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Bynorm Ploughs On 75
US manufacturer Ariens celebrated its 75th 
anniversary on Thursday 11th September 
2008. The business was born in the Great 
Depression. Founder Henry Ariens’ iron works 
had been forced to close after 40-years 
serving the community of Brillion, Wisconsin. 
It would have been easy to give up but Henry 
and his three sons, Steve, Leon and Francis, 
weren’t the quitting type. With a $1500 loan 
raised against the elder Ariens’ life insurance 
policy and another $1500 acquired by selling 
shares in their new venture the four men 
went to work in Henry Ariens’ garage (it was 
a triple garage!)
Market gardeners, nurserymen and 
landscapers alike had a pressing need for 
something that filled the gap between a 
drawn plough and hand-held implements. 
While most were content to distribute 
imported “tillers” the Ariens family decided 
to make the first American unit. Powered by 
its own air-cooled engine, the Ariens Model 
A “plows (sic) as it discs as it harrows.” 
Many tiller models followed, aimed at 
improving productivity. 
Ariens joined the war effort in the 1940s with 
the “Aggmixer” a product that made the soil, 
cement and blacktop runways needed for 
secondary airports and training bases across 
the Pacific. Then, like many manufacturers, 
Ariens rode the Post-War suburban wave. 
Before Henry Ariens died in 1956 he had 
seen the release of the company’s first 25” 
mower. Two years later, with eldest son Steve 

at the helm, Ariens released its first ride-
on. Production of Ag and Garden products 
continued side-by-side until Ariens decided 
to focus exclusively on OPE. This coincided 
with the 1969 appointment of Henry Ariens’ 
grandson, Mike Ariens, as President. Ariens 
then acquired a number of companies, most 
notably Gravely (a business stretching back 
to 1916).

Ten years ago third-generation Mike stood 
aside for fourth-generation Dan, who had 
previously been responsible for Gravely. There 
Dan had implemented “lean” manufacturing 
principles, which he applied across the 
Ariens organisation. This has helped Ariens 
thrive in an increasingly competitive global 
marketplace because of its continuous 
efficiency improvements.
While Dan oversees the day-to-day running 
of the group’s finished product operations, 
brother Peter runs the group’s “Stens” 
aftermarket business. They have overseen 
a period of rapid expansion that began 
with a strategic review in 1994. Then the 
brothers isolated five core values that 
had inspired their great-grandfather and 
defined Ariens: Honesty, Fairness, Keeping 
Commitments, Respecting Individuals and 
Encouragement of Intellectual Curiosity. 
Finally they came up with a simple 
Vision Statement:  Passionate People … 
Astounded Customers.
“Since then we’ve expanded our 
manufacturing and parts businesses,” Dan 
Ariens says. However, like all OPE firms, Peter 
acknowledges, “The weather really drives 
what kind of year we have.”
The last couple of years have seen an 
astonishing seven acquisitions, including 
Australian aftermarket supplier Bynorm. At 
the same time, Ariens ceased manufacturing Ariens 75th Anniversary celebrations centred on the full-size replica of Henry Ariens garage constructed in the Ariens Museum in 

Brillion, Wisconsin. The new 7m x 15m (20’ x 42’) garage will be available as a meeting room for employees

Ariens Model A “plows (sic) as it discs as it harrows” - the first American tiller was the first Ariens product.
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We all know how competitive the lawnmower market is and how consumers in 
many cases are driven to the lowest price by mass retailers. It’s fair to say that these  
consumers only think mowers cut grass and any features beyond this that makes 
the mower more versatile and easier to use don’t exist.
 

How wrong can they be?  
If you are a specialist sales and service dealer who also 
falls into this way of thinking you must then accept your 
reasons to be in business selling mowers is NOT to earn 
a fair return on your investment and therefore become 
nothing more than a ‘me too’ mower retailer.

 
How wrong is this for you? 
Masport is an ideal partner to the specialist sales and 
service dealers that invest in their business and staff 
that have the selling skills and understand the sales 
process, a process that relies on feature benefits and 
advantages to close the sale.

 
The Masport Advantage!  
We dare you to compare the other brands’ innovation  
and feature benefits that assist you in closing the 
sale and making profit on lawnmowers with...

® discharge rear flap spreads 
grass clippings away from operator when not 
using the catcher.

 
disposing of unwanted garden waste the 
environmentally friendly way.

axles with nyloc nut.
®

provides easy access when removing the 
catcher.

include Platinum & Platinum Plus  
(see warranty cards for more details).

 
 

features; we invite you to experience  
the Masport advantage today. Your  
Masport representative can demonstrate  
these innovative features and benefits. We 
dare you to give them a try; designed to work 
and built to last.

Chipperchute 
Shreds your branches for garden mulch

Smartchute® 
Quick, clean mowing without the catcher

Ergo Shift® 
For easy removal of the grass catcher

Ergo Adjust Handles 
Helps reduce back strain

conventional ride-ons (believing the  
sector had became saturated) and moved  
to producing commercial and consumer  
Zero Turns. 
“ZTs are now the staple of both Ariens 
consumer and Gravely commercial brands,” 
Dan says. US ZT manufacturers EverRide and 
Great Dane are among the raft of recent 
Ariens acquisitions.
In Australia, EverRide is imported by the 
Gripske Group’s “Powerup Lawncare 
Products” and Great Dane by Hills District 
Group’s “Great Dane Australia”. Ariens took 
over distribution of its Ariens and Gravely 
brands this year after many years association 
with Allpower Industries. Thus, staff at 
Bynorm facilities across Australia joined their 
colleagues around the world celebrating 
Ariens Co’s 75th anniversary.
Peter Ariens believes great-grandfather Henry 
would be pleased with the business today.
“I know my father [Michael] is,” he says. “I 
think my great-grandfather was concerned 
about being able to provide for his family.” 
And with three of Dan Ariens’ children 
expressing the desire to join the company, 
it looks as if Ariens Company will be 
providing for the Ariens family for many 
years to come.

Mike Ariens (left) looks on as son Dan (centre) receives an 
Official Commendation from State of Wisconsin officials (right) 
during the 75th Anniversary celebrations.

Built in 1905, Henry Ariens' garage was located at 326 N Main 
Street – now the site of the Brillion Public Library.
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Bynorm Wholegoods

Service/Spare Parts & Technical Manager Drew Wilson–Ariens & Gravely 
expertise in factory-direct context.

Children of Computing Enlightenment 
are always asking me how to speed up 
their systems. Your Guru must speak 
frankly here: With old PCs the only option 
is to upgrade. However, if your system is 
only a couple of years old, increasing the 
amount of RAM could be your answer!

Random Access Memory normally 
refers to computer chips that 
temporarily store data. By storing 
frequently used or active files in RAM, 
the computer accesses the data faster 
than if it were to retrieve it from the 
slower hard disk drive (HDD.)

RAM is “volatile” memory, meaning it 
loses its contents once power is cut. Non-
volatile memory like hard drives and flash 
memory do not require power to retain 
data. Shut down properly, a computer 
stores all data located in RAM on the hard 
drive. At the next boot-up, RAM fills with 
programs automatically loaded at startup, 
and files opened by the user. When the 
RAM becomes full, data gets written to 
the much slower HDD. Therefore: more 
RAM = better performance. 

Early PCs measured RAM in 
Megabytes Mb (approx 1,000,000 
bytes). New PCs measure in Gigabytes 
Gb (1,000 megabytes.)  Older PCs have 
a minimum 128Mb RAM. New PCs 
(for Windows XP Pro or Vista) may 
have 4Gb! RAM chips are now faster 
AND cheaper. So you can have a quicker 
system for less! 

Installing extra RAM is easy and 
inexpensive, with many PC users doing 
it themselves. Buying 1Gb of DDR or 
DDR2 RAM (most common types) is 
about $50! Warning: there are different 
RAM types – check your correct type.  
Many websites provide step-by step 
instructions and specifications to ensure 
the RAM you purchase will be suitable for 
your motherboard. 

When evaluating a new PC consider 
the type and amount of RAM its 
motherboard supports. Consider a 
motherboard capable of using the 
emerging DDR3. A year from now, 
DDR3 RAM will be the standard!

More Speed Stuff in December!

COMPUTER 
GURU

(From left): Shane Ladynski (BDM Q/NT), Daniel Wass (BDM 
NSW) & Wayne Berryman (National Wholegoods Manager) 
– US orientation program covered all aspects of Ariens Co, 
including defining core values.

Division Opens
Bynorm Wholegoods has opened its doors 
from dedicated premises in Hallam. The 
800m2 facility in Wedgewood Drive is 600m 
from the company’s spare parts distribution 
centre at Abbott Road, Hallam. National 
Sales Manager Wayne Berryman heads up 
a team of Technical Manager Drew Wilson 
and Business Development Managers Shane 
Ladynski and Daniel Wass. Queensland & 
NT BDM Shane Ladynski is operating from 
Bynorm’s Brisbane premises, while BDM 
Daniel Wass will service NSW Dealers from the 
company’s new Sydney facility at Seven Hills.

“I’ll be covering the rest of Australia for the 
time being,” Wayne Berryman says. MD John 
Lo Piccolo explained that Bynorm would be 
appointing a BDM for Victoria and Tasmania 
next year. “However, Wayne will retain 
responsibility for SA and WA,” he says.

Wayne, Shane and Daniel are new to 
Ariens and undertook an extensive company 
orientation program at Ariens US factory 
immediately on their appointment.

“The trip covered all aspects of Ariens Co, 
not simply technical matters,” Shane Ladynski 
says, “It included extensive discussion of the 
core values that define the business.”

Daniel Wass outlines those as: “Honesty, 
Fairness, Keeping Commitments, 
Respecting Individuals and Encouraging 
Intellectual Curiosity.”

Drew Wilson didn’t need an orientation 
program, having been closely associated with 
Ariens and Gravely products for many years at 
Dealership and Distributor level.

“I’ve had a long and fruitful association with 
Bynorm,” Drew reminisces. “In fact, when I 
opened Jackson Court Mowers over 20-years 
ago the first rep to come through the doors 
was Bernie “Bynorm” Proughton!” 

Drew is excited after joining the Bynorm 
team. “When I was offered the chance to use 
my Ariens and Gravely product knowledge 
in a factory-direct context rather than with a 
distributor, I jumped at the idea!”

Wayne Berryman says that Bynorm 
Wholegoods is a fully functional distribution 
centre following the arrival of its first 
consignment of nine 40ft containers. “We will 
process orders daily, as per normal Bynorm 
policy,” he says.

John Lo Piccolo indicates that Bynorm is in 
the process of uniting wholegoods and parts 
arms of the business in a new 5000+m2 
facility next year.

For your records: 
Bynorm Wholegoods
4/101-103 Wedgewood Road, Hallam 3803
1800 335 489 F: 1800 658 645
W: www.bynorm.com.au




