
By John Marshall
Let’s start by admitting that Dillon reloading

equipment is almost universally acknowledged to
be premium stuff – the best in the business.
Accordingly, it’s priced somewhat above the run-
of-the-mill items hawked by others. But remember
that when you buy the best, you’ll never have to
scrap your old, cheap, poor equipment and spend
your money again to buy quality – the good stuff
that you should have bought in the first place. Buy-
ing things twice is never good economy.

And it’s good to remember when you buy Dillon
equipment you’re also buying something you can’t
see – their premium customer service!

I just recently entered into retirement, having
served in Dillon’s sales and customer service depart-
ment for over seven years. Now that I’m no longer
part of the Dillon team, I can step back and view
those sales and customer service guys and gals with
what amounts to detached objectivity. And I want to
share my observations with you frankly and honestly
– no axe to grind one way or the other.

Many people will tell you that Dillon’s customer
service is top drawer, and the reason for that is the
philosophy of the founder, Mike Dillon. Mike, from
the very start of his business, insisted on a lifetime
warranty for most of his equipment, and customer
service that keeps Dillon customers first and Dillon
convenience way down on the list of priorities. Got
a busted part on a 550 you bought way back in the
‘90s? Dillon will get that part and send it to you no
charge. A couple of weeks before I retired, a fellow
called to say that mice had gotten into the garage
where his Dillon reloader had been sitting unused
for a couple of years, and had been urinating on it,

ruining a number of parts. The “No B.S.” warranty
still applied, and his parts were sent right away.
These are just two small examples of Dillon’s “cus-
tomer first” attitude.

Next, I’ll start at the top of the Dillon Precision
Sales and Customer Service Department, and intro-
duce you to Sales Manager Gary Kieft. Gary has
been with Dillon since Caesar was a road guard,
and along the way he has amassed a huge amount
of information on everything in the catalog and on
most obsolete items of equipment. He has been
blessed with an almost encyclopedic knowledge of
just about everything related to reloading. I never
ceased to be amazed at his photographic memory of
the tiniest of details, and he was often my prime
“go-to” guy when my fund of knowledge was at its
limits. Now, I’ve been reloading since 1963, and I
thought there was not much I didn’t know on the
subject; but Gary has aced me on more than one
occasion by coming up with a pearl of information I
didn’t know. Gary also happens to be hip-deep into
Cowboy Action Shooting, and has a wealth of infor-
mation relating to that sport. He also lurks on many
of the online firearms forums, and often offers expert
advice in that manner. Gary runs a tight ship, and
insists that all his people are exposed to the full line
of Dillon products, and many serve an apprentice-
ship in the repairs department. There, they learn to
take the machines completely apart, clean them,
lubricate them, replace worn or missing parts,
reassemble and calibrate them where necessary. For
one not used to this, it’s backbreaking work. As a no-
longer-young man, I can personally attest to this.

What kind of people are in sales and customer
service? Well, without exception, they are all veteran
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