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 YOUR DEALER  INFO HERE! 

FLYER AVAILABLE TO ALL DEALERS!  CONTACT MARCIA FOR YOUR COPIES!    



M O N T H L Y  P R O M O T I O N S  &  A N N O U N C E M E N T S  
B Y  S C O T T  H O R T O N – M A R K E T I N G  M A N A G E R  M E D A  

A p r i l  2 0 1 0  A P R I L  N E W S  

As we transition into another season, which is warmer, wetter and more humid the risk of       
bacteria causing mastitis becomes much higher.  Because of these circumstances we have a  

terrific opportunity to sell our Barrier 112.  Judging from past sales and conversations with most 
of you and successful university testing, Barrier 112 is a proven winner.  With the confidence we 
have in this brand, and the fact that it is very profitable to sell, we are providing each of your 

dealerships a customized selling flyer.  Please see attached Barrier 112 May Promotional Flyer. 

Another menacing factor that faces our dairy’s during the spring and summer months  are flies.   

We have a unique system that is manufactured by one our dealers, LDS called the LDS FLY 
Guard System.  It works hand in hand with our synergized insecticide called Aero-Max. Working 
together both the system and the product provide an extremely effective kill.  Any questions 
please refer to Your 2010 MEDA Manufacturers Information Ordering and Pricing Manual.   Also 

attached is a LDS Fly Guard / Areo-Max May Promotional Flyer. 

Now these customized sales flyers are purely voluntary.   If you like them and would like to use 
them at your dealership we can print them out for you.   If you like the concept but would like to 
make changes please contact me.  Bottom line it has to work for your dealership. 

We do have a good handful of dealerships using monthly sell-in flyers right now.   We have seen 
some good results.   How are they being used? 

 1.  They can be included with monthly statements.  This includes full-line as well as non 
full-line route customers.  A great opportunity to potentially transition customers to full-line.  

 2.  Route Specialist’s are using them on their scheduled routes.   They can  leave them 
behind or they can be used to assist in their sales presentation. It can contribute to a more     
quality sales call.  

 3.  Route Specialist’s are using them to cold call new dairies.  It’s  literature that gives your 
dealership a more professional and organized image.  If they are on the fence with the dealership 
they are currently working with it might  open the door for your dealership.  They might see 
something that they need  or want. You know have an excuse to stop every month.   Don’t      
underestimate the power of persistence! 

Our plan moving forward is to provide one of these promotional flyers each month.   Each prod-
uct we are focusing on will be featured as a result of it’s necessity to that month.  If you have any 
feedback or ideas please let me know.   I will have more examples of what other dealerships are 
doing at the route school.    

See you in Stevens Point!       



           M E D A  U P D A T E  F R O M  R E E D                
        

A p r i l  2 0 1 0  

 It’s that time of the month to get out our April News Letter and let you know what’s happening in our 

world.  The biggest event that’s coming soon is our 2010 Spring Sanitation School.    I’ve enclosed 
a  proposed agenda, showing you the great speakers we have presenting.  I think it’s an indication 
that our sanitation program and dealers are well thought of in the dairy industry.  It speaks highly of 
our group, that the companies that these speakers represent feel it is a great opportunity.   Plan on 
getting your people to the school—there will be some great information presented.   

Chem-Star sales are up 9.2% and ABS sales are up 78.9%.  We have quite a few dealers buying 
“Udder Comfort”.  Pages 1 and 2 of the newsletter includes information about “Udder Comfort.”  
Page 2 is an actual brochure that can be customized, putting your dealership listed on the bottom.  
Contact Marcia and she customize the brochure and send them out to you. 

Impulse liners have been working extremely well.  If you want to go after competitive dairies-take the 
Impulse liner and your graph recorder and go milk some cows.  Get back in the barn.  You’ll be 
amazed at the business you can stimulate.  This is the time to add dairies to your route program. 

MEDA now has 50% Lanolin available for those dealers with the M-1 Systems.   The Lanolin comes 
in 441lb drums and has approximately a 2 week turn around time.    Order for the lanolin need to be 
called in to the MEDA office and Marcia will order it for you.   

REMINDERS FROM THE OFFICE 

I want to thank everyone who has taken the time to include the invoice numbers of the invoices    
being paid in with your check.  It assures that your payment is being applied to the correct invoices.   

If you need Product Sheets, Brochures, MSDS Sheets or other Information Sheets in a hurry,  you 
can find them all on MEDA’s website:  chemstarworks.com.    Our website is always being updated, 
so make sure you check it out regularly. 

Open Invoice reports are sent out monthly.  Please make sure you are checking them against your 
records.   If you have questions or concerns regarding any invoices, give us a call. 

If you are interested in receiving your invoices via fax, give Marcia a call or e-mail her.  Some of our 
dealers have requested this and it seems to be working out very well. 

We have been getting come coupon in for redemption, but there are still many out there.  They are a 
great way to introduce new products to your dairies. 

Thanks for your continued support! 
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