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CThe omly difference Tetween stepping stones and sewmbling blocks is in the way you wse them

That Is Your ESSEX STORY.

Tell It and

by DEMONSTRATIONS

HE dream of every salesman is to meet a buyer
who will not question, not doubt. not hesitate
who won’t annaoy him by talking about used cars.

But that kind of buyer is as rare as the Dodo.

Buyers want to be shown. They have a right
to proof. The best way to make sales is to
demonstrate your wares.

The selling duel is fought at the point of sale.
Like the skilled duelist. the suceessful salesman
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equips himsell to win. He knows his cars, He

studies his prospects. He is in constant training.
Having schooled himself to leave nothing to
chance, he Demonstrates.

He knows that prospects are more important
than people. He concentrates his selling effort
on those most likely to buy. A hand-picked
prospect list, backed by demonstrations, is the
salesman’s best bet!
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“Has hie bought yet?"” “No**

They went down to see the prospect. He
had decided to buy the other car. He wouldn't
fide in the Essex Super-Six. He had ridden
n Esscx cars before; knew them and couldn't
learn any more,

“Have you nidden in the 1931 Super-Six?™"
If you haven't, you don’t know what a car it
i Just give us 20 minutes. We'll show you a
real ear. You owe it to yoursel["

The prospect got in. Lee asked whether
the seat was just right. “If it isn't we'll ad
Just it; it's adjustable. That better?"” “Yes."
Then the prospect was shown how to ad-
just the wheel. That impressed him, too,

They Just Demonstrated

And when the prospect was thoroughly
comfartable, he was asked to turn on the
switeh. Ad he did so, the automatic electne
gas and oil gauge was brought to his atten-
tion. He pushed the bution, expressed sur-
prise, was again anpressed.

When he pulled ot the stacting button, he
wias astoniished to see the motor start so
quickly., "The starting motor has been in
creased in size," he was told.

They were ready to go. He shoved the
slerator down to the floor. “Gee, what

He was invited 1o push the shifting lever
out of gear without toucling the cluteh. He
couldn't, amd was told of the Essex safety
lock on the transmission.

“How fast will she go?" asked the driver.
“Fast as you carc 1o drive, and you'll find
this comfort all the way up, I there's a
really big hill in this distriet, try the Essex
on that,”

No Hill Too Steep

They were purring along evenly at 65
enough for the prospect, bt with plenty
speed in reserve, a pont that was stressed to
him.

They came to a hill. When they were
holl-way up, Lee turned off the switch,

YEMONSTRATION

No Miracle Man is Lee Schwartz. But, Knowing His Essex, He
Just Demonstrated It, Snatching Victory from Threatening Defeat
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NAPPER GARRISON was a great jockey. His
specialty was "lifting"" a horse over the finish line,
to win after it seemed badly beaten
But in this story, the “Garrison finish” was staged by
Lee Schwartz, (wholesale manager of Aaron DeRoy
Motor Car Co., Detroit) who knows his product and the
value of the demonstration.
In calling on one of his dealers, Schwartz heard a
salecaman report that one of his Essex prospects had de-
cided 10 buy a competitive make,

coasted alomg, told the prospect to put on the
brakes and keep the Essex from rolling back.
Then, with the switch turned on and the
gears in high, the driver was told to start up
aguin, in lugh. Naturally, he was amazed at
the power with that demonstration.

Thoroughly impressed with the Rare Rid-
ing Camfart of the Essex, they turned for
home. And Schwartz kept telling how the
comfort was achieved wonderful springs,
two way shock absorbers, longer wheelbase,
insulated all-steel bodies, sturdier fram

“Drive her on that rough road off the
pavement,” invited Lee —and twisted the
wheel. Another convincing demonstration

As they got out of the car, the httings,
appointments, upholstery, finish were pointed
out; the adjustable windshield.

Close
Action
Does It

THE BATTLE
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Engine Speed Explained

Still he was not quite sold. The competitive
car had a larger motor, a low-spced motor, he

thought. He was told, however, that the
Esscx develops more power at the same en-
gine speed and the same power at engine
speeds, lower than those of so-called low-
speed cars. It was pointed out o him that
the line design of the Esscx Super-§ix motor
penmits better balancing of crankshaft loads,
improved bearing lubrication, more cfficient
couling, lighter pistons and connecting rods

The prospect was shown the cam-ground
aluwminum pistons, with 2 compression and
2 ocil-regulating rings — and reminded that
the competitive car still used the old cast-
iron type piston, with only 3 rings, The
patented oil pump was explained to him and
the Essex vil-cooling system

By this time, the prospect was quite sold
on the Essex. But there often is a BUT
the competitive make sold for $50 less. What
ahaut that?

8165 Worth for $50

Lee procceded to take the prospect from
front bumper to tail light, enumerat mg cach
item which the prospect would concede and
claiming nothing that the prospect would not
concede - where the Essex gives more than
the competitive car.  When they totaled it
up, it came to $165 more,

“You save $50 but you losc $165 in
actual cash value. You can’t compute the
difference in comfort, speed, power, roomi
ness, seal value - but it's more than that,
much more,” said Schwartz.

By this time the prospect was feady Lo
sign the order. He enthused over his new ear,
started o to repeat the things he was getting,
He was ready and anxious to show his bust
ness judgment to anybody who might con-
sider buying the car on which hie had been so
completely sold betore being SHOWN the tre-
mendous advantages of the Essex Super Six.

Here 15 an owner who will be a volunteer
salesman. He knows now that he got the
must sensational value in a year of sensa
tional values. Is he going to repeat the
demonstration that he himself experienced.
Your et your life e IS, HE KNOWS  and
he is ready to show that he knows car values

There's the story of Lee Schwartz’ Garrison
finish in which the sale was 'lifted” oo the
dotted line.

Try it out—it means cash for you when
you demonstrate the car as Lec Schwarlz
demonstrated it.

ESSEX is the only car that follows the motor design of the highest priced cars—
in light moving parts and engine speed.
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{11 Maddehs of Hudson am Earex ——

.Whn I::-!‘ln Buys Huchon-Easex Cars

PRESIDENT McANEENY addresses Dealer M eetings

DON'T Wait for Prosperity Work to Bring It Company’s Dircetor of Merchandising, Chester G

About,” has been the theme of a succession of Abbott, addressed an enthusiastic convention of dealers

talks given by President William J. McAneeny at a of Filgo Motor Company, distributors, Mr. McAneeny's

number of important dealer meetings. notably at Boston, prosperity message so impressed the publishers of the

St. Louis, Kansas City, Dallas. Indianapolis. Times Herald, that they issued the Hudson-Essex
During his recent visit to Dallas, where he and the Extra reproduced above.
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I Ll WONTING live prospects
quickly is  the task  of
reaching persons with BUY -
ING POWER.

Fyvery sizeahle communiry
has its key secrions where
sareregistered, where
pUwWEr s concen-

trated.

The ma the left with
arrow pointing to key sec-
tions, is an object lesson (Ir
how dealer’s amd salesme
eflorts may he f
muost productive places in
their territory.

I a hundred cities simi-
Iar maps, or tabula
.nmlnhlc lmhcatmg nlucn.
BUYING POWER is to be
found,

Il you are interested in
this phase of concenrrated
selling effort, write 1o the
TRIANGLFE  for  informa-
tion and assistance.

Dea

HOW are you invading the new price
fields?" n Factory executive sasked
J P.Bennet, Newton. 0., Hudson-Essex dealer.
“With rubber,” was the anawer. Rubber in
the tires and under the shoe heels of my men.
I have three sons and all sell Hudson Essex
cars, When the demonstrators are husy, the
boys go about locating prospects and making
appointments for more demonstrations.”
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|N Girard, 0., dealers Tochtenhogen Bros.
did a good thing when they used large
newspaper space to tell their prospects of the
record made by a Hudson they had sold to
the Police Department a ycar ago. The coar
had traveled over 60,000 miles at a cost (in-
cluding gaa, oil, tireq, garage rent, upkeep and
depreciation) of 3'; cents per mile,

In January of this year the Tochtenhagens
sold a sccond Hudson to the Poliee. This
car has done 12,000 miles, with no expenditure
other than for fuel and oil.

n n

"
WHAT is my used car worth?” asked
the Essex owner, an old customer who
expected to trade his used car on a new
Hudson,

“The answer Lo that,” replied the dealer,
*i% that it is worth more to you than to any
e clse. You know that car, It wall give
more additional mileage to you than to any
stronger. The extra mileage will save your
new car on station use, on bad days and on
rough trips. That saving is worth more than
the allowance a dealer could offer you. At
that you'il get a3 big an allowance from us
as from any!

The dealer \M!II The Essex owner ordered
a new Hudson, keeping his used car,
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MID-WESTERN dealer employs a
simple scheme to obtain free eelling
publicity for his cars. He takes a new car and
parks it in front of a prominent club. the art
museum, and simalar places.  The car bears
a tag giving . o, b. and delivered prices and
hating standard and epecial  equipment.
Passersby see the tag, read it, and view the
car. The plan works, because on several oc
inmy when the floor salesman started to tell
tor about the car, the prospect count
“1 know all about it; saw the tag the

ered:
ather day.”

.
‘ OME on oul, boya" amd Frank C,
Magranis to his soles crew. *'1 waont
you to follow Mr. MeAneeny's advice and
take a real ride in the new maodels,”

After some speed and throttle performances
that proved more than anybody ecould ask
for, the men decided to try the rear of Round
Hill for a power performance of the Hudson.
Elmer Noonan wanted somebody to wager
that he couldn’t climb the hill with 8 men.
It proved an easy bet.

Then “Nat™ Pitcher thought he'd try to
pull 10 passengers up in “high.”  He did,
carrying 6 inside and 4 on the running
boards.

Warren Magranis, not wishing to be out-
done, started out to see what he eould o
with an Essex Cosch. He pulled the hill
easily with five passengers.

Since then Round Hill, near Northampton,
Mass , has beenme these dealers’ favorite
dememstration route and the spot where inany
sales arc clinched.
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% The followingdealers

& . have joined the Big

e \)__. _ Family wuler their re-
It - apeetive distributors:

DENVEKR, COLD. G, F
Coln,  H, E. Barrert. Chad

INDIANAPOLIS,  INI). Hansier
Sates, Indiar in, Tl

')F'ﬁ MOINES, | Frunk Knight, Grinnell, Tn.

Filaan Motor Co., Guthrie Center, to.

BU?I‘ALO N. Y. -Von DNylke & Walker, Westhell,
N. ¥.—John Reuther fe Sonse, Eost Aurora, N. Y.

ATLANTA, GA. - Smith Motor Car O

Piters Sprgheld,

idsan. Basex

Rome=, Gin.

CHICAGO, TLL, Michnn Motor Sales, Chiragn,
BAN FRANCISCO. CAL. - Ukish Motor Sales Cn..
Wkinh, Calif

DETROIT, MICH. C & Woolsey, Detrojt.
MANKATO.MINN. - Flandrean Hodson - Essex Co..

!l'}l_mulmlu. 5. Do~ Forsvih Bootlicrs, 510 James,
i
MILWAUKEE, WIS, Crescent Gaoragee, Mayville,
v Fuooade Guorge, Station F., Milwaukee Wis,
Lomits Garnge, Lorien. Wis
ROCHESTER, N. Y. Schaufelberger Bros., Eust
o heater, Y, Hebmves ol Meachom, Toe,
Rovhiester, N, Y.
WAESHINCTON, D. C. Cawosd Moter Co,.
Alexandrin, V.
HAMILTON, ONT. J. D Waite, Beamaville, Ont.

VANCOUVER. H, C,

Heott nnd Metenlfe Motors,
Penticton, B, C.

WINNIPEG, MAN. . ", Funk, Emrrsan, Man

HALTIMORE. MDD Reilly Motars. Baltimore, M.

W})NI"ISCIR. ONT. Morgan & Pricrs, Chatham
nt.
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AT the Omahin Automohbile Show the
grand prize pwarded yearly to the most
beautiful car on the show floor, went to a

Hudson Sedan.  The car was purchased by
J. E. Kelley of MeCouk, Neb.

- -

JESSF. A SMITH AUTO CO.. Milwaukee.
have closed negotiations for a new show-
room  with 100 foot frontage on Prospect
Avenue. There will be space to exhibit 14

midelsy
"
FRFF ricdes in Fresh-Air

Checked and Double - Checked for
Good Condition' were offered in the news-
paper, on the show window and i handbills
Motor Co., Bala, Penna,  Ten used
driven about, with signs: “Free
Fresh-Air Taxi. Stop Amos. He wall dnive
you where you want to go— Jd-mile radius
Why lug those bundles? At the end of that
day 8 of the 10 used cars had been sold.

Tavieahs,

HE dealer who makes his show window

a striking attraction makes a potential
prospect of cvery passerby.  The salesman
who manages to dramatize Rare Riding
Comfort on a rough road, or power on a
steep hill, takes temporary possessiom of the
prospect’s mind by giving him a vivid experi-
That's all there is to the psychology of
salesmanship,

(R

FGR Januory, Butler Motors, Inc., Chi-

cogo  awarded an Essex Ceach to the
dealer having made most retail sales.
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