
S
i
g
 
I
S

e
e

C
a
e

:
i

E
T
T
 
A
S
S

par
Inverse f Leaside Ont.,

Issued by~ y OCTOBER
Durant Motors of Canada y 1929 |

Limited Vol. 5 No: 4

EXPORT NUMBER ||

Some of the Countries to

which Durant Products are

Shipped

1—New Zealand—Lylleton Harbor, the ocean port

serving Christchurch.

2—Brazil—Plaza Floriane, Rio De Janeiro.

3South Africa—Adderley St., Cape Town.

4—Argentina—Colon Theatre, Buenos Aires.

5—Hawai— Moana Hotel, Waikiki

Beach, Honolulu.
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Durant Products Now Exported to Over Fifty

Countries

The activities of the Export Division are increasing in scope.

A representation went abroad recently to cover Africa. Another

is at present in the Orient to consolidate the business there

and to make further contacts.

Mr. H. P. Gilpin, Export Manager of Detroit, on his return

from Europe this summer went to South America. Mr. J. J.

Baynor, his associate is surveying business conditions in Central

America and Mexico, while Mr. V. Barwick keeps in close touch

with the Australia and New Zealand markets.

With these various representations abroad we have every

reason to believe our efforts to increase Durant business abroad

will be successful.

The open car still appears to be the favorite in foreign mar-

kets, although closed models are increasing in number.

Because of the climatic conditions in the export territories

and the higher ocean freight charges due to the large cubit

content of the closed bodies, there will always be a bigger

demand for the open models.

There is a good market for trucks in all parts of the world.

We are getting our share of this business. In some countries

the body-building industry is developing fast with the result

that passenger chassis only are being shipped. This applies

particularly to Australia where there is a comparatively large

body-building industry in operation.

In looking over our records, it is encouraging to find that

we have exported Durant products from Canada to fifty dif-

ferent countries. Some of these countries are:

Continued on Page 7
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DIRECT MAIL HELPS TO CLOSE SALES

Dealers from all over the Dominion are expressing their

appreciation and approval of the Direct Mail folders sent out

to prospect lists and telling us how much they help in creating

and closing sales.

The letter to the right is but one of many:

. Ewart Carruthers, Export Manager and Cost Accountant,

Durant Motors of Canada Limited.

Oe OF

CENTRAL GARAGE

Burgess & Shipway

Phone 50 Proprietors Ailsa Craig, Ont.
June 7, 1929

Durant Motors of Canada Ltd.

Leaside, ‘Toronto.

Dear Sirs:—

We have sold a 4o Coupe to............ (name on request)

who is in our territory and who has been receiving Durant

Circulars through the mail.

We would just like to say that it was a help in closing

this deal and thank you for this kind of co-operation.

Yours truly,

Burgess & Shipway

Pet G. B.

Gray-Campbell Limited, recently ap-

pointed distributors for Durant

Prodan in Vancouver are to be congratulated on their pro-
gressive methods. Note the white duster on the man in charge

of the service car, and the “delivered price” sign on the truck.

Their plant, too, looks up-to-the-minute in every respect.
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The House of Ditlevsen from a Modest Position has

Conquered one of the Most Enviable Positions

in the Automobile Industry.
Extracts from an article published in Buenos Aires newspaper

“La Razon,” January 11th, 1929.

It is not possible to give the history of this importing house handling Durant products without first giving the biography of the

founder and president, who is the heart and brains of this organization which is an example of the highest Argentine Commercial

house. We will therefore start with the year 1913 at which time Mr. Henry C. Ditlevsen was established in the City of Cordoba with

a little business in automobile tires and accessories, a business which was very far from satisfying the aspirations of its owner, and

therefore, in 1914 this gentleman accepted the representation-of Ford automobiles for that City, and a part of the province of

Cordoba.

Many were the difficulties which had to be overcome in

introducing this make of automobile, because at that time one

did not only have to battle against the lack of confidence and

the unfavorable feeling which prevailed in connection with a

type of automobile which was a novelty, but it was also necess-

ary to educate the buying public, demonstrating to them

the necessity of changing their antiquated methods of trans-

portation, for others which were more modern. In the first

year Mr. Henry Ditlevsen was only able to sell two automobiles

in all of the territory which he controlled. This would have

been sufficient motive to demoralize even the most optimistic,

but served only to spur on this importer to greater effort and

to increase the energy, vigor and enthusiasm which he has

always shown in his activities, and on this account he was able

to sell in the second year in the same territory 53 automobiles

which at that time was considered a rather large quantity.

In 1916 Mr.Antonio Ditlevsen was made a partner in the

business and with the co-operation of this gentleman, they were

able to increase the number of automobile sales to the point

that at the end of the third year of their representation they

sold 241 cars.

Mr. Henry C. Ditlevsen.then proceeded to the United States

of America, in order to make a study of that market as regard-

ed the different types of automobiles which were offered for

export, and from the various franchises which were offered to
him at that time, he selected the representation of the product

of the Durant Motors, Inc., after which he returned once more

to the Argentine Republic, and established the firm under his

direction in the handling of the new line of automobiles. The

firm was then established in the City of Buenos Aires in Feb-

tuary, 1923.

In the six months which constituted the first fiscal year of

the new firm of Ditlevsen & Co., there were delivered 948 auto-

mobiles. In the second year 1923-24 there were sold 3146

automobiles and 1924-25 they were able to sell 6488 automobiles.

In 1925-26 — 7465 and in 1926-27-, they reached a sale of 8060

units, and during the fiscal year which recently ended the total

sales have passed 10,000.

The actual number of Rugby dealers is in excess of 600

which does not include the large'number of service stations and

garages which operate as authorized service stations for the

Rugby automobiles under arrangements made with the im-

porters of the cars, and which are located in the principle local-

ities.

A select and active body of inspectors who are in charge of

an inspector general, co-operate very efficiently with certain

dealers assisting them in the proper development of their

business.

In addition to this, Messrs. Ditlevsen & Co., maintain several

branches in the interior of the Argentine Republic of which

the most important is that established in the City of Cordoba

which occupies its own building. Following in the order of

their importance are the branches of Concordia ER Pergamino,

Buenos Aires and Generos Pico Pampa.

In the City of Buenos Aires in addition to the General Offices,

this organization maintains a very important sales branch which

is admirably situated at the intersection of the avenida de

Mayo y Peru.

Continued on Page Ten

New Sales and Service Station recently opened by Geo. Blyth at New Toronto, on the Toronto, Hamilton Highway.
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Durant Exhibits at the
Canadian National Exhibition

By far the most impressive display Durant Motors of Canada

Limited have ever made, both from the standpoint of compre-

hensiveness as well as size, was at this year’s Canadian National

Exhibition. The new automotive building in which the Motor

Show was held, added greatly to the attractiveness of the

different showings, and crowds that never could have been

accommodated in the old building, viewed the exhibits in

comfort.

Durant products occupying a prominent place in the centre

section, received considerable attention and expressions of

praise for the different models was heard on all sides.

Dealers and salesmen from many points throughout Canada

were present and demonstrated their interest in Durant

products.

There was a complete showing of representative models in

the “Forty”, “Sixty”, “Sixty-three” “Sixty-six” and “Seventy”

lines, and while all the models were carefully reviewed the

“Sixty-Six” with its new four forward speed transmission and

Durant’s latest model, the “Sixty-three”, were especially inter-

esting.

A model design of the new transmission, which was part of
the exhibit, excited considerable curiosity and its features and

advantages made a most favorable impression.

Embodying several important improvements and refinements,

the new ‘“‘Sixty-three”, shown for the first time in Canada, was

enthusiastically received and acclaimed a worthy Durant

product.

In the Rugby exhibit, across the aisle, several Rugby models

were shown in ton and halfton capacities with attractively

designed bodies, and, like the passenger cars, received a hearty

endorsation.

OPPORTUNITY

That intangible and mysterious thing called Op-

portunity about which so many essays have been

written, so many sermons preached and so many

poems inspired is not a winged meteor that spreads

its flaring stream of light across the heavens when

least expected, and not an archangel that suddenly

awakens us from our sleep to bring good tidings.

Opportunity is just plain home folk. It’s as constant

as the shadows that walk with us, and is always pres-

ent in our affairs—regardless of vocation, position or

circumstances. Opportunity is not what may come to

us tomorrow, but what we make out of today.

J. H. ODOWD

Part of the Rugby truck exhibit at the Canadian National Exhibition.
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DO YOU RUN A USED CAR REST-CURE

OR AN AUTOMOBILE SALES ROOM?

The used car sat on the dealer’s floor

Licking its chops with glee.

“This fathead’s allowed a whole lot more

Than I'll ever be worth” quoth he.

“So I’m settled here for a long, long rest

And I certainly need it, too.

It’s cozy and warm, the company’s good

And I’ve nothing at all to do.”

“Some day a hard boiled taxi man

Will pay a song for me

And I'll sally forth, poor old tin can,

From this home of charity.”

“A month or two of his slap-dash use

With jarring stops and starts

Will work every joint in my system loose

And they'll break me up for parts.”

“But that sad time is months away

For the dealer took me in

At a price three times what he should pay

For such a piece of tin.”

“He’s genial and full of philanthropy

This kindly merchant prince

But he’s going to take a loss on me

That fairly makes me wince.”

“Perhaps I'll have time to figure out

As I idle the hours away

Just what his kind can be thinking about

To imagine such business can pay.”

“Can it be that he’s so crazy on selling new cars

That profits are only a joke

And so long as he rates'in the top flight of stars

As a salesman, he'll gladly go broke?”

“Tf that’s his ambition I hope he'll enjoy

The glory he briefly commands,

He'll soon hit a tail-spin I fear, and O Boy,

What a bust he will be when he lands!”

Another view in Rio De Janeiro, Brazil, showing the Coca-

cobana Hotel.

SPARK and THROTTLE

Harold P. Gilpin, Manager Export Division of Durant Motors

Inc., Detroit. :

HOW TRUCK OWNERS CAN REDUCE

MAINTENANCE COSTS

By E. J. Fawkes

Salesmen can render a service by passing this suggestion
along to Rugby iruck owners.

A motor truck is a unit of modern transportation equipment

built for a specific purpose. Like any other machine, its effic-

iency and value to the owner are judged by, its demonstrated
ability to perform satisfactorily and to do the work it is de-

signed and built to do — at the lowest possible cost.

Steel and rubber can only stand so much abuse. No one

should expect a 2,000 pound truck to do the work of a 4,000

pound type. It is not good business to sell or buy a truck on

this basis. It should be pointed out to prospective buyers that

long service and economy demand a truck that is designed and

built to meet certain requirements — to carry a specific load.

To double that load or make the truck do something it is not

supposed to do means extra strain and abuse. Maintenance costs

increase and the life of the truck is shortened in spite of any-

thing that can be done.

Durant engineers have done their part in building a truck

that honestly gives “Long Service at Low Cost”. Finest mater-

ials, careful workmanship and sturdy construction are all em-

bodied in every model but the Rugby owner should co-operate

and give his truck fair treatment if he is to receive consistent,

carefree operation and lowest cost transportation. He has an

obligation, to perform just as much as the rest of us and it is

right here where Rugby dealers and salesmen can render in-

valuable service. Timely suggestions regarding proper loading,

and the right care of the truck will prove helpful and go a long

way towards making Rugby owners completely satisfied and

more enthusiastic about Rugby service and performance.
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