Local Auto Dealer Says That
= Cars Are Like Men Who
» . Win Against Odds
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Motor cars are like the big

i$ague stars of baseball. 8o fierce
is the competition—so severe the
#8ts of dally excellence—that it is
seldom indeed that we see a player
has stood the gaff for ten
¥ears in the major leagues.
_The Ty Cobbs, the Walter John-
., the Grover Alexanders are
cutnumbered 100 to 1 by the more
leeting careers of the average
performer,
- “And that,” according to Fred
M. Powell, distributor for Huad-
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son and Essex, “Is just the way
it I8 with automobiles. Nine
of the big league
you will ses Iha:'the park'tho,:::
Wil be men who play five, six or
seven years, ‘under the big top.’
Many of them will slow up even
faster than th.t or be unfortunate
enough 1o meet the competition

of some new blazing star from the
bushes, '

“The men who win against all
odds, who battle down ali competi-
tion both from others and from
their own inereasing age, are the
Super-men of baseball.

“It we extend ihe eomparison
to that great othegy American pas-
time—motoring—wa find thers
oo a severity of competition
which only a.few of the ‘immor-
ta_h' €an stand against. Think
over thelmotor cars of today, and
then check—on the fingers of ome
Rhand—the principles of construe-
tion which have withstood ten
years of competition.

“One of the first you'll think
of is the Hudson Super-Six prin-

. 'The Days of
Frequent Car Buying

are Passing

‘The public is learning after a 'quarter century of ex-
perience that true economy in personal transporta-
| o as in otheér necessities, ligs in buying the best
: ng intervals rather than less than the best at

more uent intervals.
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eir cars.
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FRED M.

Ferry and Cottage.

. Sixty per cent of the cars now
Packard Sixes are less than two
one year old. But for these new Packard
owners the days of frequent car buying are past.

.mm_-.&m&wsu owners are now_well on

ir way toward the 100,000 mile mark—and with
no of the original beau
of ey have discovered tzu® economy.

Motor Cars

ASK THE MAN
WHO OWNS ONE

being traded in on
yeacs old—259% are

, distinction and comfort

POWELL

Phone 2126
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ciple. It has proved its right to
permanent stardom by living out
ita 10 years of consistent useful-
nhesg and leadership. The Hudson
super-six principle—patented and
exclusive—is now in its tenth
season. It is a prineciple by which
the vibration of a motor is great-
ly reduced and its internal effi-
ciency increased. Its use results
In smooth and ample power, lony
life, quick pick-up and dependable
service,

“For ten years—as the real
motor car fan knows—this super-
six principle has been the under-
iying feature in Hudson and Essex
sticcess. The Hudson metor of
course has ben altered in detail
whenever desirable to keep fully
abreast of the times. But nothing
has been found to improve upon
the super-six prinmeiple which un-
derlies its construection. TIn fact
the super-six principle today is
more popular than ever before im
history as shown by the remark-
ably sales of Hudson and Essex
cars.”
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N NEW LOCATION

Old YMCA Corner Now Mod-
ern Display Room for
Automobiles

The Kirkwood Motor company,
local distributors for the Hupmo-
bile and the Nash automobiles,

will move to their new location in
the YMCA building, which was
purchased some time ago by the
company and remodeled into a
first class automobile sales and
sérvice rooms,

The Kirkwood Motor company
is owned by Fred Kirkwood and
Lawrence Imlah. Charles Hud-
kins is head salesman, Ray Bine-
gar is the service man and L. L.
Thornton is the man in charge of
the office. Mr, Kirkwood acts as
the manager.

The new Jocation will offer a
much better display for the auto-
mobiles. The show room is large
and finished very attractively.

BERLIN DESIGNS
SIDE DOOR BUSSES

BERLIN, March 28—Berlin has
found that its motor busses are
topheavy. Since the streets have
béecome congested with the growth
in the number of automobiles
there has been an increasing num-
ber of accidents in which the buss-
es have figured, and some have
upset with serious conseguences,

The authorities are now con-
sidering a lower wvehicle, with side
instead of rear doors, and a cover-
ed roof to give shelter in rainy

weather.

. Dopce BROTHERS

TYPE -A SEDAN

The Type-A Sedan has always ranked
= above its price class in distinction of
line and appointment,

This Special Type further advances
that leadership beyond current

®©

SPECIAL

standards.

. No special feature that could heighten
: the car’s beality, or enhance its com- .
.. s+ .fort -amd convenience has been
overiooked by the builders.
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- BONESTEELE MOTOR CO.
i , 474 S. Commercial,
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Five Balloon Tires

$1330 1. o. b. Detroit—§1565 delivered

Phone 423
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Factory Adheres Rigidly to
No_- Discount Despite
Tempting Proposal

“Here iz an order, duly signed
by the proper executives, for 1000
of your ecars.”

What salesman wouldn't gulp—
and grab? :
Retail orders for motor cars in
lots of 1000 come to the average
salesman about as often as ice

peddlers visit the Eskimos, There
are only a few history.

Yet the incident referred to—
about the signed order for-1000
cars—actually happened. And
what makes it remarkable iz the
fact that the salesman turned it
down!

C. H. Jennings, Dodge Brothers
dealer in New York City, throws
some clarifying light on this puzz-
ler. He says:

“This Dodge Brothers salesmap
had been working for several
Years on a large national account
—a company that operates cars
by the thousands, in every part
of the country. The company was
buying Dodge Brothers cars reg-
ularly, ten, fifteen and twenty
And more at a time. On several
occasions the chief buyer had
made the remark that, ‘if you
fellows would only grant a dis-
count, as others do, we might
order in larger lots.” .

“The salesman, of course, point-
ed out the desirability of buying
the 1000 cars anyhow, regardless
of Dodge Brothers no-discount
policy, but the executive declined
to recede from his position. The
latter then prepared’ what he af-
terwards referred to as his phy-
chological coup. He knew that
the salesman would be calling
again so he had an imposing docu-
ment drawn up calling for the
delivery, at a specified date, of
1000 Dodge Brothers Motor cars
of various types, at full list price
—minus 10 per cent.

“When the salesman called, a
few weeks later, the official simp-
lr handed him the order.

“ *“That's serious,” sald the of-
ficial. ‘We need cars and we want
Dodge Brothers cars, but yon
can't have the order unless you
abide by its terms. You've got to
give us the guantity discount.’

“The salesman made the same
answer that he had always made

before, but out of deference to the
cusiomer and the exceptionsl size
of the order, promised to take it
up with the factory. The subject
came before us when I was assis-
tant general sales manager of
Dodge Brothers,” said Mr. Jen-
nings, “and I distinctly remember
how quickly it was settled. There
wasn't a moment’ds quibbling.
“‘We want to do everything
possible to retain this company's
business and good will,” said Presi-
dent F. J. Haynes, *but the policies
laid down by Jol F. and Horace
Dodge are still the policies of this
institution. We charge only for
the actual investment represented
by the materials and labor that go
to make up the car, plus a reason--
able profit for manufacturer and
dealer. There is no margin that
permits us to sell at a discount.’
“Mr. Haynes also pointed onut
that it would be entirely unfair
to the individual buyer if he were
asked to pay a higher price for
his car just to make it possible
for Dodge Brothers to attract

.

No Matter the Make or Model of Your Car It Will Pay You

Recent Records
On FullkSize Balloon
Gum-Dipped Cords

The 1,000 mile economy
run at Culver City, California,
averaging over 70 miles per hour.
New Mt. Wilson Record — 24 min-
utes, 47.04 seconds.

Pike’s Peak Record — 18 minutes,
15 seconds.

Toledo to Montreal—760 miles in
19 hours and 59 minutes.

All without tire change—again em-
phasizes stamina and advantages
of Full-Size Balloon Gum-Dipped
Cords ~~
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190 S. High Street

BALLOON G

Mg Awgn

You'll find that Gum-Dipped Bal-
loons save you money. They deliver
longer mileage—protectyour car from
road vibration—reduce depreciation
—increase re-sale or trade-in value.

Practically all car makers equip
their new models with Balloon tires.

Firestone Gum-Dipping made
Balloon tires possible. This special

ess insulates each fibre of every
cord with rubber giving great strength
and flexing endurance to the cords.
This makes light, strong side walls of
extreme flexibility which avoid punc-

g %o
curves.

economy of thess wonderful

Ira Jorgensen
Phone 375

toEquip New = =
vioa o s
sharp objects
er air pressure. RS
Firestone Balloohs mﬂ‘&”“"“ ' .
evan at high speed—holding car
steady and sure on the dangerous

See the nearest Firestone Dealer.
Let him show you how easy iti8 to
equip your car—and how inexpensive.

Don’t put it oft any longer. Begin
now to enjoy the comfort, safety and

MOST MILES PZR DOLLAR =

UM-DIPPED CORD

AMERICANS SHOULD PRODUCE THEIR OWN RUBBER.. J568Annlons_
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large buyers through the guantity
discount.:- Moreover, he said, the
company’ that buys 1000  Dodge
Brothers cars already has an ad-
vaniage over the individual who
bnys one, because the natural ad-
vantages of Dodge Brothers own-
?ﬁhlp are maultiplied a thousand
times,
“What happened to the order
for 1000 cars? It lg still in the
desk of the same official and he

never fails to show it to any Dodge
Brothers salesman who happens
to call. But he is still buying
Dodge Brothers cars—buying as
he bought before,

“Like other nationally known
concerns, he realizes that the sav-
ings effected through the long life

and low-cost service of Dodge
Brothers motor cars will more
than offset any discount that

might be obtained on a car of less
obvious merit.”

MOTOR TRIPS ABROAD

At Ann Hathaway's Cottage
EIGHTH OF A SERIES OF TRAVEL TALKS

famous city of Stra{ord-ou-Am_
through-

Photo Courtesy Chrysler Maswell Motor Corporgtions

Legend has it that Will Shakespeare shot & deer—unlowfully—and laid
it on the steps of this cottage, as a love offr-"lg to Ann,

but also Aane Hathaway's cottage
at Shottery, a mile from Stratiord
This picturesque thatched cottage
in whith ‘Shakespeare’s wife was
Wwas: purchased for the nation

A Sound Policy Followed By

- Authorized Ford Dealers

When you buy a used car

able assurance of value.

Any Authorized Ford Dealer offers you sﬁch |
assurance. You can safely trust his judgment—
because he is the best judge of Ford values.

it b

you want every reason-

He can secure a Ford Car for you at an astonish-
ingly low price. ‘And- the car he sells you will. -
give you the biggest value for your money.
Talk to him now. Find out how little it takes to
own a car that will give you real service and
enjoyment this summer, : e

SEE THE NEAREST
. FORD DEALER
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A GUARANTEED 4
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