AMC - Hudson
Sales Manager Letters

Automotive Distribution & Marketing
Advertising & Merchandising
Car Distribution
Government & Fleet Sales
Rambler Advertising
Sales & Sales Promotion
Hudson Used Car Manager

1956







Page

13

20

22

64

70

96

102

104

1956 Manager Sales Letters
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Name & Department

Adams, Fred W. - Advertising & Merchandising, Automotive, Division
Aug. 20, - Chicago auto show and drive-away info
Aug. 20, - Name The Construction Contest Results
Nov. 23, (NHADV # 16) 1957 Auto Advertising Policy

Abernathy, Roy - VP, Automotive Distribution & Marketing
Aug. 31, - Chicago auto show and factory drive-away info
Nov. 5, - 42nd National Automobile Show Info.

Dec. 28, - Info to bankers re Metropolitan

Barnes, J. H. - National Business Management Manager, Hudson Division
Apr. 19 - Letter to C. A. Cox Hudson Sales & Service

Boyd, V. E. - General Sales Manager
Mar. 29, - AMC Insurance Program
Apr. 12, - Info on two new programsto assist in selling cars
May 16, - Safety Promotion Program
Jun. 8, - Rambler Bracket No. 3 Has Been Reached
Jun. 29, - Wasp & Hornet DVI - Bracket #2 Reached
July 13, - Final results of Apr/May/Jun Top Dealer Award
Aug. 10, - Rambler Bracket No. 4 Reached
No Date - Info about an ad directed to Rent-A-Car Companies

Brogan, E. B. - Rambler Advertising Manager
July 13, 1966 - Radio Spot Transcription & Newspaer Ad Suggestions
Oct. 30, - (NHADV #11) Miniture Ramble Announcement Poster
Oct. 30, - (NHADV #12) Full-Color ads Life & Sat. Evening Post
Nov 12, - Walt Dizney on Sat. Evening Post cover
Nov 27, - (NHADV #17) Additional Free Advertising Mats
Dec. 10, - (NHADV #19) Five New Rambler Filmsfor TV Spots

Dec. 10, - “Love Lettersto Rambler” (Time, Newsweek, U SNews & World Report

Dec. 18, - Full-Pageadin U. S. News & World Report - Dec 17th issue)
Dec. 19, - (NHADYV #22) More Recorded Radio Spots

Cardoze, H. E. - National Used Car Manager

Aug. 1, - Used Car Facts Manual from Dealers Supply Company
Nov. 14, - (NHUC #5) Comparison of 1954-cars

Levi, H. C. - Merchandising Manager, Hudson Division
Apr. 10, - Rambler Upholstery Sample T-601 Replacing T-638
Apr. 13, - Rambler Upholstery Sample T-620 Replacing T-625
Apr. 16, - New Full-Color Rambler Station Wagon folder now available
Apr. 24, - Revised pocket Price Option & Equip. folder available
May 1,- Top Dealer Awards - Apr-May-Jun Campaign

McCugckin, J. H. - Merchandising Manager
Nov. 21 - “Gold Key” Program

Milton, W. S. - Sales Manager, Hudson Division
Jan. 6 - Ad published by American Taxi Association

Molloy, R. J. - Sales Training Department
Aug 3 - The Hudson Story as Told by Auto Week
Aug 7 -“TheMan Behind the Rambler” - Car Life Magazine Reprint
Nov 12, - Price and Equipment Specification Cards
Nov 30, - “Economy Car Blitz
Dec 3, - Tested Selling Sentences
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Pursley, L. M. - Business Management Manager
Jan. 6 - AMC Standard Accounting System Revision

Ramsey W. B. - Director Government and Fleet Sales
Dec. 7, - Interdepartmental Letter - Info on 1957 Taxicab Fleet Sales Brochure
Dec. 19, - Info on Bulletin covering Fleet Sales special equipment

Shields, A. R. JR. - Manager - Hudson Local Advertising
Apr. 3 - Car Life magazine article
May 7 - Hudson Hornet Special Announcement Week Begins May 13

Staudt, G. L. - Director, Advertising & Merchandising - Hudson Division
Jun 5 - Trim #602 superseded by Trim #608
Jun 15 - Selling the Metropolitan
Jun 15 - Ad in May 28 Automotive News
Jun 27 - Reprint of PhyllisMcGinley’'s“Ballad To A Brand-New Car” Poster
Jun 28 - Selling the Twin Travel Bed
Nov 15 - Announcement ad for New 1957 Hudson Hornet V-8

VanDerzee, N. K. - Vice-President
Mar 3 - Insurance Program Changes

Watson, J. W. - Sales Manager, Metropolitan
Nov 13 - George Lichty Cartoon
Nov 20 - Article, Sylvia Porter - “Big Future for Small Car”
Nov 21 - Editoria “There’'s No End, Detroit Free Press
Dec 28 - Booklet “Are You Burning Your Money” - Sent to bankers
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August 20, 1956

TO ALL HUDSON AND RAMBLER DEALERS:

SEPTEMBER 25TH AND 26TH, 1956

Those are the dates to circle on your cal endar right now
For that's when you'll want to be in Chica
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go for the biggest, nost stupendous gathering i n Hudson and Ranbl er history!

ITS THE TIME CF YOR 1957 HUDSON- RAMBLER DEALER ANNOUNCEMENT MEETI NG

Never before have you seen a programto rival the one that is awaiting you in

Chi cago.

Think of the facts --

The Biggest Auditoriumin Chicago, with the |argest stage in
the entire Mdwest -- THE CH CAGD AV C CPERA HOUSE - has been

engaged for the neeting.

The Biggest Ballroomin the Central United States will be

scene of the brilliant banquet and evening fl oor show

t he

The largest block of roons ever engaged in recent years for

an autoroti ve neeting has been reserved in | eadi ng Loop
hot el s.

A Mle-Long Bus Caravan will transport you and your fellow
deal ers and menbers of their organization fromthe Qpera House

to the Banquet Hall and back to your hotel.

Special "Big 7' Streamine Scenicruisers will carry you to
Kenosha on Vednesday norning, Septenber 26th, for a tour of

the Hudson factory -- a Mammot h Bar beque Lunch -- and --

The Biggest Driveaway in autonotive history |eaving Kenosha
on Weédnesday afternoon. More than 3,500 gl eani ng 1957 Hudson
and Ranbler cars will start a brilliant parade from coast-to-
coast . Everyone from Kenosha to your hometown will know t hat

Hudson and Ranbl er have big news for F fty-Seven!

There is an added incentive for you in this Driveaway, too. For val uabl e
awards will be given dealers participating -- awards based on many factors so
everyone has a chance to w n. There will be awards for the |ongest distance

driven -- the shortest distance -- the nost cars driven by an indi vidual

organi zation -- the nost cars in relation to market -- and rmany ot hers.

deal er
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No matter where you live or what size your dealership is, you have a chance
to win one or another of these big awards.

Al ready plans are underway for special trains from New Engl and and t he East
-- fromthe Pacific Coast -- the Southwest and South -- from nmany parts of
the Nation -- to carry Hudson Dealers to Chicago for the Big Affair!
You'll want to be aboard!

Your District Manager will call on you within the next few days. Be
ready to tell himthe nanmes of the menbers of your organization who will be
with you in Chicago, and the nanes of wi ves who nay acconpany their hus-
bands.

Renenber -- your retail salesnmen, your sal es manager, your finance conpany
representative, as well as officers of the dealership are eligible to
attend.

Your District Manager will also discuss Driveaway details with you at that
time.

Yes -- Tuesday and Wednesday, Septenber 25th and 26th -- are the dates of
the biggest gathering in all Hudson and Ranbl er history.

It's the time of the "BIG7 FOR '57!"

Don't mss it!

See you i n Chi cago!
Sincerely yours,
F_red W Adans
D rector

Advertising and Merchandi si ng
Aut onoti ve Division
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TO ALL DEALERS

Y OU
CAN MAKE THE EXC Tl NG
CHI CAGO 1957 DEALER ANNOUNCEMENT MEETI NG

PAY OFF I N " 3" BI G WAYS

Cl ean-up 1956 cars in a hurry!
Driveaway nore 1957 cars at a savi ngs!

Start 1957 sales with high enthusiasm

HOW CAN ALL THI S HAPPEN? | T'S EASY! Sinply start today
and assign each of your salesnen a quota of 1956 cars to sel
by ni d-Septenber. You set the quotal You set the tine
[imt!

FOR ALL THE WNNERS - Atrip to Chicago and Kenosha for the
Bi g Announcenent Show, the factory tour and the driveaway - at
a relatively small expense to you.

THE COST | S LESS THAN YOU THI NK! On top of the savings on
car freight, you will get that extra push on 1956 nodels and
you will have a sales force that is enthusiastic and ready for
' 57! The trip through the Kenosha production Iines al one
will pay dividends all year long in better informed and nore
ef fective sal esmen.

FIGURE | T OQUT FOR YOURSELF TODAY! Set your quotas and watch
t hose

sal esmen go to work

WE'LL LOOK FOR YU AL L I N CH CAGO
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AMOC peALErs

PLAN NOW

TO COME TO CHICAGO
SEPT. 24th and 25th

1957 NEW CAR SHOWING
BRING THE WHOLE GANG!

OWNERS e PARTNERS = WIVES
SALES MANAGERS AND SALESMEN

EVERYONE SHOULD SEE

“THE BIG SEVEN FOR 57!”
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American Mortors CorPoORATION

HUDSOM AUTOMOBILES KELVYINATOR
i N 14250 PLYMOUTH ROAD
NASH AUTOMORILES AMND LEONARD
SPECIAL PEODUCTS DETROIT 32 MICHIGAN mEFP LI ANCES
August 20, 1956
NHSP #6

TO ALL RAMBLER DEALERS
SUBJECT: American Motors Quarter MIlion Dollar
"Name The Construction" Contest Results

Extra tinme was required to assure fair and inpartial judging of the 208,891
entries received in the Quarter MIlion Dollar "Nanme The Construction"

Cont est . Judgi ng has been conpl et ed. Each dealer will receive, this
week, a large wi ndow poster for display in his salesroomlisting all the
Wi nners.

HERE' S A SURE- FI RE TRAFFI C BUI LDER

To further assist dealers exploit the trenendous interest generated by the
contest and Single-Unit Construction, a hard-hitting direct mail program has

been devel oped. In this direct mail programto contest entrants, each
entrant, besides receiving a list of the winners, will be specifically in-
vited to visit his Arerican Mtors deal er. He will be told that all Ram

bl er, Nash and Hudson deal ers, for the next thirty days only, will give
speci al consideration to the people who entered in the co ntest in apprecia-
tion for the interest they have taken in the better way to build autonobil es.
To further induce entrants to revisit their American Mtors dealer, they wll
recei ve copies of current line fol ders.

It will be to the advantage of every Anerican Mdtors dealer to fully exploit
this great traffic building, direct mail invitation plan. The peopl e
visiting your dealership in response to this direct mail programw || be

t horoughly sold on the advantages of Single-Unit Construction. Recogni ze
t hese people when they visit your deal ership, follow up the appraisals you
have made and nmany profitable sales are bound to result.

AWARDS WLL BU LD TRAFFIC, TOO

The contest awards, too, will be handled in a manner that will bring you
publicity and good will, because every w nner nust receive his award through
the deal ership nanmed on his entry bl ank

The Grand Prize Wnner was M. Dragstedt of M ssoula, Mntana. O her
W nners appeared in alnost every dealer locality.

Those wi nners who will be awarded aut onobil es and generous cash awards (50%
of the major winners had their cars apprai sed during the contest and 2.5%
bought new cars) will be advised by mail fromDetroit with a copy of the
letter going to the deal ership nmentioned on the entry blank so that arrange-
ments can be made with zones for presentation of the cars.
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Your zone will notify you if one of the 100 Kel vinator prize wnners are
inyour territory.Kelvinator will supply themw th specifications so that
t hey

nust cone to you to arrange delivery.Delivery wll be nade through your
zone

office and the Kel vinator deal er nearest you.

PRCH T FROM THESE PROBPECTSThere are 1, 000 i ndi vi dual s who won $10. 00
cash awards. To give you every opportunity to resell these peopl e on
Arerican Metors autonobiles, the 1,000 cash prize anward winners will
berai | ed a voucher entitling them upon presentation to you, their

deal er, to receive $10.00 in cash. Al deal ers are asked to honor

these vouchers, pay the face amount to the winners and in turn pres-

ent the voucher to their zone office for credit. V¢ hope that these
fortunate w nners may becone customers of yours.

SINGE-UN T GONSTRUCTI N GA'NS PUBLI C ACCEPTANCE Thr ough t he Aneri can
Motors Quarter MIlion Dollar "Nane The Construction" Contest, great
strides have been nmade in acquainting mllions of people wth the biggest
difference in cars today - SINGALE UN T GONSTRUCTI ON Deal ers
and

sal esnen who continue to aggressively pronote, sell and explain the advan-
tages of Single-Unit Construction will continue to receive tangible
benefits fromthis canpai gn over the nonths ahead.

Yours very truly,

Fred W Adans
D rector
Advertising and Merchandi si ng
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American Mortors CorPoORATION

HUDSOM AUTOMOBILES KELVYINATOR
N 14250 PLYMOUTH ROAD

NASH AUTOMORILES AMND LEONARD

SPECIAL PEODUCTS DETROIT 32 MICHIGAN mEFP LI ANCES

Novenber 23, 1956

NHADV # 16

TO ALL AUTOMOTI VE DEALERS:
SUBJECT: 1957 Autonotive Advertising Policy

Anerican Mdtors policy with regard to autonotive advertising for the
fiscal year beginning Cctober 1, 1956 and endi ng Septenber 30, 1957 is
presented in the attached bookl et .

There have been no changes in deal er advertising charges nor in our
fundarmental advertising policies. However, we have made and will con-
tinue to make every effort to see that our advertising dollars are

spent in the manner that will produce the nost sales for Anerican Mtors
deal ers.

Your Deal er Advisory Board has presented to us many constructive sugges-
tions and criticisnms, and their recomrendati ons have been gi ven great
wei ght in the planning of advertising for the com ng year.

Wth our strong product position, our advertising this year should be
nore effective than ever before in hel ping you nake profitable sales.

Sincerely yours,

Fred W Adans

D rector

Advertising and Merchandi si ng
At. Aut onoti ve D vi sion
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American Mortors CorPoORATION

HUDSOM AUTOMOBILES KELVYINATOR
i N 14250 PLYMOUTH ROAD

NASH AUTOMORILES AMND LEONARD

SPECIAL PEODUCTS DETROIT 32 MICHIGAN mEFP LI ANCES

August 31, 1956

To Al Hudson Deal ers:

M. Fred Adans has advised you in his letter of August 20 of the 1957
Announcenent Meeting for deal ers, Wves, and sal esnen, to be held in Chi cago

on Septenber 25th, and driveaways taking pl ace from Kenosha on Wdnesday, the
26t h.

O der Now For Driveaway

Manuf acturing has assured us that a large quantity of cars will be avail able
and, therefore, you can drive away any given nunber of cars provi ded you give
the District Manager who contacts you orders for these cars.

V¢ are desirous of having the |argest driveaway this conpany has ever experi -
enced. Wth the availability of cars, the najority of which will be Ranblers,
THERE 1S EVERY | NDI CATI ON THAT 4000 CARS wi |l be driven away by deal ers and

t hei r personnel .

In addition to the cars you will get for driveaway, truck |oads of cars will be
shipped direct to dealers and to zones at an increasing rate so that, in late
Qct ober when the cars are announced to the public, all dealers wll have anple
cars for delivery. As a matter of fact, the shipments are going to be heavy
enough on the Ranbler line of cars to permt dealers to nake delivery PRCR to
announcenent tine. V& do not wish to lose any orders this year either prior
to announcerent tine nor fromthat date on. The Hornet line of cars will be in
limted supply for the driveaway, but shiprments will increase quickly thereaf-
ter.

V¢ urge every dealer to bring as nmany sal esnen as possible to this meeting.

VW feel sure we can give each of these individuals a car to drive hone.
Shiprments of cars for the last week of Septenber and all of Cctober will be in
large quantities and, therefore, you should give orders, with firmcredit cover-
ing all of these cars, to the Dstrict Managers who are contacting you now.

V¢ recogni ze the inportance of having a good supply of 1957 nodel s in each
deal er' s possessi on on announcerent day. Qur manuf acturing pl ans have been
designed with that objective in mnd.

It is expected that retail business this fall will be nuch stronger than it has
been for the past few nonths and, therefore, it is inportant for every dealer to
protect hinself with good inventories to take advantage of the fall selling
season. Al of our 1957 plans will be reveal ed at our neeting in Chicago, and
I amconfident you will be enthusiastic over what you see and hear.



Let's dear The Decks for ‘57

VW have a vitally inportant job to do between now and public new car announce-
ment time. VW nust make certain that our 1956 inventories have been reduced
to a reasonabl e national figure. An all-out effort is necessary on the part
of our entire deal er sales force. Qur zones have only a few Ranblers left in
war ehouse st ock. V¢ urge you to purchase the remai ning Ranbl ers and seni or
cars now

W are desirous of receiving your full est cooperation in expediting the retai
delivery of these 1956 nodel s prior to new car announcenent, so that you and we
commence our 1957 nodel season with a clean start -- in fact, with the best
start of any new nodel season we have entered in the | ast several years.

Qur projections indicate that if every deal er does his job between now and early

Cct ober we can reach the desired inventory at deal er |evel. ly recently we
made the stocking of these senior cars easier for you by offering a repurchase
agreenent and absorbing fl oor plan charges. I think all of you will agree

that this particular practice is not customary and it certainly is sonething we
intend to avoid in the future.

V¢ nmade this nove to expose the cars to the custoners on your floors so that we

woul d have proper inventories at new car announcenent tirmne. A great nunber of
deal ers have done a real job of taking advantage of this plan, but too many have
not . The total amount of cars available is not great and if every deal er

cooperates the job can be done in a very short period of tirme.

An Allowance to Help You Do the Job

Now -- to further expedite the delivery of these 1956 nodel s and to neet our

i nventory objectives, we have nade available to you, effective August 21, a
mer chandi si ng al | onance on all senior cars delivered at retail. This al | ow
ance, added to those you already were receiving, will be in lieu of the 4% over
3%that would nornally be paid you at announcenent tine.

VW earnestly request that you use these special allowances to nake nore attrac-
tive deals to your prospects. In other words, the all owances properly used
shoul d expedite liquidation of your new car inventories. Hesi tancy on your
part to properly use these all owances will place you in the sane position as the
deal er who holds his used cars for a better market or a better price, and in the
end has to take less for the used cars. Deal ers who put forth their efforts
to sell prospects on the advantages and features of our product and use to their
benefit the special prices nade possible with these all owances, will not only

i ncrease their volune but should realize a profit during this cleanup peri od.
Prospects generally know that practically all makes of cars will be higher in
price in 1957; therefore, the 1956 nodel s coupled with the special trade-in

al | onances you can now of fer, shoul d convince themto buy now



Here i s | MPORTANT Good News

| would like to report to you on another matter -- something that is inportant
to you and to our conpany. | know you will be glad to hear that our Presi-
dent, M. George Rommey, has just conpl eted the signing of bank credit and
long-termloan agreenents totaling $67,570,000 to finance the corporation's
anticipated growth during the two years endi ng Septenber, 1958. M. Romey
will cover this subject in greater detail at the deal er announcenent neeti ng,
and | know you will draw inspiration and a hi gh degree of confidence from what
he will have to say.

I wish to repeat that we are desirous, as | know you are, of reducing our 1956
inventories to the proper |level at new car announcenent time. W have provi ded
you with the tools to do this job. The narket in August, as reported by any
nunber of dealers, has renmained firm Septenber and Qctober, historically,
will be better than August.

Therefore, we urge deal ers to take advantage of this merchandi sing plan and the
market, so that our deal er organization will start the 1957 nodel season with
reasonabl e 1956 inventories and nore 1957 nmodel s on hand at announcenent tine
than you have experienced in many years. Your fullest cooperation with our
zones toward neeting this objective will be greatly appreciated, and will get us
all off tothe flying start we nust have in order to capitalize on the 1957
operations we see ahead.

Very truly yours,

Roy Aber net hy
Vi ce President
Autonotive Distribution & Marketing
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American Mortors CorPoORATION

HUDSOM AUTOMOBILES EELVINATOR
N 14250 PLYMOUTH ROAD

NASH AUTOMORILES AMND LEONARD

SPECIAL PEODUCTS DETROIT 32 MICHIGAN mEFP LI ANCES
Novenber 5, 1956

TO ALL DEALERS:
SUBJECT: 42ND NATI ONAL AUTOMCBI LE SHOW

This year the first National Autonobile Show held since 1940 will be staged in
the New York Coliseum Decenber 8th through 16th. Al of the manufacturers in

the autonotive industry are cooperating in staging what prom ses to be one of

the largest shows of its kind ever held.

Arerican Mtors will have two displays in the Coliseum In one we are showi ng
a conplete line of Nash, Ranbler and Metropolitan vehicles, and in the other a
conpl ete showi ng of Hudson, Ranbler and Metropolitan cars. As a uni que fea-

ture of the entire show, we will have on exhibit a beautifully restored 1902
Ranbl er which, incidentally, represents the only nmake of car shown at the 1902
New Yor k Aut onobi | e Show whose manufacturer is also displaying a current nodel
in the 1956 show

In addition to the display of cars by all manufacturers, there will be a fabu-
| ous stage show presented six times a day during the afternoon and evening in
the Central Arena of the Coliseum

V¢ hope that many of our dealers fromaround the country will plan to be at the
Nati onal Autonobil e Show sonetine during the Decenber 8th to 16th dates, and we
are pleased to send you the encl osed two conplinentary tickets whi ch we hope you
will be able to use.

Let ne extend this invitation to you to visit both of the American Mtors'

di spl ays. Make yoursel f known and one of the factory executives at either of
the displays will be nost pleased to see you and extend greetings to you and
your party.

V¢ are looking forward to seeing you at what promses to be a great exhibition.

Very truly yours,

Roy Aber net hy
Vice President - Autonotive
D stribution and Marketing

enc.
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American Mortors CorPoORATION

HUDSOM AUTOMOBILES EELVINATOR
N 14250 PLYMOUTH ROAD
NASH AUTOMORILES AMND LEONARD
SPECIAL PEODUCTS DETROIT 32 MICHIGAN mEFP LI ANCES
Decenber 28, 1956

M. John J. Jones

Pr esi dent

First National Bank
Anywhere, U S A

Dear M. Jones:
As you well know, one of the nobst publicized statements coning fromthe recent
Areri can Bankers Associ ation national convention was, "the good ol d-fashi oned

virtue of thrift has never needed stronger enphasis."

Qurrent figures on famly expenditures and debts definitely support this pro-

found statenent. I n 1955, passenger--car owners spent 14.4 billion dollars
(NET) for the PURCHASE of new and used cars. And for the CPERATION of these
vehicles, they spent another 17.5 billion. It is difficult to believe the
Arerican public spent a tremendous total of 31.9 billion dollars in one year

just for personal autonobile transportation

The majority of this autonobile usage was for driving to and fromwork.., taking
children to and from school ... short-di stance shopping trips...and sinilar neigh-
bor hood excur si ons. In maki ng these short trips the public drove cars which
averaged al nost two tons in weight...210 inches in overall length...and only
14.58 mles per gallon.

Wth an increase of only five mles per gallon in gasoline nil eage al one we
Arericans could save 2.5 billion dollars each year.

V¢ agree everyone woul d not select the same nake of car, but, had we all pur-
chased and operated the snart new Metropolitan car in 1955, we could have saved
approximately 16 billion we spent for and on the autonobiles we did buy and
drive.

True...all could not use a Metropolitan because of various personal require-
ments. But think how easily the Amrerican public could have saved 7 or 8 billion
dollars, that went for needl ess wei ght and usel ess extra exhaust funes, had we
adopted a plan of more intelligent notoring.

Let's name the average Anerican Elner. W can't say Hner is the "hero" so we
will call himthe subject of our little story contained in this booklet. The
bookl et graphically tells the present day notoring story in terns of Elner...a
typical citizen...a typical custoner of your bank



-2 - Decenber 28, 1956

Qoviously, your "H mer" depositors could greatly augnent their savings if per-

sonal transportation did not consurme so nmuch of their incone. Wth these

| arger savings YOQU woul d have nore noney to |lend for productive comrerci al

pur poses. The "Hners" and their famlies could still have excellent transpor-
tation.

The Metropolitan and/or the Ranbler will provide nuch nore econom cal transpor-
tation for your custoners. Even nore inportantly, - these fine cars will enable
you personally to set an inpressive exanple of the practice of "the good ol d-
fashi oned virtue of thrift" you are preaching.

Your nearby Nash or Hudson deal er can give you conplete informati on about these
out standi ng Anerican Mtors' "thrift" cars.

W trust you will find the attached bookl et interesting and provocative readi ng.
Your comments will be appreciated.

Sincerely yours,
Roy Aber net hy

Vi ce President
Autonotive Distribution & Marketing
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American Mortors CorPoORATION

HUDSOM AUTOMOBILES KELVYINATOR
i N 14250 PLYMOUTH ROAD

NASH AUTOMORILES AMND LEONARD

SPECIAL PEODUCTS DETROIT 32 MICHIGAN mEFP LI ANCES

April 19, 1956
C A (Qox Hudson Sales & Serv.
60 Beal e Street
Qui ncy, Mass.

Dear M. Qox:

As a Hudson Deal er you are in business for Profit. You purchase nerchandi se

at agiven figure and add to this your cost of selling, plus your operating expenses,
You then sell this nerchandise at a given figure, and the difference is Profit. It
is this difference that you and we are vitally interested in Good Minagenent

will aid you in increasing this difference. How well do you nanage?

Bef ore you can begin to manage, you nust have an Qperating Statenment (nore
commonly called a Financial Statement). Besides aiding you in pronoting profit,
penetrating your potential sales narket, securing your share of a profitable
servi ce nmarket, and the control of expenses, we wish to add three very distinct
and necessary advantages to having a regular nonthly Qperating Statenent.

FI NANCE COMPANY. Good rel ations with your finance conpany are absol utely
necessary in today's conpetitive market. The finance conpany is entitled to

know your operation. And it is necessary for you to furnish accurate and com
plete statements regularly in order to secure an adequate |ine of Wol esale Credit
(floor plan).

PRCFI TABLE SALES. You, as a dealer, may be passing up Profitabl e Deal s by
not havi ng accurate records that will give you an (perating Statenent to rmanage
your operation by.

| NOOME TAXES. By nmai ntai ni ng accurate records and conpiling an Cperating
Staterment regularly, there may be a saving in Income Tax for you. This would
be Plus Profit,

If your present accounting systemis not adequate to nmeet the requirenents for
proper nanagenent control, your Zone Busi ness Managerent Manager will be
glad to assist you in arranging for the installation of an adequate system

V¢ cannot inpress upon you too strongly the inportance of submtting your Qper-
ating Staterment to your Zone (fice regularly each nonth. By doing so, you
will nmake it possible for your Zone Busi ness Managenment Manager to assi st you
in managing for Geater Profit.

Cordi al ly,
Nat i onal Busi ness Managerent Manager
Hudson D vi si on

JHB: cb
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March 29th., 1956
TO ALL HUDSCN DEALERS:

SUBJECT: AVERI CAN MOTCRS CORPCRATI ON | NSURANCE PROGRAM

Initial reports reaching us fromdealers tell of the inpact of our recently announced
$25, 000 Personal Autonobile Accident |nsurance Program

From various sections of the country deal ers have reported sales traceable directly to
the I nsurance Program Pur chasers bought Hudson or Ranbl er because they recei ved
this Insurance with their new car.

However, we have al so received reports that sonme deal ers--in | ocal advertising and
pronotion are violating some of the | egal requirenments that nust be observed.

Thus, for your infornation, we are summarizing herewith the rules that nust be ob-
served:

DO S

1. Always refer to the Insurance as "A TOTAL CF $25, 000 PERSONAL AUTCMBI LE
ACC DENT | NSURANCE AGAI NST FATAL INJURY."  This is the phraseology that State
I nsurance Commi ssions insist nust be used.

2. The phrase "AT NO EXTRA COST" may be used in advertising and pronotion.

3. Wiere space permts the foll owi ng | anguage must be used in expl aining the
Insurance offer: "American Mdtors back its confidence that our cars are stronger,
safer, nore nodern than others by giving each buyer of a new Hudson, Ranbl er or
Metropolitan a total of $25,000 Personal Autonobile Accident |nsurance at no extra
cost--divided equal | y between husband and wife.

"Thi s insurance provides for the paynent of $12,500 to estate of either you or your
spouse (if a menber of your household at tine of purchase) -thus providing the tota
of $25,000--if either or both should be fatally injured while driving or riding
(either separately or together) in your new privatel y-owned Anerican Mtors passenger
car anywhere in the world. Both are insured for the entire first year of
owner shi p. "

"Covers fatalities resulting within 100 days of accident. Unnarried buyers get
$12, 500 cover age. Applies to privatel y-owned new cars purchased anywhere in the
United States and A aska where state insurance |aws permt."



Page Two

DON TS:
1. Never use the word "FREE' in connection with this insurance.

2. Never describe the |Insurance as "Travel |nsurance", "Life |nsurance"
or anythi ng except "PERSONAL AUTCMCBI LE ACCO DENT | NSURANCE.

3. Never infer that Insurance pays $25,000 to an individual. Remenber--
it is $12,500 each to owner and spouse. The $25,000 is paid to the estate only
if both are fatally injured in the Arerican Mdtors car covered by the |nsurance.

Sone deal ers have asked specific questions about this Program W are happy to
present the answers herewith.

Are Dealer Denonstrators Sold At Retail Covered By This Insurance?

The original title holder of the car is covered. Thus, if a denonstrator
istitled in the name of a Salesnman, he is covered; if the denonstrator carries
dealer plates--is untitled..the first purchaser of title is covered by the
i nsur ance.

Can The Purchaser of an Amrerican Mtors Vehicle Bought Prior To March 7, 1956
Take Qut Thi s | nsurance?

No. This is a Blanket Policy purchased by Arerican Mtors with an effec-
tive date of March 7th. It cannot be purchased individually, nor can it apply to
cars delivered prior to the effective date.

How |'s The Beneficiary To Be I|ndicated?

The estate of the insured is automatically the beneficiary. However,
shoul d the insured wish to specify a specific beneficiary, by name, he or she nay
do so by advising, inwiting the Detroit |nsurance Agency, 502 Fi sher Buil ding,
Detroit, Mchigan. Omners should refer all questions of a technical nature to
the Detroit
| nsurance Agency.

May The Beneficiary Be Changed At Any Tinme During The First Year of Oanership?

Yes. The beneficiary nay be changed at any tine upon witten notice, by
the insured, to the Detroit |nsurance Agency, 502 Fisher Building, Detroit,
M chi gan.

If a Single Man or Wonan Purchases A Car Covered By This Program |s He or She
Covered By The Insurance, and In Wiat Anount ?

Yes. |n case of fatal injury, the estate or naned beneficiary of the
insured will be paid $12,500--the sane anount as the estate of either husband or
wife would be paid in case of fatal injury to either.



If The Single Person Marries During The Course & The Year, |s The Husband and / or
Wie, As The Case Nay Be, Automatically Covered?

No. Under the terns of the Policy issued to Arerican Mtors, owner and spouse
nust be nenbers of the same househol d at time of purchase.

Does The Program Cover Cther Than Privatel y-Owned Anrerican Mtors Cars?

Decidedly not. It does not apply to Government, Fl eet, Business or Corporation-
Oaned Vehi cl es.

Does The I nsurance Cover The Omer of A Privatel y-Owmned Car Used in Business?

Yes. An exanpl e woul d be the personal car of a sal esnan or repairnan who uses
that car for both business and pl easure.

Do Dealers O Car Purchasers Pay The |nsurance Pren un?

Indeed, no The premuns for this blanket policy are paid in their entirety by
Arerican Mtors Corporation. No prem umcharges are assessed agai nst deal ers or car
pur chasers.

G What Does The Safety Pronoti on Program ($4. 97 per car) Cover?

The Safety Pronotion Program covers the advertising, promotion and nerchandi si ng
activities required to tell our safety story to the car buying public. It is a con-
tinuing programto build floor traffic and sal es for deal ers.

The Conpl ete story of the Insurance Programis covered in your Plan Book. You will
find it will answer nost of your questions.

V& are certain that this programprovides a very definite sales incentive that will
benefit you. However, insurance codes and |laws are very stringent. You nust adhere

to the provisions described above in any |local advertising, pronmotion or sales efforts
you use.

If you have further questions please feel free to call upon us.
Sincerely yours,
V. E Boyd
CGeneral Sal es Manager

VEB: nb
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April 12, 1956

TO ALL HUDSCON DEALERS:

Qur Zone NManagers and D stributors have just conpl eted a series of dealer
meetings to give you and all our dealers full infornation about two new prograns
to assist you in selling nmore cars and naking nore profit in the spring selling
season whi ch we are now entering. The purpose of this letter is to confirmin
witing the details of both of these prograns.

1955 MDELS

The first programconcerns the additional allowances to our dealers on all
1955 nodel s. These new al | onances whi ch are over and above the allowances and
credits which were previously deducted fromthe invoice price of the 1955 nodel s
are as follows:

Wasps $100.
Hor net Sedans 175.
Hor net Har dt ops 200.
Al Ar Conditioned

Cars, additional 50.

These al l onances will be made on all new, unused 1955 Model Wasps and Hornets
in deal ers' stocks as of mdnight, March 31, 1956. Al owances will be nmade on
the presentation of your affidavits on the forns
which wi Il be furnished by your Zone or D stributor.

Al owances will al so be made on all 1955 Wasps and Hornets purchased by
you fromyour Zone or Distributor on and after April 1, 1956.

Al onances on these purchases will be deducted fromthe invoice.
As you saw at the neeting, these new all owances, plus the allowances and
credits previously deducted fromthe 1955 invoi ce price provide a very substan-

tial amount of noney with which to secure business.

These 1955 nodel s represent the biggest bargains ever offered in the
i ndustry. Hudson deal er s can now offer a big, |uxurious, high-performng



Hudson Deal ers
4-12-56 2.

Hornet or Vsp, wth features that cannot be secured on any other car in
the world, for |ess noney than the custoner would ordinarily expect to pay
for cars in the lowest price field.

The new prices that you will be able to quote on these nodels, wil
enabl e you to attract custoner s to your place and nake sal es that you
woul d ordinarily not be able to secure at all. There are relatively few
of these car s renaining and | recomrend that you get your order in for
your requirenents imrediately, As you know, these are sold to you subject
to a repurchase agreenent and we pay the whol e sal e financi ng charges.

1956 MXDELS

The second program whi ch was presented at the neeting made funds
avail abl e for you for local pronotion on the 1956 nodel s,

V¢ feel that if through our national prograns we create floor traffic
for our deal ers and then our deal ers and sal esmen do a strong, hard selling
job on the people who cone in, both your sales and profits wll increase.
Ve, therefore, set up a very large sumof noney to assist our dealers in
their own | ocal pronotion in the formof "The Deal er Local Pronotion Fund."

Each dealer will administer his ow fund in his dealer ship and the
distribution of noney to each dealer will be in relation to his vol une.

As there is a need to bal ance the inventories of Hornet 6's and V-8 s
in both the deal ers' stocks and our stocks, dealer credits for the Loca
Pronmotion Fund will be tied to the novenent of Hornets. This will stimulate
the retail novement of these nodels and that is where both you and we need
the stinmul ati on nost.

Cedits to the Deal er Local Pronotion Fund will be as foll ows:

1956 Hornet 6's - $75.00
1956 Hornet V-8 s - $150. 00

Oedits do not apply to 1956 Hornet Specials, Wsps, Ranblers or
Met ropol i t ans

These credits will be allowed for the period beginning April 1, 1956,
and endi ng June 30, 1956.

A dealer qualifies for Local Pronotion Fund credits after his first
purchase of a 1956 Wasp or Hornet (except Hornet Special) on or after Apri
1, 1956.



Hudson Deal ers
4-12-56 3.

After a dealer qualifies, pronotion fund credits will be paid on new,
unused Hornet 6's and V-8 s (except Hornet Specials), which are in his
stock as of mdnight, MNarch 31, 1956, as they are delivered at retail
during the canpai gn period.

Oedits will be allowed on these car s as reported on the 10-day
report and a check covering these credits will be nailed to dealers at the
end of each nont h.

After the purchase of a qualifying car, pronotion fund credits will
be allowed on all subsequent purchases of new 1956 Hornet 6's and V-8 s
(except Hornet Specials), during the period of the activity. These credits
wi |l be deducted fromthe car invoice.

Each deal er can use his own Local Pronotion Fund i n whatever manner
best suits his local conditions. The funds may be used for advertising, for
allowances, for salesnen' s stimulation and awards, or in what-
ever nmanner the dealer feels suits his own situation best. It is a matter
of cutting the cloth to fit the pattern.

This programis very tangi bl e assistance to Hudson dealers and it

shoul d enabl e each dealer to sell nore car s to the prospects which our
nati onal canpaigns will develop for him

TCP DEALER AWARDS

The effectiveness of these prograns will be in proportion to how well
they are used. W plan to recognize those deal ers who make the nost effec-
tive use of the prograns and do the best job in the nonths of April, My and
June. V¢ will also give themvery substantial awards.

Deal ers nationally will be grouped into four classes, according to
size of Planning Potential. This grouping is as follows:

QGoup | W to 50 cars P. P
Qoup Il 51 - 100 cars P. P.
Qoup |11 101 - 200 cars P. P.
Qoup IV 201 cars P. P. and over

Each dealer will receive fromhis Zone or Distributor his quota of
1955 and 1956 Hornets and WAsps (except Hornet Specials) for April, My and
June, and these quotas will formthe basis of the canpaign. The dealers in
each group who nmake the highest percentage of their quota will be declared
the winners and will receive the awards.



Hudson Deal ers
4-12-56 4,

Cash awards to the leading dealers in each group will be made as
follows at the close of the canpai gn period:

1st Prize $1, 000.
2nd Prize 500.
3rd Prize 300.
4th Pri ze 200.
5th Prize 100.

In the event of ties within a group, the dealer selling the |argest
nunber of 1955 and 1956 Hornets and VWasps (except Hornet specials), wll be
decl ared the wi nner,

Wth the addition of these new prograns, we have done everything
within our power to give you hard hitting, hard selling, strong, practical
assi st ance.

Qur Personal Automrobil e Accident |nsurance, our "Nane the Construc-
tion" public contest with its $2, 000, 000 in advertising and prizes, our
Zone Victory janboree canpaign with its prizes, our new merchandi sing al | ow
ances on 1955 nodel s, which provide the greatest bargains the industry has
ever seen, the new Local Pronotion Fund for dealers, which is designed to
hel p you sell 1956 nmodels in 1956 and our Top Deal er awards to recogni ze and
reward deal ers who are doing the best selling job, have placed in your hands
the greatest and nmost substantial backing that has ever been given a deal er
organi zation in a single three-nonths' period in the history of the business.
VW are laying mllions on the line to clean up the few renai ni ng 1955 nodel s
and to sell our 1956 nodel s during the 1956 season

V¢ are confident with the tools that we have given you, that you can
cash in very substantially and profitably, if you put the tools to work for
you and sell hard in your individual deal ership

Yours very truly,

V. E Boyd,
General sal es Manager

VEB: MOB
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May 16 1956.

TO ALL HUDSON DEALERS:

SAFETY PROMOTI ON PROGRAM

Duri ng your zone-deal er neetings in February, you | earned of a dis-
tinctive and conprehensi ve programdesigned to dramati ze the 'Biggest D fference
in Cars Today" - - American Mtors single Unit Construction - - and enphasi ze
its greater strength, safety and durability.

This safety Pronotion Program consisted of:

(1) $25,000 Personal Autonobil e Accident |nsurance for
pur chasers of new and unused American Mtors cars
on and after March 7th, 1956.

(2) AQarter MIlion Dollar 'Name the Construction”
Consuner Contest which started on March 1st.

Fromall reports, both phases of this programhave been successful
i n acconplishing the purpose of focusing public attention upon our exclusive
construction and maki ng the car buying public aware of its inherent superior-
ity

Variations in state insurance regul ati ons have nmade it inpractical to
conti nue the insurance phase of the program This will advise that
the safety Pronotion Programwill terminate at nidnight, May 20th, 1956.
Charges for the safety Pronotion Programw || be discontinued on all ship-
nents after May 20th, 1956. I nsurance certificates issued prior to that tine
will remain in full force for one year fromthe date the car is delivered.

Kindly be advised by this directive and do not offer Personal Auto-

nobi | e Acci dent | nsurance coverage to buyers, nor accept contest entries
after May 20th, 1956.

Very truly yours,

VEBoyd: AHJ CGeneral Sal es Manager.
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June 8, 1956.

TO ALL HUDSON DEALERS:

RAMBLER BRACKET NO 3 HAS BEEN REAGHED

Here is the best possible kind of news for Arerican Mdtors Dealers --
Money in Your Pockets. Every new 1956 Ranbler that you buy fromyour Zone on
and after May 22, 1956 and until the next bracket is reached means an extra
$15.00 to you.

Your sales activities for the nonth of May were nost encouraging. Retail
sal es by Hudson dealers in the | ast ten days of May were the highest of any ten
day period since July, 1955. Hudson's percentage of industry retail sales for
the month of May was higher than it has been for any correspondi ng nonth since
1953.

The growi ng popul arity of the Ranbler as proved by its increasing regis-
tration percentage in the low priced field continues to strengthen a trend that
inall probability will establish Ranbler as the only Anerican nade car to show
an increase in sales over those of 1955. It, therefore, should be a personal
chal l enge to every one of you dealers to accept your share of the responsibility
for increasing this trend.

Sunmer is nearly here and with it comes the nost perfect tinme of the year

to put into use all of the selling tools at your comrand. -- RAMBLER has "MRE
HT.P." (Head Turning Power) -- Use this Advantage -- Expose -- Prospect --
Denonstrate -- sell. Let's get into the next D.V.I.F. bracket on Ranbl ers

one nonth fromtoday.
Very truly yours
Ceneral Sal es Manager
Hudson Motors D vision
VEBoyd: EF
P.S. Dealer Volune | nvestnent Fund earnings nentioned in the above letter are

subject to stipulations outlined in Price List Bulletin - Dealer No. 3-C
dated 11/ 30/ 55.
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June 29 1956.

TO ALL HUDSON DEALERS:

WASP & HORNET D. V. I. F. BRACKET #2 HAS BEEN REACHED

V¢ are pleased to tell you that on Vasps and Hornets whi ch
you buy on and after June 19, 1956, the armount of the Deal er Vol urme | nvest nent
Fund will be $15. 00 per car. This means increased profits on every big car you
sel | .

Deal ers who are naki ng the best show ng profit-w se are those
who, while selling Ranblers in good vol ue, are al so vigorously pronoting the
sal e of big cars.

Retail sales of Wasps and Hornets for the nonth of May were
81% hi gher than they were for the month of April, and were the highest for any
nmont h si nce June, 1955.

Keep the heat on big cars. It will pay off well at the end of
the year, not only on the Deal er Vol une | nvestnent Fund but al so on your overall
profits.

Very truly your
Sal es Manager - HUDSON
VEBoyd: AHJ

P.S. Deal er Vol une | nvestnent Fund earnings mentioned in the above letter are
subject to stipulations outlined in Price List Bulletin --Dealer No. 3-C
dated 11-30-55.
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July 13, 1956
TGO ALL HUDSON DEALERS
Attached are the final results of the April - My - June

Top Deal er Award Campai gn.

Dover, Ohio and Oswego, New York in Group | were an
absolute tie for first place, even after the tie-breaking
forrmul a was applied, so first and second prizes were comnbi ned
and divided equally between these two top deal ers.

W would |ike to extend congratul ations, both to the cash
award wi nners, and also to each top dealer in the Zone and
Distributor territories on a fine sales job.

Yours very truly,

V. E. Boyd
CGeneral Sal es Manager

VEB: b



TCP DEALER AWARDS
FI NAL STANDI NGS
APR L - NMNAY - JUNE 1956

Goup |

PR ZE
Deal er shi p ZONE % CF QUOTA AWARDED STAND NG
Dover Motor Car Co.
Dover, Chio d eve. 633.3 $750. 00 1
Ball & WI son
Gswego, New Yor k Buf f . 633. 3 $750. 00 1
Triangl e Mtor Conpany
Sunbury, Pennsyl vani a Phi | a. 533.3 $300. 00 3
Central Mdtors, Inc.
Coeur d' Al ene, |daho Port . 520.0 $200. 00 4
Frank' s Auto Life
Saugus, Massachusetts Bos. 433.0 $100. 00 5
Cordell Mdtors, Inc.
Moor head, M nnesot a MIs. 400.0 --- 6
O oss Mtor Sal es
Maconb, Illinois hi . 380.0 7
Cage's Sales and Service
Taft, Texas S A 350.0 8
Bal si nger Mdtor Sal es
Connersville, |Indiana d nn. 333.3 --- 9
Mbdern Auto Sal es and Service
Gak HIIl, West Virginia d nn. 333.3 9
R & MNMtors, Inc
M I ford, Connecti cut N Y. 300.0 --- 11
Hof f mran Mot or Conpany
| ol a, Kansas K C 266. 7 - 12

A enn Corner Hudson
Sal es and Service
Char | est on, Illinois St. L. 233.3 13



Qoup | cont’'d

PR ZE
Deal ershi p ZONE % OF QUOTA AWARDED STANDI NG
TomSmth Mtors
Lemay, M ssouri St. L. 233.3 --- 13
Whi senhunt Hudson
Sal es and Service
Mena, Arkansas Mem 233.0 --- 15
Qunni ngham & Oraft
Ki ttanni ng, Pennsyl vani a Pitts. 180.0 --- 16
Par| ow Mot ors
Mani t owoc, Wsconsin Ml w 171. 4 --- 17
Acheson Mot ors
McCal |, |daho Boi . 150. 0 18
C & H Motor Service
Rat on, New Mexi co Denv. 150.0 --- 18
Main Street Garage
Huntingt on Beach, California L, A 133.0 --- 20
Zent Har dwar e Conpany
Hysham Mont ana Bll. 133,0 --- 20
Brown & Col lins Hudson Sal es
Traverse Adty, M chigan Det . 125.0 --- 22
QG to Johnson Mdtor. Conpany
Brunsw ck, Ceorgia Al 100.0 --- 23

Adki ns & Garner Mt or Company
Dot han, Al abana Atl. 100.0 --- 32



TCP DEALER AWARDS
FI NAL STANDI NGS

APRIL - NAY - JUNE, 1956

Goup 11
PR ZE

Deal ershi p ZONE % CF QUOTA AWARDED STANDI NG
Hudson Passai c
Sal es and Service, Inc.
Passai c, New York N Y. 525. 0 $1, 000. 00 1
Tavern Auto Sal es
Farm ngton, M chi gan Det . 475.0 $ 500. 00 2
The Barberton Hudson Co,
Barberton, Chio d eve. 383.3 $ 300. 00 3
Boyd Mot or Conpany
Tacona, Washi ngton Port. 371.0 $ 200. 00 4
W/ dasi nts Garage
Hanover, Pennsyl vani a Phi | a. 366. 7 $ 100. 00 5
Exchange Auto Sal es
South Gate, California L. A 350.0 6
Roberts & Sons Mdtors, Inc.
Bessener, Al abana Atl. 325.0 --- 7
Cage Hudson
Corpus Christi, Texas S A 320.0 8
Mendel Motor Sal es Co.
Chel sea, Massachusetts Bos. 313.0 --- 9
Vi n Motor Conpany
Sharon, Pennsyl vani a Pitts. 300.0 --- 10
Horpes Tire Conpany
Li ncol n, Nebr aska K C 280.0 11
St. CGoix Mtor Conmpany
M not, North Dakota Ml s. 266. 6 12
Shawhan Aut o Conpany
Des Moi nes, |owa Chi . 225.0 13



Qoup Il cont’d

PR ZE
Deal ershi p ZONE % OF QUOTA AWARDED STAND NG
John Detz Mtor Co., Inc.
VWauwat osa, Wsconsin MIw 193. 3 --- 14
Jones Motors, |Inc.
Jamest own, New Yor k Buf f . 187.5 --- 15
M C Adrich & Son
Tenpl e, Texas Cal | . 183. 3 --- 16
Pet erson Mbdtor Conpany
Boi se, |daho Boi . 172. 7 --- 17
Edw. Mutto Auto Sal es, Inc.
Belleville, Illinois St. L 144. 4 18
Engl and Mot or Conpany
Ft. Smth, Arkansas Mem 140.0 19
Morris Service Station
Tuscunbi a, A abanma Mem 140.0 --- 19
Frost & Baker, |nc.
Qyden, WU ah Denv. 137.5 --- 21
Morton Mtor Conpany
New Bern, North Carolina Vash. 125.0 22
Wi | erweber Motors
A ncinnati, Chio d nn. 112.5 23



TCP DEALER AWARDS
FI NAL STANDI NGS
APR L - NAY - JUNE 1956

Goup |11

PR ZE
Deal er shi p ZONE % OF QUOTA AWARDED STANDI NG
N chols Bros. , Inc.
St. Petersburg, Florida Atl. 625. 0 $1, 000. 00 1
M L, Kuehn & Sons
M | waukee, Wsconsin MIw 365.0 $500 2
E G Price Mtor Co.
San Bernardino, California L. A 267. 0 $300. 00 3
C. H Johnson Mtor Sal es
Chicago, Illinois hi 241. 7 $200.00 4
Louis Modtors, Inc.
Springfield, Massachusetts Bos. 236. 0 $100. 00 5
Oreston Mtor Sal es
G and Rapids, M chi gan Det . 233. 3 6
H - Véy Hudson
Sioux Falls, South Dakota Ml s. 214. 3 7
Vaughan Motor Car Co.
Col unbus, Chio d eve. 183. 3 8
French & Morrow Mot or Sal es
Fort Worth, Texas Dall. 175. 0O 9
Leveridge & Sons Hudson Co.
Ckl ahoma Gty, Gkl ahoma K C 120. O 10
J. C Bednar Mtors, Inc.
Bri dgeport, Connecti cut N Y. 116. 2 11
Publ i c Service Garage
Bi nghant on, New Yor k Buf f . 113.3 S 12
Jack Brown Mtor Sales, Inc.
Denver, Col orado Cenv. 113. 3 12



Qoup Il cont’d

PR ZE
Deal er shi p ZONE % CF QUOTA AWARDED STANDI NG
Dougl as Hudson Mot ors
Loui sville, Kentucky d nn. 100.0 14
Spokane Hudson Conpany
Spokane, Washi ngt on Port. 100.0 --- 14



TCP DEALER AWARDS
FI NAL STANDI NGS
APR L - NAY - JUNE 1956

Goup IV

PR ZE
Deal er ship ZONE % CF QUOTA AWARDED STANDI NG
Lyndal e Aut onotive Co.
M nneapol i s, M nnesota Ml s. 350. 0 $1, 000. 00 1
Dearing-Alen Mtors
Portland, O egon Port. 233. 0 $ 500. 00 2
Aubrey, Oval & Mac
Houst on, Texas Dal | . 133. 3 $ 300. 00 3
Lavi gne Auto Sal es
Detroit, Mchigan Det . 125. 0 $ 200. 00 4
Palmer's North Side
Mot or s Corporation
Buf fal o, New York Buf f. 103. 6 $ 100. 00 5
J. E Mns Mtor Sales
Tanpa, Forida Atl. 100. O 6
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EREEIAL PRSRIETA DETROIT 32 MICHIGAN

August 10, 1956

TO ALL HUDSCN DEALERS AND ZONES

RAMBLER BRACKET NO 4 HAS BEEN REACHED

This will advise that the next bracket has been reached on the Ranbler s

UNTI L THE NEXT BRACKET | S REACHED EACH 1956 RAMBLER PURCHASED BY YQU ON
AND AFTER JULY 21ST MEANS AN ADDI TI ONAL $20. 00 FCR YQU.

This additional trading nargin becones available at the tinme of the year
the market is nmost conpetitive and gives you an additional incentive to
your sales and profits. As you well know, this is a

very conpetitive year in our business. However, against an industry d
cline inretail sales through July of 19.02% over the previous year, the

KELVINATOR
AMD LEOMNMARD
APF LI AMCES

eries.

when
i ncr ease

e-
growi ng

popul arity of the Ranbler along with your conbined sales efforts, have resulted

in adecline in Ranbl er sales of only 12.63%f or
the same peri od. This is positive proof that you have nmore to sell in
the Ranbl er than conpetition

Be sure to take advantage of this additional incentive in order to further

i nprove your sales and profit results.
Very truly yours,
V. E Boyd
General Sal es Manager

dr

D.V.LF

Dealer ‘u'olurrc Investment Fund earnings menticoned in the above letterars

subject to stipulations outlined in Price BulletinNo. 3-6 dated 11/

30/55.
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HUDSOM AUTOMOBILES KELVYINATOR
i N 14250 PLYMOUTH ROAD

NASH AUTOMORILES AMND LEONARD

SPECIAL PEODUCTS DETROIT 32 MICHIGAN mEFP LI ANCES

ALL HUDSON DEALERS

Attached is a copy of an ad directed to the Rent-A-Car Conpani es
which is currently appearing in Taxicab Industry and Auto Rental News
Magazi ne.

This hard hitting ad shows the Ranbl er Super Sedan and the Super
O oss Country model s and points out how these nodel s equi pped with Aneri -
can Mdtors Corporation, all season air-conditioning can offer inportant
rental advantages to Rent-A-Car Conpani es.

Copies of this ad together with a letter fromour Fleet Sales
D vision are being nailed to all car rental agencies located in the
states of Al abama, Arizona, Arkansas, North Carolina, South Carolina,
District of Colunbia, Florida, Georgia, Louisiana, Mryland, M ssissippi,
M ssouri, Nevada, New Mexi co, Okl ahoma, Tennessee, Texas, Virginia,
Col orado, |owa, Kentucky, and Kansas.

Your District Manager can supply you with the names of the car
rental conpanies in your area, however, the yellow pages of your | ocal
tel ephone directory wll undoubtedly have a conplete |isting.

The car rental business is a very rapidly grow ng business, and
today represents an inportant part of the autonobile sal es market.
Wi | e such business is short profit, it is repeat business year after
year since nost Rent-A-Car agencies maintain only current nodel cars.
In addition, nost of these conpanies buy outright and di spose of their
own used cars.

By getting Ranblers into Rent-A-Car use, nany people will drive
t hem who do not now know about our nmany excl usive features. Naturally,
many of these people can well become prospects and buyers of American
Mdtors Cars.

V¢ urge you to nmake every effort to sell the Rent-A-Car Conpanies
in your area. Qur Zone Ofice and our Fleet Sales Division will be glad
to assist you in any of these sales.

Si ncerely,

V. E Boyd
Ceneral Sal es Manager
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NASH AUTOMORILES AMND LEONARD

SPECIAL PEODUCTS DETROIT 32 MICHIGAN mEFP LI ANCES

July 13, 1956
NHADV # 3

TO ALL RAMBLER DEALERS:

SUBJECT: Radi o Spot Transcription, Newspaper Ad Suggestions --
Ranbl er Coast -t o- Coast Econony Run

MIlions of Anerican notorists have | earned of the spectacul ar success
of the recent Ranbl er Coast-to-Coast Econony Run from commercials on
D SNEYLAND and from announcenent s t he weekends of June 23rd and June
30th over the entire NBC radi o network on MONI TCR

To help you realize the full sales potential of the Ranbler's 32.09 nil es-
per-gal l on record, suggested newspaper ads and radi o spot scripts have
been prepared and will reach you within a few days.

In addition, three dramati c one-mnute radi o spot commercial have been
recorded and are avail abl e through your Zone office. The scripts for
these three spots are attached. If you will read themover, we think you
will agree that every dollar you spend in broadcasting themw |l be
returned to you many tinmes in the formof additional Ranbl er sal es.

To secure a transcription for your use, contact your Zone office right
away so that yours will be one of the first records shipped. Then call
in arepresentative of your local radio station to be sure of getting
choice times for your broadcasts.

A schedul e of radio spots coupled with a series of small newspaper ads
featuring the penny-a-mle gasoline econony of the Ranbler will help
make July and August outstandi ng Ranbl er nonths for your deal ership.

E B. Brogan
EBB: enb Ranbl er Advertisi ng Manager.



LOCAL ANNOUNCER

Transcri bed 1-M nute Radi o Spots
Ranbl er Coast -t o- Coast Econony Run

Spot #1

(SQUND EFFECT: Rapid R nging of Gong - with crowd i n background)

Introducing the world's econony chanpionl (GONG It's Ranbler!
Yes, a 1956 Ranbler ross Country Station Wagon with Overdri ve,
has set a new coast-to-coast econony record! (GONG 32.09
mles per gallon! for 2961 nmles fromLos Angel es to New York.
That's less than a penny a mle for gas. And the average speed
for the entire run was nore than 40 mles an hour. (GONG Again

it's Ranbler that tops themall in econony, just as it tops

themall in styling -- handling ease -- sparkling perfornance
and resal e value. QNG Bef ore you buy any car, fun-test the
rollicking Ranbler -- the car that saves you noney when you buy

-saves you noney every mle you drive. (GONG See and drive

Ranbl er -- Anerica' s smart Econony King -- today!

Deal er Signature -- 10 seconds



WOVAN S VA CE

MAN S VA CE

WOVAN S VA CE

LOCAL ANNOUNCER

Transcri bed 1-M nute Radi o Spots
Ranbl er Coast -t o- Coast Econony Run
Spot #2
Gasoline bills! Gasoline bills! Gasoline bills! Jim | told

you that car woul d be a gas guzzler.

But Mary, it's a

(I'nterrupting) | don't care what it is! Now t hat we have it,

we can't afford to run it, especially with the price of gas

goi ng up.

Friends -- there woul d never be argunments like that if Jim
and Mary had bought a sparkling new Ranbl er. For this distinctive

beauty goes niles on nere sips of gas. A standard 1956
Ranbl er Oross Country Station Wagon with overdrive recently
travell ed coast-to-coast -- Los Angeles to New York -- and averaged

32.09 niles a gallon, at an average speed of nore than forty mles

an hour. 32.09 niles per gallon! That' s | ess than
a penny a mle for gas. Yes -- Ranbler is Anerica' s recogni zed
econony chanp! and the smartest car on the road. See and

drive Ranbl er today!

Deal er Signature -- 10 seconds



Transcri bed 1-M nute Radi o Spots
Ranbl er Coast -t o- Coast Econony Run
Spot  #3

HUSBAND: Boy, am| getting tired of these big gasoline bills every

nonth, and the price of gas keeps goi ng higher and hi gher.

WFE | knewit, Jim This car of ours nmust be a real gas guzzler.

HUSBAND: Maybe we ought to take a | ook at a Ranbl er. They' ve got a | ot

nore roomin themthis year, you know.

WFE Emly and Bob have one, and she told nme it's cut their gas
bills in half.
ANNOUNCER Sound too good to be true, folks? Vll, listen to this. A

Ranbl er with overdrive recently travelled from coast-to-coast and
averaged 32.09 niles per gallon at an average speed of nore than 40
mles per hour for the entire trip. Think of it!

32.09 niles per gallon in a six-passenger station wagon.

Yes, Ranbler costs you less to buy « ¢ « |less to operate o ¢ o

and has the highest resale value in the low price field.

See Ranbl er today!

LOCAL ANNCUNCER Deal er Signature -- 10 seconds
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Cct ober 30, 1956

NHADV #11

TO ALL RAMBLER DEALERS:
SUBJECT: M ni at ure Ranbl er Announcenent Poster

Soon to reach you by mail is a full-color mniature Ranbl er
Announcenent Poster which features a beautiful illustration
of the 1957 Ranbl er Qustom Oross Country.

M ease pick out a conspicuous place to display this poster
--in your show oom on your deal ership wi ndow, or in your
Service Department. Its headline, "LIKE SURPR SES? FWN
TEST RAMBLER FCR '57," invites everyone who reads it to
drive the new Ranbl er. Encourage your sal esnen to ask
everyone who reads the poster to take a denonstration drive
right then and there.

Very truly yours,

E B. Brogan
Ranbl er Adverti si ng Manager

dr
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Cct ober 30, 1956

NHADV # 12

TO ALL RAMBLER DEALERS:

SUBJECT: Ful | - Col or Spreads Announce Ranbler in LIFE and
SATURDAY EVEN NG PCST

Car prospects in every county in the United States will see the new 1957
Ranbl er in full-color doubl e-page spreads in both LI FE and SATURDAY
EVEN NG PCST.

LIFEw Il hit first with nore than 5% mllion copies of the Novenber 5th
i ssue (on sal e Novenber 2nd). SATURDAY EVEN NG PCST fol | ows soon after
with nore than 4% mllion copies of the Novenber 17th issue (on sale
Novenber 13th).

The big, beautiful illustration of the Ranbl er Qustom 4-Door Hardtop
spreads across two pages, and the bol d headl i ne enphasi zes both Ranbl er's
new power and traditional record econony. The news of our 190- Hor sepower
V--8 and inproved Econony 6 is told in a promnent sub-headline, and

Ranbl er's superiority to ordinary cars is denonstrated convinci ngly
inthe series of color illustrations bel ow the main picture.

Readers of this powerful ad are asked, "Like Surprises? Fun Test
Ranbl er!" and are urged to visit their Ranbler dealer right away to find
out rmore about the car with the power and econony news of the year.

G ant bl owps of the magazi ne spread were included in the Ranbl er
Announcenent Kit. D spl ayed pronminently in your showoom this bl owp
will rmake a favorable inpression on visitors to your deal ership, and
copi es of the magazi nes thenselves | eft open to the Ranbler ad will
further inpress your prospects.

Very truly yours,

E. B. Brogan
Ranbl er Advertisi ng Manager

dr
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Novenber 6, 1956

TO ALL RAMBLER DEALERS
SUBJECT: SOLEX Pl ugs RAMBLER i n SATURDAY EVEN NG PCST
In the same issue of SATURDAY EVEN NG PCST (Novenber 17th) which

carries the full-col or Ranbl er announcenent spread, a Pittsburgh
Plate @ ass Conpany advertisenent is headlined "Have your new

Ranbl er delivered with SOLEX Safety d ass". Thi s one-col um ad
also gives its readers the page nunber of the Ranbl er announcenent
spr ead.

This tie-in ad is designed, of course, to increase Ranbler
deal ers' sales of SOLEX glass, but it also helps to tell POST
readers that the new 1957 Ranbler is in dealers' show oons now.

Very truly yours,

E. B. Brogan
Ranbl er Adverti si ng Manager

EBB: enb
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Novenber 12, 1956
NHADV # 14

TO ALL DEALERS:
SUBJECT: Walt Disney on SATURDAY EVEN NG PCST Cover

In the sane issue of SATURDAY EVEN NG PCST which carries the Ranbl er
announcenent spread (Novenber 17th), the first of a series of eight
articles covering Walt Disney's fabul ous "rags-to-riches" life-story

w il appear. One of the greatest pronotions in magazine history will be
used to stinulate the sale of the issue which features Vlt D sney on

t he cover.

The i mrense anount of publicity on Dsney is of real benefit to every
Arerican Mtors deal er because:

(1) A large bonus circulation will see the
Ranbl er announcenent spread.

(2) The prestige and acceptability of Anerican
Mtors cars will be enhanced because of our
association in the public mnd with D sney.

(3) The publicity on Disney will result in a
| arger audi ence for D sneyl and.

To take full advantage of this wonderful publicity break, be sure to
keep copies of the Novenber 17th issue of SATURDAY EVEN NG PCST in your
sal esroom

Very truly yours,

E B. Brogan
EBB: enb Ranbl er Adverti si ng Manager



p
i L
j L]

. .

American Mortors CorPoORATION

HUDSOM AUTOMOBILES EELVINATOR
N 14250 PLYMOUTH ROAD

NASH AUTOMORILES AMND LEONARD

SPECIAL PEODUCTS DETROIT 32 MICHIGAN mEFP LI ANCES

Novenber 27, 1956

NHADV #17

TO ALL RAMBLER DEALERS:
SUBJECT: Addi tional Free Advertising Mats

Many deal ers have requested snall Ranbl er advertising nats especially
appropriate for use in the different sections of their newspapers.
Attached is a proof of six one-colum nmats which are bei ng made avail abl e
free of charge for your use

There is an ad for the financial page, the society page, the sports page,
the real estate page, the travel page and the entertai nment page. There
are nany ways in which these i nexpensi ve ads can be used effectively, and
here are a coupl e of suggestions--

Run all six of the ads in the same day's paper, one in each
section of the paper. Everyone who reads that issue will
know the principal features of the Ranbler and will know,
too, that your dealership is the place to go to buy one.

Run a different one of the ads each day in the appropriate
section of your newspaper. To be really effective, adver-
tising must be consistent, so here's a way to tell your

story over and over again at m ni numcost.

The encl osed post card is for your convenience in ordering. Your mats
wi || be shipped i mredi atel y upon recei pt of your order.

Test these inexpensive ads in your market. W think you will find them
payi ng for thensel ves many tines over.

Very truly yours,

E. B. Brogan
Ranbl er Advertisi ng Manager

dr
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Decenber 10, 1956

NHADV #19

TO ALL DEALERS:

SUBJECT: Five New Ranbler Filns For TV Spots

Now avai | abl e through your zone office are five brand-new Ranbler T.V. spot
filnms which you shoul d consider scheduling right away over your |ocal television

station.

The filns are designed for one-mnute spots and provi de ten seconds for your

own hard-selling cl ose. Shot in the magnificent natural settings of Col orado,
each of the filns does a good selling job on the 1957 Ranbl er and its excl usive
features.

The filns are identified as fol | ows:

VN 6090 Ranbl er Line --The 4-door sedan, the 4-door
Hardtop, the Oross Country
and the Hardtop Oross Country

are shown.

WN 6091 Ranbl er -- Adranatic presentation of the
Har dt op world' s first hardtop station
G oss Country  wagon.

WN 6092 Ranbl er -- Denonstrates Ranbl er' s maneuver -
4-door Hardtop ability, ease of parking, agility
Sedan intraffic, and room ness.

W 6093 Ranbl er -- Apowerful "sell" on the versa-

Ooss Qountry tility of the Ooss Country.
Shows cargo capacity and roll -
down rear w ndow.

W 6094 Ranbl er Sel | s the power and perfornmance
4- door of the new 190 HP V-8 engi ne and
Sedan t he Econony Six, shows naneuver -

ability and room points out
Ranbl er's top resal e val ue.

Scripts of the filns are attached and are punched for insertion in your mat service
cat al ogues.



TO ALL DEALERS -2- Decenber 10, 1956

Cont act your zone office for one or nore of these filns today and arrange with
your T.V. station nowto be sure of getting good times for your spots.

Put television spots to work for you and you' Il sell more cars . . . and nake
nmore profits . . . in 1957,

Very truly yours,

E. B. Brogan

EBB: enb Ranbl er Adverti si ng Manager
At.



RAMBLER TV SPOT FI LM

# VN 6090 Ranbl er Line

(50- Second pl us 10- Second deal er cl ose)

ACTI ON

Li ne of Ranbl ers: Sedan, Hardtop
Sedan, Station Wagon and Hardtop
Station Wagon passing canera in

t andem

CU of Sedan.

cut to

cut to

CU of Hardt op.

cut to

QU of Oross Country.

cut to

QU of CGross Country Hardtop.

cut to

Four cars parked in fornation.
Super with voice: (190 H P. V-8
AND ECONOWY Sl X)

(bl i que view of cars in line Pop on

"Ranbl er For

cut to

1 57!!

SOUND
Here they come...the 1957 Ranbl ers on
revi ew. Four different body types...
( PAUSE)

Smart, econom cal 4-door sedan...the
ideal famly car.

Racy, dashing 4-door Hardtop...the
perfect car for the young in heart.

Distinctive, versatile O oss Country
Stati on Wagon...for work and pl ay.

...And the world s first HARDICP
Station Wagon...luxurious as a
i mousi ne...practical as a pickup.

Each tops in econony...each tops the
field in trade-in value...and for ' 57,
Ranbl er offers your choice of 190 H P.
V-8 or the record breaki ng Econony S x.

See and DR VE Ranbl er TCDAY...the only
car that's specifically designed for
today's driving needs.



RAMBLER TV SPOT FI LM
# VN 6091 Ranbl er Hardtop OGross Country

(50- Second pl us 10- Second deal er cl ose)

ACTI ON

pen on TQU of V-8 enbl emon post.
dissolve to

QU of passenger section, 2 girls
| ooki ng in.

pull back to
Profile of entire car.
cut to

Car in front of ritzy hotel.

cut to

Par ki ng shot .

cut to
Shot of car on rough road.
cut to

Shot frominside car show ng peopl e
turning to stare at it.

cut to

Shot of car taking off and throw ng
gravel at camera.

cut to

Cover shot of car in nice setting,
no cast. Super: ('57 RAMBLER

SOUND

(FIRST VOCE, MN) It's a V-8! PAUSE)

Lip Sync
( SECOND VA CE AdR.) It's a Hardtop!
( PAUSE)

Lip Sync

(THRD VOCE, AR.:) It's a Station
Wagon! ( PAUSE)

(FORTH VA CE, MAN) It's the new
1957 Ranbler Oross Country Hardt op.
worl d's FIRST hardtop Station Wagon.
and Arerica' s nost distinctive
automobile. . .the

car that handl es easi er than any ot her
.Parks easily in tight places OTHER
cars nust pass bhy.

Rl DES snoot her because of coil springs
on all four wheels.

It's the car that causes heads to turn
.people to stop and stare EVERYWHERE
it goes.

And, with its 190 H P. V-8 engine it
| eaves the crowd far behind.

See it! Drive it! Fun-test the
brilliant new 1957 Ranbl er today!



RAMBLER TV SPOT FI LM
# VN 6092 Ranbl er Hardtop OGross Country

(50- Second pl us 10- Second deal er cl ose)

ACTI ON

Shot from above show ng car maki ng
tight U-turn in narrow street.

cut to

Car slipping into tight parking
pl ace.

cut to
Car in heavy traffic. Car junps
away at stoplight.

cut to
3/ 4 cover shot of car. Grl walks
to car.

cut to
Si de view of car. Grl getsin

car. Super: (V-8 OR 6)
cut to
CU of car show ng six football
pl ayers getting in.
di ssolve to
Side view travel shot of car with

football players. Pop on: 1957
Ranbl er (V-8 OR 6)

SOUND

Want a car that turns on a di ne.

slips into tightest parking pl aces
that other cars nust pass by.

zi ps through heaviest traffic like a
flash. . .shows its heels to the crowd
at the stoplight.

Then get a new 1957 Ranbl er. .the car
with the power and econony news of
the year.

Ranbl er .
great engines.
H P. V8.
Econony Si x.

.With your choice of two
.the all-new, 190
and the record breaking

Ranbler. . .the car that's conpact on
the outside but roony enough | NSI DE
to accommodat e six husky six-footers
with plenty of roomto spare.

Ranbl er . .the car that costs less to
buy. . .costs less to drive. . brings
nor e when you trade. Fun-test the
new 1957 Ranbl er t oday! V-8 or 6.



RAMBLER TV SPOT FI LM

# VN 6093 Ranbl er Hardtop Gross Country

(50- Second plus 10- Second deal er cl ose)

ACTI ON

1.

pen on Ranbler up to driveway
of honme. Man and woran in formal
cl ot hes.

cut to
First couple greets another fornally
dressed coupl e as they cone out of
horre.

mat ch di ssol ve to

Sane coupl es in dungarees...she | owers
wi ndow and tailgate while he | oads a
sheet of plywood in car.

cut to
Rear wi ndow goes into tailgate

cut to

Bot h wal k ar ound
(190 H P.

Anot her angl e of car.
car and get in. Super:
V-8 AND ECONOWY Sl X)

cut to

3/ 4 travel shot sane people in car.
Pop on: (RAMBLER CROSS COUNTRY)

SOND
Meet the Ranbler Oross Country for
'57...the nost versatil e Ranbl er of
all...

Smart and sophi sticated enough to
serve as a town sedan...

Rugged and room enough to doubl e as

a carryall and LOCK ..you can
easily load a 4 x 8 sheet of plywood with-
out bunpi ng your head.

The rear windowrolls down into the tail -
gate for better ventilation.

Wiat's nore, Ranbler for 1957 offers
you your choi ce of two great engines!
The new brilliant 190 H P. V-8 or the
Econony Record Breaking Six.

Yes, Ranbler is today's best Station
Wagon buy because Ranbl er costs |ess
to buy...costs less to drive and has
hi ghest trade-in value. See the new
'57 Ranbler Gross Country.



RAMBLER TV SPOT FI LM
# VN 6094 Ranbl er Hardtop Gross Country

(50- Second pl us 10- Second deal er cl ose)

ACTI ON SOND

Rear shot Ranbl er 4-Door, fast
start. Pop on: (190 H P. V-8)

Here's the power and econony news of
the year...for 1957 Ranbl er now

cut to
Sedan at finish line. Pop on
(ECONOWY 6) Title:(32.09 niles
per gal | on)

cut to

Par ki ng shot .

cut to

QU of car showi ng six footbal l
players init.

cut to

Hand hol ding N A D. A book.

cut to

Cover shot of car. Pop on:
(RAMBLER FCR '57 V-8 CR 6)

offers you your choice of either the
sensational new 190 H P. V-8.

O the Econony Six that set a coast-
to-coast record, fromLos Angeles to
New York, of 32.09 mles per gallon
with overdrive.

Yes, now you can have the car that
makes par ki ng and naneuvering in
tight places as easy as this.

The car that seats six husky six-
footers with roomto spare.

The car that has naintained the
hi ghest trade-in value of any car in
the lowpriced field. . .according to
used car gui de books everywhere.

See Ranbler for '57 with two great

engi ne choi ces: 190 H P. or record
br eaki ng Econony Si x. Fun-test the
sensati onal new Ranbl er today.
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Decenber 10, 1956

TO ALL RAMBLER DEALERS
SUBJECT: "Love Letters To Ranbl er”

Attached is an advanced proof of the "Love Letter To Ranbler” ad which
will appear in the big weekly news nagazi nes as follows:

U S NEWs & WIRLD REPCRT. . . Decenber 14
TI ME. . . Decenber 17
NEWBVEEK. . . Decenber 24

This ad is typical of the "Love Letters"” which appear tw ce each nonth
in these three nagazi nes which are widely read by abl e-to-buy prospects.
To illustrate the effectiveness of these ads, here is a quote froma
letter received fromM. King L. Banks of Delta, Col orado:

"Intrigued by "Love Letters to Ranbler” a short time ago,
| took the plunge on an Air Conditioned Ranbler Station
Wagon. "

Wuldn't it be a feather in your cap to have one of your |oyal Ranbler
owners appear in TIME NEWAWEEK and U S. NEWS & WIRLD REPCRT?  Your
District Manager will be glad to hel p you get the necessary phot ograph,
hunman interest information and publicity rel ease fromone or nore of
your owners. |If you will supply us with this material, there is a good
chance that your custoner could be used in one of the ads.

Very truly yours,

E. B. Brogan
dr Ranbl er Adverti sing Manager
Attach.



Temple University
facultv-member
W. Bovd Smith of
Parkeshu r &,
Penma., terms lus
Air Comditioned
Rambler and lim-
self Ciremt  rid-
era, modern style,”
His heavy teaching schedule s all
1r|‘|"-|'.'l1'|1]rll-a'. carrving  lion  S6 000
miles o vear condweling courses for
industry executives on bettering

-

W Boyd Smith

relations  between emplovees  and
management, He writes:

"My =chedula iz time—tight,
classes far—{lung. Much
driving is city traffic, so
eaze of handling is impor—
tant to enable me to arrive
relaxed and ready to cope
with case problems pro—
pounded by executives.

I switched to Rambler in
1951—just bought my fifth.
It"s the he=st Rambler yeat!"

BIG-CAR ROOM AND COMFORT

Men who must drivea lot are switel -
ing to Rambler in droves, because it
gives vaou the
relaxing room
amil comfort of
higgest cars,

e bined with
America’s easiest handling and best
eeonomy, Why don’t vou investi.
gate Rambler Y-8 or 6™ ? At
Huadson dealers. At Nash dealers.

Ad No, R7-38
Time—Diecember I7, £956
Wewsweed — December 24, FO5
L7, 5. News— Decemmber £f, SU56
! ool x OF Nines— RsHF
LGEYER ADVERTISING, Inc.
Final Proot
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Decenber 18, 1956

TO ALL RAMBLER DEALERS
SUBJECT: Full-Page Ad in U S News & Wrld Report

Busi ness | eaders throughout the country will read an unusual editorial -
type page by M. Rommey in the Decenber 21st issue of U S News & Vorld
Report (on sal e Decenber 17th).

Headlined "G ant New '57 Cars Oreate Parking, Cost, Handling Headaches",
the ad points out that nost 1957 autonobiles are | onger, wi der and

heavi er, but that there has been no conparabl e i ncrease i n passenger
confort and conveni ence. Readers are shown that only Ranbl er provides
the roomand confort of far bigger, costlier cars with the handling ease
and econony of small inported cars.

M. Rommey then invites conparison of the Ranbler with any car at any
price and asks readers to go to their deal er and drive a 1957 Ranbl er,
saying "I think you will not only be surprised, | think you will choose
Ranbl er".

More than 800, 000 busi nessnen, executives and professional |eaders - -

the opinion nol ders of our country - - wll be exposed to this new and

per suasi ve Ranbl er advertising approach. Be sure to have a copy of this

U S News & Wrld Report in your showoomand to call it to the attention
of your Ranbl er prospects.

Very truly yours,

E. B. Brogan
Ranbl er Advertising Manager

VS

HUDSOM AUTOMOBILES KELVYINATOR
N 14250 PLYMOUTH ROAD

NASH AUTOMORILES AMND LEONARD

SPECIAL PEODUCTS DETROIT 32 MICHIGAN mEFP LI ANCES
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HUDSOM AUTOMOBILES EELVINATOR
N 14250 PLYMOUTH ROAD

NASH AUTOMORILES AMND LEONARD
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Decenber 19, 1956

NHADV #22

TO ALL DEALERS

SUBJECT: More Recorded Radi o Spots
"The A d Phil osopher"
"The D nosaur Story"

Here they are!l Three new radi o spots by the G d Phil osopher which were asked
for by literally hundreds of deal ers are now ready .

PLUS .
Aterrific spot on "The Story of the Man Wio Bought a D nosaur"!
Avail able to you free of charge is this new record of four one-mnute spots.

As you know, the conpletely unusual and hunorous technique of "The dd
Phi | osopher" not only entertains the public but gives the Ranbler's selling
features in a way which no one is likely to forget.

The "D nosaur Story" spot ties-in perfectly with the sel f-nailer, newspaper
mat and show oom poster covered in our |etter of Decenber 10, 1956.

For your conveni ence, a pre-paid postal card order formis encl osed. Pl ease
order one record for each of the stations over which you expect to schedul e
spots, then arrange your schedul e of spots right away with the stations to be
sure you get choice times. Your record will be shipped i nmedi ately upon
recei pt of your order.

Sone deal ers have nade very effective use of the first Gd Phil osopher record
by substituting their own commercial message for the last half of the record-
ing. Gher dealers have used the record just as it is supplied with a strong
ten-second deal er signature at the end. Whi chever way you use the record, the
Add Phil osopher and the Dinosaur Story can help bring nore people into your
show oom and put nore Ranbl er sales on your ten day reports.

Very truly yours,

E B. Brogan
VS Ranbl er Adverti si ng Manager
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American Mortors CorPoORATION

HUDSOM AUTOMOBILES KELVYINATOR
N 14250 PLYMOUTH ROAD

NASH AUTOMORILES AMND LEONARD

SPECIAL PEODUCTS DETROIT 32 MICHIGAN mEFP LI ANCES

August 1, 1956

NHUC #2

TO ALL HUDSON DEALERS:

Once a year, for ten years, the Dealers Supply Conpany in Detroit,
publi shes a Used Car Facts Manual which dealers find nost hel pful in;

Identifying all cars from 1951 through 1956
(bt ai ni ng out standi ng sal es features of these cars
Hel ping themwite clear descriptive advertising

The conplete manual is obtainable for $4.00. For those who have | ast
year's copy, 1956 inserts are available for 75 cents.

It is reconmended you review the attached circular, and obtain your
requi rements by conpl eting the handy post card provided for your con-

veni ence.

Yours very truly,

H E. Cardoze, Jr.

Nati onal Used Car Manager
HEC. eg

Att ach.
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HUDSOM AUTOMOBILES KELVYINATOR
N 14250 PLYMOUTH ROAD

NASH AUTOMORILES AMND LEONARD

SPECIAL PEODUCTS DETROIT 32 MICHIGAN mEFP LI ANCES

Novemnber 14, 1956

NHUC #5

TO ALL RAMBLER DEALERS

You know that the popularity of the Ranbler 6 has increased trenendously
in the few years it has been sold. This public acceptance has had a
maj or influence on its resale value which is higher or within a few
dollars of any of the 6 cylinder cars in the low price field.

The Ranmbler V8 was added to attract the thousands of buyers who prefer
8 cylinder to 6 cylinder cars, and so provide dealers with an additi onal
market to their large 6 cylinder market.

As there may be sonme who question the resale value of 8 cylinder vs. 6
cylinder cars in this used car market, we are attaching a conparison of
val ues taken fromthe Novenmber N A D A Guide.

The conpari son between 6 cylinder and 8 cylinder used car val ues of the
Pl ynout h, Chevrol et and Ford indicates that the 8 cylinder cars have a
hi gher retention of value than their conparable 6 cylinder nodels.

For exanple, the 1955 Plynouth Plaza 8 has a $103. 00 greater ADP and a
$106. 00 greater resale price than the Pl aza 6.

The popularity of the 8 cylinder car in the low price field is clearly
i ndi cated for each of the 3 yearly nodel s conpared.

No forecast is made for 1957, but the facts indicate that if the present
trend can be projected, the 8 cylinder Ranbler will share the popularity
of other low priced 8 cylinder used cars.

Yours very truly,

H. E. Cardoze Jr.
Nati onal Used Car Manager

HEC: eg
At t ach.



Novenber N A D A

1956 MCDELS U.S. AVERACE

PLYMOUTH
Aver age Resal e Advant age
ADP Ret ai | % Depr eci ati on 8 vs. 6
Plaza 6 1926 1753 8.84
Pl aza 8 2030 1874 7.50 +121
Savoy 6 2025 1853 8. 36
Savoy 8 2129 1984 6. 64 +131
Bel vedere 6 2109 1970 6. 46
Bel vedere 8 2213 2115 4. 26 +145
Chevrol et
150- 6 1869 1838 1.45
150-8 1968 1954 .51 +116
210-6 1955 1938 . 67
210-8 2054 2054 . 20 +116
Bel Air 6 2068 2057 .34
Bel Air 8 2167 2188 1.15 +131
Ford
Mai nline 6 1895 1703 9.94
Mai nline 8 1995 1837 7.74 +134
Qustomine 6 1985 1853 6.51
Qustomine 8 2086 1957 6. 00 +104
Fairlane 6 2093 1976 5. 46
Fairlane 8 2194 2123 3. 06 +147



Pl aza 6
Pl aza 8

Savoy 6
Savoy 8

Bel vedere 6
Bel vedere 8

150-6
150-8

210-6
210-8

Bel Air 6
Bel Air 8

Mainline 6
Mainline 8

Qustontine 6
Qustontine 8

Fairlane 6
Fairlane 8

1781
1884

1880
1983

1979
2082

1728
1827

1819
1918

1932
2031

1753
1853

1845
1945

1960
2060

Novenber N A D A

1955 MCDELS U.S. AVERACE

PLYMOUTH

Aver age
Ret ai |

1313
1419

1423
1529

1521
1658

Chevrol et

1318
1403

1458
1543

1574
1679

Ford

1306
1425

1417
1522

1533
1657

et

Resal e Advant age

% Depr eci ati on 8 vs. 6
26. 28
24. 68 +106
24. 31
22.90 +106
23.14
20. 37 +137
23.73
23.21 + 85
19. 85
19. 55 + 85
18. 53
17.33 +105
25.50
23.10 +119
23.20
21.75 +105
21.79
19. 56 +124



Mainline 6
Mainline 8

Qustom i ne 6
Qustomine 8

Fairlane 6
Fairlane 8

1701
1777

1793
1870

1898
1975

Novenber N A D A

1954 MXDELS U S, AVERACGE

Ford

954
1063

1064
1183

1164
1283

43.
40.

40.
36.

38.
35.

N ©

+109

+119

+119
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AmMericaNn Motors CorPoRrATION
14250 PLYMOUTH ROAD

DETROIT 32 MICHIGAN

April 10, 1956

TO ALL HUDSON DEALERS:

Attached to this letter is one page of Ranbler

Wphol stery Sanple T-601. Trim601 seat cloth is

bl ue dianond square pattern, Bolster is off-white

vi nyl .

Header is blue pattern type.

T-601 replaces T-638 which is no | onger

avail abl e on Mbdel 5615-1, effective inmrediately.

These inserts are being sent to you for

inclusion in your 1956 Hudson Col or and Uphol stery
Sel ect or Books.

Yours very truly,

H C Levis
Mer chandi si ng Manager
Hudson Di vi si on

HOL: j k
At achnent.

EELYINATOR
AMD LEOMNMARD
APF LI AMCES



e
0 u,
i L]

American Mortors CorPoORATION

HUDSOM AUTOMOBILES EELVIMNATOR
N 14250 PLYMOUTH ROAD
MASH AUTOMOBILES AMND LEONARD
SPECIAL PRODUCTS DETROIT 32 MICHIGAN mEFP LI ANCES
April 13, 1956

TO ALL HUDSON DEALERS:

Attached to this letter is:

(e page contai ning a sanpl e of Ranbl er Wphol stery T-620 whi ch,
in part, replaces T-625 on nodel s 5615-2 and 5619- 2.

The superseding trins are as follows for above nodel s:

For Col or Use Trim
73 620
74 620
76 613
76-72-76 613
66- 72- 66 613
74-73-74 620

This insert is being sent to you for inclusion in your 1956 Hudson
Col or and UWphol stery Sel ector Book.

Yours very truly,

H C Levis
Hudson Mer chandi si ng Manager

Att achrrent .

P. S -- Alimted nunber of Color and Uohol stery Selectors, both
conpl ete at $5. 50 each and | ess cover at $4.25 each are avail abl e
on order to your zone or distributor. You need as many of these
books as you have nen selling.
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American Mortors CorPoORATION

HUDSOM AUTOMOBILES EELVIMNATOR
N 14250 PLYMOUTH ROAD

MASH AUTOMOBILES AMND LEONARD

SPECIAL PRODUCTS DETROIT 32 MICHIGAN mEFP LI ANCES
April 16, 1956

TO ALL HUDSON DEALERS.

Attached is a sanple copy of a brand new full-col or
Ranbl er Station Wagon fol der just off the press.

This folder tells the story of the Ranbler Coss
Countries - - "The New Concept in Station \Wagon Travel" - -
briefly but conpletely.

The entire line of station wagons is covered - - the
hardtop O oss Country, the custom O oss Country, and the Super
O oss Country.

This folder is priced |ow enough -- $5. 00 a
hundred -- to be used not only by sal esnen with prospects, but
to be used in a quantity as handouts and mail ers.

V¢ suggest that you mark your requirenents on the
attached order formnow and send it in to your zone or distributor

t oday.

Station Wagons are an inportant part of the market
these days - - this folder can hel p you get your share of this
busi ness.

Yours very Truly,

H C Levis

Hudson Mer chandi si ng Manager
HCL: j k

At t achnent s
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American Mortors CorPoORATION

HUDSOMN AUTOMOBILES .

* 14250 PLYMOUTH ROAD R S R
NASH AUTOMOBILES AND LEONARD
SPECIAL PRODUCTS DETROIT 32 MICHIGAN APPLIANGCES

April 24, 1956

TQ ALL HUDSON DEALERS

A supply of the revised and enl arged 1956 pocket Price,
ption and Equi prent fol der covering the entire Hudson Line -
Met ropol i tan, Ranbl er, Wasp, Hornet Special and Hornet - is en-
closed with our conplinents.

V¢ suggest that you review the contents of this handy
pocket folder with the menbers of your sal es force before dis-
tributing themso that all of your sales organization will be
able to use this handy reference guide quickly and accurately.

If you require additional copies of this folder which is
desi gned for the use of Hudson deal ers and sal esmen only, please
drop a card to your Zone or Distributor and they will be sent to
you -- no charge -- as long as the supply |asts.

Yours very truly,

H C Levis

Mer chandi si ng Manager
HUDSCN Di vi si on
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American Mortors CorPoORATION

HUDSOM AUTOMOBILES KELVYINATOR
N 14250 PLYMOUTH ROAD
NASH AUTOMORILES AMND LEONARD
SPECIAL PEODUCTS DETROIT 32 MICHIGAN mEFP LI ANCES
May 1, 1956

TO ALL HUDSON DEALERS

SUBJECT: Top Dealer Awards - April - May - June Canpai gn
Attached are the nanmes of the. |eading dealers in each group in
each Zone and Distributorship territory in the Top Deal er Award
Conpeti tion.

Al dealers are divided into four groups according to size:

Qoup | - W to 50 cars Planning Potenti al
Qoup |1 - 51 - 100 cars Planning Potenti al
Qoup 111 - 101 - 200 cars Planning Potenti al
Qoup IV - 201 cars and over Pl anning Potenti al

There are five cash awards in each group:

1st Prize - $1, 000
2nd Prize - $ 500
3rd Prize - $ 300
4th Pri ze - $ 200
5th Prize - $ 100

Wnners are those 5 dealers in each of the four groups who sell the
5 hi ghest percentages of their special April-My-June quota of 1955
and 1956 Hornets and Wasps (except Hornet Speci al s)

There is a total of $8400 in cash to be awarded to twenty deal ers -
5 deal ers in each of the four groups.

GO0D SELLI NG
Your very truly,
Mer chandi si ng Manager
HUDSON Di vi si on

HCL: b

At t achnment



GROUP |

Billings
Boi se

Bost on
Buf f al o
Chi cago

G ncinnati
Cl evel and
Dal | as
Denver
Detroit
Kansas City
Menphi s

M | waukee

M nneapol i s
New Yor k

Phi | adel phi a
Pi tt sbur gh

Portl and

San Antonio
San Franci sco
St. Louis
WAshi ngt on

TOP DEALER AWARDS

LEADI NG DEALERS

Period Ending April 20th

H ghl and Mot or Conpany, Butte, Montana

Gem Mot ors, Emmett, |daho

Frank's Auto Life, Saugus, Missachusetts

J. Sturtz Sales and Service, Lowille, New York

Ball & WIson, Gswego, New York

QO oss Mtor Sales, Maconb, Illinois

Pineville Mitor Sales, Inc. , Pineville, Vst Virginia
The Cherol Mbtor Conpany, Youngstown, Chio

No Report

aiff's Mtor Conpany, R verton, VWom ng

Harry E Plummer, Swanton, Chio

Mock Motors, Qtawa, Kansas

Lest er Boss Hudson Conpany, QG een Forest, Arkansas
A exander Mt or Company, McMnnville, Tennessee

Whi senhunt Hudson Sal es and Service, Mena, Arkansas
Brodhead Motor Service, Brodhead, Wsconsin

Cordell Mtors, Inc., Morhead, M nnesota

R& MMtors, Inc., MIford, Connecticut

Triangl e Mbtor Conpany, Sunbury, Pennsylvania

Qunni ngham & Graft, Kittanning, Pennsylvani a
MCall's Hudson Sales and Service, Sumrerhill, Pennsylvania
No Report

Russel | Mdtor Conpany, Edinburg, Texas

G & B Mtors, Roseville, California

M/ers Brothers, Aney, Illinois

No Report



Top Deal er Awards -

GROUP | |
Atl ant a

Billings

Boi se

Bost on
Buf f al o

Chi cago

G ncinnati
Cl evel and
Dal | as
Denver
Detroit
Kansas City
Los Angel es
Menphi s

M | waukee
M nneapol i s

New Yor k

Phi | adel phi a
Pi tt sbur gh
Port | and

St. Louis
WAshi ngt on

Period. Ending April 20th - Page 2

Ft. Myers Hudson Conpany, Ft. Mers, Horida
Roberts & Sons Mdtors, Inc., Besserner, Florida
Kearns Mdtor Conpany, Geat Falls, Mntana

Pet erson Motor Conpany, Boise, |daho

Papa's Sales & Service, New Britain, Connecticut
Mendel Motor Sal es Conpany, Chel sea, Massachusetts
Ki anof Hudson Sales, N agara Falls, New York
Morrice-Heyse Motors, Forest Park, Illinois

Wil | enveber Motors, G ncinnati, Chio

Tank. Mdtor Sales, WIliston, Chio

No Report

Knight's Corner, Inc. , Denver, Colorado

Tavern Auto Sal es, Farm ngton, M chigan

Honpes Tire Conpany, Lincoln, Nebraska.

Long Mdtor Sales, Santa Ana, California

Morris Service Station, Tuscunbia, A abana
Community Mdtors, Inc., LaCrosse, Wsconsin

Bl oom ngton Mdtors, Inc., Bl oonington, Mnnesota
Fargo Hudson Conpany, Fargo, North Dakota

South St. Paul Auto Sales, Inc., S St. Paul, Mnnesota
Hudson Passaic Sales & Service, Inc., Passaic, New Jersey
Jesse T. Cornell, denside, Pennsylvania

Fiore Mtors, Altoona, Pennsylvania

No Report

Moore's Auto Exchange, Inc., Terre Haute, |ndiana
No Report



Top Deal er Awards -

GROUP 111

Atl ant a
Bost on

Buf fal o

Chi cago

Ci nci nnati
Cl evel and
Dal | as
Denver
Detroit
Kansas City
Los Angel es
M | waukee
M nneapol i s

New Yor k

Phi | adel phi a
Portl and

St. Louis
Washi ngt on

Period Ending April 20th - Page 3

N chols Bros, , Inc., St. Petersburg, Forida
The Henl ey- Ki nbal | Conpany, Portland, Mi ne
Publ ic Service Garage, Binghanton, New York

C H Johnson Mdtor Sales, Chicago, Illinois
Fry Mtor Conpany, Huntington, Vst Virginia
Dean A Reed Mdtor Sales, Caldwell, Chio

No Report

Jack Brown Mdtor Sales, Inc., Denver, Col orado
O eston Mtor Sales, Gand Rapids, M chigan
Hogue Mdtors, Inc.., Topeka, Kansas

Tony Koos, Inc, , Conpton, California

M L. Kuehn & Sons, M| waukee, Wsconsin

Nol t ze Motor Conpany, Inc., Soux Gty, |owa
H -Vay Hudson, S oux Falls, South Dakota
Hudson Freeport, Inc, , Freeport, New York
Robert C. Henderson, Trenton, New Jersey

No Report

Harry Smith Mtor Sales, Springfield, Illinois
No Report



Atlanta
Bill'ings
Boi se

Bost on
Buffal o

Chi cago

d nci nnat i
d evel and
Dal | as
Denver
Detroit
Kansas Aty
Los Angel es

Menphi s

M | waukee

M nneapol i s
New Yor k

Phi | adel phi a
Pi ttsburgh

San Antoni o

San Franci sco

St. Louis
Washi ngt on

TOP DEALER AWARDS

LEADI NG DEALERS

GROUP |

(April. 1st thru April 30th)

Drakeford' s Garage, Inc., Camden, South Carolina
Adki ns and Garner. Mtor Conpany, Dothan, Al abana
M ssoul a Hudson Conpany, M ssoul a, Montana
Acheson Mtors, MCall., Idaho

Frank's Auto Life, Saugus, Massachusetts

Ball & WIson, Oswego, New York

O oss Mtor Sales, Maconb, Illinois

Hopewel | Hudson Sal es, Seynor, |ndi ana

R J. Wiss Mtors, Inc., Kent, Chio

No Report

aiff's Mtor Conpany, R verton, VWom ng

Harry E. Plummer, Swanton, Chio

Mock Motors, Gitawa, Kansas

M L. Townsend, Santa Maria, California

Dewey Felton, Ventura, California

Lester. Boss Hudson Conpany, G een Forest, Arkansas
Al exander Mt or Conpany, MM nnville, Tennessee
Wii senhunt Hudson Sal es and Service, Mena, Arkansas
Bar aboo Hudson Conpany, Baraboo, Wsconsin
Cordel |l Motors, Inc., Morhead, M nnesota

R & MMtors, Inc., MIford, Gonnecti cut

Triangl e Mbtor Conpany, Sunbury, Pennsylvania
Aspi nwal | Garage, Aspinwall, Pennsylvania

Dal e Huey's Auto Service, Fairnont, Vst Virginia
Qunni ngham & Graft, Kittanni ng, Pennsyl vani a
Russel | Mdtor Conpany, Edinburg, Texas

G & B Mtors, Roseville, California

Myers Brothers, dney, lllinois

No Report



Goup I

Atl ant a
Billings

Boi se

Bost on

Buf fal o

Chi cago

G ncinnati
Cl evel and
Dal | as
Denver
Detroit
Kansas City
Los Angel es
Menphi s

M | waukee

M nneapol i s
New Yor k

Phi | adel phi a
Pi tt sburgh
St. Louis
WAshi ngt on

Roberts & Sons Mdtors, Inc., Bessener, A abama
Kearns Mdtor Conpany, QGeat Falls, Mntana

Pet erson Motor Conpany, Boise, |daho

Papa' s Sales and Service, New Britain, Connecticut
Jones Motors, Inc., Jamestown, New York

Schauf el berger Brothers, Penfield, New York
Morrice-Heyse Motors, Forest Park, Illinois
Bryant Mdtor Sal es, Ashland, Kentucky

Tank Motor Sales, WIlliston, Chio

No Report

Knight's Corner, Inc, , Denver, Col orado
Tavern Auto Sal es, Farm ngton, M chigan

Honpes Tire Conpany, Lincoln, Nebraska

Long Motor Sales, Garden Gove, California
Adans Mt ors, Jackson, Tennessee

Engl and Mot or Conpany, Fort Smth, Arkansas
Morris Service Station, Tuscunbia, A abana
Community Mdttors, Inc., La Oosse, Wsconsin

South St. Paul Auto Sales, Inc., South St. Paul M nnesota
Hudson Passai ¢ Sal es and Service, Inc., Passaic, New York

Tony and Gene's Auto Sal es, Pottstown, Pennsyl vani a
Fiore Mtors, Altoona, Pennsylvania

Moore's Auto Exchange, Inc., Terre Haute, |ndiana
No Report



GROUP 111

Atl ant a
Bost on

Buf fal o

Chi cago

Ci nci nnati
Cl evel and
Dal | as
Denver
Detroit
Kansas City
Los Angel es
Menphi s

M | waukee
M nneapol i s

New Yor k
Phi | adel phi a
St. Louis

Washi ngt on

N chols Brothers, Inc., St. Petersburg, Florida
Louis Mdtors, Inc., Springfield, Mssachusetts
Publ ic Service Garage, Binghanton, New York

C H Johnson Mdtor Sales, Chicago, Illinois

Fry Mtor Conpany, Huntington, Vst Virginia

Meri weat her Mot or Conpany, Washington D. H, Chio
No Report

Jack Brown Mdtor Sales, Inc., Denver, Col orado

O eston Mtor Sales, Gand Rapids, M chigan
Leveri dge & Sons Hudson Conpany, klahonma Gty, Cklahona
Tony Koos, Inc., Conpton, California

Kelly Mbtors, Inc., Little Rock, Arkansas

M L. Kuehn & Sons, M| waukee, Wsconsin

Nol t ze Motor Conpany, Inc., Soux Gty, |owa

H -Vay Hudson, S oux Falls, South Dakota

Hudson Freeport, Inc. , Freeport, New York

Robert C. Henderson, Trenton, New Jersey

Harry Smith Mtor Sales, Springfield, Illinois

No Report



GROUP 1V

Atl ant a

Buf fal o

Ci nci nnati
Dal | as
Detroit
Menphi s

M | waukee

M nneapol i s
San Antonio
Washi ngt on

J. E Mns Mtor Sales, Tanpa, Florida

E L Palmer's North Side Mtors Corp. , Buffalo, New York
Wi tehead Motors, Inc., Indianapolis, |ndiana

No Report

Lavi gne Auto Sales, Detroit, M chigan

Daigle & Hnson, Inc., Baton Rouge, Louisiana

Peters Auto Sales, Inc., Vst Allis, Wsconsin

Lyndal e Aut onotive Conpany, M nneapolis, M nnesota

QO singer Mtor Conpany, San Antoni o, Texas

No Report



Atlanta
Billings
Boise
Boston
Buffalo
Chicago
Cincinnati
Cleveland
Denver
Detroit
Kansas City
Los Angeles
Memphis

Milwaukee
Minneapolis
New York
Philadelphia
Pittsburgh
Portland

San Antonio

San Francisco

St. Louis
Washington

TOP DEALER AWARDS
LEADI NG DEALERS

GROUP |
(Period Endi ng 5/10/56)

No Report

No Report

Acheson Mdtors, MCall, |daho

Frank's Auto Life, Saugus, Massachusetts

Ball & WIlson, Gswego, New York

Cross Mtor Sales, Maconb, Illinois

Hopewel | Hudson Sal es, Seynour, |ndi ana

R J. Wiss Mtors, Inc., Kent, Chio

C & H Mdtor Service, Raton, New Mexico

Harry E Plumer, Swanton, Chio

Swift Mtors, Inc., North Kansas dty, Mssouri
M L. Red Townsend, Santa Maria, California

Whi senhunt Hudson Sal es and Service, Mena, Arkansas
Lester Boss Hudson Conpany, G een Forest, Arkansas
Al exander Mt or Company, McMnnville, Tennessee
H & H Mdtor Conpany, MIIlington, Tennessee

Bar aboo Hudson Conpany, Baraboo, Wsconsin
Cordell Mdtors, Inc. , Morhead, M nnesota

R & MMtors, Inc. , MIford, Connecti cut
Triangl e Motor Conpany, Sunbury, Pennsylvania
Acon's Auto Sal es, Rochester, Pennsylvania

No Report

No Report

G & B Mtors, Roseville, California
Mers Bros. , dney, Illinois

Lanbert's Garage, New Wndsor, Maryl and



Atl ant a
Billings
Boi se
Bost on

Buf f al o

Chi cago

G ncinnati
Cl evel and
Dal | as
Denver
Detroit
Kansas City
Los Angel es
Menphi s

M | waukee

M nneapol i s
New Yor k

Phi | adel phi a
Pi tt sbur gh
Port | and

San Antonio
St. Louis
WAshi ngt on

TOP DEALER AWARDS
LEADI NG DEALERS

GROUP | |
(Period Endi ng 5/10/56)

No Report

No Report

Pet erson Motor Conpany, Boise, |daho

Smth Mdtors of Lowell, Inc., Lowell, Massachusetts

Papa' s Sales and Service, New Britain, Connecticut
Jones Motors, Inc. Janmestown, New York

Shawhan Aut o Conpany, Des Mi nes, |owa

Bryant Mdtor Sal es, Ashland, Kentucky

Tank Motor Sales, WIlliston, Chio

M C Adrich & Son, Tenple, Texas

Knight's Corner, Inc. Denver, Col orado

Tavern Auto Sal es, Farm ngton, M chigan

Honpes Tire Conpany, Lincoln, Nebraska

Long Mdtor Sales, Santa Ana, California

Engl and Mot or Conpany, Fort Smth, Arkansas

Adans Mot ors, Jackson, Tennessee

Morris Service Station, Tuscunbia, A abana
Comunity Mtors, Inc. LaO osse, Wsconsin

St. Ooix Mtors Conpany, Mnot, North Dakota
Hudson Passaic Sal es and Service, Inc., Passaic, New Jersey
Tony & CGene's Auto Sal es, Pottstown, Pennsylvania
Vi n Mtor Conpany, Sharon, Pennsylvania

No Report

No Report

Moore's Auto Exchange, Inc., Terre Haute, |ndiana
Edwards Mdtor Sal es, Petersburg, Virginia



Atl ant a
Billings
Bost on
Buf fal o
Chi cago

G ncinnati
Cl evel and
Dal | as
Denver
Detroit

Kansas City

Los Angel es

Menphi s

M | waukee

M nneapol i s

New Yor k

Phi | adel phi a
Port | and

San Antonio

San Franci sco

St. Louis
WAshi ngt on

TOP DEALER AWARDS
LEADI NG DEALERS

GROUP |11
(Period Endi ng 5/10/56)

No Report

No Report

Louis Mdtors, Inc., Springfield, Massachusetts
Publ i c Service Garage, Binghanton, New York

C. H Johnson Motor Sales, Chicago, Illinois

Fry Mtor Conmpany, Huntington, West Virginia

Dean A. Reed Mdtor Sales, Caldwell, Chio

Mer i weat her Mot or Company, Washington C. H, Chio
French & Morrow Motor Sales, Ft. Wrth, Texas
Jack Brown Mdtor Sales, Inc., Denver, Col orado
Creston Mdtor Sales, G and Rapids, M chigan

Der by Hudson Mbtors, Miskegon, M chi gan

Leveridge & Sons Hudson Conpany, Cklahoma City, Kla.
Kl ein Mdtor Sales, Phoenix, Arizona

Kelly Mdtors, Inc., Little Rock, Arkansas

M L. Kuehn & Sons, M Iwaukee, Wsconsin

H -Way Hudson, Sioux Falls, South Dakota

Hudson Freeport, Inc., Freeport, New York

Robert C. Henderson, Trenton, New Jersey

No Report

No Report

Boyette and Frank, San Leandro, California
Harry Smith Mdtor Sales, Springfield, Illinois

Tol and Motors, Baltinore, Mryland



TOP DEALER AWARDS
LEADI NG DEALERS

GROUP |11
(Period Ending 5/10/56)

Atl anta No Report

Billings No Report

Buffal o E L Palner's North Side Mtors Corp., Buffalo, N Y.
G nci nnat i Wi tehead Motors, Inc. , Indianapolis, |ndiana

Dal | as Aubrey, Oval & Mac, Houston, Texas

Detroit Wittier Mtor Sales, Detroit, Mchigan

Menphi s Daigle & Hnson, Inc. , Baton Rouge, Loui siana

M | waukee Peters Auto Sales, Wst Alis, Wsconsin

M nneapol i s Lyndal e Aut onotive Conpany, M nneapolis, M nnesota
Port | and No Report

San Antonio No Report



GROUP |

Atl ant a

Billings
Boi se

Bost on
Buf f al o
Chi cago

G ncinnati
Cl evel and
Dal | as
Denver

Detroit
Kansas City
Los Angel es

Menphi s

M | waukee

M nneapol i s
New Yor k

Phi | adel phi a
Pi ttsburgh
Port !l and

San Antonio

San Franci sco

St. Louis
Washi ngt on

TOP DEALER AWARDS
LEADI NG DEALERS

(Period Ending May 20, 1956)

O to Johnson Mdtor Conpany, Brunsw ck, CGeorgia
Drakeford's Garage, Inc., Canden, South Carolina
Adki ns & Garner Mdtor Conpany, Dot han, Al abana
No Report

Acheson Motors, MCall, |daho

Frank's Auto Life, Saugus, Massachusetts

Bell & W/Ison, Oswego, New York

Cross Mbtor Sales, Maconb, Illinois
Hopewel I Hudson Sal es, Seymnour, Indiana
R J. Weiss Mbtors, Inc. , Kent, Chio

McKenzi e Motor Conpany, Brownwood, Texas

Lundy Mot or Conpany, Durango, Col orado

C & H Motors, Raton, New Mexico

Tayl or Mot or Company, Rock Springs, Woni ng
Harry a Plumer, Swanton, Chio

I. J. Short, \Wauseon, Onio

Swift Mdtors, Inc. , North Kansas City, M ssouri
Main Street Garage, Huntington Beach, California
M L. "Red" Townsend, Santa Maria, California
Perry Mbdtor Conpany, Bastrop, Louisiana

Whi senhunt Hudson Sal es and Service, Mena, Arkansas
Al exander Mbtor Conpany, McMnnville, Tennessee
Henry Vatter, Shreveport, Louisiana

Bar aboo Hudson Conpany, Baraboo, W sconsin

Cl oquet Co-op Garage, C oquet, M nnesota

R & MMtors, Inc., MIford, Connecticut
Triangl e Motor Company, Sunbury, Pennsylvania
No Report

Central Mdtors, Coeur D Al ene, |daho

Bender Mt or Conpany, New Braunfels, Texas

G & B Motors, Roseville, California

Myers Bros., Oney, Illinois

Lanbert's Garage, New W ndsor, Maryl and



Leadi ng Deal ers

GROUP | |

Atl ant a
Billings

Boi se

Bost on

Buf fal o

Chi cago

G ncinnati
Cl evel and
Dal | as
Denver
Detroit
Kansas City
Los Angel es
Menphi s

M | waukee

M nneapol i s
New Yor k

Phi | adel phi a

Pi tt sbur gh
Port | and
San Antonio
St. Louis
WAshi ngt on

Roberts & Sons Mdtors, Inc. , Bessener, A abanma
No Report

Pet erson Motor Conpany, Boise, |daho

Zarren Mtors, Belnont, Mssachusetts

Jones Motors, Inc., Jamestown, New York
Shawhan Aut o Conpany, Des Mi nes, |owa

Bryant Mdtor Sal es, Ashland, Kentucky

Tank Motor Sales, WIlliston, Chio

M C Adrich & Son, Tenple, Texas

Davi dson Mot ors Conpany, Engl ewood, Col orado
Tavern Auto Sal es, Farm ngton, M chigan
Honpes Tire Conpany, Lincoln, Nebraska

Long Mbtor Sales, Santa Ana, California

Engl and Motor Conpany, Fort Smth, Arkansas
Adans Mot ors, Jackson, Tennessee

Morris Service Station, Tuscunbia, A abana
Comunity Mdtors, Inc. , La Orosse, Wsconsin
St. Ooix Mtors Conpany, Mnot, North Dakota

Hudson Passaic Sal es and Service, Inc., Passaic, N J.

W/l dasin's Garage, Hanover, Pennsylvania

Tony & CGene's Auto Sal es, Pottstown, Pennsylvania
No Report

Mrrasoul Mtors, Coos Bay, O egon

LaFond Mtor Conpany, Harlingen, Texas

Moore's Auto Exchange, Inc., Terre Haute, |ndiana
Edwards Mdtor Sal es, Petersburg, Virginia



Leadi ng Deal ers
Goup |11

Atl ant a
Billings
Bost on

Buf fal o

Chi cago

G ncinnati
Cl evel and
Dal | as
Denver
Detroit
Kansas City
Los Angel es
Menphi s

M | waukee
M nneapol i s
New Yor k

Phi | adel phi a
Pi tt sburgh
Portl and
San Franci sco
St. Louis
WAshi ngt on

N chols Bros., Inc., St. Petersburg, Florida
No Report

Louis Mdtors, Springfield, Massachusetts

Publ ic Service Garage, Binghanton, New York

C H Johnson Motor Sales, Chicago, Illinois
Fry Mdtor Conpany, Huntington, Vst Virginia
Vaughan. Mdtor Car Conpany, Col unbus, Chio
French & Morrow Motor Sales, Ft. Wrth, Texas
Jack Brown, Denver, Col orado

O eston Mtor Sales, Gand Rapids, M chigan
Hogue Mdtors, Inc., Topeka, Kansas

Klein Mtor Sales, Phoenix, Arizona

Kelly Mbtors, Inc., Little Rock, Arkansas

M L. Kuehn & Sons, M |waukee, Wsconsin

H -Way Hudson, Sioux Falls, South Dakota
Hudson Fl ushi ng, Fl ushi ng, New York

Robert C. Henderson, Trenton, New Jersey

No Report

Spokane Hudson Conpany, Spokane, Washi ngton
Boyette & Frank, San Leandro, California
Harry Smith Mtor Sales, Springfield, Illinois
Tol and Mdtors, Baltinore, Maryland



Leadi ng Deal ers

Goup IV

Atl ant a
Billings
Buf fal o

Ci nci nnati
Dal | as
Detroit
Menphi s

M | waukee
M nneapol i s
Pi ttsburgh
Portl and
San Antonio

J. E Mns Mtor Sales, Tanpa, Florida

No Report

E L Palnmer's North S de Mtors Corp.,
Whi t ehead Motors, Inc.

Aubrey, Qval

Lavi gne Auto Sal es,
Dai gl e & H nson,

| ndi anapol i s,

& Mac, Houston, Texas

Peters Auto Sales, Inc.

No Report

Dearing-Allen Mtors,

QO singer Mtor Conpany,

Detroit,
Bat on Rouge, Loui si ana
Qul ver Sales and Service, Shreveport,
Vest Allis, Wsconsin
Lyndal e Autonotive Comnpany,

M chi gan

M nneapol i s,

Portl and, QO egon

Buffalo, N Y.

| ndi ana

Loui si ana

M nnesot a

San Antoni o, Texas



TOP DEALER AWARDS
LEADI NG DEALERS

(Period Ending May 31, 1956)

GROUP |

Atlanta Gto Johnson Mdtor Conpany, Brunsw ck, Georgia

" Drakeford's Garage, Inc., Canmden, South Carolina

" Adki ns & Garner Mdtor Conpany, Dothan, A abanma
*Billings Zent Hardware Conpany, Hysham Montana

*Boi se Acheson Mdtors, MCall, |daho

Bost on Frank's Auto Life, Saugus, Massachusetts

Buffal o Ball & WIson, Oswego, New York

Chi cago DeFoe Mdtor Conpany, Fort Dodge, |owa

" O oss Mtor Sales, Maconb, Illinois

G nci nnat i Modern Auto Sales and Service, Gak HIIl, Vst Virginia
Cl evel and Dover Mdtor Car Conpany, Dover, Chio

Dal | as McKenzi e Motor Company, Brownwood, Texas

Denver C & H Motor Service, Raton, New Mexico

Detroit Cckernman Sal es and Service, Onsso, M chigan

" Harry E Plumrer, Swanton, Chio

" Brown & Col lins Hudson. Sales, Traverse Aty, M chigan
" L J. Short, Wauseon, Chio

Kansas City Swift Mtors, Inc., North Kansas dty, Mssouri

Los Angel es Main Street Garage, Huntington Beach, California
Menphi s Perry Mdtor Conpany, Bastrop, Louisiana

" Al exander Mt or Company, McMnnville, Tennessee

" Wi senhunt Hudson Sal es and Service, Mena, Arkansas
" H & H Mtor Conpany, MIIlington, Tennessee

M | waukee Bar aboo Hudson Conpany, Baraboo, Wsconsin

" Marks Service Garage, Germantown, Wsconsin

M nneapol i s d oquet Co-op Garage, doquet, M nnesota

New Yor k R& MMtors, Inc., MIford, Connecticut

Phi | adel phi a Triangl e Mtor. Conpany, Sunbury, Pennsylvania

Pi ttsburgh Horchl er Motor Sal es, Mercer, Pennsyl vani a

Port| and Central Modtors, Inc , Coeur d A ene, |daho

San Antonio Cage's Sales & Service, Taft, Texas

San Franci sco Dave Gal braith, Los Gatos, California

St, Louis A en Corner Hudson Sal es and Service, Charleston, Illinois
Washi ngt on Central Garage, Darlington, Maryland

Lanbert's Garage, New Wndsor, Maryl and
Hurst Brothers, Parksley, Virginia



GROUP 11

Atl ant a
*Billings

*Boi se

Bost on

Buf fal o

Chi cago

Ci nci nnati
Cl evel and
Dal | as
Denver
Detroit
Kansas City
Los Angel es

Menphi s

M | waukee

M nneapol i s
New Yor k

Phi | adel phi a
Pi tt sburgh
Port | and

San Antonio

San Franci sco

St. Louis
WAshi ngt on

Roberts & Sons Mdtors, Inc., Bessener, A abama

R B. Fraser, Inc., Billings, Montana

Kearns Mtor Conpany, QGeat Falls, Mntana

Pet erson Motor Conpany, Boise, |daho

Mendel Motor Sal es Conpany, Chel sea, Massachusetts
Jones Motors, Inc., Jamestown, New York

Shawhar Aut o Conpany, Des Mi nes, |owa

Hyde Park Sales and Service, Inc., Gncinnati, Chio
The Barberton Hudson Conpany, Barberton, Chio

M C Adrich & Son, Tenple, Texas

Kni ght's Corner, Inc., Denver, Col orado

Tavern Auto Sal es, Farm ngton, M chigan

Honpes Tire Conpany, Lincoln, Nebraska

Long Mbtor Sales, Santa Ana, California

Exchange Auto Sales, South Gate, California

Engl and Mot or Conpany, Ft. Smth, Arkansas

Fl em ng Bros, Mtor Conpany, Meridian, M ssissippi
Morris Service Station, Tuscunbia, A abana

John Dietz Mtor Conpany, Inc., Vuwatosa, Wsconsin
St. Goix Mtor Conmpany, Mnot, North Dakota
Hudson Passaic Sal es and Service, Inc., Passaic, New Jersey
W/l dasin's Garage, Hanover, Pennsylvania

Vi n Mtor Conpany, Sharon, Pennsylvani a

Mrrasoul Mdtors, Inc., Coos Bay, O egon

Cage Hudson, Corpus Christi, Texas

J. E Meyer, Stockton, California

Edw Mitto Auto Sales, Inc., Belleville, Illinois
Morton Mtor Conpany, New Bern, North Carolina



GROUP 111

Atl ant a
Bost on

Buf fal o

Chi cago

Ci nci nnati
Cl evel and
Dal | as
Denver
Detroit
Kansas City
Los Angel es

Menphi s

M | waukee

M nneapol i s
New Yor k

Phi | adel phi a
Port !l and

San Franci sco
St. Louis
Washi ngt on

N chols Bros., Inc., St. Petersburg, Florida
Louis Mdtors, Inc., Springfield, Mssachusetts
Publ ic Service Garage, Binghanton, New York

C. H Johnson Mdtor Sales, Chicago, Illinois
Fry Mtor Conpany, Huntington, Vst Virginia
Vaughan Metor Car Conpany, Col unbus, Chio
French & Morrow Motor Sales, Ft. Wrth, Texas
Jack Brown Mdtor Sales, Inc., Denver, Col orado
O eston Mtor Sales, Gand Rapids, M chigan
Leveri dge & Sons Hudson Conpany, klahona Gty, Cklahona
Klein Mtor Sales, Phoenix, Arizona

E G Price Mtor Conpany, San Bernardino, California
Kelly Mbtors, Inc., Little Rock, Arkansas

M L. Kuehn & Sons, M| waukee, Wsconsin

H -Vay Hudson, S oux Falls, South Dakota
Hudson- Fl ushi ng, F ushi ng, New Yor k

xford Auto Sal es, Phil adel phia, Pennsylvania
Spokane Hudson Conpany, Spokane, Washi ngton
Priola Mdtors, San Francisco, California

Harry Smith Mtor Sales, Springfield, Illinois
Tol and Moetors, Baltinore, Maryland

Wiitten Bros., Inc., Rchnond, Virginia



GROUP 1V

Atl ant a
Buf fal o

Ci nci nnati
Cl evel and
Dal | as
Detroit
Menphi s

M | waukee

M nneapol i s
Port !l and
San Antonio

6/ 8/ 56

J. E Mns Mtor Sales, Tanpa, Florida

E L Palmer's North Side Mtors Corp, , Buffalo, New York
Whi tehead Motors, Inc. , Indianapolis, Indiana

Ful k- Bayer, Inc, , Canton, Chio

Aubrey, Orval and Mac, Houston, Texas

Lavi gne Auto Sales, Detroit, M chigan

Daigle & Hnson, Inc., Baton Rouge, Louisiana

Qul ver Hudson Sal es and Service, Shreveport, Louisiana
Peters Auto Sales, Inc. , Wst Alis, Wsconsin

Lyndal e Aut onotive Conpany, M nneapolis, M nnesota
Dearing-Allen Mtors, Portland, Oegon

QO singer Mtor Conpany, San Antoni o, Texas
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American Mortors CorPoORATION

HUDSOM AUTOMOBILES KELVYINATOR
N 14250 PLYMOUTH ROAD
NASH AUTOMORILES AMND LEONARD
SPECIAL PEODUCTS DETROIT 32 MICHIGAN mEFP LI ANCES
May 10, 1956

TQ ALL HUDSON DEALERS

Trim#602 is no | onger available on Mddel 5615 with
"RS' - reclining seats. It has been superseded by Trim
#608;

Seat doth - Blue Bedford Cord
Bol ster - Of Wite Vinyl
Headlining - Gay Pattern

A sanpl e page of T-608 is attached for inclusion in
your 1956 Hudson Col or and Uphol stery Sel ector Book.

Trim#614 is no | onger avail abl e on any Ranbl er
nmodel and has been superseded by T-613, a sanpl e page of
whi ch was sent to you on February 20, 1956.

H C Levis
Mer chandi si ng Manager
HUDSCN Di vi si on
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American Mortors CorPoORATION

HUDSOM AUTOMOBILES KELVYINATOR
N 14250 PLYMOUTH ROAD

NASH AUTOMORILES AMND LEONARD

SPECIAL PEODUCTS DETROIT 32 MICHIGAN mEFP LI ANCES

April 12, 1957

NHSP # 15

TQ ALL DEALERS

Subj ect: RAMBLER REBEL CATALCG

Attached to this letter are five conplinmentary copies
of a folder which vividly pictures and descri bes --
the Limted Edition Ranbl er Rebel V-8 ---- Arerica's
Lost Powerful Conpact Car. V¢ believe you will agree
that this folder captures the bold flair of a New
Spirit in Autonobiles.

Deal ers and sal esnen who have denonstrated the Ranbl er
Rebel to the public have described it both an outstand-
ing product inits ow right and as a great pronotion

for the regular Ranbler V-8. Its magnificient perfornmance,
stability and handling reflects favorably on the entire
Ranbl er |i ne.

Those deal ers who have ordered Ranbl er Rebel s are now
receiving quantities of this literature fromtheir Zone
or Distributor at no cost.

Additional quantities of this dramatic selling tool for
use with selected prospects are available to all dealers
at $7.00 a hundred through Zones and D stri butors.

Very truly yours,

J. H MQickin,
Mer chandi si ng Manager
Aut onot i ve Divi sion

sjc
Att:



American Mortors CorPoORATION

HUDSOM AUTOMOBILES
N 14250 PLYMOUTH ROAD

MASYH AUTOMOBILES

SPECIAL PRODUCTS DETROIT 32 MICHIGAMN

TGO ALL RAMBLER DEALERS Novernber 21, 1956

SUBJECT: "GOLD KEY" PROGRAM

EELYINATOR
AND LEONARD
APF LI AMCES

In today's expandi ng notor car nmarket, many time-worn cliches have
gone by the board. Certainly, one of these is that Decenber is a

poor autonotive sal es nonth

The records prove that the very opposite is the fact. Decenber
sales are growing yearly, to the point where aggressive deal ers

are now doing a big business during the Holiday Season.

The growi ng 2-car market is one reason. Many a husband and fat her

is nowgiving a car to his wife or family as a Christrmas G ft.

We have prepared a CHRI STMAS "GOLD KEY" PROGRAM that can prove to

be your key to nore sales during this season and throughout the

entire year

Wthin a few days you will receive a brochure giving conplete de-

tails, suggestions and nerchandising aids to help you sell nore

cars retail.

The synbol of this programis a unique Gold-Plated key tie clasp.

The key is an exact duplicate of an Anerican Mdttors key. In fact,
this Gold Key is actually a key blank that can be cut by a keysmth
to fit the recipient's own autonmobile. It is a strikingly beautiful

clasp, unmarred by any advertising nessage that would | essen its appea

to the wearer.

This smart Gold Key Tie Clasp is a $2.50 retail value. Yet, you

can purchase it in quantities for as little as 55 cents each.
conmplete price structure is shown on the attached order bl ank.

The

This is an American Mtors exclusive. No other group of deal ers have

it. Its yours and yours al one!

The Gold Key Tie Clasp creates interest and talk anong all who see it
worn .... builds appreciation and renenbrance val ue for you on the part

of all who receive it.

There are many ways to use this key for your benefit:

Send it to good prospects and customers as a renenbrance

in lieu of the usual Christmas card

Have your salesnmen use it to "open the door" to prospects

hones.



-2

Present it to buyers when they take delivery of a new car,
as a nenmento of the occasion.

Ofer the key clasp to all who take a denonstration drive.

Present it to prominent people -- civic |leaders and officials,
bankers and othr influential people.

This is a year 'round pronption that you will want to have working for you

now -- during the Holiday Season. It can nmean nore public interest --
nore floor traffic -- nore prospects -- and nore sal es.
But, -- renenber -- tinme is of the essence. Send in your order for the

Gold Key Tie O asps today so that you will receive your supply in plenty
of time for the Christmas buyi ng season.

FILL OQUT THE ENCLOSED CRDER PLANK AND NMAI L TGODAY!

J. H MQuckin
Mer chandi si ng Manager
sjc






Gold Key SALES PROMOTION MATERIALS

HUDSON DEALER ORDER BLANK

SALES PROMOTION DEPARTMENT
AMERICAN MOTORS CORPORATION IONE
14250 PLYMOUTH ROAD iy
DETROIT 32, MICHIGAN

Please ship the following materials and charge my
Parts Account at warehouse.,

ALL SHIPMENTS PREPAID

ITEM
| AMERICAN MOTORS GOLD KEY TIE CLASP:—

[[] 25 GOLD KEY TIE CLASPS (@ $.65 EA. including Excise Tox §_____
[C] 50 GOLD KEY TIE CLASPS @ $.60 EA. including Excise Tax $ “
[[] 75 GOLD KEY TIE CLASPS @ $.57 EA. including Excise Tax $__
[J oo [] 150 [] 200 @ $.55 EA. including Excise Tox §_

TOTAL ... %
PROMOTIONAL PACKAGE ITEMS N/C
DEALER'S NAME
STREET ADDRESS
cITY STATE

DEALER'S SIGNATURE

ORIGIHAL TO YOUR IOME OFFICE
IOME FORWARD ORIGINAL TO CENTRAL OFFICE DETRONT TOME APPROVAL SIGHATURE
COPY FOR DEALER

G I I S D o B o 2 R B 2 I 2 B S I I e,
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American Mortors CorPoORATION

HUDSOM AUTOMOBILES KELVYINATOR
N 14250 PLYMOUTH ROAD

NASH AUTOMORILES AMND LEONARD

SPECIAL PEODUCTS DETROIT 32 MICHIGAN mEFP LI ANCES

January 6, 1956

TO ALL HUDSON DEALERS

We are enclosing a copy of an ad which appeared in the Decenber
i ssue of the ATA News, published by the Anerican Taxi Cab
Associ ati on.

This same ad will also appear in the January issue of The Tax
Cab Industry and Auto Rental News.

Ranbl er Taxi Cab denonstrators are being assigned to each Hudson
Di vi sion Zone and will be available for denonstration to cab
conpanies in the near future at your request. Al Rambl er cab
demonstrators will be equi pped with Heavy Duty Shocks and Spri ngs,
Heavy Duty seat cushions and seat backs, Foam cushions front,
Heavy Duty clutch, Leece-Neville 30 AVWP volt Alternator, Heavy
vinyl interiors, Director signhals, Heavy service cooling system
and nmany are equi pped with Al -Season Air Conditioning.

Thi s coordi nated Taxi Cab advertising and denonstrati on program
is part of the aggressive Fleet Sales Program of Anerican Mtors

for 1956.
A large volune of profitable business is available to Hudson
deal ers through Fleet Sales - - Let's all go out after this
busi ness.

Very truly yours,

WS. MIton: mw Sal es Manager,
Hudson Di vi si on
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American Mortors CorPoORATION

HUDSOM AUTOMOBILES KELVYINATOR
N 14250 PLYMOUTH ROAD

NASH AUTOMORILES AMND LEONARD

SPECIAL PEODUCTS DETROIT 32 MICHIGAN mEFP LI ANCES

August 3, 1956

TO ALL HUDSON DEALERS

SUBJECT: The Hudson Story
As Told By Auto Week

ST#17

Heral ding the 47th year of Hudson Hi story, Auto Wek,
the well known autonotive trade weekly, has published
a brief history of Hudson entitled, "Power Race Kicked
O f Decades Ago".

You will be interested in reading the proud history of
one of the greatest nanmes in the industry and the fact
that many Hudson 'firsts' have been adopted by the
industry and are still in use today.

W commend the article on page four and five which you
will find informative, interesting to your customers and
encour agi ng because of the convincingly optimstic out-

| ook the editors have forecast.

Yours very truly,

R J. Ml oy

Manager

Sal es Trai ni ng Depart nent
pd

Enc.



HUDSOMN AUTOMOBILES
MASH AUTOMOBILES
SPECIAL PRODUCTS
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American Mortors CorPoORATION

EELYINATOR

14250 PLYMOUTH ROAD

DETROIT 32 MICHIGAN
August 7, 1956

ST#18

TO ALL RAMBLER DEALERS.

SUBJECT: "The Man Behi nd The Ranbl er”
Car Life Magazi ne Reprint

A brilliant story on the styling philosophy of

"The Man Behind The Ranbler,” M. E E Anderson,
Director of. Autonotive Styling for Anerican Mtors
Corporation, appears in Car Life as the feature
story, August 1956, now on the newsstands.

"The Man Behind The Ranbler” is an engagi ng account
of the devel opnents |eading up to the current Ranbl er

design and its final perfection, M. Anderson's ac-
conpl i shnents are known throughout the industry and
his story will interest stylists, sports car fans and

not ori sts everywhere.

Magazine articles such as this build up prestige for
Ranmbl er deal ers and owners alike and they afford sal es-
nmen extra selling proof of Ranbler design superiority.
The Car Life reprint will nmake a subtle direct rmail

pi ece or a show oom handout .

Yours very truly,

R J. Mlloy
Manager
Sal es Traini ng Depart nment

pd

Enc.

AND LEONARD
APF LI AMCES



HUDRSOMN AUTOMOBILES
MASH AUTOMOBILES
SPECIAL PRODUCTS
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AmMericaNn Motors CorPoRrATION
14250 PLYMOUTH ROAD

DETROIT 32 MICHIGAN
November 12, 1956

ST #22

TO ALL RAMBLER AND HUDSON DEALERS

Attached is a supply of the Price and Equipment Specification cards for
Hudson, Rambler and Metropolitan revised November 1, 1956.

These revised cards now include alisting of standard equipment, as well
as the suggested delivered prices of optional extra cost equipment and
detailed body and mechanical specifications. You will note that car
prices and accessory prices have been omitted, but that spaceis pro-
vided for you to insert your own local prices.

These cards are again designed to suit two purposes.

1. They are so sized asto conveniently fit a salesman's pocket.
2. They are punched ready to fit the American Motors Prospect

System Salesman's Prospect Handbook about which we wrote you

EELYINATOR
AND LEONARD
APF LI AMCES

on October 5, 1956. An order blank for this Prospect System was attached

to our letter.

Additional quantities of these Price and Equipment Specification cards
maly be obtained free of charge aslong as the supply lasts by addressing
apost card to the Advertising Stock Order Department, American Motors

Corporation, 14250 Plymouth Road, Detroit 32, Michigan, specifying the

type card and the quantity desired.

Yoursvery truly,

R. J. Molloy
Manager

Sales Training Department

pd
Attach.
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American Mortors CorPoORATION

HUDSOM AUTOMOBILES EELVINATOR
N 14250 PLYMOUTH ROAD

NASH AUTOMORILES AMND LEONARD

SPECIAL PEODUCTS DETROIT 32 MICHIGAN mEFP LI ANCES

November 30, 1956

ST #25

To All Dealers

Subject: "ECONOMY CARBLITZ"

If you've wondered why smaller, more sensible cars are rising in
popularity, there's exciting reading for you in a new book just
published by Joe H. Wherry, prominent automotive writer. The
"ECONOMY CAR BLITZ".

This book, like few others, tells our story and tells it against
an authoritative background of statistics on seventeen other low-
priced cars in the same category as cur Metropolitan.

If you've wanted facts on small, foreign cars, model comparisons
and ratings, here they are wrapped up in one book with numerous
illustrations, diagrams and well written opinions.

For dealers and salesmen selling competitively in the Metropolitan
field, here is indispensable material to be read carefully and

used in selling a viewpoint and selling the Metropolitan. If
you're interested and should like to get a copy, it may be ordered
direct from the distributors on the attached brochure.

Yoursvery truly,

R. J. Molloy
Manager
Sales Training Department

Enc.
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December 3, 1956

ST #25

All Rambler and Hudson Salesmen

Subject: TESTED SELLING SENTENCES

Make your selling approach sparkle with conviction by using tested
selling sentences and sales dogans.

Millions of Americans have been exposed to these carefully selected

and tested statements - they've been used in newspapers, magazines and on
televison. They tell abig story in aminimum number of words. When
you use them in your sales conversation, they'll pack that conviction

and authority which leadsto asale.

Carefully designed and prepunched for your American Motors Prospect
System Salesman's Handbook, they should be placed in the handbook imme-
diately. Their size also permits them to be carried around in the

pocket for ready reference.

Study these short statements, memorize the shorter slogans, adapt them
into your selling conversation and they'll pay dividendsin sales.

Yoursvery truly,

R. J. Moalloy
Manager
Saes Training Department

Enc.
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Decenber 21, 1956
BM #238
ALL AUTOMOTI VE DEALERS:

On Cctober 25 we advised you that we were revising the Anerican Mtors Standard
Accounting Systemin line with revisions by our conpetitors. To highlight sone
of the revisions:

(a) Used Cars are inventoried at cost or whol esal e val ue,
whi chever is | ower.

(b) Incone fromfinance reserves is now considered as O her
I ncone on page 3 of the financial statenent instead of
being a credit to the cost of used car sales.

(c) Overallowance on used cars traded in on new car sales is
now bei ng shown in the new car section, page 4, as
"Di scount - New Car Trades".

(d) Authorized discounts on new cars are now bei ng shown in
the new car section, page b, "D scount-No. Trades".

(e) Overallowance on used cars traded in on used car sales
are now being shown in the used car section, page /4, as
"Di scount s-Used Car Trades".

There are, in addition to the above, various other changes, nost of which are in line
with present day business practices. The revisions will necessitate the

foll owi ng new journal forns: Cash Receipts, New and Used Car Sales, Parts-
Accessories-Service Sales, and a new financial statenent.

W strongly urge that you incorporate these revisions in your accounting systemso that
your financial statements in 1957 will be oonparable to other dealers'.

This will enable you to obtain the maxi mumval ue out of the guide figures rel eased by
your zone office each nonth.

Qur suppliers are now shipping the revision kits to those deal ers who placed their
orders so that they can commence using the new forns as of the first of the year.

| F YOU ARE ONE OF THE FEW DEALERS WHO HAS NOT PLACED YOUR ORDER W TH THE ZONE OFFI CE
AS YET, WE SUGCEST YQU DO SO | MMEDI ATELY.

W are attaching hereto for the guidance of your accountant a list showi ng the new
accounts provi ded and accounts whi ch have been changed effective January 1, 1957.

Your Zone Busi ness Managenent Manager will be glad to aid you in incorporating these
changes in your Anerican Mtors Standard Accounting System

Very truly yours,

L. M Pursley
Busi ness Managenent Manager
cc: Al Dealer Accountants
Al Zone Managers
Al Zone Busi ness Management Myrs.
Messrs. Abernethy, Raisbeck, Boyd



Acct . .

205
210
220
240
245
247
250
265
267
292
293
294
313
314
325
326
327
415
420
423
424
438
441
442
443
446
453
454
460
461
462
463
469
615
620
625
641
642
643
646
653
654
660
661
662
663
669

Anerican Mtors Sandard Accounting System

My or Changes Efective January 1, 1957

Account Title

Contracts in Transit

Not es Recei vabl e

Account s Recei vabl e

Inventory - Used Cars

Inventory - Paint and Body Shop Materials
Wrk in Process - Labor

Due from Fi nance Conpani es

Factory Parts and Labor Q ai s

G her Factory Receivabl es

Li fe Insurance - Cash Val ue

O ficers Notes and Accounts

Advances to Enpl oyees

Not es Payabl e - Banks

Not es Payable - Qthers

Accrued | ncome Taxes - Previous Year (Corp. Only)
Accrued | ncome Taxes - Qurrent Year (Corp. Only)
Accrued - G hers

Sal es - Passenger Cars - Retail

Sales - Commercial Cars - Retail

D scounts - New Car Trades

D scounts - No Trades

D scounts - Used Car Trades

Sal es - Labor - Factory dains

Sal es - Labor - Internal

Sales - Sublet Repairs

Sal es - M scel | aneous

Sales - Parts - Factory dains

Sales - Parts - Internal

Sal es - Accessories - Retail

Sal es - Accessories - Factory dains

Sal es - Accessories - |Internal

Sales - Gas, G| and @ ease

Sal es - M scel | aneous

Cost of Sales - Passenger Cars - Retail
Cost of Sales - Commercial Cars - Retail
Addi tional New Car Oredit

Cost of Sales - Labor - Factory dains
Cost of Sales - Labor - Internal

Cost of Sales - Sublet Repairs

Cost of Sales - M scel |l aneous

Cost of Sales - Parts - Factory dains
Cost of Sales - Parts - Internal

Cost of Sales - Accessories - Retail
Cost of Sales - Accessories - Factory d ains
Cost of Sales - Accessories - Internal
Cost of Sales - Gas, G| and G ease
Cost of Sales - Mscel | aneous

Type of Change

Account No.
Description
Description
Description
Description
Description
New Account
Description
New Account
New Account
New Account
New Account
Description
Description
Account Title
New Account
Account No.
Account No.
Account No.
New Account
New Account
New Account
New Account
Account No.
Account No.
New Account
New Account
Account No.
Account No.
New Account
New Account
Account No.
Account No.
Account No.
Account No.
New Account
New Account
Account No.
Account No.
New Account
New Account
Account No.
Account No.
New Account
New Account
Account No.
Account No.



Acct .

802
853
15
30
76
77
92
100

Account Title

Fi nance | ncone

Repossessi on Losses

Pol i cy Adjustnents

Adjustrments - Parts and Service
Contri buti ons

QG her M scel | aneous Expense
Enpl oyee Benefits

Provision for Income Taxes

In addition to the above listed changes, several

conpari son of the new and ol d Financi al

account s dropped.

Page E-5 of the Deal ers Standard Accounting Manual

accounts have been del et ed.

Statements will disclose the specific

has been del et ed.

Type of Change

New Account
New Account
Description
New Account
New Account
Account No.
New Account
Descri pti on

A
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HUDSOMN AUTOMOBILES KELVYVINATOGR
i N 14250 PLYMOUTH ROAD
NASH AUTOMORILES AMND LEONARD
SPECIAL PEODUCTS DETROIT 32 MICHIGAN mEFP LI ANCES
Decenber 19t h., 1956

TO ALL HUDSON DEALERS AND ZONE MANACGERS

Attached is price bulletin HFD 3 covering the Fl eet Sal es special equi prent

options. In releasing these options, full consideration has been given to the
speci al equi pnent requirenments of the various types cf fleet users and to the
conpetitive prices required to obtain such business. As a result you may now

sell the |lowest priced Taxicabs, Public Wility vehicles, Law Enforcement cars
and convertibl e Arbul ance station wagons in the industry.

As an exanple, Dealer Net Billing on a Ranbl er Taxi cab nodel 5715 equi pped with
HO DS, W, HD clutch, HSP, HD cooling system (Radi ator Shroud and Fan),

Vi nyl Uphol stery, HD Seat CQushions and Backs, 40 Anp Auto-Lite Low cut-in HD
Cenerator and HD Battery is $1696. 75.

The Ranmbler Wirk Sedan is a 5715 without rear seat but with vinyl covered hard
board panels in the rear seat area, This nbdel is proving to be very popul ar
with public utilities as a light service vehicle and is used in place of pane
or pick-up trucks.

Many local police, fire, health and recreation departments, nmanufacturing
plants, rural area doctors, nedical clinics, and undertakers are using station
wagons equi pped for emergency anbul ance service. The Split Rear Seat option
for the Del uxe and Super Ranbler Oross Countrys, coupled with the Coll apsi-cot
stretcher and the stretcher wheel pockets, which have been designed for the
Ranbl er, enabl e the RAMBULANCE to be sold at prices several hundred dollars
under conmpetitive units. Price and information on the Col |l apsi-cot stretcher
installation is now being prepared and will be rel eased shortly.

The sal e of Ranbl er and Hudson nodels to fleet users in your area means plus
sales, parts and service profits. In addition, an increasing yearly repeat
sales volune will result. Zone personnel and/or nmenbers of the Fleet Sales
Division are available to assist dealers in developing sales to this rapidly
expandi ng group of automnobile buyers.

Very truly yours,

W B. Ransey
D rector,
nb CGovernnment and Fl eet Sal es



To

From

W. E. Ramsey

AMERicaNn Motors CORPORATION S

PEUTED I U.5.A.

e

"
T e

- -
LEPETLY

INTERDEPARTMENTAL LETTER
Date December 7, 1956

Division Fleet SdesDivision

Subject Rambler Taxicab - Fleet Sales Brochure

Attached is a copy of the 1957 Rambler Taxicab Fleet Sales Brochure
for use in contacting cab operatorsin your area Additional copies
may be obtained upon request to your zone. Also attached is are-
print of the Rambler Taxicab Advertisement currently appearing in
both ATA hews, the publication of American Taxicab Association,
and Taxicab Industry and Auto :dental hews Magazines. In their
present issues both publications are giving 1957 Rambler Taxicabs
excellent editorial copy.

During October, the Fleet Sales Division participated, with

displays, in the American Taxicab Association Convention in Chicago
and in the National Association of Taxicab Owners Convention in
Cleveland. Asaresult of this participation, a number of orders

have been obtained and a great amount of interest in the: Rambler
Taxicab generated among cab operators. In order to capitalize on
this interest and the present advertising program, dealers should
contact their local cab companies at the earliest possible date.

To assist dealers in selling cab companies, 1957 Rambler Taxicab
demonstrators are either now or will shortly be available for
demonstration purposesin all zones.

Sales to taxi companies, while normally short profit, no trade
deals offer dealers plus car and parts sales profits,

W. E. Ramsey
Director
WBR:hmm Government & Fleet Sales
Att. (2)
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MASH AUTOMOBILES AND LEOMNARD
SPECIAL PEODUCTS DETROIT 32 MICHIGAN APPLIAMNT© GCES

April 3, 1956

TO ALL HUDSON DEALERS:

"A remar kabl e conbi nation of confort, conveni ence and perfornmance
at budget price plus al nbost unequal ed roadability and handling ease, " reports
the April issue of CAR LIFE nmagazi ne, on the 1956 Ranbl er

The attached reprint of this article is nowavailable in |imted quan-
tity at no charge and can be used effectively as a handout or mailing piece.
Your salesmen will want several copies on hand to pass out to prospects in
their daily calls.

Remenber copies are linmted, so place your order imrediately with
your zone or distributor. Al zone and distributor requests will be supplied
fromDetroit, so allow approxi mately one week for delivery.

A R SHELDS, JR
Manager - Hudson
Local Area Adverti sing
ARS: jn
Attach.
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May 7, 1956

TO ALL HUDSON DEALERS:

HUDSON HORNET SPECI AL ANNCUNCEMENT WEEK BEG NS MAY 13! |

On May 14 and 15 Hudson dealers will be dressing up their show
roons and calling up and witing prospects on the new nodels, My 16
the Hornet Special will be announced on the Disneyland program and al so,
a spread will appear in the May 19 Saturday Evening Post - on the news-
stands Wednesday, May 16. Newspaper announcenent advertising will be
schedul ed May 17 or 18, weekly newspapers will be schedul ed May 16
t hrough May 22.

Many dealers will want to tie-in with their own |ocal radio and
newspaper advertising. W are attaching Hornet Special 1-m nute and
chai nbreak |l ength radio scripts for your use.

Call your local radio representative and schedul e your Hor net
Speci al spot announcenent today for conplete additional advertising cov-
erage of your sales area.

A R SHELDS, JR
Manager - Hudson
Local Area Adverti sing
ARS: jn
At t ach.



e -Mnute #1

ANNCUNCER

HUDSON MOTORS DI VI SI ON
American Mdtors Corporation
May Hornet Announcenent

Here's a red-hot announcernent from (DEALER NAME) your

Hudson dealer -- it's the brand-new Hornet Special V-8.

It's powered with a conpletely new overhead val ve V-8 engi ne
of the newest short-stroke, lowfriction design.

Tal k about |ightning-fast power, this baby's got it! And,
check this with your budget pencil -- you get top V-8 nileage..
and you get it on regul ar gas,

But here's the best news of all -- the new Hornet Special V-8
is yours at a new low price. That's right, a new |ow price !
See the new Hornet Special V-8 at (DEALER NAME, ADDRESS)

today! Drive it! Try its sensational new, ultra-snooth Fl ash-
Anay Hydra-Matic. See how nmuch fun it is to pilot the newest

car of the year -- the new Hornet Special V-8.



HUDSON MOTORS DI VI SI ON
American Mdtors Corporation
May Hor net Announcenent

One - Minute #2

ANNOUNCER: Just Arrived, and beautiful -- it's the brand- new Hor net
Special V-8 ... at a newlow price, now on display at
(DEALER NAME). It's got everything -- an all-new V-8
engi ne that steps out with lightning-fast power, gives top
V-8 gas nileage ... and does it on regular gas. It has
Hudson' s new Fl ash- Anvay Hydra-Matic for snooth, jerk-
free accel erati on.
It has Hudson's 3-tines snoother deep coil ride its
twice as strong Double Safe Single Uhit Car Construction,
its big, wide, confortable Airliner Reclining seats, and
many nore wonderful features that make it the big val ue
car of the year.
See the new Hornet Special V-8 this week at (DEALER NAME,
ADDRESS). Wth a new low price it's mghty easy to buy ...

and it's alot of fun to own.



Chai nbreak #1

ANNOUNCER

Chai nbreak #2

ANNOUNCER

Here's a red hot announcenent - it's the brand- new Hudson
Hornet Special V-8 -- at a NEWLONPRICE It's V-8 engine
is conpletely new, gives top power and m | eage on regul ar gas.

See it today at (DEALER S NAME, ADDRESS).

Just arrived, and beautiful -- the new Hudson Hornet Speci al
V-8 ...At ANEWLONPRICE Al-new V-8 engine gives
l'ightning-fast power -- on regular gas. See it at (DEALER S

NAME, ADDRESS). Get a real deal on a real value !
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NASH AUTOMORILES AMND LEONARD
DETROIT 32 MICHIGAN
SPECIAL PEODUCTS 32 MICHIG APFPLIAMNMECES
June 5, 1956

TQ ALL HUDSON DEALERS

Trim#602 is no | onger avail able on Mddel 5615. It
has been superseded by Tri m #608:

Seat doth - Blue Bedford Cord
Bol ster - Of Wite Vinyl
Headlining - Gay Pattern

A sanpl e page of T-608 was attached to M. Levis'
letter of May 10th for inclusion in your 1956 Hudson Col or
and Uphol stery Sel ect or Book.

Yours very truly,

G L. Staudt

D rector

Advertising and Merchandi si ng
HUDSON Di vi si on

GaSs: nb



RTTT
i L
j L]

. .

American Mortors CorPoORATION

HUDSOM AUTOMOBILES EELVINATOR
N 14250 PLYMOUTH ROAD

NASH AUTOMORILES AMND LEONARD

SPECIAL PEODUCTS DETROIT 32 MICHIGAN mEFP LI ANCES

June 15th., 1956
TO ALL HUDSON DEALERS, DI STR BUTORS AND ZONE PERSONNEL:
Here's a kit to help you cash in on one of the fastest growi ng markets
in the car business -- the snall-car narket.
The sporty, inported Metropolitan is already Number Two in this field.

It ought to be ... and it can be ... Nunber One. The attached mat service
is designed to help you put it in that position

Look at the prospects. Vol kswagen, the current | eader, expects to sel
60,000 units in the United States in 1956; and at the rate they're going,
they' Il make it. Every one of these ears will be sold to soneone who
wants a snall car, an economcal car ... a car that's lowin price

long on gas mleage, and distinctively different.

And that neans that every one of these people could just as easily be
sold a Metropolitan!

More easily, in fact. Wth your nodel -change rebate, you have an extra
price advantage over Vol kswagon. In styling, the Metropolitan is twenty
years ahead. In performance, it offers over 50% nore horsepower. In ride
handl i ng, maneuverability, and confort, it doesn't have an equal in the
field. On every neasure of value, it beats the Vol kswagon by a country
mle:

And it sells, too. In every area Wiere deal ers have really got behind it,
it has becone a volune seller ... and a top profit producer.

If you haven't been taking advantage of this great, little profit-naker
start doing it now Display a "Series B'" hardtop and a convertible. Use
this mat service to advertise themto snmall-car prospects in your area

CGet your share of this fast-grow ng narket!

Ceorge L. Staudt
Hudson Adverti si ng Manager

AS: nb
ATT.
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June 15th., 1956

TO ALL HUDSON DEALERS, DI STRI BUTORS AND ZONE PERSONNEL:

The trenmendous response to this ad in the May 28 issue of Autonotive

News has proved its value as a great sales tool. Packed with the selling
power of the great Hudson heritage, it tells your prospects of the quality
product that has been produced for 47 years ... of the history of crafts-

manshi p and dependability that stands behind it.

Show that you're proud of your heritage. @ ve Hudson buyers a chance
to share that pride. Display this blowup in your showoom where prospects
can see and read it. W have a great story to tell. Let's tell it:

George L. Staudt

Hudson Adverti si ng Manager
GaS: nb
ATT.
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June 27th., 1956

TO ALL HUDSON DEALERS, DI STRI BUTORS AND ZONE PERSONNEL:

In a few days you will receive a poster-size reprint of
Phyllis MG@nley's "Ballad To A Brand-New Car" that won
the hearts of so many readers of The Anmerican Weekly.

It aptly expresses the unabashed thrill that cones to all
but the nost call oused newcar owners. It indirectly

in one of the Hudsons you have on display. Hang this poster
in a promnent place in your showoom- and use it to help
sel | Hudsons.

G L. Staudt
Hudson Adverti si ng Manager

AS: nb
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June 28th, 1956

TO ALL HUDSON DEALERS, DI STR BUTCRS AND ZONE PERSONNEL:

Here's a nmarket you may have been overlooking ... a goldmne if you handl e
it right.

The attached ad appears in the August issue of Ebony; hits the newsstands
early in July. It talks directly to the Negroes in your comunity; and it spot-
lights a feature -- Twin Travel Beds -- which only American Mdtors deal ers can offer

To understand how i nportant this feature can be to a Negro prospect, just
ook at his situation. Despite recent Suprene Court decisions in his favor, he is
still subjected in rmany parts of the country to the inconvenience of separate wait-
ing roons, separate toilet facilities, separate seating in public vehicles. And
because of this, when he travels, he travels by car

Research by Dr. Daniel Starch shows that 73% of Negro men and 54% of Negro
wonen vacati on by aut onobil e!

Even so, the Negro traveling by car lacks the nmobility and freedom of
choice which you and | enjoy. THE FACT |S THERE JUST. AREN T MANY PLACES | N WH CH HE
CAN SPEND THE NNGHT. He must travel a nmore or |less fixed route, never wandering far
fromthe small percentage of hotels and nmotels which will accept Negro transients.

Twin Travel Beds answer his problemperfectly. They allow himto travel
where he wi shes, always sure of a good confortable night's sleep. They can save him
noney every night of the trip. And, best of all, they guarantee himthe kind of
vacation which he and his fanily can really | ook forward to!

Selling to Negroes is not rmuch different fromselling to white people.
They expect, and respond to, the sane friendly courtesy you show any prospect; and
they resent being patronized or talked downh to. As a group, they are unusually
brand- consci ous. They | ook for and appreciate the quality points of a car; and once
you've sold themthey' re hard to switch. Sell prestige, too ... after centuries of
suppression the Negro is especially interested in products which will give himrecog-
nition anong his fell ows.

This is a narket that's really worth your while. G after it now Use
your exclusive Twin Travel Beds to sell the vacationing Negro, and you'll chalk up a
real sunmer sal es bonus for your deal ership.

asS: nb CGeorge L. Staudt
Attach. (1) Hudson Adverti si ng Manager



Sleep in your Hudson...
pay part of your trip!

Ll e s = e
Exclusive Twin Travel Beds save you money every trip
.. . guarantee you the best overnight accommodations!

Just fold back the seats, and there
they are . . . the roomiest, most Com-
fortable beds this side of the Ritz!

With a Hudson, you forget about
“pmo vacancy' signs. You save
enough to pay for your vacations.
You get a geod night's sleep where-
ever you are, A ned you el the

roomiest. smoothest-riding car on
the rowd 1oday,

You can drive a luxurious, porwer-
packed Hudson V-8 for hundreds
of dollars less than other cars in its
class, Why not phone vour Hudson
amd Rambler dealer for a demon
stration drive today!

Products

Hudson # ..

HORMNETS -

WASPS

RAMBLERS + METROPOLITANS

4 poge

FPREFARLE BY

[B.5-Fs |

BrROOKE, SMITH, FREMCH & DORRANCE,

Al Mo, B-554

DT-7992 - Finghad  5-28-54
LT Mo, 13344

horizontal] 4% x 4—8 B W —Fhany, Avgusi, 1856
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Novenber 15, 1956

TO ALL HUDSON DEALERS:

The Hudson announcenent ad ... full page, four colors ... "Announcing
The Trim New 1957 Hudson Hornet V-8 ... Wy Up In Power, Wy Down
In Price" will appear on page 2 in the Novenber 24 issue of the
SATURDAY EVEN NG PCST (on sal e Novenber 20). This is the sane hard-
hitting Hornet ad which appeared in the Novenber 12 issue of LIFE

In the POST the ad will appear opposite Table of Content page. n

the latter page there will be an ad featuring HUDSON and SOLEX Safety

d ass by Pittsburgh Plate 3 ass Conpany.

This SOLEX assist will virtually give us the effect of a two-page spread.

Watch for these ads. Use them

Don't forget to display the blowup of this Hudson Hornet ad which
you have.

Very truly vyours,

G L. Staudt
Adverti si ng Manager

Hudson & Metropolitan
dr






L
.Iﬂq‘
[]

2 .

American Mortors CorPoORATION

HUDSOMN AUTOMOBILES KELVYVINATOGR
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March 3 1956.

TO ALL HUDSON DEALERS:

In our letter of February 29th we gave you the details of a

trenendous i nsurance programwhi ch we devel oped to hel p you sell nore
cars.

Yesterday we | earned that one of our conpetitors had found
out about our programand was planning to institute a simlar activity
and make a public announcenent prior to the dates on which we had pl anned
to nake ours. In addition, their programcalled for $20,000. of insur-
ance, or doubl e the anount which we had set up in ours.

The reason that we planned to go into the insurance program
was to dramatize our double-strength, single-unit construction and to
back up our clains that it is the strongest, safest and nost nodern con-
struction in the industry. The other manufacturer does not use unitized
constructi on.

As a result, we have nade the follow ng changes in our program
| amcertain that you will agree that we have done exactly as you woul d
have w shed us to do.

(1) V& increased the amount of total coverage from $10, 000
to $25,000. On the new basis, the owners of all privately
owned new, unused Anerican Mtors autonobiles purchased from
an Aut hori zed Anerican Mtors Dealer in the United States or
A aska, on or after March 7th, will be covered by $25, 000
per sonal aut onobil e acci dent insurance. The insurance does
not cover Fleet owners, Government or Corporate owned cars.

This neans that if either husband or wife is fatally injured,
while riding in an Arerican Mdttors car, during the first year

of ownership of any American Mdtors car they purchased from

an Aut horized Anerican Modtors Dealer, after March 7, 1956, their
estate will receive $12,500. This conpares to $10, 000. under
the previous plan and represents a 25%i ncrease in coverage.

In the event both husband and wife are fatally injured under
simlar circunstances, the estate will receive a total of $25,000.
This conpares to $10, 000. nmaxi mum under the old plan and rep-
resents an increase of 150%



Page 2.
TO ALL HUDSON DEALERS

Even t hough we have nore than doubl ed the coverage, the increased
cost of the "Safety Pronotion Programi has been increased from
$3.94 a car to only $4.97. As we advi sed

you in our letter of the 29th, this anmount will be billed to you
on invoices on all cars shipped to you on and after March 16t h.

There will be no billing to you on the cars which you now have in
stock or which will be invoiced to you between now and the 16th
of March. American Mdtors will assume the expense on these cars.

(2) W imediately stepped up the rel ease date on publicity and gave
the press full information on our new program at noon, March 2nd.
It has already received wide publicity in both newspapers, radio
and tel evi sion.

(3) VW were able to change all advertising copy from $10, 000" to
"$25, 000" with the exception of the advertisement which will run
in the March 5th issue of Autonotive News. This advertisenent
will carry the $10,000 figure.

(4) W also stepped up the date of rel ease of newspaper adver-
ti sements which were due to appear on March 8th. The first
newspaper ad appeared on March 3d and papers everywhere wil |
run ads as quickly as we can get copy in their hands.

The net result of these changes in our plans will be to give
you the first industry announcenent, and the greatest benefits of
such a program

V¢ will give you full details at the Zone and D stri butor
Meetings schedul ed for your area.

Sincerely,

NKVanDer zee: AHJ Vi ce President.
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Novenber 13, 1956

TO ALL DEALERS

Vell - it |ooks as though the fanmous cartooni st George Lichty has really "teed
off" on sonme of our nmjor conpetitors again:

"Never Before Such G nm ck-Packed Design"
"The NEw FI NNY El GHT Wth The Daring Years Ahead Backward Look"
"I TS HERE- - New Conpati bl e Candel abra Fi shy Tail Lighting"

--And what is the sal esman saying to the parents of the curious youngsters?
"...And under our new 'famly paynent plan' the whole famly cuts
down on food, clothing and essentials...enabling you to nmake the

paynents!"

Actually, if Lichty is famliar with the figures - and he probably is - he
"isn't kidding" about this "famly paynent plan."

In 1955 passenger car owners spent 14.4 Billions of Dollars (NET) for the
PURCHASE of New and Used Cars. They spent 17.5 Billions for the OPERATI ON of
these vehicles.--A grand total of 31.9 Billions of Dollars spent in one year
for personal autonobile transportation. On Decenber 31, 1955, they owed
14.312 Billions on the cars they were then operating.

On the sane date the Anerican people owed 88.7 Billions on the hones they were
t hen occupyi ng.

At the sane tinme they OMNED 13.583 BILLIONS on tel evisions, radi os, appliances,
horre furni shings and ot her consuner goods they then had in their possession

These three debts alone total 116.595 Billions of Dollars.

At 6%interest it is costing - conservatively - $6,995, 700, 000. 00 per annum
just to carry this terrific debt burden

So--you can see why Lichty is - half-jokingly - suggesting "the whole famly
cuts down on food, clothing and essentials..enabling you to make the paynents."

Fact is with many famlies food and clothing are about the only budget accounts
left to which they THHNK they can turn for funds with which to try to pay for
bi gger and nore expensive cars.



- 2 - Novenber 13, 1956

In this country today personal transportation has al nost reached the sane
category as food, clothing or shelter as a hunman necessity.

However, in getting frompoint "A" to point "B" mllions of people can't
ACTUALLY afford to drive the Juggernauts they are now operating and trying to
pay for.

The curb weight of the average Anmerican car today is 3,950 | bs. (alnost 2
tons), and the average overall length is 210 inches. The latest reported U S
average mles per gallon is 14.58.

An increase of just 5 mles per gallon in gasoline nmleage al one woul d save
Arerican nmotorists 2.5 Billions of Dollars each year.

Had all the peopl e bought and operated Metropolitans in 1955, they coul d have
saved approximately 16 Billions of the 31.9 Billions they spent for and on the
cars they did buy and operate.

Sure - they can't all use Metropolitans.--But think how easily the Anerican
peopl e coul d have saved 7 or 8 billions that went for needl ess extra bul k and
usel ess extra exhaust funes.

I nvestnent funds are getting scarce - credit is tightening - interest rates
are on the upturn. The Amrerican Bankers Association at its recent Nationa
Convention has asserted "the good ol d-fashioned virtue of thrift has never
needed stronger enphasis".

What a thrift story you have to tell with both the Metropolitan and the
Ranbl er--and what a tinely opportunity to tell it.

Both the American Bankers Association and George Lichty have hel ped "to open
the door" for you.

Attached are five reprints of the "Finny E ght" cartoon. Use themto |ead
into your great sales story.

If you want copies of the American Bankers Association "Thrift Resolution" |et
us know.

CQusade hard for "Mre Intelligent Mdtoring”. It will put nmoney in your pocket.

Sincerely yours,

J. W Watson
Sal es Manager - Metropolitan

METRCOPCLI TAN--"The Wrld's Snartest Snaller Car"




The Detroit JFree Press

GRIN AND BEAR IT By Lichty
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* o o And wnder our new “family payment plan’ the whole
family euts down on food, clothing ang essentisls - . .
ennbling vou to make the paymernts?”

SATURDAY, NOVEMBER 10, 1956
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Novenber 20, 1956

TO ALL DEALERS, ZONE MANAGERS AND OTHER DI STRI BUTCRS:

To nmake sure you don't mss the Sylvia Porter story-- "Big
Future for Small Car", which recently appeared in 170 | arge
daily papers, we are attaching a reprint.

Resulting froma recent New York interviewwth M. GCeorge
Rommey, we think it carries a strong "third person" endorse-
nment of the down to earth concepts underlying the basic
benefits of the Ranbler and Metropolitan in nmeeting today's
personal transportati on needs.

Armyourself with this powerful extra selling tool

If you want additional copies |et us know right away.

Yours for "Mire Intelligent Mtoring"

J. W Vatson
Sal es Manager - Metropolitans



Your Money's Worth

Big Future for Small Car

By SYLVIA PORTER

“T}H}SE long, sleek cars
that millions of vou will
be buying in 1857 are mech-
anized dinosaurs. Weight
and bulk on cars today ara
as old-fashioned as weight
and bulk on women. . . .
“Although the gianis are
still concentrating on large
cars, the family car built for
group travel soy :
is becoming ob-
golete. Coming
up strongly is
the one-twa
passenger car 5
suitable for
suburban living
and short trips
to work, stores,
schools, ete. . .
“Every Amer-
ican auto com-
pany except ours is building
cars on the ‘oxcart’ principle
with separate frames and
bodies. This wmethod of build-
ing cars became outmoded
when modern airplanes were
developed. . . .

~ "“The future of the auto
industry lies in the ‘compact’
car which has the room and
comfort of the hig ones but
which can be handled and
parked more easily and
which is cheaper to drive
md maihtﬁi-n LR | l”
* & *

GEORGE ROMNEY, pres-
ident of American Motors,
was in New York the other
day and I tagged him for a

private talk. Romney is the
author of the above quota-
tions—which you must agree

Porter

are provocative—and he had
plenty more to say.

So dominant are the Big
Three —General Motors,
Ford, Chrysler—in our auto
industry that you rarely hear
from spokesmen for the only
two independents left. Rom-
ney heads one of these two—
and even the most ardent
defender of bigness in busi-
ness must hope the inde-
pendents thrive.

But how can American
Motors survive against the
fierce competition of the Big

:| Three? Although when

measured by any standard
outside of the auto industry,
AM is a huge enterprise,
within the industry it is a
pigmy. What's more, in the
nine months ended this past
June, AM lost a thumping
$7.8-million. It can't begin
to mateh any of the Big
Three in spending on re-
search, equipment, expan-
sion, advertising.

Yet Romney's confident
forecast is that AM will sell
25 per cent more cars in
1957 than this year and it'll
be in the black.

“American Motors will
survive,” he says with de-
termination — and he bases
his faith primarily on his
company’s concentration on
smaller, compact cars — the
Rambler and the Metropol-
itan.

- * * *

ROMNEY DOES have a
valid point when he suggests,
“It's silly for a suburban
housewife to drive a two-ton
car to the store to buy a
lipstick.”

He iz touching an impor-
tant area when he empha-

sizes that the success of the
foreign-made small cars in

our market telegraphs the |

growing demand here for an
auto built for just one or
two passengers. “Travel now
is for personal mobility as
against group mobility.”

Certainly, he is on sound
ground when he stresses the
trend toward two and three
cars per family. Already,
close to 6 million families
own more than one car. The
estimate in the number of
multiplecar families is
climbing at the rate of 700,-
000 a vear. A second car is
becoming more and more a
“must” in the suburbs “and
this second car should be a
smaller one."

And he is not being fool-
ishly optimistic when he says
that while he expects the Big
Three to move into the
smaller car field too, “if we
are first, we will have the

advantage of being the lead- |

ers. The field will be big
enough for the independ-
ents as well as the giants.”

* * *

BUT IF American Motors
doesn't survive the compe-
tition?

“We must not fail. 1f we
do, the entire nation will be
the loser.”

Of course American Mo-
tors will have a struggle.
But its fighting decision to
“give the public something
different, to avoid duplicat-
ing cars already available in
mass” makes sense. AM well
may have a better chance
than many give it {0 more
than make the grade. I sure
hope it does.

Copyright, 1956 Hall Syndicate Inc.
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Novenber 21, 1956

TO ALL DEALERS, ZONE MANAGERS AND OTHER DI STRI BUTCRS:

Attached is a copy of "There's No End" an editorial appearing in today's issue of
"The Detroit Free Press".

Apparently there IS no end to the problens resulting fromthe epi denic of bigger
cars that is sweeping certain segnments of the autonotive industry.

"What's one nman's sl eekness IS another's nonstrosity"--and it isn't confined to
t he show peopl e.

Attached also is a reprint of an announcerent of the erection of a new Ford
assenbly plant at daycono, Mssouri, which states in part:

"Wien assenbly starts at O aycono, production will stop at the
Kansas Gty plant which no | onger can accomodate the new Fords
with their added length."

The CAR MANUFACTURER has to have a bigger plant if he persists in making his cars
bi gger and bigger.--And the disconsolate SHOMWEN wi |l HAVE to "buy nore real
estate - if available".--O join up with us in the "CGrusade for Mire Intelligent
Motoring", and talk nore of their patrons into buying nore sensible cars.

Car owners certainly don't need Juggernauts to take the "average of two patrons"
to the novies.

Show these reprints to your |ocal theater operators. Commi serate with them
Ofer to trade your help for theirs in a mutual effort to solve their parking
problemwi th nore Ranbl ers and nore Metropolitans.

Ask themto "start the ball rolling" by buying smaller cars thensel ves!

Isn't that a "fair proposition"?
Yours for Mtores Prudentiores*
J. W Vatson
B Sal es Manager - Metropolitans

*More Intelligent Mtoring



The Betroit Free Press

WEDNESDAY, NOVEMEER 21, 1956

* ®= ¥ :
There's No End . .. |
. « - to the conflicts which come with change.
Or, to be more specific, what’s one man's |
sleekness is another’'s monstrosity.

We've been reading Billboard, the amuse-
ment world weekly, and find showmen mak-
ing an outcry against the increasing size
of automobiles. We've never thought of it
from their viewpeint, but a few inches on
a car can be cause of great anguish to man-
agements of crowd-attracting events.

VWhere an acre used to hold 75§ cars just
after World War II, only 65 can be put on
it today. Not only does each car need more |
room, but driveways must be more ample. |
And that isn't all of it.

Back when cars were harfler to come by,
as well as being more compact, five patrons

usually arrived in each one. Now the aver-
age is two.

We can't recommend any remedy except
to sugpest that showmen buy more real
estate—if awvailable. Doubtless they won't
think much of this solution, and if we were
in their shoes we guess we wouldn't either.
But at least it's only fair that these facts be |
pointed out to people who tend to be testy
about finding insufficient parking accom-
modation outside the places they've got
tickets to get into.

*  m %
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Decenber 28, 1956

TO ALL AMER CAN MOTCRS DEALERS, DI STR BUTCORS AND ZONE MANAGERS

At the recent national convention of the American Bankers
Associ ation the nost publicized statement was, "the good ol d-
fashioned virtue of thrift has never needed stronger enphasis."

W believed this statenment was very timely because of a bookl et

Wwe were preparing titled "Are You Burning Your Money?" The bookl et
is about Elner, a typical American, and his autonobile problens.
Sonetinmes, we wonder if he realizes these problens.

Ve t hought the bankers would be interested in the "E mer" story, too.
The booklet with this letter and a Metropolitan folder is being

sent to 14,309 bank presidents, which means EVERY bank presi dent
inthe United States. Discuss this material w th YOUR bank

presi dent . CGet himon your side for "nmore intelligent nmotoring.”
CGet himto buy a Metropolitan or Ranbler, if he does not already
own one.

Yours for Mdtores Prudenti ores,

J. W Vatson
Sal es Manager - Metropolitans
dr

P. S. Be sure you cover every bank in your trading area.



