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Introducing the Omega Manhattan.
The finest Swiss quartz chronometer
money can buy.

Water-resistant. Available in stainless
steel and gold, 18K gold, or stainless steel.

To find out where you can acquire one,
write to us. We're at 301 East 57th Street,
New York, New York, 10022.

Two floors above Rolls Royce.

@)
OMEGA

In Canada, write to: Omega Watch Company (Canada) Ltd./Ltée.,
70 Wynford Drive, Don Mills, Ontario M3C 1J9,
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Westwords

Plaques
Good words will
live forever!
Words of wisdom and in-
spiration have been captured

in these versatile plaques
from Westwords.

Etched in antique bronze, these inspirational ‘messages are permanently
mounted on solid American walnut that is hand-rubbed and polished. Each
plaque is 7" x 8"

[tis the thought that counts and by giving a Westwords plaque, the thought will
never be forgotten.

Whether you buy several for yourself or as gifts, these inscriptions will serve as
a constant source of inspiration and pleasure.

Land

Always do right. This will gratify some people

15. Things may come to those who wait, but only
and astonish the rest. —Mark Twain

the things left by those who hustle.
—Abraham Lincoln
3. This is the day the Lord has made. 1 will rejoice
and be glad in it. ~—Psalm 118:-24  19. Itis a funny thing about life . . . if you refuse

to accept anything but the best, you very often

5. “The way to happiness”—Keep your heart free get it —Somerset Maugham
from hate, your mind from worry . . . live
simply . . . expect little . . . give much . . . 23, Man’s mind, once stretched by a new idea,

never regains its original dimensions.
6. The man who has no more problems to solve is — Oliver Wendell Holmes

out of the game, ~—Elbert Hubbard

34. "To affect the quality of the day—that is the

7. The only difference between stumbling blocks highest of arts.” —Thoreau

and stepping stones is the way we use them,
i | . 35. "Self-discipline is always rewarded by a
8. Live neither in the past norin the future, butlet strength that brings an inexpressible inner
each day's work absorb all your interest, ener- joy." —Dr. Alexis Carrell
gy and enthusiasm. The best preparation for
tomorrow is to do today’s work superbly 36 Life is fragile—handle with prayer.
well . .. —Sir William Osler
i : 41. Live one day at a time and make it a master-
Nothing is worth more than this day. piece.”
—Goethe

b

43. “Any man can be a father, but it takes someone

10. God grant me the serenity to accept the things 1 special to be a daddy.”

cannot change, the courage to change the
things I can and the wisdom toknow the differ- 54 “AJl] have seen teaches me to trust the creator
ence. —Reinhold Niebuhr for all I have not seen.” —Ralph Waldo

- ) Emerson
11. Men can alter their lives by altering their atti-

tudes. —William James A free brochure and complete list of

) available Westwords quotations will be sent
14, In golf and in life, it's the follow through that to you upon request.

makes the difference.

Please send me the following plaques:

Name

Address Qty Qty Qty Qty.
City State ZIP 2 8. 15, 36.
Sendme__ Plaque(s)at$ . ea, 3, g 19. 41

(See Quantity Price List)

(Please check plaque number and quantity below) 5. 1) = &
I enclose § plus $2.50 for postage & handling per 6. L3 e
order. (Okla. residents add 4% tax) 7 14 35

[ check or money [ MasterCard [ VISA

order enclosed Quantity Price List

Available on all plaques any combination
1to 551500 6 to 11—513.50 12 or more—512.00

Card # Expires
Sig

Mail coupon to: we St-wOrd S % Inflight

P.O. Box 2315 ® Ogden, Utah 84404 e (918) 542-8421




HURON

MITCHELL

WORTHINGTON

2002 AIRPORT ROAD
GRAND RAPIDS, MINN. 55744
(218) 326-6657

The summer vacation season is just beginning. Whether
you're flying for business or pleasure, all of us strive to
make each trip enjoyable so you'll continue to choose
Mesaba as part of your travel plans.

As you fly with us now and during the coming weeks,
these tips may be helpful:

—Make reservations and buy your tickets early. Advance
ticketing will guarantee your fare and save time in the
airport,

—Anrrive well ahead of departure time. To retain a
confirmed reservation, you should be checked in at the
ticket lift point at least 10 minutes prior to scheduled
departure.

—Identify your luggage clearly. Also, a note inside each bag
should include your name and your vacation destination,
address and phone number. Mesaba has baggage tags
available at all ticket counters,

—Carry fragile items and personal necessities—particularly
medications—on board.

Thank you for flying with us and welcome aboard! We
look forward to seeing you, your family, friends and
associates aboard many future flights. Best wishes for a
great summer season.

Sincerely,

Robert D. Swenson
President & Chief
Executive Officer

Where Living Legends Live.

Vic Damone demands more out of life. That's why his address is OCEAN CLUB.
Condominium residences from under $200,000 to over a million dollars,
The Ultimate Residence, 3100 Boardwalk, Atlantic City, NJ..,
between the Golden Nugget and Tropicana Hotel Casinos. (609) 345-3100

Construction financing provided by Bank of Amernica

Uhimate Residence.




In this world of mass production there
remains one car built in very limited numbers
by the finest method man has yet

devised: from the ground up — by hand.

At Aston Martin, master panelbeaters sculpt
exquisite aluminum bodies by hand.
Meticulous trimmers tailor sumptuous
interiors out of Connolly leather, Wilton carpet
and burled walnut by hand. Dedicated
mechanics build powerful engines one at a
time by hand and affix to each one a plaque

with the name of its builder.

The magnificent finish, the awesome strength
and the masterful feel of today’s Aston Martin
are tributes to the coachbuilder’s art.

If you have driven a succession of expensive
automobiles but have yet to find one that
conforms to your unyielding demand for
excellence, the time has come for you to
experience an Aston Martin.

Please write for our brochure.

Aston Martin

Aston Martin Lagonda, Inc., 342 West Putnam Avenue, Greenwich, Connecticut 06830 (203) 629-8830

For Fun and Profit

In a recent research program, Inflight magazine
became more fully aware of the caliber of its
readership. We were delighted to learn that
most of you are business persons of an upper
income level with discriminating tastes. Hence
the reason for this section of the magazine
dealing with different ways to have fun while
making a profit. Some of the upcoming editorial
in each issue will be devoted to similar efforts.
We hope you find it rewarding reading as well
as enjoyable.




AUTOMOBILE RESTORATION

offers pleasure and some potential profits

John Danos and his Ford.

Duesenbergs like this one,
owned by Gary Cooper, are
among the most elite with
collectors.

by Eric G. Anderson

Some people collect old cars because
they glorify in the jewel-like preci-
sion of a Bugatti and see it as a work of
art. Some collect simply because they
appreciate things well made, or just like
to save things. Some because they recall
family memories or want the gratifica-
tion now of dreams gone past. Some be-
cause they are enchanted by the nostal-
gia of an earlier life. And some because
they refuse to accept that the ravages of
time are inevitable, and thus they dream
of the faultless impeccability of cars
which transcend their beginnings.

They recall an era which has ended, a
time when cars had class, drivers ele-
gance and automation a message: It’s not
where you go, it’s how you get there.

John O. Danos, owner of the 1932 Ford
V8 which won the Antique Automobile
Club of America national championship
six years ago with a perfect score of 100
points, advises persons to be cautious if
they are becoming interested in restor-
ing an antique car.

If you are offered a car and are new to
this investment, he advises that you first
determine if the model is one which is worth
restoring. The value of a restored car de-
pends on many factors, like high original
cost and relative rarity. Custom body
construction with open body style
makes a car desirable, too, and certain
epochs—1925-1942, for example—also
increase car value. Cars also layer out in
definite strata: Prime makes would in-
clude Bugatti and Duesenberg; a little
below that you would find the Auburn
and Bentley; the next group would
accommodate Cord, Franklin, Packard,
Pierce-Arrow and Stutz.

Stutz original parts are rare, which
adds to the span and cost of restoration.
If your time and money are limited, you
may prefer to look for a Model T (since
Ford made 15 million of these), instead
of one of the 500 Duesenbergs built,

Yet, as Danos points out, some old
cars are so common or mundane that
they command little interest from the

automobile aficionados. ““Don’t restore a
dog,” he says, ““and don’t overrestore an
old car [at greater cost] than the price at
which you could buy an already perfect
one.” You might purchase your antique
car for $5,000, but to restore it to the
quality of a national first-place winner
might take another $25,000. With an in-
vestment like that, take care that you are

Prime makes would
include Bugatti and
Duesenberg; a little below
that you would find the
Auburn and Bentley.

restoring a car with a future.

In 1932, Danos’ 100-point Hershey
winner cost $650 new, but he had to pay
$325 for two authentic original ashtrays
when he restored it. “Original fenders
and running boards are like gold,” he
says, “but some people will try to sell
stuff that’s off the road.” Your second
question, therefore, should be: Is it in
original condition? The better the shape,
the less time you’ll have to spend bend-
ing over catalogs or over flea market

tables. If all the original equipment is
there and the car is in running condition,
you can expect to pay more for your ac-
quisition.

Other antique car enthusiasts feel that
you need to be a specialist in one make of car
if you wish financial protection in this
pastime. If you want to buy an old car,
find out who knows that model and ask
his advice. Only with an expert by your
side are you, to a degree, secure from the
errors of your ignorance as you evaluate
your possible purchase.

For example, you may find the wrong
engine in the right car. Perhaps the first
owner, a few years after his original
purchase, had to have an engine re-
placement; or maybe more recently an
antique car dealer, through ignorance or
sharp practice, ardent for a sale or to
complete his restoration, slipped in an
incorrect engine.

The original owner may have con-
verted a car with mechanical brakes to
the improved hydraulic ones, as Henry
Ford finally did in 1939. He may have
had increased safety as he drove his car
to market, but he certainly reduced his
car’s ultimate value in another future
market.

Some replicas are appreciating in value, This
one is an Auburn of the ‘30s.

Make sure accessories are original with model
and year to maintain the value.




The car may have the wrong radio for
the convertible model or incorrect wind-
shield wipers, and, if so, values drop
and the true collector will not give you
your price if you wish to resell later.

Thus there is a simple rule: Be familiar
with current values. Use an expert and
know the market are earnest exhorta-
tions for enthusiasts who wish to recap-
ture the charm and pleasure of yesterday
while driving down the country lanes of
today.

A contradiction in pleasures also
awaits the person who, like the perfect
golfer attaining the perfect score, suc-
ceeds in making the ultimate act of res-
toration. The car, now perfect, will start
to deteriorate even with constant atten-
tion. A mint jewel of a car, perhaps,
should be sold, and the money realized
on the investment plowed back into the
search for orphan cars awaiting their mo-
ments of glory.

The real car buffs are not commercially
oriented and don’t speak about money
unless they see it on an outstretched
hand. Antique clubs in general depre-
cate car auctions with their press releases
alleging exorbitant bids and values. This
is a whisper of warning to novices, espe-
cially those with affluence, that such
quoted prices may not be legitimate and
may be the results of PR men who man-
ipulate prices to manage the market.
Some clubs talk of boycotting these auc-
tions which have confused the enthu-
siasts.

Some popular restored models may,
in fact, have “appreciated” beyond their
true value, and investment potential
may lie in anticipating where customer
interest will lie in the next decade. It will
lie somewhere for sure, because as the

late Bill Harrah, one-time owner of the
world's largest car collection, once said,
“We are all tied to the automobile by

This is a whisper of
warning to novices,
especially those with
affluence, that such quoted
prices may not be
legitimate.

history, by business, by emotion.”
His collection of 1,100 cars, sprawling

Packards of the '20s
and '30s are highly
sought after.

over 10 acres in Reno, Nev., was reduced
recently when Holiday Inn bought his
hotel after his death.

Harrah, a wealthy entrepreneur,
bought his first car—a 1911 Maxwell—in
1948. When he opened his collection to
the public in 1962, he would often wan-
der amongst them to share their enjoy-
ment.

Visitors would be fascinated by the
1907 Thomas Flyer that won the longest
automobile race in history, the 13,341
land mile, 1908 New York-to-Paris race
which took 170 days. They would cluster

A 1930 Cadillac V-16, one of the true classics.

around the two 1931 Bugatti Royales.
Only seven were made and only six are
still in existence. They would marvel at
the Lotus racing cars, each costing more
than $100,000 a few years ago. They
would be knocked over by the incredible
experimental, 1938 Phantom Corsair six-
passenger coupe that Rust Heinz, the
23-year-old heir to the 57 Varieties, de-
signed and intended to merchandize for
$24,000. A veritable Batmobile, it
appeared in the movie “The Young at
Heart,” starring Paulette Goddard and
Douglas Fairbanks Jr.

Jim Edwards, the services supervisor
at Harrah’s, always loved cars. To this
writer he once said, “Our museum be-
gan just in time. The automobile’s last
resting place is usually the junk yards of
the world. Harrah’s managed in a mere
30 years to save the car from such an
inglorious fate. We made the automobile
an exciting, colorful, magnificent part of
history.”

A Californian who shared in Amer-
ica’s history is Briggs Cunningham,
whose museum in Costa Mesa, Calif.,
reveals his fascination with the wheels of
the past, his passion for the sports car
and his compulsion to achieve a national
impossibility in the 1950s—success in
the French 24-hour Le Mans Grand Prix
d’Endurance with an American driver in
an American car.

Seven of the 29 cars Cunningham built
are preserved with many others in this
modern 30,000-square-foot exhibition
hall whose walls are graced with rare
examples of automotive art, some by
museum director-manager John W.
Burgess, himself a former racing car de-

signer and builder. Burgess has com-
pared the Cunningham collection to “an
automotive Louvre, where the great tal-
ents of the engineering past and present
are now on public show. . .great works
of art.”

Yet, if you drive this art, those authen-
tic vintage cars, you are listening all the
time for expensive noises. The alterna-
tive—driving a Detroit Monstermobile—
does not appeal to everyone. If your rule
of the road takes you to Dullsville and
you want to change your driving image,
there’s still another choice.

Drive a modern, mechanical repro-
duction of some classic car of the past.
Drive a limited-edition automobile built
by all-American artisans using easily ac-
cessible parts from standard manufac-
turers like Ford or Chevrolet. And drive
a car which appreciates—handsomely—
because if you ever wish to sell it, you
can drive again.

You can buy replicas of Henry Ford’s
Model A—that ghost from the golden
era of motoring.

You can obtain Excalibur based on the
1927 Mercedes Benz SSK roadster.

You can get a modern version of the
Auburn Speedster, one of the great cars
to dominate the 1930s.

And in cars like that, you can cruise
contentedly at 40 mph with the windows
open and hair mussed, in a car of charac-
ter, a car of grace and pace, and a car
hand-built by craftsmen recalling better
days and slower tempos.

And in it you will somehow, for a brief
moment, soften and soothe your frantic
headlong rush into today’s lifestyles and
tomorrow’s autumn years.

COLORADO

Anyone can
give you a
place to
meet.

We offer
an entire
castle.

Entirely yours for the
length of your stay. Red-
stone Castle in Redstone,
Colorado, caters exclu-
sively to small groups
(12-30 people) and only
one group at a time. It's
all yours and it's perfect
for your next board of di-
rectors retreat.

Rg¢dstone Castle

P.0. Box 1966
Grand Junction, Colorado 81502
(303) 245-3277




Through concrete, brick, wood. . .start
your car from up to 300 feet away

How the world’s first remote car starter
cures car starting headaches—at the
push of a button

ow's this for a headache. It's the
middle of summer. You come out of
your air conditioned office, unlock
your car door, and slide behind the wheel.

Blistering heat engulfs you. The seat
bakes your back, the air broils your lungs,
the wheel fries your fingers. Until the air
conditioner does its job, you're trapped in a
mobile oven.

In the winter there are other headaches.
Your engine is frozen and sluggish. You
have to defrost the windows inside and out
before you can get going. And then your car
guzzles gas at three times its normal rate
until the engine warms up.

Thankfully, you can now cure those
headaches once and for all—with the Tran-
Start Remote Car Starter. All you do is push
a button.

Using a pocket-sized transmitter, you
can send a short-range radio signal to a
small computer located inside your car.
Once the computer receives your command
it:

® Sets the choke

@ Starts the car

® Pumps the throttle (when needed)

® Activates your choice of any of your

car’s auxiliary systems, including: air
conditioner, heater, rear window de-
froster, windshield wipers, radio,
headlights, interior lights, etc.

Now you can enjoy cool, pleasant driv-
ing in the summer. And cozy, hassle-free
motoring in the winter,

Scare off thieves and muggers

Perhaps not so obvious is TranStart's
ability to scare off thieves and muggers.
Start your car at night and TranStart will
ive prowlers a scare they won’t soon
orget. With one push of the transmitter but-
ton, the engine starts, the headlights come
on, and the radio starts belting out the latest
news.

Hear it from TranStart owners

Out don't take just our word about Tran-
Start’s extraordinary features. Listen to what
three owners say abut the benefits of using
TranStart:

“If you've ever spent a summer in Albu-
querque you know what real heatis. . . With
the push of the (TranStart) button prior to
going to my car, I can rest assured my car
will be cool and comfortable when I get in.
And my clothes will still be neat and pressed
when I get out.”

John McClain, Albuquerque, New Mexico

“I have had a TranStart unit on my vehi-
cle for the past two winters, It worked ex-
tremely well at sub-zero temperatures, and |
would never have another vehicle without a
TranStart unit on it.”

Jay Hensley, Casper, Wyoming

“I have found my TranStart to be a valu-
able friend as I no longer have to be con-
cerned about safety in a dark or remote area.
[ am now able—with the push of the Tran-
Start button—to start my locked vehicle and
turn on the lights from a safe, well-lit place.”

Jean Grigsby, San Diego, California

How easy is TranStart
to install and operate?

With all this talk of radio transmitters
and computers, you might think TranStart is
hard to install* It's as simple as installing a
stereo.

All wires are color-coded. You have
easy-to-follow instructions with lots of clear
illustrations. And TranStart can easily be re-
moved and transferred to a new car.

To program your car’'s auxiliary systems
all you do is turn on the switches on your
car’s dashboard. (The headlights are turned
on simply by flipping a aﬁecia] switch pro-
vided by TranStart.) It's that simple.

wou to start
vol drive

You have our guarantee

Try TranStart for 30 days. You have our
guarantee that it will meet or exceed your
expectations—or your money back, no
questions asked,

Plus, during the first 90 days after purchase
we will repair or replace the unit free of
charge (except for postage and handling).

Get the cost of TranStart back
in lower operating costs

Talk to any good mechanic. He will tell
you that a cold car uses over three times as
much fuel compared to one that's warmed
to normal operating temperatures.

Even better, he'll also tell you pre-warm-
ing your engine extends engine life. Which
means wear and tear is greatly reduced, re-
sulting in fewer trips to the repair shop.

So when we tell you TranStart costs only
$297.00 to buy, treatitas an investment rather
than an expense.

SHOPPER

See order information on page 22,

L2

The realm of elegance

The 1982 Maserati Quattroporte. A rare blend of unparalleled
craftsmanship with legendary performance. Experience the
Maserati Quattroporte at your local dealer.

West Coast: Maserati Import Co. (213) 637-0911
East Coast: Maserati Automobiles Inc. (301) 646-3630




ARABIAN HORSES

offer some real surprises
for the investor

Trainer Richard Petty and Barbary + + + Nichols-Delongpre
Arabians.

For the past year, every credible tax or
investment guide from Tax Shelter
Digest to Barron’s has discussed the
booming, growing market in Arabian
horses.

Some are buying a piece of “living
art,” as the beautiful and sculpted horses
are described. Others are investing as a
portfolio diversification in everything
from limited partnerships to a recent
public stock offering.

Overall, the boom is sparked by the
urge to make money over a reasonable
time period with an investment—Ara-
bian horses—that is romantically
beautiful.

There are two categories of horse in-
vestors. One is the individual with some
cash to invest and shelter...who has
heard that Arabians offer a good and
acceptable tax advantage. The other is
the one who has always felt the excite-
ment of horses, but, for one reason or
another, has not previously become in-
volved.

Regardless of the reason, rarely can
the investor remain passive about this
exciting, interesting business.

Initially, the person who already likes
horses needs little additional incentive;
the less personally concerned investor
requires some preliminary rationale to
become involved. For this investor, as
yet unaware of the romantic snare into
which he is about to venture, there are
any number of factors which make the
horse business quite attractive.

One is the tantalizing element of
chance. . .especially to those who have
become terminally bored with successes
such as pork bellies or coal barges. Two
is that essential force commonly referred
to as challenge. Together, these two fun-
damentals are irresistible.

There are also numerous tangible
reasons. High on the list is ““tax advan-
tage.” After all, what intelligent human
has not spent sleepless hours thinking of
ways to avoid the heavy taxes levied
against his efforts? Since taxes seem to be
almost directly proportional to one’s
creative ability and ambition, why not
utilize some of these small talents to de-

ter the process, however slightly?

With horses, the possibilities for tax
shelter are myriad. One can purchase
shares in a reasonable package of mares;
asharein a stallion; a portion of an estab-
lished breeding program; or he can de-
velop his own horse farm and complete
business.

There are advantages to be had by pur-
chasing young horses and others con-
nected with buying older animals. Still
different benefits are available to the
syndicate or partnership members.
Literally volumes have been written in
regard to each of these.

But, to make a really intelligent choice,
the novice investor should seek the
advice of both a respected horseman and
a well-versed tax consultant. For best re-
sults, the type of purchase should be
tailored not only to the individual’s par-
ticular tax status, but also to his desire to
own a horse.

The Arabian horse is particularly
attractive to investors today. One very
important element is the obvious success
and growth of the Arabian industry to-
day. To the investor, and to the IRS, it is
readily apparent that there is money to
be made. ..not merely spent...in this
business.

The magnificently beautiful Arabian is
an awesome representative of that elu-
sive and compelling freedom for which
mankind has yearned. It has captured
the very serious interest of some of
America’s most successful and impor-
tant businessmen and entertainers.
Names like Dr. Armand Hammer, David
Murdock, Mike Nichols, Kenny Rogers
and Wayne Newton have become as
familiar in the Arabian horse field as they
are in those of mega-business and enter-
tainment.

Why do these people choose to invest
in the Arabian instead of the thorough-
bred, the long established and tradition-
al symbol of horse status and wealth?
Some of it is the refreshing newness, the
wide open nature of the Arabian indus-
try. Part is that alluring element of
chance.

bian breed’s popularity, high market
value and the sophistication of today’s
multibillion-dollar business are new.
Finally, we all know there aren’t many
new frontiers to be explored, conquered
or built upon. For those who seek such
adventure, the Arabian horse business
holds special appeal.

Due largely to the financial stakes
associated with racing, the breeding of
thoroughbreds in America has been a
serious business for something in the
neighborhood of a century. The thor-
oughbred world is, consequently, a
solidly established, almost closed soci-

High on the list is “tax
advantage.”

ety. It is, however, a gamble from one
standpoint—you run well and are valu-
able. If you run poorly, you have mini-
mal worth.

The breeding of Arabians, on the other
hand, has been left to a relatively few
dedicated breeders. Although many of
these people have become very sophisti-
cated in their approach, the enormous
potential of this industry has not yet
been realized. For the new enthusiast,
there is ample room and a hearty wel-
come.

Arabian breeders today realize that

marketing is a very necessary part of
their business. Accordingly, a concen-
trated. effort has been made to publicize
the value and the intrigue of the Ara-
bian. In the wake of this awareness has
come involvement of more and more
people—a broadening of the market
base.

The history of financial gain, growth
and prosperity gives investors an excit-
ing look at Arabians. In 1971, a sale of
Arabians at public auction was held in
Scottsdale, Ariz.; with that sale began a
trend which would revolutionize the
Arabian industry and make Scottsdale to
Arabians what Keeneland is to thor-
oughbreds. This powerful trend has
played an important part in bringing
Arabian horse investments into the ex-
citing position they enjoy today.

That 1971 sale, though not the first
public auction of Arabian horses, was
the first of its kind. Produced by Lasma
Arabians, the industry’s trendsetter, it
offered only horses of exceptional quali-
ty and presented these animals in a style
that has come to be known as the “Auc-
tion Extravaganza.” Several sales of this
fashion are held each year utilizing full
scale production, theatrical lighting,
complete orchestras and extravagant
sets.

Each year these productions become

Despite its ancient heritage, the Ara- - Baywood Park sale 1982. I




more lavish; and each year new price
standards are set. Lasma’s first sale was
held under a circus-type “big top” and
was attended primarily by other Arabian
horse owners. A few years later, produc-
er Mike Nichols held his first sale at his
elegant Connecticut farm, where specta-
tors included a bevy of movie stars,
socialites and bidders, such as Jackie
Kennedy Onassis.

At Scottsdale this February most of the
sales were held inside huge sale pavil-
ions constructed expressly for these auc-
tions. Two of the best productions were
the Baywood Park Sale I and the Lasma
Sale V.

The Baywood Park Sale followed a
carousel theme. It was set in a turn-of-
the-century carnival park with popcorn
vendors, hot dog and cotton candy
stands, and mimes wandering through
the crowd. The stage featured authentic
carousel horses and carnival lighting.

At the other end of the production
spectrum, The Lasma Sale was a formal
affair introduced by Bob Hope, whose
comic reference to “Americans buying
Arabs” made the television networks.

This is marketing today; but the actual
value of a horse is based upon several
things: Individual quality and pedigree
are the first concern, followed by sound
breeding and promotional programs.
These super sale productions represent
such important promotions, and are a
major way to attract new and outside
interests. They also become the high-
light of the Arabian social season.

At the 1971 Lasma Sale, 26 horses sold
for a total of $517,000, an average of
$19,892 per horse. The highest priced
horse that year was a mare sold to a
doctor from Washington state for
$56,000.

In 1974, when Lasma held its second
production sale, 25 horses sold for a total
of $793,300; they averaged $30,511. That
year’s high-selling mare was purchased
by Mike Nichols for the then unheard of
price of $117,500.

In 1976, stage and screen director Mike
Nichols held his first auction; 30 horses
sold for a total of $913,350, an average of
$30,443 each. The high price was for a
National Champion mare that brought a
staggering $185,000.

By 1977, the public sale average dou-
bled. The Lasma Sale III offered 30
horses which brought a total of
$1,910,500, an average of $63,683 each.
This was the first time an Arabian auc-
tion had topped a million dollars. When
the million-dollar mark was reached, the
lucky bidder was presented with a
brand-new Cadillac.

In 1980, the averages were again near-

This year, one Arabian
mare was sold at public
auction for $1,500,000 (as
compared to the high sale
of a mare for $56,000 12
years earlier).

ly double as 35 horses sold for

$4,327,000, an average of $123,628 each.
One syndicate share in a National Cham-
pion stallion brought $220,000.

This year, one Arabian mare was sold
at public auction for $1,500,000 (as com-
pared to the high sale of a mare for
$56,000 12 years earlier). The 26 horses
sold for $9 million for an average of
$346,143 each...over 10 times that
reached in 1971.

Each year, a feﬁ enterprising and

Bey Shali + at Nicasio Valley Arabians.

ambitious individuals enter the arena of
the Sale Extravaganza, offering buyers
and sellers new.opportunities and added
excitement. Sore, such as Lasma,
Nichols and Baywood Park Limited, are
dedicated professionals with an eye on
the future and the important ability to
back their product. They return to pro-
duce subsequent auctions and continue
the rapid development pace of the Ara-
bian industry to earn their places in the
industry’s established marketplace.
The figures you have read are records,
representing the high end of the market.
But they also reflect the powerful posi-
tive growth of the Arabian horse busi-
ness. Itis a business and a form of recrea-
tion that can engross every member of
the family, offering any degree of show
ring and/or financial success toward
which one might desire to strive.

- - TA

Mares and future champions at Nichols’ Connecticut farm.




Management’s new

productivity tool

No matter how effective and well-organized you are today, this new
management system will help you become even better. Or your money back!

“It's amazingly simple, and it really works."

That's a common comment
among managers who
try the Executive
ScanCard™ Systemn. It
limproves personal prod-
uctivity dramatically—
even for those who were
well-organized to

begin with.

The system serves as a
portable "control center,"
monitoring all your pro-
jects, so you can keep
on top of everything
from start to finish. It
helps eliminate missed
deadlines, forgotten
assignments, and costly
last-minute rushes.

Each projectis recorded

>

on a separate ScanCard™ project card, The cards
are scanned daily, in only a few minutes, to jog your
memory on what's due next...from whom... and when.

A. The Chairman of the
Board. Our deluxe model that's
like a traveling office.

® Three panels hold 120 projects
(more panels can be added).

® Handy appointments calendar
and phone index.

@ Built-in multi-function calculator
and two pocket files for papers.

® Calling card pockets, pen holder
and panel for tablet.

@ Your name or initials on front
cover.

@ Includes Pocket Idea'™ wallet and
500 ScanCards.

® In leather-like vinyl (Bavarian Tan,
Tuxedo Black or Mink Brown) or
genuine leather (black, brown or
burgundy).

Inleather-like vinyl Ingenuine lealher

$9995 514995

Plus $4 shipping and handling

Satisfaction Guaranteed
If, for any reason, you are not
completely satisfied with your
Executive ScanCard System,
you may return it within 30 days
of purchase for a complete and
cloﬁ’r!eous refund. You take no
risk!

The President

In leather-like vinyl

$3995

In genuine leather P

$799

Plus $4 shipping
“and handiing

Or select one of these handsome models:

So nothing gets overlooked
. —ever. The system
is available inthree
handsome models,
including this popular
President, which

handles 64 projects

initially. Panels can

be added to increase

up to 224 projects.
Includes pen caddy

and space for 8'2"x11"
tablet. Shipped with

500 ScanCards plus a
Pocket Idea™ wallet to
carry cards with you

to record new ideas

and reminders. Then
merge them into the system
later. In rugged leather-like

——=& vinyl (black, brown, tan,

burgundy or natural suede) or

handsome genuine leather (brown or burgundy).
Personalized with your name or initials on cover.

B. The Director. Increased
productivity in “thinline" form.

® Accommodates 48 projects.

® Fits neatly into your briefcase.

® Includes pen holder, Pocket
Idea™ wallet and 500 ScanCards.

® Your name or initials on cover.

® In leather-like vinyl (black, brown,
burgundy, saddle tan, or natural
suede finish) or genuine leather
(brown or burgundy).

In leather-like vinyl In genuine leather

$2495 .$4995

Plus §4 shipping and handling

Credit card orders phone
toll-free:

800-848-2618
(In Ohio, 800-282-2630)

Or write:

Executive ScanCard " Systems
Dept. 942

6480 Busch Blvd., Suite 200
Columbus, Ohio 43229

For shipmemts outside continental U S add the
lollowing: Canada, Alaska, Hawaii and Puerto
Rico $7.50, Mexico $12, all others §18. U.S, and
international patenis pending. Copyrighl 1983
Execulive ScanCard™ Syslems.

PO BOX 6357

SCOTTSDALE, AZ 85261

13901 N 73RD ST

.

ARABIAN

SUITE 205

.

The Arabian horse

treasured by kings, emperors,
entrepreneurs throughout the ages

mmortalized by artists as the
model of equine beauty

progenitor of all light horse
'::reecib_

and now, a source of sound
nvestment planning, with favorable
tax advantages for the enlightened
businessman

Kent Ltd.

The Arabian Horse Bloodstock
agency designed to introduce the
new investor to this unique offering;
structured to serve its clients in
effective marketing and management
of their Arabian horse investments

Let Rent Ltd. open the door for you to
sound financial investments in the
Arabian horse.

HORSE BLOODSTOCK

SCOTTSDALE, AZ 85260 (602)998-1555



MONEY SENSE

by William F. Waters

William F. Waters is vice president and director of marketing
for Merrill Lynch, Pierce, Fenner and Smith Incorporated, and
a regular panelist on PBS-TV’S “Wall Street Week.”

Alot of people are kicking themselves
these days. Consider those who
thought of investing in Chrysler when
its stock hovered around $4 a share—
and didn’t. Riding the crest of the cur-
rent Bull Market, the stock hit 29%, a 52
week high.

This is a classic example of how in-
formed investors can profit quickly and
substantially by spotting a turnaround
stock—that is, a company that has had
trouble in the past and is now benefiting,
or is about to benefit, from improve-
ments in its financial situation.

In Chrysler’s case, government loans,

favorable union contracts, new manage-
ment and an upswing in domestic auto
sales combined to increase company
earnings.
Needle in a Haystack

Similar opportunities exist throughout
the stock market. The challenge, of
course, is finding them. Some say that
picking a turnaround stock is like finding
a needle in a haystack. Others say you
need a crystal ball. But most experts
agree that the keys are research, timing
and prudence.

Novice investors generally run into
trouble picking turnarounds because tra-

ditional indicators, such as P/E ratios,
earnings reports and balance sheets,
provide little help in predicting whether
the company will overcome the prob-
lems contributing to its financial difficul-
ties,

Usually, all the statistics do is confirm
what most already know: that the com-
pany is in trouble. What, then, should
you look for to find a good turnaround
candidate? Techniques differ among the
experts. But here are some pointers to
help improve your chances for success:

® Do your homework. Picking a turn-
around stock is highly speculative, and
success starts with careful, thorough re-
search. Begin by talking with your bro-
ker about your investment objectives.
Your broker will then be able to provide
helpful information about possible turn-
around candidates. Once you have iden-
tified companies, get to know them.
Find out exactly what is wrong, what
they are doing to correct the problems
and how successful they have been so
far. You might want to chart both the
price and volume of their stock. Some-
times steady increases in price, together
with high volume, indicate a likely turn-

The Arabian horse industry has
become a rewarding investment

around. But keep in mind that even ex-

rts can be fooled, so watch your step.

® Get as much information as you can.
Take advantage of every available piece
of information—research reports, earn-
ings data, annual reports and the like.
Read financial literature and Standard
and Poor’s, and do not forget newspaper
and magazine articles. If you are not
totally familiar with the company, go to
the library and look up recent articles in
the major business magazines.

® Monitor daily announcements. Dai-
ly news about the company provides
essential information. Look for positive
trends. If the company’s fortunes are
turning, chances are its earnings will
also improve. Particularly important are
changes in management, favorable set-
tlement of major lawsuits, ratification of
favorable labor contracts and a restruc-
turing of debt. Often, a firm’s ability to
win deferral of loan payments or other
concessions from creditors signifies a
major step toward a more profitable fu-
ture, which can cause the price of the
stock to climb.

Also important are announcements
that the company has agreed to a merger

or has been successful in fighting off an
unfavorable takeover attempt. Look also
for indications that the company will
reinstate the payment of dividends, oris
planning to sell off unprofitable divi-
sions.

® Keep track of important industry
trends. If a company uses various com-
modities in its products, keep an eye on
the price of those commodities. Com-
panies, for example, that depend on rice
or corn will benefit when the prices of
those goods drop. The same is true for
automakers, which depend on steel, or
tire manufacturers, which buy rubber.
Also, examine the industry as a whole. Is
it doing well? If not, what are the pros-
pects for recovery? If the prospects for
recovery are good, determine if the com-
pany will benefit with the rest of the
industry.

@ Pay special attention to companies
nearing bankruptcy. Usually, such a
company will have an extremely low
stock price reflecting pessimism about
recovery chances. When the company
finally announces that it is filing under
Chapter 11, the stock price will at times
increase. Increases are occasionally so

large that some investors see bankruptcy
candidates as prime investment targets.
Keep in mind, however, that the stock
may decline, and if the company experi-
ences an adverse liquidation, you may
find yourself left with nothing.

® Diversify your investments. Never
putall your eggs in one basket, no matter
how sure you are of your investment
selection. Instead, spread your capital
over a number of well-researched
choices, and always keep some money in
safer, more conservative investments.

® Pay attention to your investments
and know when to cut your losses. By
monitoring your investments daily,
you'll be prepared to move quickly, if the
stock price shows signs of declining.
Many investors, through “stop orders,”
instruct their brokers to sell a stock auto-
matically should it drop below a certain
price. It’s also important to know when
to cut your profits. While you might be
tempted to let profits run, have a sell
price in mind before you invest and stick
to it, unless new developments alter
your original assumptions about the

company. @

to own and care for Arabian horses on

their own.

How to Get a Terrific Tax/Capital Gain Position
Through High Quality Arabian Horses!

&uineVEmRey

venture to many famous and wealthy
people over the last decade.

This rapidly appreciating investment
has, until recently, been open to
people who mainly desired to handle,
breed and run a firsthand stable

Equine Ventures sells and manages
limited partnerships to maximize the
returns for investors and to convert
earned income into capital gains.

For more information on how you
can convert earned income into capital

P.O. Box 1965
Grand Junction, Colorado 81502

e ———

Please send me more information on how I can convert
earned income into capital gains. | understand [ am not
obligated in any way.

operation. Equine Ventures, Inc., was gains while participating in the Arabian Name
formed for and specializes in advising horse industry, call (303) 245-3277, or Street
& . investors who want to diversify their clip the coupon below and mail to: i
s dnik Grendlc of wimgeS) portfolios into the rapidly appreciating Equine Ventures, Inc., P.O. Box 1965, City State/Zip
grint Polich mares O}Sa‘;;’fi;{,; i Arabian horse industry, but prefer not Grand Junction, CO 81502. Phone ( )
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CIMA

The Second Time Around
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1983 Cimarron D'Oro.

RON

early two years ago, the automo-

hve press was invited to preview
the new small car built by Cadillac. The
Cimarron was introduced at the GM
proving grounds just outside Detroit
with Cadillac people boasting a new,
tighter controlled manufacturing pro-
cess with body parts that fit. Quality con-
trol levels were going to be up on pro-
duction, and the car’s market competi-
tion was intended to be the BMW 320i
and Audi 4000 arena.

In general, the cars were well received
by journalists who knew their stuff.
However, there were areas that every-
one felt could be improved upon: power

train and overall Cadillac feeling
through accessories, appointments and
individualizing the Cimarron to be more
apart from the new Chevrolet “J” car and
closer to the Cadillac standard.

Naturally, the marketing theory
would keep former Cadillac owners
driving their DeVilles, Sevilles and
Eldorados. The hope was to take away
from the foreign market and provide
some people with their first Cadillac.
Well, the figures are in, and 38 percent of
the new Cimarron owners would have
bought foreign had the Cimarron not
been introduced. New business for
General Motors made up 53 percent of
the new Cimarron owners. Of those
same owners, 77 percent gave Cadillac
Motor Division new business at the same
time. The median age of the new owners
is 51 years, and the Cimarron turned out
to be the best import conquest (that is, a
car that takes away from the sale of im-
ports in the United States) in America for
1982.

Being a new marketplace for Cadillac,
and having an introduction that may
have been too fast, resulted in a car that
had room to show itself off the second
time around with the 83 model. And,
with a buyer median age of 51 (which
Cadillac would like to see much lower),
the course for changes was apparent.
Marketing strategy would have a young-
er Cimarron buyer who might be leaning
toward the BMW 320i or Audi purchase
the Cimarron of his choice, posmbly the
sporty new D’Oro model, fall in love
with the Marqué and many of the '83
added Cadillac features, then graduate
into a full-size model like the Eldorado
Touring Coupe later. For those who
would be more conservative, they could
get a less sporty, but more luxurious,
edition of the Cimarron and advance to
the DeVille, Fleetwood or standard
Eldorado and Seville series. To make this
theory a reality, the Cimarron must be
the kind of car to honorably represent
the Cadillac Division.

While the ‘82 Cimarron was under-
powered and lacked Cadillac design, the
’83 model is one that provides plenty of
zip while maintaining a decent economy
rating. A new two-liter engine made the
power difference, and this one is fuel
injected. A choice of transmissions helps
give the owner the ability to get the
sporty feel or the luxury feel, and the

five-speed manual shift is a welcome
addition from that of last year’s four-
speed. Also, some of the Cadillac fea-
tures that were not available last year,
like a twilight sentinel, are found on the
'83.

To really find out what the new Cimar-
ron was like, we picked one up, the
D’Oro model, in Los Angeles and put it
through the comparison test. The D’Oro
is an attempt to get closer to those BMW
purists and claim more of the sporty
sales. Itlooks good: black with gold trim,
the absence of chrome and the driving
(fog) lamps definitely give the D'Oro
that ““European flair.” As with Cimarron
tradition, the interior boasts of seats that

A new two-liter engine
made the power difference,
and this one
is fuel injected.

are comfortable and supportive at the
same time. The saddle color of the in-
terior and the instrumentation and dash
layout, together with the leather-
wrapped steering wheel and five-speed
transmission, make the package com-
plete to the eye. What you don’t see,
however, is what you feel. On the free-
way, the car floated and felt nimble, and,
opposed to last year, powerful. Howev-
er, alot of cars feel good on the freeway.
One of the Cimarron’s best selling points
last year was its handling. This year’s
model is no different. While going over
San Marcos Pass near Santa Barbara,
only one downshift was required, and
the car almost made fun of the turns.
Good looks, great appointments and su-
per handling are the fun reasons to have
a look at the D'Oro. If the 28 to 31 mpg
achieved during this drive are the norm,
this little car, which seats four comfort-
ably and five uncomfortably, can make
that fun economical, too.

Up to now, our assessment of the
Cimarron D’Oro has been filled with
hooplas and hurrahs. But there is
another side of the coin for this model.
While telling about the great handling
and cornering, there is a quirk that some
people might experience. When driving
a Porsche into a turn at high speeds, the
car lays flat and hard. The corner feels
flat and hard. The same corner at the
same speed gets a different reaction from
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the Cimarron. The car rides soft, and
because the average drivers expect a
great deal of roll from cars that ride soft,
there could be an insecure feeling going
into the turn with the Cimarron. Oddly
enough, however, the Cimarron will
handle the turn with ease, but the ex-
pectation can make one apprehensive.

The biggest problem experienced dur-
ing the thousand-mile-plus trip was
downshifting the transmission. From
fifth to fourth gear was not “rubber
gear” smooth, and it was difficult going
through the gates down to second or
fourth gear. It's important to note that
the car was new and had only a couple of
hundred miles on it when we picked it
uF, and at that time the linkage was out

adjustment and would not shift into
reverse., While a quick trip to the local
Cadillac dealer solved that problem

..who knows where the other origi-
nates.

All in all, the experience in the 83
Cimarron D’Oro was worthwhile. In our
opinion, the car looks good, handles
great and does it in a fashion that reflects
the directions of the marketplace Cadil-
lac has in mind. From the sound system
to the tilt wheel and six-way power seat
adjuster, and quality of interior appoint-
ments, the D’Oro sets an environment of
fun, affluence and quality that might be
expected from a smaller, less expensive
($14,000) Cadillac sporty car.

If you're in the market for a car car-
rying a hlgh quality name, with a sporty
feel, the pizzazz of youth and economi-
cal directions, you might want to take a
look at the ‘83 Cimarron D’Oro.




Available in two levels of ballistic
protection, the garments are optimally
effective against guns of .22 to .357
Magnum caliber. All styles available for
men and women. Men's small, medium,
large and extra-large and women'’s
extra-small, small, medium and large.
Prices include all shipping and handling.

ACTION JACKET, Style #104

Fabric: Poly/Cotton Color: British Tan
Prices: Level I $415 Level II $595
HUNTING JACKET, Style #105

With Attached Gamebag.

Fabric: Poly/Cotton

Colors: Beige, Military, Hunting Orange
Prices: Level I $430 Level 11 $610
SAFARI SUIT, Style #110

Jacket has bulletproof panels and is
coordinated with matching slacks.
Fabric: Poly/Cotton Colors: Beige, Black
Prices: Level I $465 Level I $645
SPORTY VEST, Style #102

Fabric: Poly/Cotton Colors: Beige, Military
Prices: Level I $385 Level Il $565
CLASSIC JACKET, Style #101

Fabric: Nylon, Lining has' Poly Filler.
Colors: Navy, Brown

Prices: Level I $415 Level II $595

PROTECT YOUR
LIFESTYLE —

AND ENHANCE IT AT THE
SAME TIME WITH
STYLE-CONSCIOUS,
BULLETPROOF FASHIONS YOU
CAN LIVE WITH. PERHAPS
CAN'T LIVE WITHOUT.

STOPS BULLETS e RESISTS SHARP OBJECTS
CUSHIONS VIOLENT IMPACT

These bullet-resistant action
sportswear designs are fully
lined and have easily removed
bulletproof inserts of Dupont
Kevlar which go virtually
undetected, have five times the
strength of steel, yet are
lightweight and flexible. The
shield slips in and out of hidden
compartments in the front and
back linings.

Panels overlap to prevent
bullet entry at the zipper.

You can also wear jackets
without the inserts.

Made in Israel by EMGO, the
official supplier of bulletproof
vests, each jacket meets the
rigorous standards of the Israeli
Defense Forces.

offers you maximum protection
at minimum cost with these
handsome and useful lifesaving
investments.

Inflightintroduces you to The Watkins Jacket. . .a racing and driving performer so lightweightit's good for a summer's night or a winter's storm. Burt
Reynolds, President Ronald Reagan and King Juan Carlos of Spain, to name only a few, are proud owners of these very special, very practical sports

jackets.

SILVER—GOLD—RED—BLACK—BLUE—WHITE—BROWN are stock colors. Sizes—Extra-small, small, medium, large and extra-large. The
four basic styles are:

THE RACINIESSTYLE. ..$110. .. Tab collar with Velcro closure, draw string waist for comfort adjustment. Upper breast pocket closed with Velcro.
Two outside slash pockets at midwaist. .

THE A2 PILOT JACKET. . .$140. . .Made from the pattern used during World War Il to make the fighter pilot's leather jacket, but in space-age
lightweight materials. Comes with the original Army Air Corps shoulder emblem in brown with a brown collar. If ordering with the Columbia Shuttie
Mission emblem, jacket comes in silver with blue fur collar or in gold with brown fur collar.

THE FLIGHT PILOT JACKET. . .$150. . . Our best-seller comes in khaki green or blue. Shoulder epaulets, a zippered armsleeve pocket, two snap

closure waist pockets and a knit waist make it a real winner.
See order information on page 22.




You Need Our Executive
Aftache Case . . . Even If You Aren't
An Executive Chef.

Ar last, the lifefime invesrment you've been looking for, bur probably never dreamed you'd find.
Everyrhing you require for preparing fine food — all in one convenient, arfractive and professional case.

In brief, a briefcase for the Execurive who presides over his own Board (in the kirchen, rhar is).

J. A. Henclsels, recognized as the leading curlery aurhoriries throughour rthe world, has now pur rogerher a
12-piece Kirchen ser for the professional as well as the discriminating hobby chef. Yer you don't have to be
a chef ro appreciare their urility or to recognize their quality. The grear value of professional knives is their
abiliry ro perform common, everyday tasks exceptionally and consistently well. They carry a look of
aurhoriry. Simple. Heavy-duty. Funcrional. And they do one thing extremely well: They CUT.

You'll find no mimorbright, hard-ro-sharpen blades, or plain high-carbon steel thar can rainr acidic foods as

Ir curs,

ﬂ\gse special Four-Star, high-carbon, no-srain steel knives are tempered and hardened wirh Henckels' own
specially parenred Friodor Process. Hand-honed and hand-buffed in Solingen Germany, you're assured rhey

will mainrain rtheir sharp cutting edge yer still be easy 1o sharpen.

Qur genuine learher
arrache case (18" x 13" x 3")
conrains the following,
from left fo righr.

® Carving Fork

Chef's Paring Knife
Chef's Knife (8")
Chef’s Slicing Knife
Chef's Knife (10")
Sparula

Melon Baller

Apple Corer

Boning Knife
Slicing Knife
Sharpening Sreel
$575.00

(Florida residenrs, please
include sales rax.)

SHIP TO:

NAME

ADDRESS

cITy STATE ZIP

PHONE #

EACH  QUANTITY
QUANTITY DESCRIPTION SIZE COST TOTAL

ITEM 1
ITEM 2
ITEM 3

ITEM 4
CREDIT CARD TELEPHONE ORDERS TOTAL ORDER
CALL (800) 453-2339 ADD 5% SALES TAX IF IN UTAH

IN UTAH CALL (801) 392-0930 GRAND TOTAL

METHOD OF PAYMENT:

CHECK [ DINERS CLUB [
MONEY ORDER [] visa [J
AMERICAN EXPRESS [J MASTERCARD []

IF CREDIT CARD 15
USED, GIVE:

CARD #

EXPIRATION DATE

SIGNATURE

The Villa Quaauma s For Sale

With a view of the Pacific Ocean on one
side, and overlooking the world-famous
resort Hotel Las Hadas and Manzanillo
Bay on the other, the Villa Guadiana is a
rare experience in elegant living. On a
ridge near Manzanillo, Mexico, Villa
Guadiana comes furnished and decorated
with a rare collection of internationally
exhibited artifacts dating back to classi-
cal antiquity. The collection and fur-
nishings adorn the rooms and grounds of
one of the finest private residences in
Mexico. In addition to the house and its
amenities, and outstanding architectural
design, all the facilities of Hotel Las
Hadas are at call to the owners of Villa
Guadiana.

If you would like to know more about
Villa Guadiana and how you can enjoy its
elegance as your own, please write me:

James Retz, Vice President
Previews, Inc.

5670 Wilshire Blvd.

Los Angeles, CA 90036
(213) 937-0703

Offering is subject to errors, omissions, prior sale,
change or withdrawal without notice.

Offered at $2,900,000
Furnished and Equipped
Art Collection is Included

EXECUTIVE HOME—FAIRFAX COUNTY, VIRGINIA

Luxurious home with 6 bedrooms, 3 '/ baths
and the latest in accessories. With the swim-
ming pool and regulation tennis court on 1.3
acres, this magnificent residence located in
exclusive Fairfax is for the buyer with discrimi-
nating taste. For more information, call Phil
Station at (703) 281-3171 or write to 1720
Abbey Oak Drive, Vienna, VA 22180.

$395,000
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Great fares are just the beginning,
too. Our computer reservations system
lets us plan and confirm your flight within
minutes, including connecting flights to
cities across the country. And low joint
fares make flying to those cities
economical.

At check-in, we'll be glad to check your
baggage all the way to your final
destination. It's just part of our hassle-free,
personalized service that we pride
ourselves on,

We've been bringing this kind of
service to Minnesota for over 35
years. Our propjet aircraft have the latest
in navigational and weather aids, to assure
you of a smooth, comfortable trip.
Naturally, our crews are professional,
highly skilled pilots, with years of
experience behind them,

This same kind of experience
supports our “Eagle Express” small
package service—your business or
personal package goes from counter to
counter within 30 minutes of flight time.
We also offer regular freight service,
connecting with all the major airlines.
The next time you’re headed out of
town, discover Mesaba for yourself.
You'll find our great fares go
hand-in-hand with our great service.
Just call your travel agent. Or call Mesaba
at 1-800-662-5725 in Minnesota. In
South Dakota, North Dakota, Wisconsin,
Nebraska, lowa and lllinois,
1-800-346-3540.

Airlil‘les



Make the Decision

Decker Compu-Teacher Offers a Powerful |

Home Personal Computer Course

M AKE YOUR to Make the Picture Clear.

Decker offers you a head start on the
VACATION future. Everything you want to know
about computers — from Apple to Zenith.
Four volumes contain: Fundamentals,
PL ANS NOW Hardware, Software, Decision Maker Guide,
Glossary and Keep Up, a bi monthly
update of developments — the best way to

stay smart. Automatic membership in our

computer buyers discount club. Take THE RIGHT DECISION: Send your check, Visa or Master Charge number (Name, Address and expiration date) to
advantage of significant savings. Decker P.C. Services, P.O. Box 198, Milford, NH 03055. $199.95 plus shipping change of $3.95,

Your Interline Connection at

Minneapolis/St. Paul and Omaha

to/from
Hibbing, Minn.
Brainerd, Minn. Huron, S.D.
Brookings, S.D. Mankato, Minn.
Fairmont, Minn. Mason City, Iowa
Fort Dodge, lowa Mitchell, S.D.
Grand Rapids, Minn. Worthington, Minn.

Call Your Travel Agent or Mesaba Airlines
In Minnesota 1-800-662-5782
In North Dakota, South Dakota, Wisconsin,
Nebraska, Iowa and Illinois 1-800-346-3540
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DAILY ECONOMY FARES.
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