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  1 11-3-47 Uniforms for the Hudson Man

  3 11-4-47 Departmental Signs

  4 11-11-47 Servi-Cars

 11 2-6-48 Departmentized Service Departments

 12 2-6-48 Owner Follow-up System
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1949 (Service Promotion)

No. 1 - Vibromatic Compressed Air Cleaner

No. 2 - Ozone Generating Machines

No. 3 - Direct Mail Program

No. 4 - Combination Air Compressor and Battery Charger

No. 5 - March Brake Campaign

No. 6 - Ingersoll Rand Electric Impact Tools

No. 7 - April-May Spring Conditioning Program

No. 8 - Collier's Preventive Service Mailer for July

No. 9 - Uniforms for Hudson Dealer's Parts & Service Personnel

No. 10 - Hudson Aug.-Sep. Liquid Glaze Campaign

No. 11 - Index Dividers for Service Promotion Material

No. 12 - Hudson Service of the Month Window Cartoons

No. 13 - Fall Service Mailing Campaign

1952

No. 1 - Chrome Protection

No. 8 - Servi-Car - Customer Car Pickup

1954

No. 9 - Spring Clean-up, Paint Up
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11-3-47

UNIFORMS
FOR 
THE 
HUDSON 
MAN

NEAT

DURABLE

ATTRACTIVE

ECONOMICAL

TO ALL DEALERS:

 In answer to many requests for a source of supply for 
Service Uniforms your factory Service Department, in cooperation with 
the Unitog Manufacturing Company have prepared the attached brochure 
for Hudson Dealers who find themselves in need of this type of 
servicewear.

 Unitog apparel was selected for the standard Hudson 
uniform as they offer a wide selection of garments at a low cost per 
unit. Other features which made this uniform desirable were their 
design and durability.

 Unitog Manufacturing Company assures us they are in a 
position to supply these uniforms immediately.    

 When ordering, we suggest you have "This Time It's HUDSON" 
printed on the backs of all outer wearing apparel.

 - - - - - - - - -

 
TIM MAY

Service Promotion Manager

(THIS BULLETIN AS WRITTEN IS BEING MAILED TO SERVICE STATION
AGREEMENT HOLDERS AS BULLETIN NO. 1)

(NEW SERIES)
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 11-4-47

TO ALL DEALERS:

 SEEING IS BELIEVING!

 Promotionally speaking, signs have played a dominant roll 
as a medium of selling the American Automotive public.

 Actually, so accustomed are people to looking at signs for 
information that today signs in one form or another are part of 
our basic requirements when conceiving a business.

 Departmentalize your Service Department to more effectively 
sell your services to your customers. Properly identify these ser- 
ices with Departmental Signs.

 There never was a better time to acquaint people with your 
various service facilities. In the next few months, traffic in 
your Service Department will hit an all-time high, and opinions 
formed during this increased activity might well set a pattern for 
future business.

 We believe that a Dealer who realizes this fact and equips 
his shop with attractive signs will find sales resistance mini-
mized, and in many cases the customer's thinking actually stimu-
lated by their presence.

 We are attaching a descriptive order blank which you can use 
to order signs for your Service Department. All signs described on 
the attached order blank are ready for immediate shipment.

_ _ _ _ _ _ _ _ _ _ _ _

TIM MAY

Service Promotion Manager

(THIS BULLETIN AS WRITTEN IS BEING MAILED TO SERVICE STATION

DEPARTMENTAL
SIGNS

(NEW SERIES)
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A
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TO
INCREASE
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LABOR
AND 
PROVIDE
FOR
BETTER 
CUSTOMER
RELATIONS

   4

11-11-47

TO ALL DEALERS:

 BACK TO A NICKLE AGAIN! -- Yes, that's what they 
are saying about a well known nationally advertised beverage. 
This is only one of many items and services that are now 
returning to their prewar
status.

 As competition becomes a more potent factor in the 
Service Field, Hudson Dealers must also stop-up their services 
to the customer, if they expect to maintain and increase their 
present volume of business.

 For your consideration, we are attaching descriptive 
literature pertaining to Servi-Cars. Those cars are an excel-
lent tool for increasing your customer labor sales through a 
pick-up and delivery service.

 We are also attaching with this literature a mail 
piece entitled "Just a Phone Call" which can be purchased from 
the Harley Davidson Company in Milwaukee. If and when you have 
this type of service, we suggest you make a mailing of this 
nature to your customers advising them of your pick-up and 
delivery plan.

_ _ _ _ _ _ _

TIM MAY

Service Promotion Manager

(THIS BULLETIN AS WRITTEN IS BEING MAILED TO SERVICE STATION 
AGREEMENT HOLDERS AS BULLETIN NO. 9.)
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  11

TO ALL DEALERS:

   If you are to obtain the largest Service Volume possible from 
your Hudson Owner group, it is essential that every Service Depart-
ment be properly equipped with all necessary Service Tools and Equip-
ment, in line, of course, with the potential volume available.

  It is also necessary that all Service Departments be departmen-
tized so as to obtain the greatest degree of efficiency and so that 
full advantage is taken of the Tool and Equipment Investment in 
impressing Service Customers with the Dealer's ability to pro- 
perly handle his repair needs.

  Clean, departmentized Service Departments create Owner Confi-
dence, and this increases Service Volume.   They are also more effi-
cient, and this increases the net profits obtained.   It must be your 
constant goal to pay all fixed expenses with the gross profits from 
Service Volume.

 Before a promotion activity on Service - to get larger volume - 
may be fully effective, it is absolutely essential that the physical 
setup is right and all necessary equipment is available to insure an 
efficient job.

 To assist you in making a detailed check of your actual Service 
Equipment as to what is considered "minimum requirements" and also 
to properly departmentize each Service Department, we have prepared 
a booklet covering this most important subject in detail. They are 
being forwarded to your Distributor and you will hear from him in 
the near future.

 We urge that you give this most important activity the proper 
consideration upon its presentation to you by your Distributor or 
Zone.

_ _ _ _ _ _ _ _ _ _ _

TIM MAY

SERVICE PROMOTION MANAGER

DEPART-

MENTIZED

SERVICE

DEPART-

MENTS

  -----

MINIMUM

TOOL AND

EQUIPMENT

REQUIRE-

MENTS
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TO ALL DEALERS:

 It has been necessary for the Acme Company to slightly raise 
the cost of their equipment.

 So that you may have this revised information, we are attaching 
a copy of our pamphlet covering the Hudson Owner Service
Follow-Up System which was sent to you some months ago, along with a new 
order blank outlining the revised prices.

 Kindly see that any old order blanks are destroyed.

 A great many Accounts have installed the Owner Follow-Up System 
and are consistently using the thirty and sixty-day Follow-Up Cards, as 
well as the Thank You Cards, with their customers.    In addition to this, 
they are making monthly mailings to all Hudson Owners in their territory.

 The importance of this activity cannot be over-emphasized.   If 
you do not have an efficient Owner Follow-Up System in operation now, we 
urge that you obtain one --- either the Acme System, or one just as effic-
ient --- and start immediately with the monthly mailing program to all 
Owners, as well as a consistent follow-up to all customers who visit your 
Service Department.

 A Hudson Owner Follow-Up System is your PROSPECT LIST of Service 
Customers.

_ _ _ _ _ _ _ _

 

TIM MAY
SERVICE PROMOTION MANAGER

(THIS BULLETIN AS WRITTEN IS BEING MAILED TO SERVICE STATION
AGREEMENT HOLDERS AS BULLETIN NO. 38).

OWNER

FOLLOW-UP

SYSTEM

  2/6/48
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 4-8-48

TO ALL DEALERS:

 Take a trip to the Department Store.    There you will find mer-
chandising at its best.    Each department stands on its own feet,
with a selling atmosphere created by signs, backgrounds, and 
attractive displays.

 Selling automotive service is no different than selling dry 
goods.   A commanding display, clean surroundings and modern equip-
ment, all contribute to luring the customer into a buying mood.

 Appearance conditioning by all statistics, should be the 
easiest service to sell in your Dealership.    Call it "Keeping Up
With the Jones" if you like, but there is a certain personal satis- 
faction in driving a clean, highly polished, good-looking car.
People have their cars polished for the same reason that they shine 
their shoes.    A car is something they own and are proud of.

 Create a most attractive Appearance Department in your Service
Station.    With the proper sales promotion, it will increase for
you the appearance conditioning income to which you are entitled.

 Study the attached folder carefully, it will assist in setting 
up an Appearance Department that will be a real asset, giving increased 
profits and your whole shop a dressed-up look.

 You are no doubt aware that Finance Companies will finance such 
Service Station Equipment as this, -- as low as ten per cent (10%) 
down.

 Use the enclosed order blank.

_ _ _ _ _ _ _ _ _ _ _ _

TIM MAY
SERVICE PROMOTION MANAGER

(THIS BULLETIN AS WRITTEN IS BEING MAILED TO SERVICE STATION
AGREEMENT HOLDERS AS BULLETIN NO. 60).

LIQUID

GLAZE

APPEARANCE

DEPARTMENT

EASIEST
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TO SELL
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- IT WILL
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A NEW

LOOK FOR
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 4-9-48

TO ALL DEALERS:

HERE'S AN IDEA!

 Why not invite future Hudson Owners to use your service 
facilities for maintenance of their present car while they are wait-
ing delivery.

 Instruct your new car salesmen to solicit this business
at the time he writes up order for a new car where trade-in of other 
make is involved, but don't stop here.   Go through your unfilled
orders for new Hudsons and make up a list of those people who have
offered their present cars as trade-ins.    With this list, appoint
some one in your organization (preferably the Service Manager) to 
contact these people personally or by letter and ask them to get 
acquainted with the fine services you have to offer.

 We know that a great deal of potential business is available 
through future Hudson owners who are now driving other makes of cars. 
You will eventually contact these people when they become a
Hudson Onwer, so why not do it now and obtain some extra profits.

 Let us make the remaining months in 1948 the highest income ser-
vice months in the history of Hudson operations. If we do this we will 
go a long way towards making Hudson the best service organization in 
the country.

_ _ _ _ _ _ _ _ _ _

TIM MAY
SERVICE PROMOTION MANAGER

(THIS BULLETIN AS WRITTEN IS BEING MAILED TO SERVICE STATION
AGREEMENT HOLDERS AS BULLETIN NO. 63)

NEW

SERVICE

CUSTOMERS

GET THE

SERVICE

BUSINESS

IMMEDI-

ATELY
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FUTURE

OWNER

CONTACT

THESE

PEOPLE

NOW!
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 5-16-48

BUDGET
PLAN

MAKE IT
EASY FOR
CUSTOMERS
TO BUY
FROM YOU

HAVE
A
PLAN

PURCHASE
A
SIGN

ARRANGE
YOUR
CREDIT
SOURCE

TO ALL DEALERS:

 EASY DOES IT -- EASY TIME PAYMENTS OF COURSE!

 The desire to buy is inherent with American people.    The only
reason needy repairs are not made on most cars today is for lack of
cash.

 Make it easy for your customers to buy. -- They want to buy, so 
offer them a plan.

 First, inform them you have a plan.    This is done by displaying
banners, electrical signs and through direct by mail advertising.
Next, arrange with your finance company to back you in a program of 
this nature.

 It is estimated that fifty per cent of Amercian business is done 
on credit. You could not sell automobiles without time payment plans, 
so why not sell repairs and accessories on a Budget Plan.

 To assist you, Hudson has designed a very colorful electric sign
which can be read from both sides and is for display purposes in your
Service Department and Show Room.    This sign is very economical and
at least one of them should be displayed in your Dealership.   A con-
venient order blank is enclosed with descriptive literature.

 All finance companies have budget plans available for use by
Dealers.    It is, obviously, most important that you have definite
arrangements made so as to be able to properly offer this service.
Consult your finance company, to be sure you have all the details.

- - - - - - - - - - - - - - - - - -

TIM MAY
SERVICE PROMOTION MANAGER

P.S.    For Dealers who are desireous of obtaining other two sided de-
partmental signs, we have enclosed mimeographed order blank.

(THIS BULLETIN AS WRITTEN IS BEING MAILED TO SERVICE STATION 
AGREEMENT HOLDERS AS BULLETIN NO. 81)
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6-14-48

DIRECT BY
MAIL SERVICE
CARDS

PEOPLE
LIKE TO
RECEIVE
MAIL

MOST
EFFECTIVE

SALES
AGREEMENT
REQUIREMENT

JULY
THROUGH
DECEMBER
PROGRAM

SERVICE
POSTERS

NEW FEATURES
ADDED

ORDER NOW

TO ALL DEALERS:

 
  In the "80's" many isolated areas in the United States re-
ceived mail once every twelve months.
  The mail delivery was the event of the year -- people looked
forward to it.
  Advertising literature was in many cases, saved for months, 
and often used to decorate the walls.
  Time has not changed the intrigue that goes with opening the 
morning mail.
  It has been proven most conclusively that the use of our mail 
facilities is the most effective means of getting our story directly to 
the interested prospects, and also with the least expense.
  It is imperative to the success of your business that you con-
tact every Hudson Owner in your vicinity at least once a month.    It
is also a Sales Agreement requirement.
  We have prepared for your use, a most attractive Six-Months
(July through December) Mailing Program.    Attached are descriptive
literature, an order blank and also a sample card.    Please note that
each monthly card campaigns a specific Service Activity.    In most
instances these are seasonal activities that should be performed.
  The Service Department Posters, of which there are three each
month, will feature the same Service Activities.
  We are sure you will agree that this new series of Mailing
Cards is unmatched in design and of exceptional quality.    Better yet,
they are at a lower cost than previously.    Also, Southern Dealers are
provided with an optional card for November.
  It is imperative to your success that you "go all out" on Service 
Advertising in the last half of 1948. Let's be sure that you send in your 
order immediately so that you will receive the first cards in time for 
the July mailing.

 LET'S BE SURE THAT EVERY HUDSON OWNER RECEIVES AN EFFECTIVE
MAILING EVERY MONTH DURING THE LAST HALF OF 1948.

_ _ _ _ _ _ _ _

Tim May

SERVICE PROMOTION MANAGER

(THIS BULLETIN AS WRITTEN IS BEING MAILED TO SERVICE STATION AGREEMENT 
HOLDERS AS BULLETIN NO. 96)
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 8-11-48

SERVICE

& SALES

BULLETIN

BOARDS

CHROME

FRAME

CORK

SURFACED

DRESS

UP YOUR

SERVICE

DEPARTMENT

TO ALL DEALERS:

 From time to time in the past year, we have received a number of 
requests for bulletin boards to use in the Service Department and Show
Room.

 In answer to these requests, we are attaching descriptive litera- 
ture with order blank and return envelope for your use when requesting 
merchandise of this nature.

 At present, a great many unsightly boards of various sizes and 
shapes are used in our dealerships to post important information.  Most
of these boards are unattractive to the point of disappointing the 
readers interest.

 May we suggest you dress up the space in your dealership normally 
used to post bulletins by purchasing one of these attractive chrome 
framed cork backed boards.

_ _ _ _ _

TIM MAY
SERVICE PROMOTION MANAGER

(THIS BULLETIN AS WRITTEN IS BEING MAILED TO SERVICE STATION AGREEMENT
HOLDERS AS BULLETIN NO. 117.)
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 8-17-48

COLLIER’S

DIRECT

MAIL

PROGRAM

AVAILABLE

TO ALL DEALERS:

 Each year at this time Collier's National Weekly runs a

series of Preventive Service Ads in their publication, designed to

encourage the motoring public to prepare their cars for winter

driving.

 As in the past, we are attaching sample mail pieces, to

with an order blank, for those Hudson Dealers who desire

to purchase mailers for their Owners.

 The order blank should be sent to the following address:

COLLIER'S, THE NATIONAL WEEKLY,
"P.S." DEPARTMENT NO. 5
250 PARK AVE.,
NEW YORK 17, NEW YORK

_ _ _ _ _ _ _

TIM MAY

SERVICE PROMOTION MANAGER
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 8-30-48

HUDSON
APPROVED
BODY
AND
FENDER
REPAIR
KIT

GETS YOU
INTO
THE MOST
PROFITABLE
END OF
THE
SERVICE
BUSINESS

EASY
TO
USE

ORDER
NOW!!!

TO ALL DEALERS:

 Let's talk about you, Mr. Dealer -- You say you like to 
make money, and you must make money or you'll go out of business. 
You realize your bread and butter is in the Service Department. 
, therefore, is logical that you watch this part of your opera- 
tion closely.  In doing so, you have no doubt noticed that mechan-
ical repairs are running approximately $7.00 per repair order, while 
the body repairs average approximately $30.00 per repair order.

 We, in the Service Department, know that the paint and
bump work in our Dealerships is a lush business to go after. There
are numerous advantages in obtaining this work.   For example, you
are not restricted to one make of car, and also, this department
enables you to recondition your used cars to obtain a higher profit.
We, therefore, wish to encourage you to enter this phase of service
work aggressively.    Enclosed you will find descriptive literature
pertaining to body and fender repair materials.

 Now, for the first time a simple, cold repair process is 
available for reconditioning damaged and rusted-out bodies and fend-
ers.  No great amount of experience is required to do this work, and
the material and results are guaranteed, or your money is refunded.
We have tested this material in the Factory Service Garage and find 
it is very versatile in repairing those hard-to-get-at places -- 
even such items as rusted-out gas tanks are repaired with ease.

 May we suggest you immediately fill out the attached order
blank and send it to your Zone or Distributor for this money making 
kit?

_ _ _ _ _ _ _ _ _ _ _

TIM MAY

SERVICE PROMOTION MANAGER

(THIS BULLETIN AS WRITTEN IS BEING MAILED TO SERVICE STATION 
AGREEMENT HOLDERS AS BULLETIN NO. 127)
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 1-26-48

TO ALL DEALERS:

 

 One of the major senses of the human body is the sense of smell. 
Many businesses capitalize on this and many fail who don't recognize 
it.

    Automotive dealers, during cold weather, are continually
plagued by the smell from exhaust gas in their shops.    Whereas,
their regular pipe exhaust system takes care of stationary cars, 
the cars moving around in the Service Department create a problem.

    We are attaching, for your observation and consideration, a 
pamphlet describing OZONE GENERATING MACHINES, which eliminate
exhaust gas smell when properly installed and adjusted.    May we
suggest that you consider this machine for use in conjunction with
your regular pipe system, if you have a bad condition in your shop.

    Many employee headaches and other nauseous conditions are traceable 
to fumes in your dealership.    We believe these machines can be a 
valuable asset, not only regarding the health and morale
of your employees but to customers as well.

_ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _

TIM MAY
SERVICE PROMOTION MANAGER

(THIS BULLETIN, AS WRITTEN, IS BEING MAILED TO SERVICE STATION
AGREEMENT HOLDERS AS BULLETIN NO. 145).

OZONE
GENERATING
MACHINE

CLEAN UP
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TO ALL DEALERS:

 From time to time it is our policy to forward to the Hudson Dealer Organization, 
pamphlets describing available Repair Equipment. We ask that you show your Service 
Manager these pamphlets and discuss with him whether or not this equipment can be used 
to an advantage in your Service Operation.

 We are attaching a pamphlet on the K. R. WILSON MOTOR STAND for Hudson 
Engines. You will note that this one Stand can be used to handle both Rear Axle Housing 
and Transmission. No matter which unit is mounted on the stand, it can be rotated in any 
position desired by the mechanic.

 If you desire to purchase this equipment, there is an order blank attached for your 
convenience.

_  _  _  _  _  _  _  _  

 TIM MAY,
 SERVICE PROMOTION MANAGER

(THIS BULLETIN IS BEING MAILED TO SERVICE STATION AGREEMENT 
 HOLDERS AS BULLETIN NO. 1)

 1

 11-14-49

SERVICE
EQUIPMENT
FOR
HUDSON
DEALERS
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  FORM 11674

TO ALL DEALERS: 

 In answer to numerous requests from Hudson Dealers who desire to obtain Fender 
and Seat Covers for shop use, we are attaching descriptive literature on the GEM Fender and 
Seat Covers.

 You will note these covers are made from headlining material--they are soft in 
texture and will not mar the finish of the car. They also can be laundered at your local 
source without danger of shrinkage.

 If you are in need of equipment of this nature in your Service Department, there
 is a convenient order blank attached.

_  _  _  _  _  _  _  _ 

 TIM MAY,
 SERVICE PROMOTION MANAGER

(THIS BULLETIN IS BEING MAILED TO SERVICE STATION AGREEMENT 
 HOLDERS AS BULLETIN NO. 2)

 2

     11-28-49

GM FENDER
AND SEAT
COVERS
FOR HUDSON
DEALERS
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TO ALL DEALERS:

 Customer Good Will -- so necessary to have, so hard to secure, so easy to 
maintain, it?

 If you take just a little more time, have just a little more patience, and do a 
little something extra for your customers, it may be the difference between a lost 
customer and a repeat sale.

 One of the simplest and yet the most essential thing you can do when you 
service your customer's car is to be sure he receives it back with the windows and 
steering wheel clean and the interior vacuumed.

 As an auxiliary vacuum cleaner for your wash or grease rack or customer 
delivery area, we are attaching literature describing an economical cleaner, which can
 be used in all dealerships where compressed air is available.

 The manufacturer states that these cleaners are available for immediate 
delivery. May we suggest that you give it serious consideration.

 These cleaners should be ordered direct from the Distributor whose name 
appears at the bottom of the order blank.

- - - - - - - - - - - - - - -

 TIM MAY, 
 SERVICE PROMOTION MANAGER

(THIS BULLETIN, AS WRITTEN, IS BEING MAILED TO SERVICE STATION 
AGREEMENT HOLDERS AS BULLETIN NO. 13)

 1

 12-1-48
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TO ALL DEALERS:

 This is with reference to our Bulletin of October 28th, to which was attached a circular 
describing Ozone Generating Units.

 Since this Bulletin was issued we have received numerous requests for a specific 
statement as to Ozone eliminating Carbon Monoxide in automobile garages. As we stated in 
our Bulletin these machines should be used in conjunction with regular fresh air ventilating 
and exhaust systems.

 Ozone Generating Machines will not eliminate Carbon Monoxide, and therefore 
should not be purchased with that idea in mind.

 It is the gases that exist in the garage, such as paint fumes and exhaust fumes (other 
than Monoxide) that the' Ozone Machines will successfully eliminate, --- this type of fume 
causing headaches, nausea. et cetra, which, obviously, reduce efficiency.

 If there is any question on the sale of these machines please contact this office.

- - - - - - - - - - - - - - -

 TIM MAY  
 
 SERVICE PROMOTION MANAGER

(THIS BULLETIN AS WRITTEN IS BEING MAILED TO SERVICE STATION 
AGREEMENT HOLDERS AS BULLETIN NO. 17)

 2

 12-15-48

OZONE
GENERATING
MACHINES

(490 SERIES)
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TO ALL DEALERS:

“LET'S ADVERTISE OUR SERVICE FACILITIES IN 1949”

 1949 can be a great Service Year for Hudson Dealers, If we are properly aggressive. 
Business is more competitive, and you can't maintain or increase your Customer Labor Sales 
unless you use every means possible of attracting all Hudson Owners in your trade area to your 
Service Department.

 The “No. 1” and most important activity is the mailing, EVERY month, of an appropriate 
Service message to EVERY Hudson Owner.

 Direct Mail is by far the most effective method to use in advertising your Service facilities. 
You, of course, know who is a prospect, if you have an up-to-date Hudson Owner list and you 
direct your advertising efforts only to interested prospects.

 BY ALL MEANS USE SERVICE MAILING CARDS EACH AND EVERY MONTH. 
They get results and are the most economical form of advertising. We have prepared appropriate 
mailing Cards FOR January, February and March (samples are enclosed).

 The January Card advises the Owner of your Hudson Dealer's Service Pledge. This surely 
is the message to get to them as you enter the New Year.

 The February Card outlines specific Winter Specials that will effectively protect the 
Owner's car against Winter driving conditions Be sure you carefully set up your prices on these 
various “specials.”

 The March Card concentrates on Brakes. This is a timely message. Let's put on a real 
campaign and see to it that EVERY Hudson Owner has the best brakes possible. Safety to the 
Owner and Income to you. Again, be sure that your prices are right on the various Brake operations 
also, and most important, give the “FREE” Brake Inspection as outlined on the Card during March.

 An Order Blank is attached set up your prices, and ORDER NOW.

 The Cards are 100% Hudson designed by Hudson people -- for Hudson Dealers' use -- to 
Hudson Owners.

 Let's make 1949 the greatest Hudson Service Year in Hudson's history.

 TIM MAY

 SERVICE PROMOTION MANAGER

 (THIS BULLETIN AS WRITTEN IS BEING MAILED TO SERVICE STATION 
AGREEMENT HOLDERS AS NO. 19)

          3

 12-20-48
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TO ALL DEALERS:

 YOU CAN'T SELL THEM IF YOU CAN'T START THEM!!!

 There is nothing more dismal looking or more disappointing than a Used Car 
with a couple of flat tires and a run-down battery. I guess that you might refer to cars on your 
lot in this condition as "frozen assets."

 In line with the above, we are attaching descriptive literature that might offer 
a solution to those dealers whose car lots are located some distance from their main service 
operations.

 The Model GKM Unit, described on the attached pamphlet, is gasoline operated 
and needs no other source of power for operation.

 These Units are manufactured by the H & H Products Manufacturing Company 
and are distributed through Progressive Automotive of Dearborn, Michigan. If you are interested 
in equipment of this nature, an order blank is attached for your convenience.

- - - - - - - - - - - - - - -

 TIM MAY 
 SERVICE PROMOTION MANAGER

(THIS BULLETIN AS WRITTEN IS BEING MAILED TO SERVICE STATION 
AGREEMENT HOLDERS AS BULLETIN NO. 34.)
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TO ALL DEALERS:

 EVER WATCH A BIG DEPARTMENT STORE PUT ON A SALE? Well here's the 
way it works. First of all, employees are acquainted with the object of the sale and the come-on 
merchandise that will be offered at a special price.

 Each department is assigned their work. The Advertising Department places ads in 
newspapers, on the radio, in the mail, et cetera. The Window Trimmers decorate the windows to 
attract passers-by. The Inside Merchandisers dress up the building with tie in banners, et cetera. 
Everyone from the president on down starts to got excited about the volume of sales that will 
result from the big campaign.

 When the sale is finally concluded, the results are usually the following”

 A nice profit was made on the special merchandise even though offered at a reduced 
price as the volume offset the reduction. But that isn't all. Many new people visited the store, a 
great many valuable contacts were made, and other merchandise was sold.

- - - - - - - - - - - - - - - - - - - - - - - - - - - - - -- - - - - - - - - - - - - - -
 Our own Service Merchandising Program is not too different from department store 
methods. During the Month of February, we would like every dealer to get his entire personnel 
keyed up for a Brake Repair and Adjustment Campaign to be held in March.

 The attached brochure describes pictorially the tools to use. If you will have everyone 
of your employees talk this campaign, live and breathe this campaign for the next two months, 
you will be surprised in the increased business that will result,

 We are also attaching order blanks for the purchase of Brake Banners to display 
effectively inside or outside of your dealership. We suggest that you paint one of your 
prominent show windows like sample given and send Mail Cards to all your customers. We
also suggest that you give a bonus to your personnel on brake work during the Month of March. 
This will give them an incentive to promote this business.

 Let's make this first 1949 Campaign to promote "service specials" a success, by turning 
your organization all out on this promotion.

- - - - - - - - - - - - - - -

 TIM MAY 
 SERVICE PROMOTION MANAGER

P.S. FULL WHEEL FREE AND MAKE $10 - by this we mean, if you will offer to pull a front 
wheel on all service customer cars gratis you will find  great many of them need a brake relining 
that should result in a profit of at least $10.

(THIS BULLETIN AS WRITTEN IS BEING MAILED TO SERVICE STATION 
AGREEMENT HOLDERS AS BULLETIN NO. 36)
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TO ALL DEALERS:

 NUT RUNNING--a time consuming task which costs dealers and their mechanics a 
great deal of income.

 How to get more work done per man-hour has always been a problem in the Service 
Department. We believe through the use of better tools and equipment the mechanics' work 
cannot only be speeded up but the task can be more pleasant and efficient.

 The Ingersoll-Rand 4U Impact Tool described on the attached folder is a very 
important advancement in modern mechanics' tools. Such jobs as removing wheels, head
bolts, pan bolts, et cetera can be done in one-third the time by the use of an Electric 
Impact Wrench. We think that every dealer should have at least one of these units in his shop.

 Within the next month, all Hudson Zone Offices and Distributors will be offered the 
use of Electric Impact Wrenches for demonstrations. We suggest that you ask your Service Rep-
resentative for a demonstration.

 Should you or any of your mechanics desire to buy any of these units, you will find a 
convenient order blank attached to the folder.

- - - - - - - - - - - - - - -

 TIM MAY,
 SERVICE PROMOTION MANAGER

(THIS BULLETIN AS WRITTEN IS BEING MAILED TO SERVICE STATION 
AGREEMENT HOLDERS AS BULLETIN NO. 41)
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TO ALL DEALERS:

 During the months of April and May, a great many motorists will have their cars into 
Service Departments for Spring Conditioning.

 After a hard winter's driving, every car needs a certain amount of attention. Hudson Dealers 
should capitalize on this spring business during April and May, by offering Spring Car Conditioning 
Specials. This business should be promoted by letters, displaying service posters, painting showroom 
windows, and by any other promotional activities that will bring the customer in.

 We urge that all Hudson Dealers aggressively campaign Spring Conditioning during April 
and May. There are many services to offer; you will note from the attached suggested Window 
Cartons, Motor Tune-Up, Car Lubrication, Electrical Check-Up, Windshield Wiper Replacement, 
Cooling System - flushing and cleaning, and Brake Adjustments.

 It is very important that all your advertising, carry prices of the services that you have to 
offer. Motorists are becoming more and more price conscious, so capitalize on this point by 
emphasizing in your advertising the price for each operation you have to offer.

 We are attaching a suggested letter that you may send to your customers during the month 
of April, advising them of the April-May Specials you are offering. We are also including a 
suggested telephone conversation for your Service Manager, or party that you designate, when 
calling your customers advising them of your Spring Conditioning Campaign.

 Let's make an earnest effort to got a share of this business in the coming spring months.

- - - - - - - - - - - - - - -

 TIM MAY, 
 SERVICE PROMOTION MANAGER

(THIS BULLETIN AS WRITTEN IS BEING MAILED TO SERVICE STATION AGREEMENT  
HOLDERS AS BULLETIN NO. 49)
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TO ALL DEALERS:

 SUMMER SAFETY CHECK-UP is the theme of an editorial feature appearing in 
Collier's, The National Weekly Magazine, on July 9, 1949. Continuing a series of articles on 
"Preventive Service", Collier's is pointing up the need of motor car service prior to Summer 
vacation driving.

 A recent survey disclosed that 73% of the American people took their vacations in 
July and August of 1948, and that the same percentage of these vacationers went by car. The 
survey further disclosed that service business throughout the country takes a dip during these 
Summer months. Recognizing that Spring and Fall are "natural" periods when motorists bring 
their cars in for check-ups, Collier's is adding this Summer feature with a view toward creat-
ing a "Third Peak of Service".

 Attached you will find a self-mailer in which this "P.S." article is reproduced,
together with a small folder which may be used as an envelope stuffer for a follow-up piece. 
You will also find an order blank complete with details as to prices and the manner in which 
you may order both these pieces. Please note that both the self-mailer and the folder can be 
purchased with your name and address imprinted thereon, thus identifying you as a Hudson 
Dealer.

 As for mailing, we recommend that you send a mailing list of your customers directly 
to Collier's and they will imprint, seal, stamp and mail this promotion piece. for you. You 
may, however, order these pieces shipped to you in bulk and address them yourself.

 Please note carefully that the deadline for receipt of orders by Collier's is JUNE 1, 
1949, and your check for whatever amount you desire to buy must accompany -the order and 
be mailed directly to:

Collier's, The National Weekly
P.S. Department #5 
250 Park Avenue 
New York 17, Now York

 We sincerely believe a mailing piece such as attached backed up by editorials in 
Collier's, with their large national coverage, can have a profound effect on the motoring
 public. We urge that you cash in on this program by placing your order immediately.

 TIM MAY 
 SERVICE PROMOTION MANAGER  

(THIS BULLETIN AS WRITTEN IS BEING MAILED TO SERVICE STATION 
AGREEMENT  HOLDERS AS BULLETIN NO. 52)
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TO ALL DEALERS:

CLEANLINESS BREEDS CONFIDENCE ---

 We are attaching a revised brochure describing the HUDSON APPROVED UNIFORMS 
manufactured by the Unitog Company of Kansas City, Missouri.

 You will note we have added Parts Coats for Parts Personnel to this approved line of 
uniforms.

 Uniforms remain basically the same except in the stitching of main seams which is now 
done with a Triple Needle and makes these seams 501. stronger. Three colors of uniforms are now 
offered instead of two. All prices include Hudson Emblem which are sewn to garment.

 Replacing your worn uniforms should be a continual process. Your Service and Parts 
Personnel should be neatly outfitted and in clean uniforms daily.

 If you do not have a source for these garments, we suggest you use the attached order blank 
in obtaining the necessary uniforms to equip your shop.

- - - - - - - - - - - - - - -

 TIM MAY

 SERVICE PROMOTION MANAGER

(THIS BULLETIN AS WRITTEN IS BEING MAILED TO SERVICE STATION AGREEMENT 
HOLDERS AS BULLETIN NO. 85)
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TO ALL TO DEALERS:

 Here's a profit producing program you can really sink your teeth into--THE HUDSON 
AUGUST AND SEPTEMBER LIQUID GLAZE CONTEST!

 During August and September, Hudson Dealers are conducting a nation wide Liquid Glaze 
Contest Campaign designed to promote Appearance Department business. This Campaign enables 
Parts and Service Personnel to increase their income through prize awards and, at the same time, 
increase dealers profit.

 HAVE YOU A DEPARTMENT TO HANDLE THIS LUCRATIVE BUSINESS? It is 
possible to apply Liquid Glaze by hand, but it is much more profitable to have the right tools to do 
this work in a separate department. A Lustrebuff will speed up an application and do a much better 
job. Furthermore, if an operator has a regular work rack, he can apply Liquid Glaze more efficiently 
and with less effort.

 When everyone connected with Parts and Service starts talking Liquid Glaze Treatments, 
you no doubt will be deluged with an avalanche of orders for this work. You must be in a position to 
process this work speedily and efficiently.

 It is human nature for an owner to want a clean well-kept polished car; we believe every 
Hudson Dealer should have an Appearance Department and go after this lucrative business.

 This equipment can be obtained immediately by filling out the attached order blank at the 
bottom of the circular.

_  _  _  _  _  _  _  _  _  _  _  _  

 TIM MAY, 
 SERVICE PROMOTION MANAGER

(THIS BULLETIN AS WRITTEN IS BEING MAILED SERVICE STATION AGREEMENT 
HOLDERS AS BULLETIN NO. 92)
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TO ALL DEALERS:

 We are attaching an Identification Divider which should be installed in your 
General Service Bulletin Binder so that you may properly file Service Promotion Bulletins 
as received from this office.

_  _  _  _  _  _  _  _

 TIM MAY, 
 SERVICE PROMOTION MANAGER

(THIS BULLETIN AS WRITTEN IS BEING MAILED TO SERVICE STATION 
AGREEMENT HOLDERS AS BULLETIN NO. 93.) 

   11

 7-27-49

INDEX

DIVIDERS

FOR

SERVICE

PROMOTION

MATERIAL



HUDSON MOTOR CAR COMPANY, DETROIT 14, MICHIGAN

Service Promotion
Bulletin

  Number

  Date

  Subject

  FORM 11251

 12

    8-8-49

HUDSON
SERVICE OF
THE MONTH
WINDOW
CARTOONS

DURING
AUGUST
VACATION
CHECK-UP

DURING
SEPTEMBER
GIVE
THE KIDS A
BREAK

TO ALL DEALERS:

"NOTHING VENTURED NOTHING GAINED"

 During August a great many people take their vacations. Many of these vacationing 
motorists will have -their cars prepared for long drives.

 If you do not go after this business, of course you will gain nothing. Likewise in 
September most children start back to school, and as a result of this, safety counsels all over 
the country put on drives in an attempt to influence motorists to drive carefully and to make 
sure their car is in safe operating condition.

 The months of August and September present two fine opportunities for Hudson 
Dealers to get extra service business. One of your showroom windows can be made into a 
very attractive billboard. We suggest you hire a local artist and have him recreate the cartoons 
which we are attaching.

 During August, go after vacation check-ups and in September, stress the safety angle 
to get the brake business.

_  _  _  _  _  _  _  _  _  _  _  _  _  _  _  _

 TIM MAY, 
 SERVICE PROMOTION MANAGER

(THIS BULLETIN AS WRITTEN IS BEING MAILED TO SERVICE STATION 
AGREEMENT  HOLDERS AS BULLETIN NO. 98.)
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TO ALL DEALERS:

HOW PEOPLE THINK OF YOU DETERMINES THE, SUCCESS OF YOUR 
BUSINESS!

  Selling through DIRECT-MAIL has long played an important role in serving those 
customers whom your Service Salesmen are unable to see personally AND IS ONE OF 
THE MOST EFFECTIVE SALES MEDIA for keeping your name and dealership in 
the minds of the customer . . . . . .and mail pieces that have a "keepsake" value, as do the 
samples attached, have a much better chance of influencing the customer than do those of 
the "throwaway" type.

 We are attaching sample copies of the new Hudson-exclusive Campaign. This 
Campaign embodies all of the fine features of good Direct-Mail. Not only will your 
customers enjoy the axioms displayed on these cards, but they will show their friends 
these cards and will display them for months to come. Each card is done in beautiful 
eye-catching colors and carries the Hudson 40th Anniversary Crest.

 For those dealers who reside in the deep South, we have provided Optional Cards 
for the October Mailing.

 We wish to call to your attention the Christmas Folder ..... this folder would have 
cost several times the price we offer it to you were you to purchase it on the open market.

 May we suggest that when ordering these you include enough  to distribute to 
noonday luncheon clubs, parked cars, barber shops and any other place where people 
congregate.

  Get your order in now for the best service advertising of the year the type of 
advertising that will give your selling messages long life! Air Mail self-addressed envelope 
with postage paid is enclosed for immediate action.

- - - - - - - - - -

 TIM MAY,

 SERVICE PROMOTION MANAGER

(THIS BULLETIN IS BEING MAILED TO SERVICE STATION AGREEMENT 
 HOLDERS AS BULLETIN NO. 102)
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