"Success is the Science of Being Believed.”
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No. 5

includes in the list price
so many items of value

Essex at $595

that the enumeration of them makes it, by every com-
parison, the outstanding low-price car.

Buyers want to know whart they get for their money.
Unless you detail the 41 items which are standard in
Essex—most of them items not found on other low-
price cars—you do not give your offer its full auraction.

But by showing what the list price includes, by pointing
out the many in-built items not found even in the extras
of other low-price cars, you present the $595 list as

the genuine, attractive bargain itis. Thus you establish
a legitimate and fair charge for Essex extras.

All cars, for 30 years, have been sold with extras in
equipment, freight, etc.. without standard as ro what
constitutes equipment.  Once it was for lamps. Even
now, on some cars, cowl or pillar lamps are extra,

When you explain what is included in the Essex list
price of $595; when you dwell on it and make it as
attractive in value as you know it to be, the extra charge
will not be questioned. Do it that way and note a
larger percentage of sales.
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This Is The Wayl

HE salesman who is satisfied with business as it comes, is no
better than the boxer who figures merely on standing up to

his opponent for the duration of the bout. Neither is cham-

pionship material. Neither is in the Big Money.

Steves Your e Do 11

You know what you can sell when you're at your best, It may be 3 cars a
week, a car a day, or more. Sct up a quota for yourself, then go for ¢he knock -
out with all your skill, energy and endurance.

Soon your eyes will open to the remarkable improvement that comes from
having a constant target for yvour efforts.

ihers tre Doineg It

Do you think it was mere accident when E. J. Anderson, with only a short
experience as salesman for Walker Motors of Highland Park, Mich., sold
better than 2 cars a day for two months, earning commissions of $2,918.45 in
60 days? Whas it just by chance that the Beacon Street store of the Boston
distributors sold 18 Essex, 7 Hudsons and 21 used cars on Washington's
Birthday?

No, they set themselves a task. They organized their sales resources and

knocked sales resistance over the ropes.
The K noclant - S505!

Like the successful pugilist, the successful Hudson-Essex salesman uses
strategy. He emphasizes, with all the power at his command, that the appear-
ance, roominess, performance qualities of the new Essex are the customer’s al
the amazingly low price of $§595.

Whatever the customer’s ideas of car value may be, whatever competitors
may say or do in discounting your arguments— the performance proof given
by the demonstration, and the price—$595—win the decision.

You'll never know your powers until you say voursell, “This is what [ am
going to do.” And when you've done it, and il you are the right kind of sales-
man, you immediately move your mark a little farther, because your capa-
bilities grow with your achievements. So, as a matter of course, do vour
earnings.

Sdlr‘_; Facts 1o
YI)lll !’[(\';];f-ff‘:

INES like these add point and
interest 1o yvour sales conversa-
tion. Use them.

Eszex at $595 includes Tont yeone outstand
ing advantages, many exclusive, others not
found in any but the costliest cars.

Essex competes with the lowest in price and
challenges the finest in quality.

Hudson and Essex are the value sensations
in a year of sensational values,

In these cars, Rarce Riding Comfort is now,
for the first time. available at such low prices.

Essex is a truly ceonomienl car Tt is un-
usually eoomomical in fuel and oil eonsump
tion, It is surprisingly free from service re-

guirements.

Essex is a big, full-size car. It is inches
lomger ond inches wider thon any other car in
tta price clasa. This is another reason why it
provides Rare Riding and Driving Comfort

Th rtainty of satisfaction is worth o
price in itsell.

Hudson and Essex bodies are made of steel
They are designed alomg airplane construction
lines, and sceurely welded. They are ahso
Tutely rigid, squeal-proof, creak-proof. ratile
proof. Butt.welied joi CRIL 101 PR ALE O
work loose,  Atmesphetic conditions can not
shrink or warp them, These bodies are insu
Iated against noige,

In two successive vears, 1929 and 1930,
Hudson won the famous 8.day Tour de
France against a large fich! of American aml
foreign entrants  and rn bhath yvears second
place went to Kssex

Finally, remember that the Ride is
the most dramatic way to prove Essex
Rare Riding Comfort. The ride cre-
ates talk and makes an impression
that lasts. It proves what you claim
and it makes sales!

L I B R

March Dealer Meetings

EALER meetings similar to those held
D during February in Chicago, Boston,

St. Louis, Kansaa City, Dallns, Des
Maines, Indianapolis, will be addresied during
the momth of Mareh by President Willinm ]
MeAnceny, Merchandising Director Chester
G. Abbott and Direetor C. C. Winningham
at the following points:

CINCINNATI-— March 10, Attended by dealers of
Cincinnoti, Columbus, Loulsville, Dayton, lLex
ingron,

PITTSBURGH - Mnrch 11, Attended by denfers of
Pittaburgh, Wheeling, Youngstowi, Huntingion

ROCHESTER —March 17, Attended by deolers of
Rochester, Bulfaln and territory west of Svracnse.

UTICA- March 18, Attended by dealers of Utica
and territories enst of Syracuse and west of Albany.

NEW YORK—Maurch 19, Attended by dealer of
New Yurk, territory south of Albany, Bridgeport,
Hartford,

PHILADELPHIA— March 20, Attended by dealers
of Philadelphia, Baltimore, Washington,
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Decalers Who Seized 1he Main Chance

Radio Did It in Wichita

They Were Open All Day on Washington's Birthday

It's hard lrlhm, how many dealers closed up for Washington's

Birthday.

But in Boston, energetic distributor Fred Ordway

figured it a patriotic duty to devote the day to giving a little extra

push to the flywheel of pmqp;nly
readers were told,

newspaper
Birthday!"

Came this telegram
fiave ever had. I

Hudsons and twentyv-one used cars.

Hudsons. Fred (hedway,””

In new-car and used-car ads
“Open All Day, Washington's

“Washington's Birthday sales were the best we
on streel store alone sold eighteen Essex, seven

Banvor solid ten Essex and three

Looks as though Boston takes the High Hat for the month of Fcbruary,

| B |
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= L= i PROSPECT
? came o the
=N -.._-ﬂ"br store of R. J.

Schmunk Co., Cleve
land, a chap about twenty one, who discussed
the purchase of a ncw Essex coupe, with a
moderate-g o six cylinder car as a trade in.
|hx-h-y'b

I'he sale met with some resistane
mother vhjecting to s spending ach
money. In the end the sale was made un<l th.
cur delive

That evening the mother who had ohjected
to the deal went with her son for a nde in the

new car. Next morming the lady appeared at
the store, with wnother son, and bought two
mare Essex cars, turning in two brand-new

moderate-priced 6-cylinder cars.

In that one family three new Essex models
now seplace three 6 cylinder cars of other
make, two of them new

There was no maogie about these deals,

Rare Riding Comiort at $595 did it. Get
them to ride, and you'll get them to buy!

-

GOLD GETS THEM

T the Jackson (Mich.)
- automobile show. B.
- ‘m; ] I \ & H. Motor Company

kept its Hudson: Essex ex

hibit continuously in the limelight by offering
to give away twenty 35 gold paeces.
der the plan, well advertised by means of
posters and hand bills, show visitors signed
numbered tickets and deposited them in a
box prominently placed at the Show. Each

wening a drawing was held for five of
picce prizes
As a result, B. & H. have a large list of
5 ex prospects which, obtamed in regu
far ways, would have cost considerably more
than $100

oW W

Hudson Wins in Argentine

a HUDSON, driven by Ansaldo. took

second honors in the Argentine Grand
at Buenos Aires, Fehruary 8.

Frix helid over a 1370 kilometer course

The only car
bettening Hudson’s tune was a Mercedes-
Benz racer

| . |
Milwaukee Demonstrates

ERE is the way folks in Milwaukee
H terntory use the public’s familiarity
with local conditions to advertise out
standing performance qualities of the Essex
STEP ONE: Brownie, automabile editor of
the Milwaukee Joumal. makes a serios of
speed, hillelimbing and stapping tests
STEP TWO: The Milwaukee distributors
advertise Brownie's findings in the Journal.

STEP THREE: The newspaper ud featur-
ing the demonstration i3 reproduced in postes
furm and displayed not only i the Foam
City's metropolitan section, but throughout
the territory.

RESULT: The news that the car makes
short work of local grades tells a atory the
residents of the territory appre ¢. They
know the places amd understand it takes a
maghty good car to ¢limb themn

MORAL: Dealers making a real hill elunb
the high point of their demonstrations and
5%, wall find it a sales clincher

cmphasizing 505"
of the hirst order.

HE =
!\/‘ly tic K nlt}lli ol

Car Company decided to boost new and

used-car sales through local radio adver
tising, featuring the “Hudson Essex Twins.”
The brondeasts provided for six daily penods
OF 15 minutes each, Cost, $200

IN Wichita, Kans., the Mosbacher Mator

The talking point was a drawing for a
“eertificd” used car valued at $200, The
broadeasting, the prize and wncidental
expenses brought the total cost of the cam
paign to $500.

car

In the broadeasts the public was invited to
come to the Mosbacher store, to register for
the drawmg., The registration card had to
give the name, address and phone number of
the entrant, as well
[ expression as to whiether and when the
signer wauld be o the market for a car. The
regitration card itsell also entitled the regis.
trant o @ credit of $5 on any car he might
purchase within five wecks.

the make of car owned,

The immediate result of the CAmMpaign were:
16 cars sold during broadeast week, total value
$3730 - 325 15-day prospects whom Mr, Mos
bacher valucs at $2 each  and 375 6.months
prispects,

505" Initiate at Dallas

Decidedly
P
Ly
find the distribution
of the little 5095 but
tons, with of wethout

good re
1y came from

dealeis, who

mystic riraul, &
unique means of

Essex §595 propa

4

ERE i5 Sam Dick, sales man
ager of Filgo Maotor (.IIIII1|IH||y,
Dallas, initiating a group of

boys in the Dallas Chapter of *That
Great Fraternity, the Mystic Knights
of 595, Salesman S. Ward (left) acts
as assistant initiator.  The ceremony
took place at Stephen J. Hogg School.

“The

was explained in

The scope and purpose of
Mystic Knmights"
Sales Service Bulletin No. 2. Extra
copies of the Bulletin will be mailed,
on request, to dealers and salesmen
not fully informed regarding the *'505
Button” plan which in a surprisingly
short time causes people to tell one
another the price of the new Esscx.
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5 ...and
: there was the
Scotsman...

HO lamented,

‘“Waez me:; 1

buymeaForrr
fer U'save wma dimes,
and therr's that right
wadl Sandy runmin’ an
Esaex Bix on nac
mairr gas on’ gettin®
a bigger 'n more 1
forrtable carr furbye.

Cincinnati Uses Mails

REPRODUCTION of the Hudson
A Essex automobile ahow advertisement,
reduced in size and printed in mailing
folder form, is used effectively by Monerict
Fuller Motor Co., Cincinnati distributors. The
advertisement features the transition of Hud
son and Essex, aelling in 1921 at $2400 and
£1595, respectively and in 1931 at 5875 and
$595, respectively.
According to the distributor
CETPAIED I8 proving a valualle support to
the work of the salesmen.

the mailing

Switches from 999" to 595"

HE first time they met (President
William J. MecAneeny left, Bamney Ol
field right) was in 1005 when Oldficld
made speed history in the famous and familiar

909" rpcer. When they parted the other day,
the famous roce dr r piloted a 595", ax
Oldfield calls the Essex in which he is travel-
ing to the Pacific Coast

Put This Under Your Hat

QO convince others, you must be con
T\.lim't'd yoursell.  And nothing will con

vinee YOU like driving both Hudson
and Essex the way your customer will drive
them, A 200-mile trip will put conviction into
your sales talk. Then when you tell the CUS-
TOMER that these cars are the value sensa
tions in a year of sensational values, there will
be TRUTH in your voice am comvictiom in
your argument

Why Did | Lose That Sale?

ELF.ANALYSIS of lost sales s an exeel
lent plan. Salesmen who are earning the
highest commissions point out that the

eonstant questioning -~ “Why did [ fose that
sale? What was the matter with my sall.
ing?" is proving more valuable than all the
salesmanship text books ever printed

e
RV VA

F the statcment that Easex he

I luxurious wmy needed e
twiey il

eorroharating

ne

sren fit

wient chape are
For
botly messed plenty of 1,
to endow them liberally with longitude
and Iatitude,

ature having

The gentleman at the top is the redoubt-
able Prima Carnera whose demands for leg
and elbow space may be gauged by comparing
him with hiscompanion, 8 member of the sales
stall of the Twin City Motor Co., Minneapolis.

Annther poor midget-car prospect who fi
the Essex ample for s necds 13 shown 1
second pieture Ross Smith, leader of the
famons Smith Band, photographed ju
the Essex had taken him Westn
near Johnstown, Pa., at a 30-mile high-gecar
clip. Mr. Smith, with o weight of 287 |t
and an elevation of 6 feet 6 inches, finds the
Essex of more than ample sire and con-
Ve

" = B n”

Trunk Racks Up!

RE you the man who arranges the cars
on the showroom floor? Your cue is to
tilt the trunk rack so that it is vertical

straight up and down. The symmetry of
the rear hnes 15 matenally heightened when
the rack is vertical, It'z alittle thing, but like

the erease in trousers it improves appear
ance
What is d for cars on the floor is good

for those on the stree Make a point of set
ting trunk tucks vertical om your deornmstra
tors and on cara delivered to customers,

L. I B _ ]

EO LONG, hustling Cascade, Wisc., denl
L er, is the prowd father of a hahy boy. And
Dad bets money that the youngster will be
able to say 595" before Summer 15 over.

Welcomel

ling TRI
ANG issue, the following
dealers have joined the Big
fomily under their re
spective distributors

e the prec

ALBANY . N. ¥, - -(
Wm

W, Hall. Nassaii
1. Lyl r

Cirrenwich, W W
N.¥.--Siyles Matar

Salrs. Chathan
MY,

ATLANTA, GA H
ville, G, —H, M, |

MUNT,

HOSTON, MASS,

Carl W, Rowe, Henpiker, N, H
BRIDUEFORT, R. | -Flower's Goroge, North
Haven, Conn.
BUFFALO, N, ¥, -Peter ], Becker, Alden, N. ¥
Fred Prantke, De N. ¥.
CHICAGO, IL den Motor Co., Chicagn, 11
Clark Motors age, 11
CLEVELAND, OHIO A F Prareon Cno Akron
DAVENPORT. 1A, - Tir Hettemioef

1o Clarenrce Peck, Wi
DENVER, COLO, - H

NES MOINES, TA Fither's G
T Aernbhnrd & Turner Ante Cn

C mrner, Lourens, In,  Service Goroge
o 1
FT. WAYNE, IND.— . 5 Adams, Markle, Ind.
FRESNO, CALIF. Roy Hedrick i, Calil.

GASTONIA, N, C, G, W, Kings Garage, Kings

Mountain, M, €

GRAND RAPIDS, MICH, Gates & Hoppock,
Frem, Mich,

INDIANAPOLIS, IND.—II. R. Millikan, Mew
eastle, Ind

JOLIET, ILL,  Atwood M s, Danville, THL
LaSalle Hodson Maotar Sales, LaSalle, 1,

KALAMAZOD, MICH H O
KANSAS CITY. . E
MILWAUKEFE, WISC Drowlgevi

Igeville, Wi Jirschele's
Maotor Co,, Jeif.

Spring, Uninn City
Rrock., Waverly

Nle Maror Car G
wage, Marshfield
W

&)
w

MINN LIS, MINN 1
neapolis, Minn,—Uni-Dale Mot
Minn.— A Anchine . B
Minn Paul, Minn,
Berger, Can Minn. Motor
erd, Minn, Mivan M . Aitkin,
NEW ORLEANS, LA, Hudson Essex Motor Co,
Monroe, La,
NEW YORK. N. ¥ Wilkins Motor Salzs, Red
Bank, N ™ k M. s, Westwor
Glen Cove Hudson - Essex, Glen Cove
Ramscy eon-Exscn, Tne, Midland P
OKLAIIOMA CITY. OKLA. R, W. Birckett
ol s, Okl
OMAINA, NEI.  Luther Larsen, Fremont, Neb,

PFORTLAND, ORE
FPROVIDENCE
tucket, R, 1,
Mar)
Srarion, Cranst
Station, Fairk 3
New Bedford, Masa

Motor InnGarage, Drain, Ore

i

‘awtucket

Spone 3

C. AW Hudson. Fasex

Sales, Ine
RICHMOND, VA —Gray Maoter Co, Richmand
SAGINAW, MICH —Prroakey Aur Prroakey
SALINA, KANS. —Deitr Motor Co,, Ellis, Kans

SOUTHREND, IND.—Dunlap’s Garage, Buchunan,
¥

Mich, cesville otioe raville,
Mich, adeford & Wilhait, A n, Ind mare
Serviee Station, Movocen, Ind.—White Garage,
New Catliale, Ind

EPRINGFIELL, MASS —International Mator Car
Co.. Springheld, Mass,

ST. JOHN, M. B Maoter Car f Equipment Co,
Ltd., Moncion, N, H.

LOULS, MO,

Buford M
M

Allen o., Sy
Warren §

L ng
ar, Alton, 111,

rviee

SYRACUSE, N, Theo. W, Raxter, Liverpoal,
N. Y. R.C, Kenned aw, N. Y.

TOLEDD, OHIO—-R. J. H n, 5t
Krugh Mator Sales, Fremont, Chio

Columbus Grove, Ohio - Wolfe Auto Salen, Green
Sprines, Ohie,

WASHINGTON, D, © Boone's Service Station,
East Falls Church, Va,

WICHT
Okla

TA, KANE, M Cullough Hros,
Pete Mertes, Andale, Kanm,

Hinckwell,

FRINTED 1M U
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