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American Mortors CorPoORATION

HUDSOM AUTOMOBILES KELVYINATOR
N 14250 PLYMOUTH ROAD

NASH AUTOMORILES AMND LEONARD

SPECIAL PEODUCTS DETROIT 32 MICHIGAN mEFP LI ANCES

January 6, 1956

TO ALL HUDSON DEALERS

We are enclosing a copy of an ad which appeared in the Decenber
i ssue of the ATA News, published by the Anerican Taxi Cab
Associ ati on.

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

Ranbl er Taxi Cab denonstrators are being assigned to each Hudson
Di vi sion Zone and will be available for denonstration to cab
conpanies in the near future at your request. Al Rambl er cab
demonstrators will be equi pped with Heavy Duty Shocks and Spri ngs,
Heavy Duty seat cushions and seat backs, Foam cushions front,
Heavy Duty clutch, Leece-Neville 30 AVWP volt Alternator, Heavy
vinyl interiors, Director signhals, Heavy service cooling system
and nmany are equi pped with Al -Season Air Conditioning.

Thi s coordi nated Taxi Cab advertising and denonstrati on program
is part of the aggressive Fleet Sales Program of Anerican Mtors

for 1956.
A large volune of profitable business is available to Hudson
deal ers through Fleet Sales - - Let's all go out after this
busi ness.

Very truly yours,

WS. MIton: mw Sal es Manager,
Hudson Di vi si on
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American Mortors CorPoORATION

HUDSOM AUTOMOBILES KELVYINATOR
N 14250 PLYMOUTH ROAD

NASH AUTOMORILES AMND LEONARD

SPECIAL PEODUCTS DETROIT 32 MICHIGAN mEFP LI ANCES

August 3, 1956

TO ALL HUDSON DEALERS

SUBJECT: The Hudson Story
As Told By Auto Week

ST#17

Heral ding the 47th year of Hudson Hi story, Auto Wek,
the well known autonotive trade weekly, has published
a brief history of Hudson entitled, "Power Race Kicked
O f Decades Ago".

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

W commend the article on page four and five which you
will find informative, interesting to your customers and
encour agi ng because of the convincingly optimstic out-

| ook the editors have forecast.

Yours very truly,

R J. Ml oy

Manager

Sal es Trai ni ng Depart nent
pd

Enc.
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American Mortors CorPoORATION

EELYINATOR

14250 PLYMOUTH ROAD

DETROIT 32 MICHIGAN
August 7, 1956

ST#18

TO ALL RAMBLER DEALERS.

SUBJECT: "The Man Behi nd The Ranbl er”
Car Life Magazi ne Reprint

A brilliant story on the styling philosophy of

"The Man Behind The Ranbler,” M. E E Anderson,
Director of. Autonotive Styling for Anerican Mtors
Corporation, appears in Car Life as the feature
story, August 1956, now on the newsstands.

"The Man Behind The Ranbler” is an engagi ng account
of the devel opnents |eading up to the current Ranbl er

design and its final perfection, M. Anderson's ac-
conpl i shnents are known throughout the industry and
his story will interest stylists, sports car fans and

not ori sts everywhere.

Magazine articles such as this build up prestige for
Ranmbl er deal ers and owners alike and they afford sal es-
nmen extra selling proof of Ranbler design superiority.
The Car Life reprint will nmake a subtle direct rmail

pi ece or a show oom handout .

Yours very truly,

R J. Mlloy
Manager
Sal es Traini ng Depart nment

pd

Enc.

AND LEONARD
APF LI AMCES
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AmMericaNn Motors CorPoRrATION
14250 PLYMOUTH ROAD

DETROIT 32 MICHIGAN
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 alisting 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 spaceis pro-
vided for you to insert your own local prices.

These cards are again designed to suit two purposes.

1. They are so sized asto 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

EELYINATOR
AND LEONARD
APF LI AMCES

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
maly be obtained free of charge aslong as the supply lasts by addressing
apost card to the Advertising Stock Order Department, American Motors

Corporation, 14250 Plymouth Road, Detroit 32, Michigan, specifying the

type card and the quantity desired.

Yoursvery truly,

R. J. Molloy
Manager

Sales Training Department

pd
Attach.
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American Mortors CorPoORATION

HUDSOM AUTOMOBILES EELVINATOR
N 14250 PLYMOUTH ROAD

NASH AUTOMORILES AMND LEONARD

SPECIAL PEODUCTS DETROIT 32 MICHIGAN mEFP LI ANCES

November 30, 1956

ST #25

To All Dealers

Subject: "ECONOMY CARBLITZ"

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.

Yoursvery truly,

R. J. Molloy
Manager
Sales Training Department

Enc.
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American Mortors CorPoORATION

HUDSOM AUTOMOBILES EELVINATOR
N 14250 PLYMOUTH ROAD

NASH AUTOMORILES AMND LEONARD

SPECIAL PEODUCTS DETROIT 32 MICHIGAN mEFP LI ANCES

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 dogans.

Millions of Americans have been exposed to these carefully selected

and tested statements - they've been used in newspapers, magazines and on
televison. They tell abig story in aminimum number of words. When
you use them in your sales conversation, they'll pack that conviction

and authority which leadsto asale.

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 dividendsin sales.

Yoursvery truly,

R. J. Moalloy
Manager
Saes Training Department

Enc.
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American Mortors CorPoORATION

HUDSOM AUTOMOBILES EELVINATOR
N 14250 PLYMOUTH ROAD

NASH AUTOMORILES AMND LEONARD

SPECIAL PEODUCTS DETROIT 32 MICHIGAN mEFP LI ANCES

Decenber 21, 1956
BM #238
ALL AUTOMOTI VE DEALERS:

On Cctober 25 we advised you that we were revising the Anerican Mtors Standard
Accounting Systemin line with revisions by our conpetitors. To highlight sone
of the revisions:

(a) Used Cars are inventoried at cost or whol esal e val ue,
whi chever is | ower.

(b) Incone fromfinance reserves is now considered as O her
I ncone on page 3 of the financial statenent 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 bei ng shown in the new car section, page 4, as
"Di scount - New Car Trades".

(d) Authorized discounts on new cars are now bei ng shown in
the new car section, page b, "D scount-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
"Di scount s-Used Car Trades".

There are, in addition to the above, various other changes, nost of which are in line
with present day business practices. The revisions will necessitate the

foll owi ng new journal forns: Cash Receipts, New and Used Car Sales, Parts-
Accessories-Service Sales, and a new financial statenent.

W strongly urge that you incorporate these revisions in your accounting systemso that
your financial statements in 1957 will be oonparable to other dealers'.

This will enable you to obtain the maxi mumval ue out of the guide figures rel eased by
your zone office each nonth.

Qur suppliers are now shipping the revision kits to those deal ers who placed their
orders so that they can commence using the new forns as of the first of the year.

| F YOU ARE ONE OF THE FEW DEALERS WHO HAS NOT PLACED YOUR ORDER W TH THE ZONE OFFI CE
AS YET, WE SUGCEST YQU DO SO | MMEDI ATELY.

W are attaching hereto for the guidance of your accountant a list showi ng the new
accounts provi ded and accounts whi ch have been changed effective January 1, 1957.

Your Zone Busi ness Managenent Manager will be glad to aid you in incorporating these
changes in your Anerican Mtors Standard Accounting System

Very truly yours,

L. M Pursley
Busi ness Managenent Manager
cc: Al Dealer Accountants
Al Zone Managers
Al Zone Busi ness Management Myrs.
Messrs. Abernethy, Raisbeck, Boyd



Acct . .

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

Anerican Mtors Sandard Accounting System

My or Changes Efective January 1, 1957

Account Title

Contracts in Transit

Not es Recei vabl e

Account s Recei vabl e

Inventory - Used Cars

Inventory - Paint and Body Shop Materials
Wrk in Process - Labor

Due from Fi nance Conpani es

Factory Parts and Labor Q ai s

G her Factory Receivabl es

Li fe Insurance - Cash Val ue

O ficers Notes and Accounts

Advances to Enpl oyees

Not es Payabl e - Banks

Not es Payable - Qthers

Accrued | ncome Taxes - Previous Year (Corp. Only)
Accrued | ncome Taxes - Qurrent Year (Corp. Only)
Accrued - G hers

Sal es - Passenger Cars - Retail

Sales - Commercial Cars - Retail

D scounts - New Car Trades

D scounts - No Trades

D scounts - Used Car Trades

Sal es - Labor - Factory dains

Sal es - Labor - Internal

Sales - Sublet Repairs

Sal es - M scel | aneous

Sales - Parts - Factory dains

Sales - Parts - Internal

Sal es - Accessories - Retail

Sal es - Accessories - Factory dains

Sal es - Accessories - |Internal

Sales - Gas, G| and @ ease

Sal es - M scel | aneous

Cost of Sales - Passenger Cars - Retail
Cost of Sales - Commercial Cars - Retail
Addi tional New Car Oredit

Cost of Sales - Labor - Factory dains
Cost of Sales - Labor - Internal

Cost of Sales - Sublet Repairs

Cost of Sales - M scel |l aneous

Cost of Sales - Parts - Factory dains
Cost of Sales - Parts - Internal

Cost of Sales - Accessories - Retail
Cost of Sales - Accessories - Factory d ains
Cost of Sales - Accessories - Internal
Cost of Sales - Gas, G| and G ease
Cost of Sales - Mscel | aneous

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 .

802
853
15
30
76
77
92
100

Account Title

Fi nance | ncone

Repossessi on Losses

Pol i cy Adjustnents

Adjustrments - Parts and Service
Contri buti ons

QG her M scel | aneous Expense
Enpl oyee Benefits

Provision for Income Taxes

In addition to the above listed changes, several

conpari son of the new and ol d Financi al

account s dropped.

Page E-5 of the Deal ers Standard Accounting Manual

accounts have been del et ed.

Statements will disclose the specific

has been del et ed.

Type of Change

New Account
New Account
Description
New Account
New Account
Account No.
New Account
Descri pti on

A
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American Mortors CorPoORATION

HUDSOMN AUTOMOBILES KELVYVINATOGR
i N 14250 PLYMOUTH ROAD
NASH AUTOMORILES AMND LEONARD
SPECIAL PEODUCTS DETROIT 32 MICHIGAN mEFP LI ANCES
Decenber 19t h., 1956

TO ALL HUDSON DEALERS AND ZONE MANACGERS

Attached is price bulletin HFD 3 covering the Fl eet Sal es special equi prent

options. In releasing these options, full consideration has been given to the
speci al equi pnent requirenments of the various types cf fleet users and to the
conpetitive prices required to obtain such business. As a result you may now

sell the |lowest priced Taxicabs, Public Wility vehicles, Law Enforcement cars
and convertibl e Arbul ance station wagons in the industry.

As an exanple, Dealer Net Billing on a Ranbl er Taxi cab nodel 5715 equi pped with
HO DS, W, HD clutch, HSP, HD cooling system (Radi ator Shroud and Fan),

Vi nyl Uphol stery, HD Seat CQushions and Backs, 40 Anp Auto-Lite Low cut-in HD
Cenerator and HD Battery is $1696. 75.

The Ranmbler Wirk Sedan is a 5715 without rear seat but with vinyl covered hard
board panels in the rear seat area, This nbdel is proving to be very popul ar
with public utilities as a light service vehicle and is used in place of pane
or pick-up trucks.

Many local police, fire, health and recreation departments, nmanufacturing
plants, rural area doctors, nedical clinics, and undertakers are using station
wagons equi pped for emergency anbul ance service. The Split Rear Seat option
for the Del uxe and Super Ranbler Oross Countrys, coupled with the Coll apsi-cot
stretcher and the stretcher wheel pockets, which have been designed for the
Ranbl er, enabl e the RAMBULANCE to be sold at prices several hundred dollars
under conmpetitive units. Price and information on the Col |l apsi-cot stretcher
installation is now being prepared and will be rel eased shortly.

The sal e of Ranbl er and Hudson nodels to fleet users in your area means plus
sales, parts and service profits. In addition, an increasing yearly repeat
sales volune will result. Zone personnel and/or nmenbers of the Fleet Sales
Division are available to assist dealers in developing sales to this rapidly
expandi ng group of automnobile buyers.

Very truly yours,

W B. Ransey
D rector,
nb CGovernnment and Fl eet Sal es



To

From

W. E. Ramsey

AMERicaNn Motors CORPORATION S

PEUTED I U.5.A.

e

"
T e

- -
LEPETLY

INTERDEPARTMENTAL LETTER
Date December 7, 1956

Division Fleet SdesDivision

Subject Rambler Taxicab - Fleet Sales Brochure

Attached is a copy of the 1957 Rambler Taxicab Fleet Sales Brochure
for use in contacting cab operatorsin your area Additional copies
may be obtained upon request to your zone. Also attached is are-
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. Asaresult 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 purposesin 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)






American Mortors CorPoORATION

HUDSOMN AUTOMOBILES

EELYINATOR

14250 PLYMOUTH ROAD
MASH AUTOMOBILES AND LEOMNARD
SPECIAL PEODUCTS DETROIT 32 MICHIGAN APPLIAMNT© GCES

April 3, 1956

TO ALL HUDSON DEALERS:

"A remar kabl e conbi nation of confort, conveni ence and perfornmance
at budget price plus al nbost unequal ed roadability and handling ease, " reports
the April issue of CAR LIFE nmagazi ne, on the 1956 Ranbl er

The attached reprint of this article is nowavailable in |imted 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.

Remenber copies are linmted, so place your order imrediately with
your zone or distributor. Al zone and distributor requests will be supplied
fromDetroit, so allow approxi mately one week for delivery.

A R SHELDS, JR
Manager - Hudson
Local Area Adverti sing
ARS: jn
Attach.
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American Mortors CorPoORATION

HUDSOM AUTOMOBILES KELVYINATOR
N 14250 PLYMOUTH ROAD

NASH AUTOMORILES AMND LEONARD

SPECIAL PEODUCTS DETROIT 32 MICHIGAN mEFP LI ANCES
May 7, 1956

TO ALL HUDSON DEALERS:

HUDSON HORNET SPECI AL ANNCUNCEMENT WEEK BEG NS MAY 13! |

On May 14 and 15 Hudson dealers will be dressing up their show
roons and calling up and witing prospects on the new nodels, My 16
the Hornet Special will be announced on the Disneyland program and al so,
a spread will appear in the May 19 Saturday Evening Post - on the news-
stands Wednesday, May 16. Newspaper announcenent advertising will be
schedul ed May 17 or 18, weekly newspapers will be schedul ed May 16
t hrough May 22.

Many dealers will want to tie-in with their own |ocal radio and
newspaper advertising. W are attaching Hornet Special 1-m nute and
chai nbreak |l ength radio scripts for your use.

Call your local radio representative and schedul e your Hor net
Speci al spot announcenent today for conplete additional advertising cov-
erage of your sales area.

A R SHELDS, JR
Manager - Hudson
Local Area Adverti sing
ARS: jn
At t ach.



e -Mnute #1

ANNCUNCER

HUDSON MOTORS DI VI SI ON
American Mdtors Corporation
May Hornet Announcenent

Here's a red-hot announcernent from (DEALER NAME) your

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

It's powered with a conpletely new overhead val ve V-8 engi ne
of the newest short-stroke, lowfriction design.

Tal k about |ightning-fast power, this baby's got it! And,
check this with your budget pencil -- you get top V-8 nileage..
and you get it on regul ar 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 |ow price !
See the new Hornet Special V-8 at (DEALER NAME, ADDRESS)

today! Drive it! Try its sensational new, ultra-snooth Fl ash-
Anay Hydra-Matic. See how nmuch fun it is to pilot the newest

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



HUDSON MOTORS DI VI SI ON
American Mdtors Corporation
May Hor net Announcenent

One - Minute #2

ANNOUNCER: Just Arrived, and beautiful -- it's the brand- new Hor net
Special V-8 ... at a newlow price, now on display at
(DEALER NAME). It's got everything -- an all-new V-8
engi ne that steps out with lightning-fast power, gives top
V-8 gas nileage ... and does it on regular gas. It has
Hudson' s new Fl ash- Anvay Hydra-Matic for snooth, jerk-
free accel erati on.
It has Hudson's 3-tines snoother deep coil ride its
twice as strong Double Safe Single Uhit Car Construction,
its big, wide, confortable Airliner Reclining seats, and
many nore wonderful features that make it the big val ue
car of the year.
See the new Hornet Special V-8 this week at (DEALER NAME,
ADDRESS). Wth a new low price it's mghty easy to buy ...

and it's alot of fun to own.



Chai nbreak #1

ANNOUNCER

Chai nbreak #2

ANNOUNCER

Here's a red hot announcenent - it's the brand- new Hudson
Hornet Special V-8 -- at a NEWLONPRICE It's V-8 engine
is conpletely new, gives top power and m | eage on regul ar gas.

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

Just arrived, and beautiful -- the new Hudson Hornet Speci al
V-8 ...At ANEWLONPRICE Al-new V-8 engine gives
l'ightning-fast power -- on regular gas. See it at (DEALER S

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

HUDSOM AUTOMOBILES KELVYINATOR
N 14250 PLYMOUTH ROAD
NASH AUTOMORILES AMND LEONARD
DETROIT 32 MICHIGAN
SPECIAL PEODUCTS 32 MICHIG APFPLIAMNMECES
June 5, 1956

TQ ALL HUDSON DEALERS

Trim#602 is no | onger avail able on Mddel 5615. It
has been superseded by Tri m #608:

Seat doth - Blue Bedford Cord
Bol ster - Of Wite Vinyl
Headlining - Gay Pattern

A sanpl e page of T-608 was attached to M. Levis'
letter of May 10th for inclusion in your 1956 Hudson Col or
and Uphol stery Sel ect or Book.

Yours very truly,

G L. Staudt

D rector

Advertising and Merchandi si ng
HUDSON Di vi si on

GaSs: nb
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American Mortors CorPoORATION

HUDSOM AUTOMOBILES EELVINATOR
N 14250 PLYMOUTH ROAD

NASH AUTOMORILES AMND LEONARD

SPECIAL PEODUCTS DETROIT 32 MICHIGAN mEFP LI ANCES

June 15th., 1956
TO ALL HUDSON DEALERS, DI STR BUTORS AND ZONE PERSONNEL:
Here's a kit to help you cash in on one of the fastest growi ng markets
in the car business -- the snall-car narket.
The sporty, inported Metropolitan is already Number Two in this field.

It ought to be ... and it can be ... Nunber One. The attached mat service
is designed to help you put it in that position

Look at the prospects. Vol kswagen, the current | eader, expects to sel
60,000 units in the United States in 1956; and at the rate they're going,
they' Il make it. Every one of these ears will be sold to soneone who
wants a snall car, an economcal car ... a car that's lowin price

long on gas mleage, and distinctively different.

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

More easily, in fact. Wth your nodel -change rebate, you have an extra
price advantage over Vol kswagon. In styling, the Metropolitan is twenty
years ahead. In performance, it offers over 50% nore horsepower. In ride
handl i ng, maneuverability, and confort, it doesn't have an equal in the
field. On every neasure of value, it beats the Vol kswagon by a country
mle:

And it sells, too. In every area Wiere deal ers have really got behind it,
it has becone a volune seller ... and a top profit producer.

If you haven't been taking advantage of this great, little profit-naker
start doing it now Display a "Series B'" hardtop and a convertible. Use
this mat service to advertise themto snmall-car prospects in your area

CGet your share of this fast-grow ng narket!

Ceorge L. Staudt
Hudson Adverti si ng Manager

AS: nb
ATT.
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American Mortors CorPoORATION

HUDSOM AUTOMOBILES KELVYINATOR
N 14250 PLYMOUTH ROAD

NASH AUTOMORILES AMND LEONARD

SPECIAL PEODUCTS DETROIT 32 MICHIGAN mEFP LI ANCES

June 15th., 1956

TO ALL HUDSON DEALERS, DI STRI BUTORS AND ZONE PERSONNEL:

The trenmendous response to this ad in the May 28 issue of Autonotive

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-

manshi p and dependability that stands behind it.

Show that you're proud of your heritage. @ ve Hudson buyers a chance
to share that pride. Display this blowup in your showoom where prospects
can see and read it. W have a great story to tell. Let's tell it:

George L. Staudt

Hudson Adverti si ng Manager
GaS: nb
ATT.
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American Mortors CorPoORATION

M AUTOMOBILES KELVYINATORER

il R o 14250 PLYMOUTH ROAD

MASH AUTOMOBILES AND LEONARD
DETROIT 32 MICHIGAN

SPECIAL PRODUCTS AEPLIANMCES

June 27th., 1956

TO ALL HUDSON DEALERS, DI STRI BUTORS AND ZONE PERSONNEL:

In a few days you will receive a poster-size reprint of
Phyllis MG@nley's "Ballad To A Brand-New Car" that won
the hearts of so many readers of The Anmerican Weekly.

It aptly expresses the unabashed thrill that cones to all
but the nost call oused newcar owners. It indirectly

in one of the Hudsons you have on display. Hang this poster
in a promnent place in your showoom- and use it to help
sel | Hudsons.

G L. Staudt
Hudson Adverti si ng Manager

AS: nb
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American Mortors CorPoORATION

HUDSOM AUTOMOBILES KELVYINATOR
i N 14250 PLYMOUTH ROAD

NASH AUTOMORILES AMND LEONARD

SPECIAL PEODUCTS DETROIT 32 MICHIGAN mEFP LI ANCES

June 28th, 1956

TO ALL HUDSON DEALERS, DI STR BUTCRS AND ZONE PERSONNEL:

Here's a nmarket you may have been overlooking ... a goldmne if you handl e
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 comunity; and it spot-
lights a feature -- Twin Travel Beds -- which only American Mdtors deal ers can offer

To understand how i nportant this feature can be to a Negro prospect, just
ook at his situation. Despite recent Suprene Court decisions in his favor, he is
still subjected in rmany parts of the country to the inconvenience of separate wait-
ing roons, 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
wonen vacati on by aut onobil e!

Even so, the Negro traveling by car lacks the nmobility and freedom of
choice which you and | enjoy. THE FACT |S THERE JUST. AREN T MANY PLACES | N WH CH HE
CAN SPEND THE NNGHT. He must travel a nmore or |less fixed route, never wandering far
fromthe small percentage of hotels and nmotels which will accept Negro transients.

Twin Travel Beds answer his problemperfectly. They allow himto travel
where he wi shes, always sure of a good confortable night's sleep. They can save him
noney every night of the trip. And, best of all, they guarantee himthe kind of
vacation which he and his fanily can really | ook forward to!

Selling to Negroes is not rmuch different fromselling to white people.
They expect, and respond to, the sane friendly courtesy you show any prospect; and
they resent being patronized or talked downh to. As a group, they are unusually
brand- consci ous. They | ook for and appreciate the quality points of a car; and once
you've sold themthey' re hard to switch. Sell prestige, too ... after centuries of
suppression the Negro is especially interested in products which will give himrecog-
nition anong his fell ows.

This is a narket that's really worth your while. G after it now Use
your exclusive Twin Travel Beds to sell the vacationing Negro, and you'll chalk up a
real sunmer sal es bonus for your deal ership.

asS: nb CGeorge L. Staudt
Attach. (1) Hudson Adverti si ng Manager



Sleep in your Hudson...
pay part of your trip!

Ll e s = e
Exclusive Twin Travel Beds save you money every trip
.. . guarantee you the best overnight accommodations!

Just fold back the seats, and there
they are . . . the roomiest, most Com-
fortable beds this side of the Ritz!

With a Hudson, you forget about
“pmo vacancy' signs. You save
enough to pay for your vacations.
You get a geod night's sleep where-
ever you are, A ned you el the

roomiest. smoothest-riding car on
the rowd 1oday,

You can drive a luxurious, porwer-
packed Hudson V-8 for hundreds
of dollars less than other cars in its
class, Why not phone vour Hudson
amd Rambler dealer for a demon
stration drive today!

Products

Hudson # ..

HORMNETS -

WASPS

RAMBLERS + METROPOLITANS

4 poge

FPREFARLE BY

[B.5-Fs |

BrROOKE, SMITH, FREMCH & DORRANCE,

Al Mo, B-554

DT-7992 - Finghad  5-28-54
LT Mo, 13344

horizontal] 4% x 4—8 B W —Fhany, Avgusi, 1856
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N 14250 PLYMOUTH ROAD

NASH AUTOMORILES AMND LEONARD

SPECIAL PEODUCTS DETROIT 32 MICHIGAN mEFP LI ANCES

Novenber 15, 1956

TO ALL HUDSON DEALERS:

The Hudson announcenent ad ... full page, four colors ... "Announcing
The Trim New 1957 Hudson Hornet V-8 ... Wy Up In Power, Wy Down
In Price" will appear on page 2 in the Novenber 24 issue of the
SATURDAY EVEN NG PCST (on sal e Novenber 20). This is the sane hard-
hitting Hornet ad which appeared in the Novenber 12 issue of LIFE

In the POST the ad will appear opposite Table of Content page. n

the latter page there will be an ad featuring HUDSON and SOLEX Safety

d ass by Pittsburgh Plate 3 ass Conpany.

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 blowup of this Hudson Hornet ad which
you have.

Very truly vyours,

G L. Staudt
Adverti si ng Manager

Hudson & Metropolitan
dr
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American Mortors CorPoORATION

HUDSOMN AUTOMOBILES KELVYVINATOGR
i N 14250 PLYMOUTH ROAD
NASH AUTOMORILES AMND LEONARD
SPECIAL PEODUCTS DETROIT 32 MICHIGAN mEFP LI ANCES
March 3 1956.

TO ALL HUDSON DEALERS:

In our letter of February 29th we gave you the details of a

trenendous i nsurance programwhi ch we devel oped to hel p you sell nore
cars.

Yesterday we | earned that one of our conpetitors had found
out about our programand was planning to institute a simlar activity
and make a public announcenent prior to the dates on which we had pl anned
to nake ours. In addition, their programcalled for $20,000. of insur-
ance, or doubl e the anount 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 clains that it is the strongest, safest and nost nodern con-
struction in the industry. The other manufacturer does not use unitized
constructi on.

As a result, we have nade the follow ng changes in our program
| amcertain that you will agree that we have done exactly as you woul d
have w shed us to do.

(1) V& increased the amount of total coverage from $10, 000
to $25,000. On the new basis, the owners of all privately
owned new, unused Anerican Mtors autonobiles purchased from
an Aut hori zed Anerican Mtors Dealer in the United States or
A aska, on or after March 7th, will be covered by $25, 000
per sonal aut onobil e acci dent insurance. The insurance does
not cover Fleet owners, Government or Corporate owned cars.

This neans that if either husband or wife is fatally injured,
while riding in an Arerican Mdttors car, during the first year

of ownership of any American Mdtors car they purchased from

an Aut horized Anerican Modtors Dealer, after March 7, 1956, their
estate will receive $12,500. This conpares to $10, 000. under
the previous plan and represents a 25%i ncrease in coverage.

In the event both husband and wife are fatally injured under
simlar circunstances, the estate will receive a total of $25,000.
This conpares to $10, 000. nmaxi mum under the old plan and rep-
resents an increase of 150%



Page 2.
TO ALL HUDSON DEALERS

Even t hough we have nore than doubl ed the coverage, the increased
cost of the "Safety Pronotion Programi has been increased from
$3.94 a car to only $4.97. As we advi sed

you in our letter of the 29th, this anmount will be billed to you
on invoices on all cars shipped to you on and after March 16t h.

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 Mdtors will assume the expense on these cars.

(2) W imediately stepped up the rel ease 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 tel evi sion.

(3) VW 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 Autonotive News. This advertisenent
will carry the $10,000 figure.

(4) W also stepped up the date of rel ease of newspaper adver-
ti sements which were due to appear on March 8th. The first
newspaper ad appeared on March 3d and papers everywhere wil |
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 announcenent, and the greatest benefits of
such a program

V¢ will give you full details at the Zone and D stri butor
Meetings schedul ed for your area.

Sincerely,

NKVanDer zee: AHJ Vi ce President.
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Novenber 13, 1956

TO ALL DEALERS

Vell - it |ooks as though the fanmous cartooni st George Lichty has really "teed
off" on sonme of our nmjor conpetitors again:

"Never Before Such G nm ck-Packed Design"
"The NEw FI NNY El GHT Wth The Daring Years Ahead Backward Look"
"I TS HERE- - New Conpati bl e Candel abra Fi shy Tail Lighting"

--And what is the sal esman saying to the parents of the curious youngsters?
"...And under our new 'famly paynent plan' the whole famly cuts
down on food, clothing and essentials...enabling you to nmake the

paynents!"

Actually, if Lichty is famliar with the figures - and he probably is - he
"isn't kidding" about this "famly paynent 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 OPERATI ON of
these vehicles.--A grand total of 31.9 Billions of Dollars spent in one year
for personal autonobile transportation. On Decenber 31, 1955, they owed
14.312 Billions on the cars they were then operating.

On the sane date the Anerican people owed 88.7 Billions on the hones they were
t hen occupyi ng.

At the sane tinme they OMNED 13.583 BILLIONS on tel evisions, radi os, appliances,
horre furni shings and ot her consuner 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 famly
cuts down on food, clothing and essentials..enabling you to make the paynents."

Fact is with many famlies food and clothing are about the only budget accounts
left to which they THHNK they can turn for funds with which to try to pay for
bi gger and nore expensive cars.



- 2 - Novenber 13, 1956

In this country today personal transportation has al nost reached the sane
category as food, clothing or shelter as a hunman necessity.

However, in getting frompoint "A" to point "B" mllions 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 Anmerican car today is 3,950 | bs. (alnost 2
tons), and the average overall length is 210 inches. The latest reported U S
average mles per gallon is 14.58.

An increase of just 5 mles per gallon in gasoline nmleage al one woul d save
Arerican nmotorists 2.5 Billions of Dollars each year.

Had all the peopl e bought and operated Metropolitans in 1955, they coul d 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 Anerican
peopl e coul d have saved 7 or 8 billions that went for needl ess extra bul k and
usel ess extra exhaust funes.

I nvestnent funds are getting scarce - credit is tightening - interest rates
are on the upturn. The Amrerican Bankers Association at its recent Nationa
Convention has asserted "the good ol d-fashioned virtue of thrift has never
needed stronger enphasis".

What a thrift story you have to tell with both the Metropolitan and the
Ranbl er--and what a tinely opportunity to tell it.

Both the American Bankers Association and George Lichty have hel ped "to open
the door" for you.

Attached are five reprints of the "Finny E ght" cartoon. Use themto |ead
into your great sales story.

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

CQusade hard for "Mre Intelligent Mdtoring”. It will put nmoney in your pocket.

Sincerely yours,

J. W Watson
Sal es Manager - Metropolitan

METRCOPCLI TAN--"The Wrld's Snartest Snaller Car"




The Detroit JFree Press

GRIN AND BEAR IT By Lichty

hE Ve
BErdae
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* o o And wnder our new “family payment plan’ the whole
family euts down on food, clothing ang essentisls - . .
ennbling vou to make the paymernts?”

SATURDAY, NOVEMBER 10, 1956
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Novenber 20, 1956

TO ALL DEALERS, ZONE MANAGERS AND OTHER DI STRI BUTCRS:

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

Resulting froma recent New York interviewwth M. GCeorge
Rommey, we think it carries a strong "third person" endorse-
nment of the down to earth concepts underlying the basic
benefits of the Ranbler and Metropolitan in nmeeting today's
personal transportati on needs.

Armyourself with this powerful extra selling tool

If you want additional copies |et us know right away.

Yours for "Mire Intelligent Mtoring"

J. W Vatson
Sal es Manager - Metropolitans



Your Money's Worth

Big Future for Small Car

By SYLVIA PORTER

“T}H}SE long, sleek cars
that millions of vou will
be buying in 1857 are mech-
anized dinosaurs. Weight
and bulk on cars today ara
as old-fashioned as weight
and bulk on women. . . .
“Although the gianis are
still concentrating on large
cars, the family car built for
group travel soy :
is becoming ob-
golete. Coming
up strongly is
the one-twa
passenger car 5
suitable for
suburban living
and short trips
to work, stores,
schools, ete. . .
“Every Amer-
ican auto com-
pany except ours is building
cars on the ‘oxcart’ principle
with separate frames and
bodies. This wmethod of build-
ing cars became outmoded
when modern airplanes were
developed. . . .

~ "“The future of the auto
industry lies in the ‘compact’
car which has the room and
comfort of the hig ones but
which can be handled and
parked more easily and
which is cheaper to drive
md maihtﬁi-n LR | l”
* & *

GEORGE ROMNEY, pres-
ident of American Motors,
was in New York the other
day and I tagged him for a

private talk. Romney is the
author of the above quota-
tions—which you must agree

Porter

are provocative—and he had
plenty more to say.

So dominant are the Big
Three —General Motors,
Ford, Chrysler—in our auto
industry that you rarely hear
from spokesmen for the only
two independents left. Rom-
ney heads one of these two—
and even the most ardent
defender of bigness in busi-
ness must hope the inde-
pendents thrive.

But how can American
Motors survive against the
fierce competition of the Big

:| Three? Although when

measured by any standard
outside of the auto industry,
AM is a huge enterprise,
within the industry it is a
pigmy. What's more, in the
nine months ended this past
June, AM lost a thumping
$7.8-million. It can't begin
to mateh any of the Big
Three in spending on re-
search, equipment, expan-
sion, advertising.

Yet Romney's confident
forecast is that AM will sell
25 per cent more cars in
1957 than this year and it'll
be in the black.

“American Motors will
survive,” he says with de-
termination — and he bases
his faith primarily on his
company’s concentration on
smaller, compact cars — the
Rambler and the Metropol-
itan.

- * * *

ROMNEY DOES have a
valid point when he suggests,
“It's silly for a suburban
housewife to drive a two-ton
car to the store to buy a
lipstick.”

He iz touching an impor-
tant area when he empha-

sizes that the success of the
foreign-made small cars in

our market telegraphs the |

growing demand here for an
auto built for just one or
two passengers. “Travel now
is for personal mobility as
against group mobility.”

Certainly, he is on sound
ground when he stresses the
trend toward two and three
cars per family. Already,
close to 6 million families
own more than one car. The
estimate in the number of
multiplecar families is
climbing at the rate of 700,-
000 a vear. A second car is
becoming more and more a
“must” in the suburbs “and
this second car should be a
smaller one."

And he is not being fool-
ishly optimistic when he says
that while he expects the Big
Three to move into the
smaller car field too, “if we
are first, we will have the

advantage of being the lead- |

ers. The field will be big
enough for the independ-
ents as well as the giants.”

* * *

BUT IF American Motors
doesn't survive the compe-
tition?

“We must not fail. 1f we
do, the entire nation will be
the loser.”

Of course American Mo-
tors will have a struggle.
But its fighting decision to
“give the public something
different, to avoid duplicat-
ing cars already available in
mass” makes sense. AM well
may have a better chance
than many give it {0 more
than make the grade. I sure
hope it does.

Copyright, 1956 Hall Syndicate Inc.




p
i L
j L]

. .

American Mortors CorPoORATION

HUDSOM AUTOMOBILES EELVINATOR
N 14250 PLYMOUTH ROAD

NASH AUTOMORILES AMND LEONARD

SPECIAL PEODUCTS DETROIT 32 MICHIGAN mEFP LI ANCES

Novenber 21, 1956

TO ALL DEALERS, ZONE MANAGERS AND OTHER DI STRI BUTCRS:

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 problens resulting fromthe epi denic of bigger
cars that is sweeping certain segnments of the autonotive industry.

"What's one nman's sl eekness IS another's nonstrosity"--and it isn't confined to
t he show peopl e.

Attached also is a reprint of an announcerent of the erection of a new Ford
assenbly plant at daycono, Mssouri, which states in part:

"Wien assenbly starts at O aycono, production will stop at the
Kansas Gty plant which no | onger can accomodate the new Fords
with their added length."

The CAR MANUFACTURER has to have a bigger plant if he persists in making his cars
bi gger and bigger.--And the disconsolate SHOMWEN wi |l HAVE to "buy nore real
estate - if available".--O join up with us in the "CGrusade for Mire Intelligent
Motoring", and talk nore of their patrons into buying nore sensible cars.

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

Show these reprints to your |ocal theater operators. Commi serate with them
Ofer to trade your help for theirs in a mutual effort to solve their parking
problemwi th nore Ranbl ers and nore Metropolitans.

Ask themto "start the ball rolling" by buying smaller cars thensel ves!

Isn't that a "fair proposition"?
Yours for Mtores Prudentiores*
J. W Vatson
B Sal es Manager - Metropolitans

*More Intelligent Mtoring



The Betroit Free Press

WEDNESDAY, NOVEMEER 21, 1956

* ®= ¥ :
There's No End . .. |
. « - to the conflicts which come with change.
Or, to be more specific, what’s one man's |
sleekness is another’'s monstrosity.

We've been reading Billboard, the amuse-
ment world weekly, and find showmen mak-
ing an outcry against the increasing size
of automobiles. We've never thought of it
from their viewpeint, but a few inches on
a car can be cause of great anguish to man-
agements of crowd-attracting events.

VWhere an acre used to hold 75§ cars just
after World War II, only 65 can be put on
it today. Not only does each car need more |
room, but driveways must be more ample. |
And that isn't all of it.

Back when cars were harfler to come by,
as well as being more compact, five patrons

usually arrived in each one. Now the aver-
age is two.

We can't recommend any remedy except
to sugpest that showmen buy more real
estate—if awvailable. Doubtless they won't
think much of this solution, and if we were
in their shoes we guess we wouldn't either.
But at least it's only fair that these facts be |
pointed out to people who tend to be testy
about finding insufficient parking accom-
modation outside the places they've got
tickets to get into.

*  m %
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Decenber 28, 1956

TO ALL AMER CAN MOTCRS DEALERS, DI STR BUTCORS AND ZONE MANAGERS

At the recent national convention of the American Bankers
Associ ation the nost publicized statement was, "the good ol d-
fashioned virtue of thrift has never needed stronger enphasis."

W believed this statenment was very timely because of a bookl et

Wwe were preparing titled "Are You Burning Your Money?" The bookl et
is about Elner, a typical American, and his autonobile problens.
Sonetinmes, we wonder if he realizes these problens.

Ve t hought the bankers would be interested in the "E mer" story, too.
The booklet with this letter and a Metropolitan folder is being

sent to 14,309 bank presidents, which means EVERY bank presi dent
inthe United States. Discuss this material w th YOUR bank

presi dent . CGet himon your side for "nmore intelligent nmotoring.”
CGet himto buy a Metropolitan or Ranbler, if he does not already
own one.

Yours for Mdtores Prudenti ores,

J. W Vatson
Sal es Manager - Metropolitans
dr

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



