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Prom the figures obtained by an

hissociation of the iarger wutomo-
sile finance companies, qllqw’lng for
m additional fair estimate of the
wisiness done by the unassociaten
gmpanjes, it seems reasonable to
koneludp that there were in’ the
weighborhood of two mmion auto-
nobiles! financed in  this country
rast \e.n With an  averitge
m.mccd amount of $500, we securc
. vision’ basis of oeur p.ntlcul.u
phitse of the subject when “we real-
st that |§1.000,000,000 worth of re-
fLail ﬂnancing was (lone by these
Lompanies in 1923, Thisamount is
nereased by approximately $150,-
100,000 advanced to the automobile
feuler, These lo2ns to the dealer
1wve much shorter maturities than
Ite notes of the retail purchasef.

FINANCING THE DEALER
Automobiles are shipped by the
nanufacturers to the dealers, or to
Lielr Iarge distributing agencies,
vith dmafts attached to the hills of
ading, through the local banks,
which colleet and remit to the
nanufacturers. If the dealer can
inance himself or seenre sufficient
sredit from his local banks, he does
hot dedl with finance companies so
e as ;hi!s: own purchases are con-
terned.' If, however, his credit faci-
fties are limited, as they often
kre, the dealer looks to the finance
fompanies for essistance supple-
nentary to that obtained from the
panks. This s partieularly true
iuring the three: winter monthe
vhen his stock wust be large if he
s to be'in position to make prompt
fH\'cx'icq to the spring and sum-
ner. tride. The usual plan is to
ave the finunce company udvance
rom 73 percent to 85 percent . of
e denler’s cost’ of the automobile
nd to take title to the antomobhite
o secure the loan, The average
Iatge for this accommodation is
hont 314 percent to 4 percent for
L:ree months, which charge include |
hie cost of fire and thrift insurance
n the car. The policy is held hy
he finanee cmnmmv to protect its )
itterest in the securltv 'I‘his ])lmx
nables the dealer to prepare for
nture I)uslness to an--extent that
lie usual hanl\ing tqcllmes WHL
ot provide. The .mtomobne which
he dealer as “batlee,” fm' displnv
urposes—ithe so-called “Foor
Plan”—or is stored in a bonded
varchouse in the nume of the fin.
nee company.,

THE RETAL TIME SALE

In an even larger percentage of
ases the retail buyer needs help
1 buying his cor. This figure has
cen geaerally aceepted as 70 per-
ent of the number of cars sold,
nd in the ecage of the cheaper cars
1¢ average is mueh higher, When
1e amount of husiness was small
e deaier  counld  probably  take
Lire-of his notes receivable through
is bank, But as the husiness grew,
tese customer notes went far be-
ond the dealer’s abilily to  dis-
runt.  The finegnce company was
illed into existence by the insist.
ni desire for an
ution. For this phase of the busi-
ess the finance company supplie
1e dealer with all the necessar
nis and iestructions, The retail
urchaser’s note is made ont dir-
ty to the finanee company or to

1 and endorsed by him {o the
mefit  of the finance company
hich discounts the note. The retail
iyer pays from one-thivd to one-
alf the selling price of the car.
0 the balance is added the flnance
mpany’s charges.  This total s
ivided inte from six to twelve
onthly payments, whieh are made
ireet Lo the finance company hy
te retadl purchzser. Included in
e charges are
I.ll}:(, coverg the credit investiga-
on'and the cost of collection.
hese items are of the same geneval
|lrn'c as  {lose of 2 commercint

increased distri- |

1e dealer aud assigned or assizn. |

interest, service |
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banking transaction, but they are
pursued more thoroughly and in &
detail commensurate with the risk
involved. The cost of collection is
censiderably move than is tl|¢ cise
in the ordinary banking transac-
tion. The investment is being paid
for, qut -of .earningg; there ure a
number of monthly installments:
he borrower often is a consider-
able distance from the lender; the
lender has an’ insurnble interest in
the sccurlty and must become the
active party.in the event of an in-
surance adjustment, The insurance
item depends on the plan of the
finance commnw but: al\\uyq in-
cludes fire, theft, transportation,
and a fraudulent conversion hond.
In many instances there is, in ad-
dition, collision insurance against
losses in excess of $100,

In addition to these precautions.
agninst possible loss, at least two
of the lirger companies have
insured themseltes against loss on
“repossessed” cars, This rate s
fixed by private arrangetmient he.
tween the fnsurance: company and
the finance company, and is usually
a flat charge per car. It is a fore-

| gone conclusion that the insurance

compihy must charge the *‘prob-
able loss” in addition to overhead
and a profit. So it is generally un-
derstood  that finance companies
using this method of insuranece do
so to increase their own horrowing
capacity. Large finance cotitpanies
can carry his risk more cheaply
than the insurance cotpauies can
carry it for them. The loss ratio on
this class  of business does not
average more than % percent of

the volume in carcfully managed
companies. In the smaller com.
panies the loss ratio will have a
mueh  wider range. It will

depend more directly on the caliher
of the personnel, stmply because
the spread is smatler. In some of
these smaller companies the loss

| ratio is as low as one-ten percent,

while in  others it l\fas fox‘ce(l
liqu!dutlon ' ’
THE Fl\' (NCE (,O\ll’zh\' Y

The pupul.u conceptlou of lha
lmuncu u)mpan\' “eoming’ more
true to for m eve ar, as a ‘Frow-
lng clientele “partake ‘of Its ‘bless-
ings.”” It has been viewed by many
as a pawn-shop plan of unthrifty
antomobile purchasing, The picture
includes a poor working man, buy-
ing something that he cannot
aftord, uat the solicitaion of a pre-
varieafous salesman, with an un-
serupulous finance company in the
back-ground, ready to add disaster
to. an already impossSible situation,
The several clements in this pie.
ture must be subjected to softening
tones to bring hem to u fact basis,
and  produce the true picture of
blending interests in place of the
contrasting ‘sellishness of the other,
As o matter of fact the business
man, who can well afford the first
cost and  operating expense of
§5,000 to 38,000 cav, seldom las
the cash tying in bank to cover this
purchase, He gives his promissory
note to the dealer who has it dis.
counted through the buyer's hank,
or he has his own note discounted
and pays the dealer with borrowed
] eash. Reduetions on his note are
in effect installment. payments, Fur-
thermore, thdse reductions are met
with surplus income, the same gen-
eral schemi cirried out in the cuse
of the popnlavly known “financed”
car, The only difference is that the
“business man” buyer has access to
regular banking credits for this
purchasge, @s well as his bhusiness
transaotions, while the “finunced’”
buyer does not have such a com-
mercial banking opportunity,

With these attitudes of the gen-
eral public. the dealer, the time.
payment antomobile buyer and the
hanker. it may be realised, withong
any updue streteh of the imagina-
tion that such finance compunies as
operate suceessfully {n  this npew
fleld for = period of five years, let
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‘assume ihat the manufacturer

us say, have had many obstacles to
overcome. With the survivors doing
an increasing and successful busi-
iess, we must ook for the cause
in some form of service not includ-
ed In the casunl conception of their

function in our financial structure.

We must admit that
pinies have done nnd are doing
considerable harm to an industry
that sorely nceds the hest attention
of- capable minds, due to its in-
fancy and size. A pertinent side-
glance at the mortality of the fin-

many  com-

ance companies is suggested. in a’

quotation from the Fastern Under-
writer, an insurance journat:

A lis!. of finance companies was
nnde up unot long ago and they
numbered 600, This paper asked an
authority on this subject how many
of these would rank us permanent
going concerns with a sound finan-
eial foundation. The answer was
ffty,

BECONOMIC TUNCTIONS

1t is distinetly a service that the
tinance company has o sell. This
service, we will try to point out,
maintaing & nice balance among
the manufacturer, ghe dealer, the
bank and the ultimate consumer,
in a system which would never
have grown so rapidly, on such u
firm basls, i it were not. for the

fiuterposmon of this service-adjust-

er. In the first pluce it is fair to
of
automobiles would
finance the deuler during the un-
seasonable selling period. 1f he did,
he would he compelled to carry for
three or four monthy an enormous

,stock of finished cars awailing the

denler’s spring ~ demand, or he
would have to ship to the dealer on
open hook account during this per-
Jdod. In either case the problem for
the manufacturer  would be the
sume, antl one which he would not
be able to cope with. It is certain-
Iy safe to say that no manufactur-
er coull successfully solicit hank
assistance to carry an unsoid stock
of finished ¢ on a year-round
production basis, for a period of
four months, It is within recent
memory that even the Ford Motor
Company was credited with “dump-
ing” itg entire finished product on
its dealers in a dull selling period,
due to financial pressure, Finance
companies ail' over the country re-
Heved the dealers of the pressure

| caused by this dumping transfer of

frozen ciredits.

The Inks do not look with

net be able to-

favor on automobile financing for
the dealer. except as his known
business ability or tangible assels
warrant extension of. ¢ credit
which is certainly limited. This
would be the natural consequence
in any new line when estimated by
our most conservative apprajsers—
tlie bankers. The  very cireum-
stances of the case created a need
for, some new credit medium, and
the new finane companies supplied
ft. If they -had not filjed the need
at this point, and the manufacturer
found it impossible to.carry the
frozen assets of stored automobiles,’
there would he just one answer.
Production would be kept down to
nmeet the sengonable demand coudi
tions, with the consequence that
the price of the autoniobile to the
consumer would be kept «t the
high price of five or ten years ago.
Thus it was that the finance com-
panies bridged the gap and made
possible the continuwous and in-
creasing production of cars, which
was responsible for their continual-
Iy deereasing cost. The manufac.
turer can base his year's produc-
tion on the eatimutes contained in
his dealers’ contracts, and spread
that production evenly throughout
the year. He can ship cars to his
dealers as they are made and not
as they are sold by the deualer. The
finance companies absorb the cro-
dits whieh the mm\ufdctmcm can-
not carry.

In the same way the dealer s,
in his turn, helped in the distribu-
tion of the credits demanded of
fiim by the retail purchager., The
banks will not take the paper and
the dealers cannot. By handling
these retail credits in large groups
the finance company not ounly re-
lieves the dealer, but the loss ratio
is distributed as between localities,
dealers and makes of ecars. In
this phase of the work the finance
company not only absorbs what
wonld otherwise be a frozen credit
in the hands of the dealer, but it
performs another important ser-
vice by the credit and collection
facilities it brings to the assistance
of the dealer. The banks are not
prepared for this service from "tha
standpoint of training or equip-
ment. ‘These new agencies made
this work their business, and neces-
sity  compelled a rapld and
thorough training for those that
would survive, Leaving out of ac-
count the cconomic desirability of
the automobile purchase by the
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conisumer, the note which is a part
of the purchase.is to be met from
his current income. Tt therefore
becones fmportant to get informa-
tion on this phase of the note-
giver. The finance company goes
even beyond that, It considers the
intrinsie value of the automobite
itsell, as well as the financial ves-
ponsibility of the manufacturer
and  the dealer. Al thesc items
have a direet hearing on the value
of 1he notes offered, Such u gearch-
ing examination is not only a bene-
fit to the finance company involved,
but it is a kenelit to the entire
automobile industry, siunce it acts
as a continual weeder of those on
the margin, both among the manu-

facturers and the dealers. This
process always operates o - the
benefit of the purchaser.” He is

nwore Hkely 7o have an automobile
which will continue to be mann-
fnetured at u reasonable price, to-
cgether with service from a dealer
who will continue to be a dealer,
Nothing about our present banking
gystem would lead us to helieve
that we could expect f{rom it such
a co-ordinating benefit.

In addition to this service which
goes before, (here is the very, im.
portant service which comes after
the. sale of the car. For this the
dealer and the hank 1s even more
unfitted than for those functions
outlined in the preceding piara-
graph.  The note usually covers
ten or twelve monthly payments,
This is a longer period' than is cus-
tomarily allowed on time paper by
the banks. Agaiw, the maker of
this paper is not aceustomed, usuaul-
ly. to banking practices, and the
banker is not tridned to collect
this type of installment note. Such
a situation potentialises « friction
which  will court loss to all con-
cerned, and pavticularly to  the

(Continued oun Page 4)
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" (Continmed from Page 8) .
dealer. Delinguent payments must
be followed up with machinelike
punctuality, but with « peculiar ad-

Justment. of  the lnunan clement,
that, witl proteet the dealer’s fu-
{ure huxiness, Then if it ) omes

necessary o repu::'lts the car seenr
ing the sccount, an ovganisation Lo
handle resales sy be at the eam-
mand of the financing agency. Here
agiin Lthe impossibiiity of the bank
doing justice to the ol
this type of account suggests [self,

An excedlent graphic jllustration
of the absorption of eredits by the
finance cmni»:my is borrowed Trom

colleclion

an explunation of he subject by
Toanlen 5. Hare,
BEDISCOUNTS
T is neot customary  for  the

finitness company lo operate enlire-
Iy an  its own capital,  In foel,
when ay eficient operating organt-
sation has heen whipped inlo shape
and has produced  resuits,  more
business will flow fo the company
Aban it can usually take care of
from fls capilal  investment. Al
this poipt the organisation bs able
to take on sdditonn] husiness with
nn Inereasing pel relurn, if ontside
capital ean be had  al  reasonable
rides,  The finanee companies turn
to the Janks.  ‘Thore are probably
numerons ways of obtaining s
sddlitional  working  captiab,  hat
three methols are connonty em-
ployed, The eompany may hiave jis
own  carporialion noltes l”r((flllllll.l'd
dlree or it may sell fi8 com-
meretal paper, with vigry b omaturi.
ties, Mirough  commercin)  paper
Nonses which seil to hanks, ‘Ihis
1¥pe of contmerebl paper pays an
sitraetive vate, aml e copsidered

ness of these interest paymente.

such collections at some institution
with  which  you “ave famibar.
Moot 11 =peak  well, (hercfore,
for the methods ‘m'ncl,l(:e(l by the
heltter fipance companics, when we
reilisze that thelr of delin-
duent collectlony §8 not apprectiably
worse thitn mortgiage interest pay-
Wi gl rfealise that age
wiven foree to the fdca of
nrotm, nmrlg.u.,«: interest.  pay-
meats, which oceur fwice o year,
witife the installment notes, e
e by e fincewd aatomoltle, s
cacompariatively new thing and the
“payments mugg he made monthly,
CHANGES AND PROVITS

The aver: eharge made by the
finance compiny on i new ear, in
a trapsaction where the cash padd
by the petatl purehaser amounts to
one-thivd ot Lhe selling price of the
ey, aml the noge 18 1o ran for one
Y, ks froon 0 pereent to 11 per-

of the antount financed,
s ke higher
vile, The note will cail  for 1he
bulance due the dealer, plus the
fipenen charge and the cost of the
Insuranee,  Phe finitnee company
alpo recelves a hroker's or agent's
comuifssion on e fngnrance. Thess
eomptny nsurance  accounts  are
considored sahstapdard  risks by
the farge beuranes compandes, on
aceonng of o ‘mumber  of  features
which may. well he Tmagined, Bt
from the standpoint of volume of
bushness coming  from o single
on of prenthums
monthly  nud

ratfo

1
Second-hind

(M

Iss

whiel
promptly by the finance compitnioy

(hesenves,  the o, (8 n les
ehrable one. l-.\vlnvlvv of this in-
suraned ftem, the Wol profit of the
fhrare conpany on the  average

»

safe, femporary nvestinent for
the daende, Some ol Diie paper pays
sy high a8 7 peroeet,

Agitin, the fininen compnny may
sive Ha enrporation note sesnremd
by M oreladlparehaeer wd dealey

note vecotvabie,  Often the e,
In wmade trastee tor hese ppe.
cefvables,  the  finanes  company

aireelyn 1o substiture ofler noles
of conal or lorger amount, or canh,
for any note tiken fram 1he trog

Lo Tagl.  "Fhece substitnliong oe-
eur whenever any customer ol tho
company Hguidates  an acconnd,

Ihe bk may aeree jo nl\',lnvn tire
compatey feom 50 pereent ta 756 poes
cent of (he totat lntance dite on ita
ctrustee potes,  In view of the fuel
tiit there Is more than on ordipary
rervieo in this bk fean, i trate
Ig Axed. threugh the eaveving of
epuh halanees v the  company.
which will adenquately  eompensiate
the bank Tor s loan spd serviee.
A CTHIRD METIHOD

he thivd method 8 for  the
finaner coompany o arrange for o
stralzhit rediseount role on My cws
tomer notes with a bank i the
territory where thete notes origis
In thig eaco the  original
milter of the nute n notitted by
the rediseaunting bank o make
:"nynn-nlu to it «direct. Phe bank
vhaic wvte ag a receiving ageuey for
the lln._unn company, In Hs on-
the  flnanee company
i event of auy furtal).

acpens (hat,
which o {8 dite, suel -istalhnent
ahall  he  subtracted by the bank
from the Duunee company’s balunes
1l company must goet on

wodetadl whieh Lhe bank is not jre-
paredd o Juindle, 1o (his ease the
hsnk remlers a small jten of the
perviee included  in the  finanes
compiny’™  work, nml s compen
piled aceordingly, Sometinies there
I oa flal sadount allowed the bank,
e ndditlon 1o the interest, on euey,
note wo hawdied, Another plan i
Lo ullow the bank o preferentiad
ate sy high as & percent---to
cover fnlerest eliegos sand the cost
of reevivimgg the staliments, ey
murgin (o the eompany  in thiy
tramseetion comey frome the  taet
that, wherens  (he bhank  Hgures
“aimple ftevest™ on each Install.
mend for the thme 38 Lo ran, tho
company  ligures fs ingoerest rnto
on the faee of the nofe, Under this,
plen the company benetity from the.
posisible tuepover of  the  insta)l.
Hients, From the margin it musi
et Ha operating expeuses and pro.
e,

1L i evident, therefore, that the
greater the volume of this rodis.
connting the company ean arrange

car pvequivliog 4500 i from 56 (g
$10, depending on the . munerois
conditiops  untder which [T
onaring Seme of the sanall com-
pinics nperaling i o loeal  fledd
with o smsll ovehead, iF they push
thelr  rediscounts, may rench the
atder figure, There are so many
taetors  enlering dnto Lhe sl
fhzure Dt b dedidled frealtend, s
fiuposcdble in Ehls aviiele,  TU must
e mtiferstoud, oo, Lhit these com.
piniey kay ashde conslderable sur-

pluses to proteet contingent losses
Al to fnerease their own  eredit

facllities. When profits carned on,
there snrpluties are eredited with
the profits eirned  on - invested
capital, the total bears, in the cose
of well-operated compides, o favor.
nbie ratlo to the orlglnal capital,
Ad we have saggested that many
ol the esmpanies are Delow stand.
vrd, this low fpgure of $5 Is often
shvunic to the olher side of zoro,

The vexnlt ks vasily attadpable if
the denlers, the wil the gen-

el erodity pre pol
v, One amthority
here nee sboul twenrly  mnkes  of
e worthy of the finnnee con-
peny's openations, snd the sooner
Lire snannfretnrers: aud the deilors
Indiing the botauee  ure  pushed
beyond the margin by the lack of
eredit Taeilitien, the hetter it will
be Tor ihe automehbile fndustey in
vitetienbas ond the publte n gene
ol

Frone e standpoint of
wlone (he Hunnee  compuny
wnther he vontvasted than
lu_.l dianiond mine,

wittehed elose.
suggests Al

profls
nrost
HWhapmi
There sre tha
e nitmber of Mllures aanour
these companlen,  Like most other
buafnasg onterpeises the vewied §n
atteaetive to tntetligenl  Industey,
Ny adlemple thal aeled  con.
stant and forsighted attention 1o
details ended n disastor,  Chis (s
terne o hoth the biese  awil (he
anall  companies,  Seveead  lorege
tosses oy diseoneage the  siapl!
eompnny, e eost of stock pen-
motion,  large  sabaries to non

vorking enlveprencies, heavy' ex.
pensen of & centrallsed hraneh-oflics

system Inadigant eitios, high redia.
count snd insurnnes rates, and o«
peneral junttontion to the huasinens
by the LWolding “owners™ of Tree,
common #toek In the Inrger com

panies, hus fornlzhed spiey Hguida
tlon veading for the finaaelal gy
of our newspapers. Fhese recoeds
tn the hands of some bankers who
do not understivnd the underlying
tian, and hence eannot  estnbliish
the proper  relationship  hetween
siuse aml offeet,  have eaused «
nmisteast of finanee companies with
uoeonseguent high inferest vate for
rediscount  aecommodation,  Uhis

"

for, the smaller will be s over

hend  spreads on cuneh neconnt
ndied, and the grewter the net

s own caplinl  nvest. !
ment, B Uhe cotmpiny was restriets
e 1o Hoownecapital and ladd a
theoreticaliy porfect targ-over, that
furn-over woull oveur twlce cach
rear. As oo omaller of fpel tho ae-
tund turn-over on its eapltal will be
a Hite hetter (han this, dun to
auticipations on rome of Hy cus.
But with the redis-

counting miethods  here  outblned,
the turs-over on capital may  he
pushied to twenty or ety 1imes
#oyear, or even more, One well.
Known company did @ husines o
nearly LoD i 1923 on oa

capited and surplus of §1,600,000,
At this point it In Interesting lo
note the pereentage  of  deliquent
pyments on Ahig type of instull
ment nates - I well-nimasged com.
pany 6 will not be In exeess of the
dulinuencies on mortgige Interest

paymeirs. - Inoaetnel practive fl
ratio fgahout the same. I'he eoliee
tinn  of  wmortagige  fnterest by

{rest companties nud other apeneles
has Leen of sueh long <tansting tha

age fteellf hos lont « reetlng o
p(.cm!ty a8 to the relative prompl

.

mistrust g gradually deeveaning oy

St darge number of sueeessful com-

Cpondes are establishing thelr ores
Alls by aperitions reflectod through
their balonee sheets,

It owonld seem entieely fule te
copclude that (e finenco  churge
and net profit on the avernge unlt
¥ Ineonsequentinl  as compnred
with the total vost of the oor and
the diveel  serviee  renderad  the
donler and the buyer,  When we
enngider these figures in relation
ta the peneral benedits (o the in.
Pdustey s (he publle, as noted pire
viousiy in the flow of eredits, und
the incvensed and stewdy produe
tion fnfluences, we must conctude
that {he service {8 truly an econn.
mle one, slnee it leaves u goodly

|Bm. agk the officer in charge of

7
minrgin of henefits after the cost
wf jlg functions is subtracted,
WEAKNESSES
A mushroom compuny, organised

on a water basis.and operated with
wn oflwell vision, hag a wonderfui

mpportunity for spreading indus-
ttrial digease. 1t will assist auto-
jmobile manufacturers of ite own
Wi by advancing “Floor Plan”
monoey to dealers who do not. know
whe difference between  gross  and
met profits. BBy maintaining these
dlealers for o time, it glves o pore
ion of the public #n opportunity
o Invest in carg that will suon be
tenown s "orphans’—uutomohiles
mo longer manufactured, Orphans
thave # low intrinsic value, o very
wmnll resale volue, and  are an

ftion, 'hese conditions are natural.
s precedent to longe retall eredits,
“Ihis type of dealer  falsifies  the

Alowance on the traded-in er, e
Wil abso glve fulse declarationy as
‘o the year model of the car to be
fdinanced, as wel < as  any  olher
pnisginformation that may serve hig
purposes,  His “sevvie to  the
Jhuyer is of the same geneml gtyle,
g that gerviee | has o deefdod
wifeet on the desbre of 1he huyer
tto meet his Installment payments
wiith the fipanes company.  1'he
wirele I8 compleled. and {ts unde-
wirabflity and consequent  loss o
adl concerned hecomey continnougly
areater, a8 long as the combination
fe allowed lo survive, The only
asaving featiwre In this sitantion iy
(that sueh compunies  never have
mn anclent lineage, hey are neces
warily  sell-destroyers,  and  ihelr
Iinvesitors’ money must be used to
theat the many wounds,  This parii
@ulnr kind of commerclal microbe
witl be tess prevalent as financing
isiness hecomen more frmly es-
ftabiishaed,

ADVANTA(C
1, T s o service orgamisation
-with speelal training  and  equip-
ment  for  passing on the erodits
and colleeting the payments on in-
riniiment automohile aceounts,

2 Dy gathering  business  from
varlons leeallties and makes of cara
el pypes of deators, it spreads the
foss vatin so that It I8 not felt ay
" hurden at any one point,

4. Sclentifie credits in thia one
neld injeet w stabilising influenco
throughout the industyry,

4, It hasteny the weeding  out,
process  of  manufoclurers  and
aealers operating nenr the neono-
mk‘. margin,

It relioves frozen erediis, for
lhn mannfaetirer and tho dealer,

6. It provides s snle medinm for
the tranafer of tegular commereiul
eredits to the new automobile in-
dustry,

7. 1L serves ng the Hoking credit
medinm  as among the bank, the
manufocturer, the dealer and the
buyer,

S, By s providing a wider dis.
tribution 1t maket ponsihle lm:;:rs

weanomle loss even before concep- |

«cash considerstion or the trade al-

scale production,” with consequent
stvings in cost and sgelling price.

9. By providing for the distribu-
tion Lo dealers of the finished pro-
duet  during  the dull season, it
mahes possible steady production,
an fmportant ifem in th cost of
manufactire.

10, Tt makes pmsll»k retail pur-
chase of nutomoblles from income
tather than capital.  This methaod
has long heen vecognised as sound
In othier phases of the trunsporta.
tion problem, such ay the rullm.uh
anil water earriers. .
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