










 January 6, 1956

TO ALL HUDSON DEALERS'

We are enclosing a copy of an ad which appeared in the December
issue of the ATA News, published by the American Taxi Cab
Association.

This same ad will also appear in the January issue of The Taxi
Cab Industry and Auto Rental News.

Rambler Taxi Cab demonstrators are being assigned to each Hudson
Division Zone and will be available for demonstration to cab
companies in the near future at your request.    All Rambler cab
demonstrators will be equipped with Heavy Duty Shocks and Springs,
Heavy Duty seat cushions and seat backs, Foam cushions front,
Heavy Duty clutch, Leece-Neville 30 AMP volt Alternator, Heavy
vinyl interiors, Director signals, Heavy service cooling system
and many are equipped with All-Season Air Conditioning.

This coordinated Taxi Cab advertising and demonstration program
is part of the aggressive Fleet Sales Program of American Motors
for 1956.

A large volume of profitable business is available to Hudson
dealers through Fleet Sales - - Let's all go out after this
business.

 Very truly yours,

W.S.Milton:mw     Sales Manager,
 Hudson Division





  August 3, 1956

TO ALL HUDSON DEALERS

SUBJECT: The Hudson Story
 As Told By Auto Week

ST#17

Heralding the 47th year of Hudson History, Auto Week, 
the well known automotive trade weekly, has published 
a brief history of Hudson entitled, "Power Race Kicked
Off Decades Ago".

You will be interested in reading the proud history of 
one of the greatest names in the industry and the fact 
that many Hudson 'firsts' have been adopted by the 
industry and are still in use today.

We commend the article on page four and five which you 
will find informative, interesting to your customers and 
encouraging because of the convincingly optimistic out- 
look the editors have forecast.

 Yours very truly,

 R. J. Molloy   
 Manager
 Sales Training Department

pd

Enc.



 August 7, 1956

   ST#18

TO ALL RAMBLER DEALERS.

SUBJECT:  "The Man Behind The Rambler"
  Car Life Magazine Reprint

A brilliant story on the styling philosophy of
"The Man Behind The Rambler," Mr. E. E. Anderson,
Director of. Automotive Styling for American Motors
Corporation, appears in Car Life as the feature 
story, August 1956, now on the newsstands.

"The Man Behind The Rambler" is an engaging account 
of the developments leading up to the current Rambler 
design and its final perfection,    Mr. Anderson's ac-
complishments are known throughout the industry and 
his story will interest stylists, sports car fans and 
motorists everywhere.

Magazine articles such as this build up prestige for
Rambler dealers and owners alike and they afford sales-
men extra selling proof of Rambler design superiority.
The Car Life reprint will make a subtle direct mail 
piece or a showroom handout.

 Yours very truly,

 R. J. Molloy
 Manager    
 Sales Training Department

pd

Enc.



 November 12, 1956

            ST #22

TO ALL RAMBLER AND HUDSON DEALERS

Attached is a supply of the Price and Equipment Specification cards for
Hudson, Rambler and Metropolitan revised November 1,    1956.

These revised cards now include a listing of standard equipment, as well 
as the suggested delivered prices of optional extra cost equipment and 
detailed body and mechanical specifications.    You will note that car
prices and accessory prices have been omitted, but that space is pro-
vided for you to insert your own local prices.

These cards are again designed to suit two purposes:

1.    They are so sized as to conveniently fit a salesman's pocket.
2.    They are punched ready to fit the American Motors' Prospect
 System Salesman's Prospect Handbook about which we wrote you 
 on October 5, 1956. An order blank for this Prospect System was attached 
 to our letter.

Additional quantities of these Price and Equipment Specification cards 
may be obtained free of charge as long as the supply lasts by addressing 
a post card to the Advertising Stock Order Department, American Motors
Corporation,    14250 Plymouth Road, Detroit 32, Michigan, specifying the
type card and the quantity desired.

 Yours very    truly,

 R. J. Molloy
 Manager
 Sales Training Department

pd
Attach.



November 30, 1956

ST #25

To All Dealers

Subject:    "ECONOMY CAR BLITZ"

If you've wondered why smaller, more sensible cars are rising in 
popularity, there's exciting reading for you in a new book just 
published by Joe H. Wherry, prominent automotive writer. The
"ECONOMY CAR BLITZ".

This book,  like few others, tells our story and tells it against
an authoritative background of statistics on seventeen other low- 
priced cars in the same category as cur Metropolitan.

If you've wanted facts on small, foreign cars, model comparisons 
and ratings, here they are wrapped up in one book with numerous 
illustrations, diagrams and well written opinions.

For dealers and salesmen selling competitively in the Metropolitan 
field, here is indispensable material to be read carefully and 
used in selling a viewpoint and selling the Metropolitan.    If
you're interested and should like to get a copy, it may be ordered
 direct from the distributors on the attached brochure.

 Yours very truly,

 R. J. Molloy
 Manager
 Sales Training Department

pd

Enc.



December 3, 1956

ST #25

All Rambler and Hudson Salesmen

Subject:    TESTED SELLING SENTENCES

Make your selling approach sparkle with conviction by using tested
selling sentences and sales slogans.

Millions of Americans have been exposed to these carefully selected
and tested statements - they've been used in newspapers, magazines and on
television.    They tell a big story in a minimum number of words.    When
you use them in your sales conversation, they'll pack that conviction
and authority which leads to a sale.

Carefully designed and prepunched for your American Motors' Prospect
System Salesman's Handbook, they should be placed in the handbook imme-
diately.    Their size also permits them to be carried around in the
pocket for ready reference.

Study these short statements, memorize the shorter slogans, adapt them
into your selling conversation and they'll pay dividends in sales.

 Yours very truly,

 R. J. Molloy
 Manager
 Sales Training Department

pd

Enc.





    December 21, 1956

BM #238

ALL AUTOMOTIVE DEALERS:

On October 25 we advised you that we were revising the American Motors Standard
Accounting System in line with revisions by our competitors.    To highlight some
of the revisions:

(a)  Used Cars are inventoried at cost or wholesale value,
 whichever is lower.

(b)  Income from finance reserves is now considered as Other
 Income on page 3 of the financial statement instead of 
 being a credit to the cost of used car sales.
(c)  Overallowance on used cars traded in on new car sales is
 now being shown in the new car section, page 4, as 
 "Discount-New Car Trades".
(d)  Authorized discounts on new cars are now being shown in
 the new car section, page b, "Discount-No. Trades".

(e)  Overallowance on used cars traded in on used car sales
 are now being shown in the used car section, page /4, as 
 "Discounts-Used  Car Trades".

There are, in addition to the above, various other changes, most of which are in line 
with present day business practices.    The revisions will necessitate the
following new journal forms:    Cash Receipts, New and Used Car Sales, Parts-
Accessories-Service Sales, and a new financial statement.

We strongly urge that you incorporate these revisions in your accounting system so that 
your financial statements in 1957 will be oomparable to other dealers'.
This will enable you to obtain the maximum value out of the guide figures released by 
your zone office each month.

Our suppliers are now shipping the revision kits to those dealers who placed their 
orders so that they can commence using the new forms as of the first of the year.

IF YOU ARE ONE OF THE FEW DEALERS WHO HAS NOT PLACED YOUR ORDER WITH THE ZONE OFFICE
AS YET, WE SUGGEST YOU DO SO IMMEDIATELY.

We are attaching hereto for the guidance of your accountant a list showing the new 
accounts provided and accounts which have been changed effective January 1, 1957.

Your Zone Business Management Manager will be glad to aid you in incorporating these 
changes in your American Motors Standard Accounting System.

 Very truly yours,

 L. M. Pursley
 Business Management Manager
cc:  All Dealer Accountants
 All Zone Managers
 All Zone Business Management Mgrs.
 Messrs. Abernethy, Raisbeck, Boyd



American Motors Standard Accounting System

Major Changes Effective January 1, 1957

Acct. No.

205
210
220
240
245
247
250
265
267
292
293
294
313
314
325
326
327
415
420
423
424
438
441
442
443
446
453
454
460
461
462
463
469
615
620
625
641
642
643
646
653
654
660
661
662
663
669

Account Title

Contracts in Transit
Notes Receivable
Accounts Receivable
Inventory - Used Cars
Inventory - Paint and Body Shop Materials
Work in Process - Labor
Due from Finance Companies
Factory Parts and Labor Claims
Other Factory Receivables
Life Insurance - Cash Value
Officers Notes and Accounts
Advances to Employees
Notes Payable - Banks
Notes Payable - Others
Accrued Income Taxes - Previous Year (Corp. Only)
Accrued Income Taxes - Current Year (Corp. Only)
Accrued - Others
Sales - Passenger Cars - Retail
Sales - Commercial Cars - Retail
Discounts - New Car Trades
Discounts - No Trades
Discounts - Used Car Trades
Sales - Labor - Factory Claims
Sales - Labor - Internal
Sales - Sublet Repairs
Sales - Miscellaneous
Sales - Parts - Factory Claims
Sales - Parts - Internal
Sales - Accessories - Retail
Sales - Accessories - Factory Claims
Sales - Accessories - Internal
Sales - Gas, Oil and Grease
Sales - Miscellaneous
Cost of Sales - Passenger Cars - Retail
Cost of Sales - Commercial Cars - Retail
Additional New Car Credit
Cost of Sales - Labor - Factory Claims
Cost of Sales - Labor - Internal
Cost of Sales - Sublet Repairs
Cost of Sales - Miscellaneous
Cost of Sales - Parts - Factory Claims
Cost of Sales - Parts - Internal
Cost of Sales - Accessories - Retail
Cost of Sales - Accessories - Factory Claims
Cost of Sales - Accessories - Internal
Cost of Sales - Gas, Oil and Grease
Cost of Sales - Miscellaneous

Type of Change

Account No.
Description
Description
Description
Description
Description
New Account
Description
New Account
New Account
New Account
New Account
Description
Description

  Account Title
New Account
Account No.
Account No.
Account No.
New Account
New Account
New Account
New Account
Account No.
Account No.
New Account
New Account
Account No.
Account No.
New Account
New Account
Account No.
Account No.
Account No.
Account No.
New Account
New Account
Account No.
Account No.
New Account
New Account
Account No.
Account No.
New Account
New Account
Account No.
Account No.



Acct. No.     Account Title         Type of Change

 802     Finance Income       New Account
  853     Repossession Losses      New Account
   15     Policy Adjustments      Description
   30     Adjustments - Parts and Service      New Account
   76     Contributions       New Account
   77     Other Miscellaneous Expense      Account No.
   92     Employee Benefits       New Account
 100     Provision for Income Taxes      Description

In addition to the above listed changes, several accounts have been deleted.    A
comparison of the new and old Financial Statements will disclose the specific
accounts dropped.

Page E-5 of the Dealers Standard Accounting Manual has been deleted.





December 19th.,    1956

TO ALL HUDSON DEALERS AND ZONE MANAGERS:

Attached is price bulletin HFD 3 covering the Fleet Sales special equipment 
options.  In releasing these options, full consideration has been given to the
special equipment requirements of the various types cf fleet users and to the
competitive prices required to obtain such business.    As a result you may now
sell the lowest priced Taxicabs, Public Utility vehicles, Law Enforcement cars 
and convertible Ambulance station wagons in the industry.

As an example, Dealer Net Billing on a Rambler Taxicab model 5715 equipped with 
HO, DS, WE, HD clutch, HSP, HD cooling system (Radiator Shroud and Fan),
Vinyl Upholstery, HD Seat Cushions and Backs, 40 Amp Auto-Lite Low cut-in HD
Generator and HD Battery is $1696.75.

The Rambler Work Sedan is a 5715 without rear seat but with vinyl covered hard 
board panels in the rear seat area, This model is proving to be very popular 
with public utilities as a light service vehicle and is used in place of panel 
or pick-up trucks.

Many local police, fire, health and recreation departments, manufacturing 
plants, rural area doctors, medical clinics, and undertakers are using station 
wagons equipped for emergency ambulance service.  The Split Rear Seat option
for the Deluxe and Super Rambler Cross Countrys, coupled with the Collapsi-cot 
stretcher and the stretcher wheel pockets, which have been designed for the
Rambler, enable the RAMBULANCE to be sold at prices several hundred dollars 
under competitive units.  Price and information on the Collapsi-cot stretcher
installation is now being prepared and will be released shortly.

The sale of Rambler and Hudson models to fleet users in your area means plus
sales, parts and service profits.  In addition, an increasing yearly repeat
sales volume will result.  Zone personnel and/or members of the Fleet Sales
Division are available to assist dealers in developing sales to this rapidly 
expanding group of automobile buyers.

 Very truly yours,

 W. B. Ramsey
 Director,
mb     Government and Fleet Sales
Att.



W. E. Ramsey

Rambler Taxicab - Fleet Sales Brochure

December 7,  1956

Fleet Sales Division

Attached is a copy of the 1957 Rambler Taxicab Fleet Sales Brochure 
for use in contacting cab operators in your area    Additional copies
may be obtained upon request to your zone.    Also attached is a re-
print of the Rambler Taxicab Advertisement currently appearing in 
both ATA hews, the publication of American Taxicab Association,
and Taxicab Industry and Auto :dental hews Magazines.    In their
present issues both publications are giving 1957 Rambler Taxicabs 
excellent editorial copy.

During October, the Fleet Sales Division participated, with 
displays, in the American Taxicab Association Convention in Chicago 
and in the National Association of Taxicab Owners Convention in 
Cleveland.  As a result of this participation, a number of orders
have been obtained and a great amount of interest in the: Rambler
Taxicab generated among cab operators.    In order to capitalize on
this interest and the present advertising program, dealers should 
contact their local cab companies at the earliest possible date.

To assist dealers in selling cab companies, 1957 Rambler Taxicab 
demonstrators are either now or will shortly be available for 
demonstration purposes in all zones.

Sales to taxi companies, while normally short profit, no trade
deals offer dealers plus car and parts sales profits,

 W. E. Ramsey
 Director
WBR:hmm     Government & Fleet Sales
Att. (2)





 April 3, 1956

TO ALL HUDSON DEALERS:

     "A remarkable combination of comfort, convenience and performance 
at budget price plus almost unequaled roadability and handling ease, " reports 
the April issue of CAR LIFE magazine, on the 1956 Rambler.

     The attached reprint of this article is now available in limited quan-
tity at no charge and can be used effectively as a handout or mailing piece.
Your salesmen will want several copies on hand to pass out to prospects in 
their daily calls.

 Remember copies are limited, so place your order immediately with
your zone or distributor.    All zone and distributor requests will be supplied
from Detroit, so allow approximately one week for delivery.

 A. R. SHIELDS, JR.
 Manager - Hudson
 Local Area Advertising
ARS:jn
Attach.



      May 7, 1956

TO ALL HUDSON DEALERS:

HUDSON HORNET SPECIAL ANNOUNCEMENT WEEK BEGINS MAY 13! !

     On May 14 and 15 Hudson dealers will be dressing up their show-
rooms and calling up and writing prospects on the new models,  May 16
the Hornet Special will be announced on the Disneyland program, and also,
a spread will appear in the May 19 Saturday Evening Post - on the news-
stands Wednesday, May 16. Newspaper announcement advertising will be
scheduled May 17 or 18, weekly newspapers will be scheduled May 16
through May 22.

     Many dealers will want to tie-in with their own local radio and
newspaper advertising. We are attaching Hornet Special 1-minute and
chainbreak length radio scripts for your use.

     Call your local radio representative and schedule your Hornet
Special spot announcement today for complete additional advertising cov-
erage of your sales area.

 A. R. SHIELDS, JR.
 Manager  - Hudson
 Local Area Advertising
ARS:jn
Attach.



HUDSON MOTORS DIVISION
American Motors Corporation
May Hornet Announcement

One -Minute #1

ANNOUNCER: Here's a red-hot announcement from (DEALER NAME) your

Hudson dealer -- it's the brand-new Hornet Special V-8.

It's powered with a completely new overhead valve V-8 engine 

of the newest short-stroke, low-friction design.

Talk about lightning-fast power, this baby's got it!  And,

check this with your budget pencil -- you get top V-8 mileage.. 

and you get it on regular gas,

But here's the best news of all -- the new Hornet Special V-8 

is yours at a new low price.  That's right, a new low price !

See the new Hornet Special V-8 at (DEALER NAME, ADDRESS)

today!  Drive it!  Try  its sensational new, ultra-smooth Flash-

Away Hydra-Matic.  See how much fun it is to pilot the newest

car of the year -- the new Hornet Special V-8.



HUDSON MOTORS DIVISION
American Motors Corporation

May Hornet Announcement

One - Minute  #2

ANNOUNCER: Just Arrived,  and beautiful -- it's the brand-new Hornet

Special V-8 ...  at a new low price,  now on display at

(DEALER NAME).  It's got everything -- an all-new V-8

engine that steps out with lightning-fast power,  gives top

V-8 gas mileage ...  and does it on regular gas.  It has

Hudson's new Flash-Away Hydra-Matic for smooth, jerk-

free acceleration.

It has Hudson's 3-times smoother deep coil ride  its

twice as strong Double Safe Single Unit Car Construction,

its big, wide, comfortable Airliner Reclining seats, and

many more wonderful features that make it the big value

car of the year.

See the new Hornet Special V-8 this week at (DEALER NAME,

ADDRESS). With a new low price it's mighty easy to buy ...

and it's a lot of fun to own.



Chainbreak #1

ANNOUNCER:

Chainbreak #2

ANNOUNCER:

Here's a red hot announcement - it's the brand-new Hudson

Hornet Special V-8 -- at a NEW LOW PRICE.  It's V-8 engine

is completely new, gives top power and mileage on regular gas.

See it today at (DEALER'S NAME, ADDRESS).

Just arrived, and beautiful -- the new Hudson Hornet Special

V-8 ...At A NEW LOW PRICE.  All-new V-8 engine gives

lightning-fast power -- on regular gas.  See it at (DEALER'S

NAME, ADDRESS).  Get a real deal on a real value !





 June 5, 1956

TO:  ALL HUDSON DEALERS

 Trim #602 is no longer available on Model 5615.  It
has been superseded by Trim #608:

Seat Cloth - Blue Bedford Cord
Bolster - Off White Vinyl
Headlining - Gray Pattern

 A sample page of T-608 was attached to Mr. Levis' 
letter of May 10th for inclusion in your 1956 Hudson Color 
and Upholstery Selector Book.

Yours very truly,

 G. L. Staudt
 Director
 Advertising and Merchandising
 HUDSON Division

GLS:mb



 June 15th., 1956

TO ALL HUDSON DEALERS, DISTRIBUTORS AND ZONE PERSONNEL:

Here's a kit to help you cash in on one of the fastest growing markets
in the car business -- the small-car market.

The sporty, imported Metropolitan is already Number Two in this field.
It ought to be ... and it can be ... Number One.    The attached mat service
is designed to help you put it in that position.

Look at the prospects.    Volkswagen, the current leader, expects to sell
60,000 units in the United States in 1956; and at the rate they're going,
they'll make it.    Every one of these ears will be sold to someone who
wants a small car, an economical car ... a car that's low in price,
long on gas mileage, and distinctively different.

And that means that every one of these people could just as easily be
sold a Metropolitan!

More easily, in fact.    With your model-change rebate, you have an extra
price advantage over Volkswagon.    In styling, the Metropolitan is twenty
years ahead.    In performance, it offers over 50% more horsepower.  In ride,
handling, maneuverability, and comfort, it doesn't have an equal in the
field.    On every measure of value, it beats the Volkswagon by a country
mile:

And it sells, too.    In every area Where dealers have really got behind it,
it has become a volume seller ... and a top profit producer.,

If you haven't been taking advantage of this great, little profit-maker,
start doing it now.    Display a "Series B" hardtop and a convertible.  Use
this mat service to advertise them to small-car prospects in your area.
Get your share of this fast-growing market!

 George L. Staudt
 Hudson Advertising Manager
 
GLS:mb
ATT.



 June 15th., 1956

TO ALL HUDSON DEALERS, DISTRIBUTORS AND ZONE PERSONNEL:

The tremendous response to this ad in the May 28 issue of Automotive
News has proved its value as a great sales tool.  Packed with the selling
power of the great Hudson heritage, it tells your prospects of the quality
product that has been produced for 47 years ... of the history of crafts-
manship and dependability that stands behind it.

Show that you're proud of your heritage.  Give Hudson buyers a chance
to share that pride.  Display this blow-up in your showroom, where prospects
can see and read it.  We have a great story to tell.  Let's tell it:

 George L. Staudt
 Hudson Advertising Manager
GLS:mb
ATT.



   June 27th., 1956

TO ALL HUDSON DEALERS, DISTRIBUTORS AND ZONE PERSONNEL:

In a few days you will receive a poster-size reprint of
Phyllis McGinley's "Ballad To A Brand-New Car" that won
the hearts of so many readers of The American Weekly.
It aptly expresses the unabashed thrill that comes to all
but the most calloused new-car owners.  It indirectly

in one of the Hudsons you have on display.  Hang this poster
in a prominent place in your showroom - and use it to help
sell Hudsons.
 

 G. L.  Staudt
 Hudson Advertising Manager

GLS:mb



  June 28th, 1956

TO ALL HUDSON DEALERS, DISTRIBUTORS AND ZONE PERSONNEL:

 Here's a market you may have been overlooking ... a goldmine if you handle
it right.

 The attached ad appears in the August issue of Ebony; hits the newsstands
early in July.  It talks directly to the Negroes in your community; and it spot-
lights a feature -- Twin Travel Beds -- which only American Motors dealers can offer.

 To understand how important this feature can be to a Negro prospect, just
look at his situation.  Despite recent Supreme Court decisions in his favor, he is
still subjected in many parts of the country to the inconvenience of separate wait-
ing rooms,  separate toilet facilities, separate seating in public vehicles.  And
because of this, when he travels, he travels by car.

 Research by Dr. Daniel Starch shows that 73% of Negro men and 54% of Negro
women vacation by automobile!

 Even so, the Negro traveling by car lacks the mobility and freedom of
choice which you and I enjoy.  THE FACT IS THERE JUST. AREN'T MANY PLACES IN WHICH HE
CAN SPEND THE NIGHT.  He must travel a more or less fixed route, never wandering far
from the small percentage of hotels and motels which will accept Negro transients.

 Twin Travel Beds answer his problem perfectly.  They allow him to travel
where he wishes, always sure of a good comfortable night's sleep.  They can save him
money every night of the trip.  And, best of all, they guarantee him the kind of
vacation which he and his family can really look forward to!

 Selling to Negroes is not much different from selling to white people.
They expect, and respond to, the same friendly courtesy you show any prospect; and 
they resent being patronized or talked down to.  As a group, they are unusually
brand-conscious.  They look for and appreciate the quality points of a car; and once
you've sold them they're hard to switch.  Sell prestige,  too  ... after centuries of
suppression the Negro is especially interested in products which will give him recog-
nition among his fellows.

 This is a market that's really worth your while.  Go after it now.  Use
your exclusive Twin Travel Beds to sell the vacationing Negro, and you'll chalk up a 
real summer sales bonus for your dealership.

GLS:mb   George L. Staudt
Attach.  (1)   Hudson Advertising Manager





 November 15, 1956

TO ALL HUDSON DEALERS:

The Hudson announcement ad ... full page, four colors ... "Announcing
The Trim, New 1957 Hudson Hornet V-8 ... Way Up In Power, Way Down
In Price" will appear on page 2 in the November 24 issue of the
SATURDAY EVENING POST (on sale November 20).  This is the same hard-
hitting Hornet ad which appeared in the November 12 issue of LIFE.

In the POST the ad will appear opposite Table of Content page.  On
the latter page there will be an ad featuring HUDSON and SOLEX Safety
Glass by Pittsburgh Plate Glass Company.

This SOLEX assist will virtually give us the effect of a two-page spread.

Watch for these ads.  Use them.

Don't forget to display the blow-up of this Hudson Hornet ad which 
you have.

 Very truly  yours,

 G. L. Staudt
 Advertising Manager
 Hudson & Metropolitan
dr





March 3 1956.

TO ALL HUDSON DEALERS:

 In our letter of February 29th we gave you the details of a
tremendous insurance program which we developed to help you sell more 
cars.

 Yesterday we learned that one of our competitors had found
out about our program and was planning to institute a similar activity
and make a public announcement prior to the dates on which we had planned 
to make ours.    In addition, their program called for $20,000. of insur-
ance, or double the amount which we had set up in ours.

 The reason that we planned to go into the insurance program
was to dramatize our double-strength, single-unit construction and to 
back up our claims that it is the strongest, safest and most modern con-
struction in the industry. The other manufacturer does not use unitized 
construction.

 As a result, we have made the following changes in our program.
I am certain that you will agree that we have done exactly as you would
have wished us to do.

(1) We increased the amount of total coverage from $10,000
to $25,000. On the new basis, the owners of all privately
owned new, unused American Motors automobiles purchased from
an Authorized American Motors Dealer in the United States or
Alaska, on or after March 7th, will be covered by $25,000
personal automobile accident insurance. The insurance does
not cover Fleet owners, Government or Corporate owned cars.

This means that if either husband or wife is fatally injured,
while riding in an American Motors car, during the first year
of ownership of any American Motors car they purchased from
an Authorized American Motors Dealer, after March 7, 1956, their
estate will receive $12,500. This compares to $10,000. under
the previous plan and represents a 25% increase in coverage.

In the event both husband and wife are fatally injured under
similar circumstances, the estate will receive a total of $25,000.
This compares to $10,000. maximum under the old plan and rep-
resents an increase of 150%.



Page 2.
TO ALL HUDSON DEALERS

Even though we have more than doubled the coverage, the increased 
cost of the "Safety Promotion Program" has been increased from 
$3.94 a car to only $4.97. As we advised 
you in our letter of the 29th, this amount will be billed to you 
on invoices on all cars shipped to you on and after March 16th.

There will be no billing to you on the cars which you now have in 
stock or which will be invoiced to you between now and the 16th 
of March. American Motors will assume the expense on these cars.

(2) We immediately stepped up the release date on publicity and gave 
the press full information on our new program at noon, March 2nd.  
It has already received wide publicity in both newspapers, radio 
and television.

(3) We were able to change all advertising copy from $10,000" to 
"$25,000" with the exception of the advertisement which will run 
in the March 5th issue of Automotive News. This advertisement 
will carry the $10,000 figure.

(4) We also stepped up the date of release of newspaper adver-
 tisements which were due to appear on March 8th. The first 
 newspaper ad appeared on March 3d and papers everywhere will 
 run ads as quickly as we can get copy in their hands.

 The net result of these changes in our plans will be to give 
you the first industry announcement, and the greatest benefits of 
such a program.

 We will give you full details at the Zone and Distributor 
Meetings scheduled for your area.

 Sincerely,

NKVanDerzee:AHJ                      Vice President.





 November 13, 1956

TO ALL DEALERS:

Well - it looks as though the famous cartoonist George Lichty has really "teed 
off" on some of our major competitors again:

 "Never Before Such Gimmick-Packed Design"

 "The NEw FINNY EIGHT With The Daring Years Ahead Backward Look"

 "IT'S HERE--New Compatible Candelabra Fishy Tail Lighting"

--And what is the salesman saying to the parents of the curious youngsters?

 "...And under our new 'family payment plan' the whole family cuts 
 down on food, clothing and essentials...enabling you to make the 
 payments!"

Actually,  if Lichty is familiar with the figures - and he probably is - he
"isn't kidding" about this "family payment plan."

In 1955 passenger car owners spent 14.4 Billions of Dollars (NET) for the
PURCHASE of New and Used Cars.  They spent 17.5 Billions for the OPERATION of
these vehicles.--A grand total of 31.9 Billions of Dollars spent in one year 
for personal automobile transportation.  On December 31,  1955, they owed
14.312 Billions on the cars they were then operating.

On the same date the American people owed 88.7 Billions on the homes they were 
then occupying.

At the same time they OWED 13.583 BILLIONS on televisions, radios, appliances, 
home furnishings and other consumer goods they then had in their possession.

These three debts alone total 116.595 Billions of Dollars.

At 6% interest it is costing - conservatively - $6,995,700,000.00 per annum 
just to carry this terrific debt burden.

So--you can see why Lichty is - half-jokingly - suggesting "the whole family 
cuts down on food, clothing and essentials..enabling you to make the payments."

Fact is with many families food and clothing are about the only budget accounts 
left to which they THINK they can turn for funds with which to try to pay for 
bigger and more expensive cars.



 - 2 -   November 13, 1956
   
In this country today personal transportation has almost reached the same 
category as food, clothing or shelter as a human necessity.   
   
However, in getting from point "A" to point "B" millions of people can't   
ACTUALLY afford to drive the Juggernauts they are now operating and trying to 
pay for.   
   
The curb weight of the average American car today is 3,950 lbs.  (almost 2   
tons), and the average overall length is 210 inches.  The latest reported U.S.   
average miles per gallon is 14.58.   
   
An increase of just 5 miles per gallon in gasoline mileage alone would save   
American motorists 2.5 Billions of Dollars each year.   
   
Had all the people bought and operated Metropolitans in 1955, they could have 
saved approximately 16 Billions of the 31.9 Billions they spent for and on the 
cars they did buy and operate.   

Sure - they can't all use Metropolitans.--But think how easily the American 
people could have saved 7 or 8 billions that went for needless extra bulk and 
useless extra exhaust fumes.   
  
Investment funds are getting scarce - credit is tightening - interest rates 
are on the upturn.  The American Bankers Association at its recent National   
Convention has asserted "the good old-fashioned virtue of thrift has never 
needed stronger emphasis".   
 
What a thrift story you have to tell with both the Metropolitan and the   
Rambler--and what a timely opportunity to tell it. 
  
Both the American Bankers Association and George Lichty have helped "to open 
the door" for you.   
   
Attached are five reprints of the "Finny Eight" cartoon.  Use them to lead   
into your great sales story.   

If you want copies of the American Bankers Association "Thrift Resolution" let 
us know.   

Crusade hard for "More Intelligent Motoring".  It will put money in your pocket.  
   
 Sincerely yours,  
     
  

 J. W. Watson   
 Sales Manager - Metropolitan   

  B   

METROPOLITAN--"The World's Smartest Smaller Car"   





 November 20, 1956

TO ALL DEALERS, ZONE MANAGERS AND OTHER DISTRIBUTORS:

To make sure you don't miss the Sylvia Porter story-- "Big
Future for Small Car", which recently appeared in 170 large 
daily papers, we are attaching a reprint.

Resulting from a recent New York interview with Mr. George
Romney, we think it carries a strong "third person" endorse-
ment of the down to earth concepts underlying the basic 
benefits of the Rambler and Metropolitan in meeting today's 
personal transportation needs.

Arm yourself with this powerful extra selling tool.

If you want additional copies let us know right away.

 Yours for "More Intelligent Motoring",

 J. W. Watson
 Sales Manager - Metropolitans

B





 November 21, 1956

TO ALL DEALERS, ZONE MANAGERS AND OTHER DISTRIBUTORS:

Attached is a copy of "There's No End" an editorial appearing in today's issue of 
"The Detroit Free Press".

Apparently there IS no end to the problems resulting from the epidemic of bigger 
cars that is sweeping certain segments of the automotive industry.

"What's one man's sleekness IS another's monstrosity"--and it isn't confined to 
the show people.

Attached also is a reprint of an announcement of the erection of a new Ford 
assembly plant at Claycomo, Missouri, which states in part:

"When assembly starts at Claycomo, production will stop at the
Kansas City plant which no longer can accommodate the new Fords 
with their added length."

The CAR MANUFACTURER has to have a bigger plant if he persists in making his cars 
bigger and bigger.--And the disconsolate SHOWMEN will HAVE to "buy more real 
estate - if available".--Or join up with us in the "Crusade for More Intelligent
Motoring", and talk more of their patrons into buying more sensible cars.

Car owners certainly don't need Juggernauts to take the "average of two patrons" 
to the movies.

Show these reprints to your local theater operators.    Commiserate with them.
Offer to trade your help for theirs in a mutual effort to solve their parking 
problem with more Ramblers and more Metropolitans.

Ask them to "start the ball rolling" by buying smaller cars themselves!

Isn't that a "fair proposition"?

Yours for Motores Prudentiores*

 J. W. Watson
B     Sales Manager - Metropolitans

*More Intelligent Motoring





 December 28, 1956

TO ALL AMERICAN MOTORS DEALERS, DISTRIBUTORS AND ZONE MANAGERS:

At the recent national convention of the American Bankers
Association the most publicized statement was, "the good old-
fashioned virtue of thrift has never needed stronger emphasis."

We believed this statement was very timely because of a booklet 
we were preparing titled "Are You Burning Your Money?"    The booklet
is about Elmer, a typical American, and his automobile problems.
Sometimes, we wonder if he realizes these problems.

We thought the bankers would be interested in the "Elmer" story, too.

The booklet with this letter and a Metropolitan folder is being 
sent to 14,309 bank presidents, which means EVERY bank president 
in the United States. Discuss this material with YOUR bank
president.    Get him on your side for "more intelligent motoring."
Get him to buy a Metropolitan or Rambler, if he does not already 
own one.

 Yours for Motores Prudentiores,

 J. W. Watson
 Sales Manager - Metropolitans
dr

P.S.    Be sure you cover every bank in your trading area.


