
WOMAN BUYER IS

1 iTGOri!1DBED

Automobile Salesmen Say She
Is Final Word in Selection ;

and Purchase. ;

MAKERS NOW CATER TO SEX

W'oman h Biggest Force In Business,
Says Man Who Has Sold Machines

Tor Many Tears "Wake Cp"
Is Now Worker's Slogan. '

. .

While man produces the money that
has placed the automobile .Industry
twenty-secon- d In the rank of world In-

dustries, it Is woman who decides In

MOTOR CAR

t. maHf"'

i
TOMOBII,ES THAT K. A CONVERT BIODEBX

' the selection of the car. The of
the r, the electric lighting
system, numerous refinements In body
construction .and. added accessories
brought into play this- season, all came
at the insistent demand of the feminine
force for a wider latitude in motor car

'construction. -

"Woman," said E. H. Broadwell,
nt of the Hudson Motor Car

Company, of Detroit, "controls 90 per
cent of all pleasure sales." - V

There was no hesitancy in his '.voice
when the Michigan sales expert made
the statement He has arrived at that
belief after exhaustive study and care-
ful notation of reports from leading;
automobile men the country over.

"Woman is the biggest force we have
to contend with In the automobile busi-
ness." said Mr. Broadwell, who Is mak-
ing a trip around the country
up the situation in order to prepare
for the heavy-pres- of business that
all motor car dealers expect this year.

"If the car does not appeal to the
woman, the makers might Just as well
quit the business or else build a differ-
ent car. Without the approval of thje
feminine portion of the public, a car's
noDularitr never will Be wiaespreaa,
unless, of course, it is a very cheap
machine.

"That is the reason why the leading
have adopted the. self-start-

electric lights and deep, ' lux-

urious upholstery The women demand
It: they insisted on refinements ana
new Ideas that would make the gaso-
line car simple to operate. Of course,
these things would have come anyway;
but It Is doubtful If they would have
been brought Into general use for
several years if it were not for the
stand taken by the women."

Territory la Investigated.
While In Portland last' week, en

route to San Francisco, Mr. Broadwell
was the guest of F. W. Vogler and
Captain Gray, of the Northwest Auto
Company, who have this territory for
the 'Hudson. the fac-

tory officials was Eugene Bembs,
Western district manager of tha Hud-
son Motor Car Company.

After a thorough Investigation of the
territory, made through personal con-

tact with the leading automobile men
of the Northwest, Mr. Broadwell enter-
tained only the most optimistic opinion
regarding the future of the business
here. He declared that
the Northwest looms up as ona of the
most prosperous sections of the United
States and that it promises to develop
an enormoua volume of business for
the motor car dealer.

Vividly impressed with the air of
prosperity throughout the sections he
has visited. Mr. Broadwell was unre-
served his praise and declaration,
predicting a healthy increase in auto-
mobile sales here and a rapid change
In the sentiment of the people anent
the good roads question. He made an
extended automobile trip through East-
ern Oregon and Western Washington
with Mr. Vogler.

"It's the farmers-w- have to look to
for the majority of sales In the West-
ern country," said Mr. Broadwell. "Out
here I should say that at least 60 per
cent of the sales will be made

outside the large centers of pop-

ulation."
Commenting upon the attitude of

the people of the rural districts con-
cerning the good roads movement, tha
Eastern visitor predicted that within
a few years every farmer, every
small-tow- n merchant and all owners
of small tracts will be behind the
movement with vim and eagerness.

Good Roads Must Came.
"They have been asleep long enough;

the awakening is at hand, and when
the light dawns the rush to the oppo-
site extreme will be swift," he said.
"You want people and you want roads
out here. You have the soil and you
have the climate. To develop this
wonderfully fertile and resourceful
country, there must be people thous-
ands more than you now have and
there-must.b- roads. This Influx-o- f

people, so vitally necessary to the
. country, cannot be expected until the

roads are improved and extended. The
highway system must sweep the state
and provide a means of market for all
districts.

"We had the same - trouble In the
Middle Western states a few years ago.
But when they awoke from the deep
lethargy which now semes to pervade
this section, they hopped Into the bat-
tle with their coats off and the sleeves
to their elbows. It has been our ex-

perience that the country folks are the
most ardent workers when they are
aroused. And, what's mora to the
point, they get results."

Mr. Broadwell has a bewildering ar-
ray of figures dealing with the auto-
mobile industry, which, when present-
ed is his convincing manner, present a
formidable argument in support of Its
stable qualities and completely refute
statements reflecting on It as a "game."'
The' automobila industry, Including

bodies, and, parts. Is not near so high
In amount of value of products as most
people Imagine. . it ranks 22d on the
Hst In point of aggregate value of pro-
ducts.'

-- The following- - statistics 'of the many
lists cited by Mr. Broadwell shows how
It stands:
Slaughtering and meat paclttns$l,S70.568,000
Foundry and machine shop '

product! 1.22S.47S.OO'
Lumber nd timber product.. 1.146.12U.0OO
Iron and steel, ateeL works and

rolling mills 985,723.000
Flour mills and srist mills

products i SR3.5S4.ooo
Printing and publishing . . ' 7UJ.876.000
Cotton goods. Including cot-

ton, small nam - 2S.392.00
Clotiilng, men's.- Including

shirts 668.077.000
Boots and shoes, including cut - -

stock and 612.798.000
Woolen, worsted and felt goods, .;

and woof bats -. , V135.nil.(
Tobacco manufacture . .. 416,695,000
Car and general ship construe- -

tlon and repairs ty steam
' railroad companin 405.801.000

Bread and other bakery prod- -
ucta . 3!fi.R5.00C

Iron and steel, blast furnaces... 3SM.420.00')
Clothing, women's 8S4.7."V2.00:i
Smelting and refining, copper. 37S.H06.0O0
Uquors. malt 874.i30.00C
Leather, tanned, curried and

ilnished ... S27.874.000
Sugar and" molarses, not inelud- -

Inr beet sugar 279.249.00C
Butter.- cheese and condensed

milk '. . ST4.SSH.000
Paper and wood pulp 207.6J7.000
Motor cars. Including bodies

and parts'..-..- ' 249.202.000
Salesmanship Is considerable of a

hobby with the Detroit manufacturer.
He has made It his life's study and his
manner of analysing; it shows the

of his labors.
"While the automobile business sen- -
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HAVE MADE J. JONES TO SYSTEM.
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In
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erally is on a sound and stable basis,
there are many things that must be
overcome." said Mr. Broadwell. ' "The
average automobile salesman is not up
to. top-not- standard. v

Equipped Car Makes Appeal.
"When' a 'man enters an automobile

establishment Intending to buy a car
he is prepared to spend 111,000. That
is the average.. Think of the atten-
tion thls customer would receive were
he to enter a mercantile house pre-
pared to spend the same amount. Think
of his reception by a Jeweler, a cloth-
ing merchant, a .grocer or a hardware
man. They would lavish time and
courtesy on him.

"Not so with the average automobile
salesman, however. They take him
In hand In the manner a haberdasher
would handle a customer buying a set
of collar buttons. They Ao not sTiow
the proper

Touching on the fact that the ma
jority of manufacturers now are send
ing the cars from the factory tuny
equipped,- Mr. Broadwell dclared that
selling a machine . otherwise' always
appealed, to him in the same sense as
buying a suit of colthes without the
buttons.

"All ears- - of the future will be sold
completely, equipped," he said. '"We
give the buyer everything he can pos-
sibly.' be entitled to and all that is
necessary to operate the car. The only
thing we don't provide Is an extra-- tire.
And why should we? You wouldn't
think of expecting a free pair of
trousers when- you bought a suit?"

More than 39,000 freight cars will be
needed during the 1913 season to snip
the cars going out of Detroit. Each
car. Mr. Broadwell said, will carry an
average of three motor cars. Detroit
manufactures less than half of the
automobiles made in the United States.

XEW FOUR AXD
' CARS CREATE Bid STIR.

Increase In Only Notable
Mechanical Change In Machine

"That Made Good in a Day."

Late models of the sturdy Stutz. "the
car that made good In a day," have
arrived. No cars of the present season
attracted more attention here than did
the four and machines ex-

hibited at, the salesrooms of the Stutz
Motor Car Company. Built low and
having the distinctive appearance of
speed demons, the four and

autoa gained considerable atten-
tion while being driven about the city.

Because of the prominence Stutz cars
have attained In races since they were
first put on the market, those inter-
ested In motor cars naturally wanted to
see tha ' latest designs in Stutz con-
struction. No sooner were the two
cars unloaded than a crowd of pros-
pective car purchasers-crowde- d around
for The four-cylind- er

model was sold almost immediately on
Its arrival, while the larger car found
an owner In a short time.

I H. Mann . and Frank Finger, of
the Stutz Motor Car- Comjjany, are
making their debut together in the

automobile field. Both men
are well known here: Finger has been
here continuously for several years,
acting as salesman 'for several promi-
nent dealers. Until recently, Mann was
with the Packard organization in New
York. .

."The new series, both fours and
sixes, are beauties," said Mr. Mann, In
commenting upon the 1913 line. "The
six has a motor, the four
a plant. All cars are
finished In the most luxurious manner
and are bound to create a sensation
wherever they appear.

"Harry Stutz. whose design of a car
that could make such an instantaneous
hit. has proven his ability, has retained
in the new series the tried and true
features of the first Stutz ears. In
the new six he has developed the high
est type of motor car comfort and re
finement. No improvement, beyond an'
Increase in power, was-- needed in the
mechanical part of the car, so he con
centrated on the body design.

"These cars are comfortable and
roomy. The unsightly bulge in the
body lines necessary to accommodate
three passengers in the tonneau are
not incorporated in the Stutz, which
comes In a roadster, er and

models. Self-start- er and
electric lights are used throughout."

Consul John F. Jewell reports that In
order to cone with the Increasing com.
mrce and importance of the port of Vladi-
vostok It la stated, that tva nen--

have recently- - been ordered by the gov
ernment, ana loll tne same win be built
atv Russian works in- the Baltic -

IFIIIO EGQil

Commercial Saving Re

suit of Motor Dray.

PORTLAND REALIZES FAC

AV. . Jones, Meat Merchant, Shows

by Increased Cost.of
Making Delivery With Horses.
'.. Counts Much

' .Motor delivery is proving a dominant
- t VnmmaT-rifl- l Rfti vltV Of

the country's leading- - cities. Its influ- -
irf 'han hoon limited in xne

Cili--c; aa jvi.
xirAB. hbo tho viiRinpKs men tn
side of the Mississippi have been loath
to swan the tried ana - consei vnu
horsj and wagon for the chu&gins b

Fvtr ninoA t h a advent of the
truck light delivery autom

PORTLAND MERCHANT D0CTRIKE DELIVERY THROUGH CITY.
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bile, Portland, has been the leading city
of the Northwest in adopting them.
While in a few cases they have not
proven as economical as the salesmen
boasted, In the vast majority of in-

stances those who have changed to the
power wagon are loud in its praise ana
have nroflted bv its use.

Recently W. J. Jones, who conducts
a large meat market here, sola nis
horses and wagons and invested in four
light delivery motor dars. Three of
the quartet are Studebakers and the
other a Lippard-Stewar- t-

Mr. Jones gives enthusiastic testi-
mony In favor of the automobile. He
has kept an accurate account of the
expenses of the new system for the
first month. Surprising as it may seem
to some people, the maintenance cost
of the motor cars, as comparea wun
the horses and wagons, shows a good
credit to the former.

Coat Really Light.
" With Inexperienced drivers at the
wheels of three of his cars, the opera
tion cost of the four machines amount
ed to slightly more than J200: Mr. Jones
declares he can reauce this consider
ably, as his drivers gain in experience
and he gets his delivery-syste- down
to a more scientific basis. -

When horses were in vogue at the
Jones establishment, eight- - animals
were needed to make deliveries. The
horses cost him $25 a month each for
board. Then there was the shoeing
expense, which amounted to approxi-
mately $3.50 a month for each animal.
There .were six 'wagons to keep up and
six sets of harness to look after. Thi
was an expense of about $35 a month.
r.ach horse, according to Mr. Jones,
averaged him $200. The wagons cost
him $22a apiece.

The expense of feeding his horses.
then, amounted to $200 a month. The
shoeing came to $27, and he was out
$35 each month for wagon and harness
repairs. It was necessary for him to
hire an extra horse and wagon each
Saturday afternoon to take care of the
Increased deliveries. This came to $7
a month. By using motor delivery, one
driver has been, eliminated. This means
a saving of $60 a month. His total ex
pense amounted to approximately 4329
a month.

With the practice of strict economy
and careful drivers, Mr. Jones believes
he can operate four machines, doing a
great deal more work than the eight
horses, for less than $200 a month.

Investment Not Tremendous.
His Investment is not such a tre-

mendous one when compared to the
money he had tied up in wagons and
horses. At an average price of $200
each, his horses stood him In $1600. Six
wagons cost him $1350. Six sets of
harness, $210. This brings the total up
to $2160. His three Studebaker cars
cost him but $2700.

Always an ardent supporter of the
horse, being a lover of the thorough
bred an J a fancier of speedy equlnes, it
was no small task to win Mr. Jones
over to the modern method of delivery.
Studebaker salesmen brought statis
tical records and testimonials galore to
prove that the motor car Is more eco-
nomical and in every way more satis
factory. Mnce he has made the change,
however, he has become an enthusias
tic missionary in the work of changing
fortiana s delivery service.

Competition Demands Service.
"Competition almost demands that

merchants motorize their delivery serv
ice," said Mr. Jones. "With motor cars
It is possible to make early and nt

deliveries and also to cover a
much wider territory. Business nat-
urally increases, the automobile being
a profitable advertisement for the mer
chant!

"From my personal experience with
motor delivery wagons, I can recom
mend them highly. They are econom-
ical, for one thing, and they make a
better appearance for the business man
and bring him in trade that he could
not possibly handle otherwise. The cars
I am using have been a revelation to
me. . It is simply impossible to appre
ciate the real value of the light de-
livery automobile until one has put it
into use.

. Xew Factory Head Xamed.
S. H. Humphrey, for many years

prominently identified with the auto
mobile Industry, has been appointed
factory manager of the Oakland Motor
Car Company, of Pontiac, his duties o
commence at once. Mr. Humphrey as
sumes this position Just in time to take
full chargt of the production of the
1913 line, which is now well under way.
Ho is especially enthusiastic over the
Greyhound. the Oakland er

car, which is the Dig feature of their
new line. Mr. Humphrey has had an
extensive experience as a" manufac-
turer of automobiles. He was with the
Peerless Motor Car Company for seven
years.

Refrigerator cars, cooled by ammonia ma
chines operated by internal combustion en
gines utilizing petroleum tor luel, are being

Automobiles Now
Our

A 25 Horsepower Two-Passeng-
er Roadster. ...

A 25 Horsepower Five-Passeng- er Touring Car.
A 30 Horsepower Two-Passeng- er Roadster.
A SO Horsepower Five-Passeng- er Touring Car.

.$1060.00
$1185.00

.$1250.00
$1435.00

Arrive October 1
A 40 H. P. Touring Car electrically lighted .$1800

AU prices are for cars fully equipped F. O. B. Portla-ni-

All 1913 Buick automobiles are equipped with self --starters
..

' and are nickel trimmed. ':
-

.
t

"WHEN BETTER AUTOMOBILES ARE f .
"

: BUILT, BUICK WILL BUILD THEM" J. i

Howard Automobile
. MEL. G- JOHNSON, VMANAGER

Phones Main 4555, A 2550 . Seventh and Couch Streets

RADICAL CEASE

TOO FKEQUEXT ALTERATION"

XOT XOW APPROVED.

C. D. Hastings, General Manager of
Hupp Company "Stands Pat" on

1912 Fundamentals.

The Idea of making many changes in
design: every year does not meet with
the approval of the officials of the
Hupp. Motor Car Company. Speaking: on
tnld question and' commenting' on the
1913 Hupp cars, C. D. Hastings, general
mana-ge- of the company; says:"

"Practically the only radical changes
we ever made came at the time of last
season's shows. Then it was that we
made known that great advance in
automobile engine construction, the
long-strik- e motor. We were the fore-
runners with this feature: and that
we had Becured a valuable Innovation
has been proved not only by the suc
cess of our cars, hut also by the gen-
eral unanimity of other manufacturers
in adopting this type for their 1913
line. The reason why the long-strik- e

motor has become standard Is because
It increases the. pulling power.-

"The design of the Hupmoblle bod-
ies as revealed at that time was also

on

in

unique. ;" The construction we adopted
enabled, us to get our car closer to the
ground than any other that did not
use the undersiung style. The body
was built with long, low, straight lines,
the advantages being a minimum of
side sway and of wind resistance. It
also helped in pulling power, speed
and mileage a gallon of gasoline. It
diminished the possibility of skidding
and made It almost impossible for the
car to turn over.

"In our 1913 line we stand- - pat on
these features, because they have com-
pletely demonstrated their permanent
value and their popularity. We have,
however, added numerous refinements
and bettered our equipment--.- - We be-

lieve that, as in the first year of Hup-
moblle history, so in 1913 this car will
remain' unique.

'The standard color of our cars is
black; . the trimmings are black and
nickel. ". Among the new features of
the equipment are a mohair top with
envelope. Jiffy curtains, a rear shock
absorber and a prest-o-lit- e tank. .

"The line for 1913 includes the. '32'
touring ear, '32' roadster, fully equip-
ped, chassis and specifications same as
touring car; the run-
about, fully equipp"ed, and the Hupmo-bil- e

'32' delivery, fully equipped, chas-
sis same as touring car enclosed panel
body, carrying capacity 800 pounds.
This latter car is an absolutely new
feature of the Hupmoblle line.

"The Hupmob'lle roadster promises to
be a peculiarly successful car and it
is proving, popular with the people who
usually require a car of higher" price.
It l;r racy in appearance, has a special

top and a turtle-bac- dust-pro- of com-
partment in the rear that gives distinc-
tion to the design. This compartment
is very desirable, as it can be used for
luggage, extra tires or equipment.

"This roadster has been entered In
the four principal reliability runs this
Summer: The Farm and Ranch tour at
Pallas, Tex.; the Wisconsin Dealers' re
liability run, the Little Glidden tour
of the Northwest from Minneapolis to
Winnipeg and return, and the Buffalo
reliability run of over 800 miles. In
every one this car has had a perfect
score. In the Minneapolis to lnnl
peg run it won' the Minneapolis Nnwi
trophy as the best car of its class. In
the Buffalo run It won the touring car
trophy in competition with many cars
of higher price."

Foss Selling Studebaker.
Genial "Dad" Foss once again is e

member of the Studebaker .sales force.
"Dad", is roaming around the territory
keeping the agenta In good humor and
helping them close sales. Last week he
returned from a "dry1 section. .When
he got back he wanted Manager Brown
to shut mm so ne can stay in uie - real
place.

Pierce Cars Due.
' Joy reigns in the camp of the Fierce-Arro-

headquarters here. Manager
Colter received definite assurances yes
terdav that a shipment of cars will ar
rive here tomorrow. This will be the
first of the 1913 models to reach port
land.

anted Fifty Second" Hand

Monday, Oct

Exhi-bitio- n

Showrooms

To" Stir

Go.

GHANGES

21st, at 12 A. M.

Bring us. your old car and we will auction it off.
at our gigantic auction sale for the benefit of those
desiring to sell their old used cars for cash and apply
the money on a new 1913 modeL .

'.
v

Don't Miss This Opportunity I

The greatest sale ever contemplated in .the his-

tory of Portland.
f v

' ;LOOK! ;:v- -

Sale Starts at 12 A. M.

i M

MONDAY, OCT. 21st UNDER THE SUPERVISION OF THE

STODDARD-DAYTO- N AUTO COMPANY
86 TENTH STREET, PORTLAND

SEE THE

1913'

Automobiles

690 Washington Street

Stoddard-Dayto- n

Auto Co.

L E. Gerlinger, Gen. Mgr,


