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ng_;) RBetter See Motorola Car Radios

e..if yvou want to be the leader in town!

1. FINEST NAME AT THE LOWEST PRICE
2. MOST COMPLETE LINE
3. MERCHANDISING PROMOTION HELPS
4. FOUR-WAY CHOICE OF INSTALLATIONS

With Motorola you can’t lose a
sale! There is a Motorola for
almost every car, every model
with standard volt circuits or
12 volt circuits. Not only can
you offer the finest name in car
radios at the lowest price in the
industry—but you can offer
even deluxe push-button tuning
at a budget price!

you can offer the most
popular car radio in new

12 VOLT VERSION

So—see the man from Motorola
now. Stock up on the full
Motorola car radio line. .. the
famous 403 at only $39.95—the
handsome deluxe and golden
voice models. And—the new
412, 12 volt circuit version, com-
pact, powerful, easy 10 install.
It has full automatic volume
control, low battery drain.

Better See the Motorola complete Car Radio Line
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READING TIME: FIVE MINUTES

This is a time of "hushed expectancy." It all stems from the
news from Korea. Prospects of peace, eagerly awaited for a long
time, appear on the horizon.

Business, like world polities, is also in a state of "hushed
expectancy." Business, according to all reports, is good. Markets
are stable. Activity is high,

The average businessman knows, however, that now is the time to
plan carefully for the future. It's the time to examine with scru-
tiny every item of expense. It's the time to make sure that every
employee is a productive one and that every operation is a profit-

able one.
This is particularly true for the automobile dealer.

He is going to get more cars —- many more cars -- to sell.

His competition is going to be stronger not only in the new
car sales field but also in service, parts, and used car sales.

His competitors in the service and parts fields ... as well as
the used car sales field ... are not asleep. They are planning
jntensified programs to get a larger share of the business that is
coming.

Several important N.A.D.A. releases to members this month take
into consideration that sSound business practices are good no matter
what comes.

Take, for example, the N.A.D.A. MOTOR TRUCK DEALER AIDS issue
now in the mails for N.A.D.A. members handling trucks. There is
frank talk in this release about the management of the truck depart-
ment. "Do you really like the truck business?" it asks. If you
do, vou're making a profit out of it -- if you don't, read this
jssue of MOTOR TRUCK DEALER AIDS carefully. Read it again and

again.

The N.A.D.A. Employer-Employee Relation's Committee's next re-
lease, just mailed, highlights training programs for used car mer-
chandising. Probably no problem is more acute and promises to be
more perplexing than the used car problem and thus this release will
be most welcome. Underlying theme of the release is: THE BEST NEW
CAR DEALER IS THE BEST USED CAR MERCHANDISER., "
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During the past few months N.A.D.A. has been active in a pro-
gram to bring about sound credit terms in the industry. Henry H.
Heimann, speaking for the National Association of Credit Men, said:
"It must be admitted that some business interests are not using good
judgment when they base their credit installment sales on ridicu-
lously low down-payments and a much-too-wide time span for comple=-

tion of payments."

Such devices to promote sales, he states, are fundamentally
unsound. He added: Business has not as yet learned that the best
assurance of the absence of government controls is to exercise com-
mon sense control within business. Companies should sell merchan-
dise rather than sell credit. What Mr. Heimann says to credit men
is good advice to automobile dealers also.




N.A.D.A., through President Robert S. Armacost, expressed its
commendation to the Chrysler Corporation on the announcement of
price reduction on cars and trucks manufactured by Chrysler.

The text of Mr. Armacost's wire to A. vanderZee, Chrysler's
Vice=President in Charge of Sales, stated:

"Actions speak louder than words. The
announcement (yesterday) by Chrysler Cor-
poration is indeed commendable, especially
since it parallels the expressed thinking
of your dealer councils. Chrysler product
dealers will now approach with enthusiasm
the period ahead and I am sure will demon=
strate to you the wisdom of the action."

* e *

This may be the biggest travel year in history. One forecast
predicts that 75 million people will take vacation trips this year,
and that 66 million of these will travel by automobile. July and
August will still be peak months but more and more motorists are
taking vacations in spring and early fall.

These figures point to a higher volume of pre-vacation and
tourist service and repair business. Regular customers should be
encouraged to bring their cars in for thorough check-ups before they
leave on long trips. This last check-up is a good time, by the way,
to remind customers that new car dealers across the country offer

the most complete car service.

Thorough and courteous service to tourists can bring return
business and word-of-mouth recommendations. In addition, it can
strengthen the reputation for reliability of new car dealers
everywhere.

* * *

The Inter-Industry Highway Safety Committee would appreciaie
your telling your employees how important it is to keep accurate
records of the cars and trucks checked for safety during the annual
"Check Your Car -- Check Accidents" May program.

A reporting form is being made available by the Inter-Industry
Highway Safety Committee and it's important that you send it in as

soon as possible after the campaign closes.
* * *

Automobile theft continues to be one of the major criminal
problems in the U.S. According to J. Edgar Hoover, director of
the FBI, an estimated 215,310 auto thefts were committed lasi year
as compared to 196,960 in 1951. These figures indicate a 9.3
percent over 1951 increase.

Mr. Hoover urges dealers to maintain close contact with law
enforcement agencies and be alert to cars offered for sale at
suspiciously low prices or under unusual circumstances. Dealers
should also be aware, he emphasizes, of the motor vehicle regis-
tration and title laws in their own and nearby states and should
carefully note the actual motor and serial number borne by each
car he handles. He should watch for any variance between these
numbers and the numbers on ownership documents.

Auto theft is a young man's game. FBI Uniform Crime Stati-
stics for 1952 show that over 80 percent of offenders are under
29 years of age, and over half of the auto thieves arrested in
1952 were under 20.

* * *

Dealers are also reminded that bad-check writers and vandals
who prey particularly on used car lots become more active as the
weather gets warmer. Extra caution in cashing checks and guarding

used car lots are, therefore, in order.




International Harvectar's
Truck Engineering Loboratory.
The “‘Desert Whipping Post,’* Harvester’s Arizona Proving Ground.

All five are in your favor!

FEEREE ST T =l
Here’s what International has to offer the man interested in a truck dealer franchise:

1. Intensive Truck Research Program. The world’s most 4.5trong Acceptance. Over 1,000,000 Internationals are
advanced exclusive truck Engineering Laboratory at FFort now on the road. Every International Truck delivers the
Wayne, Ind. enables you to offer the unique features that high performance that has made Internationals the heavy-
mean lowest costs to experienced truck buyers. This con- duty sales leader for 21 vears.
tinuing program of truck re&s&a}'ch has developed 307 new
features for the new International line. These features 5. Consistent Advertising. One of the most comprehensive
were proved at the laboratory. programs in International’s history is paving the way to

the International dealer’'s greatest selling vear.
2. Proof from Toughest Proving Ground. Every feature in

the new line was also rnad'pr‘,}vﬂf] at International HEEI‘- Take advantage of this profit opportunity. For informa-
vester's 4000-acre “Desert Whipping Post™ near Phoenix, tion on an International Truck Dealer Franchise, write
A rizona —toughest Proving Ground in America. Trucks today to your nearest International District Office or to
are given every known performance test. These tests, at International Harvester Company, 180 N, Michigan Ave.,
air temperatures ranging from 18° F. to 118° F., prove Chicago 1, lllinois.

the durability of every new International Truck feature.

3. World’s Most Complete Line. 168 basic mod-
els ranging from Y;-ton to 90,000 Ibs. GVW
rating. 29 engines, with widest practical choice e
of gasoline, LPG or diesel fuel systems. Thou-

sands of specialized variations mean every
truck user is your prospect.

international Harvester Builds McCormick Farm Equipment and Farmall Tractors ... Motor Trucks. .. Industrial Power ...Refrigerators and Freezers

Better roads mean a better America

INTERNATIONAL TRUCKS

"Standard of the Highway”
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