west of Rockport, in Nebraska. Luhrs
has another 80-acre farm. while in the Rio Grande Valley
of Texas he shares ownership of a 40-acre farm with his
sister.

He Uses His Cessna to . . .

Check Pastures

“I count my cattle, inspect my fencing for holes and
rotting posts, get a quick look at general conditions in a
ten-minute flight.”

Look for Erosion

“After rain, I find it worthwhile 1o see where water has
accumulated. make notes on where to supplement drainage.”

Keep Touch with his Nebraska Farm

“Twice a week I fly over the Nebraska acreage, drop
100-pound salt cakes to the cattle, check the herds, and
spot strays.”

Get to Market

“Buying and selling is a constant activity in stock farm-
ing. With 500 hogs as
of the market. Trips to
like Valentine and Burwell. Nebr.. and Kansas City and
Saint Joseph. Mo., are faster and easier in my Cessna.”

steady stock I like to keep on top
stockyards and stock sales in towns

Buy Parts and Equipment

“With a parts company right next to the airport, I
manage repairs quickly and easily by transporting parts
in my Cessna. One trip my load (of tractor and combine
parts) was 400 pounds. Another trip was to a farmer 12
miles east of Lawrence, Kans., who had a tractor for sale.”
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Harold E. Luhrs counts cattle. inspects fences in his Cessna

As General Transportation

Luhrs said, “Actually, I could get along without a car
easier than T could get along without the plane. And if
you look over my log you can see why. I make trips to
visit my sister in St. Louis, my daughter. Nancy. who is in
Colorado Women’s College at Denver, and daughter Peggy,
age 17, who is taking voice lessons in Omaha. It's easy to
see how I pile up 250 hours a year on myv 170 without even

trying.”

Luhrs Finds His Cessna 170 . . .

Easy to Land

“Easy to land—and equally easy to take off. Essential
for farm flying where most landing strips are rough.”
Easy to See From

“Because of the high Cessna wing. And the broad
windshield visibility is excellent.”
Stable

“Both on landings, because of Cessna’s sturdy vet
flexible landing gear, and in the air, the Cessna 170’s extra
power and lack of yaw help give big ship performance.”
Roomy and Comfortable

“Easy to transport parts or people in.”
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BUSINESS AND INVESTMENT
REALTORS

J. Paul Neal and Paul Neal, Jr.
Neal & Company
202 Kresge Building

Des Moines, lowa

J. Paul Neal and his son, Paul, Jr., operate a business and
investment realty company which handles commercial and
industrial real estate such as office buildings. factory prop-
erlies. industrial sites and large farms.

Say the Neals: “The first year we owned a Cessna 170.
we made four extra sales that paid the cost of the airplane.
Paul Neal. Sr., says, “This business
would na6t have been possible without the services of our
Cessna 170.”

Neal. Sr., became interested in flying while his son was
taking flight instruction in Des Moines. five years ago.
After both men had learned to fly, they purchased a plane.
Now—four planes later—the Neals are piloting their
Cessna 300-500 hours (or about 42.000 miles) a vyear.

three times over!”

They Use Their Cessna 170 . . .

For Personal Contact

For personal contact with corporation prospects, insur-
ance men. real estate brokers, etc. Sometimes, these are
out-of-state calls. “Long trips in our Cessna may be made
in a minimum of time, leaving maximum time in the office.”

To Appraise Property

“I frequently like to see and evaluate a particular piece
of property before I agree to handle it. On one job I used
the plane to appraise land T ordinarily would have con-
sidered too far away to handle. later sold it for $168.000.”

Show Customers Property

“When large expanses of land are under considera-
tion. we display it to prospective customers from the air.
Ground-level inspection could not be as thorough.” say
the Neals.

Photograph Sites

“Property for rental or sale is often color-photographed
from the air in our Cessna. Transparencies are then shown
to prospects at their desks. A dramatic, convincing device
to help close the sale.”
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Paul Neal and son use their Cessna to operate
real estate business

Vacation

“We enjov North Dakota fishing trips in our Cessna
170. Sometimes we combine business with pleasure, investi-
eate deals on the wayv. We have been held up by weather
only once during the time we have owned our Cessna.”
Typical Trips

Des Moines to Sioux City—200 miles by road, takes
four hours by automobile. By air. it's only 150 miles.
takes the Neals one hour, 20 minutes.

Des Moines to Mason City, lowa—a 100 mile trip. The
Neals fly up and back in less than an hour.

What the Neals Like About Their 170 . . .
Simplicity of Design

This means low maintenance, dependable operation or,
as Mr. Neal, Sr., states it, “No temperamental equipment
to get out of kilter.”
The Spring Steel Landing Gear

“The spring steel landing gear on the Cessna 170 pro-
vides comfortable. safe landings on major airports. small
fields or rough. unprepared sod strips.”
Freedom in Scheduling Trips

“Most of our flights are planned on short notice. Many
of them could not be geared to current airline schedules:
thus. we appreciate the freedom of movement our Cessna
offers us.”
Relaxation

“We arrive at our destination relaxed. refreshed, ready

to do business. It's a great asset in approaching the sale . . .
one we didn’t enjoy when we drove.”
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CATTLE RANCHER-
WHEAT FARMER

John H. Ferguson
Strasborg, Colo.

When run a 20.000-acre ranch, with 1,000 head of

prime Herefords roaming all over your range. it doesn't

you

take long to start thinking in terms of distance.

Ferguson’s main summer range. for example. is in the
Sand Hills of Colorado. It takes a good hour and 20 min-
utes of rough riding in a pickup truck to reach it. Same
distance and same location—but traveled in his Cessna—

an almost unbelievable ten minutes.

Ferguson Uses His Cessna to . . .

Check Over His Property

“Low flying over grazing land and pastures gives me
a chance to see that my windmills are pumping water to
the stock: that my fences are in good repair: that pasture
area is holding up. In the past, checking the flow of water
alone took hours of hard driving over a rough 100-mile
route, Today I do it by air in 50 minutes.”

Round Up Strays
“I can recognize my own herd from the air. I can spot
one of my own yearlings in a herd of a hundred other

l‘()\\'S.“

Fly to Market
“Knowing when to sell is half the game in cattle ranch-

ing, and I find my 170 a wonderfully fast and convenient
way to get to Denver and see the state of the market.”

Run in Supplies

“No matter what the weather, there is no problem with
supply if you have a Cessna, particularly if it has skis for
winter flying. Equipment repairs get accomplished faster
too. if you use your Cessna to fly the parts in.”
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John Ferguson checks the oil in his Cessna 170.
preparing for a flight to Denver

Increase Leisure Time—Have Fun the Flying Way

“With my wife Ivol, and daughters Barbara Jean. 15,
and Donna Sue, 8, I find vacations fun. even when they
are far away. The entire family got to California last vear.
and quite often I take my wife to Flying Farmer "Flyv Ins
in cities like Columbus, Ohio, or Stillwater. Okla.”

He Likes His Cessna Because . . .
Sturdy Landing Gear

“Its landing gear is sturdy and dependable. important
when you must make landings constantly on rough terrain.”

Quick, Easy Take-offs

“Take-offs are quick, easy. This is a real safety factor
in hilly country where extra wing lift like Cessna’s really
helps.”

Real See-ability

“Visibility is tops. The high wing and wide windshield
give a man real see-ability, necessary for scouting like

[ do.”
Ferguson Says:

“That airplane doesn’t owe me anything! My Cessna
170 replaces a man and a truck, needed for range riding
alone.”
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METAL WORKING

Edwin S. Beal

Collis Company
2005 South 19th St.
Clinton, Iowa

Collis manufactures three general types of products, Small
machine tools. refrigerator shelving and wire products. and
screw machine products. Customers for refrigerator prod-
ucts include International Harvester in Evansville. Ind.;
Gibson Refrigerator in Greenville. Mich.; Coolerator in
Duluth. Minn.: I11..

companies,

Admiral in Galesbure. and other

For its screw machine output Collis has a list of
about 150 companies, most of them within a 150-mile
radius of Clinton. General machine tool customers. how-
ever, number about 1500, and are spread all over the U. S,

and Canada.

How Collis Uses Its Cessna . . .

For Important Calls on Suppliers

“The old days are over—and once more the customer
almost has to call on the supplier, if he is to keep his
plant running smoothly. Beal, or one of two other Collis
men. both of whom are ex-military pilots, frequently call
on steel people by airplane in Chicago, Ill.; Gary, Ind.:
Kokomo, Ind.; or Peoria, Ill. “Without this special expe-
diting with our Cessna 190. it is doubtful that 1 would be
able to fulfill my company’s obligations, many of which
are Governmenl contracts at the present time.” Beal states.

Calls on Collis Customers

“The refrigerator business is unique in that all parts
and sub-assemblies must be available for production before
a new model is started. It is necessary that I get shelving
to the producers before their line starts rolling.” says Beal.
If this is not possible Collis strives to get it there in time
for end-of-line installation. Failing to accomplish this costs
Collis back charges, plus shipping costs, and quite often
our Cessna plane is used to get shelving to customers in
time to meet production
penalty charges.”

deadlines. saving punishing

For Trouble Shooting

“In an actual case last vear, a St. Paul refrigerator
manufacturer informed us that a shipment of parts was not
up to specification. There was no time to return the faulty
pieces, as production was scheduled to begin. We pulled
the fat out of the fire by flying three men to St. Paul in

our Cessna, where they altered the component parts so
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Edwin S. Beal uses Cessna 190 to pick up customer
for visit to plant

that they were suitable for use. This action saved thousands
of dollars in back charges and freight costs. And of course.
allowed the customer lo run on time.”

To Pick Up Customers

“Many important Collis customer representatives fly
into Chicago by commercial airline. Rather than let them
cool their heels until standard transportation to Clinton
(none too good at best) is available, I use my Cessna to
ferry them back and forth. It is not unusual either. for
me to go directly to the customers (or the suppliersi home
base and pick them up, returning them home when busi-
ness is completed.”
And a Word About Values

Beal has kept no detailed breakdown on maintenance
figures for the Collis Cessna. And in point of fact. does
not plan to. For to paraphrase his own words. "When we
need it. we need it bad, and nothing can substitute for it:
while at all times it's a magnificent timesaver and won-
derful convenience.”

What Beal Likes About the Collis Cessna

Stability—*1 find that the new Cessna high-level wing,
which actually suspends the plane in the air. makes for
sturdy big-ship flying.”

Comfort—"“My airplane’s roominess and s=olid com-
fort that compares with, and betters. commercial airline
My busy schedule that
calls for over 48.000 miles of Cessna operation per vear.”

accommodations suits me to a ‘T".

Is a Rugged Plane—Beal says, “My Cessna flies well
under all conditions, has that little extra power reserve
that’s invaluable.”
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