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Call For Action
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-Where men show pride and confidence in the company they
represent and the products they sell, customers feel sure they are
‘ doing business with people they cantrust andrelyon.... :
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LEONARD LAUSCH
Service Manager

LARRY LAUSCH
Operation’s Manager

Your Penn-Jersey HARVESTORE Representative is professionally
trained, well experienced and dedicated to Agriculture: He is qual-
ified to prepare you a personal farm profit plan to help you build your
HARVESTORE System step by step.
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, BILL WINGENROTH RON ACKER
l . Feedlot Consuitant Financial Consultant

Because of this help and unique service, seldom does the sale of a
HARVESTORE System fail to bring exciting changes and profitable

benefits to the farmer’s business and te his family living.

Penn-Jersey HARVESTORE Systems, Inc.

P.O.BOX 91

NEW HOLLAND, PA. 17557

(717) 354-4051
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