
Two Officials of 
Maxwell Elected 

Vice Presidents 
Sales Manager and Chief En- 

gineer Promoted b'y 
Board of Directors of 

Allied Companies. 
Announcement Is made by Walter 

P. Chrysler, president and chairman 
of the Maxwell-Chrysler-Chalmers 
board of directors, that J. E. Fields 

has been elected vice president in 

charge of the corporations' sales, and 

that Fred M. Zeder has been elected 

vice president in charge of engineer- 
ing. Fields has been genrel sales 

manager and Zeder chief engineer. 
“The ability shown by Mr. Zeder 

and Mr. Fields since they assumed 
charge of the engineering and sales 
departments of the entire corporation 
five months ago is responsible for 
this promotion,” says Chrysler. 

To the industry, generally, the 
rapid promotion of the two men will 
be Important news, though it has 
been freely predicted by Maxwell- 
Chrysler executives for some time, 
owing to the outstanding improve- 
ments, particularly in the Maxwell 
division, in sales, merchandising and 
engineering, which the two have 
sponsored and carried out. 

Fields joined Maxwell 18 months 
ago as a sales director. He was 
chosen to take charge of the cor- 

•ations’ combined sales depart- 
ments following the sudden death of 
Arthur E. Barker in January. For 
JO years, beginning with the old 
’I'homas-Detroit company, he has been 
Intimately associated with the prob- 
lems of motor car distribution—as 
dealer, territorial manager and sales 
manager. It is believed that he 
knows more automobile dealers and 
distributors than any other man in 
the industry. 

Zeder's motor car engineering ex- 

perience has been of similar duration. 
For years he has been internationally 
recognized by the automotive indus- 
try as one of its outstanding engi- 
neering authorities. 

The advent of tire Chrysler Six 
focused public recognition upon his 
ability far above that of any of his 
previous achievements. He and his 
associates—Carl Breer and O. R. Kei- 
ton, his chief assistants in the cor- 
porations’ engineering organization— 
have, in the last few months, come 
to be accepted by the industry and 
public alike as the originators of an 

improved type of motor car engineer- 
ing and designing which- is bound to 
Influence the entire engineering and 
design of motor cars, both here and 
abroad. 

Zeder and his two chief associates 
a Hied themselves with Mr. Chrysler 
four years ago. They later gave up 
iheir business as general consulting 

■ ngineers to the entire automotive in- 
distry at the insistent plea of 
Chrysler. 

eed of Uniform 
Motor Law IWed 

O 

Drivers Must Now Learn Set 
of Rules for Every City, 
Says Cadillac President. 

The need for fair and uniform 
legislation on flip use and ope rat fen 
of motor vehicles throughout the 
l.'nitcd States, and an invitation for 
exchange of ideas on legislation be- 
tween the national motor vehicle 
oonference committee and motor ve- 

hicle associations abroad were high 
points in the address of H. II. Rice, 
president of the Cadillac Motor Car 
company and halrrnan of the legis- 
lative committee of the National 
Vutomohile Chamber of Commerce, at 
the World Motor -Transport Congress 
just, held in Detroit. 

The congress was attended by 140 
lejegaten from 4" foreign countries, 
besides nuyiy representatives of the 
industry in this country. 

Rice pointed out that up until 1904 
there were practically no motor 
vehicle laws fin the United States 
and that since that time laws had 
been passed by the legislatures of 
every state in the Union covering 
both their taxation and operation. 

In the matter of registration or II- 
ense fees alone, he pointed out, 

there is so much lack of uniformity 
that the fee on a five-ton truck, for 
example, varies from $40 in one state 
to $300 in another. He saw the same 
need for uniformity in laws affecting 
the operation particularly those re- 

lating to size, weight and speed and 
traffic regulation. 

"At the present time,” states Mr. 
Rice, "there is so great a diversity 
in these laws that a driver going 
from one state to another, or even 
from on# city to another in the same 
stats, may be confronted with an en- 
tirely different set of traffic regula- 
tions. The condition makes it neces- 
sary for the driver to familiarize 
himself with the rules of all the dif- 
ferent states, and municipalities os 
well, if he wants the assurance that 
he is driving properly." 

RICKENBACHER 
PRICES RAISED 

Rickenbacker Motor company lias 
advised Its distributors that, effective 
at once, prices of all closed models 
w ill be raised $60. 

"This Is necessary because of In 
creased cost of production,” says 
rapt. Kddle Hlckenbacher, vice presi- 
dent of the company. 

“This, In turn, Is due largely to the 
incorporation of several new and ex 

pensive features, such ns the fuel 
and oil rectifier, adjustable wrist-pin 
bushings, multiple-disc clutch and 
others. 

0 “Cost of labor snd materials also 
^ 

have increased. 
"Prices of open models will not be 

Increased, for the present at least, 
though, due to rapidly decreasing 
volume of open models, costs are 

constantly rising, snd selling price 
must Inevitably Increase to keep pace 
with that factor." 

The democrats and Insurgents never 
could forgive themselves if they per- 
mitted taUes to be reduced by a re- 
publican majority.—Cleveland Times. 

Public Sells Itself on Coach, Says Hudson Dealer 

..... :- 
~ —- 

R. H. Davisson of the Omaha Hudson Essex company, in speaking of the new Hudson coach, said: "The pub- 
lic has sold itself on the coach. We actually have done veny little to urge motorists to adopt tills type of car. But 
it fits the needs of the average motor car owner so perfectly that its sale in a very large volume has come about 
naturally. 

"In the winter it sold because a closed car has obviously many advantages In that season over the open types. 
"In the long rainy season of our 1924 spring .the coach was wanted because It gave perfect protection and com- 

fort at a moderate cost. 
"And now that we are coming to warm W’eather, motorists are going to want the coach because it will protect 

them from dust and wind, and because the occupants can rds'data the temperature and ventilation Just exactly as 

they want it. The closed can is warmer in winter and cooler in the summer.” 

39 Dealers, 100 
Salesmen Awarded 

Chevrolet Prizes 
Winners, in Heart of Winter 

Months, Beat Sales Rec- 
ords of Preceding 

Summer. 

Thirty-nine dealers and 100 retail 

salesmen throughout the United 

States are announced as winners In 

the $20,000 national midwinter prize 
contest conducted by the Chevrolet 

Motor company. The checking of the 

sales records of all those competing 
has been completed, and within a few 

day* each of the winners will be noti- 

fied officially by the company as to 

his standing in the contest. 
Under the rules of the contest, 

these dealers and salesmen, in the 
heart of the winter months, with 
snow and cold and bad roads and 
buying apathy to comfort them, be3t 
their preceding summer's sales rec- 
ords. Free trips to Detroit, gold 
watches, and chests of table silver 
will be awarded to ones who succeed- 
ed in doing it. 

19 Win Grand Prize. 
Nineteen dealers, each representing 

a different sales zone, won the grand 
prize—a return trip, in June, all ex- 

penses paid, to the Chevrolet head- 
quarters and parts plants In Detroit 
and the big assembly plant at Flint, 
Mich., including various sight-seeing 
tours in and around Detroit and a 

day’s visit, by steamer, to Putin- 
Bay, Lake Erie, the scene of Perry's 
famous naval victory. The topnoteh- 
er in this division is John L. Randel 
& Co., Chillicothe, Tex., who scored 
an increase of 1,166 per cent over 

his summer sales record. 
Twenty dealers, one to a zone, won 

second prize—the choice of a $150 
17-jeweled solid gold watch engraved 
with the record of the winner's 
achievement, or a 140piece silver 
servive. 

Similar prizes will be awarded to 

tlie 21 successful contestants winning 
first position in the retail salesmen's 
division. The high man here is Vance 
Kearns, connected with Carpenter 
Motor compant at Durham, N. C. 
Kearns' sales showed an average 
monthly increase of $6,180. 

Choice of Watch or Silver. 
Second, third, fourth and fifth posi- 

tion among the retail salesmen was 

won by 2t, 21, 19 and 18 contestants, 
respectively. Each of these 79 lucky 
ones will be given the choice of a 

$50 17-jeweled solid gold watch, suit- 
ably engraved, or a 39 piece silver 
service. 

In the dealers' class, two of the 
winners showed an increase over their 
summer sales record of more than 
1,000 per cent; two made over 400 

per cent increase; five over 200 per 
cent, and seven more than 100 per 
cent. The retail salesmen's class 
showed many winners averaging n 

monthly increase, for the midwinter 
months of $5,000 or more. 

Blue Bird Wins 

Camp Curry Run 
Two Overland* Victor* in 

Eighth Annual Econo- 

my Test. 

What Is probably the mint auspl- 
clou* debut ever scored by a new 

Wlilys-Overland model Is ths win by 
ths Overland Blue Bird in the eighth 
annual 400 mile Bos Angeles-to-Camp 
Curry Yosemlte economy run, May 17 
and 18- 

In addition, this car won the trophy 
in Its own class, an Overland Model 
01 won Its class cup and a Wlllys 
Knight touring captured the second 

sweepstakes prize, a truly remark- 
able score In a gruelling test con 

ducted by the Automobile club of 
southern California. 

Using only 13% gallons of gasoline, 
no additional oil and only 14 pints 
of water, the Blue Bird, piloted by 
Joe Bozzanl. of the Bozzanl Motor 
Car company, Bos Angeles city deal- 

ers, won the sweepstakes cup with 
an average of 29.38 miles to the gnl- 
lon, completely outperforming the 
rest of the field. 

This Is the third time that an Over- 
land has won the sweepstakes honors. 

What made the victory sll the more 
remarkable was the total weight of 
the winning Overland, Us poundage 
of 3,820 being exceeded by only eight 
cars In the test, thus demonstrating 
its ability to carry weight as well as 

to operate economically. The Blue 
Bird's ton mileage per gallon scored 
for the eweepstakes honor position 
was 49.81. 

Besides winning the sweepstakes 
trophy, the Blue Bird also captured 
the honors In Its own class, 2 A. for 
cars selling at mors than 3881 at the 
factory. In which It scored a ton 
mileage of 51.87, 

Economy Run Is 
Won by Oakland 

Makes Third Straight Win for 
Car—Takes Gasoline 

Consumption Prize. 

For the third consecutive year the 

Oakland Six was a prize winner in 

the Los Angeles-Camp Curry econ- 

omy run—the classic event of its kind 
on the Pacific roast. 

A. X,. Peterson, at the wheel of a 

"True Blue" Oakland sedan, staged 
the big surprise of the run by trim- 

ming his teammate, Harry Neville. 

Neville was a tw o time w inner of the 

sweepstakes trophy, taking both the 

sweepstakes and class cups with an 

Oakland car in 1922 and 1923. in both 
this event and the San Diego El 
Centro run. 

Peterson won two cups—the cup 
in class 3 A with a gasoline consump- 
tion record of 22 gallons, averaging 
IS. 18 miles to the gallon and a ton 

mileage score of 3,418, and the cup 
for the best enclosed car record. 

This year's run established an en- 

tirely new' set of records because the 

course was different and the condi- 
tions of the contest were greatly 
changed. 

With the elimination of all coast 

ing and turning off of the ignition 
system, even on down grades, this 

year's contest was more severe than 

any individual owner would experi- 
ence. The run virtually amounted 
to a nonstop motor event. 

The route this year was longer 
than previous events by 40 miles and 
there w*re fewer miles ofj paved 
roads. 

Due to the intense heat under which 
the run was staged, the event was not 

only a test of 'gasoline economy, but 
even more so of lubricating and cool- 
ing efficiency. 

BALLOON TIRES 
ON STAR SPORT 

Motorists will read with interest 
the announcement of Star Motors, 
Inc., that a new model has been 
added with balloon tires and four- 
wheel brakes. It is a new Star car 

special model, priced at $745, f. o. b. 

Lansing, Mich. The price includes 
five balloon tirea as standard equip- 
ment. 

This model is furnished in a choice 
of colors and has a nickeled radiator. 
Thus far only the five passenger 
special touring has been shown with 
four-wheel brake and balloon tire 
equipment. 

Shown in New York the latter part 
of April, the new car gained instant 
popularity, and Star dealers every- 
where have welcomed the addition to 
the new Star line, which is com- 

prized of nine models—the standard 
touring, roadster, coupe and sedan; 
the special touring and sedan, the 
sport touring, roadster and the new 
model here announced. 

ADVERTISEMENT. 

S.S.S. keeps away 

Pimples 
Yqu will be compelled to admit 

that the results of S. S. S. 
are really amazing I 

Did you ever know how big cities 
make the hydrant water fit for you 
to drink? That's what 8. 8. 8. does 
to the blood In your own blood 

IllCTatMTOUT R»d-B|rx>dT II». That'stH« 
aura war! S.S.S. builda Blood. 

Callai Ihiamaanaatrangthl 
pipes. It makes It fit to circulate. 
8. 8. S. Is acknowledged to be one 
of the most powerful, rnpld and ef- 
fective blood-cleansers known. You 
don’t have to use some new fad 
treatment that Is mere guosswork, 
you don’t have to smear things on 
your fare In a vain effort to get rid 
of eruptions. Eruptions come from 
blood Impurities and a lack of rich 
blood-cells. 8. S. 8. builds new 
blood-cells. This Is why 8. 8. 8. 
routH out of your system the Im- 
purities which cause bolls, pimples; 
blackheads, acne, blotches, eczema, 
tetter, rash. That’s why 8. 8. 8. 
has done such wonderful work In 
freeing thousands from the scourge 
of rheumatism. 8. 8. 8. Is also b 
remarkable flesh-builder. That's 
why underweight people can quick- 
ly build up their lost, flesh, got back 
their normal weight, pink, plump 
cheeks, bright eyes, and "pep. 
8. 8. 8. Is sold at all good drug 
stores. The large size Is more eco- 
nomical. 

S.S.S. 

PIERCE LAMPS A 
SAFETY FACTOR 

No motor car In America ha» per- 
haps so distinctive a mark aa the 
famous Pierce-Arrow headlamps. 
Few motorists realize, however, that 
these graceful lamps were adopted 
originally for their utility rather than 
their beauty. 

“Fender headlamps really are a 

safety factor," says Mr. L. E. Cor- 
coran, general sales manager of the 
Pierce-Arrow Motor Car company. 
“This type of lamp gives a more 

perfect road Illumination. And in 
turning corners, the driver has a 

quicker illumination of the roadway 
into which he is turning. This is 
due to the fact that fender lamps 
project farther forward and are wider 
apart than the ordinary bracket 
lamps." 

Buick Builds Car | 
on Platform at 

Public Exhibits 
Units for Construction Se- 

cured From Local Dealers 
in Cities Visited by 

Special Truck. 

Approximately 35 of the leading 
cities of the United States are to wit- 

ness one of the most novel demonstra 

tion ever conducted by an automobile 
factory, through the enterprise of the 
Buick Motor company, Flint, Mich. 

Recently a General Motors truck, 
with an especially built body for the 
job In hand and fitted at each side 
with hinged platforma which, when 
let down, furnishes an adequate atage 
for the proceedings, arrived with 
three Buick workmen and a lecturer 
at Saginaw, Mich., the initial stop of 
a coast-tocoast tour of approximate- 
ly 9,000 miles. 

A Buick car wag built openly be- 
fore the public on the platform fitted 
to the truck entirely from unita ob- 
tained from the atock of tha local 
Buick distributing house. The Idea 
la not only to exploit the simplicity 
and sturdiness of the Buick chassis, 
but also the interchangeability >of 

parts that can be obtained from Buick 
representatives In all parts of the 
United States. 

The caravan proceeded from Sagi- 
naw to Battle Creek, Mich., where a 

similar demonstration was staged, 
thence to Detroit, from which city it 
proceeded to the Atlantic coast. It 
will return later to the south, visiting 
the states Intervening between New 
England and the Gulf of Mexico. On 
the return trip it will proceed aa far 
north as Minneapolis and then to the 
Pacific coast. 

At each of the points where a dem- 
onstration is arranged, a complete 
chassis will be built, and driven away 
on Its own power. This Is literally 
carrying the Buick factory to the 
consumer. 

Tha building of the car la ex 

plained In an address by Patrick 
i Keating of the Buick factory service 

---1 

Murphys Show New Durant Touring 

The new Durant touring makes a very attractive appearance—it lias 

nickel radiator, nickel headlights and nickel cowl lights. The motor shows 
a number of improvements pointing towrrd economy of operation. Disc 
wheels are regular equipment. 

department. Keating follows verbally 
the operations as they are performed 
by the workmen, and gives the speci- 
fications of the various units. 

NUMBER OF OLDS 
DEALERS GROWS 

In the past six months the Olds 

Motor works, I-ansing, Mich., has in- 

creased the number of Oldsmobile 

dealers 65 per cent, has reduced 
dealer turnover to a negligible 
amount and bettered the personnel of 
its selling force, Leon Dodge, assist 
ant sales manager of the factory re- 

ports. 
"In a recent interview. Alfred P. 

Sloan, jr., president of the General 
Motors corporation, indicated a trend 
toward higher automobile prices, and 
declared the increased cost of distri- 
bution was one of the chief reasons 

why this would be necessary," said 
Dodge. 

“The Olds Motor works anticipated 
this condition and for months has 
been working toward the formation 
of an efficient, and therefore economi- 
cal, dealer organization. It is our 

theory that the factory is only as 

strong as are its dealers, and for that 
reason we have laid particular stress 

on appointing only dealers who are 

substantial business men." 
The large increase In the number 

of Oldsmobile dealers Is particularly 
striking, indicating that the trade 

generally has recognized the sales 

possibilities of this low priced Six 

Eight months ago there were 1,35“ 
Oldsmobile dealers, while today there 
are 2.200 with direct franchises and 
250 adidtional associate dealers. The 
majority of new dealers have been 
placed in the rural sections of the 
country, where there is a heavy de- 
mand for Oldsmoblles, Dodge reports. 

100,000 Mile Club Gains 
Member at Fort Wayne 

The famous One Hundred Thou- 
sand Mile club is growing. 

The newest member is F. Ferth- 
mlller of Fort Wayne, Jnd., who re 

t-orts a mileage of 137,000 miles on 

his 1916 Dort. 
Ferthmiller, who is a new spaper 

man, has traveled all over the coun- 

try and has made a trip from New 
York to California in his Dort. In 
all this time he has only had his 
motor overhauled once and says that 
it is "still running strong.'’ 

AD? ERTISEMI.N T. 

Automobile Makes 
27 Miles on air 

An automobile goeg 27 miles on ai 
by using an automatic device whle > 

was Installed In less than five mh 
utes. The automobile was only maJ 
Ing 30 miles on a gallon of gasolln 
but after thla remarkable lnventlc 
was Installed. It made better the 
57. The Inventor, Mr. J. A. Sta 
sky, 1068 Eleventh street, Pukwar 
F. D., wants agents and Is willing • 

send a sample at his own risk. Wrl 
him today. 

Revolutionary 
ResultsTold 
By Walter P. 

Chrysler 

MILLARD-ROSE MOTORS 
Farnam at 28th 

W. S. Peterson 
South Omaha 

Jewell Automobile Co. 
Ill Broadway, Co. Bluff*. 

K 
AUTO INSURANCE 

L. J. Goodall 

HAMILTON & CO. 
303-4 Neville Block 

^ JA ckion 0687 j 

THE NEW STA! 
Touring Car 

Now Ready for Delivery 
Alemite Greasing 
System Now Reg- 
ular Equipment. 

Touring $620 at Omaha 

Here 54 Years 

Andrew Murphy & Sod 
14th and Jackson Sts. 

t»EE WANT ADS BRING RESULTS 

Revolutionary riding and driving results have come 

rapidly during the past year in the development of 
both the Chrysler and the Maxwell. 

They are the fruit of an experience which bridges 20 
years and the manufacture of some 2,000,000 cars. 

During recent months, with participation of the Chrys- 
ler engineering staff, this experience has culminated 
sharply in refinements of the most important character, 
which set the good Maxw’ell above and beyond four- 
cylinder cars as you have always knowm them. 

Take for instance the good Maxwell’s new practice of 
mounting the front end of the motor on a floating 
platform spring, instead of bolting it rigidly into thp 
frame in the ordinary way. 

It seems a simple thing to do, but there is a world of 
difference in the riding and driving results. 

Gone is every noticeable trace of vibration from the 
body of the car—but mere words can never tell the 
splendid effect of this new development. 
The great crying demand of the motoring public today 
is for removal of vibration and consequently greater 
ease of riding and driving. 
And the good Maxwell now’ answers that demand in 
a way no four-cylinder car has ever done before. 

Here you have at an impressively moderate price, a 

sturdy car which will carry you all day long w’ith unprec- 
edented ease—which rides with ail the solid comfort 
of twice its weight^-which steers with a new ease—and 
leaves mind and body untired at the end of the day. 
And that is only one result of late Maxw’ell improve- 
ments. 

Owners are now ^averaging 18,000 miles and more to 
a set of tires; better than 22 miles per gallon; grinding 
valves, setting up tappets and removing carbon only at 

long intervals; main bearings rarely it ever replaced. * 
* 

The good Maxwell of today registers the premier ad- 
vancement among four-cylinder cars. It has been the 
subject of continuous and consistent improvement. 
Its makeup includes at all vital points the same pure 
alloy steels found in the costliest cars. 

Without question, you want to get for your money the 
latest and the best tnat you can find. 

Our assurance—my personal assurance, without reset* 
vation—is that the good Maxw’ell is the car to satisfy 
you on all counts; and that it will satisfy you if you 
give it the chance. 

PruUnil and Ckatrman «f A, Rxtrd 
MAXWELL MOTOR SALES CORPORATION'' 

‘Hie Good 

MAXWELL 


