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 Leasing is available 

on all hardware and 

software purchases 

and upgrades!!!

 

Save 

Money 

Now!  

Refer a dealer to us, 

should they decide 

to purchase our 

software, you will 

receive a free 

month of support. 

There is no limit to 

how many referrals 

you can send us! 

Custom order all your hardware needs right 

from Softpower. Talk to our technicians about 

your business and then have us customize a 

network just for you. 

From raid servers to basic workstations, from 

printers to VPN’s, we can help you setup your 

network without having to purchase more than 

you need to. 

Call us now for a quote! 

1111----800800800800----535535535535----4031   ext. 1204031   ext. 1204031   ext. 1204031   ext. 120    

    

 

 

Check out our new 

Cross Reference 

Software! 

www.softpower.com 

See article in this 

newsletter! 

“SoftX” Cross Reference Software 

Are you tired of looking up a part number 

only to find out that it is out of stock, then 

to find out after the customer left that you 

had an aftermarket part in stock that you could 

have sold in place of it? 

Well we have developed a tool to help all dealers 

with this problem. Softpower’s “SoftX” cross refer-

ence software can change how you sell your parts! 

Just type in the part number, then see the after 

market parts that can be sold in place of this part. 

Software comes with Briggs, Tecumseh, and Kohler 

price files. Other files can be purchased separately. 

Say good bye to lost sales! Call today                    

800-535-4031 ext 120. 

 

What sets EXPO apart from all other shows for 

your industry? The 20–acre outdoor demon-

stration area! It is adjacent to the indoor exhib-

its, within easy walking distance and open 

throughout the show. 

The  Indus tr ies  L arges t  
Showcase  For :  

Outdoor power equipment, distributed through 

dealers, retailers and distributors for consumer, 

professional and rental use 

Lawn and garden products/ outdoor leisure 

items, distributed through home centers, deal-

ers and retailers 

Light construction and landscape equipment 

used by general contractors, landscapers and 

golf course superintendents 

For more information go to www.expo.mow.org 

 

Dealers who want to get down to business 

won’t want to miss the Dealer Back Porch 

Sessions, presented by the Outdoor Power 

Equipment Institute, Inc. (OPEI). Learn 

from your colleagues in informal discussions 

on the show floor each day. 

The International Lawn, Garden , and Power Equipment  Exposition 

Visit Softpower at Booth#1265 

OCTOBER 14th,15th & 16th 2005 
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To Reprint An End Of Day (EOD) Report That Doesn’t Show In The Reprint Screen 

Minimize all programs so you are looking at your desktop Double click on My Computer Double click on C:\ Double click on the 
SPOWER folder. Once the spower folder is open, go up to VIEW and select DETAILS 

Then go back up to VIEW and select arrange icons by type. You will now be looking in your spower folder. Look for files that start with 
EOD they will have some numbers after the EOD, once you find the files EOD, look at the date to find the day end report you need to 
print. Double click on EOD report and “an open with “will come up. Select Word Pad. This will open your EOD report so you can now 
print this report by going up to File and down to PRINT. 

“Dealer to Dealer” For Sale/Wanted: 

FOR SALE: We have old NOS Pioneer, Sach-Dolmar, Homelite, Echo, and Lawnboy Parts.                                           

Please email   holdenhw@knoxy.net 

FOR SALE: Preprinted work order forms for your Softpower program. Order online at www.softpower.com 

FOR SALE: Ribbons for your Star Receipt Printers. Order online at www.softpower.com 

WANTED: More dealer products to advertise here!!! It’s Free! Email Pam at pevankow@softpower.com 

FOR SALE: Many old and obsolete parts available for Poulan, Homelite, Lawnboy, Wico, Ariens, Poulan, Remington, 

Oregon, & Clinton. Email parts@markwilliamsoutdoor.com for details. 

FOR SALE: Lots of old parts for McCulloch saws and trimmers. Please email to:  edslng@mchsi.com 

(800) 535-4031 

Computer Usage, Then versus Now 

 

   Power Equipment Trade (PET) magazine recently reported on dealer computer usage, based on results from PET's 

2005 Dealer Survey. According to the survey, 85% of power equipment dealers now have a computer in their business, 

roughly doubling the 42% of dealers who owned computers when the question was initially asked in PET's 1992 Dealer 

Survey. 

   Of those dealers owning computers, usage has increased significantly. According to PET's Dealer Surveys, in just the 

past five years, dealers using computers to handle service department procedures such as work orders and technician 

records has gone from 41% to 51%. Dealers using computers to manage whole good inventories has jumped from 44% to 

59%, and those with computerized parts inventories went from went from 58% to 67%. The biggest jump? Warranty 

claims. Realizing an immediate return with quicker payments and fewer errors, the number of dealers filing warranty 

claims via computer has skyrocketed from 32% in 2000 to 70% today. 

Thank you to Dan Shell at Power Equipment Trade for this information.  You can visit them at www.poweret.com 

Quote for the Month: 

“Teach once, delegate often. Never teach, 

and you’ll always have to do it your-

self.”—George Lumsden, Getting up to Speed: 115 

Quick Tips for the New or Future Manager 


