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had to be taken off a prospect’s 
lhands before he could be Induced 
to buy a new one, and they realized 
too that, properly handled, It was 
possible to make good money out of 
these second-hand cars, 
agreed, however, that it was a busi- 

in itself; that selling second-
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BRANTr faces Fresh Problem
They all

dent Wilson and is, therefore, entit
led to some consideration. I refer 
to Colonel Theodore Roosevelt, who 
should know something a bout what 
the attitude of a president of the 
United States should be. The article 
says:

“The colonel bitterly announced 
that until an emphatic stand is tak
en by the American government on 
the Belgian deportations any state
ment about our “stand for right
eousness in the nebulous future is 
both ridiculous and insincere.”

Coptinued from page 11. 
should point out the difference to 
him it would be a blessing.

Mr. Pugsley: It is claimed in the 
United States that what he said was:
“as claimed by their respective gov
ernments, and as announced to their 
own people.” This is the qualifica
tion that is put upon it there.

Mr. Cockshutt: Unless my hon. 
friend is an emissary from the Pres
ident, I do not think I can quite ac
cept his interpretation.

Mr. Pugsley: I happened to be in ___the United States when the note was j wor(ls o( ou“' governm^nt tlh,s
sent, and when it was quoted in the j matter are to be accepted as the 
newspapers. That is the interpre-. most empty of all idle and emptv 
tation that was put upon it. words, to

Mr. Cockshutt: My hon. friend 
was probably reading it in the apol
ogy for the first remarks. It is very 
clear to my mind, though it may not 
be clear to the hon. member for St.
John city, that the President sees 
very little difference between the 
aims of the respective sides. That,
I think, he has made clear. He sees 
very little difference in the objects 
for which we are striving, and he 
thinks it is a good time now to call 
it off. He says that there can be no 

. Peace with victory; that neither side 
will get the victory. I do not want 
to misrepresent the President of the 
United States; he is

WUftt is to be Done With the Second-Hand Carl 
Some New Uses for It Must be Found ness

hand cars and selling new cars were 
just as much apart as selling paste 
pearls alongside of real ones. It 
takes one kind of a salesman to sell 
9- paste pearl and another type to 
sell a real one, and for the same

_It takes one kind of a sales-
to sell second-hand automobiles

1
What is the automobile industry 

êoing to do with its second-hand car 
problem? With used cars backing up 
on the dealers as they have been, ty
ing up needed working capital and 
dividing valuable sales energy, a situ
ation is devetb|iirig which bids fair 
tar become a serious menace to the 
future of the industry. Automobile 
manufacturers have long been aware 
of the situation. In fact Printers’ Ink 
printed an article by Hugh Chalmers 
as early as 1912 pointing out the 
danger. But up to the present, inter
est in the problem has been 
fined to makers and dealers, 
the record production of last year, 
and 'plans under way for an even 
greater production this year, the sec
ond-hand probleiy seems to have 
broken through this inner circle, and 
is now engaging the attention not 
only of those in the automobile in
dustry, but of advertising men and 
bankers as well.

Only the other day Printers' Ink 
was informed of a bankers’ meeting 
held behind closed doors to discuss 
this very problem. In the same city, 
and almost at the same time, an
other meeting was held to lay the 
plans for a gigantic second-hand car 
exhibition. This meeting was attend
ed by the moving spirits of the Chi
cago Automobile Trade Association. 
And from all parts of the country 
comes news that gives evidence of a 
growing appreciation of the import
ance of the second-hand problem and 
its necessary solution. Even advertis
ing men are asking themselves what 
will happen to the present volume of 
automobile business, if the advertis
ers' distributing channels become 
choked with second-hand cars.

Strange as it may seem, the sec
ond-hand car problem is not a prob
lem of demand, but a problem of 
merchandising! “As far as I can see,” 
said Ralph Van Vechten, vice-presi
dent of the Continental and Commer
cial National Bank, of Chicago, “the 
time will never arrive when the sup
ply of second-hand cars will exceed 
the demand. Judged from that angle 
the second-hand problem will never 
be a serious menace to the industry. 
The reason for this is that there is a 
great stratum of our population 
which is capable of absorbing thou
sands and thousands of cars every 

I refer to the mechanic and

dealer, Hugh Chalmers put this quite 
clearly in hie Printers’ Ink article of 
four years ago. 
two sales to make one profit,” he 
wrote, “and unless a dealer is a 
pretty shrewd trader, it is very apt 
to mean two sales without any pro
fit. No end of automobile dealers 
have traded themselves out of busi
ness.”

“It means making

MOTORCOreasons
man < _.......
and another kind to sell new ones 
which the factory stood behind, and 
which were a credit, rather than a 
black mark, to the good name of the 
dealer Selling them.

“Apparently no one in the auto- 
mobile business seemed to have lull y 
grasped the fact that dealing in sec
ond-hand cars is a business in itself. 
But in that thought the Milwaukee 
dealers saw the solution for 
troubles, so far as used cars were 
concerned. ’Why not all chip in and 
start a aeoond-ihand business to
gether?’ spoke up one dealer, 
that is exactly What théy did. 
$100,900 corporation was formed, 
and the stock subscribed to by all 
the dealers. The sole purpose of this 
company was to deal in second-hand 
cars, and it is spoken of in 
trade as the ‘clearing house.’ 
member of the association will touch 
a second-hand car. But he will hon
or the clearing house’s certificate.

“Now let’s see how this plan works 
out from the standpoint of the deal
er. When a buyer gets ready for his 
new car, instead of taking it from 
dealer to dealer, playing one against 
the other to extract the biggest al
lowance, he is referred at once to 
the clearing house, 
house manager appraises his car, 
and pays him the scheduled price for 
it. This payment is made in the form 
of a certificate, which any member 
of the clearing house will accept as 
cash in payment on the car he finally 
decides to purchase. The dealer mak
ing ,the sale in turn takes the certi
ficate back to the clearing house, 
which redeems it at its full cash 
value.”

Such a plan, it would seem, should 
go far to remedy an already bad 
situation in cities having trade as
sociations. It leaves the dealer and 
his salesman free to give all their 
time to pushing the manufacturers’ 
cars, and puts the Whole used-car 
problem into the hands of experi
enced men who are able to give ft 
their entire attention. In this way 
the distributing machinery of the 
manufacture is speeded up decidedly 
all of which means more money for 
the dealer, more for the manufac
turer, more for the advertiser—with 
less risk fori the banker.

Just how serious the situation -s 
from the dealer’s point of view, 
which necessarily is of prime con
cern to the manufacturers, is indi
cated in a circular sent out by the 
Chicago Automobile Trade Associa
tion in connection with a market re
port which it furnishes to dealers. 
The purpose of this report is to 
standardize trade-in-values, and fix 
a certain standard price for various 
makes of cars, in various stages of 
wear and tear. The figures quoted 
in this report are compiled by ap
praising committees from the various 
organizations of dealers who meet at 
the end of the three months sales 
period and submit 
on all cars listed in 
report.

“The second-hand business of most 
dealers,” states this circular, “has 
been as uncertain as wooing ’war- 
bride’ stocks on an unlucky day. It 
is the fly in the sales ointment to 
dealers, sales managers and mak
ers.” Unless, as Hugh Chalmers puts 
it, a dealer is a shrewd trader, he is 
sure to make a good many bad trades 
in the course of a year’s "business. 
In his anxiety to make the sale he 
allows more than he ought to on 
a car. Consequently, to break even 
he has to get more than the car is 
worth. With the present carefully 
maintained prices for

Agents for the following cars
remember C.. 

three plain bits of homely fact.
“The first is that it is worthless 

to make promises about the future 
unless in the present 
we have already made.

That is a truism.
“Unless this government is prepar

ed at this moment to take emphatic 
position as regards such a hideous 
outrage as the deportation of the 
men and women of northern France 
and Belgium it is both ridiculous 
and insincere for us to mouth about 
standing for righteousness in the 
nebulous future.

“Moreover, unless the government 
, very high up m” ,bril?,S. th,e ,peace ot Justice to

and I am very low down. My hon Mexlco it had better not talk about 
friend thinks that I misquoted him ?hCUr “«? thv 1,eare 
or misunderstood him. It that is the ^^««hout the world, 
case I do not care to cut very much fh0 A,«Z.e <rdb fl"ee,}oto, of the seas, 
of these clippings on Hansard hut t ln°8t important element in it 
wish to read expression of 8freedom tram murder, and until 
opinions held by others’^ with regard fvp government has taken an effec- 
to the utterance of the President - I H and to, preve,nt the murder of

ConUnumJ10 h1*16 TO,°Dt0 Gl0be' dom of lhe seas. Inferring wfth

ssrsx-xssrrssu J5*r* ......—— **“
tors m v nose ears the last cries of about it. It seems particularly no

:rr^=fc» svsæ
“You ,, President Wilson, should have felttou (lid not dale resent the pir- called upon to interfere in the hit lc7 d*d ;,“u/der and I10W’ forsooth, tie tha^is goh.g m, among preUy

bravest hv the‘>.e»nAUT bcst and nearly all the nations of Europe bravest bj the hundred thousand One of the proverbs of P
Hon the, ihousaud mil- comes to my mind just at the mom-
g£wM .BiiHuEHEiS

“You. and the great nation whose bitten the ‘right and he win’ lei
chief magistrate you are, stirred no bitten on the left' and hehTnrt M
finger to save public law from be- hon gentleman satT ’

the future of our race, the safety of In other wnrde ^”6 ??
SK flimsy StiguarTUteés h°ave .been^Ug^o have Them 
with which vou would huckm? the as‘ their lot wlth the allied nations 
neaceT the worlcT th 'vho are fighting for civilization, for
P “The men who tore up the scrap ^“naTonsTf E~Utli,the
yLTnort:esthaendmsûnkh0freaslBhThips TwTT TTonmiTT d°th F
while you were thinking of fresh Tants to introduce and that he
i^JTlse ”Vl11 r6spect force and noth* wants incorporated in the peace
lugeise. which is to come. Well, although I
er Here8 Ta view frnm the LnTnf" believe that this war will terminate 

the land o£ within the next two or three years, 
«7* . . , . . I believe that if we have to incor-

A Pfac®. T.1Ch. has for lts begin- porate president Wilson’s Utopian 
nias tde greatest crime in history jdea in tbe peace arrangements, we 
wiBmot be a just nor solid peace. won’t have peace in a hundred 
Firet we wish sanctions and repara- , do not believe that it will
tions—if President Wilson accepts be accomplished. It is not for this 
«W»e indispensible guarantees, the world; it ls for the millennium. It 

™ eas£’ .. . , ,, belongs to the next world entirely,
French paper thinks that we and will never be found here. The

would be building a Peace on the views of President Wilson are en- 
greatest crime in history. T have titled to our consideration, but, as 
only one other expression of opinion we are reminded by Theodore
here; it is that of a man who has oc- Roosevelt, he has a think coming as
cupied the same position as Brest-j Continued on page 15.
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Dodge Bros. Motor Carscon-
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Touring and Roadster......... $1,100 and freight
Winter Touring and Roadster $1,335 and freight 
Convertible Sedan—Price $1,685 and freight
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the quarterly $1.650 and freightTouring and Roadster -

of justice

Maxwell Cars
$ 890 
t 870

Touring ........................................... .......
Roadster ...................................................
Cabriolet.....................................................
5- Passenger Sedan ... •....................
6- Passenger Town Car.........................

All Cars f. o. b. Windsor.
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1235
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second-hand
cars this is not easily done, with the 
result that the dealer finds himself 
possessed of a white elephant. By 
and by he adds other white elephants 
to his collection, until pretty soon he 
finds that all his working capital is 
tied up in the white elephants, and 
about 80 per cent, of the selling en
ergy of his organization is wasted 
tiding to dispose of undisposable 
cars. There is only one solution. He 
must take a loss.

At first thought it might seem that 
it doesn’t make any difference to the 
manufacturer and his financial back
ers how many white elephants 
dealer has grazing off his bank ac 
count. But -the manufacturer is 
largely dependent on the dealer’s 
working capital to absorb his output 
for cash. "Pragtically every automo
bile sold in this country,” said Mr. 
objectives and the German attempts 
Van Vechten, in explaining how the 
automobile industry was financed,
“is sold for cash to the dealer. Con
trary to public conception, there are 
no manufacturers I know of who 
finance their dealers, with the ex
ception of one or two who are inter
ested in concerns organized for the 
purpose of handling the dealer’s pa
per. When the dealer gets the stock 
he has paid for he puts it into the 
warehouse, insures it against fire 
and theft, and gets a warehouse re
ceipt. This receipt he brings to his 
banker, who in turn loans him the 
money against it. This money he can 
use either to run his business or buy 
new cars.”

It is obvious, then, that if this sur
plus working capital is sunk into 
slow turning and dead merchandise, 
it not only cripples the dealer, but 
the manufacturer ls deprived of its 
use. Instead of buying one hundred 
cars the dealer will only buy twenty- 
five. Such a condition carries with it 
various problems, both manufactur
ing and selling for the maker. If al
lowed to run. its .course it would- 
soon place the automobile mgnufacr 
turer in an unenviable position. Fur
thermore and of still greater Import
ance, the manufacturer will only get 
a portion of the selling energy of 
the agency, whereas he already re
quires every ounce of energy an — 
agency can give to his proposition. SE 
It is human nature that a salesman 
will try to unload his slowest-moving 
stock first, and .of course if the 
dealer sells a second-hand car, where 
he might have sold a new car, the 
new-car maker must shoulder the 
burden.

We are Agents for General Motor Truck’s 
Ranging from 3-4 Ton to 5 Ton.

Solomon

Every facility for washing and repairing cars 
in an up-to-date manner. Cars Stored.

GARAGE m SHOWROOMyear.
laboring classes who are fast ac
cumulating. a cash surplus and who 
are able aud willing to give the sec
ond-hand fCa.r the attention it re
quires, This population, coupled with 
the thousands of liveries and taxi
cab companies which are springing 
up in small towns, to say nothing of 
the “jitney” drivers who are gradu
ally spreading out their field, will, in 
my estimation, take ample care of 
all the second-hand cars which go 
back on the market for many years 
to come. Then it must be remember
ed too, that the life of an automobile 
is not everlasting. It wears out just 
as a pair of shoes wear out, A man 
might just as well talk about a point 
of saturation in the automobjle in
dustry as in the shoe industry.”

Second-hand Problem Defined

a

39 DALHOUSIE STREET
Bell Phones 370, 515, 2253 Automatic 270

—

Children Cry
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EIIIIHHHIIIIIIHIIHIIBut the second-problem that the 
bankers see is the same problem that 
the manufacturers have seen for 
many years, the effect that trading 
in old cars for part payment .has on 
the merchandising efficiency pi the
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PRICES: PRICES I
Four Cylinder 

Cars
Model D 34 Roadster
......................... 9895.00
Model D 35 Touring
......................... 9010.00

F. O. B. Osbawa

Six Cylinder 
Cars

The Milwaukee’’ Plan.
So then it becomes clearer how the 

second-hand problem directly affects 
the maker and advertiser of automo
biles. But it is not so clear what the 
user and maker of automobiles can 
do to divert this growing menace. 
The Trade Associations of both Chi
cago and New York have done good 
work along these lines, especially in 
maintaining a uniform standard of 
values on second-hand cars, But au
tomobile manufacturers and dealers 
interviewed by Printers’ Ink 
to feel that the problem is still a 
long way from being solved. That it 
will be solved, and solved in the very 
near future, few of the 
sentattve
doubt. But how, none was prepared 
to say.

Of ail the plans which have been 
tried out the one which seems to 
come nearest to a solution is what 
is known as the “Milwaukee” plan. 
This plan was explained to Printers’ 
Ink by a Chicago dealer. “It is still 
too early to say whether the Milwau
kee plan is going to succeed or not," 
he said, “but it looks promising and 
is being very closely watched by all 
the manufacturers. As I understand 
this t>lan the various members of the 
Milwaukee dealer’s association got 
together and agreed that something 
had to be done about ridding their 
skirts of the trade-in 
hand problem. After some discussion 
they decided that the easiest way 
to get rid of it was to rid themselves 
of it. So they all agreed that after a 
certain date they would no longer 
accept need cars in part payment for 
new ones.

“But they realized that a used

DORT Model 1> 62 Light
Itoadster ... .$1185.00
Model 1> 68 Light
Touring .,...$1195.00
Model D 44 Medium 
Roadster ...$1390.00
Model I) 45 Medium 
Touring . ...$1450.00
Model D 44 Special 
Itoadster .. .$1490.00
Model D 43 Special 
Touring. ... $1550.00
Model 1> 47 Sedan 
... ... ...$2350.00

The First Impression Lasts
Firet sight of the 1917 Gray 
Dort will impress you. The 
trim, smart lines—the neiv 
conveniences and the com
fortable, substantial atmos
phere of the car carry great 
conviction.
Tbeu get down to brass tacks. 
Look under the hood, under 
the body. I,earn for yourself

the absolute honesty and 
service-giving sturdiness bf 
every working part. Ride in
tbe car..put it to every test
Find out how it performs 
under every condition of ser
vice- Your first impression 
of quality will be: verified. 
See the Ï917 Gray Dort, a 
better car than ever.

HP
SSSSqf.' Ask For 

Demonstrations 
Which Will Be 

Cheerfully 
Given

seem

more repre
manufacturers seem to1

E 49 SevenModel
Passenger .. $1900.00

A. Tweedle, Dealer, 194 Dàlhousie St, Phone 230 F.O.B. Oshawa
*885 IIWestinghouse 

Starting and
<.« >4 xafiUtih&typ

MlBirri vwWftc -........-

m € :AF.O.B. Chatham, Out.
Fleur-<$e-Lye Roadster—same price
w—____________ ,

r

The McLaughlin Service Garage
J. H. MINSK ALLand second-

13-15 Dalhoiasie St. Bell Phone 2168
kÜPL^HLW.<f^>
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STIRRING SREE 
DOMINION

Continued from pag, 
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inp us with regard to a fu 
forevermore. J like the 

andthat; it is a great 
phrase: glorious peace

j more, and no more great J 
Mr. .Burnham : is that 

that passeth all understan 
Mr. Cockshutt: The ho 

mail is getting up into tti 
heaven ; I was dealing wit! 
sent war. I say that the pd 
has been proposed is a Ut3 
that has never been yet el 
in the world, and I think ] 
aident Wilson will have 1 
forgotten before it is ed 
Theodore Roosevelt remind 
one fact, in this article th] 
read, when he talks abou 
tees for the future. He a 
ready to join every one o| 
tions in a guarantee for fud 
for all time. That sounds 
big and mighty good; bl 
tunately Theodore Roosev] 
his attention to the fact | 
United States is one of t| 
tors to the Treaty of the H 
to the neutrality of Belgl 
if their guarantees for the ] 
not prove to be more valu] 
their guarantees of the pasl 
not advise anybody to d 
faith in them.

The Peace Talk.
My friend beside me (Mi 

bro) says that theirs is the 
nature with regards to the i 
of Belgium—.the very fii 
ture. Have they now, al 
years of war, raised one si 
test against anything that 
has done either in Belgit 
northern France? Outrage! 
unspeakable have been c 
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learn that President VVilsc 
his high seat, has ever 1 
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that the pen is mightier 
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the battlefields of Europe, 
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pen which may be very i 
the office of the Presides 
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take any chances with i 
this war. All we have is a 
have been asked many tim 
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GOOD AS 
THE WHEAT
In the estimation of the Canadian 
public McLaughlin Valve-in-Hcad 
motor cars hold equal rank with 
wheat as a staple product.
Judged by the insistent and 
growing demand for McLaughlin cars 
and by the enthusiastic acclaim with 
which each year the new models are 
received, it is more and more appar
ent that the people look upon Mc
Laughlin motor cars as an actual 
economic necessity of life.
Buyers everywhere insist upon Mc
Laughlins. Motorists have learned 
that there is no other car with a mo
tor like the noiseless, powerful Valve- 
in-Head McLaughlin motor. Own
ers know that no other car has great
er durability and serviceability than 
is built into every part of the Mc
Laughlin chassis—frame, axles, steer
ing gear, transmission. People ev
erywhere admire the unsurpassed 
beauty in every line of McLaughlin 
bodies.
Back of the great demand for Mc
Laughlin cars is confidence in the 
proven correctness of McLaughlin 
design and the permanence of the 
great McLaughlin organization.
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