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4 THREATS

TO DEALER SECURITY:

Curtailment

1.

2. Higher Taxes

3. Price Controls
4. Time Sales Curb

) You as an automobile dealer must do some-
thing about it. Secure a new member in N.A.D.A.
__Contribute to the fight to protect and preserve

your business from permanent restrictions.
See Page 3

It is the obligation of automobile dealers to see to it that
regulation, if it becomes necessary under the National
Defense Program, be practical and constructive. N. A. D. A,
) through its officers and staff, is working constantly in
. Washington in behalf of automobile dealer interests. The
time is here when dealers must marshal their resources to

. Bﬂfﬂiﬂrd their future.
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AIRPLANE ENGINES

AND MILITARY TRUCKS
for Ameriea’ deferve/

e

MOTOR CARD AND TRUCK

/oz Ameriea lrarporialion/

_._—*_______

OR the fourth time 1n 1ts 89-year his-

tory, the Studebaker organization has
been given a highly important national de-
fense assignment. Recognizing the ability
of Studebaker engineers and production
executives to get things done with dispatch
and efficiency, the government has asked
Studebaker to build airplane engines on a
large scale. Arrangement of facilities for

this purpose is proceeding speedily.

Studebaker is also engaged in the pro-

duction of r‘nilitar}' trucks for use h}' the

armed forces of the United States. And the

Studebaker organization is continuing to
meet the needs of the general public by
providing America’s motorists with low-
cost transportation of highest quality—Stu-
debaker President Eight, Commander and
Champion passenger cars—money-saving

Studebaker trucks and commercial cars.

To the nation at large, and particularly
to every Studebaker dealer and Studebaker
owner, Studebaker pledges itself to dis-
charge all its responsibilities to the best of
its ability and in a manner that will add

luster to the Studebaker name.

. YANCE, CHAIRMAN

PAUL G. HOFFMAN, PRESIDENT
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Four Threats to

Dealer Security

By WALTER E. BLANCHARD
Manager, N.A.D.A.

UTOMOBILE dealers, as one of the country’s
leading groups of businessmen, do not take a
back seat to anyone in their willingness to

support the National Defense Program. They realize
that all will be called upon to make sacrifices: to
surrender temporarily established rights and privi-
leges in order that the American way of living shall
be preserved. They are gladly willing to contribute
their fair share of the cost, whatever it may be,
their lives and their fortunes, if need be. to preserve
individual liberty and the pursuit of happiness as
envisaged in the Bill of Rights and our Constiution.

But they are equally as determined to ficht and

vigorously oppose any attempts to single out their
business, their means of making a livelihood., for
diseriminatory, punitive and unfair measures. whether
they be in the form of excessive selective taxes or
regulatory controls aimed at a single industry.

Time For United Action

That appears to be the situation which auntomo-
bile dealers are now facine and whieh ealls for a
united front to seeure fair and equitable treatment
for the automobile retailing indusfry. There is a
tendeney to seleet the automobile industry as the
“‘oninea pig.’’ That iﬂ‘ the penalty of ][‘ﬂﬂf:rs}]i['}_
Apparently the automobile industry has been singled
out for attention by Washington, and by making it
the ““whipping boy”’. the publie is being led to he-
lieve that the automobile is direetly iuhu_'f'm'ing with
the Defense Program. This is {'{‘I‘!"FIIHI'_\' not 1in
accord with the faets — and the implication ecannot
be permitted to go unchallenged. ‘

The faets are that the automobile industry has
andertaken to assume the ff-m:]ﬂrﬂhi]l mn r‘h'ﬁ-n:-fﬂ
material produetion, and as rapidly as possible. is

preparing for mass production of armament on a
scale heretofore unknown. Meantime, the industry
has refused to become hysterical and has continued
its normal peace-time activities thereby insuring
steady employment for millions of workers until
such fime as it could transfer its activities into
defense material produetion effectively.

509, Curtailment Seen

A voluntary 20% reduction in passenger car
production becomes effective with the 1942 models
starting August 1st. Still further production cuts
will follow as priorities on raw materials divert
necessary metals and supplies into defense work.
Likewise, skilled manpower necessary to supervise
and assemble war materials will be transferred from
automobile plants to defense work. thereby further
restricting ear production. A 20% ecurtailment in
auntomobile production is almost a certainty within
the next twelve months.

In the face of this very praetical problem which
of itself will inflict hardships and force many read-
Justments among automobile merchants, many other
measures are being considered by Washington officials
which will still further burden the automobile indus.
try. These include increased Federal exeise taxes —
at least double the present rates — possible taxes
on used antomobiles and a floor or inventory tax.

In addition, Mr. Leon Henderson, Price Control
Administrator, has already. announced his intention
to attempt the regulation of manufacturers’ prices,
dealers’ mark-up and possibly trade-in allowances
starting with the 1942 models. (lfongress will be
asked to pass special legislation for this purpose,

(Please turn to Page 15)
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A Sales Manager Appraises the Fulure
of His Dealer Organization

Timely and Practical Suggestions Offered for Readjustments That Are Inevitable

By WILLIAM E. HOLLER

General Sales Manager, Chevrolet Motor Division
General Motors Sales Corp.

RIORITIES curtailment words that
are a direct challenge to every retail automobile
dealer.

(‘hevrolet Dealers have been preparing through
the past eight years their answer to the challenge
of now-current events. Repeatedly through the eight
vears since 1933, we have upheld the soundness of
the Quality Dealer Program, which was instituted
for Chevrolet Dealers back in those uncertain days.

Again, 1 say the Quality Dealer Program 1s the
answer. Quality versus Quantity of Dealers. Fewer
but better retail merchants. And Chevrolet’s Dealers
— the strongest Dealer Body in the business — have
confirmed my judgment, and by their great records
through the past years have demonstrated that the

Quality Way IS the Quantity Way . . . to sales
leadership.
Unprecedented Conditions
Today, we face unprecedented conditions. Not

even those dealers who ean hark back to the days
cf 1914-1918 can predict the shape of things to eome.

For Chevrolet Dealers, and all auto Dealers,
face these two apparently unreeconcilable facts —
more customers than ever before . . . reduced volume
and profit possibilities.

Priorities . curtailment . words that are
a direct ehallenge likewise to every automobile manu-
facturer.

The far-sighted manufacturer knows he must
keep his present Dealers in business, for those in-
dependent merchants in their respective communities
are the staunch bulwarks of the American way. Upon
their success depends the livelihood of many thous-
ands of employees, and that figure, multiplied by
the families of the employees, mounts to a consider-
able percentage of our total population.

Hazards Offset

Yet no man will continue long in business with-
out the assurance of a fair profit, of a fair return
on his investment, his labor, and his vision. As in
the great depression, unprecedented hazards beset
the average automobile dealer, hazards that must
in some measure be offset by the inereased coopera-
tion the Dealer receives from the Manufacturer he
represents in Chevrolet’s ecase, his ‘‘planning
partner’’,

All faetories should make this three-fold pledge
to their Dealers:

1. There is no excuse for adding more dealers
at a time like this. The industry will barely get

enough produet to keep its present Dealer Organiza-
tion alive.

9  Protection must and will be assured for our
present dealers, by ““freezing’’ Open Points until
after the emergeney.

3. The Industry will ‘‘take care of its old cus-
tomers’’ its present Dealers whose splendid
efforts have made the manufacturer’s suceess possible
— rather than by adding more Dealers and dis-
sipating whatever volume 1s secured when full
priorities are effective.

But. over and above these assurances, 1 have
advanced specific suggestions attuned to today, to
our own Sales Organization for I insist that . ..

“In the favorable present all good businessmen
will prepare for the future!”

Management Councils

To assist our Chevrolet Dealers to meet the un-
certain future by sound, basic planning today, we
have set up Monthly Management Couneils in our
290 distriet meeting points, convenient for all Dealers,
where a regular two-part program is being held.

The first portion of the program is devoted to
a report of the progress in all phases of the auto-
mobile business. both local and national, including
a general survey of Used Car frends, Customer Labor
Sales. Truck Market development, Control of Receiv-
ables. Fixed Expenses and Fixed Gross Profits.

More pertinently, the second section of our pro-
oram advances a Supplementary Program, suggested
especially for our Chevrolet Dealers, vet so basie
and fundamental that T would like to take this ocea-
sion to place that program before all automotive
dealers, as a small contribution to the industry at
a time when readjustments and realignments are
inevitable.

Our Supplementary Program imeludes these prae-
tieal and timely suggestions:

1. Eliminate New Car Discounting

Today . . . You are selling in the largest market
of all times. and a market that is still increasing.
All about us we see evidence of an inereasing national
income . . . a greater purchasing power . . . a greater
willingness on the part of the Public to buy.

Certainly, these are not times for New Car Dis-
counting. With an anticipated Car Shortage i an
aotive Seller’s market . . . With the national income
going up by leaps and bounds . . . With a limited

( Please turn to Page 14)
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DIFFERENT TYPES AND
KINDS OF RINGS TO MAKE

ngineeed

PISTON RING SETS

...and McQUAY-NORRIS makes all I3!

Different Types
OF STEEL OIL RINGS

Different Types
OF IRON OIL RINGS

Different Types
OF COMPRESSION RINGS

THAT’S WHAT IT TAKES TO
MAKE REAL Shgineered Sets

N SERVK

. .# -
W McQuay-Norris has the right kind and type of rings

e

for each make and model of car. That's engineering.

And that's why McQuay-Norris Altinized Engineered

Piston Ring Sets are different from ordinary ring sets,

UAY-NORRIS MFG. C
Dston King Meadguailes





































