


PEST

Rick Benjamin's Paragon Ragtime Orchestra
Saturday, October 17, 2009 — 8:00 pm.

These Three Tenors
Saturday, November 21, 2009 — 8:00 pm.

Los Angeles Piano Quartet
Saturday, January 23, 2010 — 7:30 pm.

War Bonds: Songs and Letters of WW I
Saturday, February 20, 2010 — 7:30 pm.

The Georgia Guitar Quartet
Sunday, February 28, 2010 — 2:30 pm.

Richmond Symphony
Sunday, March 14, 2010 — 2:30 pm.

Series Tickets On
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Heat with wood. Stay warm and cozy all wint
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Fireplace and Patio
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Sundays, George W. Noblett. J r.. likes to relax on his boat, Sanomo IV,
Weekdavs, he skippers his own l"";.{i(]air(! dealership in Kilmarnock,
Va. where George has held a Frigidaire Franchise for 19 vears, Why
Frigidaire? Here's his answer-:

“Frigidaire takes my franchise seriously”

“Lip-service is one thing. Really Supporting a franchise
is something else agatn, Frigidaire always lives up to
its side of the bargain. In 19 years ['ve never seen them

upset the market or weaken my position as a dealer.”

Every Frigidaire dealer franchise is our franchise, too.

We couldn’t attract the best dealers if we said one [T FRIGIDAIRE
thing and did another. And we're more interested in

having the best dealers than in having the most dealers, 5, PRODUCT OF GENERAL MOTORS

- . —— B
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The Irish Sweepstakes and a Man Named
Noblett change life on the Northern Neck

by AUDREY THOMASSON

hen a 24-year old traveling salesman from
Kilmarnock won the Irish Sweepstakes in

the 1930’s, the $2.50 ticket fetched $4,600

in winnings. Certainly not a lot of money by today’s
lottery standards, but in those days it was enough
to pay off his debts and get him started in his own
business, Noblett Appliance and Propane on Main

George W. Noblett Jrs good fortune not
only changed his life, his decision in 1939 to
bring liquid propane to the area turned life
around for people living on the Northern Neck.

“He was not one of those people who
wanted to keep the area isolated. He was very
much for economic growth,” said his daughter,
Molly Stephens of Irvington. “My father was in-
terested in anything that would make life better
for the folks around here.”

Located in the same building for 70 years,
Noblett is so intrinsically linked to the North-
ern Neck that its hard to imagine what the area
was like without it.

“People cooked on wood stoves in those
days,” said Bud Hudnall, who purchased the
business from George in 1978. “George intro-
duced propane to the Northern Neck at a time
when electricity was not available to most folks
in rural areas.”

Although Bud was born the same year No-
blett opened the doors of his company, over
the years the two became good friends. When
Bud spoke of the friend who passed away 15
years ago, there was great respect and pride in
his voice.

“He was a real gentleman—a real asset to
the Northern Neck, not just around Kilmar-

Street in Kilmarnock.

¢ nock,” he said.

Bud chuckled as he told the story of how
George got started. “He took his winnings and
purchased a car and then started making trips
to Baltimore and southern Maryland pulling a
trailer. He would drive up early in the morning
and pick up twelve cylinders of gas and six gas

ranges. On the drive back—starting in Colo-
nial Beach—anywhere he saw a house without
electricity he would stop and try to sell them
a cylinder and gas range. He put on cooking
demonstrations all over the Northern Neck. He
held cooking demonstrations in the store, too.”

Even more than the success of his business,
George cared about the community and his
employees. Many service organizations were
founded under his leadership, and he was al-
ways proud that his employees were involved
in the community; including many as officers
and members of the Kilmarnock Volunteer Fire
Department.

Tim Giese worked at Noblett his entire ca-
reer, starting right out of high school and for
over 47 years doing everything from waxing
trucks to being general manager.

“Mr. Noblett was a true southern gentle-
man,” Tim said. “He was a good listener and
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had a very quiet way. When a customer came
in all up in arms, Mr. Noblett would listen to
everything he had to say. By the time the cus-
tomers left, they were thanking him.”

While George believed the old adage “the
customer is always right,” accord-
ing to his son-in-law E.A. Ste-
phens, Jr.,, the man had the abil-
ity to calm people down simply
by lowering his voice to neatly a
whisper. It was a tactic that could
turn anger into laughter.

“When my father became
chairman of the Bank of Lancaster
in 1977, it was a turning point for
the business,” Molly recalled. “He
thought it was time to expand or
be swallowed up. He felt he didn't
have the edge to take it to the next
level. But he wanted to take care of
his employees. Bud—being a fish-
erman and a local—made it ideal.”

But by then, Bud Hudnall had relocated to
Ft. Lauderdale as a vice president with General
Medical Corporation. In 1974, the two men
crossed paths at the Miami Boat Show.

“I told him if he ever wanted to sell the
business, he should give me a call,” Bud said.

In 1978, George did just that.

But the negotiations between two success-
ful businessmen who also happened to be
good friends were rather like a game of cat and
mouse.

“The trials and tribulations of buying the
business!” Bud moaned. “He wouldn' let me in
the store because he wanted to keep the nego-
tiations a secret.”

Living in a small town where everyone
seems to know everyone else’s business, George
insisted on meeting late in the evening when no
one was around.
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“He would pick me up at night and drive
me to his office,” Bud said. The two men sat
across from each other, neither wanting to tip
his hand. The stalemate was finally broken
when Bud said, “You write down what you

Carol Major — Controller

think the business
is worth and Tl
write what I think
its worth.”

When the men
revealed their figures
they were identical.

Bud called the
sale one of the
finest seller-buyer

Stan Snapp -

agreements ever. And George sweetened the
deal by financing 75 percent of the purchase
price.

“I'd do it again tomorrow. We had a won-
derful relationship,” Bud said.

Hudnall believed in the same hometown
business practices as George—taking care of
customers and supporting employees. His wife,
Gayle, pitched in as sales manager for the ap-

ecurity Systems Technician

pliances. Bud proved he had the edge George
was looking for by expanding the business to
some 4,500 customers and the ten top brand
name appliances. In fact, they grew so large that
in 1980 they expanded into the building next
door, formerly Kilmarnock Motor Sales/Buick
John Deere.

“We increased in size seven times what it
was in 1978,” Bud said. “We have a wonderful
group of employees who still participate in or-
ganizations like the volunteer fire department
and rescue squad.”

Tim Giese was just half way through his
career when the change of ownership took
place. As much as Tim had respected George
Noblett, Bud proved to be a sensitive and car-
ing employer too, understanding and meeting
the special needs of employees and customers.

“People don't realize what it takes to run
this business. I was in at 6 a.m. lining up the
work schedule for each truck and I didnt
leave until 6 p.m.,” Tim said. The store used
to recondition and sell trade-in appliances and
even got into plumbing for a short time. Tim
recalled a customer in Richmond County who
bought a new freezer for his shed. “When we
delivered it, not only did he not have electricity
in the shed, he didn’t have it in the house either.
[ guess he figured it would work on its own.”

The store has always stocked quality brand
appliances, starting with the
Frigidaire line by General
Motors that Tom McGinnis
turned over to Noblett to
kick off the business.

“George used to carry
only Frigidaire, the top end
appliance at the time. The
line was so popular there
was a sign at the landfill
directing people to set their
old Frigidaire to the side
and not dump it in with the
other stuff.”

Buds son, Joe, was 15
when he began working
at Noblett after school and
during the summer.

Moving to Kilmarnock
from Ft. Lauderdale in 1978
was a culture shock for the
teenager who reluctantly admitted to a bout
of crying when he first saw the town. But as
the only son, Joe Hudnall was a natural to take
over the family business when his father start-
ed winding down in 1998. Today, as president
and owner he continues the traditions started
by their founder.

“Mr. Noblett built the business on ser-
vice,” Joe said. “His motto was: ‘We service



