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FOREWORD 

The steady develol?ment of motor transportation throughout the 
world, especIally durmg the last decade, has placed on the roads of 
the United States and foreign countries more than 35,800.000 pas
senger cars, trucks, and busses. The necessity of maintaining those 
vehicles in good operating condition has created a rapidly develop
ing demand for all types of automotive equipment. The striking 
growth and increasing economic importance of our equipment indus
try has been accompanied by a thriving export trade, which has been 
stimulated by the increasing number of American and foreign auto
mobiles operated abroad. The exact importance of this trade is 
indicated by the fact that our exports of equipment amounted to 
$61,0-26,99" in 1930, or 20 per cent of our total automotive exports 
during that year. 

The world is building more highways and has definitely acceptrd 
tho idea of motor transportation. A steady increase in the number 
of automobiles abroad is inevitable, and with this increase will come 
a corresponding growth of the demand for automotive equipment. 

This trade displays certain unique characteristics which emphasil.6 
its importance and reveal the future opportunities for its expansion. 
In the first place, it is less susceptible to the retarding effects of 
economic depressions than the trade in new vehicles, and this ten
dency, which hM been apparent during the depression of 1930-31, 
gives a stability to the trade which enhances its tc'onomic value. 
Again, the promising opportunities abroad for the development of 
motor transportation indicate the prospects for the further growth 
of the demand for American equipment. This is especially signifi
cant in the case of replacement parts and garage and service-station 
equipment. Because of unsatisfactory operating condit.ions in maltY 
countries, automobiles are subjected to more strenuous usage thun 
in the United States, and the need of replacement I,arts and 8erv
icing equipment is correspondingly greater. In a great many foreign 
rountries automobile service facilities are still decidedly inadequate, 
but interest in this important aspect of the trade IS increasing, 
enforced by the ~owing demands of the increasing nllDlI'er of car 
owners. The Untted States has been preeminent in thl' development 
of service appliances and methods, and this fact has established a 
valuable presti~e abroad for our equipment. Prol->pects for the 
expansion of thIS trade appear to be particularly bright. 

Never before has sound and J>rofitable exporting been so dependent 
upon a comprehensive knowledge of conditions in forei~ll markets 
and the concentration of effort in those territories which offer the 
most promising opportunities. In the face of growing competition .. 
AmerIcan exporters have especial need of access to current and 
official reports of conditions in the markets in which they are 
interested. 

v 



VI FOREWORD 

The following survey of the foreign markets for automoti,-e equip
ment represents an effort on the part of the Automotive Division 
of the Bureau of Foreign and Domestic Commerce to provide the 
first comprehensive guidebook of basic information on foreign mar
kets for equipment. This survey was designed to disclose current 
conditions and trends as well as the fundamental market data which 
the exporter needs in the preparation of a sound foreign-sales pro
gram. It is based upon reports received from officers of the Depart
ments of State and Commerce in 110 countries, who were guided in 
their market investigations by a questionnaire prepared with the 
collaboration of the Motor and Equipment Association, the National 
Standard Parts Association, automotive trade-paper executives, and 
a number of individual manufacturers and exporters. 

SEPTEMBER, 1931. 

FREDERICK M. FElKER, Director, 
Bureau of Foreign and Domestic Commerce. 

NOTE 

This survey contains reports on all markets which had been received from 
the field officers at the time of going to press. Reperts from some of the 
lesser markets. when received. will be published as a supplement to the Autl)
motive World News. released weeki)' by the Automotive Division. 



fOREIGN MARKETS fOR AUTOMOTIVE REPLACEMENT PARTS, 
ACCESSORIES, AND, SERVICE-STATION EQUIPMENT 

INTRODUCTION 

A survey of the world generally as a vast market for American 
automotive equipment discloses an important and steadily expand
ing demand for replacement parts; a ~eneraUy waning demand for 
certain types of accessories but reassurmg evidences of opportunities 
for other tn>es; and an exceedingly promising outlook for sales of 
service applIances. 

As the following reports on the separate foreign markets are 
studied, it becomes clearly evident that certain trends and develop
ments are taking place in this trade which must be appreciated in 
their full significance by American exporters. Increasing indus
trialization of many countries has stimulated local manufacture of 
certain types of equipment which formerly were largely imported 
from the United States. Credit policies of foreign manufacturers 
have exercised a definite influence upon the trade. As the motor
ization of foreign countries has increased, local preferences have 
crystallized or altered with a consequent shift in the trends of 
demand. Distribution problems and practices have developed which 
require the most careful attention by the exporter. Regulations 
have been enacted which restrict or alter the demand for certain 
types of equipment. 

The export valuation of American replacement parts, accessories, 
and garage, and service-station equipment amounted to $61,026,994, 
or 20 per cent of our total automotive shipments abroad, in 1930, 
an increase of more than $29,000,000 over the year 1924, the earliest 
period in which the miscellaneous automotive group was broken 
down into the three major classifications mentioned above. Com
parison of these figures illustrates the steadily increasing importance 
of this great branch of the automobile industry, and the impressive 
de'Velopment of the foreign trade in the countless products essential 
or useful to the operation of motor vehicles. 

Prompt and efficient service is, in many instances, of even greater 
importance to the foreign operator of an automobile than to the 
American owner because of the unfavorable operating conditions 
which still exist in a great many. foreign countries. More than 
8,000,000 motor vehicles are now registered outside the United States, 
of which 87.8 per cent are of American origin or type. All of these 
offer potential demands for a certain amount of service facilities and 
replacement parts to keep them in operation. Consequently, the 
past few years have witnessed a growing recognition of the need of 
servicing accommodations abroad. Increasing purchases, not only 

1 



2 AUTOMOTIVE PARTS, ACCESSORIES, AND SERVICE EQUIPMENT 

of replacement parts but also of equipment used in service operations, 
have resulted. The predominance of American cars abroad, the 
quality of American equipment, and the recognized leadership of 
the United States in the development of equipment and practices 
have enabled our products to become strongly entrenched in most 
foreign markets. 

In the absence of unfavorable economic conditions, when passenger 
car and truck sales are steadily growing, there is a corresponding 
demaIid for service equipment. The world trade depression, which 
commenced in late 1929, demonstrated that in many countries de
creased purchases of new vehicles were partially offset by an equal 
or even greater demand for this equipment owing to the increased 
service requirements of thousands of owners throughout the world 
who were keeping their vehicles in operation much longer than they 
would have done under normal conditions. 

While service requirements were reduced to the limit of actual 
necessity, a certain amount of attention to the vehicle is required 
whether economic conditions are good or bad. Consequently Ameri
can export trade in automotive equipment has suffered less during 
the depression than our exports of cars and trucks. 

Improved conditions and the recovery of foreign buying power 
will unquestionably releas~ the accumulated demands for ser"l(ice 
which, with the normal requirements resulting from the sales of new 
automobiles abroad, should hold a reassuring promise of further ex
pansion. 

REPLACEMENT PARTS 

Replacement parts accounted for $47,640,447 or 78 per cent of the 
exports in the equipment group in 1930; in 1924 the total was slightly 
under $22,000,000. The oversea demand for American replacement 
parts is, of course, largely accounted for by the large percentage of 
American cars registered abroad although the demand for parts for 
use in foreign automobiles is by no means unimportant. Purchases 
of parts are also made by certain foreign car and truck manufac
turers for use in assembling their own products. 

Canada has long been the leading market for replacement parts 
manufactured in the United States; the actual export valuation for 
the years 1928-1930 being practically double the purchases of the 
second best market. Canada has the highest automobile registration 
outside of the United States, with the exception of Great Britain and 
France, and its proximity to the American automotive centers, to
gether with the recognized preference of the public for articles of 
American design, have afforded an excellent outlet for parts made 
in the United States. The only competition to American goods is 
from domestic manufacturers, and their activities are constantly on 
the increase. 

Argentina and Great Britain were the next most important mar
kets for American replacement parts, the demands of the former 
rising from $1,883 041 in 1924 to $3,449,899 in 1930, while the pur
chases of Great ~ritain increased from $2,438,193 to $3,102,899. 
American parts supply more than 85 per cent of the I?resent de
mand in Argentina, but European manufacturers are showmg greater 
activity in this market by offering goods at lower prices and ex-



INTRODUCTION 3 

tending more liberal credit terms than is the practice of American 
houses. American pal1icipation in the British market is declining in 
the face of increasing competition from domestic and European 
manufacturers. 

ACCESSORIES 

Accessory shipments during 1930 amounted to $5,542,867, or 9 per 
cent of the group total. The ratio of accessory shipments to total 
exports of the equipment group has been steadily downward during 
the past five years, a condition undoubtedly accounted for by the 
increasing number of items now included as standard equipment by 
the United States manufacturers of motor cars. This trend, how
('Vel', is to some extent offset by the fact that the motoring public 
in many foreign countries is receptive to new ideas in accessories. 
The survey reveals the existence abroad of many definite opportuni
ties, particularly for new and novel specialty items. Familiarity 
with those preferences will enable the American acc~ssory manufac
turer to have a clearer view of his foreign market prm.-pects. 

As in the case of replacement parts, Canada has maintained the 
position of chief purchaser of American accessories, in 1930 account
mg for 42 per cent of the total exports under this classification. 
There is practically no outside competition to American accessories 
in this market, but domestic partiCIpation is steadily_ growing and 
will eventually affect the market for items made in the United States. 
Argentina and Great Britain are also the next best markets for 
American accessories, but in both countries the domestic output is 
gaining strength and now supplies a large share of the local demand. 

Another reason for the downward trend in accessory exports is 
the decided activity on the part of European manufacturers in intro
ducing items at lower cost and through the extension of longer credit 
terms than can be secured from producers of similar articles in the 
United States, a tendency which is also evident in the trade in 
replacement parts. MentIon of this condition is made at frequent 
intervals throughout this survey and it will be appreciated that too 
much attention can not be given to local conditIons and merchan
dising methods if American manufacturers and exporters expect to 
increase or retain their share of this business abroad. 

GARAGE AND SERVICE-STATION EQUIPMENT 

Shipments of farage and service-station equipment reached a new 
high export tota in 1930, amounting to $7,843,650 and representing 
13 per cent of the group valuation; the 1924 total was $2,,841,453. 
Since 1924 the exportation of service appliances has renected a 
consistently increasing demand, which has I'lsen, to such a degree that 
not even the decline m world purchasing power during 1930 could 
force purchases down to former levels. This marked stability of 
the trade points toward an important and steady future expansion. 

Great Britain, since 1924, has been the leading purchaser of Amer
ican garage and service-station equipment. Since 1927, however, the 
United States has shipped a steadily declining volume to this coun
try, the valuation in 1930 being less than one-half of the total 
recorded during 1927. An explanation for this condition is found 
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in the fact that domestic production in Great Britain is heavier than 
at any previous time and is supplying an. increasing share of the 
local demand. Canada, our chief market for replacement parts and 
accessori~s, occupies the position of our second most important out
let for service appliances. The relative growth of the Canadian 
market, as compared with that of Great Britain, has been much 
greater, American exports of nearly $50,000 in 1924 having increased 
to more than $800,000 in 1930. 

Argentina has shown consistent annual increases, occupying the 
third position of importance in 1930 and reaching the greatest vol
ume in its purchases of American servicing equipment ever recorded. 
Manufacturers in the United States must necessarily keep in close 
touch with conditions in both Canada and Argentina, for there is 
already heavy domestic production in the former country and a 
I'teadily increasing output in the latter. 

American garage and service-station equipment is well known and 
favorably regarded throughout the world and is generally recognized 
as being indicative of what is the most modern and best suited equip
ment. However, domestic participation is increasing in the automo
tive producing centers of Europe, as well as in Argentina, 'Chile, 
Japan, and Australia. There is but a small amount of competition 
to American equipment in any of these countries from outside sources, 
but local manufacturing activities are steadily increasing and will 
offer sharp opposition. This survey describes the extent of garage 
and service-station facilities in foreign countries, and the factors 
which govern the development of the trade in service appliances. 

MARKETING PRACTICES 

The increasingly important question of competition from local and 
foreign concerns is foremost among the problems encountered in 
marketing American equipment abroad. In the earlier years of our 
oversea automotive trade, the sale of American products was less 
affected by this competition, but the development of the automotive 
industry in several foreign countries has altered this condition con
siderably. The proximity of Germany, and to a less extent, France, 
Sweden, England, and Italy to the markets of Europe, Africa, and 
the Near East has created certain advantages in close personal con
tact and the ability to promise quick deliveries. Manufacturers in 
these countries have, of course, also been able to establish themselves 
in a stronO'er position in their own markets. 

While ~erican equipment has always sold on a quality basis, the 
low prices quoted generally by European manufacturers have aided 
them in those countries where the trade is largely governed by the 
price factor. In many other countries which do not possess an auto
motive industry of any consequence, there has developed the produc
tion of many types of equipment which require less technical skill or 
expenditure of capital. The assistance given to the small companies 
in this field provides another obstacle' to the trade in imported 
products. 

The problems of distribution differ in importance among the vari
ous countries. In some, there is" a definite trend toward the automobile 
dealer; in others the exclusive distributor functioning as an import-



IlfTBODUCTlON 5 

ing wholelialer is the logical distributing outlet. In some markets 
the manufacturer's representative or indent agent operating on a 
commission basis occupies a position of definite importance in the 
trade

i
· in others there is much opposition from retailers to the practice 

of sel ing on commission. To cite only one of many examples of this 
tendency, in Greece ~eat care should be exercised before placing a 
line with a commissIOn agent because of the resentment created in 
the Greek trade by agents who have used their lines to compete 
actively with the large jobbing houses. In countries where the pro
duction of automobiles IS important, the representative of a line of 
parts must have close contact with the automobile manufacturers. In 
oth!'r markets where service facilities have imprcned slowly, the 
ability of a representative to do the necessary educational work is 
e;,sential to the successful merchandising of garage and service-station 
equipment. 

&veral report,. ref!'r to the practice of American exporters of 
appointing one general agent to cover a number of separate countries, 
dIffering widely in marketing methods and preferences. For exam
ple, r!'s!'ntment is frequently expressed in Scandinavian countries 
regarding the appointment of a representative in a neighboring 
country or in western Europe to cover those markets. 

American companies should carefully investigate the advisability 
of appointing separate representatil'es in each marketing region where 
the trade 0rportunities and local sentiment favor such action. The 
objection 0 buyers to obtaining their requirements from agents of 
another nationality located in a foreign country is often based upon 
a deeply rooted feeling of nationalism and, for that reason, is strong 
enough to warrant consideration. 

An almo."t universal characteristic of the credit situation in the 
equipment trade in many countries is the practice of granting exceed
ingly liberal terms by European manufacturers, who often sell on 
open account or on terms of five or six months or longer. Notwith
standing the quality of the product, this practice has unquestionably 
",suited in increasing the sales of European lines in many markets. 
American manufacturers have ~enerally preferred to follow a more 
rigid credit policy and to mimmize their risks. The soundness of 
that policy is ob,·ious, but it is important to realize fully the extent to 
which growing foreign competitIon has resulted from an. extension 
of liberal terms and to consider carefully the importance of this 
question in the future. . 

These are F:ome of the problems with which this world survey is 
concerned. Each report has dealt with them in the light of their 
importance. The reports also present certain peculiar characteristics 
of the separate markets which are of definite trade importance. For 
example, the report on Peru mentions the prevalence of petty thiev
ery and the consequent demand for certain types of accessories. It 
refers also to the potential market for windshield wipers in this 
country of sparse rainfall, but where, in certain sections, heavy fogs 
are common. In Venezuela and other countries a stron~ demand is 
found for bulb horns which, with electric horns, are reqUlred by law. 
In Austria, an almost untouched field for a certain type of high
pressure grease gun is reported. In Czechoslovakia and other coun
tries direction indicators are in good demand. In Estonia, importers 
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dislike the practice of some American firms of sending bulky adver
tising displays which are subject to a high duty. In Belgium, better 
advertising of American replacement parts is needed. In Norway, 
a growing market for car heaters is found. The report on Switzer
land warns that multiple-tone horns are not permitted, as their 
sound is confused with that of horns on vehicles of the Alpine postal 
busses, which have the inside right of way on all mountain roads. 
In this country also, rear-view mirrors, bulb horns, and direction 
indicators are required in some cantons. In Italy, although pros
pects for imported automotive products are not promising, good 
openings for certain classes of equipment are reported. 

These are examples of one type of information which is brought 
out in the following study. While possibly of less importance than 
the more detailed observations on the types of equipment in demand, 
competition, distribution, and other subjects of essential market im
portance, they have nevertheless a definite practical value to Ameri
can exporters of automotive products. Knowledge of them may 
enable sales efforts to be applied in the right direction and costly 
mistakes to be avoided. 

This study provides abundant evidence of the promising oppor
tunities which exist for further expansion of our foreign trade in 
automotive equipment. The world is rapidly accepting the idea of 
motor transportation. More highways are being built. In some 
-countries the demand for replacement part.s and service is stimu
lated by the lack of good roads, but an even greater stimulus will be 
provided by the increasing number of vehidcs which will be sold 
when better hilThways are built. 

It would be hazardous, however, to ignore the fact that the suc
-cess of American exporters in this future world trade will probaLly 
be more dependent than ever bef6re upon painstaking study of for
eign-market conditions and the willingness to meet the changes which 
are manifesting themselves. In fact, a certain flexibility ~n the for
eign marketing poliey of manufacturers, which will enable them to 
adapt their sales methods to the peculiar and changing character
istics of each market, will enhance the good reputation of American 
equipment lines abroad and strengthen their competitive position. 

Knowledge of the peculiar characteristics of each market, ability 
to adapt merchandising policies to those conditions, the proper 
appraisal of opportunities presented in each country so as to con
centrate sales efforts in the most profitable channels, and the selec
tion of the best distribution facilities-these are essential require
ments for the American manufacturer who foresees and is determined 
to obtain his share of the foreign demand for automotive equipment. 

This survey contains separate reports from 110 foreilTn countries. 
The material has been so arranged as to facilitate use ol'the study as 
a re!eren~e source and. also for its use by export managers in con
nectIOn wlth the plannmg of foreign-sales programs. 
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ToW ....... _ ......................... 36, 074, 7M. .lO,I:7,40P. [4, 252.976 77,400,207 47,640,477 

1 1'1 ....... eonr on DrtUIIh !Ioulb Alrt ..... 

UNITED STATU EXPORTS OF AUTOKORILJ: ACCESSORIES 

COUDIr7 01 d .. Un,IIoD 

Cantu1A. __ ... _. _e ____ ._ ...... __ .. __ .... _._ . .o. ___ _ 
Arll'eotto3 ..... __ .. _______ ....... _ .. __ ..... ___ .... ___ _ 
tl nJter1 KIDlllom _______ ... ____ .. ____ a _______ _ 

New Z681and ____ .•• ____ •• ___ •...• _._ ..• _. __ 
AU!IItra!Ja .... __ ...... ____ • ________ a. ___ • _______ _ 

"(8Iioo ... ! ................................... . 
l'nloD or SQUIb Atrica ......................... . 
1t81y ____ ••••••••••••••••••••••••••••••••••• 
\'flDMueJa .......................................... . 
SpaiD ......................................... . 
Oermuy .......................................... . 
8wed"D_ ............................................. . 
J3pftD .......... __ ............. _ .................... . 
Belgium ..•• ____ ...................................... .. 
Soviel HUBOi. ta Europe.. ••••••••••••••••••• 
ChilL ••••••••••••••••.••••••••••••••••••••• 
D"..II. ..... _ ••••.•••••••••••••••••••••••••• 
British IDdia ............................. _ ............. .. 
Denmftrk_ •• _ ............................................. . 
PhllippIDolslaodL ••• _ ••••••••••••••••••••• 
OU181' OOUDUJ8S.. ........................... _ ............ _ ... .. 

1926 

12,611,024 
475,603 
246,935 
231,128 
949,900 
322,9Il7 

1297,171 
402, 145 
106,5116 
85,250 

149,557 
88, Ii66 

226, 281 
77,137 
2,211 

115. 809 
fJ29,3fl6 
197,045 
114,6IHI 
114,466 

1,834,926 

Total................................. 0,279,096 

1 figures cover aD Brillab South Africa. 

11127 

12,480,8811 
424,743 
250,139 
181,749 
695,598 
117,231 

1209,751 
189,576 
105.069 
72,093 

281,764 
86,912 

224,032 
62, 950 
31,595 

100,053 
381,025 
172,771 
104,568 
120,469 

1,640,795 

7,873,568 

1928 ~~ __ I~ 
14,127,138 14,136,436 12,331,376 

622,.lO7 679,422 392,411 
189,Of{ 228, 282 215,823 
117,178 267,687 190,864 
683,4{4 646,765 145,948 
192,085 162,633 134,581 
139,662 175,412 119,917 
400,078 276,296 119,364 
66,287 116,476 105,997 
82,257 82,704 105,432 

202,272 170,065 98,502 
77,049 73,147 98,237 

lSO,047 239,675 94,530 
69,244 48,681 94,317 
14,033 18,916 92,007 
36, 242 122,326 91,702 

334,709 356,628 87,406 
153,263 166,193 83,662 
94,462 70,019 74,817 
83,176 13,258 66,642 

1,416,683 1,895,642 800,333 

0,281,358 9,405,623 6,642,861 
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Leading EllJpwt Markets-Continued 

UNITED STATES EXPORTS OF AUTOMOBILE SERVICE ~PPLIANCES 

Country or destination 1926 1927 1928 1929 

l:nited Kingdom ___________________________ $2,168,023 $2, 990, 106 $ 1, W2, 728 $1,394,753 
Canada_ _ __________________________________ 475,0:44 430,489. 902,71S 1,090,977 
Argentina_ _________________________________ 396,113 421.345 615,4So1 500,077 
Soviet Russia in Europe____________________ 58,458 73. fi31 74,552 198,880 
Brazil______________________________________ 222,803 482,281 6R5,776 882,512 
lInion of South Africa______________________ • 13R, 294 • 209,751 If·9,605 14',383 British India___ ____________________________ 40,539 172,771 59,712 68,264 
Chile_______________________________________ 56.759 100.053 62,665 130,343 Frsne"-________________________________ -___ 648,863 213,520 104,509 242, 382 
Itllly_______________________________________ 534, ~91 222,777 330,454 335,609 
Mexico_____________________________________ 63,069 55, 551 99,744 104,915 
New:>:ealand_______________________________ 247,212 79, lOS 336.665 173,589 Oermnny ___________________________________ 73,395 173,700 11\2, 003 224,317 
Australia___________________________________ 439,759 201,947 434,673 288,886 
Uruguay_ __________________________________ 48,849 103,233 106,144 152,695 
Netherlands________________________________ 155, 808 125,130 115,178 86,511 
Philippine Islands__________________________ 19,533 43,931 39,071 41,924 
Algoria and TunisilL._______________________ 30,390 92,338 96,292 180,000 
Cuba_______________________________________ 45,302 92, 772 55,431 57.663 
Java and Madum.__________________________ 17,657 24,489 27,108 33; 277 
·Oth • .r countries_____________________________ 930,985 688, 695 1.384, 170 451,966 

1930 I 

$1,2,5,340 
808,531 
623,512 
517,808 
408,219 
3~5, fifiS 
261,6fil 
21~ 200 
211782 
210,769 
205, 093 
178,858 
176,228 
1W,IM 
139,048 
119,523 
117,347 
lOG. 040 
103,256 
98. ~5S 

1,573.718 
TotaL _______________________________ -6,'-86-1-, -746-1-6,-9-97-,-59-S+-7,-6-54-,-6;G-, -111-7-,78-5,-0-10-1--7-, 8-4-3,-6-S0 

1 1930 figures includo battones (6-volt). • FigurfS cover all British South Africa. 



AFRICA 

ALGERIA 

Equipment J\larket Dominated by French Product. with American Participa
tion Limited-Increasing l\Iotorization of Country Offer. Certain Oppor
tuniti" .. Particularly for Salea of Service Appliances 

M"lor,v"hlcle registration ae of January 1, 1931: 42,000 passenger cars, 6,700 
trucks, 1,MO bUOlse., and 2,300 motor cycles. 

French competition is the dominating characteristic of the Alge
rian market for all types of automotive equipment. The customs 
duties on automotive ,'ehicles and products are the same as the duties 
in France, so that French products have an important advantage in 
competitiun with foreign lines. The increasing interest which has 
bet-n bhown re~nt1y in American automotive products has created 
80me comment concernin~ the possibility of further increases in the 
import tariff. The uncertainty of the outlook is well recognized by 
the Algerian trade and has had the effect of discouraging all extraor
dinary effort and plans on a major scale for the marketmg of goods 
not of French manufacture. Many Algerian dealers also complain 
of the practice of some American manufacturers of granting dis
tribution rights in French possessions in contracts with firms in 
}'rance, and they contend that this practice very often prevents the 
effective exploitation of the Al~erlan market for the product in 
question. This matter is one whIch, it is thought, should receive the 
careful consideration of every American company interested in 
c1pvcloping the Algerian market on a profitable basis. 

9 



SUMMARY OJ'THIII MARKET FOR AMERICAN REPLACEMENT PARTS, ACCESSORIES, AND SERVICE ApPLIANCES IN AFRICA 

United States exports In 1930 PrBSent demand American participation 

Country Replace
ment 
parts 

Acces
sories 

Service 
appll· 
ances 

Replacement 
parts ACC8l!.oriBB Service appll· 

ances Replacement I ACcesso. rlea parts 
Service appll· 

ances 

Anglo-Egyptian Sudan........................ •••••••••••• •••••••••• •••••••••• Fair........... Slow.......... Slow.... •.• ••• 86 per oont. ••• 80 per cent.... 80 per cent. 

~J~~~'E8ijt·AtrlC8:::::::::::::::::::::::::::: ···$292;200· ··$22;ii1· ··$2~749· ·ociiiii.::::::::: ·EitesdY:::::::: ·ii.ii-::::::::::: ·sij:g(jtiiir·C;oi: ·sc,:.iio·tiiir·C;oi: 9()-OO por oont. 
Egypt •• _...................................... 432,677 10, ooa 36,182 Slow.......... Down......... LimIted....... 45-66 por cent. 45-66 por cont. 45-66 por cont. 

Ethiopia........ •.• •••••• •••••••• ••••• ••••••••• 2, 063 
Freocb BomaJiland •••••••••••••••••••••••••••• } 199,910 
Freocb West Altlca •••••••••••••••••••••••••••• 
Oold Coast.................................... 194,481 

Morocco: 
Ffflocb ••.••••••••••••••••••••••••••••••••• } 
Iowrostlonal Zone ••••••••••••••••••••••••• 
Bpanlsb ••••••••••••••••••••••••••••••••••• 

Mozambique •••••••••••••••••••••••••••••••••• 

LIberia •••••••••••••••••••••••••••••••••••••••• 
Nigeria ••••••.•.••••••••••••••••••••••••••••••• 

~~~fa~.~~.~.t~~:::::::::::::::::::::::: 
Unlon ot 80utb Africa ••••••••••••••••••••••••• 

Country 

136,106 

66,636 

8,821 
114,118 
68,676 
21,016 

I, 37l, 889 

3,201 
6,344 

6,129 

6,939 

IS3 
1,611 
6,8.10 
1,831 

119,917 

Replacemeot parts 

~'-'-'- ~----------I-----·--

299 Oood.......... Smwl •••••••••••••• do •.••••••• 76 per oont.... 20 per ooot.... 26 per cent. 

!:: ~~~~io::::::::: :::::st::::::: .~~~~~:::::::: i~ g:~ E~i:::: :~!.::~:::: :aa;:: :::: 
8,093 

16,689 

417 
1,223 
1,9114 

106,040 
306,608 

{ii.iir~~::::::::: E:i~';d::::::: ~[~'i't~':f.:::::: ~~~::.:::::::: .~'!~!::ci:.::::::: 
.••. do •••••••••••••• do •.•••••••••.•• do •••••••••••••. do .••••••••••••• do ••••••••• 
Oood... •••••• Falr •••••••••••••••• do......... 90 per cont. •.• 00 por oont •••. 

8I1ght ......... Slight .•••••••• Restricted ••••.••••• do ............. do ....... . 
8t.ady •••••••• A.tlve •••••••• Fair ........... I,.ads ......... I,e.ds ........ . 
Oood.......... Limited....... 8mall......... 90 por coot ......... do ........ . 
Growing ...... Down ••••••••. Fair ........... Llmltod ....... l.tmltod ...... . 
Oood ............... do......... Oood...... .... 80 per ccnt. ••• 70 pur CCllt •••• 

DomBBtlc production Europo.n competitIon 

AcccssorlBB Service appliances Roplacemont parta AceBB.orles 

IT.aV}'. 
Favorable. 

Do. 
90 per cont. 

neavy. 
40 p~r oont. 
Leads. 
Sm.lI. 
Le.ds. 

Sorvlce ap. 
pllances 

--.- ------\------ 1--------------1------

ar1t:~=t·~;ri:~;:::::::::::::::::::::: .~~:.;::~::::::::::::::: ·(I:;ii~::::::::::::::: .~~~~.:::::::::::::::::: .:~~::.:.:.:::::::::::::: .::~::::::::::::::::::: ::~:: 
Egypt ••••••••••••••••••••••••••••••••••••••• NCllllllfble ••••••••••••• None ••••••••••••••••••••••• do ••••••••••••••••• OrowlnK •••••••••••.••••••• do................. Do. 

J:~~~fs;;inaiit&Dd:::::::::::::::::::::::::: .~~~3o::::::::::::::::: :::::3~::::::::::::::::: :::::3g::::::::::::::::: .~.~.~~.:::::::::::::::: ~~rl~~:::::::::::::::: rri.~?· 

I-' 
o 



~~O~.:.~~.~.~~~::::::::::::::::::::::::: :::::::::::::::::::::::: :::::~::::::::::::::::: :::::~::::::::::::::::::' ~~:::::::::::::::::: g;:;rDi:::::::::::::: Falrilo. 

Morocco: ; I i ! M.E!t:~,?:::::::~::::::::::::~~j;::~:::::::::::: ·~l::: •••• : ••••• ·.: .: •• ~::: •• : •• :: ••••.. ~:~.: •• :.:.:. ····:::t:.·:.· ••••• ·: :J~. 
1 firB~J:::m:.~m::::::: :::::~::::::::::::f~==::::::H m:~~::::::.::i ~~.tHI~~L:::m ~g 

I Inoluded III Tunlala. 
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From a general viewpoint, the distribution of automotive products 
in Algeria has been affected by the comparatively little capital pos
sessed by persons engaged in the Algerian automotive trade. Many 
dealers in Algeria have been controlled, in one way or another, by 
French firms, which have exercised considerable influence over their 
business policies. Although this situation has changed somewhat in 
recent years, during which some of the Algerian companies have 
increased in importance and capital resources, the old habit of deal
mg exclusively with French wholesalers remains, although some firms 
now have a joint buying agency in Paris. The effect of these tradi
tional bushiess practices and influences has tended to restrict the 
trade in products of countries other than France. 

REPLACEMENT PARTS 

The market for replacement parts has been extending steadily with 
the gradual increase in the number of vehicles in use. American 
participation in this trade, however, is limited to the supply of spark 
plugs, roller bearings, and brake linings, together with the articles 
necessary for the upkeep of the American vehicles that have been 
imported and which at present probably are not more than about 
5,000. The best selling lines of parts at the present time are plain and 
roller bearings, bolts, brake linings, springs, spark plugs, pistons and 
piston rings, gears and starting apparatus, and radiators. . 

Competition is mainly with French products, which dominate the 
market; no other foreign products are gaining at the expense of 
American goods, which, on the other hand, have made a slight gain 
recently. Apart from French goods there is competition from 
Sweden, England, and Belgium in brake linings; from Sweden and 
Germany in ball bearings; from England and Italy in spark plugs; 
and from Germany in electrical equipment. The chief inducement 
offered by foreign firms to encourage direct relations is th", practice 
tlf shipping goods on consignment, which is never done by American 
firms, nor as a general rule is it to be recommended. , 

The leading centers of distribution for replacement parts are 
Algiers, Oran, Constantine, Bona, and Sidi-Bel-Abbes, in order of 
importance. Wholesale distribution is effected by jobbers who sell to 
garages, which constitute the principal retail outlets in the smaller 
('enters, and to dealers in general parts and accessories in the larger 
communities. Trade terms offered by both French and American 
manufacturers va.ry in proportion to the normal rate of turnover in 
the particular line. On the average a discount of 35 to 40 per cent is 
granted from the list price. The wholesaler aims at retaininO' about 
15 per cent for himself; garages are crl'dited with 10 or 15 per cent 
according to the business done. Originally French firms O'ranted 
terms of 30 days, not counting the month of the order, b~t these 
terms have been extended to 60 and not infrequently 90 days. Local 
a.ccounts are supposed to be settled monthly by means of drafts, but 
delays are numerous and recently have been particularly so. 

ACCESSORIES 

The Algerian trade in accessories remains about stationary in
t~re!lses in certain articles being offset by decreases in others. 'De-
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crt>ased sales are noted in the case of tire pumps, bulb horns, speed
ometers

i 
luggage carriers, and shock absorbers, while sales of bumpers 

and lig Its ha,·e gained. Accessories most in demand are bumpers, 
jacks, lights (headlights must conform to the French regulations and 
be stamped officially), tire pumps, shock absorbers, radiator shields, 
and novelties. Antiskid chains are rarely used j license plates 
are of local manufacture j car heaters are seldom used in the Algerian 
climate. 

The American share of the accessor\, trade is now very small, and 
the market is dominated by French products. No fot:eign products, 
otlH'r than French, are guining at the expense of American goods. but 
for the reasons already given, the field for any manufact,urers not of 
French origin is extremely drcumscribed. The trade in body hoists, 
bumpers, J. acks, an,l novelties pre"ents the best opening, provided 
the!<e pro tlcts are of as good quality. present some special feature, 
an,l clln be landed at competitive prices. 

The lIIarketing of accessories is done chiefly through the orders of 
dealers placed with wholesalers in Paris. It is clear that this method 
is expensive and leaves little margin for expenses of pushing local 
sales. Apart from this there are a few exclusive distributors im
porting on their own account and also a few commission agents who 
!'ell direet to dealers. L"ndoubtedlv the best method of distributing 
i~ throul!h traders importing on their own account as exclusive agents. 
l'nfortullately the number of firms able and willing to do this is very 
small. Stocks tend to be low, unless the dealer has been able to 
arrange for consignment, and there is no doubt that sales suffer 
through the absence of adequate stocks. In many cases the dealer, 
not being an exclusive agent, carries competitive lines. Accessories 
art' retailed generally by accessory dealers who also handle parts 
and lubricants. Outside the chief cities they are stocked to some ex
tent by car agencies and garages, but this practice applies ordinarily 
to the lines which are in constant demand, such as jacks and bumpers. 

Terms in this trade are usually 40 per cent discount on list prices 
for ordinary goods, and payment· in 60 or 90 days is now not 
uncommon. 

GARAGE AND SERVICE·STATION 'EQUIPMENT 

While service facilities in Algeria can not be described as adequate 
in comparison with facilities in the United States, good progress has 
been made recently. In the larger concerns the foreman at least is 
usually a trained mechanic. A few years ago the Government opened 
schools where apprentices and others have been given a practical 
technical education in mechanic work. 

The use of American equipment is not general, and the market is 
dominated by French products. All equipment in use is imported, 
generally through l"rance, even when the products are of American 
origin. 

There is slight, unimportant competition from England in shop 
tools, auto liits, and wrenches. The American products which have 
been sold in this market have been bought on a quality basis. Compe
tition is extremely difficult, in fact nearly impossible in certain lines, 
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such as air compressors, battery chargers, cranes, gasoline pumps, 
tire-repairing equipment, and salvage apparatus. In other lines 
American equipment has met with some success, but the market at 
best is a narrow one. 

The fact that demands for garage equipment spring up suddenly 
in Algeria, possibly after two or three years of apparently unsuccess
ful sales effort, indicate that this trade is undergoing a slow but 
steady development. Its -progress, however, is hampered by the dis
inclination of garages and service stations to make the necessary 
expenditures for modern equipment. Inasmuch as only a few 
Algerian garages are approximately modern, there is theoretically a 
large potential demand for this type of equipment, but a great deal 
of educational and pioneering work will have to be accomplished be
fore this demand can be successfully developed. The best means of 
distribution of equipment lines is through a manufacturer's agent 
who .would devote his whole time to the business. Unfortunately it is 
almost impossible to locate such a representative in Algeria. The 
best alternative is a jobber who would be able to devote the necessary 
energy and trade work to his line. Of course, the need of jobbers is 
being felt in this trade. The representative stationed in Algiers 
should be able to handle the market through the main distribution 
centers previously mentioned in this report. 

When quoting terms it is imperative that c. i. f. quotations should 
be always supplied; no business is likely to result unless this matter is 
attended to. The credit which should be extended in this trade is a 
question which must depend largely on each particular case; gener
ally, however, terms should be for not less than 90 days, possibly 
longer for goods having a slow turnover. The extension of these 
terms depends, of course, on careful investigation of the credit stand-
ing of the applicant. '. 

ANGLO-EGYPTIAN SUDAN 

Automotive Trade Commi.8ione~ Ralph F. Cheobrough. Cairo. ElD"pt 

Automotive registrations as of January I, 1931: Passenger cars 1,298. trucks 
1,547. motor cycles 337. 

Normally, annual sales of automobiles in the Anglo-Egyptian 
Sudan amount to between 500 and 600 units, but during 1930, be
cause of the prevailing depression, this figure was reduced to 212, Rnd 
during the first five months of 1931 only 5 new automobile sales were 
made in all of the Sudan. American automobiles predominate in 
this territory, and for that reason American parts enJoy the greatest 
demand. In spite of the heavy decline in purchases of new auto
mobiles, imports of equipment declined to a much smaller extent. 

The main distributIOn centers for all types of automotive equip
ment is Khartoum, the capital, where the 10 distributors handling 
these lines all have their headquarters. These firms are all automo
bile distributors, who handle parts, accessories, and garacre equip
ment in addition to their lines of vehicles. Most of them have 
branches or subagencies in Port Sudan, and other important trade 
centers in the Sudan. 
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REPLACEllENT PARTS 

The participation of American replacement parts business in the 
~udan IS estimated at 85 per cent. Practically all types of parts are 
in constant demand with the exception of body hardware and up
holstt>ry material. The principal foreign competition is offered by 
distributors of European cars, such as Morris, Austin, Citroen, and 
Fiat, which handle parts used to service those vehicles. 

ACCESSORIES 

r p to 19:31, the demantl for accessories was good but has decreased 
during this year on account of the trade depression. The acces
sOl'i('s mo~t in demand are bulb horns, electric horns, jacks, lamp 
len,,('s, and tire pumps. The American share of this business is about 
f,O (It'r c('nt, The European competition is offered by distributors 
halltllinO" the above-mentioned European cars. 

Due both to the climate and the low purchasing power of the 
population, there is no demand for nonskid chains, radiator covers, 
('ar heaters, wind-shield cleaners, and taximeters. There is a small 
d!'llland for luggage carriers by Europeans who travel in the country 
distrids. 

Doth replacement parts and accessories are sold for cash, although 
cr!'t\it is granted in a few instances, where the status of the buyer 
ju~tifies an extension of terms. 

GARAGE AND SERVICE-STATION EQUIPMENT 

Sen-ice stations are fairly good in the Sudan, and there should be 
an incI'easing demand for better and more modern service and garage 
('quipment when economic conditions justify their purchase. 
Equ1l!ment most needed includes battery chargers, cylinder-boring 
machmes, /!arage tools, gasoline pumps, jacks, oil and grease guns, 
portable flrills, reamers, valve grinders, and wrenches. 

About 80 per cent of all !!arage and service-station equipment 
being used is of American manufacture; Great Britain has the ma
jority of the non-American business, the balance being about equally 
Jivided between Italy and France. 

Tires are now changed with the use of hand tools, and tire repair-
11,0" is done by the tire distributors. 

Electric current is now available only in Khartoum and Port 
Sudan. 

BRITISH EAIiT AFRICA 

Present Demand for Replacement Parts Good. Accessories Steady. Service 
Appliances Fair-American Participation from 85 to 95 Per Cent in All 
Classea . 

CoaoooJ K. d.G. M •• Vitty, N.lrobl, Colon,. .f K...,. •• AId .. 

Motor-Yehlcle registration In the thrl>e territories of British East Africa as 
of January 1. 1931. was: Kenya Colony, 10,302 passenger cars, 300 busses, 2,075 
trucks, 1,820 motor cycll's; Tanganyika Territory, 2,127 passengl'r cars, 250 
busses, 2,345 trucks, 1.718 motor cycles; Uganda Protectorate, 1,702 passenger 
cars, 400 busses, 965 trucks, 2.152 motor cycles. 
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REPLACEMENT PARTS 

A good market for replacement parts exists throughout the ter
ritory of British East Africa. This is largely due to the fact that 
road conditions are especially difficult throughout the rainy season 
and to the practice of loading trucks to their absolute capaclty. 

Replacement parts for which there is a large demand are bear
ings, bushings, brake lining, clutch facing, fan belts, spark plugs, 
springs, valves, radiator caps, pistons, piston pins, piston rings, 
body hardware, body upholstery material, rims, and rim parts. 
There is only a small demand for driving or timing chains, stamp
ings, forgings, gears, pinions, drive shafts, steering wheels, auto 
frames, and generators. 

Aside from a limited amount of imports of.replacement parts for 
the few British and Italian cars and trucks in operation, the import 
trade is all from the United States and Canada. British manu
facturers control the market for body upholst€ry material and 
supply approximately 50 per cent of the brake linings, 25 per cent 
of the clutch facing, and 10 per cent of the spark plugs. German 
firms are offering lower prices on a large variety of replacement 
parts. 

American automotive products are well liked, the general opinion 
being that they are more suited to the requirements of this terri
tory than those of any other make. There is a tendency, however, 
on the part of the large German population to purchase German 
material, if available. 

The distribution center for replacement 1?arts in Kenya Colony 
is Nairobi. The distribution is almost entIrely controlled by the 
firms engaged in the direct importation of cars and trucks and by 
manufacturers' agents. Garages' and dealers handling parts and 
accessories throughout the country are supplied through t.hese chan
nels. There is some direct importing by small Indian firms in the 
interior of the country, but direct shipment to small firms should be 
discouraged, since most of them are operating on a limited capital 
and are not always able to make prompt settlement. 

Throughout Tanganyika replacement parts are distributed 
through importers and manufacturers' agents located at Nairobi, 
Kenya Colony, and at Dar-es-Salaam and Tanga, Tanganyika Terri
tory. Several of the larger Nairobi firms have branches at Dar-es
Salaam. 

Most of the replacement parts im;I?orted into the Uganda Pro
. tectorate are either shipped through distributors or ordered through 
manufacturers' agents located at Nairobi. Several of the larger 
automobile dealers located at Kampala, Uganda, order directly and 
distribute to the smaller firms. Distribution in Tanganyika and 
Uganda is made in the same manner as in Kenya Colony. 

Practically every shipment of replacement parts from the United 
States is made on a cash against documents basis. A few British 
firms are offering 90-day credit, but the majority are shipping on 
the same terms as American firms. 

The most suitable method of advertising replacement parts and 
accessories is through the daHy and wel'ldy press. Daily, except 
Sunday, and weekly editions of the East African Standard, published 
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at Nairobi, and the Mombasa Times, published daily, except Sunday, 
in Mombasa, cover all of Kenya Colony and practicall,Y all of East 
Africa. There is also the Tanganyika Standard, pubhshed at Dar
es-Salaam, daily and weekly, while the regular edItions of the East 
African Standard, mentioned above, has a large circulation in 
Up'anda. 

There is & definite trend toward the distribution of replacement 
parts by automobile dealers. In fact, practically 85 per cent of 
the trade is now in the hands of distributors and dealers of pas
senger cars and trucks. 

ACCESSORIES 

In Kenya Colony the demand for automotive accessories has 
shown a st~ady increase during the last five years. This is largely 
due to the development of & locally made body adapted to East 
African conditions and to the fact that motor transport is a necessity. 

In Tanganyika the demand is fairly large, especially in certain 
lines, since cars are kept in UlSe over long periods and replacements 
of accessoril'8 are made four or five times during the life of a car or 
truck. The demand in Uganda had shown a steady increase up to 
the first of the year, 1931. Since. that time, owing to the financial 
depression, the demand for accessories has been slack, and purchases 
are being made only to cover absolute requirements. 

The largest demand for accessories includes chains, electric horns] 
hand and mechanical jacks, len:;es, lights (head, rear, stop, and 
parking), tire ~umps, seat covers, wind-shield cleaners, and license 
plates. There IS no demand for such articles as car heaters, locks, 
luggage carriers, and novelties. 

}1'oreign competition in the accessory trade is confined to license 
pIatt'S and tire pumps, both of which are imported from Great Brit
ain. The British license plate, according to dealers, is much cheaper 
than the type used in the United States. The local preference is for 
tire pumps operated by foot rather than by hand. Dealers state they 
would handle an American pump of this type if it could be sold at 
a low price. 

Seat covers, the demand for which is large, are all made locally 
from imported material. It is not felt that seat covers could be 
imported at a price to compete with domestic articles. 

The distribution method for accessories is exactly the same as for 
replacement parts. 

Accessories, like replacement parts, are imported almost entirely 
on a cash against document basis. 

GARAGE AND SERVICJ::-STATION EQUIPMENT 

There are not more than four adequately equipped service stations 
in Kenya ColonYt all of which are located at Nairobi and Mom
basa and operated by distributors of automobiles. There are two 
stations in the Tanganyika Territory, both of which are located at 
Dar-es-Salaam. Fairly equipped stations are being operated in 
Tanga, Arusha, and Moshi; there are also two adequately equipped 
garages in Uganda, one located at Kampala and the other at Jinja. 
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It is not expected that the number of service stations will be in
creased to any extent for some time. Lack of a large population 
outside the centers mentioned hardly justifies the expense of equip
ping up-to-date service stations. The mechanics employed in 
Kenya Colony and Uganda are locally trained. In Tanganyika, 
there are a number of German-trained mechanics, also a number of 
East Indians who have had practical training. _ 

Items of garage equipment for which there seems to be an active 
demand are air compressors, battery chargers, garage tools, hydraulic 
and mechanical jacks, lubricating systems, oil and grease guns, port
able drills, reamers, valve grinders, and wrenches. Xearly all the 
garages are already equipped with wheel alignment and towing 
apparatus. -

American equipment is used almost exclusively at service stations 
and garages. - There is no equipment manufactured locally, and the 
only items in which there appears to be foreign competition are 
oil and grease guns, the trade being diuded equally between the 
United States and Germany. 

In the Tanganyika Territory German firms also compete in hand 
tools. 

Gasoline pumps are supplied and operated by the· various oil dis
tributing companies. All gasoline pumps in use are of French manu
facture, even the American companies using this type of pump. 

Electric current is available only in two cities of Kenya Colony, 
Nairobi and M:ombasa. The voltage is 240 alternating current, 50 
kilocycles. Special rates for current are made to garages. In Tan
ganyika electric current is available only at Dar-es-Salaam and 
Tanga, with voltage of 230, direct. Special rates are made for 
garages, the cost of current being considered reasonable. Electric 
current is not available in Uganda other than from privately oper
ated plants. None of the garages operates its own power plant. 

Garages in the principal cities are equipped with mechanical tool's 
for changing tires, but elsewhere hand tools are used. 

The main distribution center for the entire territory is Nairobi, 
Kenya Colony, where the principal stocks are maintained. Other 
distributing points are Dar-es-Salaam, Tanganyika, and some few 
items are handled by dealers in Kampala, Kenya Colony. 

Garage equipment can best be handled through the present chan
nels; that is, through importers of automobiles. Such firms handle 
all types of automotive equipment and are constantly in touch with 
garages and other purchasers of these lines. 

CIRENAICA AND TRIPOLITANIA 
Trade Commissioner I. B. Ta:tlor. IIli1ana, Italy 

The ItalIan colonial territories of Cirenaica and Tripolitania, in 
North Africa, with a total population of about 1,070,000 (only 30,430 
being Europeans, over 90 I?el" cent of which are Italians), could not 
be in any sense considered Important automotive markets. 

It is estimated that in Cirenaica there are approximately 115 motor 
vehicles--50 passenger cars, 75 trucks, and 50 motor cycles. It is im
possible to determine what portion of these are privately owned, but 
the large majority are in the military service. 



AFRICA: EGYPT 19 

Since the Arabs in Cirenaica are still hostile, private motor-vehicle 
use has not developed to any appreciable extent. As a matter of fact, 
it is reported to be unsafe, even in broad daylight, for a motorist to 
venture more than 2 miles outsid~ of BenghazI, the principal town. 
Under the circumstances, this colonial area is hardly eligible for 
classification as a market for replacement parts, accessories, or service 
equipment. Such of these items as are required by the military au
thorities are, as might be expected, secured from Italian sources. 

With a much-improved highway system and state of native tran
quillity, Tripolitania presents a somewhat more promising picture. 
Herel too, the military use of motor vehicles plays an important part. 
The lJest estimate available indicates that at the beginning of 1931 
this colony had 2,130 automotive units; these comprised 1,050 in 
GO"ernment service (200 passenger cars, 700 trucks and busses, and 
150 motor cycles), and 1,080 in private use (450 Jlassenger cars, 350 
trucks 80 busses, and 200 motor cyeles). 

In Tripolitania" there exist five outlets for garage and service
station equipment. The "first of these is the large shop where the 
military automotive equipment is serviced. Another, the garage 
operated by the }'iat dealer, is already am!?ly provided with Ameri
can equipment. A third garage offers servICe facilities for all makes 
of cars; here, too, American labor-saving devices predominate. The 
other two garages are owned by buS:operating companies, and in 
these, service work is done only on the 40 or 50 busses of each 
operator. These /!aragt's are also American equipped. 

Although American cars represent onl;y 1 or 2 per cent of those 
now operating in Tripolitania) all the prIvate cars depend for their 
maintenance on American eqUIpment. 'Vhen the military garage is 
modernized it is said it will also use American equipment. 

Because of the decidedly limited demand for parts and accessories 
in the combined territories of Cirenaica and TrIpolitania, no special 
discu;,sion of these phases appears to be warranted. The demand, 
up to the present, has been almost exclusively for Italian products, 
but what little American business might be done, and this applies 
also to service appliances, can best be secured by a technical jobber 
operating out of Milano. Certainly these small and rather inacces
sible markets could not be handled efficiently direct by an American 
exporter. 

EGYPT 

Demand for Replaeement Parts Important with Ameriean Partieipation 
Strong, but with Inereasing German and Italian Competition-Aeeessoriea 
Trade Deelining-Demand for Serviee Equipment Limited, but Pros peets 
Good for Trade Expansion 

Aatamotlye Trade Commla.loner Ralph P. Che.broach. Cairo 

Total automotive registration as ot January I, 1931: 25,082 passenger cars, 
8.864 trucks, 1,190 bUSBes, 3.271 motor cycles. 

According to Egyptian customs statistics, total values of auto
motive spare parts, accessories, and garage equipment imported dur
ing 1929 and 1930 amounted respectively to approximately $1,470,165 
and $1,226,515. The lower total in 1930 represents a fall in values of 
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the products imported rather than a quantitative decrease. During 
the first six months of 1931 these imports totaled only $387,625 as 
compared with $825,160 in the corresponding period of 1930. This 
decrease was attributable to lower cost, to a. reduction in the pur
chasing power of importers and consumers, and also to the fact that 
during the first six weeks of 1930, prior to an increase in duty, the 
receipts were extraordinarily heavy. 

The following figures show the relative participation of the various 
foreign countries participating in the Egyptian trade in accessories 
and spare parts: 

IMPORTS OF AUTOMOBILE ACCESSORIES AND SPARE PARTS INTO EGYPT 

[In Egyptian pounds; 1 Egyptian pOlmd cqu3l to '4.9!] 

First 6 First 6 
Countrieo 1929 1930 months o[ months o[ 

1930 1"31 

United States__________________________________________ 152.776 126,715 00.839 33,365 
United Kingdom ________ ••..••... _.................... 51.13S 41.841 24. 6~2 18,041 
Franc •••••••••• __ ••••••• __ • __ •••• __ ••• __ •••••• ___ ••••• 35.167 26.371 15.145 9.607 
G.rmany.............................................. 26.775 21.663 12, U43 8, 337 
Italy ..•••.••••.•...••.....••..••....••..••••.•.. _..... 24.175 26.661 19,427 6.794 
Others ..•.......•.•...•....••...•...•.•.•.•.•••....•••. _.--.:2._97_2.1 __ 2_,0_52_1 ___ 2:.....8_96_1 ___ 1:...,408_ 

Total ••••.•••...••.••••••••••••••••.• : •• __ ...•.•• 294.003 245.303 165, 032 77.525 

As Egyptian statistics do not differentiate between the classes of 
equipment, it is impossible to break these figures down by values into 
the three separate categories. However, it is the consensus of lead
ing distributors and importers that the ratios are about as follows: 
Replacement parts 70 per cent, acc;essories 20 per cent, garage equip
ment 10 per cent of total. 

It is estimated that the wholesale value of sales of the three classes 
of equipment during 1930 was approximately $1,722,000. On the 
basis of 36,000 automotive vehicles in circulation in the country, sales 
of replacement parts in 1930 would work out to an average of $33.50 
per vehicle and sales of accessories $10 per vehicle. 

Purchases by the Egyptian Government of replacement parts,' 
accessories, and ~arage equipment are always made by public tender 
and in practically all cases from stocks of dealers in Egypt. In 
1930 these Government purchases are estimated to have been approxi
mately 5 per cent of total sales or about $85,000. 

Sales of equipment are made in Egypt by wholesale denIers in 
these lines, who import direct and who usually hold the exclusive 
representation for a number of American and European manufac
turers. Sales of replacement parts only for the makes of vehicles the 
dealers represent are made directly to owners by car, truck, and 
motor-cycle distributors. Practically all sales in the first-mentioned 
category are made by firms located in Cairo and Alexandria, the main 
distribution centers for Egypt. There are 24 of these in Cairo and 
20 in Alexandria. The terrItory covered by firms in Cairo extends 
from Damanhour to Port Said, Suez, and nIl of upper Egypt; Alex
andria dealers cover that city and the Delta dIstrict. There are 
hundreds of small retail shops'scattered all over Egypt which do not 
import, but purcha~e their requirements direct or through the travel-
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ing salesmen of the 44 wholesalers in Cairo and Alexandria. There 
lire not more than three or four merchants outside these two cities 
who import directly from abroad. There is only one commission 
agent permanently located in Egypt who specializes in representing 
Dnd selling European spare parts, accessories, and garage equipment. 

Ellropf'an manufacturers sell direct to importers, to whom they 
IIsually confide exclusive representation and also usually send their 
own rf'presentatives to Egypt once or twice a year to appoint repre
sentatives and to book orders. There are three commission agents 
permanently located in Egypt who specialize in representing Ameri
can manufuctllrers or export houses handling equipment lines. These 
sell to importers and wholf'salers both in Egypt and other countries 
of the Near East. Probably one-fourth of the equipment imported 
annulllIy from the United States is handled by this method. 

REPLACEMENT PARTS 

The market for replacement parts in Egypt showed a healthy 
increase until 1930, when exports declined as a result of reduced 
purchasing power. The depression has particularly affected the 
ElO'ptian trade in parts, and to understand the reasons for this 
situation it is neeessary to consider the present methods of 
purchasing and distributm~ parts. 

There are three kinds of Importers of replacement parts in Egypt: 
First, the automobile dealer who purchases replacement parts direct 
from the factory which manufactures the automobiles he represents; 
f;econd, the independent parts importer-wholesaler who imports from 
factories other than automobile manufacturers; and, third, the auto
mohile wholesale-accessory dealer who imports only a number of 
replacement parts and who competes in these lines with both the 
other classes of dealers. The automobile dealer distributes the so
called genuine parts only to his own subdealers and agents. The 
other two types of dealers sell to all retailers scattered throughout 
the country and often to the automobile dealer when he runs out 
of stock. 

The dealers ordinarily possess adequate financial resources and 
purchase practically always on a cash basis; the independent whole
salers generally have limited means and are more dependent upon 
obtaining credit from manufacturers and local banking institutions. 
Consequently, they are more subject to the adverse effect of economic 
disturbances_ 

Another fact is that in Cairo, the main distributin~ center for 
replacement parts, most of the business is done by mdependent 
wholesalers who also run stores in the business quarters of the city 
and sell at retail as well. Although the business is practically in 
the hands of onl,y five or six wholesalers, the competition among them 
is very keen, which tends to reduce their profits, particularly during 
a dull period. These wholesalers usually employ two or three 
traveling salesmen who regularly visit interior points of Egypt and 
book orders from retailers who are usually small and of poor credit 
standing. The Cairo wholesalers are obliged to grant them long 
terms to obtain their business. Sales to the interior are never 
made on an open-account basis, but always on time drafts, which 
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the wholesalers discount usually in order to meet their obligations 
with foreign manufacturers. 

Until a few years ago, American as well as European manufac
turers were selhng direct to independent wholesalers either through 
direct-mail advertising or through their traveling representatives. 
Exclusive rights were also sometimes granted to these wholesalers. 
In recent years, however, a tendency has been noticed on the part 
of both American and European manufacturers to withdraw their 
accounts from the wholesalers and put them in the hands of manu
facturers' representatives working on commission. However, as there 
are only a few such commission merchants specializing in spare 

. parts and accessories, and these already have complete lines, there 
are still a number of foreign manufacturers represented in Egypt by 
wholesalers. Retailers claim to have suffered from the inability 
of wholesalers to supply them with their requirements, and the 
strongest and most important retailers have manifested a desire to 
enter into direct communication with the foreign manufacturers. 
It was for this reason that numerous small orders have been sent in 
to European and American companies. The wholesalers, aware of 
this tendency, are making strenuous efforts to discourage the retailers 
from ordering direct, and will, it is believed, give more attention 
in the future to the question of maintaining adequate stocks. 

Although American participation has been strong in the Egyptian 
parts trade, wholesalers have turned their attention recently to Eu
ropean manufacturers, especially Italian and German, who are mak
ing a number of items which were previously exclusively imported 
from the United States. This interest of wholesalers in European 
lines is partly due to their desire to obtain products to sell at lower 
prices to offset the competition created by their former clientele, the 
retailers. 

Among the most important articles offered by European manu
facturers are pistons, pins, piston rings, valves, bolts, rim bolts, rim
bolt clamps, foot plates without facings, king bolts, spring bolts, 
springs, front axles, gaskets, motor bearings, and roller bearings. 
In some of these lines the prices range from 25 to 50 per cent below 
those quoted by American manufacturers. 

In the trade in brake linings the United· States has about 70 per 
cent of the business, the balance going mostly to Italy and Germany. 
Brake lining~ shipped to Egypt should al,ways be plll;in~y marked. 
In the trade m gaskets, 'one German firm IS now furmshmg 40 per 
cent of the Egyptian demand. In the trade in springs the United 
States supplies about 60 per cent, France and Belgium about 15 per 
cent each, and the remainder comes from Italy, Germany, and EnO'
land. The United States and European countries share in the tracl'e 
in pistons at a ratio of about 60 per cent and 40 per cent, respectively. 
France supplies aluminum pistons and Italy iron pistons. Most of 
the axleshafts from Europe are imported from Italy. In the trade 
in bearings, European manufacturers supply about 70 per cent of the 
business. The most popular makes are S. K. F. ; R. I. V. (Italian) ; 
M. A. B. (French) ; and Rhinelander (German). European firms 
have about 40 to 50 per cent of the trade in fan belts and radiator 
hose. In this business one German manufacturer (Continental) sup
plies a good quality at about two-thirds of the price of competing 
American lines. 
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The usual terms in this trade offered both by European and Ameri
can manufacturers range from 60 to 150 days, documents against 
acceptance. 

There is a small and unimportant Egyptian manufacturer of parts, 
who is mainly occupied in producing brass and bronze articles. 

ACCESSORIES 

The market for acce!'sories has been decreasing for the past three 
or four years, owing to the practice of manufacturers to include more 
accessories as standard equipment, and to the increasing economy 
practiced by Egyptian car owners. 

There is a steady and continued sale of bulb horns, electric horns, 
jacks, and lamp lenses. The demand for bulb horns is particularly 
large, as it i,9 a requirement of the traffic departments that each car 
~hould be equipped with a nonelectric horn. Tire covers are usually 
imported by automobile dealers and the larger wholesalers who give 
them away for advertising purposes; recently, however, this practice 
has been temporarily discontinued. On account of the mild climate 
in El!ypt there is no demand for car heaters, windshield cleaners, 
1I0n~kid chains, and radiator covers. LicenEe plates are made locally. 
As owners of private cars use them only in and around Cairo, Alex
andria, and other large cities, there is little demand for trunk racks 
and baggage carriers. 

GARAGE AND SERVICE-STATION EQUIPMENT 

Almost the only garage equipment which it has so far been possible 
to introduce into Eg)'pt with success on an important scale has been 
nir compressors. Efforts have been made to introduce a number of 
labor·saving devices, but with little success, due principally to the 
cheap labor obtainable and the low prices charged by workshops for 
repaIrs. The garages do not undertake repair work, but there is 
usually a small, poorly equipped workshop near every garage. Egyp
tian garages do not use car-washing machines and ordinarily possess 
only an electric air compressor and sometimes a mechanical jack. 
The \Jest seryice-station equipment is owned and operated by auto
mobile agents, whose principals have compelled' them to put In some 
equipment to service their cars. However, these stations still lack 
many itt'ms of equipment. 

Cylinder boring is done by special workshops which own from 
one to two large boring machines and which specialize in this kind 
of work. 

In one or two cases dealers have imported American cranes, 
hydraulic jacks, towing and ~alvaging equipment, valve grinders, etc. 
They have found it very difficult to dispose of this merchandise and 
now do not care to stock such articles. A few dealers usually have 
th!' "m:tller garage equipment, such as hand tools, reamers, small 
hnllf\I!I'('IISl' guns, and rarely one or two air compressors. The larger 
1IIIIi,;nll'nt is usually ordered only when the dealer has already sold 
it ill udo·ance. ThiS applies also to tire-repairing machines, which 
are hUl1llled practically exclusivelY by tire agents. The local engi
neerinl! and electrical houses stock drills, paint-spraying equipment, 
lind battery chargers, but sales of these articles are very slow. Prac-
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tically all welding outfits are imported from Europe and handled 
through engineering houses, which are usually branches of European 
manufacturers. 

Most of the equipment in use is American, with the exception of 
some tools which are imported from Germany and France owing 
to their cheapness. There is no local manufacture of tools. 

Electric current is available to Egyptian garages and other 
mechanical work;shops on an economical basis during the daytime. 
In the interior of Egypt electric current is obtainable only after 
sunset. , 

Tire-repair shops are fairly well equipped, but there is still ground 
f?r increasing the sales of mechanical tools for changing tires and 
rIms. 

The principal obstacles to the development of a greater demand 
in Egypt for garage and service-station equipment are .the general 
lack of interest in the advantages of this equipment and the disin
clination of garage and repair-shop owners to make the necessary 
expenditures to modernize their facilities. It is evident, therefore, 
that a great deal of educational work will have to be undertaken to 
pave the way for the future demand for these lines. Dealers who 
from time to time are able to sell some spe.cialized tools state that 
they could have introduced a large number of American lines of 
equipment if manufacturers had found it possible to allow them more 
liberal credit facilities. It is explained that this equipment requires 
a large investment of capital and that the dealers have to give from 
12 to 18 months' credit owing to the inability of the workshop owners 
to pay more than a few dollars a month. 

Despite the unfavorable points mentioned above, it is believed that 
Egypt should offer a good market for 'garage and service-station 
equipment, as the local dealers have never yet given the proper atten
tion to this trade. In order to build up this business American 
manufacturers should give careful consideration to the possibilities of 
granting suitable terms to a few of the reputable and financially 
strong Egyptian dealers and engineering houses and should plan also 
to follow up the extension of these terms with active educational 
compaigns designed to break down the present apathy concerning 
modern equipment., ' 

ETHIOPIA 

Replacement Parts Demand Good, Accessories Small, Service Appliances 
Limited-Lack of Highways Has Restricted Increased Trade--European 
Competition Heavy in Accessories and Service ApJlliances 

Vice Consul James L. Park, Addis Ababa, Ethiopia 

Motor-vehicle registrations as of January 1, 1931: 572 passenger cars, 101 
trucks, 40 motor cycles. 

The marked reduction in sales of new motor vehicles in Ethiopia 
during the years 1929 and 1930 is just beginning to be offset in part 
by a new trade in replacement parts and accessories. Garage equip
ment is of little importance, although a start has also been made in 
this direction. 

Nearly half of the motor vehicles are American. The American 
share of the new parts and supplies trade is esti~ated thus far to be 
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about three-quarters of the total. American vehicles are subjected 
to heavie;;t duty, are the sturdiest, and can be kept longest on the 
road by replacement repairs. It is being discovered here that the life 
of American cars by this means can be greatly extended at compara
tively small expense. 

There has been very little trade in useu vehicles as such. When a 
car could no longer be driven it has been sold, when possible, for its 
pam. This constituted the chief source of replacement parts prior 
to the beginning of importations, only in 1930, of regular replacement 
parts and a(J(:essories. Parts not thus available have actua~ been 
manufactured by the more skilled blacksmiths, at a cost in labor and 
po,",,;ible damage in use to the car out of proportion to the market 
value of new aud properly made parts. 

The reason for this unorganized and uneconomic method of car 
repair was the limited demand, owing to the small size of the auto
motive market, for pam and accessories. Merchants other than car 
and truck agents were unwilling to risk importations of the general 
stock neces,;ary to meet even the most common requirements. The 
p~:;ible trade has been so small that any misjUdgment of needs would 
off,;et possible profits through unsaleable or rarely saleable stock. 

Now, however, fewer new vehicles are being sold and attention is 
turning for the first time to economic methods of maintenance. It is 
being realized that blacksmith repair is doubly costly, both because 
of excetitiive charge and actual injury to the car repaired. 

Up to the end of 1925 the im~orts of parts, accessories, and garage 
equipment were coDtiidered negligible. The 1926 trade was estimated 
by leading dealers to have been valued at about $500. The average 
was probably about $1,000 a year from 1927 to 1929. The 1930 trade, 
however, is estimated from dealer reports to total $5,000, showing the 
important stimulus of reduced new-car sales to the general accessory 
trade considered in this report. 

REPLACEMENT PARTS 

The following list covers in estimated order of demand the leading 
varieties of the still relatively small Ethiopian trade in replacement 
parts: I'iston rings, spark plugs, gears, pinions, brake lining, clutch 
facing, bolts, springs, fan belts, valves, radiator caps, axles, axle 
shafts, drive shafts, plain ball and roller bearings, pistons, piston 
pins, rim and rim parts, bushings, steering wheels, generators, stamp
lOgs, forgings, and radiators. Other parts of a special or uncommon 
nature are imported on firm order from the nearest market. Such 
parts are occasionally available from Aden, Arabia, and more often 
from Egypt. For many parts it is necessary to order direct from 
the United States. 

The American share of the trade until 1930 was estimated at a little 
over one-half of the total, which was the proportion of American cars 
in Ethiopia. Forei!!D replacement parts held to the proportion of 
each make of car. Last year, however, brought new mterest in re
placement parts and the sale of American parts was aided by the 
effort" of the most enterprising agents. 

There is no domestic manufacture except the blacksmithing of 
parts not quickly available. This practice is now disappearing. No 

· 
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fore4,'D products of this kind are known to be gaining at the expense 
of American trade. On the contrary, some American parts, such as 
spark plugs and brake Iinin.:,us, are supplied to foreign cars here. 
Deal€rs in American cars buy almost exclusively American parts. 

ReI,}aeement parts are only beginning to be handled by the two 
local dealers specializing in such goods without having car agencies. 
Car and truck agents handle an estimated 80 per cent of the trade, 
accessory dealers 15 per cent, and garages 5 per cent. Until a few 
years ago practically all imports of replacement parts were handled 
by ear and truck dealers. The garages are still principally occupied 
in supplying parts for cheap cars. 

ThO! present distribution trend, not yet certain, is through importers 
specializing in replacement parts. These may never acquire more 
than 50 per cent of the total trade because car dealers are still 
interested. 

Pl'f'niling terms to importers are cash on presentation of shipping 
documents to the local Bank of Abyssinia. Some car agencies have 
epecial open-account arrangements. 

Addis Ababa is the only market. There is no distributin~ center, 
pro~rly speaking, in Ethiopia. A beginning has been maGe in the 
supply from Addis Ababa of Epare parts to the railway city of Dire 
Daou~, where only recently sel"eral ears (about 10) hal"e been intro
duced. There are probably 30 additional cars and trucks in other 
parU of the country, chiefly in the extreme west, where replacement 
service is not yet reported, and where parts can best be obtained from 
Sudan. 

Advertising has practically no importa!1ce in this market. The 
main thought of tlie purchaser is to find the part he needs at the 
lowe!=t price. Advertising is done by most car dealers, employing 
the local weekly French and Ethiopian papers (three in all). The 
trade is still too small to give this much importance. 

The Ethiopian market for replacement parts is so limited that 
proper serrice to cover most contingencies may not develop for sev
eral years. Addis Ababa is off the main trade routes (distance from 
seaboard, WO miles; time for freight, one to two weeks, sometimes 
more). It is not only difficult to obtain replacement parts quickly 
but also to dispose of unwanted stock in other markets. There is 
nece:..~ry caution in ordering, which makes recent increases the more 
intert'Sting .. 

ACCESSORIES 

The demand for automotive accessories is small. It is estimated 
for 1930 at not more than $1,000, one-fifth of the reported total of 
this 1!J'0Up of commodities. They cover a limited range and include 
the cheapest of necessities with the exception of popular radiator 
ornaments and other novelties. Theft of uIL.<;ecured items, such as 
tools, induces some purchases without necesRarily adding to gross 
trade volume. Extreme economy is practiced. 

In order of importance the accessories considC'r?/) mCl!<t in demand 
are as follows: Horns (bulb and electric), poljslw~, rumps, jacks, 
hoods, novelties including radiator oruaments, lig~lts Clead and 
rear), leru;es, and bumpers. Bulb horw~, for exampll'. are leading 
commodities because few drivers keep their electric syste:l1s in good 
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order. There is a tendency to purchase showy ornaments, some
times expensi\"e, and to save unduly on more essential accessories. 
When accessories which are furnished with new cars get out of order, 
they of~en are not repaired and are rarely replaced. Many cars 
bave .nelth~r jacks nor pumps; few locl..ing devices are used. 

It IS estimated that a5 per cent of the accessory trade is French, 
25 per cent German, 20 per cent British, and 20 per cent American. 
There is no local manufacture. Euro{>ean accessories are favored, 
simply because of lower price. This IS due especially to nearness 
and lower factory costs. Accessories, with some exceptions, are not 
considered necessities in this market. The small total volume pre
vents great interest.being taken in active salesmanship. 

Accessories are stocked about 75 per cent by car agencies, 15 per 
cent by dealers, and 10 per cent by garages. 

Accessories are marketed chiefly through exclusive agencies for 
their own account. The trade is so small that there has not been 
any pronounced local objection to the increasing practice of small 
direct importations by retailers, without agency understandin~. 
Some buyers have found it most practicable to order accessories In 

groups from various manufacturers, through commission and for
wardin~ agents. Stocks carried are small. 

DistrIbution is adequately organized for this small market, and 
is practically limited to Addis Ababa. The few accessible markets 
outside the capital are as yet unimportant. 

Competitive lines are sometimes handled by the same agency, 
with little thought being given to it in so limited a trade. . 

Terms are, as usual, cash in full against documents through the 
Bank of Abyssinia. 

GARAGE AND SERVICE-STATION EQUIPMENT 

There are 12 garages in Addis Ababa and none, so far as is known, 
elsewhere in the country. Only two have partial machine equipment. 
The others are small workshops. At the present stage of auto
motive development, such shops are conSIdered adequate. The 
better-equipped shops do not have enough business to cover the in
vestment. There are many native car owners who avoid when pos
sible the expense of repairs. There is much wear and tear on cars 
and trucks, but the total number is too small to encourage further 
imports of modern garage equipment. 

Trained mechanics are few. Most garages have the apprentice 
type of employee for repair work. Foreigners who own cars get 
best results by personally doing or directing any work required on 
their machines. 

The following items are used to a limited extent in Addis Ababa 
and are listed in the approximate order of their importance: 
Wrenches, battery chargers, tools mostly for garage work, mechani
cal .and a few hydraulic jacks, pain~-spraying equipment, tir~ vul
canIzers, and welding outfits. The SImpler hand tools predommate. 
Wrenches and other small tools are most in demand. 

French eguipment is estimated at 40 per cent, German 35 per 
cent, American 25 per cent. ~urchases are .governed by ~rIce. 
There is no local manufacture WIth the exceptIon of an occasIOnal 

80277--32-3 
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simple tool that can be hand forged, so that domestic manufacture 
is not likely to offer competition to imports in the near future. 

Machine equipment has no present demand, although expected 
trade growth should be considered in the future. 

The small size of the automotive trade has thus far prevented 
sale of the more important garage equipment. Lack of skilled 
mechanics is a further restriction. Electrical current is not available 
except by means of some 75 individual plants, nearly all privately 
owned for house illumination rather than for power. Any garage 
would have to install its own electricity for machine power as well 
as light. This, under present conditions and probably for some time 
to come, would not pay. The amoUnt of repair and service business 
is probably smaller in proportion than the automotive trade as a 
whole. 

Most of the garages are independent of automobile dealerships. 
Most of the dealers have what they call garage and service stations, 
but these are essentially only shops for the sale of spare parts and 
accessories. 

The best selling method is through exclusive agents directly ap
pointed by manufacturers. For the small present trade volume and 
area the existing methods are considered sufficient. Consignment 
might help sales but could become a risky practice. 

Only Addis Ababa could be called the distributing center for the 
little trade in garage equipment. Distribution beyond this imme-
diate area is negligible. . 

Tires are rarely taken to repair shops and changing is entirely by 
hand. Hand tools predominate, although many drivers are not 
usually supplied with the best of these nor with a full set. There 
are only two tire-repair shops in the territory. 

The usual and safest practice. ~s payment against documents on 
arrival. 

There is general local recognition of the need for better and more 
modern service and garage equipment, but until the general automo
tive trade increases considerably this need will probably not be met. 
A really modern garage was attempted two years ago with considera
ble French and other European machinery. It has not been made 
to pay in proportion to investment, rent, skilled labor, and other 
expenses. At present it is closed. 

FRENCH SOMALILAND 

Vice Consul James L. Park. Addis Ababa. Ethiopia 

Motor vehicle registrations as of January 1. 1931: 157 passenger cars, 37 
trucks. and 41 motor cycles. 

The general automotive trade of French Somaliland, whose only 
market is the port of Djibouti, owing to the desert nature of the 
colony, started about 1920. Separate trade in parts, accessories, and 
garage equipment did not begin until 1926, prior to which year very 
little was imported. Only car agencies carried small and wholly 
inadequate stocks. Supplies are not yet even up to demand1Djibouti 
depending mainly upon Aden, just across the Gulf of den, for 
such needs as can be supp~ied from time to time. 
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REPLACEMENT PARTS 

Whereas American cal'S have reached about 50 per cent of the 
total in the colony, American parts have reached an estimated 70 
per cent of all the parts now being supplied. These parts are 
adapted as much as possible to foreign cars, since foreign a~encies 
carry minimum stocks and appear to have no ~esire to servlCe the 
cars they sell. 

The replacement parts most in demand, arranged in order of esti
mated importance, include springs, spark plugs, brake lining, fan 
belts, clutch facing, piston rings and pins, pistons, drive shafts, 
rims, and rim parts. 

There is practically no competition against American products. 
When a foreign car needs a part which is neither on hand nor can 
be made in a local machine shop it is ordered from Europe, and the 
car is removed from service from six to eight weeks. American cars 
are better served, since agents are interested in increasing car trad& 
through such servicing as conditions render practicable. 

Djibouti is the only market and the only immediate distribution: 
center. Aden has served as the principal distribution center for the
needs not met by limited Djibouti stock. Orders are so few that it. 
is considered bet.ter to wait a week or 10 days for a part than to stock 
uncertain re<J.uirements. 

In DjiboutI each importer of replacement parts is his own retailer. 
Only two car agencies, both of American makes, stock parts with any 
rej:{ularity. The trend continues to be sale of parts by car agencies 
only. There are no firms specializing in replacement parts. 

Terms have almost exclusively to date been cash against documents 
on arrival of goods, negotiated through the Banque de l'Indochine at 
Djibouti. Open account has been reported as occasional. 

The only method of advertising is by means of posters, used by 
the two agencies for American automotIve products. They are con
sidered as effective as any advertising is likely to be in so small a 
community. 

It can be said that replacement parts in Djibouti usually outlast 
the car itself. Chassis, bodies, and other parts not readily replace
able suffer rapid depreciation from the heat, humidity, and salinity 
of this tropical port. Rather than attempt to replace such general 
deterioration, it IS usually thought more economical to buy new cars. 
Used parts are therefore often taken from old cars, further limiting 
imports of new parts. 

ACCESSORIES 

Of the very small accessory trade in French Somalillind, dealers 
report that about 50 per cent is American, 40 per cent French, and 
10 per cent miscellaneous. 

Such articles as bumpers, theft-proof locks, speedometers, wind
shield visors, radiator heat indicators, and various other accessories 
which might and should be sold in Djibouti have never yet. been sold, 
although used and appreciated when provided as original equipment 
of the car. 
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The few sales are made chiefly in bulb horns, hand jacks, lamps, 
lenses, mirrors, tire pumps, and novelties. Such goods are marketed 
almost entirely through car agencies. Very small stocks are carried. 
There is no consistent demand, except for jacks, bulb horns, and hand 
pumps. Competitive makes are not handled by the same dealers, 
mainly because stocks generally carried are small. There are no 
.separate accessories dealers. 

GARAGE AND SERVICE-STATION' EQUIP}IENT 

There are only two garage service stations in Djibouti-at present 
the only possible market in French Somaliland. Both belong to 
agents of American cars. There is only one full-time European 
skilled mechanic employed exclusively for automotive servicing and 
repair. Other mechanics so 'employed are chiefly Somalis and 
Indians, semiskilled, who may be rated as apprentices. 

It has been estimated that fully 75 per cent of the little garage 
equipment in Djibouti is Am:erican. Foreign competitIOn IS 

negligible. 
No specific needs in garage or service equipment can be said to 

exist in Djibouti at present. Demand, except for tools, scarcely 
exists. Restriction of the market is primarily and almost solely due 
to the small size of the automotive trade as a whole in French Somali
land. Djibouti is the only logical distributing center, even if the 
trade increases considerably. 

Electricity at 220 volts is available in Djibouti. Hand tools for 
tire changing and for most other car maintenance work are most 
consistently used. Installation of mechanical equipment is now at 
a standstill. 

There is very little tire repairing. Tires average about a year of 
service. Rubber perishes rapidly, causing general deterioration in 
addition to wear. There is no means of repairing casings. Drivers 
and owners usually patch their own tubes. 

Cash against documents through the Banque de l'Indochine has 
been the method of importing existing garage equipment. There 
is no distribution in the sense ordinarily employed. Importers are 
for the most part the retailers. Business is too small to make whole
saling practicable. 

There is no particular interest in better and more modern garage 
and service equipment. The two good garages already established 
are considered rather in advance of actual needs. 

Future prospects, judging from present indications, are in the 
direction of slowly increasing demand, chiefly for replacement parts. 
Total volume can not be important, perhaps for many years to 
come, owing to the physical restriction of the market area to one 
small seaport. Practically the only owners and users of motor 
vehicles are a few hundred of the foreigners and occasional Indians, 
Somalis, and Arabs. Five miles or so of road, most of which is in 
fairly good condition, can not encourage ra:pid or extensive growth 
of trade in these three branches of automobve supplies. 
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FRENCH WEST AFRICA 

Ameri~a. Firma Furnish 100 Per Cent Replacement Parts, 50 Per Cent Garage 
Equipment, and Small Share of A~~_ri_There Is a Growing Realiza
tion of the Need of Well-Equipped Garages 

AllIed ... VI .. Cooal Jo .... J. c.,.1e, Seae.aI, French w ••• AId .. 

Motor vehicle registration. aa of January 1, 1931: 3,864 passenger cars, 
1S,7UT tmeta, 419 molor cycles. 

REPLACEMENT PARTS 

The automobile market in French West Africa has grown rapidly 
during the last five ),ears. Improved roads, coupled with the fact 
that native and SyrIan small traders have come to appreciate this 
method of transportation, have contributed to this growth. The re
placement-parts market has increased in direct proportion to the 
lDlprovement of automobile sales. 

About 63 per cent of all automobiles in circulation in the colonies 
are found in Senegal. Road and climatic conditions make for rapid 
deterioration of motor vehicles. The inexperience of native drivers 
also brings about quick destruction of the moving parts of the ve
hicles. As a result, far more replacement parts are sold per vehicle 
than in other much larger markets. . 

The trading and transport seasons are confined to a few months 
of the year, generally from November to April. During these 
months automobiles, and trucks in particular, are in coIl$tant use. 
The owner-driver prefers to save time by buying a new replacement 
part rather than repairing the old one. 

Parts most in demand include ball and roller bearings, clutch 
facings, fan belts, spark plugs, springs, valves, pistons, piston rings, 
gears, pinions, drive shafts, starting and lighting generators, rims 
and rim parts, radiators, axle shafts, rim bolts and nuts, and 
batteries. 

American participation is estimated at close to 100 per cent for 
replacements on cars of American make. For replacements on other 
cars there is practically no demand for American J>arts. 

The direct reJ?resentation of the manufacturer IS held exclusively 
by a large tradmg firm that markets the automotive units and its 
replacement parts through its stores and stations throughout the 
colonies .. These exclusive distributors maintain their own sales de
partments. In a few instances the trading firm distributor may be 
represented in the interior by a small independent trader or garage 
operator acting as his agent or subdealer. 

The usual terms offered to the distributor of American manu
factures are cash against delivery of shipping documents to the New 
York representative of the distributor, or by a local bank to the 
distributor. In some instances a credit is granted of 90 days on a 
draft acceptance payable in United States dollars at New York_ 
French manufacturers usually deliver replacements to the distributor 
on a consignment basis. 

There are no domestic lines. Practically, there are but two sources 
of replacement parts, French and American. 
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The leading distributing centers in French '\Vest Africa, in order 
of importance, are: Dakar, Kaolack, and Diourbel, Senegal; Grand 
Bassam, Ivory Coast; Conakry, French Guinea; Cotonou, Dahomey; 
and Bamako, French Sudan. 

In all the colonies except Dahomey and the Ivory Coast there is 
a preferential duty of 1 per cent against replacement parts of other 
than French origin. There is an excessive difference in freight 
rates between the United States and French West Africa as com
pared with rates from France. :More favorable financial terms are 
also offered by French manufacturers. 

Rigure I.-The beginning of an American automobile'. career In a town of Central 
Africa 

The most effective advertising methods are outdoor posters, promi
nent display of articles, novelties, and direct mail. The value of 
newspaper advertising is but nominal, as the native and Syrian 
buyers rarely·read newspapers. 

·ACCESSORIES 

The demand for acces..<;()ries is small. It is increasing, howe,-er, 
and in the opinion of the trade will continue to do so for several 
years. 

Accessories most in demand are bumpers, hoods, radiators, and 
tire covers, bulb and electric horns, hand and mechanical jacks, 
lenses and lamps, tire pumps, tire gauO'es, and novelties. 

Accessories usually are marketed by the manufacturer, sellin a 

direct to trading firins, which in turn sell through their stores and 
stations throughout the colonies. The recognized best method of 
coverage is the direct sale to the trading firms. These firms gen
erally pay cash to the American manufacturer. Stocks are usually 
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carried, but in small quantities. Competitive lines seldom are han
dled by the same firm. The present distribution methods cover the 
market very effectively. The usual terms are cash. 

The American share is small owing to freight rates, financial 
terms extended by foreign manufacturers) arid probably because the 
possible volume is yet considered too smad for concentration. 

Accessories are stocked by distributors holding exclusive fran
chises from automobile manufacturers and in Dakar by three inde
pendent garage operators. There are no exclusive accessory dealers. 

GARAGE AND SERVICE-STATION EQUIPMENT 

Compared with United States standards, the local garages are 
poorly equipped, and slow progress is being made. All trained me
chanics are brought here from Europe. The men, while far better 
than the natives, can not be considered as skilled mechanics. 

The garage and shop equipment most needed are those tools de
tligned for particular makes of automobiles, such as speed tools and 
wrenches, electric drills, valve grinders, arbor presses, special align
ing tools for wheels, connecting rods, etc. 

In those garages of distributors representing automobiles of Ameri
('an manufacture there is well over 60 per cent American equipment 
of the lar", tool class being used. Smaller tools are imported from 
Europe. No equipment is made locally. Such tools as wrenches, 
vises, anvils, drIlls, lathes, and dies usually come from France. No 
special garage ec;lUlpment is used. 

Nothing restrIcts the use of American equipment. The reason 
that there is such little garage equipment in use can only be ex
plained by the fact that those responsible for garage operation may 
not yet be sufficiently aware of the advantages of such equipment. 
Furthermore, the colonies are still considered backward as far as the 
auwmobile business is concerned. 

Electric current is available in all the large centers where garages 
are found. The rates are considered high, about 12 cents per kilo
watt, and no commercial rates are given. 

Tires are changed in most cases by hand with hand tools. There 
are n·ry few tire repairing shops in the district. Those that exist 
are ol?erated generally by automobile distributors who have the 
('xcluslve representation of some make of tires. 

Garages are operated almost exclusively by automobile dealers. 
In Dakar there are three independent garage operators. 

This equipment is marketed much the same way as accessories-
by the manufacturer selling direct to a trading firm which, in turn, 
sells through its numerous stores and stations throughout the colo
nies. The recognized best method of coverage is the direct sale to 
the trading firm. Stocks are usually carried but in small quantities. 
The present method of distribution covers the market satisfactorily. 

In the absence of a direct American traveling representative, the 
best selling method is by contact with the New York representative 
or New York commission house representing the larger tradin ... 
firms doing business in French West Africa. When one trading 
firm has an exclusive representation, the distribution methods have 
been found, generally, to be satisfactory. 
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Best terms for selling to this market are cash. In the case of a 
large and financially stable trading. firm, credit may be extended 
without undue risks. 

There is a growing appreciation of the well-equipped and well
organized garage. 

High freIght rates from the United States, the preferential tariff 
in six colorues in favor of French products, and the inferior de
velopment of the automobile business will continue to delay the 
concentration by American manufacturers on this market in acces
sories and equipment lines. Replacements, however, are bound to 
be of frequent occurrence in this district, where the average auto
mobile is subjected to very hard use. 

GAMBIA 

Consul G. R. Willson, Lagoa, Nigeria 

Motor-vehicle registrations as of January I, 1931: 86 passenger cars; 4 
busses, 170 trucks, 32 motorcycles. 

REPLACEMENT PARTS 

It is estimated that the United States supplies about 33 per cent 
of the demand of replacement parts, accessories and garage equip
ment, being surpassed only by France. Only the United States~ 
France, and the United Kingdom have any appreciable share in the 
business. 

Replacement parts most in demand are bolts, fan belts, spark 
plugs, springs, brake lining; piston rings, body upholstery material, 
rims, and generators. . 

Distribution is made almost entirely by automobile dealers and is 
limited to replacement parts of cars which they handle. There is 
no dealer of any consequence handling" imitation" parts; dealers 
handling cars of different nationalities supply the replacement parts 
for their units. The volume of sales of American replacement parts 
depends entirely on the number of American cars in the territory. 

Gambia is but a narrow strip of land along the Gambia river. 
Bathurst is the only important distribution point. 

This trade usually prefers real leather or a good grade of artificial 
leather for upholstery. Owing to the climate chromium is preferred 
to nickel plating, if possible over brass. 

Only right-hand drive cars are permitted in Gambia. 
The managers of the African branches of the large firms indent 

or order to the head offices in Europe which do the actual purchasing. 
Advertising is confined almost entirely to newspapers. The Gam

bia Outlook and Senegambian Reporter, published in Bathurst, is the 
leading newspaper of the country. 

ACCESSORIES 

The accessory trade can not be of great importance. 
Owing to low prices of peanuts, the only valuable crop of Gambia, 

there is less money in the country than there was two years ago. 
This factor has lowered sales, partIcularly of such accessories as are 
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not essential to the operation of the car. The market depends upon 
the natives who constitute 99 per cent of Gambia's population. 

. Accessories most in demand are bumpers, bulb horns sounding two 
or more different musical notes, hand jacks, tire pumps and tire 
gauges. There is a demand, though not great, for windshield clean
ers both hand and electric. 

America has a good share of the trade in such accessories as may 
be cl&f;sified as standard equipment. 

Accessories are marketed in the same manner as replacement parts, 
by dealers who are expected to handle the accessories supplied by 
the manufacturer whose cars he is selling. Most of the business IS 
in the hands of automobile and truck dealers. 

GARAGE AND SERVICE-STATION EQUIPMENT 

Considerable progress has been made during the last few years 
in providing automobile service facilities; though fair accommoda
tions are now available only in Bathurst. 

Articles most in demand are those in most common use, such as 
garage tools, jacks, oil and grease guns, tire-repairing machines and 
valve grinders. Gasoline pumps and oil-dispensin~ pumps are not 
used in Gambia. Gasoline and oil are purchased In tins. 

The small volume of business and poorly trained employees restrict 
the use of mechanical equipment. 

All the larger and better-class garages are owned and operated 
by automobile dealers. 

Bathurst at the mouth of the Gambia River is the main distribu
ting center. The country has no railways, but the Gambia River 
provides a water route by which the whole country may be served. 

Hand tools are used in repairing tires. Tire repairing is done by 
car owners themselves or repair shops. 

Well-trained white mechanics are provided as foremen. There 
are few good native mechanics, and the servicing leaves much to be 
desired. 

There is no urgent need in Gambia for better or more modern 
service in garage equipment. Good mechanics are more needed than 
anything else. 

COLD COAST 

Present Demand for Replacement Parts Good, Accessories Slight, Service 
Appliance. Fair-American Participation from 40 to 80 Per Cent of Market 
Requirement. 

A.ulataDt Trade Co_1MIonr Cui B. L. Gm, ..lee .. 

Motor vehicle registrations as of January I, 1931: 2,358 passenger cars, 13 
buses, 4,987 trucks, 824 motor cycles. 

REPLACEMENT PARTS 

The native driving a truck in this territory pays little attention 
to the care and upkeep of his machine. Consequently, many of the 
parts are carelessly injured. In addition, clay roads to outlying 
cocoa areas have deep ruts, which subject the car parts to certain 
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strain. These factors producing hard wear and tear make for a 
good market for replacement parts in the Gold Coast Colony. 

Practically all items are in demand including ball or roller bear
ings! bolts, brake lining, bushings, clutch facing, chains, driving 
or tuning chains, fan belts, spark plugs, springs, valves; radiator 
caps, radiator cores, pistons, piston pins and rings, body hardware, 
gears, pinions, drive shafts, steering wheels, frames, shims and shim 
stock, starting and lighting generators, rims, and rim parts. 

American participation is about 80 per cent in replacement parts, 
with practically no foreign competition in parts for American cars. 
There is no local industry. 

Special parts and accessory dealers, and automobile dealers. are 
the leading channels for the distribution of parts in this colony, 
with the latter handling 80 per cent of the trade. The trend seems 
to be more and more in favor of purchasing from a recognized auto
mobile dealer, who knows the peculiar requirements of the vehicle 
requiring repairs. 

Thirty days net seems to be the general term offered by American 
and foreign distributors to the dealers here. 

Accra, capital and trade center of the colony, is the leading dis
tribution center. Kumasi distributes for Ashanti and the northern 
territories; and Sekondi for the western and part of the central 
province. . 

Circularizing the trade by catalogS and pamphlets seems to be the 
most effective method of introducing a particular line in the absence 
of a traveling representative of the manufacturer. To the prospec
tive purchaser, the reputation of the motor car and of the dealer 
influences selection. 

ACCESSORIES· 

The accessory demand is rathe'i-light. The average African on 
the West Coast is interested merely in the bare necessities for his 
machine, and he regards extras in the way of accessories as a useless 
expenditure. The demand remains fairly constant from year to year. 

Accessories which seem to be most in demand include bulb and 
electric horns, hand and mechanical jacks, lenses, lamps, license 
plates, luggage carriers and trunk racks, mirrors, tire pumps, tire 
gauges, seat covers, hand and electric windshield cleaners, and 
windshield wings. . 

It is estimated that about 40 per cent of the accessory imports come 
from America. 

While there is no domestic competition in this field, the foreign 
competitor has made distinctive inroads in the accessory market. 
Many dealers have found it advantageous to purchase bulb horns 
from F!"s,nce: and lamps, top cloths, lu~gage carriers, mirrors, license 
holders, electric and bulb horns from liermany. The explanation is 
that a satisfactory article, though cheap in manufacture, undersells 
the American product. The native considers price first and quality 
E'econd in the matter of accessory purchases. 

Liberal price reductions are offered by continental manufacturers 
of accessories, and in the market where there are no representatives 
of American concerns, price determines where the business will· go. 
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Acce~rjes are usually marketed through an exclusive distributor 
I'~rchasing on his own account. This method, and that of selling 
iiIrect to the dealers, are the best for marketing accessories in this 
area .. Small "tocks are usually carried, but these are limited to the 
mo!>t Important of the accessories. Competitive lines are frequently 
handled by the same distributor. The present method of distribu
tion seems to be the most satisfactory for conditions as they exist. 

Terms are 30 days net with occasional high..interest charges after 
that period. 

Car agencies are the chief dealers who distribute accessories. The 
two parts dealers handle some accessories, though their patronage 
seems to Le small. 

GARAGE AND SERVICE·STATION EQUIPMENT 

Most of the automobile dealers establish service stations in any 
area in the colony where they have sold from 15 to 20 motor cars. 

About GO per cent of the equipment in use in garage and service 
stations is of American make. German and English machinery, 
however, is getting a good share of the business here. The former 
country enters the market on the basis of price; the latter through 
quality and sentiment. 

Items of garage equipment which are purchased from foreign 
countries include: From Germany, auto lifts, battery chargers, 
brake-testing machines, cylinder-borin~ machines, cranes, garage 
tools, hydraulic and mechanical jacks, hIgh-pressure chassis-lubricat
ing and grease-dispensing systems, oil and grease guns, oil-dispensing 
pumP!!, portable drills, wrenches, and wheel-alignment eqUIpment; 
fl'om Switzerland, welding outfits; from Great Britain, towing and 
salvaging equipment. . 

Lathes, drills, aligning and rimming material, power saws, and 
shaping and milling machines are needed in this area. The demands 
at present are not very great, owing chiefly to a depression caused by 
withholding of cocoa and a fall in prices. 

The cost of operation of mechanical equipment largely prevents 
its use. The rate offered by the Government electric supply depart
ment is 5 pence per unit for power. 

The present method of chanrring tires is by hand tools. Most of 
the tire repairing is done in the repair shops. All the garages in 
the larger towns are maintained by automobile dealers. There are 
occasional independent repair sho{>s along the roadside, but these are 
not sufficiently important to cOnBlder as prospects for the purchase 
of garage and service equipment. 

European mechanics attached to the various automobile agencies 
train the natives for repairing and servicin~ of automobiles. A Swiss 
concern here has eight European mechamcs distributed throughout 
the colony. It is believed that within the course of two years ade
quately trained mechanics will be available throughout the Gold 
Coast. 
. In the absence of a direct American traveling representative, it 
is believed that the employment of a manufacturer's agent here is the 
best method of selling this type of equipment. The present methods 
of distribution are regarded as satisfactory. 
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The best terms of selling to the market would be to extend credit 
for 90 days to reputable branches of European houses. To the 
average Syrian and African, cash or documents against payment are 
the only terms which can be recommended. 

The logical distribution areas of this colony are Accra for the 
eastern and part of the central province and the Accra district; 
Kumasi for Ashanti and the northern territories; and Sekondi for 
part of the central province and the whole of the western province. 
Koforidua might be considered as a desirable point for distribution 
throughout the eastern province, but as most of the sales originate 
in Accra, on the seaboard, that town does not play ·an im'portant 
role as a distributing center. 

There does not seem to be any growing recognition in this colony 
of the need of better and more modern garage and service equip
ment. The demand seexns to be steady, although there are fewer 
vehicles on the road to-day than there were two years ago. 

LIBERIA 

Limited Purchasing Power and Unfavorable Economic Conditions Tend to 
Restrict This Market to One of Limited Demand 

Vi"" Consul Carleton Wall, lIIonrona, Liberia 

Motor-vehicle registrations as of January I, 1931: 122 passenger cars, 150 
trucks, 10 motor cycles. 

REPLACEMENT PARTS AND ACCESSORIES 

It is estimated that about 90 'per cent of the automobiles registered 
in Liberia are of Ameridm orIgin and, therefore, req~e Am.erican 
replacement parts and accessorIes. Trucks and eqUIpment m the 
:same category average 100 per cent. However, the purchasing power 
-of the people is strictly limited, even among the small group of 
.civilized Liberians and foreigners, a small percentage of whom are 
generally considered as prospectIve buyers of import articles of 
this nature, The price factor is also an important consideration, 
as is the small amount of road mileage. 

Economic conditions continue to be bad, owing largely to the 
decreased market price of this country's chief exports, the conse
quent decline of revenues, and the existence of an unfavorable trad~ 
balance. Until this situation is relieved it is not assumed that any 
motor vehicles and equipment will be imported. 

Practically all replacement parts and accessories are in demand 
in Liberia, except car heaters, radiator shutters and shields, taxi
meters, and nonskid chains. However, the ability or desire to pay 
for them enters into the question. :Most of the motor vehicles on the 
road are not yet completely paid for. 

There are no specialized merchants in this country, all the trade 
being handled by several large general trading companies whose 
principal offices are located abroad. The usual terxns are cash against 
documents in London, Hamburg, or Paris, or in some cases 30-day 
drafts. In dealing with individuals in this country, cash with order 
is strongly recommended. 
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~onrovi. ~d th.e F.ire:.1one plantatipns are the leading distrib
utmg centers 1D LiberIa, where there are locateJ. two automobile 
dealers w.ho also operate garages. 

There IS no local manufacture of parts or accessories. American 
products of reasonably good quality, low price, and of every de
iCription, enjoy almost unlimited preference. 
Th~re an: practically no means of adver:tising, the newspaper cir

culatIOn beIng extremely small and carrymg only a few advertise
ments of a local character. Personal solicitation by the clerks in the 
trading companies is virtually the only method of introducing a 
product. into this country. 

GARAGE AND SERVICE-STATION EQUIPMENT 

Along with the growth of the market for automotive vehicles, there 
'pran'" into existence three small garages, which are operated on a 
hmit~ scale. Their staffs of mechanics consist of one expert super
visor and any number of Liberian apprentices. Since they are also 
dealers in American automobiles, these garages necessarily use Amer
ican equipment. ' 

There 18 no local manufacture nor foreign competition. American 
equipment should find a profitable place in this field when the demand 
increases. 

Practically aU garage equipment is needed in Liberia, but the 
Liberians have not yet learned the value of constant upkeep of their 
cars and trucks. 

The high cost of imported mechanical apparatus, as well as the 
absence of any sort of power, electrical or otherwise, precludes the 
demand for such articles for the present. Tire changing is effected 
by hand tools, and in every case by the chauffeurs or drivers of motor 
vehicles. Practically no t.ire work is done in repair shops. 

MOROCCO, FRENCH PROTECTORATE 

Good Demand for Replacement Parta-Service Appliance Requirements In
ueasing-Aece880ries Unimportant-Ameriean Partieipation in Garage 
Equipment Trade Substantial-European Competition Strong in Parta and 
Aecessoriea • 

eo ...... P .... w w. BIIhnaaa, CaaaII ....... 11_ 

Motor-vehicle registrations as ot Jannary I, 1931: 11,797 passenger cars. 
1,001 busses, 8.261 trucks, 1.000 motor cycles. 

The market for replacement parts, garage, and: service-sta~ion 
equipment in the French Protectorate_ of Mor<!cco IS ch_aracterl~ed 
by its recent de\'elopment and comparatively rapId expanslOn. .PrIor 
to the establishment of the protectorate the country was WIthout 
roads or motor transportation. Little advance was made during the 
W orId War period. Since 1918 the build~g .of roads and the estab
lishment of an efficient system of communIcatlOn throughout the pro
tectorate, coupled with the ste~dy influx of capital from Europ.e, h~s 
multiplied many times the busmess tempo of the country, resultmg In 
a constantly expanding market for motor vehicles and allied 
equipment. 
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REPLACEMENT PARTS 

Replacement parts most in demand are springs, spark plugs, bush
ings, bolts, and ball and roller bearings. 

The tendency in the past has been for the original distributor to 
supply springs for the particular make of car. The tendency, how
.ever, at the present time appears to be to obtain springs for all makes 
·,()f cars from the spring manufacturer offering the most favorable 
~prices and terlJ?s. As a result, a large share of the trade is now in 
the hands of French, German, and Italian firms which manufacture 
-springs for all makes of cars. 

American spark plugs predominate in the market. They are said 
to be lower in price and of better material than those manufactured 
in France, Germany, and Italy. 

Standard stock sizes of ball and roller bearings in American units 
of measure are supplied for American cars by the original dis
tributors. Stock metric sizes for foreign cars are almost exclusively 
of European manufacture. 

Bolts are supplied principally by France and Germany and they 
are also manufactured locally. Bushings are produced by local man
ufacture for the most part from brass imported from France. 
French brake lining also enjoys the largest sale. 

There is keen competition in the sale of standard replacement parts, 
especially in such items as spark plugs, bearings, brake lining, and 
springs. The European manufacturers generally have a distinct 
advantage in this market in that they are much closer. Their agents 
or representatives are also usually on the ground and are much more 
actively interested in promoting the sale of their merchandise. The 
general trade in Morocco necessitates, in accordance with a long
standing practice, the extension of credit. 'While there is a tendency 
as modern business methods develop to abandon this practice, it still 
prevails to such an extent that the granting of credit is frequently 
the means of obtaining business. European manufacturers have a 
tendency to respond to the particular requirements more readily than 
American producers. 

The principal distributors of replacement parts are the importers of 
a particular line of motor vehicles. These aO'ents in turn distribute 
parts to local distributors, garages, accessory dealers, and tire dealers 
who act as distributors in rural centers. The tendency, however, on 
the part of the accessory dealer and the garages is to obtain parts 
from other than the origInal manufacturer for the reason that stand
ard parts may be obtained from European producers or from inde
pendent manufacturers on better terms. 

Casablanca is the chief center of distribution. . 
The greater part of the business of the country is done through 

commercial bills of acceptance which vary from 30 to 90 and even 
120 days. American manufacturers, as a rule, are unfamiliar with 
this practice and their connections are not sufficiently well established 
to justify them in conforming to the local customs. Consequently, 
theIr terms are usually confirmed credit or cash against documents. 
This disadvantage in the market is still further accentuated _by the 
fact that there are no direct banking connections with the United 
States, while there are a number of branches of European banks in 
Casablanca through which commercial bills may be discounted. 
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The principal advertising, and perhaps the most effective method, 
is by billboards. The local French press, which has a wide distribu
tion throughout the country, is also used successfully. 

ACCESSORIES 

The demand for accessories is gradually decreasing as the result 
of the growing tendency to completely equip motor cars with stand
ard accessories. 

All standard accessories are in limited demand ·for replacement 
purposes. The items of special interest include hand and electric 
horns, the former being in demand principally by taxicab drivers; 
glare eliminators; lamp lenses and bulbs; tire covers, which are dis
tributed, for the most part by tire manufacturers, for advertising 
pur{loses; and head lamps, the demand being confined almost ex
clUSively to replacements. European lamps are more in demand 
than the American because the; are more powerful. It was formerly 
the practice for purchasers 0 American cars to replace the lamps 
with European lamps. Now, however, the American product is 
much more generally used. 

There is a. light demand for pumps, rear-view mirrors, shock 
absorbers, speedometers, heat indicators, windshields, visors, wind
shield wipers, license plates, seat covers, windshield wings, lubri
cating systems1 jacks, and taximeters. License plates, seat covers, 
and windshield win~s are manufactured locally. The demand for 
lubricating systems IS increasing with the expansion in the sale of 
motor cars. At present the principal sale is of American lubricating 
systems. Theft-proof lockS, chains, radiator shutters, and cat 
heaters are not required. 

Accessories are distributed by small accessory dealers, who, for the 
most part, import directly their requirements. In the rural dis
tricts the distributors of tires usually carry accessories. Dealers 
either buy their accessories from an agent or from the direct repre
sentative of European accessory houses or purchase them direct from 
the accessory manufacturers. . 

Accessories are handled by local retailers who, for the most part, 
purchase their supplies from the travelin~ representatives of Euro
pean accessory manufacturers, who call direct ul?on the trade in the 
same manner that the trade is visited in the Umted States by sales
men. American manufacturers are not represented in this manner. 
Consequently, until the entire market conditions change, they will 
continue to find themselves at a disadvantage in the distributIOn of 
their products. Until such time as there develops in this district 
regularly constituted wholesale firms which import on a. large scale, 
there appears to be very little likelihood that American accessories 
will enJoy an extensive market. 

European manufacturers and, distributors of accessories kee:p in 
close touch with this market through their sales representatlves. 
Consequently, they are in a. position to offer more favorable terms 
than American manufacturers. Terms of credit are identical with 
those mentioned under the heading of replacement 'parts. In the 
absence of direct supervision and direct banking facilities, American 
manufacturers would hardly be in a position to meet this type of 
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competition. The only practicable terms which ",hey would be justi
fied in granting at the pre$ent time would be cash against documents 
or confirmed credit. 

GARAGE AND SERVICE-STATION EQUIPMENT 

In view of the recent development of the market and its 
limited scope, service stations as understood in the United States 
do not exist. With the expansion in the sales of motor cars and the 
increased demand for better service, there is a slow trend toward 
the use of modern service-station equipment. It is believed that 
the sales will gradually expand. . . 

This is a field in which American products for practical purposes 
may be classed as noncompetitive, inasmuch as they appear to be 
better adapted to conditions which are developing in this country 
than the equipment supplied by European producers. There is no 
local manufacturing. The careful attention of American manufac
turers to this market and the proper sales efforts will undoubtedly 
develop good results. 

The principal foreign competition is in small machine tools, 
wrenches, reamers, paint-spraying equipment, welding tools, air com
pressors, battery chargers, chassis-lubricating systems, and gas 
pumps. . 

Garage equipment most in demand at the present time includes 
electric drillst cylinder-boring machinery, hoists, auto-lifts, washing 
machines, ana. garage tools. The present limitation in the distribu
tion of these products is primarily due to the low quality of service 
offered and the lack of competition on the part of properly equipped 
service stations. 

Electric current is generally a-vailable for garage purposes. The 
present method of repairing and changing tires is by hand. Mechani
cal tools are not generally used. There are, however, a number of 
tire specialty shops which are equipped with modern tire repairing 
equipment. 

The largest garages are operated by automobile distributors. The 
best service available is now supplied by two independent garages 
recently established. 

There is only one principal distribution center, namely, the city 
of Casablanca, which is the center of the banking, shipping, and 
transportation systems of the country. 

One of the greatest handicaps in the utilization of modern service
station equipment is the lack of trained personnel. It will still 
re<l.uire some time before expert native mechanics can be properly 
tramed. 

Distribution of garage and service-station equipment is limited 
in the same manner as the distribution of accessories. The only advan
tage that American products have is that a. considerable proportion 
of the type of the required equipment is not available from European 
sources. As stated before, European firms maintain close contact 
with this market and are consequently able to supply the needs more 
readily and more effectively than American manufacturers. 

There is apparently no prospect in the change of the situation 
which would be advantageous to American manufacturers until 
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lucb time as general marketing conditions develop, unless American 
producers can consign materials to Casablanca through their own 
agents for eventual distribution to accessory dealers and garage 
owners and operators. 

Terms of credit are the same as those given under the discussion on 
aCCt'SSOries and replacement parts. 

The market for motor cars and allied products in this district is 
limited by its comparatively recent development and the relatively 
few cars distributed up to this time. It is naturally supposed, how
ever, that with the economic progress of the country, there will be 
~reater distribution of motor vehicles which will eventually result 
In the estblishment of wholesale firms specializing in accessories 
and in the distribution of ~arage and service-station equipment. 
There is a constantly growmg demand for more efficient service 
to motor cars. 

MOROCCO. INTERNATIONAL AND SPANISH ZONES 

Fair Demand lor Replacement Partll, with Accessories and Service Appli
aneea Limited-American Participation Fair in Replacement Parts and 
Service Appliancell, SmaU in the Ac:eessories Trade 

Coanl Donald F. Blplo ... Tanaier. 110_ 

Motor-Yebif'le registrations as of January 1, 1931: International zone. pas· 
aenger cars 384, busses 58, trucks 102, motor cycles 66; Spanish Morocco, 
pa8llengt'r cars 1,750, busses 353, trucks 1,502, motor cycles 191. 

This section covers the international zone of Tangier and the 
Spanish zone of Morocco. The former is 225 square miles in area 
and has a population of approximately 60,000 persons. The greater 
majority of these reside in the seaport city of Tangier. Spanish 
Morocco includes the Spanish zone of the Moroccan Empire and 
the Spanish free-port cities of Ceuta and Melilla, which are situ
ated on the Moroccan mainland, the first bein~ directly opposite 
Gibraltar and the second 130 miles to the east lD the direction of 
Algeria. Ceuta and Melilla, together with Tangier, are the prin
cipal points of entry to the Spanish zone proper, and although 
lymg within the economic sphere of the Spanish zone, are not politi
cally a part thereof. The popUlation of the Spanish zone is esti
mated to be approximately 750,000. 

Although Morocco is dIvided into three zones (the French, Span
ish, and International) it is nevertheless an entity for customs pur
poses. Its customs regime has no relation to those of France and 
Spain. The import duty on automobiles and all types of replace
ment parts, accessories, and garage and service-station equipment 
is 121j2 per cent ad valorem. Such articles imported through a port 
of entry to one of the zones may be shipped into the other zones 
without repayment of duty. 

REPLACEMENT PARTS 

It is only during recent years that Tangier and Spanish Morocco 
have offered a market of any importance for replacement parts. 
Owing to the poor condition of the roads and the state of insecurity 

80277-32--4 



44 AUTOMOTIVE PARTS, ACCESSORIES, AND SERVICE EQUIPMENT 

prevailing in the greater part of the Spanish zone until 1926 and 
1927, the use of motor vehicles was previously restricted to the 
principal towns in this region: Tangier, Ceuta, and Melilla. The 
construction during the past few years of excellent highways and 
the pacification of the Riff mountaineers by the Spanish forces have 
given an impetus to trade in motor vehicles, and both the years 1928 
and 1929 witnessed a brisk market for all types. A number of 
motor-bus services were organized in 1928 to take advantage of the 
new roads linking Tangier with the cities in the French zone and 
with nearby towns in the Spanish zone, and the use of motor trucks 
for interurban transportation of merchandise developed at the 
expense of the railways. The demand for replacement parts neces
sarily followed the distribution of motor vehicles. 

Replacement parts most ill demand are brake linings, springs, 
spark plugs, bolts, balI and roller bearings. The brand of brake 
lining with the largest sale is probably Ferrodo, made in England 
and France. However, attempts to introduce American brands 
in Tangier are meeting with success. The bulk of the replacement 
springs now come from French and German manufacturers who are 
said to be able to supply springs to fit nearly all types of American 
cars at prices ranging from 10 to 15 per cent under those quoted 
by American makers and jobbers. . 

Spark plugs of American manufacture are favorites in this mar
ket, and at least 50 per cent of this demand is supplied by a single 
American make. Ball and roller bearings are supplied in standard 
stock sizes for American cars by the original distributor and also 
by European firms, which put out the same form of bearing at Ii 
considerably reduced price-in some cases as much as 40 and 50 
per cent below the American price quoted. Bolt makers in France 
and Germany and in Casablanea supply the limited requirements 
for standard types. Special tYI?es are furnished by the makers of 
the cars for which they are reqUIred. 

Competition is especially keen in the sale of such parts as spark 
plugs, bearings, brake lining, fan belts, bolts, and .piston rings, 
which are supplied by manufacturers and accessory houses for 
nearly all makes of cars. The European manufacturer catering to 
the demand for this type of merchandise has a distinct advantage 
in Morocco in that he is closer to the market and has direct agents 
or representatives on the ground who travel and actively canvass 
the trade. European makers, furthermore, are disposed to adopt 
the prevailing practice of extending credit facilities. 

Although there is a certain preference shown in the French zone 
for articles of French manufacture, there is no such partiality shown 
in either Tangier or Spanish Morocco. American replacement parts 
are in good favor and are generally regarded as superior to parts 
made in France and Germany. 

Distribution of parts is principally by the importers of motor 
vehicles. The direct importers who are the primary distributors 
of motor vehicles in this territory usually car~ a sufficient stock 
of parts to meet the demand. These agents, III turn, distribute 
parts to their subagents in other localities, who are generally gara~e 
keepers. Most of the local garages and tire dealers are regularly 
visited by direct representatives of European accessory houses. 
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Such firms often list various articles of American manufacture, the 
high prices of which reflect the imposition of import duties in Europe, 
in addition to the fixed 12Y2 per cent ad valorem Moroccan duty 
and reshjpmen~ charges, generally from France, to Casablanca and 
thence to Tangler. 

An example of such indirect importation is the recent order of a 
small supply of fan belts made in Minnesota. These had been or
dered from the traveling representative of a French accessory house 
located at MarseiUe. The goods were shipped to Marseille, from 
there to Casablanca, and thence to Tangier. The cost of the mer
chandise shipped by parcel post from Minnesota to the dealer in 
Tangier would have been little more than one-half the ultimate price 
paid as a result of this roundabout system of distribution. 

These factors-the excellent direct steamship service by American 
vessels between New York and Moroccan ports (including Tangier, 
Cueta, and MeliUa), the expansion of the automobile market in 
Morocco, and the continued or growing popularity of American 
makes of cars, replacement parts, accessories, and service appliances, 
as well as the absence of tartff discriminations and the complete lack 
of domestic manufacture of such articles-would seem to favor the 
establishment in Morocco of an American distributing agency or job
bing house handling American products exclusively. It is not meant 
to imply that such a set-up should be made at this time. The volume 
of business which a firm might expect to build up depends, of course, 
upon a great many factors which would require careful analysis not 
only of local conditions but also of comparative cost of manufacture 
of similar articles in the United States and Europe. 

European manufacturers as a rule extend better terms of credit 
than American companies. Both French and German manufacturers 
of parts and accessories extend at least 30 or 60 days credit to well
established firms, not as a concession but as a regular practice. The 
greater part of the business of this part of Morocco, as in the French 
zone, is done through sight drafts at 30 to 90 days. In this connection 
it may be stated that considerable losses have been incurred by Euro
pean manufacturers whose customers in Morocco have recently been 
suffering from the general depression. 

The main distribution cellter in Morocco is the city of Casablanca, 
in the French zone. In practically all cases where a single distributor 
is appointed for the whole of Morocco such distributor is located at 
Casablanca. Northern Morocco, including the international and 
Spanish zones, the areas treated in this section, falls into three 
dlstinct market areas: 

(1) The small international zone surrounding and including the 
city of Tangier and the extreme western fringe of the Spanish zone, 
lying between the international zone and the French zone, in which 
the towns of Larache and Alcazar-Kebir are located. This area is 
in convenient communication by railway and fast motor bus and truck 
service with Casablanca. This territory. is generally handled by 
direct agents or subagents located at Tan~er. 

(2) The Iniddle-western part of Spamsh ¥?rOCCC?, embracing the 
free port city of Ceuta and Tetua~, .the admimstratIve c~nter of the 
Spanish zone of Morocco. These Clbes can be most effectively served 
by shipments direct to Ceuta. They are not in rail communication 
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with Tangier or the towns in the extreme western portion of the 
Spanish zone and are separated by 126 miles of mountainous country 
from Melilla. 

(3) Melilla, situated in the extreme eastern part of the elongated 
Spanish zone, is not easily accessible from Casablanca, Tangier, or 
Ceuta. No facilities as yet exist for the transport of merchandise 
between Melilla and the cities just mentioned, except by sea. Melilla 
depends, rather, upon Malaga and Barcelona, in Spam, with which 
places it is connected by frequent boat services. It is also in direct 
connection with New York. Being a free port, automobile and acces
sory dealers in Melilla have been especially desirous of dealing 
directly with jobbers or manufacturers in the United States rather 
than have their requirements supplied from stocks in Spain on which 
customs duties have been levied, the ultimate cost of which is further 
increased by supplemental commissions and higher freight charges. 

It is the opinion of local dealers that newspapers are of little 
use for advertisement of replacement parts and accessories. Window 
displays are effective in attracting attention, but probably the best 
way of advertising is through the use of billboards. 

ACCESSORms 

The same general conditions apply to accessories and replacement 
parts. All standard accessories are in limited demand for replace
ment purposes, the principal ones being horns, tire covers, lamp 
bulbs, head lamps, and adjustable driving lamps. The demand is 
greater for bulb horns than for electric ones. The former are used 
prinCIpally by taxi drivers and can be purchased at retail in Tangier 
for prices ranging fom $1 for separate horns to $4 for horns with 
attached tubes and elbows. Tire. ,covers are distributed principally 
by tire manufacturers and sold at cost for advertising purposes. The 
principal furnisher of lamp bulbs is the Phillips company in the 
Netherlands. Prices quoted are said to be nearly 50 per cent less 
than those asked by AIDerican manufacturers. Drivers in Morocco
prefer a head lamp throwing a long beam. Not infrequently they 
substitute special ~uropean lamps for those with which American 
cars Itre equipped at the factory. There is a small demand for ad
justable driving lamps which are supplied exclusively by French 
manufacturers, since American firms seem unable to compete with 
their prices. . 

There is a small demand for wrenches, pumps, rear-view mirrorst 
shock absorbers, wind shields, license plates, seat covers, grease gunst 
jacks, and taximeters. License plates and seat covers are made
locally. There is no demand for chains, radiator shutters, or car 
heaters. Theft-proof locks are not required. There is a certain 
amount of pilfering of small unsecured articles from parked auto
mobiles, but theft of tires or automobiles themselves is so infre
quent that no special safeguards need to be taken. 

Sales of American accessories are small, being adversely affected 
by the distance of the United States from this market, and the keen 
competition of European manufacturers, who are able to supply all 
customary accessories. These are ~enerally bought in small lots 
shipped by parcel post. Goods can De shipped in this manner from 
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France C. O. D., a facility not available to American firms. A local 
dealer states that he finds that parcel-post costs on packages shipped 
fI:om the United States are abOut five times as much as the postage 
cost would be on packages of the same weight mailed from France. 
ShiPlllent from the United States to any port in Morocco should 
never be accompanied by French consular invoices. Shippers not 
infrelJuently make the error of assuming that such are necessary 
and 1;0 to an unnecessar,Y expense, which is usually charged to the 
recipient, much to his dissatisfaction. 

Most of the garages and tire dealers who sell automobile acces
sories are visited regularly, generally once a month, by representatives 
of importin~ dealers in Casablanca. The retailers of accessories also 
import on their own account some of their requirements. The sale 
and distribution of accessories is carried out substantially as in the 
United States. A jobbing firm in Casablanca regularly visits the 
trade here. These jobbers handle a certain amount of American
made goods, the ~ost of which generally reflects a number of commis
sion charges and the carriage charges for indirect shipment via 
Europe. . 

So far as is known, no direct representative of any American 
wholesaler of accessories or replacement parts has yet undertaken to 
visit the trade in Morocco. Dealers, especially those whose business 
is small, prefer not to order only one or a few items from the cata
logues of manufacturers when they can give a bulk order covering 
manv items to the traveling representive of an accessory house, even 
thou~~h individual items may be quoted at considerably more than 
the factory list t>rices for the same article. The American manu
facturer is handicapped in this connection, not only by the small 
volume of demand In this region but also by the fact that the mini
mum freight charge for a package shipped from New York to Tan
gier is in the neighborhood of $10 and parcel-post charges on ship
menh to the United States are considerably greater than correspond
ing 'Ihipments from France. 

The credit terms extended for accessories are the same as those 
for replacement parts. It is, of course, true that the expense on 
the part of a seller giving credit is reflected in the price quotations. 
The buyer with adequate capital usually has no objections to pay
ing for goods ordered. upon .their receipt, provided he is, satisfied 
that the quotations have not been fixed with the view of covering 
carrying charges for a more or less extended period. In this respect 
quotations of American manufacturers and Jobbers seem to make a 
good impression. 

GARAGE AND SERVICE·STATION EQUIPMENT 

Until recently there has been almost a complete absence of modern 
~arage and service-station appliances. Exceptions are now 'being 
noted, although as yet only the more essential device.s are being 
introduced. 

Service stations as known in the United States do not exist, but 
with the expansion in the sales of motor cars and the increased de
mand for more efficient rapid ,service, there has ·been an increasing 
interest on the part of garage owners in the possibilities afforded 
by modern service-station equipment. 
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There is only an intermittent demand in small volume for such 
articles. A potential demand undoubtedly exists for small machine 
tools, wrenches, reamers, paint-spraying equipment, welding tools, 
air compressors, battery chargers, and gasoline pumps. 

The ,larger garages and tho~e of a better class are generally oper
ated by car dealers representing one or more manufacturers. 

Garage owners find difficulty in finding trained personnel. The 
average native Moorish worker is generally unresponsive to training 
in the use of mechanical tools. Most of the mechanics employed in 
local garage workshops are Europeans-Spaniards in most cases. 

American service equipment has an excellent reputation, but so 
far the lack of sufficient volume of business has prevented garage 
owners from investing funds to any great extent. American equip
ment is being introduced into the more prosperous French zone in 
Morocco, and the development of sales of similar labor-saving de
vices will probably follow in Tangier and in Ceuta, Melilla, and 
Tetuan. 

As yet there is a complete absence of appliances such as car-wash
in~ machinery, brake-testing machines, cylinder-reconditioning ma
chinery, towing and salva~ng equipment, wheel-alignment equip
ment, auto lifts, and polishing machines. 

A few air compressors, battery charging and testing appartus~ 
cranes, gasoline pumps (by the distributors of gasoline), garage 
jacks and presses, reamers, wrenches, tire-service equiI?ment, oil and: 
grease guns, and paint-spraying equipment have been Introduced. 

There is a certain amount of foreign competition in small machine 
tools, wrenches, reamers paint-spraying eqUIpment, welding tools, air 
compressors, battery chargers, and gasoline pumps. Garage tools are 
usually supplied by French firms at a considerably lower price than 
those offered by American manufacturers. American wrenches are 
Rtocked in the :principal hardware stores. The best types have re
cently been copled by French and German firms and are sometimes 
put u:p in boxes with English lettering, which might be regarded 
as indlCating that they are of American manufacture. 

There is no garage equipment manufactured in Morocco and there 
is no likelihood of the development of any domestic production. 

The present restriction on the use of mechanical garage and shop
equipment is primarily due to the small volume of business which 
does yet hardly warrant the expense of installation and the smalI 
number of clients served by individual garages. During the last two 
years the business depression has also tended to prevent garage 
owners from making new commitments. Car owners on the whole are 
curtailing expenses with the result that only the strictly necessary 
amount of repair work is being done. 

Electric current is generally available for garage purposes, but 
tires are invariably changed by hand. There are no special tire
repairing shops in Tangier, nor, so far as is known, elsewhere in this 
district. A single tire and vulcanizing plant exists in this city. 

The distribution of garage and service-station equipment is limited 
in the same manner as is the distribution of accessories. The only 
advantage with reference to American products is that some articles 
are not available from European sources. 
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The main di"tribution center is the city of Casablanca in the 

French zon,:. The international and Spanish zones are served in part 
fro~ that Cl~y. Secondary distribution is usually from TanO'ier for 
the InternatIOnal zone or the extreme western part of the §panish 
zone, Ceuta for that city- and Tetuan and Melilla for the eastern part 
of Spanish Morocco. 

NIGERIA 

Stl'~Y Dt>m&';'d for ~pla~ml'!'t .. A~880rietJ Active, Se"i~ Applianc:es 
Fair-America Lndlng Supplier of Parts and Accl'ssories and Substantial 
Share of Garace Equipment 

CoanI G. B. w~ La_ Nlpria 

Motor-vehicle registrations a. of January I, 1031: 3,100 passenger cars, 1,845 
bu88eS, 3,lal trul'ks, 1,86-& motor cyclet!. 

REPLACEMENT PARTS 

Replacement parts most in demand in Nigeria are bolts, fan belts, 
spark plugs, and sprin!!S. There is also a steadr demand for brake 
lining, piston rings, bc;ly upholstery material, runs, and generators. 
Radiator caps are kept in stock by the largest dealers. Other replace
ment parts are needed occasionally but do not have the steady demand 
as those just mentioned. 

Since the World War the United States has participated very ac
tively in the trade in motor parts and accessories in Nigeria. At 
present Nigeria imports more of such merchandise from the United 
States than from all other countries combined. This is due largely 
to the good demand for American cars and trucks, which made up 
approximately 33 and 83 per cent, respectively, of the imports into 
Nigeria during 1930. Nearly all dealers handling American cars sell 
parts for them, but the volume of sales depends entirely on the num
ber of American cars in the territory. Just at present the English. 
Morris car is being pushed vigorously, with the resultant increased 
demand for replacement parts for that make. 

Distribution is almost entirely by automobile dealers and is limited 
to replacement parts of makes which they handle. 

The managers of the African branches of the large firms indent 
or order through their head offices in Europe, usually specifying 
quantity, quality, and brand of articles. Information concerning 
discount, terms of credit, etc., is available only from the head 
offices_ 

There is only one really important distribution center in Nigelia 
and that is Lagos. Abeokuta, Ibadan, Kano, Aba, Calabar, and 
Port Harcourt are of some importance, but not to be compared 
with Lagos. 

The local trade usually prefers real leather or a good grade of 
artificial leather for upholstery. Owing to the action of the clinIate, 
chrOInium is preferred to Dlckel platIng, and where practicable, 
chrOInium over brass. 

Nigeria has a very peculiar clinIate. It is moist during most 
of the year. However, during the time from November to March, 
dry north winds occasionally sweep southward from the Sahara. 
During this period all objects which have been absorbing moisture 
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during the rainy season, dry out, shrink, and crack. This action 
has a tendency'to loosen the spokes of wooden wheels. and a good 
deal has been said here about the superiority of disk, wire, and 
metal wheels. Such wheels may be preferable, but there are many 
cars with wooden wheels in Lagos which appear to be standing up 
very well. 

Magnetos are considered an important part of the equipment of 
English cars and nearly all are provided with them. 

Nearly all cars are right-hand drive, and there is a possibility 
that legislation may be passed barring other cars from entering 
the country. 

Advertising is confined almost entirely to newspapers. Two of 
the largest companies frequently carry full page advertisements in 
the leading paper, the Nigerian Daily Times. 

ACCESSORms 

There is a limited but active demand in Nigeria for motor Jlcces
sories. The demand is not as good as it was two ?::ears ago, since 
there is now less money in the country. Of Nigeria s population of 
about 19,600,000, only between 5,000 and 6,000 are white. The 
market, therefore, depends upon the natives. The African likes the 
accessories which go with a fully equipped car and also has a taste 
for novelties. He spends his money freely when he has it. 

Accessories most in demand are bumpers, tire covers, bulb horns 
sounding two or three different notes, hand jacks, tire pumps, and 
tire gauges. License plates remain on the car from year to year 
unless the owner loses the license. The African does not like colored 
seat covers. Covers are frequently made from a good grade of 
white cotton cloth and laundered ,as required. Lights, unless broken, 
usually remain as purchased with the car. Taxis in use in Lagos 
are ordinary touring cars and are not equipped with taximeters. 
There is a limited demand for wind-shield cleaners, both hand and 
-electric. 

The United States has a good share of the trade in such acces
sories as may be classified as standard equipment. Certain novelties 
such as double-sounding bulb horns are obtained principally from 
<Jther sources. Competition is negligible. With the exception of 
seat covers made of white cotton cloth,no aceessoriesar~ made-in 
Nigeria. The automobile manufacturers furnish their own acces
sories to dealers. ,These articles are frequently made for a certain 
type of car. It therefore follows that while there is plenty of com
petition between different makes of cars there is little competition 
in accessories. 

'Vith but few unimportant exceptions accessories are marketed in 
the same manner as replacement parts by dealers who handle the 
accessories supplied by the manufacturer whose cars he is selling. 
Practically the entire business is in the hands of the large automobile 
and truck dealers. The largest dealers carry stocks in competitive 
lines sometimf's handled by the same company. 

This is true of the largest firm in Nigeria, which handles the makes 
<Jf several American and British manufactures. They do not, how
-ever, carry competitive lines in the same store. The company has one 
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large store and showroom gil'en over entirely to American cal'S. Re
placement parts and acce;sories in another establishment are for its 
British lines. The present distribution channels are believed ade
quate to cover this market. 

GARAGE AND SERVICE-STATION EQUIPMENT 

Considerable progress has been made during the last three years 
in p'roviding automobile serl'ice facilities, although even now fair 
faCilities are available only in Lagos. 

The articles most in, demand are those in most common use, such 
as garage tools, jacks, oil and grease guns, tire-repairin~ machines, 
and valve grinders. Dispensing pumps are not used in Nlgeria, since 
gasoline and oil are purchased in tins. 

About 40 per cent of the garage and service-station equipment in 
use in Nigena is of American manufacture. No items are manufac
tured locally. 

Paint-spraying equipment, polishing machines, and battery 
chargers are usually of American manufacture. Such other articles 
of garage equipment as are used are for the most part strongly 
competitive with American manufacture. 

Lagos has four fairly well equipped ~arages. Wheel-alignment 
t'quipment and high-pressure chassis lubrlcating and grease-dispens
ing systems are needed, but whether they would warrant installation 
is a subject to which the large dealers are likely to give considerable 
thought before making purchases. 

All the larger and better-class garagea tire owned and operated by 
auwmobile dealers. 

Three conditions which restrict the use of mechanical equipment 
are the comparatively small volume of business, poorly tramed em
ployees, and the lack of electric current except in Lagos, where it is 
available at reasonable rates, and a few other of the larger towns. 

At present hand tools predominate in changing tires, but most tire 
repairing is done in repair shops. 

The proportion of imports brought in by firms having headquar
ters in 'Vest Africa is comparatively small. Some of these concerns 
are important. but most are petty retailers. The great bulk of for
eign trade, both importing and exporting, is done by not many more 
than 100 firms, generally having headquarters in European cities 
and several or many branches in West Africa. Each branch does a 
wholesale and retail busineas in nearly all lines of mechandise. 
Many, but not all, buy natil'e produce for export. 

The managers of the African branches of the large firms indent 
or order from the head offices in Europe, which make the purchases. 
Though local managers do not buy directly, it is important that they 
become interested. This object can not always be accomplished 
through correspondence and mailed advertising matter. Advertising 
in newspapers and on billboards mi~ht be effective in creating a 
demand among the higher class of nattve consumers. 

By far the best means of introducing a product is to have a per
sonal representative of the producer visit all the principal trade 
centers to solicit orders and introduce advertising. Several English. 
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French, and German travelers regularly visit the West African 
coast. ' 

A travel'er who does not represent one firm alone handles perhaps 
half a dozen noncompeting lines. He receives a nominal salary and 
a good commission from each concern he represents. The English 
traveler usually spends six months in covering the territory from 
Sierra Leone to the northern Congo. It is important to interest the 
head office while local branches are being solicited. 

Under present conditions, in the absence of a direct American trav
~ling representative, the best selling method is through the manu
facturer's agent. 

At the present state of the market, distribution methods now in use 
are satisfactory. 

Selling terms are arranged at the head offices in Europe. The few 
nrms of any importance which have head offices in Nigeria frequently 
prefer merchandise sent c. i. f. Lagos on 30 days' credit. 

Lagos is the main distributing center for all' of the western part of 
Nigeria. Ships come to the dock at Lagos, which is also the southern 
terminus of the western and main trunk lines of the Nigerian Rail
way. Probably the most logical distributing center of the eastern 
and central areas is Aba on the eastern branch of the Nigerian Rail
way near Port Harcourt, the southern terminus of that branch. Port 
Harcourt, like Lagos, has the advantage of a good deep-water port. 
Other important points which might be used as subcenters are Abeo
kuta and Ibadan in the southern provinces, and Kane and Zaria in 
the northern provinces. 

'There is as yet no urgent need in Nigeria for better and more serv
ice and garage equipment. Good mechanics are needed more than 
anything else. . 

PORTUGUESE EAST AFRICA 

Good Demand for Replacement Parts; Accessory Requirements Limited; Sale 
for· Garage Equipment and Service Appliances Small-Use of American 
Products Predominates in This Market 

Consul Alfred D. Cameron. Loureneo Marqu .. 

REPLACEMENT PARTS 

In considering Portuguese East Africa, it should be kept in mind 
that the European population is only 17,842 and the Asiatic popula
tion 9,371, most of the latter being engaged in pursuits which do not 
require nor provide sufficient income for motor transportation. 

The number of motor vehicles in circulation has increased tenfold 
<luring the past three years, whil'e more than half of the vehicles now 
in circulation are less than four years old, from which it may be 
inferred that the average car, with three years' performance to its 
-credit under trying tropical conditions, needs substantial service. 

Gaskets, plain bearings, brake and clutch lining, fenders, spark 
plugs, and batteries are the parts needing most frequent renewal. 
Only a few years a~o springs would have headed the list, but roads 
have been considerably improved and now compare favorably with 
those of the adjacent territories in British South and East Africa. 

American participation accounts for probably 90 per cent of the 
replacement parts sold in this market. European products offer 
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~light competition in ~~ll bearings from Sweden, British brake lin
lDgs, German an~ Bnbsh spark plugs, and British rims and rim 
parts.. South AfrIca also produces body hardware and upholsterina 
material and leads the market in this line. ., 

With the exception of the items just mentioned other lines of 
replacement parts are exclusively in American hand~, except such as 
require exact duplication of the original equipment for European 
cars made with metric measurements. Steering wheels and auto
mobile frames are replaced exclusively from the stocks of the origmal 
manufacturers. 

Replacement parts are furnished principally by the garafYes actina 
-as local representatives for the motor cars. lIowever, the "'most sue': 

., 

~ssful dealer is a jobber selling indiscriminately at retail to garages, 
repair shops, and mdividual car owners. 

Distribution centers are Lourenco Marques and Beira, the only 
large towns and the only points at which foreign exchange can be 
obtained. A Hamburg firm has found it profitable to maintain 
agencies in other towns, notably Mozambique and Port Amelia, in 
connection with its general trading and indent business. It will be 
recalled in this connection that the nOlthern part of the colony was 
administered for a long time by the chartered Company of Nyassa, 
in which German capital was heavily represented before the World 
'Var. 

In the channel of distribution depending upon agency relations 
with the motor-car manufacturers, the highest local unit is generally 
a subagent for the principal al!encies located in the Union of South 
Africa. The local Eubagent sells at retail to the trade as well as to 
the public. 

Foreign manufacturers are cautious concerning the extension' of 
credit in this territory. Consignment stocks or long credits are 
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granted only to old, established connections whose export trade en
ables them to obtain gold exchange at certain seasons of the year. 

Goods of the best quality are required for this climate and are 
insisted upon by both jobbers and agents, regardless of price. Cheap
imitations of standard parts are not wanted and are promptly 
returned if shipped to this territorv. 

There are no advertising media" worthy of consideration in con
nection with this trade. 

ACCESSORIES 

Accessories are in very limited demand, except to replace those-. 
which are standard on the car as originally supplied. The acces
sory trade is habitually dull, even when the busmess in new cars is 
active. 

American accessories dominate the market, but to a smaller ex
tent than in replacement parts. Of the accessories most in demand 
the following are supplied from European sources: Bulb horns from 
France and England dominate the market, with occasional German 
competition; British tire pumps are sold at a price which apparently 
can not be duplicated by the American manufacturers; only Euro
pean taximeters are used, mostly of German and French origin;: 
British windshield cleaners supply the largest share of the demand; 
bumpers are replaced only to a small extent from stocks of original 
manufacture, all others coming from South Africa, where they are 
made; Canadian skid chains offer some' competition to American 
makes; American products lead in electric horns and jacks and have 
a little less than half the business in tire gages, British and French 
products offering good competition. 

Jobbers buying through indent houses in London, New York and 
Hamburg dominate this market.' I They carryon a wholesale busi
ness, allowing trade discounts to dealers and garages. Local com
mission agents for American and European principals have as yet 
been unable to build up worth-while lines. Distribution is adequate 
for the present, and in fact largely discounts a good future for the 
trade. Carrying of local duty-pard stocks is essential. 

Accessories are carried by jobbers, who also sell at retail, and to 
car agencies, garages, hardware and sporting goods stores, ,and 
bazaars. 

Terms to dealers are generally 2Y2 per cent extra discount for 
cash payment within 15 days after rendering of the monthly bill, net 
for the next 30 days, and interest-bearing accounts thereafter; 
Credit· terms enjoyed by jobbers depend upon their arrangement 
with indent houses. 

GARAGE A~D SERVICE-STATION EQUIPMENT 

Mechanical service is largely lacking, while electrical service is 
deplorable. Properly trained mechanics average one to the first-class 
garage, and the absence of one of these renders the whole staff in
capable of carrying out any of the work. 

American equipment dominates. Domestic manufacture is im
probable; while South African manufacture may be capable of fur
nishing a few items eventually, there are too many demands upon it 
at present. 
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Garages are operated by automobile dealers only, but most of these 
dealers are merchants who are no more fitted by training and experi
('nee to sell automobiles than any other commodity. Five or six of 
them are earnestly adapting themselves to the business and they find 
it easier to keep mechanies as well as to sell cars. 

For the number of skilled mechanics available, Lourenco Marques 
J!arages are overequipped. For the needs of customers, however, the 
~lIipment is neither complete nor well balanced. 

There is no logical distribution area smaller than the Colony itself, 
which in turn may be considered as a minor appendage of the South 
African market. . 

Present distribution methods include selling to garages from 
Johannesburg agencies and the purchase by local factors from indent 
a~erlts in London and New York. Both have proved satisfactory, 
although the latter method gives the local consumer a wider range to 
('hoose from, a thing which usually turns to the advantage of the 
American industry. 

SIERltA LEONE 

Market Show. Reduced Demand for Replacement Parts-Garage Equipment 
Requirementa Limited-Accessories Steady 

c.m.aJ G. B. wm-. ........ Niprta 

Motor-vehicle registrations as ot January 1, 1931: 495 passenger cars, 12 
bllS8e8, 351 trucks, 339 motor cycles. 

REPLACEl\IENT PARTS 

Replacement parts most in demand are bolts, fan belts, spark 
plugs, and springs. There is also a steady demand for brake lining, 
piston rings, body upholstery material, rims, and generators. 
Radiator caps are kept by the largest dealers since these articles are 
being continually lost or stolen. Other replacement parts are needed 
occasionally, but do not have the steady demand of those just 
mentioned. 

American participation is approximately 28 per cent of the market 
requirements. The United Kingdom supplies approximately 50 per 
cent of the total imports and constitutes the chief competitor to 
American business. 

Distribution is made almost entirely by automobile dealers. Free
town is the only important distribution center. 

The managers of the African branches of the large firms indent 
or order to the head office in Europe, usually specifying quantity, 
quality, and brand of articles. 

This trade usually prefers real leath~r or. a good grade of !,rti
ficial leather for upholstery. ChromIUm IS preferred to nIckel 
plating, and where pa.rticable, chromiu!D ovc:r br~. . 

Only right-hand drIve cars are ~ermltted 1D thIS terntory. 
There is very little handling of 'imitation" parts and the volume 

of sales depends entirely on the number of American cars in the 
territory. _ 

Advertising is confined almost entIrely ~o newspapers. The West 
Africa Mail and Trade Gazette and the SlelTa Leone Weekly News 
frequently carry large half-page advertisements of American and 
British cars. Both are published in Freetown. 



56 AUTOMOTIVE PARTS, ACCESSORIES, AND SERVICE EQUIPMENT 

ACCESSORIES 

There is a steady though limited demand for motor accessories. 
Owing to low prices of native produce, there has been a decline in 
sales, particularly of such accessories as are not essential to the oper
ation of the car. The market depends upon the natives who consti
tute more than ,99 per cent of the population. The African likes the 
accessories that go with· a fully equipped car and will spend his 
money freely when he has it. 

America has a good share of the trade in such accessories as mll.y 
be classified as standard equipment. 

The accessories most in demand include bumpers, bulb horns 
sounding two or more different musical notes, hand jacks, tire pumps~ 
and tire gauges. There is a demand, though not great, for wind
shield cleaners, both hand and electric. 

Accessories are usually marketed in the same manner as replace
ment parts. Practically the entire business is in the hands of the 
large automabile and truck dealers. Stocks and competitive line& 
are sometimes handled by the same company. 

GARAGE AND SERVICE·STATION EQUIPMENT 

Considerable pro~r~s has been made during the last few years in 
providing automobIle service facilities, though those available in 
Freetown a·re only fair. 

Wheel-alignment equipment and high-pressure lubrication sys
tems and grease-dispensing systems could be used to advantage, but 
it is not believed that the demand for such service is sufficient to
warrant the installation of this costly equipment. 

Articles most in demand are those in most common use, such a& 
garage tools, jacks, oil and grease guns, tire-repairing machines~ 
and valve grinders. Such items as gasoline pumps and oil-dis
pensing pumps are not used in Sierra Leone, as gasoline and oil are 
purchased in tins. 

All the larger and better-class garages are owned and operated by 
automobile dealers. 

Well-trained white mechanics are provided as foremen. There are 
as yet but very few good native mechanics and the amount of super
vision required is more than the foreman can find time to give the
work. The result is frequently unsatisfactory service. 

Hand tools are used in repairing tires. TIre repairing is done by 
car owners themselves or repair shops. 

TUNISIA 

Demand for Replacement Parts Expanding, Accessories Down. Service 
Appliances Fair-American Participation Limited 

Consul Leland L. Smith, Tunis 

Motor-vehicle registration as of ',January 1, 1931: 9,900 passenger cars, 13S; 
busse~, 1,465 trucks, and 1,480 motor cycles,., . 

The re~ency C?f Tunisia, a. French protectorate 48,000 miles in area., 
, has had IncreasIng' recourse to automotive transportation during the 
last decade and offers at ~he present time a particularly interesting: 

. .... ,.' 



AFRICA: TUNISIA. 57 

market for replacement parts. Despite the continued economic de
pression and the marked slackening registered in most lines of local 
Ictivity-owing chiefly to reduced commodity prices or a falling off 
in oUUiide demand-it is not thought that present conditions will 
~atly affect the steadily expanding market for replacement parts. 

The increasing amount of equipnlent now included with passenger 
cars has influenced dealers in accessories to devote more and more of 
their time to the sale of replacement parts. 

It is thought that the market for garage equipment will likewise 
prove of interest during the next two or three years. 

REPLACEMENT PARTS 

The steadily increasing number of cars in circulation has created 
a demand for replacement parts that continues to grow rapidly. The 
parts in ~eatest demand are ball bearings, spark plugs, and springs. 
Next in lJDportance are pistons, piston pins, piston rings, brake lin
ings, valves, shims, and shim stocks. Items of lesser importance are 
batteries, clutch facing, and certain body hardware. 

The most important types in this market are the small 5·horse
power Peugeot, the lO-horsepower Citroen, Renault in a number of 
models, then two low-priced American cars, and the Italian Fiat. 

Tunisia. offers a market for about 45,000 spark plugs annuallYl 
and about 25,000 of these are one American make. The balance ot 
the demand is supplied by a French-made American plug, the Ger
man Bosch, and a number of miscellaneous French makes. 

Estimated sales of ball bearings in Tunisia are placed at approxi
mately 500,000 francs yearly, and the market shows signs of steady 
development. Among the four local dealers the Italian RIV appears 
to be gaining ground on the Swedish S.K.F., the Swiss S.R.O.: and the 
French E.B.~'. It was only recently that two American makes (one 
ball and the other roller bearing) appointed an exclusive agency 
and began to supply the American cars in circulation. Their bear
ings are higher in price than competing makes. The outlet for 
roller bearings is very small. 

There appears to be an interesting market for springs, particu
larly for light delivery vans or trucks and also for heavy 5-ton 
trucks. French-manufactured springs control the local markett and 
the current models for two low-priced American cars are made in 
France. 

The local business in pistons appears to be shared by four leading 
makes, the French Binet, Monopole, and Diatherm and the Italian
made Borgo. The two most popular makes of brake lining are the 
French Ferodo and an American product. Here again the American 
product is somewhat more expensive than its European competitor. 

Valves are almost exclusively of French manufacture. 
The market for batteries in Tunisia, . roughly estimated at 6,000 

units a year, is mainly supplied by three different French makes, 
namely, Tudor, Dinin! and Monoplaque-: Of the total batteries sold, 
about 25 per cent are American.' . . 

Wheels and rims are mostly supplied by Michelin. There appears 
to be an interesting outlet for shims and shim stock, purchased 
chiefly in France. Bolts are likewise an interestinl! line. with France 
the chief source of supply. 
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Replacement parts and accessories are not manufactured locally 
and are entirely imported. American products obtain ap important 
share of the business in spark plugs, batteries, brake lining, and 
bearings. 

A great obstacle to the entry of American-made equipment con
sists of relatively high rates of duty assessed on all products other 
than French in the automotive line. 

Manufacturers generally appoint a local agent-distributor with 
headquarters at Tunis and in some cases a subagent at Sfax or 
Sousse. These agencies are generally exclusive or sometimes shared 
by two or three agents, who are either intrusted with consi~ent 
stocks payable after sale or who purchase outright for theIr own 
account at 30 to 60 days. 

These distributors generally deal with the garages, which in turn 
reach the retail buyer. Some distributors, however, try to reach 
the ultimate consumer as well as the wholesale buyer. Car dealers 
generally sell the special parts of the makes of cars they represent. 

The chief American parts and accessories are usually purchased 
in France. A large Paris firm obtains exclusive sales rights for 
France and its colonies for a number of American specialties, ap
points agents in French North Africa, and supplies from stocks in 
France. Early each year numerous travelers solicit business of local 
dealers. This method of sales promotion gives the best results. 

The chief center of distribution for the regency is Tunis, the cap
ital and chief port, after which Sfax, 300 kilometers farther south, 
and Sousse, midway between these two cities, are likewise important 
strategic points in this trade. 

In all other towns of lesser importance, Bizerte, French naval base, 
the centers of Gabes, Mateur, Le Kef, Souk el Arba, etc., garages 
generally maintain small stocks..l)f parts purchased from the agents 
or distributors established in the capital. 

American parts and accessories, except when unique in their line, 
labor under certain difficulties in the TUnisian market. First, the 
distance slows up deliveries when ordered other than from- Paris; 
second, there are heavy rates of import duty assessed on all parts 
other than French; third, the consignment stock facilities offered by 
several leading French and Italian manufacturers are preferred to 
the American practice of requesting the opening of an irrevocable 
letter of credit. 

French products command the local market, but in certain lines 
Italian and American goods hold a strong position. Any car, acces
sory, or device that proves a success at the annual Paris automobile 
show finds its introduction into Tunisia much facilitated, while any 
publicity campaign opened in the French press automatically touches 
a number of Tunisian prospects. 

Apart from the French and to some extent Italian newspapers, 
magazines, and trade papeiS that reach Tunisia, there are several 
local daily papers of interest as advertising media. French and 
Italian manufacturers generally give their local representatives a 
free hand where local publicity is concerned. In short, any Ameri
can exporter successful in appointing a reliable and progressive local 
agent would do well to leave the details of local publicity in his 
hands. 
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ACCESSORIES 

The local market for automotive accessories has shown a stead,. 
decrease during the last few years, and several firUlS that started busI
ness in that line have either partly or completely abandoned it in 
favor of replacement parts. 

An important proportion of these accessol"ies consists of American 
products, usually imported through a Paris distributor and in some 
cases direct from America. to the local distributor. dealer, or re
tailer. In the accessory line, however, France is by far the main 
source of supply. 

A fair demand exists for such items as bulb horns, electric horns, 
bumpers, headlights, shock absorbers, hand pumps, and small jacks. 

The ordinary bulb horn, nickel finish, generally of French origin, 
is in steady demand. In the electric article the French Klaxon enjoys 
popularity. American electric horns are known and appreciated 
here, but they find competition severe with such French makes as 
Gentilhomme, Phonor, Cicca, Gurtner, etc. 

American bumpers, other than those that enter on imported Ameri
can cars, are not known here. The leading French make, Repusseau, 
is distributed by an exclusive local agent who is intrusted with a 
consignment stock. 

Freneh lights command the local market with Marchal, Ducellier, 
Cibie. Brc, and several others. The market for rear, parking, and 
stop lights is extremely limited. 

Apart from the American shock absorbers equipped on an impor
tant proportion of the cars imported, the ll'ading device in demand 
is an Aml'l'ican friction model. 

A standard type of hand pump is the Michelin, but there are much 
~hl'apt'r pumps of French origin which sell locally. 

In small jacks, Michelin, the French tire manufacturl'r, accounts 
for the majority of the demand. 

License plates are made by a local foundry, but some are import I'd 
from France. Plates are not changed annually, and the number 
remains the same. 

Tire covers have recently been offered by local tire agents for pub
licitv purposes; otherwise the demand is exceedingly small. 

The local trade generally obtains 30 to 60 days, while German 
:ra\'l'lers in their ende!1v<!r to gain a footing a~ at pres~nt offl'ring 
)0 davs from date of arrival, and they quote c. 1. f. Tums. Aml'ri
~an fi·rms have a local reputation for requesting" irrevocable letter 
)f credit on an American bank" and are lud~ed exacting. It would 
>e a good plan for American concerns to offer certain facilities, if 
mly to make a favorable impression on the local prospect, since the 
-equest for" cash" appears to have a cooling effect on the Tunisian 
>usiness man. Whl're consignment stocks are involved, it is safer to 
-equest a local bank guarantee. 

French accl'ssories enjoy a privileged position in the local market, 
inee French cars are in the majority. 

Furthermore, French accessories enter free of duty. French 
erms of agency or purchase are usually more lenient than those 
,ffered by American houses, and the comparative nearness of France. 

80'277-32-5 



60 AUTOMOTIVE. PARTS, ACCESSORIES, AND SERVICE EQUIPMENT 

possibility of quick deliveries, the advantage of a common currency 
and language are additional factors which tend to establish French 
products in the majority. -

Accessories are generally stocked by accessory dealers and exclu
sive distributors in the large cities. Of the large garages of the 
capital, only one carries an important stock of accessories. In the 
interior of the country, however, almost all garages carry, in addi
tion to tires and replacement parts, a small stock of accessories. Car 
agencies generally carry mechanical parts for the makes of cars 
tliey represent. 

GARAGE EQUIPMENT 

Service stations as understood in the United States do not exist. 
There are at present in Tunisia 1,500 filling stations which are sim
ply pumps for gasoline. Of these abQut 50 per cent are installed on 
the large farms using modern agricultural machinery. There are 
four large kiosks where gas, oil, and air are available, and finally 
four so-called service stations, which, in addition to supplying gas, 
oil, and air, possess an auto lift and repair service. 

The whole question of service has as yet hardly been touched. 
Apart from the large garages of the capital, nearly all the Tunisian 
garages are far behind the times in service and repair conveniences. 

Generally speaking, all equipment entering the class of machine 
tools, lathes, reamers, drills, etc., is almost invariably of French 
origin. 

American equipment is supreme in the field of auto lifts, car 
washers, paint-spraying equipment, jacks, and similar equipment. 
The demand, however, is as yet small. 

About a half dozen American car washers and auto lifts are in
stalled in large garages. Apart. from these, a certain number of 
American air compressors, jacks. rollers, and various small items of 
equipment and tools are installed. American hydraulic jacks of 
2%-ton capacity appear to be popular. 

Properly tramed mechanics are the exception in Tunisia and are 
to be found only in the large automobile concerns. Generally speak
ing, Tunisian labor gives but average satisfaction. 

Electric current is available to garages on an economical basis in 
the four chief cities already enumerated, and the distribution of 
electrical energy already includes the most· important regions of 
northeastern Tunisia. 

Most of the local garages are operated by automobile dealers, their 
agents, or subagents. Tires are generally changed by hand. Tire 
repairing is done by special vulcanizing shops and is not undertaken 
by the garages. 

Sales of costly garage equipment should undoubtedly be effected 
on the time-payment plan, whenever necessary. The local repre
sentative of the manufacturer would have to exercise extreme 
prudence and discrimination in assuming credit risks. 

In the event distribution is effected through a local wholesaler, it 
is advisable to offer 30 days from date of invoice if the local firm is 
known to be reliable. The logical mode of distribution would be 
through an exclusive Tunis agent to whom consignment stocks could 
be intrusted against bank guaranties. 
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UNION OF SOUTH AFRICA 

GoocI Demand for Replacement Part. and Senice Appliance_AceetlIIOry 
Requirement. Declining-American Product. Supply the Greater Share of 
th. Demand, with Increaainc European Competitio. in Pam and Ac:
_riea 

C--nIIII AItaeW ...... R. D •• J ..... _ ..... So.tII Alrl .. 

)foto .... nhlcle reg/stratlonB a8 of January 1. 1931: 132,000 passenger cars, 
1.400 bu--. 16,000 trucks, 82,000 motor cycles. 

REPLACEMENT PARTS 

The demand for replacement parts has followed a steady upward 
trend in the last five years and has apparently been less affected by 
the ·present depression than any other automotive line. 

Engine parts, transmission parts, especially gears, and springs are 
the leading items in demand, owing to the unusually severe wear 
imposed by the absence of hard-surface roads in this area. 

American participation supplies fully 80 per cent of the demand 
for re{>lacement parts, with no competition of importance from 
domestic manufacturers. European producers, however, particu
larly British, are making determined efforts to secure a larger share 
of the business and are meeting with some success. 

Some progress has been made by a German company supplying 
plain and roller bearings at prices considerably below those of the 
American product. American producers control the business in 
brake lining, fan belts, spark plugs,. pistons, gears and pinions, 
starting and lighting generators, and body hardware and upholster
ing material, although European firms are endeavoring to obtain a 
larger proportion of this business. 

In ~neral, foreign manufactures of replacement parts are at
temptmg to increase their share of the South African trade only on 
the basis of price. 

The replacement trade is handled almost exclusively through 
manufacturers' agents, who act on an exclusive basis for their over
seas principal, receiving commissions varying from 5 to 10 per cent 
on the orders taken. The same is true of accessories and to a con
siderable extent of garage equir,ment. Shipments are made direct 
to a group of wholesale distributors located at strategic points 
throughout the territory. The manufacturers' agents do not as a 
rule assume any responsibility in connection with the orders they 
place. They are in a position, however, to supervise credit risks, 
cooperate in the placing of advertising, and otherwise further pro
tect the interests of the factories they represent. 

Leading distribution centers are Johannesburg, Cape Town, Dur
ban..t Port Elizabeth, East London, a~d Bloemfontein in th~ Union 
of o::iouth Africa; Lourenco Marques lD Portuguese East Africa, and 
Bulawa:yo and Salisbury in Southern Rhodesia. 

Practically all supphers to South Africa of automotive-replace
ment parts and accessories accept orders only through overseas 
financing houses. These are located mainly in New York or London. 
They confirm the orders of their South African clients and pay 
cash before the goods are shipped. There has been a slight tendency 
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toward direct shipment to selected markets on terms up to 90 days 
sight draft. British suppliers catering to this market follow the 
same system. 

There is a distinct and .frequently expressed preference on the 
part ot both wholesalers and manufacturers' agents in South Africa 
for more direct dealing with American factories. The practice of 
committing foreign sales of replacement parts to combination or 
grou~ export managers often results in a South African manufac
turer s agent acting for two or more of these export managers hav
ing competing lines, and thus -being unable to do justice to all of 
the manufacturers concerned. Another preference is against pur
chasing an American-type product from a British manufacturing 
subsidiary, and especially against buying through a merchant dis
tributor in the United Kingdom having South Africa as a part 
of his territorial rights. Dealers in Rhodesia are expressing their 
desire to do more dIrect business with the United States instead of 
through wholesalers in the Union of South Africa. The two terri
tories are separate political units, and this preference of Rhodesia 
should be heeded as rapidly as the volume of orders from that 
colony makes it economically feasible. 

The most effective advertising for replacement parts and accesso
ries is considered by the local trade to be that placed in wholesalers' 
catalogues, supplemented by direct circularization of literature sup
plied to' these wholesalers by 'the manufacturers: Most of the 
American automotive trade journals circulate freely in this terri
tory so that these may be considered as additional media for adver
tisi'ng American parts. Little or no press advertising of replacement 
parts is employed. 

ACCESSORIES 

The market for automotive accessories in South Africa is limited, 
and, according to the trade, the demand is decreasing. The Ameri
can share which exists is satisfactory, but, owing to the conservative 
nature of the people and the fact that cars are sold practically 
equipped, the demand is generally limited to such items as nonskid 
chains, luggage carriers, tire covers, and a few novelties. 

Competition for American manufacturers is keener in the case of 
accessories than for replacement parts. Bumpers, lugga~e carriers, 
tire covers, number plates, seat covers, and glare elimmators are 
made locally. Bulb horns are not employed, and the climate pre
cludes heaters. The taximeter demand has been considerable as a 
result of regulations requiring their installation on taxicabs in all 
sections of the Union. A low-priced French make has the bulk 
of the trade, however. 

The American share of the accessory trade in South Africa is 
about 75 per cent. However, British and continental manufacturers 
are pushin~ their lines keenly in this territory. Even the bazaars 
are beginnmg to carry such things as rubber ,mats, novelties, etc., 
mostly low-priced goods of German origin. 

The market is strongly affected by the extent to which cars are 
now. originally equipped with all essential devices. There is no 
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taste for showy a~ries and little demand for expensive articles 
not absolutely necessary to tbe operation of the car. 

Channels of distribution follow closely those for replacement parts. 
Stoc::b are carried by wholesalers who supply garages and other 
ret ad outlets. 

Accessories are not stocked to any great extent by service stations, 
sales being confined to car agencies, garages, and specialty stores. 

GARAGE AND SERVICE-STATION EQUIPMENT 

I>t>cided progress has been made in providing adequate service 
facilities and, generally speaking, this territory is not far behind 
the Vnited States. 

Cheaper items, such as garage jacks, oil and grease dispensing 
pumps, etc., have the largest sale, owing to the fact that the smaller 
service stations and repair shops are restricted by their financial 
resources to the few essentials. In the large centers there is no 
reason for any restriction in the use of mechanical-gil rage equip
ml'nt. Electric current is available at all urban garages. 

lIost tires are changed by hand. One American manufacturer 
has sold a large number of tire changers, which are in use in lI·ading 
6t'rvice stations, vulcanizing shops, etc. 

Car dealers are the principal garage operators, although in the 
larger cities there are a number of independent service stations. 
Mechanics are given fair training before being allowed to undertake 
the usual mechanical repairs, and it is apparl'nt that a high grade 
of young men ha,-e gone in for this type of skilled labor. The prin
cipal difference between South African and American mechanical 
work is the employment here by each mechanic of one or more native 
Kaffir helpers, who are invariably called upon to do the more dis
ta&-teful part of the work, in addition to cleaning, polishing and 
similar service. 

The great majority of the sl'rvice-statioll equipment used is of 
American manufacture. There is no doml'btic manufacturing nor 
is this probable in the near future. Several European producers, 
however, are offerin::! fairly complete ranges of equipment. Gennan 
air compre~rs and battl'ry char~rers are on sale, as are garage tools, 
portable drills, etc. A French gasoline pump has the largest sale, 
being partly assembled in South Africa. 

Distribution in the Cape Pro,·ince is adequately handled from 
Cape Town, Port Elizabeth, and East London. Durban covers Natal, 
Bloemfontein the Free State. and Johannesburg the Transvaal. 
Lines are placed in the hands of manufacturers' agents for the whole 
17nion, who in turn grant exclusive distributorships in the towns 
just mentioned for the tt'rritories adequately covered from these 
points. 

The use of a manufacturer's agent in selling garage equipment 
is undoubtedly the best method. Although distribution rIghts are 
allotted, the agent can maintain sales-promotion campaigns, co
ordinate sales effort, advertising, etc., and carry on the necessary 
educational work. 
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Although it has been reported that some European manufacturers 
are offering consignment stocks of garage and service-station equip_ 
ment to wholesalers in South Africa, there can be no doubt that the 
best terms are identical with those prevalent in the replacement parts 
and accessory trade. 

The majority of garages and service stations in South Africa 
realize the need for modern mechanical equipment and in most 
instances are restricted in their purchases only by financial limita
tions and the suitability of their premises. The 1930--31 depression 
has affected the sales of this class of equipment, but with the return 
of normal conditions a steadily increasing demand should follow. 
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ADEN PROTECTORATE 

DemaDd for Replacement Parte Actin. A_riee SloW'. Service Applianeea 
Promising-Ameriean Participation Leada in All Three CIaaaes in SupplTiDg 
Thia Market 

c.u.t c.rI_ B ........... _ 

Motor-vehicle regiatretion8 a8 of Jannary 1, 1931: 497 passenger cars, 106 
bu.ea, 1i1 trnckll, aDd 17 motor cycles. 

A number of automobiles in Aden have been laid aside temporarily 
owing to lack of funds for repairs, to the limited number of efficient 
mechanics too occupied to attend to the repairs, and to the absence 
of neceasary replacement parts, particularly for the newer cars. It 
is believed, however, that after the 1930-31 business depression is 
over the construction of new roads, adoption of modern machinery 
and tools, and the sales of automobiles and parts will eventually 
increase. 

REPLACEMENT PARTS 

The market for reJ?lacement parts has increased in the last two 
years. This is explamed by the fact that owners who, in normal 
times, would purchase new models at frequent intervals have pur
chased parts and repaired their cars. 
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SUMMARY OF THE MARKET FOR AMERICAN REPLACEMENT PARTS, ACCESSORIES, AND SERVICE ApPLIANCES IN ASIA 

United States exports in 1930 

Country Replace- Acces- Service Replacement ment sories appll- parts parts ances 
-----------Aden Protectorate ____________________________ _ 

British Malaya _______________________________ _ 
Ceylon _______________________________________ _ 
China ________________________________________ _ 

$11,483 $895 $335 Actlve __ 
436, 302 18,797 65,971 Good __ 
71,565 3,972 17,181 FaiL __ 

489,617 35,106 97,962 SmaIL_. ___ :_ 

I!':fl:_ ~~~~ ___ ~ ~ = = === ==== = = =: =:: =:: =:::::: =:: = = = Iraq __________________________________________ _ 
1apan ________________________________________ _ 
Netherland E ... t Indies ______________________ _ 
Palestine _____________________________________ _ 
persia _______________________________________ _ 
Philippine Islands ____________________________ _ 
Siam _________________________________________ _ 
Syria _________________________________________ _ 
Taiwan ______________________________________ _ 
Turkey , ______________________________________ _ 

125,896 11,239 31,789 (1) ______ 

1, 504, 948 83,662 261,661 Good __ 
74, 757 4,229 8,486 Fair ___ 

1,643,705 94,530 90,722 Good __ 
987,660 52,156 138,060 _____ do ______ ._ 
42,012 1,394 4,508 Favorable _____ 

135,242 2, 757 10,152 Uncertain _____ 
814,895 65,642 117,347 Steady_ 
139,168 10,947 18,480 SmalL_ 
161,676 3,706 12,016 Growing ______ 
(') (2) (') Good __ 

244,384 4,088 17,624 lncreasing _____ 

Domestic production 

Country 
Replacement parts Accessori. 

Present demand American participation 

Accessories Service appli- I Replacement 
anoes part.. Accessories Service appli

ances 

Slow __________ Favorable _____ J,eads_. _______ Leads ________ . Leads. 
Fair __________ Slight. ________ 60percen!. ___ 6Opercent ___ . Do. 

~~~~~=::::=:: ·siii81t~:::::: -iio-p~~c.;.;t:::: gg~:~ ~:~L: ~~S:~~~~· 
(1) _____________ (1)--------_____ (1) _____________ (1) _____________ (I). 
Down _________ Growing ______ 75 per cent ___ . Leads _________ Leads. 
Small _________ Limited _______ 85 per cent _________ do________ Do. 
Fair _________ . Growing _____ . 95 per cent ____ 85 per cent____ Do. 
Down _________ Small _________ 68 per cent ____ 70 per cent ____ Small. 

~J~~l~~~=:::: ~~~':~~!~::=:: ~J~~_~~~:=:: ~~S:~:~~~=::. ~~S:~g~~~· 
Growing ______ Growing ______ 100 per cent ___ 100 per cent ___ 100 per cent. 
Down _________ SmaIL ________ 75 per cent ____ 70 per cent ___ . 75 per cent. 
Low __________ "Limited _______ 95 per cent ___ . 25 per cent ____ 100 per cent. 
Growing _____ . SmaIL ________ 75 per cent ____ 45 per cent ___ . 80 per cent. 
Limited _______ Llmited _______ 90 per cent ____ 65 per cent ____ Leads. 

European competition 

Service appliances Repl!lCement parts I Accessories Service 
appliances 

Aden Protectorate..__________________________ None_ ________________ None_________________ None ___________ ._____ None ________________ _ None ________________ _ Slight. 

8~l;~~~~:~::::::::::::::::::::::::::::: ~E!i~~~~::::::::::::: -f::l~~:~::::::::::::: ~Ell~~~:::::::::::::: ~:~~~:::::::::::::: 
I!'::'!_~~~:=:::==~=::=:=::::=::::=::=:=:==: ~b;8iC::::::::==:=:==: ~b;iiic::::::::::::::=: Woii.:-__ ::::::::::=::=: ~b;8iC:::=:::::==:=::= 
¥.."~j,~:::=::::=:::::::==:::::::::==:=:::==:= ~~~:ing::=::::::::==: -(jr';~Yiig:=:::=:::=:==: -(jr';~Yiig:::::=::::=::: :::~~~:=:=:::::::::=:: Netherlsnd E ... t Indles _____________________ None _________________ SmaiL ____ . ___________ SmaIL ________________ Heavy _______________ _ 
Palestlne______________________ ________ __ __ __ Small. _ ___ _ ___ ___ ____ _ None_ _ _ ____ _____ __ _ __ None ___________ . _. _ __ Limlted ________ J _ ____ _ 

~~m:::::.::::.:.:::·::: .~~:::::::::::::~~~:::::.::.::: ·~m:·:::::'::·:1 f.~i~ .. ::::·:::·:: 

Fair _________________ _ 
Growlng _____________ _ 
Small ________________ _ 
(I) ____________________ _ 

Growlng _____________ _ Falr _________________ _ 
SmaIL _______________ _ 
Fair ________ . ________ _ 
BmaIL _______________ _ 
Indeflnlte ___________ ._ 
None ________________ _ 
Actlve _______________ _ 

H~~;rng::::=::::::::: Falr _________________ _ 

Do. 
Fair. 
Indefinite. 
(I), 
Growing. 
Sman. 

Do. 
Heevy, 
Small. 
Indeflnlte. 
None. 
Fair. 
None. 

Do. 
Fair. 

I For information 118 to IJIBI"ket conditloD.8, See China, • Included wltb Japan, I Dlscussloll Of Turkish Dlarkets will be found on pp. 284-293 
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The parts most in demand are bearings, both plain and ball, bush
i~gs, sp~rk plugs, valves, bolts, brake lining, fan belts, springs, and 
p'hton rmgs. 

Since aU the cars in the taxi service are of American manufacture, 
and since such cars require more frequent replacements than pri
ntely owned cars, the United States leads in this market. 

Thel·e are in Aden about six dealers in automobiles who carry 
ample supplies of replacement parts. There are also four repair 
garages "'here small supplies are available. There is no competi
tion, prices do not vary, and sales are generally made on a cash basis. 

Sales methods are admittedly bad, and salesmanship is of a low 
order. Modern sales methods, sales equipment, and intelligent ad
vertising are rarely employed. In other words, the salesman of this 
district waits for the purchaser to come to him. This is true of all 
classes of merchants, including dealers in automobiles. 

ACCESSORIES 

The market for accessories is not as active as that for replacement 
parts. More economy is exercised in disposing of such accessories 
as can still be used, and purchases are made only in exceptional 
cases. 

The following accessories are principally in demand: Bumpers, 
bulb horns, lamp lenses, license plates, rear-view mirrors, tire pumps: . 
radiator caps and novelties. 

The Unit;! States again leads in the sale of accessories. A stock 
sufficiently large to take care of the market for a reasonable time 
is usually kept on hand, alld the present distribution adequately 
covers the need. In some cases competitive lines are handled by the 
same company. As in the case with replacement parts there, is no 
competition. 

GARAGE AND SERVICE-STATION EQUIPMENT 

There were four service stations during the year 1930 which sup
plied gasoline, but recently the representatives of a well-known 
American oil company have started to install six more such stations. 
Larger sales of AmerIcan gasoline are now expected. 

Certain items of garage equipment which may be of interest 
include air compressors, battery chargers, garage tools, oil and 
grease guns, portable drills, and tire-repairing machines, including 
tire changers and vulcanizers. 

There are two garages which give suitable service to both private 
and public cars. In both of these fairly competent Italian mechan
ics are being employed. No equipment of any kind is made locally, 
and foreign competition is nil. . ' 

There are three garages operated by automobIle deal.ers., Garage 
and shop equipment once obtained is made to last fora long time, 
and there has never been any immediate need for any particular 
equipment. .• 
. Electric current is available, and both electrically driven and hand. 
operated appliances are being used. ' Hand tools are used in changing 
tires. All tire work is done in repair shops, of .w,hich three are to 
be found in Aden., · 
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In the absence of a direct American traveling representative, the 
best selling method is through the manufacturers' agent, which 
method has given satisfactory results in this district. 

BRITISH MALAYA 

Demand for Replacement Parts Good, Accessories Fair, Service Appliances 
Slow-American Participation Over 60 Per Cent in AIl Classes 

Assistant Trade Commissioners August Brauer, jr., and Donald W. Smith, Singapore, Straita 
Settlementa 

Motor·vehicle registrations as of January 1, 1931: 31,538 passenger cars, 2,500 
busses, 7,614 trucks, and 5,000 motor cycles. 

British Malaya, with a motor-vehicle census of close to 42,000 
units and an annual consumption of automobile parts and accessories 
valued at more than $1,000,000, is a market worthy of serious consid
eration by American manufacturers. Approximately 60 per cent of 
the total is secured by the United States, while English producers 
supply about 27 per cent. The remaining trade is divided chiefly by 
France, Italy, and Germany. Singapore and Penang, the leading 
ports in Malaya, are also important distributing centers for reexports 
of accessories destined to Siam, Sumatra, and the small islands of 
the Netherland East Indies. A volume of transshipment trade in 

'parts and accessories amounting to about $400,000 annually is done 
through these channels. . 

The import trade in parts and accessories is controlled by a rela
tively small number of manufacturers' agents and Chinese importers, 
while the actual retail distribution is latgely in the hands of Chinese 
firms. European importers are not important as distributors of 
American parts and accessories, but the marketing of English auto
motive products is still handled through European firms. 

Price and not quality is the determining factor in the parts and 
accessories trade of Malaya, and its large volume is due to the short 
life of the cheap products in demand. . 

The principal requirements are for "imitation" motor replace
ment parts and chassis parts. The demand for accessories is only 
fair, while sales of garage and service equipment are limited. 

American manufacturers who are in a position to quote competi
tive prices and who obtain the proper representation in Malaya are 
assured of a fair volume of business in ~hlS market. 

REPLACEMENT PARTS 

" Imitation" motor parts are in demand more than any other type 
in this territory, the reason being that repairs to the original parts 
are usually made with the cheapest types available, which soon wear 
out and have to be replaced frequently. Due to careless driving on 
the part of native chauffeurs, chassis parts, such as axles, rims, and 
wheels, are also sold in large quantities . 
. There is an excellent demand for cheap pistons and piston rings, 
copper cylinder-head gaskets, spark plugs, and axle shafts to fit the 
three leading makes of light Ainerican cars; brake lining, although 
the market is highly comJ>etitive .and only those manufacturers who 
are able to quote competitive c. i. f. prices, have an opportunity of 
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doing business i and fenders, owing to prevalence of accidents and 
the effect of high humidity. In Singapore the streets are sprinkled 
with sea water, inducing rapid corrosion of fenders, which last only 
about a year de~pite careful attention i many replacement fenders are 
made by local Chinese tinsmiths. Springs and spring leaves are in 
demand i manufacturers quoting c. 1. f. rrices have a good chance 
of securing business. Wheels and whee 'parts also sell well. 

A good demand exists for fan belts, bushmgs, and valves, and radi
aton and radiator parts, the demand being chiefly for genuine radi
ators manufactured by motor-car companies i ignition cable al
thou~h during the past few years Chinese motor-car firlllS have be";;n 
making locally from ordinary cable i timing gears, since replacements 
are needed frequently on all American cars; ball and roller bearings, 
especially the latter i clutch facing, for Chinese importers are inter
ested in securing direct connections in view of the competitive nature 
of the market; transmission gears and pinions; and wind-shield 
glass, the requirements of which are supplied by European 
manufacturers. . 

There is a fair demand for lamps, transmission lining, universal 
joints and parts, and pump material, although American manufac
turers are unable to meet the prices of the English and German pro
ducers in the latter article. 

There is a small demand for piston pins, drive chains, fans, timing 
chains, starting, lighting, and ignition equipment, frames, steering 
apparatus and parts, tire valves. drive shafts, speedometers, curtain 
fastener&, and body hardware. Although bus bodies are built locally 
by Chinese carpenters they are rather crude affairs. Truck bodies 
are also built locally, but so far there has been no demand for truck 
hardware from the United States. Hardware in use is obtained from 
Germany or England. 

There is no demand for shims, brake assemblies, or window regu
lators. 

Various channels of distribution are offered to the exporter. 
Manufacturers' agents are available for those exporters whose knowl
edge of marketing conditions in this territory is limited. Manu
facturers with well-functioning export and credit departments are 
offered the alternative of dealing direct with importers and dealers 
if they so desire. Combination export groups can send factory 
representatives to Malaya. The manufacturer of technical and qual
ity lines is offered an outlet through European importers and motor 
firlllS. 

Three New York commission houses are actively represented in 
British Malaya, and it is these firms which at present are obtaining 
the largest volume of business in replacement parts and accessories. 
This type of connection is desirable for manufacturers who are not 
well acquainted with local market conditions, as well as for those 
who are interested in securing a large volume of bus~ness with a 
minimum of effort. Agents of these houses employ natIve salesmen 
well acquainted with the trade to travel through the territory, solicit
ing orders from the most reliable dealers. Orders are secured on an 
indent basis only. 

Credit risks are .practical~y eliminated. by d~aling through this 
medium. In some msta~ces mdents are paid for In New York by the 
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head office of the firm, or goods may be sold on a. Dj A basis to the 
largest dealers and on a D jP basis to the smaller dealers. If goods 
are refused, the representative. almost invariably is successful in 
placing them with other dealers, and if certain firms are in financial 
difficulties, orders are canceled by cable. The chief advantage of this 
method is that wide distribution is possible with little or no credit 
risk. 

There are several local firms working the Malayan market in the 
same manner described above, with the exception that goods are 
rarely paid for in New York. These local manufacturers' agents 
have few direct factory connections, and most of the lines they han
dle are distributed by combination export managers in the United 
States. Since orders are secured on an indent basis, little or no capi
tal is required of a reliable manufacturers' agent, and factories are 
reasonably safe in working direct with them in the same manner as 
described in the preceding section. 

During the past few years there has been a tendency on the part 
of the larger Chinese motor-accessory importers to buy direct from 
manufacturers in the United States rather than through manufac
turers' agents or combination export managers. A few of these firms 
are financially sound and have branches or connections in the princi
pal cities in British Malaya. Although some manufacturers have 
obtained first-class representation by dealing direct with the large 
Chinese importers, far greater distribution can usually be obtained 
by working through an outlet which sells to· all of the leading im
porters and dealers, since the Chinese importers will not buy from 
each other. In other words, the distribution of a line handled by a. 
large Chinese importer is limited largely to his branches or connec
tions, which is, of course, a great disadvantage. On the other hand, 
representation by one of these firms means having an agent who is 
familiar with the territory and who will carry stocks. 

The importers referred to previously are the wholesalers through 
whom a line is distributed, no matter how it is imported, but only by 
working through an outlet that will sell to all of them can maximum 
sales be obtained. " 

The most important Chinese importers are located in Singapore, 
from which point they also ship to connections in the Netherland 
East Indies and Siam. Independent branches of these firms are 
located in Kuala Lumpur and distribute to connections in Ipoh and 
Malacca,while Penang}s served by two important firms having con
nections in northern Malaya, southern Siam, and the east coast of 
Sumatra. 

A number of important lines are handled by European motor 
firms with head offices in Singapore. These firms all have branches 
throughout Malaya which have charge of the distribution of the lines 
in their particular districts. This type of representation is usually 
reliable, manufacturers need not be concerned about credit risks, 
and in most cases representative stocks are carried by the agents. 

There -are; however, disadvantages in working through a European 
motor firm. As a rule these firms are not active in pushing lines 
which they handle, and their lines are not found in the smaller 
Chinese-dealers' hands; ,the commission desired by a European house 
on a s(()cfJine is ofte~ sufficient to make the line uncompetitive. The 
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prevalence of .. nongenuine" puis on the market is said to be due 
chiefly to the fact that the agents of various American cars were un
willing to sell genuine parts on a sufficiently narrow margin of profit. 
EurolJean motor firms make first-class distributors for lines that can 
be 80 d to the European trade, but they can not be considered good 
dist.·ibutors for highly competitive lines. 

A few of the large European import hou8l'S in Singapore have 
endt'8vored to break into the automobile accessory trade durin~ the 
pab-t few yl'8fS. Thl'Se firms work in the same manner as the Euro
peon motor finns, but as a rule they are content to work on a smaller 
margin of profit. They are particularly suited to handle lines of a 
technical nature or lines that need educational work. They are logi
cal outlets for acti,"e lines of garage or service equipment that re
quire stoc:king. Most of the European import hou8l'S have branches 
throug-hout Malaya, but those that do not have branches employ 
traveling salesmen to visit dealers in the ul?country districts. Most 
"'1' old established finns, and in dealing WIth them credit risks are 
minimized. 

lIanv American manufacturers are selling direct to Chinese 
dealers" throughout lIalaya. Factories selling direct to dealers are 
in a position to eliminate the costs of sellin~ through an agent and 
thereby underquote other manufacturers. 1 his method has its dis
advantages, howenr, since a sudJen change in economic conditions 
or the financial embarrassment of the dealer may result in goods not 
being a('cepted or, if D/A terms hal'e been granted, a total Joss. 
llony small dealers in lIalaya have been known to go into liquida
tion whl'lI convenient. and a few months loter open another shop in 
which they continue in the same line of business. Throughout the 
first nine months of 1930 economic conditions in Malaya were very 
unsettled. and banks reported a number of drafts dishonored and 
unpaid from small accessory dealers. In some instances American 
manufacturers were forced to dispose of their goods at far below 
cost, and in other cases shipments were returned to the United 
States after being stored in Singapore and Penang for several 
months. 

FactOl'ies with well-informed credit departments may be able to 
conduct a satisfactory business in Malaya by dealing direct with 
Chinese dealers, but the manufacturer who has no knowledge of 
local conditions should endeavor to market his lines through one of 
the outlets previously mentioned. 

Despite the steady demand in this territory there are few lines 
that are obtaining such volume that the maintenance of a permanent 
factory representative in the territory is justified. It is believed, 
however, that a combination of manufacturers marketing noncom
petitive lines could advantageously employ a factory representative 
with headquarters in Singapore. Such a rl'presentative could ap
point and kerp a close check on agents in MaJaya, Siam, and the 
Netherland East Indies. This entire territory, known as Middle 
Asia or Southeastern Asia, is not familiar to the average American 
exporter, but in 1928 its imports of automobile parts and accessories 
were valued at almost $4,000,000. At the present time only one im
portant American export coryoration, handling automotive-acces
sory lines exclusively, maintams a representative in this territory. 
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The results this, corporation have obtained indicate that other firms 
would do well to follow its example. 

Most of the automobile accessories and parts imported into Brit
ish Malaya are received at the port of Singapore, although some 
shipments for northern Malaya are received at Penang, while a few 
consignments intended for Kuala Lumpur are imported through 
Port Swettenham. Most of the shipments from the east coast of 
the United States are forwarded via the Suez Canal in order to save 
the extra time required in shipping via the Pacific Ocean through 
the Panama Canal. 

Singapore, Kuala Lumpur, Penang, Ipoh, and Malacca are the 
five principal distributing centers for automotive products. The 
first-named city, Singapore, is, of course, the most important, and 
goods are not only forwarded throughout Malaya from this point 
but transshipments are made to Siam, British North Borneo, and 
the Netherland East Indies. Kuala Lumpur, the principal inland 
distributing center, serves dealers in Taiping, Kampar, and Teluk 
Anson, while Malacca serves Bfttu Pahat, Muar, and other points in 
the State of J ohore. 

Seremban, Klan~, and Taiping are seGond distributing points. 
Others in thi~ subSIdiary gr~lUp are Johore Bahru, Alor Star, Kota 
Bahru, Tamplrt, and Port DIckson. 

ACCESSORms 

The distribution of American automobile accessories in the retail 
trade is chiefly in the hands of about 12 large Chinese importers and 
wholesalers who buy their requirements through manufacturers' 
a~ents, direct from factories, from import houses, or through com
bmation export managers in the United States. These firms are the 
real wholesalers, and each has its circle of dealers and sub dealers. 
The larger of them are located in Singapore, but there are also 
several fa~rly important wholesalers in the upcountry districts. 
Some of the Singapore firms have branches in Kuala Lumpur, but 
these branches often act independently and buy direct from factories 
and manufacturers' agents if necessary. The most important whole
salers are located in Singapore, Penang, Kuala Lumpur, Ipoh, and 
Malacca, and manufacturers interested in getting in touch with 
Chinese wholesalers in this territory should endeavor to form a 
connection with a firm in one of these cities. It is usually customary 
to appoint one agent for British Malaya, which includes the Straits 
Settlements, Federated Malay States, and the Non-Federated Malay 
States. 

English accessories are still marketed by European firms, as com
petition among English manufacturers is not as keen as among 
American producers, and agents are still able to maintain prices. 
Several attempts haye been made to introduce" imitation" English 
parts in Malaya, but price reductions by the agents of the genuine 
parts soon drove these off the market. Agents for English acces
sories allow Chinese wholesalers and dealers a commiSSIOn of only 
10 per cent, and most of the European motor firms in Singapore are 
:still making a profit of from 30 to 50 per cent on the sale of spare 
,parts and accessories in both the wholesale and retail trade, 
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. Automobile accessory dealers-all of them Chinese-are found 
everywhere in Malaya, most of them controlled and financed by the 
leadmg importers or larger dealers. The firms in the small up
country villages are not in a position to deal direct with American 
exporters, and manufacturers' agents do not even endeavor to solicit 
indents from them. There arej of course, some reliable small dealers 
in the territory, but unless definite credit information is obtainable 
they should not be considered 88 possible outlets for American 
goods. 

It is only during the past few years that American automobile 
accessories have beenotl"ered to importers and dealers in British 
Malaya on other than 60 days DiP terms. These terms were almost 
standardized, until competition among American exporters became 
so keen that some had to offer special inducements in order to secure 
a portion of the business, and it was then that D/ A terms uJ? to 
60 days were offered. At the present time one or two AmerIcan 
manufacturers' agents are selling on D/P terms, while the others 
are offering 60 days D/A to firms of good standing. Those manu
facturers' agents selling on D/P terms only are acting under instruc
tions from head offices which have paid the exporter in full within 
seven days after shipment of the goods. One of the manufacturers' 
agents in Singapore offering D/A terms is able to do so through 
the backing of a local finance company, while the others offering 
these terms are doing so on behalf of the factories they represent. 
In general, the well-established lines are selling on the former basis, 
while new lines are forced to grant D/A terms. 

European importers allow local dealers from 60 to 90 days' credit, 
but the Chinese importers allow the members of their circle up to 
180 days' credit. The unsound financial position of many importers 
is often caused by an overextension of credit on their part to small 
dealers. Chinese importers in Singapore frequently have outstand
ing accounts due them to the value of $50,000 to $75,000. 

In view of the credit terms which they have. to give to their 
dealers, Chinese importers naturally prefer to do business with firms 
offering D/A terms and sometimes will pay 2 or 3 per cent more 
for an article in order to obtain these terms. 

When local economic conditions are sound, American manufac
turers are fairly safe in quoting D/A to manufacturers' agents and 
to the larger importers but are advised not to quote these terms indis
criminately to small dealers. If credit is- obtainable, some firms 
would sell shipments at 5 per cent below cost for cash, speculate 
with the money for 60 days, and honor their drafts at the end of 
that time if their speculatIOns proved profitable. If their specula
tions do not turn out as they hoped, the firms may go into liqUIdation 
and open up under another name at the end of a few months' time. 
Economic conditions have been so unfavorable during the current 
year that several manufacturers' agents even have discontinued D/A 
t~rms, and dealers have increased their efforts to secure direct con
nections with unwary manufacturers who will quote them these 
terms. 

American manufacturers interested in this market and even those 
already firmly established will find it to their advantage to make 
their quotations c. i. f. Singapore or c. i. f. Penang if possible. . 
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Chinese importers have had such unfortunate experiences with 
agents and travelers quoting approximate c. i. f. prices that they 
usually give their indents to the firm quoting actual c. i. f. prices. 
Freight charges from inland ports in the United States vary from 
7 per cent up on certain parts and accessories, and it is impossible 
to estimate the approximate c. i. f. price on initial orders. .Approx
imate shipping weights are of little use to importers in Malaya. 
because not even steamship rates on these goods are obtainable in 
Sil!gapore and Penang. 

C. i. f. charges on goods shipped in standard packages, such as 
nuts, bolts, pistons, piston rings, and other motor replacement parts, 
usually average about 8 or, 10 per cent of the value of the invoice, 
while the charges on horns, mirrors,' fenders, and other accessories 
and chassis parts vary from 7 to 20 per cent, with the average about 
15 per cent .. One local firm is doing a considerable volume of busi
ness in a replacement part on which the charges from an inland point 
in the United States to Singapore amount to 95 per cent of the cost 
of the article. 

Under no circumstances should manufacturers quote prices f. o. b. 
factory if the factory is located at an inland point in the United 
States. If the manufacturer is unable to quote c. i. f. prices he should 
at least quote prices f. o. b. New York or f. o. b. San Francisco. 
According to local importers and manufacturers' agents, automobile
accessory lines which are quoted f. o. b. an inland point in the United 
States receive no consideration, no matter how attractive they mal 
be. If it is difficult for manufacturers to estimate f. o. b. or c. i. . 
quotations, they should remember that it is even more difficult for 
importers in Malaya to estimate their landed cost, and in this highly 
competitive market cost is a paramount consideration. American 
manufacturers really interested in furnishing c. i. f. quotations can 
easily obtain the necessary data from their forwarding agents. 

Prices and quotations are of such importance in Malaya that 
importers are now endeavoring to secure connections with manufac
turers located on the west coast of the United States because of the 
saving in freight rates and because it is easy to estimate the c. i. f. 
charges. 

Dealers are thoroughly familiar with dis:'ounts, but in quoting 
prices for this market it is more desirable to give a net f. o. b. or a 
net c. i. f. price, particularly if manufacturers are endeavoring to 
becure direct connections with dealers and importers. Manufactur
ers' agents usually quote list prices, minus discounts which include 
their commission. 

Although prices haye to be converted e,·entually into Straits Set
tlements currency for the benefit of local dealers, it is not necessary 
for American manufacturers to convert their gold-dollar prices into 
local currency. 

As previously mentioned, price is the determining factor in auto.
mobile-accessory sales in British Malaya, owing to the native policy 
of buying on a hand-to-mouth basis. The bulk of the replacement 
trade is done with native taxi drivers, bus owners, and truck owners, 
who are usually so hard p'ressed for cash that repairs are always 
effected at the lowest possIble cost. Genuine replacement parts are 
usually purchased by European car owners, but this trade is unim
portant compared with the native trade. 
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C<lmpetitio.1 iii 80 ket'n in Malaya that well-established lines soon 
JQtie their popularity if new lines are offered at better prices. A 
difference of 1 or 2 per cent in the landed cost of large-volume lines, 
such Ill! pi,,-tons, valves, brake lining, etc., is sufficient to make the 
more expt'lII;ive lines uncompetith·e. In "iew of this situation, manu
facturel"ll' a~f'nts and importers are continually on the lookout for 
the chf'apf'tit line available, and manufacturers who quote the lowest 
c. i. f. pri("es almOtoit invariably t;4!,ure the greatest "olume of business. 

American manufacturers who have bet'n unable to break into 
the Malayan market or manufacturers whose trade has fallen of[' 
.. hould carefully study their marketing costs and endeavor to elim
inate all unnecessary charges. 

Among thl' more important itl'ms of accl'ssories in the Malayan 
markl't, thf're is an l'Xcellent demand for radiator ornaments. There 
is • ~ demand for baggage carriers and bulb horns, which are 
required by various municipalities throughout the country; most of 
the bulb-horn trade is secured by EnglIsh manufacturers. There 
ill • good demand for cheap lines of jacks and mirrors, the lattl'r 
being required by the Federatl'd Malay Ststes and Straits Settle
ments licensing officl'rs. There is a good demand for tire pumps, 
chiefly as replacl'ments and a fair demand for bumpers. provided 
they are fitted with universal fittings. Tire covers are })opular, 
but they are distributed free by the tire companies. Reqlllrements 
usually are obtained by the head office in the United ~tates. A. 
fair demand l'Xists for tire-pressure gauges. 

There is no demand for tire chains, and they are not on the mar
ket. Cigar lighters, car heaters, motor-heat indicators, windshield 
visors and wings, shock absorbers, dash clocks, and oil-purifying 
divices all have an extremely limited demand. To date there has 
been no demand for taximeters in Malaya. There has been so much 
dissatisfaction about taxi rates in Singapore, however, that the 
municipality has considered requirin~ them on all hire cars. , 

Advertising of parts and accessories is done only by European 
importers on lines which they represent. The Chinese importl'r 
and manufacturer's agent is not interested in advertising his lines, 
since advertising costs usually add 1 or 2 per cent to the price of 
the article, which might be sufficient to make it uncom~etitive in 
price. Manufacturers who are willing to grant advertismg allow
ances to local agents should allow the agents to decide how it should 
be spent. 

GARAGE AND SERVICE-STATION EQUIPMENT 

It is only in the past few years that British Malayan automobile 
firms have realized the importance of service, and the only firms 
which have made any effort to give good service are the automo
bile importers and d~alers. Several of t~e European firms have 
installed modern eqUIpment, most of which has been purchased 
from the United States. 

British Malaya r.resents a difficult problem for the salesman of 
modern service faCIlities in view of the fact that only about 10,000 
cars of the total in the country are owned by people who are inter
ested in keeping them in good condition. It is explained that over 
9,500 passenger cars are hire cars, which are owned by Orientals 

80277-32~ 
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who service their cars themselves or with the assistance of their 
fellow taxime:d. The 2,500 busses are, generally speaking, old pas
senger models converted by Chinese owners who have their own 
repair shops. The owners of the 7,605 trucks in the territory are 
Government agencies, which have their own garages equipped almost 
exclusively with· goods of British manufacture, or Chinese truck 
operators who use the service facilities offered by thousands of 
small Chinese garages. 

The facilities of these garages are limited, since almost all of the 
work is done by Chinese mechanics using old-fashioned hand meth
ods. More than half of the approximately 22,000 private passenger 
cars are owned by Chinese who use the facilities of the small Chinese 

Figure 8.-Bervice t&eilitiel In the Orient. New galoUne ftlUng station In Singapore 

garages. The remainder are owned by Europeans who use dealers' 
garages for important service work and the Chinese garages for 
minor repairs. Practically all the better-class private cars are driven 
by native chauffeurs who have little to do during the day and who 
t.ake great pride in the cars which they drive. These chauffeurs 
are continually working on their cars, washing, oiling, greasing, and 
so forth. It is seldom that these cars enter a garage unless repairs 
of a serious nature must be made. 

Good service is desired for only about one-fourth of the car own·
ers in Malaya. Hence the real development will be slow, and large, 
immediate sales can not be expected. 

Most of the good sales prospects have already been sold. Future 
sales will be made to bi~ garages which have been slow in adopting 
additional modern metnods Of. to small Chinese garages whose 
capital is limited at all times but particularly so during the 1930-31 
business depression. 

There are thousands of Chinese mechanics working in garages
a few under European supervision with modern equipment but the 
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1atrge majority in Chinese garages using hand tools and antiquated 
methoda. These mechanics can not be considered properly trained 
when compared with American standards, but they all know auto
mobiles and can usually service cars in a satisfactory manner. 

With the exception of a small amount of locally made equipment-
liuch as ramps, towing and salvaging equipment, etc., which will 
nlways be made locally because of lower prices, and some European 
jacks, air compressors, gasoline pumps, and tools-most of the equip
ment in use is American. AU the larger and expensive apparatus, 
practically aU of the small technical necessities, ond most of the 
limaU tools are of American manufacture. American lines now sell
ing in the market were the first to be introduced, and their good 
quality, coupled with fair price and the fact that they are made to fit 
AmerIcan cars, has made it difficult for other manufacturers to com
pete. Small tools sold on a price basis are an exception. It must be 
remembered that price is a most important factor in selling to local 
buyers and that the firm quoting the lowest price on articles of fair 
quality will always get the business. 

Unless a direct traveling representative of an American manufac
turer can be stationed in this country for a length of time sufficient 
to demonstrate, sell, install, and educate the mechanics in the use of 
modern service equipment, it is probable that the best method of 
lie1ling is through a wholesaler or manufacturers' agent. The local 
connections and the sales ability of the firm under consideration 
lihould be the decidin~ factors in selecting this agent, since the 
possibilities are so limIted that the carrying of large stocks would 
not be practical. 

All of the big garages are operated by automobile dealers, but 
there are thousands of small Chinese repair shops scattered around 
the country which do service and repair work. Electric current is 
onilable to all of these shops at a fairly low rate, and the majority 
of them are already using electric tools. Much mechanical equip
ment is used in the large and small shops, but their use has been re
stricted because of the conservative attitude of the Chinese workers, 
the lack of knowledge of their proper use, and a shortage of ready 
cash to purchase the necessary equipment. 

In view of the fact that about 62 per cent of the automobiles in 
Malaya are concentrated around the five large towns of Singapore, 
Kuala Lumpur, Ipoh, Malacca, and Penang, and that the large ma
jority of these owners who want good service facilities live in these 
towns, they should serve as the centers of any sales campaign on 
service and garage equipment. Singapore, where almost a quarter 
of the cars in the country are located, would be the central distrib
uting point. 

All firms interested in the automobile trade, whether through sell
ing cars, accessories, replacement parts, or garage equipment, have 
their head offices located in Singapore, and they cover other centers 
by means of branch offices or traveling salesmen. Another great 
advantage of using Singapore as the central distributing center is the 
ease with which shipments can be made to the important neighbor
ing markets of the Netherland East Indies and Siam. 

It is extremely difficult to suggest proper terms for selling in the 
Malayan market. The large garages are well able to pay cash on 
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delivery for any equipment which they purchase, while the smaller 
garages are not in such a fortunate position, and most of their pur
chases must be made from firms which will grant them credit. This 
is particularly true of the big lines when a large amount of money 
is involved. Accordingly, the manufacturers of garage and service 
equipment should be prepared to assist their local agents in granting 
credit terms if this assistance is requested. 

The following comments on various lines of garage and service
station equipment are of interest: 

There is a good demand for air compressors, with most of the 
important garages equipped already, but there are several good ad
ditional prospects. Battery chargers, garage tools, portable drills~ 
reamers, and wrenches all enjoy good sales. There is a good de
mand for valve grinders and facers, with nearly every garage 
equipped with American products. Welding outfits have a fair de
mand, which is supplied by a large French company and by English. 
manufacturers. Paint-spray equipment is in fair demand, with 
many shops already sold. There is one brake-testing machine al
ready installed.l with prospects for other sales slow. The same con
dition exists tor cylinder-boring machines, cranes, high-pressure 
chassis-lubricating and grease-dispensing systems, and wheel-align
ment equipment. 

There~,is no demand for auto lifts or car washers, since cars are 
washed by native chauffeurs or boys. The only possible sales outlets 
for gasoline pumps are through the oil companies. There are pos
sible future sales of hydraulic jacks to large garages, but an excel
lent demand for mechanical jacks, with the larger ones coming 
chiefly from the United States and the smaller ones from Europe. 
Oil and grease guns have a poor demand. Oil-dispensing pumps 
are seldom required, owing to the tendency of local owners to buy 
oil in gallo.n lots. 

It is reported that there is one mechanical tire changer in the 
territory. All tires are changed by hand tools by coohes, whose 
wages are extremely low. There is a good demand for vulcanizers, 
which are supplied chiefly by American tire companies selling 
through branches in the territory. There is no demand for towing 
and salvaging equipment, owing to the prevalence of locally manu
factured equipment. 

CEYLON 

Replacement Parts Demand Fair; Accessories Good-Unfavorable Economic 
Conditions' Prevent Growth in Sales of Garage and Service·Station Equip
ment 

Con.1ll Stillman W. 'Eells, Colombo, Ceylon 

Motor-vehicle registrations as of January 1, 1931: 15,119 passenger cars. 
2,629 busses, 2,979 trucks, and 3,512 motor cycles. 

REPLACEMENT PARTS 

For' a number of years American ft.utomobiles and trucks have 
dominated the Ceylon market, although, owing to the unusual con
ditions prevailing in 1930, sales of British motor cars were greater 
than those of American makes. Motor cycles are almost entirely 
of British origin. 
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Some of the more important items of replacement parts are: Ball 
and roller bearinf.,'S, brake lining, bushin~, clutch facing, fan belts, 
8park plugs, springs, valves, piston pins and rings, gears, drive 
shafts, glmerator parts, rims, and rim parts. 

It is estimated that sales of American products account for about 
00 per cent of the business. 

About the only parts made locally are those constructed to amid 
the delay in obtaining {larts not carried in stock. A considerable 
Lusiness is done in Amel"lcan·made parts for English cars. Recently 
competition from French manufacturers has developed. 

The only important I!aral!es are those operated by the dealel's 
?r their agents, and nearly all of the business in replacement parts 
IS carried on by them. In as small a market as Ceylon this seems 
to work out satisfactorily, and there appears to be no possibility 
of an immediate change. . 

Owing to present conditions DIP terms are usual; there is ap· 
parently little competition on the basis of terms. 

The only important distribntinl! center is Colombo. All motor 
car and trnck al!encies are held by Colombo firms, and these in a few 
cases maintain branches and In others appoint subagents in other 
parts of the island. These agents carry small stocks of parts, since 
they can be obtained from Colombo in a day for. any part of the 
island. 

The merchandise marks ordinance is strictly enforced in Ceylon, 
and many dealers have experienced difficulty when importing Amer
ican parts and accessories, because this ordinance was not complied 
with. In every place where English words are used, whether on the 
container or in the article itself, the country of origin must be stated. 
It is not sufficient that the name of the place of manufacture be 
given, but it must be stated that the goods were made or manufac
tured there. The words "Made in U. S. A." are satisfactory, but 
these words must be so conspicuous as to immediately catch the eye 
along with the rest of the label or trade-mark. 

The only advertising media of importance in Ceylon are the news
papers, which cover the field satisfactorily. 

ACCESSORIES 

There is a good demand for automobile accessories. This was 
formerly confined to a few articles but in late years has increased 
both in quantity and variety. There is little strong salesmanship 
in Ceylon in any line, and the practice of furnishing a greater num
ber of accessories as standard equipment on the higher-priced auto
mobiles has stimulated sales. It would seem that this business is 
capable of further expansion! particularly if dealers would make 
an active attempt to push tnese lines and manufacturers would 
cooperate in advertising. 

The following items are among the most popular: Bumpers; heat 
indicators; bulb and electric horns; lights, particularly pax:kingj 
rear-view mirrors; tire gauges and pumps; jacks j novelties; and seat 
covers. 

It is estimated that about 50 per cent of the accessory business in 
Ceylon is American. 
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Some tire pumps and jacks of American origin have a poor reputa
tion in Ceylon for quality, possibly because many of them are not 
built suitable for local conditions. Seat covers are principally made 
to order locally. It is thought that with proper merchandising more 
business could be developed in wind-shield visors and cleaners. 
Novelties such as ornamental radiator caps are popular, but owing to 
petty thefts only such items as can not be readily removed have a 
large sale. 

Distribution methods are very much the same as for replacement 
parts. Competitive lines are seldom handled by the same company 
and the common practice is to sell to an exclusive distributor. If 
the. nature of the article permits, better coverage is obtained by 
selling direct to wholesalers. Stocks are generally carried. 

Terms vary, but it is understood that there is little competition on 
this basis. At present DIP terms are customary. Recently French 
and German manufacturers have obtained considerable business, this 
competition being chiefly on a price basis. 

Accessories are principally stocked by car agencies. There is only 
one large firm dealing exclusively in accessories. 

A law was passed some time ago requiring all hiring cars to have 
taximeters, but owing to the lack of an available supply, the law 
was not enforced. It is still planned to bring it into operation. 

GARAGE AND SERVICE-STATION EQUIPMENT 

There are several well-equipped garages in Colombo, but most of 
the upcountry ~arages and service stations do not have adequate 
equi pment. OWlll€; to the unsettled condition of the trade, and par
ticularly to the faIlure of a large number of motor-car dealers who 
operate the largest garages, there is little possibility of development 
at the present time. 

Native mechanics are employed and are reasonably capable, pro
vided they are properly supervised. 

There has been a tendency, owing to the extremely low price of 
native labor, to avoid the use of labor-savinO' equipment, but it is 
thought that this has been carried too far, an:! in many cases econo
mies could be effected and better results obtained with additional 
equipment. 

Practically no equipment is made for sale locally. Some shops 
make a small amount of equi:r;>ment for their own use. It is unlikely 
that there will be any extenSIOn of this practice. 

Welding outfits are imported almost solely from England. It is 
thought that well over half of the garage equipment imported comes 
from the United States. Polishing machines, air compressors, auto 
lifts, and portable drills are needed. 

Many of the inland towns lack electric current, but it is expected 
that this condition will gradually be remedied. The lack of uni
formity and the total absence of electric current in many places have 
hindered the sale of service-station equipment. 

Most garages are operated by autoI1IObile dealers. 
Hand tools for changing tires predominate. Most of the repair

ing is done in repair shops. There is a great number of small 
repair shops operated by natives, chiefly dependent 'on motor-cycle 
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and tire repairing. These seldom ha\'e adequate equipment. Al
though their cal?ital is negligible, in normal times, it is thought, this 
field has possibIlities. 

It is difticult to determine what the best selling method would be. 
At present only one firm in Ceylon carries an appreciable amount of 
&ervice-station equipment. Most equipment is imported direct. 
The only firms which would consider handling this equipment 
are those who also operate the largest garages, and they do not have 
a strong desire to sell better equipment to their competitor;;. 

Sales should be made only on DIP terms, under present conditions. 
The only distributing center of importance in Ceylon is Colombo. 

A~ncies should be given only to Colombo firms. 
The potential market is small, but with the return of normal con

ditions it is thought that there will be a substantial increase in the 
sale of garage and service-station equipment. 

CHINA <INCLUDING HONG KONG AND MANCHURIA> 

-Tr .... eo...mlulon.n A. Viol. Smith .nd 10hn 1. Bhrh.rdt. Sha"lfhal •• nd A .. lolant'l'.ada 
eo... ...... lon.r D .... d H. lIqnard, Hon. 1'0". 

Kotor-vehicle registratioD8 as of January 1. 1931: China. 23.678 passenger 
cars. 6.199 bUBBes, 7,894 trucks, and 1,981 motorcycles; In Hong Kong, l,94S 
pBlI8enger carl, 175 bOBBes. 001 trucks, and 480 motorcycles. ' 

THE SHANGHAI AREA 

The market for replacement parts, accessories, and garage equip
ment is relatively small. There are approximately 40,OUO motor vehi
cles in the whole of China, including Hong Kong and Manchuria, 
and one-third of the total registrations is in the restricted area of 
Shanghai. The lack of highways, other than city streets, precludes 
long-distance travel except where operated by motor-bus transpor
tation companies, whose equipment is still very primitive when con
trasted with similar transportation facilities in the United States. 
Busses fitted with a crude type of locally built bodies furnish to 
China a very chea~ kind of transportation for the public, which has 
not yet become sufficiently acquainted with the comforts and luxuries 
of motor travel to demand more improved equipment. 

In the passenger-car field practically every model of American 
car coming into the, market 18 especially equipped with numerous 
accessory features for the export field, which are not standard equip
ment in the home market. The cheapness of Chinese labor makes it 
possible for practically every owner to have a chauffeur, with the 
result that the demand for many articles ordinarily sold in the 
domestic markeb does not exist in China. 

LarO'e stocks of spare parts and accessories are maintained in 
Shanghai by the manufacturers of two low-priced American cars 
for the benefit of their China dealers. Lesser stocks are carried by 
distributors for other makes of cars. These parts depots ~eatly 
lessen the small market which does exist for independent eqUIpment 
manufacturers. 

The Chinese generally.do not ~ppreciate pro~r care or treatme~t 
of machinery or mechamcal eqUIpment. A car IS run as long as It 
can be kept going by one device or another, and no thought is given 
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to necessary replacements. This failure to appreciate the economical 
value of maintenance and upkeep further restricts sales. As a conse
quence the business offered is so small in volume that it does not 
justify anyone agent specializing only upon automotive equipment. 
Several American import houses and manufacturers' representatives 
handling agencies for a number of well-known automotive lines regu
larly canvass the trade. There are no jobbing houses. Only four 
Chinese firms iIi Shanghai are sufficiently well established to warrant 
direct sales to any appreciable extent. These dealers maintain lim
ited· stocks from which both retail and wholesale saleS' are made, the 
latter business being principally that received from outport or 
jnterior points. 

Relatively few service appliances are to be found anywhere in 
China. Their introduction into Shanghai, which has one-third of 

Figure t.-Chln& on the &Ir. A Sh&ngh&1 motor firm sella servloe through Its own 
bro&da&8t1ng sta tloD • 

the motor cars of the country, has been sporadic. Such equipment as 
is found has been installed in the few foreign garages. Chinese 
garages have not yet overcome the usual practice of using manual 
labor for all things. 

America is estimated to have 90 per cent of the accessory and 
replacement-part business. A sli~ht amount of British competition 
occurs on horns, carpet matting, aluminum molding and sheets. Ger
many's strong-est competition is in tools, while Japan undersells on 
cotter pins, rIvets, and bulb horns. 

For certain lines local production, though obviously not so good, 
supplies the need at a much lower cost. Such items are individually 
commented upon later. 

Trade-mark protection is accorded to both Chinese and foreigners 
under China's new trade-mark law, but patents are limitetl to Chinese 
nationals. 
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A f.!l'!,eral idea of the markets in the leading trade centers through
out Chma may be gathered from the following resume: 
A~.-Dealers usually carry small stocks of simple parts and 

a('('e6S()nes. 
Coontt.m.--Small stocks for principal repairs carried by 10 garages. 

Stocks are usually drawn from Hong Kong firms, for whom these 
garages act as suba~ent&. 

CAe/oo.-Automotive products are not stocked, supplies being 
drawn from Shanghai or Tientsin. 

/)aiN'n.-Four garages with sen-ice stations and fil"e dealers hal"e 
a combined st~k approximating $10

1
000 to $20,000, gold, in value. 

FoocholA-No stocks carried loca 11' All replacement parts and 
aC('('SSOries drawn from Shan/.!hai. which is two days distant. 

lllN'bin.-The majority of the 12 important dealers stock a limited 
fiupply of parts and accessories. 

.\ an.t';ng.-Four or fi"e I!aral!es stock limited amounts of parts and 
a('('f'SS()ries. supplies being drawn from Shanghai. 

Tient.in.-Replacem6llt parts and accessories are stocked in a lim
ited way by the principal motor-vehicle dealers, who in turn act as 
"'holesale distributors to small Chinese retail shops. American
marle accessories dominate. 

T.i1Ul'n.--Stocks to the ('xient of about $500, f!:old. in value are car
ried by four g-arages. Consid('rable competitIOn from British and 
German merchandise ('xists. though American acC('ssories are popu
lar. Supplies purchased through Tientsin, Tsingtao, or Shanghai, 
with no direct Importing done. 

REPLACEMENT PARTS 

Ball and roller bearing-s ha,·(' a good volume, with a few German 
ball bearing-s on the market, and prices from 30 to 40 pt'r cent below 
those quoted for American goods. A fair business is done in bronze 
bearings, but garages mor(' often take out bronze ball bearings, 
remove babbitt, and recast. Belts for fans, pumps, etc., are in good 
demand, especially fan belts. There is a fair market for bronze 
bars, which are made up bv I!ara,ges into bushings when needed. A 
/.!OOd demand exists for motor valves, with business principally con
fined to cheaper types of valves, as low-pric('d cars predominate. 
Pistons have a I!ood sale, chiefly the finished product. There is a 
tendency toward purchasing more aluminum or lynite pistons. 
Piston pins are in ~ood demand, but a difficulty arises in attempting 
to carry stocks, owmg to the many sizes requ('s~d. There is a good 
business in piston rinl!So 

The demand for carburetors is confined chiefly to low-priced car 
types. Practically no dril"e chains are sold. Fans are sold, but only 
to a limited ('xl('nt. There is a small sale for radiators and radiator 
parts, as well as shims. Good sales are reported of gaskets, both 
copper and asbestos and corkt while ignition cables have fair sales. 
A small business is done in fabric and metal timing gears as well as 
timing chains. American spark-plug manufacturers do a large busi
ness, with competition from British and German makes. Starting, 
lighting, and ignition equipment is ordinarily not stocked. but in
dented: on special order as needed. 
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There are a few axle shafts sold, these being chiefly of low-priced 
~r types. The sale of ball and socket joints reaches a fair volume, 
with the principal business in North China and Manchuria. Brake 
assemblies have a fair business but are supplied principally by local 
warehouse depots of American manufacturers. Brake linings are 
sold to a greater extent than any other single item. A good busi
ness is also done in clutch linings and facings. Some business is 
done in rims and rim parts, but difficulty is experienced in carrying 
stock, owing to the diversity of sizes. There is a fair market for 
differential assemblies and no demand for fenders or frames, the 
former being made locally to a sufficient extent to supply the needs. 
This statement also applies to hoods. Illuminating and signal lamps 
find a fair volume of sale. A good demand exists for lamp bulbs, 
but heavy competition is furrushed by Phillips lamps from the 
Netherlands, which are approximately 20 per cent below the Ameri
can prices. 

There is a fair business for lubricating systems and parts for 
chassis, these articles being required now and then for replacements. 
There are also fair sales of springs and leaves, chiefly for two low
priced makes of American cars. Very few steering apparatus and 
parts, drive shafts, meters, tie ~ods, sp~edometers, and gas and. oil 
gauges are sold. The valves enJoy a faIr sale, but no market eXISts 
for tire locks. Transmission gears and pinions, as well as trans
mission linings, enjoy fair sales, chiefly for low-priced American 
cars. Copper tubing for gasoline or oil lines is carried by: hard
ware shops rather than automotive dealers; there is a consIderable 
sale, chiefly of British and German manufactures. Fair sales of 
universal joints and parts are reported. No stocks of wheels and 
wheel parts are carried by dealers. 

There is no demand for complete bodies, since all bodies for 
trucks and busses are made locally. This also applies to body hard
ware, window regulators, tops and bows, and seat covers. Fair sales 
of windshield and window glass exists, especially of European 
manufacture. A good market exists for top materials in the bolt, 
and a good business is done in curtain fasteners. A fair business is 
reported for floor coverings, with European products in chief de
mand. Rubber mats supplied from large stocks of rubber goods 
carried at this port by the principal rubber manufacturers are in 
demand. 

ACCESSORIES 

With less than 40,000 motor cars in all China, including Hong 
Kong, Macao, Kwantung (leased territory), etc., the majority of 
which are operating its hire cars and in motor-bus transEortation 
service, it will be readily understood why China is a negligIble mar
ket for accessories. Furthermore, most important passenger cars, 
especially American, are especially equipped with accessories. This 
tends to further reduce the demand. 

There is no market for ash receiv,ers, cigar lighters, automobile 
and car locks, radiator shutters and shields, windshield wipers, air 
cleaners, or purifying devices. Baggage carriers are not required, as 
no highways e~ist for pleasure motoring and the motor-bus services 
utilize the tops of busses for carrying passengers' effects. No market 
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e~isU in central or south China! as moderate ciimates and restricted 
cIty use ?f motor vehicles maKe nonskid chains unnecessary. In 
north ChIna and lIanchuria a small market exists, as in this area 
heavy snows and rains are experienced. Very few car heaters are 
sold; the only possible market would be for private or hire cars in 
treat, ports during the short though cold winter months. It would 
reqUIre, however, an extremely aggressive salesman to overcome 
local prejudice. 

ElectrIC horns ha,'e a good market, owing to the enormous amount 
of pedestrian traffic. American electric horns supply the greater 
part of the demand. The market is also good for bulb horns, with 
Japanese competition keen. A small volume of automobile jacks is 
sold for replacement purposes. This statement also applies to radi
ator 8nd heat-indicatIng locks, shock absorbers, and mirrors. Local 
production supplies the demand in bumpers, radiator covers, and tire 
covers. 

The Chinese are favorably inclined toward radiator ornaments, but 
dealers report that the rapid changes in style kill the possible trade. 
In north China and :Manchuria radiator covers made of fur rugs are 
utilized. No taximeters are used in China proper, although a few 
have been installed in Hong Kong. A fair market exists for hand 
tire pumps and tire pressure gauges. Wind-shield cleaners are sold 
mostly in automatic types, although a few hand cleaners are sold. 

SERVICE APPUANCES 

A few air compressors have been sold to foreign garages which 
endeavor to give a better class of service. Further introduction is 
limited, owing to the practice adopted by the leading oil companies, 
who supply and install free of char~e air standards at practically 
each l!asoline-pump station. ApproxImately 50 free standards are in 
operation in Shanghai at present. A liImted number of air com
pressors for paint spraying have been sold to high-grade foreign 
garages, The public-works department of the Shanghai municipal 
council has recently installed an automatic paint-spraying machIne 
on the municipal jetties under its jurisdiction. There is no market 
for air and water towers and scarcely any market for brake-relining 
machines, not more than an average of one machine per year having 
been sold in the Shanghai market within the last three or four years. 
Battery charging and testing al?pliances are found in most of the 
foreign garages, which employ sunple apparatus fo~ testing battery 
chargers, but very few possess any other type of testIng apparatus. 

The first car-washin~ machinery was introduced into Shan~hai 
about two years ago, SInce which time about six washing machines 
have been sold and installe~ in foreign garages. This tYJ?e of ma
chinery has prospects of f8lr d~mand develo~d when bUSIness con
ditions improve. Very few engme stands are m use. They are only 
three garaO'e cranes in Shanghai, though almost every foreign garage 
has some type of chain hoi~. Gara~e creepers are made local~y ~t a 
nominal cost and are used m the val'lOUS garages. There are limIted 
sales for 'paint-spraying equipment, probably about 20 units being 
installed m Shanghai. 

Foreign gara",ues usually have at least. one small and. one large 
electric drill and one each of the bench grmders, valve grmders, and 
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valve refacers.: No electric socket wrenches are in use. There are 
approximately 30 garage jacks used in Shanghai, and one American 
concern carries a small stock. Small, inadequate stocks of automotive 
reamers are carried. Until recently there were no markets for serv
ice runways. A few of the more modern foreign service stations have 
installed within the last two years service runways of wood or cement 
type. In recent months, however, a tendency has been shown toward 
utilizing hydraulic lifts, six having been installed in Shanghai. 
Small stocks of wrenches are carried. Three wrecking cars equipped 
with cranes are in use in Shanghai. In tire-service equipment the 
vulcanizing is chiefly done by Chinese small dealers, who are equipped 
with the minimum amount of modern apparatus. There is no market 
for tire spreaders or rim tools or .mechanical tire pumps. 

NORTH CHINA 

The following comments cover the north China market of Tientsin 
and Manchuria. The demand for articles of this sort is limited, 
owing to the fact that there are only about 5,000 motor vehicles in 
north China. American participation is further restricted by the fact 
that a considerable number of the total vehicles are of European 
origin. The general market for service station and garage equipment 
is naturally small, as the 5,000 cars mentioned above a·re dis
tributed fairly widely over an area of some 250,000 square miles. 

REPLACEMENT PARTS 

The automotive market in north China, although it has shown a 
reasonably steady growth during the past few years1 is generally 
considered unimportant from th6 standpoint of the indIvidual manu
facturer. The total number of motor cars in the district is increasing 
slowly. 

Between 70 and 80 per cent of the vehicles in use in north China 
are believed to be of American manufacture, and American parts, 
accessories, etc., are generally demanded for these vehicles. Owing 
to generally poor roads and the inexperienced handling which most 
cars receive, the depreciation is fairly high. However, the average 

. Chinese owner or driver does not demand that his car be kept at 
the highest point of l'fficiency, and new parts are not always pur-
chased and installed whl'n thl'y should be, frl'quently not until 
absolutely necessary. 

The articles in chief demand include brake linings, fan belts, spark 
. plugs, valves, l?iston rings, springst etc. Simpler items such as body 
hardware are III but small demand and in some cases are produced 
locally or imported from Japan and Germany. There is but little 
sale of pistons, bearings, pimons, drive shafts, and other such parts. 
Distribution is generally handled by automotive dealers. Owing to 
the limitations of every phase of the automotive business, people 
engaO'ed in this line generally act as importers, wholesalers, and 
retaiiers of cars, parts, and accessories..· Most of the existing dealers 
have agencies for one or more cars and for such parts and accessories 
as they can profitably handle. Most of them operate a garage repair 
shop and ~ gasoline pump in, addition to their agenCIes. Most of 
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them have tht-ir headquarters in Til'ntsin. the commercial center of 
the district, and maintain a small shop or sllba~'f'nt in Peking. 

Local representatives of Aml'rican lIIanufllctlll'ers are usually re
quired to Import on a cash basis, local banks supplying letters of 
credit. documents against payment. on which thev grant a dealer a 
certain amount of leeway, holding an equity ill the cargo as security. 
Loc:al transactions are usually 011 a ca,ll or 30·day basis. Some 
European manufacturers, particularlv Germans, extend more liberal 
terms to their local representatives, although there is no set standard. 

The luding distribution center in north China is Tientsin. Nearly 
3,000 of the total vehicles are owned and ol?l'rated in Tientsin and 
Peking, lI'hich two cities represent the prinCipal automotive market. 

Competition among the various dealers handling replacement 
parts is not particularly keen. Although the business is limited and 

each dealer is. anxious to obtain as large a share as possible, con
swners are not easily influenced. The average owner takes his car 
for service and repairs to the dealer from whom he purchased it, 
and this dealer is presu!Ded to have on hand the parts -y;hich may be 
required. Thus Amencan cars are usually fitted WIth Amerl('nn 
replacement parts, and those of ot~er nationalities are generally 
supplied with parts designed by their. own manufacturers. In the 
case of interchangeable parts, AmerIcan products are generaJ.ly 
favored and most dealers in European cars carry American lines. 

It do~s not appear t~at any ~efinite in~re~se in the .~erican share 
of the business ca~ easIly be gamed at thIS hOle .. As mdlcated abov~, 
the entire market IS no larger than that offered m an average Ameri
can citl of some 35,000 inhabitants. It is not only spread over an 
area 0 some 250,000 square miles, but also includes a number of 
European cars on which American replacement parts occasionally 
can not be utilized. 
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ACCESSORIES 

The market for automotive accessories in north China suffers from 
the same limitations ascribed to replacement parts. In addition, the 
average Chinese purchaser expects a motor car to be complete when 
delivered to him. He is not a habitual buyer of additional 
accessories. 

As a result of the local popularity of window shades, cigarette 
lighters, flower vases, and other such novelties, most dealers install 
these articles on each car for sale to Chinese. There is but a small 
demand for the subsequent installation of accessories. The princi
pal demand occurs in the case of replacements of nonskid chains, 
tools, headlig;hts, and other such breakable and wearable parts. 

!":Iaure I.-In lIhops such as this servioe Is giveu to the automoblles assisting lu 
- Ohlna's development 

The accessory business is even more limited than the market for 
replacement parts. Business in accessories is generally handled in 
the same manner and by the same firms that hand'le replacement 
parts. 

GARAGE AND SERVICE-8TATION EQUIPMENT 

As stated above, most dealers in automotive lines carryon a garage 
and repair business in addition to selling automobiles, parts, and 
accessories. Their general equipment is hardly to be compared with 
that in use in modern garages and repair shops in America, but the 
volume of business at the present time is too limited to justify the 
installation of expensive equipment. 

Some machine tools are employed, but hand labor is utilized where 
possible. Most garages employ one or more trained European or 
American overseers and a number of Chinese mechanics. 



,"14: CHurA (DrCLt:DllI'G RONG KONG AND K4NCRUBU.1 89 

Among the articles in general use are air compressors, battery 
c~a!,gen,. garage ~ls, gasoline pumps, oil and grease guns, and 
lilmll~ Simple eqwpmenL A few of the larger dealers employ 
machlDe-lihop eqwpment but none has found it economical to intro
duce any.quantity of m;;;,{ern mechanical labor or time-saving devices. 

There III but a small demand for gasoline-station equipment. Most 
of the automotive dealers dispense gasoline and have one or more 
hand pumps in the immediate vicinity of their salesroom and garage. 
Th~re are f~w other gasoline stations, the demand hardly justifying 
their operatIOn. 

American manufacturers are believed to be well represented by a 
number of import houses handling mechanical and engineering lines, 
altio actin~ as agencies for American products of this type. No ap
preciable IDcrease in demand is expected in the near future, most of 
the present garage and repair-shop owners being sufficiently well 
equipped to handJe the limited demand for repairs. 

SOUTH CHINA 

While American parts and accessories predominate in this market, 
it is only natural that with over one-third of the motor cars in Hong 
Kong of British make, that British accessories and replacement 
parts would enjoy a good share of the business. Most of the items 
m replacement parts are handled by dealers representing the various 
makes of automobiles. There are also a number of accessory shops, 
sorae of which also handle replacement parts. 

Price is the outstanding factor in thIS market, and it can not be 
overemphasized. For example, there are now a few bumpers for 
trucks made locally in Hong Kong. They are not nickIe plated and 
do not have the strength or finish of the standard imported bumpers, 
but thel appeal to some local truck purchasers since they sell for $15, 
Hong Kong currency, while the imported item retails at several times 
this figure. . 

English bulb horns are popular in this market, the bulbs for them 
usually being made in Japan. There are no taximeters used in 
Canton, while those in Hon~ Kong are all British. There are a 
number of German ball bearmgs sold in the market, prices ranging 
from 10 to 20 per cent below the American product. 

In Canton it is impossible to find a single properly trained 
mechanic. It is understood, however, that an American automobile 
firm has plans under way to open a school in Canton to train mechan
ics. At Hong Kong there are three. or fout: well-trained European 
mechanics and a handful of self-tramed Chmese. In Canton there 
is practically no modern equipment .used in the garages~ ,!-nd hand 
tools predominate. The~ IS a certam amo~t of vulc~DlZmg done, 
but repair shops are hesitant about patching large-sIzed tIres as 
they find that the overloading whic~ is so common is especially hard 
on the repair of bus and truck tIres. There are no ~ounng or 
salvaging cars ~ Canton. In ~ong KO!lg there. are B;lx garages 
which have a faIr supply of modern eqUIpment, mcluding sel'VlC8 
cars. 
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INDIA 

Present Demand for Replacement Parts Good; Accessories Declining; Service 
Appliances Showing a Steady Growth-American Participation· Predomi
nant, but Competition from European Countries Steadily Increasing. 

Assistant Trade Commissioner Paul L. Hopper, Calcutta, and Vice Consul Winfield· H. l\linor, 
Bombay .. 

Motor-vehicle registrations as of January 1, 1931: 117,517 passe~ger cars, 
25,924 busses, 31,009 trucks, and 15,729 motor cycles. 

The motor vehicles in operation in British India, i7 per cent of 
which originate in America, possibly require more replacement parts 
per unit than any similar number of vehicles elsewhere in the world. 
This rapid deterIOration of essential working parts can be attributed 
to the tropical climate, inefficient car operation by Indian drivers, 
the scarcity of service facilities, and the lack of good roads in all 
parts of the country, excepting those areas in the immediate vicinity 
of the major cities. 

REPLACEMENT }>ARTS 

While the demand for replacement parts fluctuates with the im
portation of automobiles in normal times, sales are accentuated 
through periods of depression, since trucks and busses are frequently 
retained in service three or four months beyond the usual interval 
of operation. 

The items in the order of their approximate demand on the Indian 
market are ball and roller bearings, brake lining, valves, rims and 
rim parts, drive shafts, gears and pinions, springs, spark plugs,' 
starting and lighting generators, piston rings, clutch facing, pistons, 
driving and timing chains, fan belts, bolts, piston pins, stampings 
and forgin~, shims and shim stock, and body-upholstery material. 

Responsiole houses of good financial standing in Bombay or Cal
cutta' having adequate distribution facilities and acting as direct 
factory representatives offer the most efficient means of marketing 
replacement parts, accessories, and garage equipment throughout 
India. These firms seldom carry competitive articles as they prefer 
to concentrate on one complete line .. 

These concerns carry stocks with their branches in the important 
cities and employ salesmen to call upon the small dealers in those 
districts. As approximat~ly 80 per cent of the retail business in 
these lines is handled by bazaar shops, the car agencies, garages, and 
service stations gain but a small share of the trade. In order to cater 
to this bazaar business, several reliable firms now specialize in the 
representation of parts, accessories and garage equipment. They 
procure. supplies of guaranteed quality from the cheapest available 
sources. As many of the American standard lines in pistons, rings, 
pins, ball bearings, gears, horns, and springs are now being copied 
in Germany and sold for 50 per cent below the price of American
made articles, the present dominant position of the United States as 
exporter of 75 per cent of this equipment used in India is being 
influenced by competition based on price differentials. Germany 
and the United Kingdom are our chief competitors, with France and 
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Italy claiming but little share in the trade. Few articles of this 
type are now made locally, but subsequent years will probably see 
some development in this direction. 

One of the lines in .which German competition has been felt most 
keenly is that of brake lining, and American manufacturers are 
likely to be faced with serious competition in this division of trade 
because of the cheapness of German products, unless they are able to 
reduce their prices to a point where it will be possible for them to 
maintain control of the market. German manufacturers are now 
reported to enjoy nearly 40 per cent of this trade, principally at the 
expense of American producers. 

Several of the well· known German makes are being marketed at 
prices running from 18 to 27 cents per foot, according to width and 
thickness. Brltilih brake lining sells for 41 cents per foot, and Ameri
can prices range from 27 to 36 cents per foot for material similar to 
but perhaps better in quality than the German products. The prices 
quoted at the present tIme for German makes are based on the Ameri
can standard sizes, with current discounts of 85 and 10 per cent c. i. f. 
Bombay. 

CredIt terms range from a letter of credit to sales on open account, 
depending upon the reliability of the agent, but, in general, 60 to 90 
days' documents against payment are usual. American manufac
turers occasionally ~ive terms more lenient than foreign exporters, 
but such treatment IS not to be encouraged except when dealing with 
long-established reputable firms. 

Bombay, Calcutta, Rangoon, Madras Lahore, and Karachi rank 
in the order named as centers of distribution. A representative in 
Bombay, India's greatest manufacturing center, can handle all the 
Bombay Presidency, part of the Central Provinces, and the Indian 
State of Hyderabad. A distributor in Calcutta, the chief industrial 
center of India, usually covers the rich Provinces of Bengal, Assam, 
Bihar and Orissa, and part of the United Provinces. Rangoon serves 
as the principal port and commercial city for all Burma, and Madras 
dominates the trade of the Madras Presidency and portions of the 
Indian States of Mysore and Travancore. Motor-service facilities 
are more highly- developed in Madras than elsewhere. This Province 
boasts more mIles of surfaced highway per square mile of area than 
any other State in India. Much of the trade of progressive Punjab 
passes through Lahore, wh.ich also serves as a distribut!ng poi~t for 
the Indian State of KashmIr and the North West FrontIer Provmces. 
The Sind, Baluchistan, and Rajputana are accesible to an agent lo
cated in Karachi. Ceylon can be readily handled from Colombo. 

ACCESSORIES 

The sale of accessories has decreased proportionately as automo
biles have become more completely equipped from year to year. 
Manufacturers in the United States enJoy about 95 per cent of the 
[ndian accessory business for American cars. Germany and the 
United Kingdom .furnis~ t.he bulk of this equipment used on cars of 
)ther than AmerlCan orlgID. . 
It would appear that German .manufacturers have made st~enu~>us 

lfforts in recent months to obtam a larger share of the IndIan lID-

80277--32--7 
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port trade in accessories, and that they have met with success in 
certain lines heretofore largely controlled by American manufac
turers. This stimulated effort probably has been due to the desire 
of the German manufacturers to avail themselves of the opportuni
ties offered through the boycott movement which the Indian popula
tion has directed against foreign goods, particularly British. 

The following comments are made concerning accessory items and 
their demand in this market: 

Seat covers are made locally. Body hoists are seldom used, while 
nonskid chains, radiator shutters and shields, and wind-shield visors 
have no demand. There are small sales in bumpers, heat indicators, 
and lubricating systems. Hood and radiator covers are very little 
used, and tire covers are supplied free by advertisers. Glare elim
inators are unnecessary as headlights on full power are not permitted 
in the larger cities. Bulb horns of German, British, and French 
manufacture sell considerably lower than similar American articles, 
but these are popular only in districts where electric horns are pro
hibited. In Calcutta a city ordinance compels the use of bulb horns. 
American and German electric horns sell at identical prices, but the 
former are more popular. 

Cheap jacks of British make are preferred, although a fair num
ber of American makes are sold. A small number of lamp lenses 
and mirrors is sold for replacement. License plates are made locally. 
Few head, rear, stop, or parking lights are sold, but some demand 
exists for side lamps, whIch are seldom included as original equip
ment on American cars and are prescribed by police regulations. 
Theft-proof locks are seldom employed, as an Indian servant is in
variably left in a parked car to prevent theft of batteries, lights, 
horns, and spare tires. Some Illggage carriers and trunk racks are 
imported from England, but much of this equipment is made by 
local blacksmiths. A British pump, sold by Dunlop, is popular in 
this country, but tire pumps are easily broken by the native and are 
not universally used. Cars are seldom fitted with shock absorbers if 
not included in the original equipment. German taximeters seem 
most popular with taxi drivers. Some tire gau~es and French nov
elties are sold. Car heaters have little demand ill this warm, humid 
climate. 

Some accessories are stocked by car distributors, garages, and 
service stations, but, as in the case of replacement parts, the bazaar 
shops control the trade. 

GARAGE AND SERVICE-STATION EQUIPMENT 

An increasing number of garages and service stations are being 
constructed in India each year, but as yet few of these are compara
ble in equipment and service with modern shops of this type in 
America. Few skilled mechanics are available, but one or two large 
distributors of American cars, having their own garages, arrange for 
young Indians to be given practical instruction in car repairing. 
While most car distributors operate some service facilities in connec
tion with their showrooms, there also exists a large number of 
independently owned garages and repair shops. 
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Alnerican equipment is given preference throughout India, but 
competition from British jacks, air compressors, battery chargers. 
and small tools is steadily increasing. 

UaJ1id installation of mechanical equipment will be retarded by 
lack of capital among small Indian garagemen and a reluctance to 
chan~e from hand to mechanical methods of carrying on the work. 
R .. pairing is accomplished in the vulcanizing shops. 

Electric power varies in voltage throughout India, but most o~ the 
larger cities have alternating current of 220 volts, 50 cycles, or dIrect 
current of the same voltage. Transmission lines are being extended 
to outlying districts 60 that in the ~uture current will be available 
wherever desired. 

Garage and service-station owners see the growin~ necessity for 
complete equipment in their shops, but little expansIOn can be ex
pected until economic conditions have improved. 

A brief discussion of the principal articles of garage and service
station equipment is made, as it is not possible to arrange a list in 
order of their demand. 

Electrically driven air compressors are generally used, as the hot 
climate and high humidity prohibit the use of hand inflators. Few 
auto lifts are to be seen. Battery chargers are numerous, and 
the simple types are in most demand. Few brake-testing machines 
have been installed, but sales of the types operated by hand are in
creasing. An Indian servant using a cloth and bucket of water 
seems sufficient for car washing. Cylinder-boring machines are not 
in ,:eneral use, although a few cylinder reamers have been installed 
by the lar~er garages. Cranes sell slowly, and gasoline pumps are 
furnished by the gasoline-supply comparues. Some hydraulic jacks 
are sold. High-pressure chassis lubricating systems are becoming 
more popular as service stations increase in number. A good sale 
is enjoyed by oil and grease guns, oil-dispensing pumps, paint-spray
ing equipment, porta ole electric drills and reamers. 

Numerous coolies loitering in the streets furnish adequate towing 
facilities to enable any car to be pushed to a pump or garage, so that 
towing and salvaging equipment are never necessary. The better 
garages are now equipped with electric valve grinders and welding 
outfits, and wheel-alIgnment equipment is being installed in the 
lilrger shops. A fair number of wrenches are sold throughout the 
year. 

As garages and service stations become more numerous in India, 
competition will force the larger g-arages to install the most modern 
equipment in order to render effiCient service to the increasing num
ber of automobiles. 

Although only 8 p4!r cent of India's popUlation is literate in Eng
lish or any of the Indian languages, newspaper advertising still 
presents the most effective method of reaching the people respon
sible for conducting the business of the country. The following 
languages are most widely understood in the respective sections of 
India: Hindi in Punjab, United Provinces, Bihar and Orissa; 
Mahrati in Bombay, Sind, and Rajputana; Bengali in Bengal and 
Assam; Tamil in South India and Ceylon; and Burmese in Burma. 

Unlimited optimism is to be avoided when surveying the poten
tialities of the Indian market for parts, accessories, and garage 
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equipment, and careful consideration should be made of the retail 
distributing system carried on largely by bazaar shops. 

Before selecting distributors, American firms should carefully 
i~vestigate the position of leading houses catering to the Indian 

,trade with a view to determining if they possess facilities for efficient 
distribution in only one section of the country or if they maintain 
sufficient branches to cover the whole of India, Burma, and Ceylon . 

. The financial standing of a representative under consideration should 
be carefully scrutinized and a definite understanding had as to the 
method of meeting drafts. 

Competition from continental sources, particularly Germany, will 
undoubtedly increase, but the United Kingdom is not likely to gain 
an increasing share of the business, since some British manufacturers 
are now buying from continental producers for resale in India. 
Many years will probably elaps'e before the domestic manufacture 
of parts, accessories, and garage equipment attains any considerable 
development. 

IRAQ 

Parts Demand Declining; Accessories Requirements Limited; Use of Garage 
Equipment Shows Signs of Improvement 

Vlee Consul Robert Y. Brown, Baghdad, Iraq 

Motor-vehicle registrations as of January 1, 1931: 2,829 pyssenger cars, 99 
busses, 1,167 trucks, and 110 motor cycles. 

REPLACEMENT PARTS 

There are no replacement parts manufactured in Iraq, and the 
entire demand is met by imports, which reached their peak in 1928 and 
1929, after a steady increase over a period of 10 years. This increase 
was proportional to the number of vehicles in operation. Rough 
roads, drivers unfamiliar with the proper care and operation of mo
tor vehicles, and the absence of a sufficient number of skilled me
chanics were contributing factors in creating a good market for 
replacement parts. 

During 1930 the demand decreased about 20 per cent, due in part 
to a reduction in the operation of motor-transportation services. , 

The decline in prices and demand in the world markets for wheat, 
wool, hides and skins, dates, and similar products, which compose 
Iraq's exports, has caused a condition of serious financial stringency 
to arise, and a reduction in imports in generaF has resulted. In an 
,effort to effect economy, many old cars and trucks, which were kept 
in operation when business was good, are now being scrapped to pro
vide replacement parts. 

'While there is some demand for almost all. parts, the demand for 
bearings, bushings, spark plugs, v~ves, pist?ns, piston ri,ngs, and 
pins seems to predommate, the one Item most ill demand belI~g auto
mobile springs. ~his is caused by the tendency of local drIvers to 
overload their vehIcles. 

Automobile distributors and dealers are the main channels of dis
tribution for spare parts for the makes of cars they handle. In. fact, 
the ability of a car dealer to provide spare parts often affect;" h,Is car 
sal~s to a considerable extent. On the other hand, the maJorIty of 
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can and trucks in Iraq are of two low-priced American makes, and, 
""hile genuine replacement parts for these cars are imported and 
distributed, there is a large sale of replacement parts supplied by 
indl'pendent manufacturers and sold br small firms. Local car op
eraton generally prefer the" genuine' spare parts, but the price is 
ofu-n the deciding factor. 

A number of Iraq merchants dealing in automotive and allied lines 
do business also in Persia. For this reason a portion of the reprace
ment parts and accessories imported into Iraq are subsequently re
exported to Persia. However, since the latter fart of 1929 the Per
sian Government has maintained a number 0 rather drastic laws 
controlling the purchase of foreign exchange, restricting or prohib
iting the importation of certain articles, etc. As a result, the re
exportation of replacement parts and accessories has declined 
not icea bl y, 

Baghdad is the main center of distribution for Iraq, while Basrah, 
the only port of the country, is the secondary point of distrib\ltion. 
Many Baghdad firms have branches in several towns, Rnd others have 
clients for whom they import on a commission basis or to whom 
they sell at wholesale/rices. 

Usual terms grante to importers of replacement parts are 25 per 
cent cash with order and the balance against documents at a local 
Lank, while at times shipment is made without the advance-deposit 
I'equirement. Credit is rarely ever granted, if at all. The advance 
deposit is considered to be particularly desirable during the present 
period of depression. 

The demand for small parts during 1931 is expected to be under 
the 1930 figure. Nevertheless, this market bids well to make gradual 
increaS('s for some years to come after the present crisis has passed. 

Advel·tising is not very effective in connection with this particular 
trade in Iraq and is not considered advisable. The importers con
neded with the trade and the price of the article itself are the factors 
of most importance. 

ACCESSORIES 

There has nel'er been a great demand for accessories in this mar
ket, an,1 it is not believed that the trade will improve to any ap
preciable extent in the near future. The retail prices of automobiles 
are unusually high, owing to import duties and freight charges. The 
majority of units are sold on time-payment terms, and the purchasers 
are not prone to burden themselves "further by expenditures for ac
cessories. Items included as original equipment seem to be sufficient 
to satisfy local requirements. 

Practically the only demand that exists is for such items as bulb 
horns, hand jacks, tire pumps, and rear-view mirrors, with a limited 
demand for tire gau~es. It will be noted that these are mostly 
articles that are furmshed as original equipment but are subject to 
theft, loss, and breakage. The demand for bulb horns comes mostly 
from taxi drivers, who like to be provided with a horn of this type 
in addition to the electric horns with which American cars are 
equipped. 
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There is no demand for novelties, car heaters, radiator shields, 
taximeters, lubricating systems, etc. License plates represent the only 
accessory manufactured locally. They are of very crude workman
ship and are not changed yearly as in the United States. 

A majority of the local firms dealing in other automotive lines also 
handle American accessories. Although the total trade is small, the 
American participation is not as large as it is in the replacement
parts trade. Mirrors, bulb horns, jacks, and pumps are purchased 
from Germany and England. . 

Terms and methods of distribution are the same as for replacement 
parts. Accessories are stocked by automobile and parts dealers, who 
are usually direct importers. Service stations do not deal in acces
sories. Exclusive agenCies are not usually granted, and the inde
pendent merchants often stock competitive lines. 

GARAGE AND SERVICE-STATION EQUIPMENT 

Iraq has not as yet developed into a market for this type of equip
ment. Two or three distributors for popular makes of cars have 
fitted out their service departments with fairly up-to-date equipment, 
but there is not a single independent garage, catering to all makes 
of cars, that is supplied with adequate and modern equipment for 
servicing and repair work on automobiles. 

There is no demand as yet for brake-testing machines, wheel-align
ment equipment, high-pressure chassis-lubricating equipment, car 
washers, etc. Only a very few gasoline pumps are in use., and they 
were obtained in England by an English oil company, which is the 
sole distributor of gasoline in this country. These pumps are located 
in two or three towns. In the districts gasoline is sold mostly in 
tins. . 

One stationary air compressor and two portable ones, of American 
manufacture, have been installed by the distributor for an American 
tire. Several small portable types are also in use. 

One shop has been equipped with electric vulcanizing machinery, 
but the venture has not proven profitable. Most tire repairing is 
done by individual drivers and hand tools are used. 

Most of the mechanical equipment in use is of American manufac
ture, while a portion of the smaller hand tools comes from other 
countries. The larger items are usually ordered direct from the 
manufacturer and local agents are not as a rule maintained. Stocks, 
with the exception of garage tools, are not carried by any local firms. 

A few capable mechanics are in the service of automobile distribu
tors maintaining garages, while several have established themselves 
independently. 

The present market for garage and service-station equipment, 
especially for the .larger mechanical items, is limit~d. ,!he dem3;nd 
will undoubtedly Increase when the number of vehlCles In operatIOn 
becomes greater, but a marked change is not looked for within the 
next two or three years. 



ASIA! JAPAN 97 

JAPAN 

Good Demand for Replacement Parta; Aeee880J'ies Fair; SeJ'vice Appliances 
Inere88inl'-Ameriean Product. Predominate, with Increasing Competition 
from Dometltie Manufadurer. 

T .... ee. ........ PaaJ P. Stemtorf, Tobo, JapaD 

Motor·vebl<·le registration. ot January i. 1931: 56.087 passenger cars. 8.937 
hUMe" 30.00~ trucke. and 24.332 motor cycles. 

There are now more than 95,000 motor vehicles operating in Japan, 
88 compared with approximately 25,000 units five years ago. It is 
apparent that this means a. greatly increased market for replacement 
parts, accessories, and service appliances. 

The outstanding characteristic of the Japanese market is the fact 
that motor vehicles are used almost exclusively for commercial pur
poses. In fact, it is estimated that there are oil1y about 5,000 private 
automobiles in all Japan, which is a little more than 5 per cent of the 
total number of vehIcles in operation and about 9 pel' cent of the 

Ilassenger cars. It is apparent therefore that there IS an extremely 
imited market for items which are designed to appeal primarily to 

the private owner or ownl'l' driver. 

REPLACEMENT PARTS 

Replacement parts most in demand are pistons, piston pins, gears, 
pinions, valves, drive shafts, starting and lighting generators, spark 
pIngs, and ball and roller bearings. 

The United States secures nearly all the business in replacement 
parts, owing to the predominance of American motor vehicles in this 
market, The registration figures as of January 1, 1931, show that 
95 per cent of the passt'nger cars, 95 per cent of the busses, and 96 
per cent of the trucks are of American manufacture. 

European competition is negligible, owing to the predominance of 
American vehicles. Domestic competition, however, is increasing 
very rapidly since the growth of the business has made local manu
facture attractive. Furthermore, the domestic industry is protected 
by the import tariff, which averages about 35 per cent ad valorem. 
In consequence! domestic production has become an important factor 
in a number ot replacement items. For example, Japanese makers 
now practically control the business in automobile springs, owing to 
the comparatively high transportation and duty costs. Further
more, the local producers will sell on open account or the semicon
signment basis. In addition, the distributor does not have to carry 
heavy stocks, as the manufacturer can make immediate delivery in 
small lots. 

Domestic competition in brake lining is extremely severe. In the 
~ase of woven lining the domestic :prices are about 30 per cent under 
lhose of American products, and m consequence they have secured 
most of the business. 

About 50 per cent of the dem!lnd for fan belts is now supplied by 
Japanese manufacturers. It seems probable that .American partiCI
pation in this trade will decline further. There is a limited produc
tion in molded lining in Japan, and American firms continue to 
;ecure most of this business. 
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Upholstery material is now produced locally in large quantities, 
part~cularly artificial leather for top and seat covers: D<?mestic :{lile 
fabrIcs, such as plush and·velour, are of somewhat mferlOr qualIty, 
so that American manufacturers still secure considerable business in 
tl),ese lines. However, the Japanese textile industry is so large and 
generally so efficient that it seems probable it wiII eventually obtain 
most of this business. 

Such items as radiator caps, rims, and rim parts can be readily 
manufactured in Japan, and there seems no reason why most of this 

. demand will not be supplied locally. 
The United States secures most of the business in spark plugs, but 

one domestic manufacturer is producing in fairly large quantities, 
and it seems probable that other companies wiII enter this field. 

American manufacturers sell in this market on the basis of letter 
of credit, either on a DIP basis or with payment in from 30 to 60 
days. In the case of the larger wholesale distributors, payment in 
60 days has become customary. 

The large wholesale distributors sell to retailers on a purely J apa
nese basis, which might be described as a combination of open account 
and consignment selling. The goods are delivered to the retailer, 
and on the 20th of each month the wholesaler checks the stock on 
hand, and the retailer is expected to pay for all goods sold on the 
30th of the same month. Very often retailers take delivery on the 
21st, and therefore have a period of about 40 days in, which to pay 
for goods which may have been sold and are not required to pay for 
any stock which they may have remaining on their shelves until it is 
actually sold. 

Tokyo and Osaka are by far the most important distributing 
centers, nearly one-third of the motor vehicles of the country being 
in these two cities. Yokohama' may be considered a part of the 
Tokyo sales district, and in the same way Ko~e is entirely subsidiary 
to Osaka. The only' other cities of any importance are Nagoya 
and Kyoto. 

Two large American companies have local assembly plants and 
have built up very extensive dealer organizations. These dealers 
are required to stock replacement parts supplied by the car manu
facturer. Other American manufacturers are also very actively 
represented in Japan, and their dealers must also carry adequate 
stocks of replacement J,>arts, which are, of course, supplied by the 
car manufacturer. It IS obvious that under such circumstances it 
is somewhat difficult for the independent manufacturer of replace
ment parts to secure much business. 

It is a policy of the Japanese Government to encourage domestic 
manufacturers in every way possible. There is a good deal of 
agitation for the establishment of the domestic automotive industry, 
and it is also a military policy to make Japan independent of foreign 
countries with respect to motor transportation. 

Advertising methods are similar to those in America. News
paper advertising is by far the most effective. AdvertisinO'in trade 
pUblications is fairly productive, but most of these pUblications 
have an extremely limited circulation. Posters, window si~ns, pam
phlets, and other usual advertising methods are used and may be 
considered as effective here as anywhere else. 
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ACCESSORIES 

Although the rapid growth and the increased registration of motor 
vehicles has naturally resulted in a larger market for accessories, 
it is well to keep in mind the limited number of motor vehicles 
which can be classed as private cars. Furthermore, about 90 per 
cent of the 56,000 passenger vehicles enga~ed in some form of taxi 
or hire service operate on a maximum tantI of 1 yen for each trip 
up to a maximum of 3 miles. In view of the high first cost, high 
taxes, and high operating charges, this is obviously not very prof
itable. As a natural consequence, very few operators are able or 
willing to purchase, anything more than the bare necessities in the 

way of accessories. Furthermore, when compelled to buy accessories 
they insist on the cheapest. 

Practically all accessories are from the United States except smal.1 
imports principally from Great Britain, France, and Germany. 

The growth of this market has naturally: stimulated domestic 
manufacture. This has been particularly true of the simpler prod
ucts on which it is possible to utilize hand labor. The bulk of the 
present production is by extremely small manufacturers, but the 
following items are now being made in considerable quantities and 
in some cases are supplying practically all the demand: Bulb horns, 
bumpers, kick plates, rear-view mirrors, radiator ornaments, tire 
pumps, tire covers, wind-shield wings, and hand wind-shield wipers. 

Bumpers are manufactured locally for sale at very low price.s. In 
consequence the domestic makers secure practically all the business. 
Car heaters are not used owing to the mild winters in Japan. Horns 
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are imported from the United States; there is some German competi
tion and domestic manufacturers are gradually entering the market. 
Heat indicators do not sell well as an accessory, inasmuch as they 
are standard equipment on most American cars, but there is a limited 
amount of replacement business. Luggage carriers are seldom used, 
and the limited demand can be met by domestic manufacturers. 
Hand-operated jacks of American manufacture are stocked by most 
dealers, but domestic producers will eventually secure most of this 
business. Radiator ornaments sell well, but any American design is 
immediately copied, and in consequence the market is not very at
tractive. Rear-view mirrors are imported from the United States 
in limited quantities, but it seems likely that the entire demand will 
eventually be supplied locally. Radiator shutters do not sell well 
owing to the low purchasing power of most car. operators. 

Padlocks have a fairly good demand, as do shock absorbers. Step 
plates are manufactured locally and American participation is sure 
to decline. Seat covers are popular, but domestic producers monop
olize the business. Signaling devices find a very limited market, as 
do spotlights, owing to their comparatively higher price and limited 
utility for city driving. Tire covers are manufactured locally and 
imports are negligible. Tire chains are rarely used, but increa...c::ed 
sales might follow an advertising campaign which would stress their 
safety features. Top and upholstery materials are imported from 
the United States in large quantities; however, domestic producers 
are cutting into the market with low-priced materials. 

Wind-shield cleaners of the automatic type sell in fair quantities, 
but most motor-car operators are entirely satisfied with the hand 
type, usually furnished as standard equipment on low-priced cars. 

Price is the primary consideration in all sales of accessories in this 
market. Appearance is next in' importance, with quality a minor 
consideration. It appears to be pra'Ctically impossible to sell the idea 
of the ultimate economy of quality goods to the Japanese consumer. 
Even when he is apparently convinced, he will purchase the cheaper 
goods, since he feels that he can not afford the initial investment for 
better products. It is essential, therefore, for American manufac
turers to keep their distribution costs and, consequently, their prices 
as low as possible. This can often be done by eliminatinO' middleml"n, 
partiCUlarly in those cases where the line is represented by both an 
American export company and an import firm in Japan. 

There are three primary methods of retail distribution now being 
conducted in this market: First, by large wholesale accessory mer
chants who carry large stocks and generally purchase direct from 
foreign manufacturers; second, by the automotive dealers, most of 
whom carry fairly complete lines. These dealers are of two sorts, 
namely, the large distributors with branches in various cities and 
the smaller dealers selling only in one city or district. The large. 
distributors often act as direct importers and in many cases represent 
foreign accessory manufacturers and act both as retail and wholesale 
distrIbutors. The third method is by the small retail accessory shops, 
of which there are. at least 200 in Tokyo alone and probably several 
thousand in Japan. 

It is difficult to secure an agent or representative who will com
pletely cover the market. It is necessary, therefore, for the Ameri-
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can manufacturer to select a representative who can give him the 
be"t possible distribution for his particular product. To assist in 
this decision there is given below an outline of the various kinds !>f 
representatives, with some general notes on the advantages and dls
advantages of each. 

The larger general importing companies have sales facilities to 
compldely cover the market. However, few of them are willing to 
devote much time and effort to minor products such as automotive 
accessories, and practically none is willin~ to carry stocks. There 
are a number of smaller importing com parnes which make a specialty 
of such lines. These make suitable agents, but most of them con
fine their sales effort'! to a sin,!.!le district, and care must be exercised 
in granting them exclusive sales rights for the Empire. Incidentally, 
firms of this sort invariably insist on a sole agency and make rather 
extranj:!ant statements in regard to their sales facilities. 

111e appointment of a manufacturer's agent or commission mer
chant as sales representative is one of the best ways of reaching the 
~maller retail distributors. Furthermore, such representatives are 
in a position to canvass the entire market. However, this distribu
tion method prevents the carrying of stocks. Furthermore, the large 
retail accessory merchants and automobile dealers are often un
willing to purchase through an agent, since they feel that they can 
buy more cheaply direct from the manufacturers. Often this added 
commission is a serious disadvantage for a highly competitive prod
uct. An added dan~r is that the manufacturers' agents are gen
erally inclined to take on too many lines, with the natural conse
quence that they are unable to devote the proper time and effort to 
an,' one product. 

There are a number of large accessory firms, which, in addition to 
their primary function of retail distributors, act as importers and 
wholesalers. The selection of one of these firms as an agent has 
advantages, the most important of which is that these firms carry 
stocks and can make immediate deliveries. This often means that 
they secure considerable business which would otherwise go to their 
competitors. An added ad¥8ntage is that they have largoe retail 
stores which carry complete stocks, attractively displayed. The only 
important disadvantage is that generally these firms have limited 
facilities for selling outside their locality. This might be obviated 
by appointing regional distributors. However, it will generally be 
necessary to appoint only two distributors, one in Tokyo and the 
other in Osaka. The Tokyo distributor should be given all terri
tory east of a line west of Nagoya, and the Osaka distributor given 
the remainder of Japan proper. Each should be required to appoint 
subagents in the smaller citIes in his territory. In this case Taiwan 
and Chosen should be treated as separate sales territories, with an 
independent distributor in each. 

Whatever kind of agent is selected it will be found advisable to 
sell only on the basis of confirmed, irrevocable letter of credit. It 
is generally wise to sell on a DIP basis, although in sales to the 
larger companies deferred payments of 30 to 60 days may be satis
factory. Most of the difficulties of Anlerican firms in this market 
have been due to the unwise extension of credit to small companies. 
There has also been a considerable amount of consignment busine$S 
which has generally resulted in losses to the American manufacturer. 
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American manufacturers are cautioned to be very careful in dis
seminating their agency terms and discounts, since this practice has 
often seriously hampered business after they had succeeded in se
curing an agent. It is also advisable to make quotations c. i. f. 
Japanese ports whenever possible, since this greatly facilitates busi
ness, particularly with the smaller firms which have limited facilities 
for estimating American freight and handling charges. 

GARAGE AND SERVICE-STATION EQUIPMENT 

All the leading American manufacturers are attempting to pro
vide adequate service facilities in this country. On the whole, the 
service is good in the larger cities but inferior in the small towns 

Figure 8.--.Tapan's first modern service station, opened at Osaka by an American 
compan;r specializinc In the ezport of automotive equipment 

and outlying districts. Most of the mechanics are far from being 
properly trarned, although the situation is gradually improving. 

Precision equipment and special tools are the types of garage and 
shop equipment most needed at present. Labor-saving devices are 
not readily salable, owing to very cheap labor in Japan. 

The equipment used is generally of American or Japanese manu
facture. There is very considerable production of such items as 
cranes, gasoline pumps, mechanical jacks, oil and grease guns, paint
spraying equipment, battery chargers, and welding outfits. There 
is every reason to believe that domestic production of these items 
will iI .. ~rease. It is certain that on the larger and less-complicated 
items domestic manufacturers will eventually monopohze the 
market. 

There is very little foreign competition with the exception of 
German hand tools, which are generally of good quality and con
siderably cheaper than American but with inferior design. Ameri
can products are expected to maintain their position with respect 
to these items. 
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The principal restriction on the use of mechanical equipment is 
the small size and limited cafital of most of the garages and repair 
shops and the availability 0 an adequate supply of fairly efficient 
labor at very low wages. This condition will continue to prevent 
extensive sales of the more expensive equipment and will limit the 
market for labor-saving appliances. 

Electric current is universally available to garages on an economi
cal basis for the operation of service appliances. 

Tires are almost invariably changed by hand; there is very little 
demand for mechanical equipment for this purpose. In all of the 
larger cities there are a number of shops whose sole business is tire 
aoepairing including retreading and similar work. 0 

Most ol the garages are now being operated by automobile dealers. 
This is a natural result of the extensive development of this market 
by the large American manufacturers, all of whom insist that their 
dealers install adequate service facilities. 

Most of the mechanics are far from properly trained, although this 
situation is sradually improving. 

Present dIStribution methods are fairly satisfactory, but there 
appears to be too many middlemen, resulting in excessive distribu
tion costs. There are a great number of small retail establishments 
but very few wholesale distributors or importing companies. Prac
ticalJy all of these latter companies already have a complete line of 
American products, which makes the placing of agencies for new 
American lines extremely difficult. The same remark applies to 
manufacturers' agents. 

Sales in this market should generally be made on the basis of 
letter of credit with terms of cash against documents for smaller 
companies and payment in 30 to 60 days for the larger and more 
reliable concerns. 

It is certain that increased use of motor vehicles will eventually 
create a market for better and more modern service and garage 
equipment. However, this market will be limited because of cheap 
labor and the fact that time is compar~tively unimportant. 

NETHERLAND EAST INDIES 

Demand for Replacement Partll Unf .... orable. Owing to Economic Conditions 
and Hold-OYer StMk_Aceeuories Declining-Little Progress in Auto
mobile Semce Facilities 

Trade COm ...... on .. Richard P. Beaclrea" Batam. 

Motor-vehicle registrations as of January I, 1931: 63.735 passenger cars, 
0.538 busses. 14,510 trucks, and 14,216 motor cycles. 

REPLACEMENT PARTS 

Ever since 1913 the Netherland East Indies have been a good 
market for replacement parts and accessories. Imports increased 
from 349,000 florins in that year to 4,199,010 florins in 1929. (One 
florin at par equals about $0.402 in United States currency.) 

Imports for 1930 suffered a decline in comparison with the pre
vious year, duelrimarily to the economic conditions which became 
increasingly ba as the year progressed, and also due to the large 
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carry-over of stocks from the preceding year. Further declines 
were registered during the first part of 1931 and it is thought that 
business for the entire year will be considerably below the level 
of 1930. 

There is a good demand for bolts, brake lining, bushings, spark 
plugs, pistons, gears, drive shafts, rims and rim parts; a fair demand 
for plain ball and roller bearings, clutch facing, springs, valves, 
radiator caps, piston rings, pinions, and starting and lighting gener
ators. The demand for driving and timing chains, fan belts, piston 
pins, body hardware and upholstery materials, as well as shims 
and shim stock, is small, and there is practically no market for 
stampings, forgings, steering wheels, and auto frames. 

Figure D.-Showroom of a large trader in automotive equipment at Surabaya. Java 

American manufacturers obtain about 58 per cent of the business 
in replacement parts, with Canada, England, Germany, Netherlands, 
Sweden, France, and Italy accounting for the great share of the 
remainder. 

The balance of this trade is controlled by four Chinese firms im
porting direct from the United States. There are three manufac
turers' agents who likewise obtain a good volume. Both the Chinese 
importers and the manufacturers' aO'ents sell to the small accessory 
dealers throughout the territory. (jarages operated by automobile 
dealers carry only small stocks and do not obtain the volume of busi
ness which they should. The only significant distribution trend is 
that the Chinese firms seem to be obtaining a larger volume of 
business. 

The usual terms offered by both American and foreign manufac
turers are 60 to 90 day documents against payment or documents 
against acceptanc~. 
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The leading distribution centers are Batavia, Semarang, Sura
baya, Medan, and Palembang. An American manufacturer with 
conne«;tiona in Batavia, Surabaya, and Medan"will have good repre
sentatIOn in this territory. BataVia covers the territories of Bantam, 
Preangerl.. Cheribon, Pekalongan, Banjoemas) Kedoe, South Suma
tral and .l"alembang. Surabaya covers Djoc]a, Solo, Madioen, Ke
din, Pasoeroean, Besoeki, Celebes, Bali and Lombok, Borneo, and 
Madura, while Medan covers North Sumatra. 

Price is increasingly of importance, and quality products are 
encountering more sales resistance constantly. This is due almost 
entirely to the current economic depression, and it is believed that 
just ~ soon as conditions improve quality bnes will sell well again. 
Foreign competitors have been successful in obtaining a small por
tion of this business by underselling American manufacturers. 

The only special requirements that American manufacturers 
should bear in mind when shipping to this territory are that elec
trical yroducts should be wired and insulated properly in anticipa
tion 0 the humid climate. Batteries should not be charged with 
acid prior to shipment, because, even though the acid is dumped out, 
corrosion usually takes place en route. If manufacturers of bat
teries insist upon charging before shipping they should be dry 
charged. 

There are no really effective advertising methods being used at 
the present time, most firms preferring to use advertising appropria
tion in the form of special discounts. Some firms have used appro
priations to defray the cost of distributing p'rice lists, while othera 
have inserted small advertisements in the dally newspapers. 

ACCESSORIES 

Ninety 'per cent of the demand for accessories in this market comes 
from natives operating taxicabs. The demand is decreasing rap
idly, owing to the fact that almost all necessary or desirable acces
sories are being included as part of the original equipment. 

There is a good demand for bulb and electric homs, but practi
cally all of the imports come from England and Germany. A fairly 
steady demand exists for. hand and mechanical j~cks; ll!-mp le~ses 
are in good demand but llDPOrts from Japan are mcreasmg, owmg 
to cheaper prices. Tire pumps and seat covers are in fair demand. 
There are small sales recorded of bumpers, heat indicators, rear-view 
mirrors, shock ab~orbers; speedometers, ti~. ~auges, w~d-shi~ld 
visors, and wind-shield cleaners. Small quantities of nons~ld chams 
are sold in south Sumatra, because of muddy roads; otherwlS8 the de
mand is practically nil. Glare eliminators have a small demand, 
with most impo~ts coming from Germany and J!lpan because ?f 
lower prices. Lights-head, rear, .stop, a.nd parking-are sold m 
small quantities, with imports commg.mamly from -!apan. Th~re 
is practically no demand for body hOists, !t0o~, radiator, and. tire 
covers, license plates, the~proof lo.cks, l~bnca~mg systems, radiator 
shutters and shields, taXllDeters,. wmdshl~ld wmgs, a~d car heaters. 
There is little demand for noveltIes, most Imports commg from Italy, 
France and Germany. Luggage carriers and trunk racks are not in 
demand, as they are all made locally. 
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The majority of the imported accessories are sold through exclu
sive distributors purchasing for their own account. Some American 
firms are being successfully represented by manufacturers' agents, 
but the trend seems to be toward exclusive distributors. 

Small stocks are carried, but the tendency at present is to work 
on the lowest stocks possible, many lines being worked on an indent 
basis. This condition will no doubt change, however. Owing to 
the fact that there is a shortage of agents in this field, companies 
handle several competitive lines, although effort is made to have 
as many diff.erent price, levels and qualities as possible. Usually 
the practice is to take one cheap, one middle, and one high-class 
product of the same type. 

Figure lO.-This' Javanese organization i. an important distribntor of American 
. automotive equipment In the East Indies 

The usual terms offered by both American and foreign manufac
turers are 60 to 90 days documents against payment or documents 
against acceptance. 

It is estimated that American manufacturers obtain about 70 per 
cent of the accessory business. Such products as bumpers, glare 
eliminators, bulb and electric horns, jacks, mirrors, tire pumps, wind
shield cleaners, windshield wings, radiator caps, and tools such as 
wrenches and sockets, have been imported in small quantities from 
GermanY1 France, Italy, England, and Japan. Most of these articles 
are practlCally equal to American products in quality, and, the prices 
range from 10 to 30 per cent cheaper. 
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Accessories are usually stocked by accessory dealers, although some 
motor-car dealers and garages carry small stocks. 

GARAGE AND SERVICE-STATION EQUIPMENT 

There has been practically no progress made in providing adequate 
automotive-service facilities in this territory. There are only two 
or three ~arages completely equipped. 

An Asiatic mecharuc is at best none toolfood, judged by American 
standards, and as a rule each garage usua y has at least one trained 
mechanic. 

Practically every kind of garage and shop equipment produced is 
needed here, such as special tools, high-pressure ~reasing, cylinder
boring machines, reamers, and brake-lirung machmes. 

J'1pre 11.-.A •• moe ltaUoa 1II1Dc Amerl... equipmeDt In far-otf Borneo 

There are several air compressors in use, but most of them have 
been imported by the oil companies for their own service stations. 
There are approximately nine auto lifts in the territory, most of 
which have been made locally; a fair demand exists for battery 
chargers, most of which are coming from Germany. There are no 
brake-testing machines in use, but it is believed that a small number 
could be sold. . 

Owing to the availability of cheap labor, it is doubtful whether 
car washers can be sold in this territory. Three or four cylinder
boring machines are in this territory: at presen~, and the market 
could stand a small number more. ThIS also applIes, as far as addi
tional sales, to cranes. Practically every size of garage tool is needed; 
the principal competitor in this line is Germany, which is selling a 
small quantity of wrenches, jacks, and vises. There is a small de
mand for hydraulic and mechanical jacks; also for high-pressure 
chassis-lubricating systems, but a much larger demand could be cre
ated for the latter items by intensive selling. 

80277-32-8 
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Oil and grease guns are in fair demand, with the chief competition 
being from Germany. A fair demand exists for oil-dispensing 
pumps; portable drills, with Germany as chief competitor; valve 
grinders; welding outfits, again the chief competitor being Germany; 
a small demand for paint-spraying equipment, but sales could be 
increased by proper advertising and sales methods; a limited demand 
for polishing machines; a small demand for reamers; good sale for 
wrenches, with the chief competitor being Germany. There is no 
market for .wheel-alignment equipment. Tire-repairing machines, 
including tire changers and vulcanizers, have small sale, but this 
could be enlarged considerably by intensive selling. There are three 
or four units of towing and salvaging equipment now in use, and 
these were made locally. It is doubtful that any appreciable volume 
of business could be developed for these articles. The volume of 
American equipment is small. 

Ramps and grease racks are made locally, as are gasoline tanks 
and air compressors. It is doubtful whether there will be any further 
expansion in domestic manufacture other than by the one company 
which is now making these articles for its own consumption. 

Some service-station equipment is being imported from Euro:{'e by 
a petroleum company for its own consumption, including such Items 
as tire gauges, air compressors, gasoline-pump stands, lubricating 
devices, and gasoline-pump globes. 

The demand is at present very small, owing to the fact that most 
mechanics are unfamiliar with many modern appliances and there
fore make no request of their employers to equip the garages with 
them. Electric current, even at the industrial rate of 8 cents per 
kilowatt-hour granted to garages, is comparatively high. 

Tires are changed mostly by hand tools, but there is a likely ma"rket 
for tire-repairing machines. TiJ;'e-repair shops are increasing in 
number, and there are now about 65 in this territory. 

Most garages are operated by automobile dealers, although there 
has been a slow development toward the establishment of independ
ent ~arages to provide high-class servicing, which usually can not be 
obtamed from dealers' garages. 

American manufacturers, in order to obtain a wide distribution 
in this territory, should endeavor to make a sales connection with 
one of the lar~e importing houses, which purchases for its own ac
count and redIstributes throughout the territory. Although manu
facturers' agents still obtain a good volume of this business, the trend 
seems to point toward the import houses making direct purchases. 
~his is 'particularly true <,>f the Chinese firm~, ~hich travel this ter
rItory thoroughly and WhICh have shown a; WIllingness to turn stocks 
at closer profits than their European competitors. It is recom
mended, however, that American manufacturers or a group of manu
facturers of good selling lines send a factory representative to this 
territory, because the volume of business available would make the 
trip worth while. 

The present distribution methods seem to be satisfactory, although 
automobile distributors are making strenuous efforts to have their 
dealers carry larger accessories stocks. It is doubtful that a general 
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mo\'(!m~~t in this direction will be successful, owing to the Chinese 
competitIOn. 

Credit should be extended to all reputable importers in this ter
ritory, because they in turn grant their dealers from 60 to 180 days' 
crec:!it., The usual terms in practi~ now are 60 to 90 days documents 
agamst payment or documents agamst acceptance, depending on the 
company. 

There is undoubtedly a rapidly growing need in this territory for 
better and more modern service and garage equipment. A manu
facture~ ,of a complete line of such ~oods, provIding its prices were 
competitive, could undoubtedly obtam a good volume of business by 
sending a factory representative to conduct an intensive selling cam
paign for 6 to 12 months. 

PALESTINE 

Demand Promiaing for ReplHement Parts and Sernee Appliane_Acees
BOI'7 Demand Inereasing-Ameriean Produets Supply Four-fifths of the 
Market Demand 

VI .. CouaJ B. Gordo. Mimllprode, J.nual ... 

Motor-vehicle registrations as ot January 1, 1931: 1,625 pa&Benger cars, 771 
bUBBell, 524 trucks, and 326 motor cycles. 

It was not until after the World War, and under the occupation 
of the country by the British, that automobiles were introduced to 
this market. The immigration of large numbers of Europeans and 
other foreigners in recent years, however, and their desire for the 
commodities to which they have been accustomed in their own coun
tries have led to a gradual change in the outlook for Palestine and 
the development of markets for many western products that had been 
unheard of only a few years before. 

The automobile made its first appearance in Palestine in 1920. In 
the decade that followed the demand for modem motor vehicles of 
all kinds, with the various replacement parts and accessories and 
garage equipment that inevitably follow them, has grown, slowly 
at first, but with increasing steadiness. The demand for parts and 
accessories has kept pace with that for the cars themselves and may 
now be considered as offering a very favorable potential market for 
manufacturers in a position to furnish articles of the character 
desired. 

The neighboring principality of Tratlsjordania may be considered 
as almost an integral part of Palestine, so far as the trade in auto
mobiles, parts, and accessories is co~cern~d. S.uch cars as are found 
in that country are to-day almost mvanably lID.ported from Pales
tine, the transactions bemg managed for the most part by the 
automobile dealers of Jerusalem, Jaffa, and Haifa. 

The natural features of the country and the severe wear to which 
most cars are subjected are on the whole similar to Palestine, so that 
the following observations upon the Palestine market may be taken 
to apply to Transjordania as well. 
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REPLACEMENT PARTS 

The replacement parts which appear to be most in demand at 
present are: Plain bearings, brake lining, bushings, clutch facing, 
driving and timing chains, fenders, springs, valves, pistons, piston 
pins and rings and rims and rim parts. There is very little com
petition from foreign firms, since American concerns enjoy between 
85 and 90 per cent of this business. Such foreign products as are 
found are' of English, French, German, and Italian makes and are 
as yet too limited to offer serious competition. 

There is a certain amount of domestic competition in the mending 
of springs, rivets, and other simple parts which are effected by 
village blacksmiths in some of the more remote districts. 

The favorite method of distribution followed by American firms 
is to obtain representation by responsible agents m Jerusalem and 
Jaffa, the two most important distributing centers in Palestine. 
These agents then manage the distribution, either direct to the con
sumer or through numerous subagents scattered in the smaller cen
ters. In this way automobile parts are finding their way to 
prospective purchasers, even in the most remote parts of the country. 

American firms usually require terms of irrevocable credit and 
payment for goods on consignment. Local merchants object strongly 
to the latter, however, and have sometimes succeeded in obtaining 
from 60 to 90 days' credit. 

The leadin~ distribution centers for automobile parts and acces
sories are Jana, Haifa, and Jerusalem, in which the western influ
ence is strongest and modern products appear to be most in demand. 

Most of the German and French companies in the market are 
seeking to compete with the American products by offering liberal 
~erms to local dealers. The terms. are from two to three months, 
but have as yet had little effect against the superior quality of the 
American goods. 

The most effective advertising would be done through local news
papers and magazines published in English, Hebrew, and Arabic, 
~he three official languages of Palestine. Window cards are also 
)ccasionally employed, but the volume of advertising is naturally not 
to be compared with that of the average community, of similar size 
in the United States. 

ACCESSORms 

The accessories which are most in demand at present are: Bumpers, 
shock absorbers, bulb horns, mechanical and hand jacks, lenses, lights, 
lubricating systems, tire pumps, tire gauges, and hand and electric 
windshield cleaners. 

About 80 per cent of the trade is of American origin, the rest being . 
distributed among the English, French, German, and Italian com
petitors. There is no domestic manufacture, and such foreign prod
ucts as are imported are unable to offer serious competition to the 
American firms. 

In most cases accessories are marketed by local dealers, who fre
quently represent both foreign and American concerns. These 
dealers distribute the accessories received either through subagents 
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or direct to the consumer. Stocks of accessories are generally carried 
by the leading dealers in Jaffa, Haifa, and Jerusalem, many of whom 
handle competitive makes. 

':fhe same terms are offered by the American firms in accessorie 
as lD parts. 

GARAGE AND SERVICE· STATION EQUIPMENT 

There has as yet been little progress in providing adequate service 
facilities. The garages are very primitive. 

Mechanics are reasonably efficient and in most cases are possessed 
of a considerable amount of practical experience in deahng with 
cars. There is a great lack of theoretical knowled~ and special· 
ization, but mechanics on the whole are as capable 10 Palestine as 
in most other communities of a similar character. 

The items for which there is greatest demand include garage tools 
of all kinds, jacks, reamers, valve ~ders, oil and grease guns, 
battery chargers, wrenches, and pamt·spraying equipment. It is 
conservatively estimated that at least 80 per cent of the automobile 
equipment in the various garages is of American make. There is no 
local manufacture of any garage or service·station items, nor is 
t!ft.re any possibility of such production in the future. 

The use of meclianical equipment is unfortunately hindered by 
cheap manual labor, by reluctance on the part of garage owners to 
invest in expensive equipment, and to a certain extent by the high 
price of electricity. In spite of these obstacles, however, there are 
still a number of garages in which electric machinery is employed 
and operated by alternating current of 220 volts. 

Chauffeurs and taxi drivers usually repair their own tires unless 
vulcanizing is required. Individual owners usually send their tires 
to repair shops or garages for repair. 

The best selling method has been found to be through manufac· 
turers' agents. This system has been in use throughout Palestine 
for some years and is considered highly satisfactory. The most 
logical distribution points are Jaffa, Haifa, and Jerusalem. 

Most of the garages in Palestine are operated separately by private 
owners rather than by automobile al!ents. The prospective market 
in Palestine for parts, accessories, and ga~e eqUIpment may, on the 
whole, be regarded as a promisinO" one. with the gradual improve
ment of economic and trade cond'itions under the British mandate, 
the demand for western commodities among the better class of natives 
is correspondingly increasing. The large and growing foreign ele· 
ment also naturally demands modern conveniences. As a result of 
these tendencies motor· vehicle registrations have increased despite 
the widespread economic depression. 

It is believed that despite the relatively low purchasing power of 
the majority of the population in the past, the steady economic im
provement taking place under. British adn~.mistrstion should furnish 
a promisinO" market for AmerIcan accessorIes, replacement parts, and 
garage equipment in the future. . 
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PERSIA 

Market for Parts and Accessories Practically Closed by Restrictive La,,&
Improvement in Garage and Service-Station Equipment Slow and Un
certain 

Vi"" Consul Henry S. Villard. Teheran 

Motor·vehicle registrations as of January 1, 1931: 4,500 passenger cars, 400 
busses, 4,900 trucks, and 450 motor cycles. 

REPLACEMENT PARTS 

Previous to the spring of 1930 the market for replacement parts 
in Persia was good, prospects for improvement were favorable, and 
American participation amounted to about 75 per cent. Almost 
all varieties of parts were in demand, although relatively more 
spark plugs, valves, piston rings, pistons, and drive shafts were 
required than any other item. 

Distribution was generally by automohile dealers, although there 
were many small importers of various merchandise who more or 
less specialized in replacement parts. Teheren was the chief dis
tribution center, with Isfahan, Bushire, Ramadan, Kermanshah. 
Resht, Tabriz, and Duzdab also of some importance. . 

Since American motor vehicles constituted about 80 per cent tf 
those operating in Persia, there was little foreign competition. 
Terms offered to distributors and dealers were as a rule 25 per cent 
cash with order, balance against documents at a Persian port. 

Beginning with the emergency law of February 25, 1930, how
ever, the Persian Government instituted a complicated set of restric
tions on the sale of foreign exchange, which seriously: disrupted 
the market for replacement parts. Owing to the inabIlity of im
porters to remit exchange in payment for their orders abroad, the 
supply of parts was drastically curtailed, and many second-hand 
vehicles were dismantled and the pieces sold as spare parts. New 
importations were dependent on the amount of exchange which 
the dealer was able to purchase, but the difficulties became so great 
that at the end of the summer of 1930 practically no further orders 
were being placed. 

The restrIctive measures culminated on February 25, 1931, with 
the passage of a law giving the Government a monolopy on the 
entire trade of the country. Certain articles, such as luxuries, were 
to be imported by the Government itself, while the right of impor
tation of other goods was granted to persons who exported an exact 
equivalent of Persian commodities. Furthermore, an import quota 
was set for the principal items composing Persia's foreign purchases, 
beyond which no goods could be brought into the country. 

The import quota for the first three months of the Persian year 
1310 (March 22-J une 21, 1931) permitted a total of 3,225,000 rials 1 

for wagons, carriages, trucks, busses, motor cycles, bicycles, and 
"spare parts for vehicles and conveyances of every description." In 
other words, no separate classification is made for automobile replace
ment parts, but they are included in the quota for trucks and busses. 
It is stated that tires are also included in this quota. 

'See following paragraph. 
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The above allotment, it will be noted, is made in rials, the rial 
being the new unit of currency adopted by the law of March 18, 
W3Ul 'Yhich provided for abandonment of the silver standard by 
PersI!l !n favor of the gold. Progress to date, however, in making the 
transItIon has been very slow, and the rial is still at present a theo
retic~l coin, although it is hoped to place some of the coins in cir
culation during the current year. The value of the rial is held 
to be equivalent to 4% krans, at which rate 3,225,000 rials would 
equal 14,514,500 krans, or, at the present official rate of exchange, 
$782,875. 

The market for replacement parts may, therefore, in the three 
months mentioned, be considered as that portion of $782,875 which 
is not allotted to the importation of trucks, busses, motor cycles, 
bicycles, and other articles included in the above category. There 
is no way of telling how the quota will be divided, except that it 
will probably be filled in the order of application for permits. 

It is understood, of course, that permits for the importation of 
~oods under the quota are entirely contingent upon an undertak
mg to export an equivalent amount in Persian commodities. In 
the case of imports prior to June 23, 1931, the undertaking must 
have been fulfilled by August 23, 1931. After June 23 an import 
permit is granted only upon the presentation of a certificate show
mg that the goods have actually been exported. 

It is impossible to foretell the quota for the three months after 
June 21, but many dealers believe that under the present onerous 
conditions of trade no imports whatever will be attempted. 

ACCESSORms 

The same observations made in respect to replacement parts apply 
in the case of accessories. Accessories are generally stocked by car 
agencies or by importers of miscellaneous foreign ware, but the 
market for such products may be deemed to be even less at ~resent 
than for parts, as only the most necessary articles are granted Import 
permits. Great Britain is the leading competitor. 

GARAGE AND SERVICE-STATION EQUIPMENT 

Progress in providin~ adequate servi~e facilities for automobiles 
in Persia has been slow, out compared WIth a few years ago a decided 
improvement is noticeable. There is one American mechanic in 
Persia, residing in Teh~ran and ~mplo~e.d by.an English automobile 
importer; he is well tramed and IS faIDlliar WIth most makes of cars. 
Other mechanics are not so well trained, though there are a few 
who have studied at American plants. 

Modern service equipment is on the whole scarce, although efforts 
have been made by some enterprising garages ~o import a few articles 
of American manufacture. There IS a growmg number of garages 
in the country, for the most part operated by independent owners. 
Tires are changed with hand tools. 

Inasmuch as garage equipment is not mentioned 011 the i~port 
quota, it is considered doubtful whether any market at all eXIsts at 
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present. The rules and regulations of the trade monopoly law hava 
not yet been fully worked out, of. course, but in any case there seems 
little likelihood of permission being granted for the importation of 
any article not on the published list. 

PHILIPPINE ISLANDS 

Assistant Trade Commissioner Clarence Po. Harper. Manila 

A Steady Demand Exists for Replacement Parts-Novelty Lines and Acces
sories Meet with Excellent Sales, Although Others Do Not Find Any Great 
Demand-Market for Garage and Service-Station Equipment Steadily Im
proving-American Products Control the Market 

Motor-vehicle registrations as of January 1, 1931: 22,831 passenger cars, 2,800 
busses, 11,418 trucks, 387 motor cycles. 

The free-trade relations which exist between the Philippine Is
lands and the United States give American products an advantage 
here which foreign manufacturers have been unable to overcome. 
Consequently practically 100 per cent of all imports of parts, acces
sories, and garage equipment is brought in from the United States 
by local firms acting as agents and distributors. 

There are two factors of outstanding importance which must be 
taken into consideration. The first is that this is wholly a hot
weather market, and, second, that the retail distribution of the 
bulk of parts and accessories in the provinces is in the hands of 
Chinese merchants. 

While the details of retail distribution ordinarily should be left to 
the local importer, the manufacturer should be extremely careful to 
select one which has provincial connections, if maximum distribution 
is to be expected. 

Automobile dealers in Manila, with branches in Cebu and Iloilo, 
are usually excellent outlets tor these products, as they are generally 
called upon to service the cars they sell and must carry in stock a 
large supply of spare parts for the purpose. These concerns will sell 
wholesale or retail to any dealer in the islands, but their biggest 
outlets are probably through their own service departments and 
provincial agents. 

Another method of distribution is through the spare parts and 
accessory dealers, of which there are several in the Philippines. 
These concerns handle chiefly the fast-moving parts and are able 
to obtain a much larger turnover annually than the car dealers. In 
order to be able to give first-class service to the automobiles sold, 
the car dealer must also stock for retail the slow-moving parts as 
well, which means that about 90 per cent of his capital is tied up 
in stocks having a very slow turnover. His overhead, consequently, 
is higher and he is unable in many cases to adjust prices to meet 
competition with those firms which specialize only in fast-moving 
items. 

Most Manila importers of any importance, whether car dealers 
or spare parts and accessory dealers, arrange their provincial dis
tribution either through especially appointed subagents or Chinese 
merchants who usually carry a WIde range of general merchandise. 

A third means of placing automobile parts and accessories is 
through manufacturers' agents who obtain exclusive distribution 
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rights to particular lines of "imitation" parts and solicit orders 
o~ a!l inJen~ basis. Almost any ~lanil!, agent who handles stock 
will mdent direct to the purchaser If deSired, and many transactions 
are handled in this manner. 

The terms to local companies of good standing are usually 60 to 90 
days, documents against payment, but to most native or Chinese firms 
an irrevoc~ble letter of credit is required. Terms on stock supplied 
from Mamla are usually based on the merits of the individual firm. 

The Philippine Islands are rapidly being covered with a network 
of motor-transport lines operated by companies and individuals of 
both large and limited means. Under stress of competition, however, 
smaller companies are being gradually absorbed by the larger ones, 
many of which have found it advantageous to purchase ~aral!e and 
shop equipment directly from the manufacturers in the UOlted States. 
A few also hold their own agencies for certain lines. 

The lar~ oil companies m the Philippines have been active in 
erecting 011 stations to which they furnish their own equipment 
obtained from the United States. These stations are invariably 
supplied with the most modern machinery and tools available. 

REPLACEllENT PARTS 

There has been a steady trade in parts and accessories during the 
10-year period since 1921, and with the exception of the year 1929 
when the total imports were utlUsually high, the yearly trade has 
ranged between 1,000,000 and 2,000,000 pesos. 

Parts most in demand are ball and roller bearings, brake linings, 
clutch facings, fan belts, spark plulr-', springs, valves, pistons, piston 
pins and rinif!!S' gears, pinions, dl"lve shafts, rims, and rim parts. 
These maya be considered in the class of fast-moving parts, which 
are handled by all importers selling automobile parts and accessories. 

There is no competition from foreign sources, and practically no 
items are made locally. 

The leading distribution center of the Philippines is Manila, but 
Iloilo and Cebu can be considered as secondary centers. Manila 
firms usually have subagents in the two other cities and supply them 
stock from Manila or have it shipped directly from the American 
manufacturer on indent orders. It is not believed wise for an Ameri
can manufacturer to J!l'ant an exclusive agency to firms whose 
activities cover only Doilo and Cebu as their capital and organiza
tion will probably be insufficient to give maximum distribution to 
any product. Manila, on the island of Luzon, takes probably 65 to 
70 per cent of all automotive products entering the Philippines, 
which makes it obvious that a Manila firm capable of island-wide 
distribution should by all means be first choice as an agent. 

The leading distribution methods employed in this trade are 
throu"h motor-car dealers, parts and accessory dealers, and manu
{actu;'ers' representatives. AlI these firms, with the possible ex
ception of the manufacturers' a_gents, have traveling salesmen 
in the Provinces who contact the Chinese merchants and provincial 
subagents. . 

The usual terms offered to distributors and dealers are 60 to 90 
days documents against payment. Most native or Chinese firms are 
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required to furnish irrevocable letters of credit when they import 
directly from the manufacturer. 

There are very few garages, strictly speaking, in the Philippines, 
as most repair work is performed by the dealers, who maintain large 
shops for the purpose. There appears to be a distinct preference 
among native firms for low-priced car parts, which, in most instances, 
are obtained from parts and accessory dealers at lower prices than 
the car importers are able to offer. 

Very little advertising is carried on for replacement :parts, 
although some firms maintain direct mail contact with provrncial 
dealers, keeping them informed constantly of price changes and new 
()ffers. Direct personal contact is the most effective, however, and 
the larger firms endeavor to follow this method. 

ACCESSORIES 

The demand for accessories in the Philippines is excellent for 
novelty lines. Filipinos are very fond of such items as novelty 
horns, lights, mirrors, and other accessories which may enhance the 
decorative appearance of their cars or produce unusually weird 
noises. This desire for car decorations is also frequently exempli
fied by the manner in which many cars are painted. Unless an 
accessory is of a type which would add in some way to the attractive
ness of the car, or is capable of a new noise, it would be unlikely to 
find any appreciable demand in the islands. 

Accessories most in demand are electric horns, hand and mechan
ical jacks, lenses for lamps, tire pumps, tire gauges, windshield 
cleaners, and novelties. There is a fair demand for such items as 
nonskid chains, lubricating systems, and mirrors. 

There is no domestic or foreign, competition in this market. . 
Accessories are marketed in the same manner as parts, namely, 

through exclusive agencies to commission agents or· car dealers. 
There is evidence that the parts and accessory dealers probably find 
wider distribution than any other type here. Stocks are· almost 
always carried, and one occasionally finds that competitive lines are 
handled by the same company. It is believed that the parts and 
accessory dealers and automobile dealers through whom the bulk of 
accessories are distributed, adequately cover the market at the present 
time. 

The usual terms in this trade are the same as in accessories and 
spare parts, namely, 60 to 90 days. Accessory stocks are carried by 
car agencies and accessory dealers only. 

GARAGE AND SERVICE· STATION EQUIPMENT 

Since Manila is the principal center of distribution in the Philip
pine Islands and all automobil'e agencies are located there, it is pos
sible to obtain fair garage service in the city. However, in the pro
vincial district and in Iloilo and Cebu the service is very poor, owing 
to the lack of trained mechanics and necessary facilities. Even in 
Manila one seldom finds a first-class mechanic. Untrained workmen 
are largely employed in sho1?s' without adequate supervision. How
ever, there appears to be a slIght tendency now to improve service in 
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view of the inc~asing competition among automobile dealers, since 
IiUbsequent servlcmg can be made an excellent sellina point in favor 
of any firm which can supply it. '" 

Properly trained mechanics are difficult to secure, and there is sel
dom more than one or two in each of the service shops. 

The gara",<>e and shop equipment most needed includes air com
pressors, auto lifts, battery chargers, gara~e tools, hydraulic and me
chanical jacks, high-pressure chassis lubrlcatin~ and grease-dispens
~ systems, oil and grease guns, paint-spraymg equipment, valve 
gnnders, and wrenches. There is a fair demand for such items as 
portabl~ drills, reamers, cranes, and wheel-alignment equipment. 

?~actlcal1'y 1<.>0 per ~t of the equipment used is of American 
orlglD_ There IS very little local manufacture, but a few articles, 
such as grease racks, benches, motor and axle stands, and cranes, have 
been made by one or two local companies. It is improbable, however, 
that domestic manufacture in this type of equipment will ever assume 
any importance in the Philippines. 

The only restriction on the use of mechanical equipment is the 
cheap labor available and inexperienced management. Considerable 
hand work is done in shops, particularly in the provincial districts, 
which in the United States and Europe would be performed by 
machinery. 

In ~Ianila, Cebu, and noilo, electric current is available for all uses 
24 hours a day but in most of the provinces current is supplied only 
during the night on a 12-hour basiS. There is a tendency, however, 
to f!radually give 24-hour service whenever the demand warrants it. 

The present method of changing tires is by hand tools. Tire re
pairing is done by chauffeurs in provincial districts and small towns, 
and in Manila it is usually pl'rformed by the repair shops. The 
majority of the garages in the Philippines are operated by automo
bile dea)ers. 

The principal distribution areas in the Philippines are lIanila, 
which covers the Island of Luzon, and Cebu and noilo, from which 
are worked the Visayan Islands and Mindanao. 

In the absence of direct American traveling representatives, the 
best sellina method for this equipment would be through jobbers or 
manufactJ'rers' agents. Probably in the case of this type of equip
ment the manufacturers' representative would be better situated to 
cover the trade than other concerns, since he can caIr personally on 
garages or car dealers who have need for such equipment. However, 
there are a few spare parts and accessory dealers in Manila who stock 
such equipment and who would undoubtedly !>e excellent conta~ts for 
such lines if an agency could be conc!uded With them. There IS also 
a limited number of firms engaged 1D the sale of automotive parts 
and garage equipment, the majoritr of whom already have con!acts 
in the United States or can order directly from a manufacturer If an 
agency arranaement is not desirable. 

The custo~ary terms of selling to this market are 60 to 90 days 
documents against payment to reputabl'e houses, and irrevocable let
ter of credit to all others. 

There appears to be a growing recognition in the Philippines of 
the need for better and more modern service and garage equipment, 
wliich is evidenced from the type of equipment installed by the 
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various oil companies and others in their erection of oil stations in 
Manila and provincial towns. There is also a strong tendency for 
local garages to replace any obsolete equipment with the most mod
ern type available. 

SIAM 

Small Demand for Replacement Parts and Service Appliances, with Acces
sory Requirements Declining-American Products Supply Three-Fourths 
of the Demand-Increasing Competition from European Sources 

A .. istant Trade Commissioner Joe D. Walstrom, Bangkok 

Motor-vehicle registrations as of January 1, 1931: 4,272. passenger cars, 792 
busses, 2,057 trucks, and 414 motor cycles. 

During the past five years there has been a satisfactory importation 
of parts and other equipment 'into Siam, although the market is 
relatively small, and no abnormal expansion in this direction may be 
anticipated. 

One of the most important factors which limits the future expan
. sion of the automotive business is the relatively small amount of 
improved highway mileage. According to official estimates, there are 
at the present time 441 miles of improved road in northern· Siam, 
326 miles in central Siam, 33 miles in southern Siam, and 123 miles 
in the city of Bangkok, or a total of 923 miles. In this connection it 
may be said that Siam has an excellent system. of Government-oper
ated railways, and the policy is to allow preference to the railways 
in any scheme of national t.ransportation development. Consequently 
most of the highways outside of Bangkok serve as feeders to the 
railway lines. 

In addition to the improved highway mileage mentioned above, 
there are numerous bullock and cart roads which are passable at 
certain times of the year. During the dry season it is possible to 
travel long distances across the flat rice fields, so that the total high
way mileage mentioned only partly indicates the extent of auto trans
port. At the same time, however, there are no highways connecting 
Bangkok with the other parts of Siam, and the cars in the city are 
thus restricted in their operations. 

REPLACEMENT PARTS 

It is difficult to say what items are most in demand, although, with 
the exception of stampings, forgings, body hardware, and body up
holstery, practically all replacement parts are imported to a limited 
extent. The trucks which are used upcountry in connection with 
transporting rice account for a good portion of the business in spring 
replacements. 

The Siamese customs figures do not accurately indicate the country 
of origin but merely the place in which the goods were last owned, 
so that these statistics indicate that the share of motor-car parts 
cominO' from the United States is less than 50 per cent of the total. 
As a ~atter of fact, however, a good portion of imports from Singa
pore consist of American repl~ce~ent pru:ts, and imports f~om 
Netherland India and Canada IIkewlse conSIst mostly of Amerlcan 
replacement parts from foreign assembly plants. 
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On motor-car units originating in Europe the use of American 
replacement farts is rare. On the American units it is believed that 
90 per cent 0 the parts originate in the United States . 

.Aside from body upholstery material and hardware there is no 
domestic competition. Foreign competition is encountered in bolts, 
brake lining, valves, piston pins, and rings. Most of these have been 
coming from Denmark, although Italy and Germany have recently 
entered the marketl Germany, especially, supplying replacement parts 
for the small popwar types of American passenger cars. The prices 
of these European replacement parts are slightly lower, although the 
main inducement to the local importer is more liberal credit terms. 

ACCESSORIES 

The imports of automotive accessories have steadily declined during 
the last three years. The principal reason for this decline is the fact 
that increasing numbers of cars have been coming in more fully 
e~uipped, and the need for accessories has consequently declined. 
Slam is essentially a price market, and since most accessories might 
be considered as luxury items the demand may be said to fluctuate in 
proportion to the country's prosperity. 

The following items are in most demand: Bulb and electric horns, 
hand and mechanical jacks, tire pumps, shock absorbers, tire gauges, 
windshield cleaners, and small electric bulbs. To a lesser extent, 
lubricating systems, license plates, mirrors, novelties, and radiator 
heat indicators are also imported. There is little or no demand for 
body hoists, bumpers, chams, glare eliminators, theft-proof locks, 
luggage carriers, trunk racks, radiator shutters and shields, speed
ometers, taximeters, windshield visors, windshield wings, or car 
heaters. 

In the year 1929-1930, about half of the accessories were imported 
from the United Kingdom alone. However, a considerable part of 
this business was due to motor-cycle accessories. Of the accessories 
which are sold exclusively for motor vehicles, about 70 per cent comes 
ori:rinally from the United States. 

The only domestic competition from the standpoint of accessories 
is in covers for seats, radiators, hoods, and tires. The principal for
eign competition comes from Great Britain-, especially in such items 
as license plates, horns, and foot pumps. Lately the Japanese have 
been getting most of the business in lamps for head and taillights, 
their prices being reported at 60 per cent under their competitors. 

GARAGE AND SERVICE-STATION EQUIPMENT 

Several Bangkok automobile firms give satisfactory service in 
their garages at the present time, but in the many small repair shops 
and garages very little progress has been made in this direction. The 
averaO'e mechanic has obtained his training through experience. 
Very b few, if a~y, of the';D have atte~de.d mechanical schools or re
ceived any outside educatiOn along thIS lme. 

Shop and garage equipment most in demand consists of battery 
chargers, jacks, small tools, paint-spraying equipment, tire-repairing 
machines, and valve grinders. 
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About three-fourths of the equipment now employed is of Ameri
can origin. None of the garage equipment now in use is made locally, 
and it is improbable that any activity in this direction will occur III 
the near future. -

The principal foreign competition is confined to three or four 
items. It is estimated that over half of the battery chargers come 
from Europe, mostly Great Britain, Germany, and France. About 
40 per cent of the jacks, both hydraulic and mechanical, come from 
Europe, usually Great Britain. American wrenches are said to be 
too expensive, so that most of these are of German manufacture. 
Welding outfits have been coming from France. 

-The statement made above concerning certain items most in de
mand does not mean that there will be any large possibilities in the 
near future for the sale of such equipment. In fact, there seems to 
be a lack of any further recognition for better and more modern 
garage and service facilities. One reason is because the market is 
comparat~vely small and the four or five garages which do satisfac
tory repaIr work are apparently adequate for the number of cars to 
be served. The smaller repair shops are operated on very little capi
tal, and the owners do not have the means to purchase additional 
equi~ment. Furthermore, there has been very small demand for" rush 
jobs, ' and car owners are inclined to be lenient about the lepgth of 
time it take3 to do repair work. 

The cost of electric current is high compared with most other cities 
in the Orient. 

In changing tires, hand tools are used exclusively, and most tire 
repairing is done in the small Chinese shops. 

The few up-to-date garages are operated by automobile dealers, 
and most of the important repair work is done at these places. There 
are also many small Chinese and' Siamese repair shops, patronized 
largely by taxi drivers and owners of the lower-priced cars, but such 
places are not in a position to install adequate garage equipment. 

The merchandising methods of the replacement parts, accessories, 
and garage equipment are so similar that they may be considered 
under one heading. 

Practically all automotive equipment is imported through Bang
kok, where the majority of the cars are to be found. There are a 
few small towns in northern Siam, such as Korat, Chiengmai, and 
Lampang, which serve as distribution centers to a much smaller ex
tent, but these places obtain all of their requirements through con
nections in Bangkok, usually the large auto dealers and one or two 
firms dealing especially in automotive equipment. 

It is estimated that 75 per cent of all American replacement parts 
and accessories are purchased from manufacturers' representatives. 
The larger importers have their direct connections in the United 
States, but one or two of the manufacturers' representatives main
tain active offices in Bangkok, and several more have traveling 
representatives who make periodic calls. 

There is no definite trend toward distribution of parts and accesso
ries by automobile dealers, although on account of the small market 
mo~t dealers have always carried and distributed small stocks. Like-
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.·ise, &C\.--essory shops often carry stocks of replacement parts for 
the more popular cars. Dealers, on the other hand, rarely carry 
replacement parts except for the make of cars which they represent. 
~ccessories ar:e sold through specialty dealers, although auto agen
CIes and repaIr sho~ also carry small stocks. Local firms seldom 
carry accessories whIch are directly competitive to others which they 
may stock, although occasionally one may find a low-priced and a 
hifYh-priced item of the same ty~ of accessory. 

'fhe market is highly competitive, and a surprisingly wide variety 
of articles may be obtained. Local retailers experience no difficulty 
in locating a source for any particular item, and distribution chau
nels cover the market thoroughly. 

The market has apparently not been deemed large enough to war
rant any expensive outlay to extend the sale of anyone product 
by advertising. Advertising in the English and Siamese newspapers, 
and by means of window posters, placards, and other outdoor signs 
would all be effective, although it IS difficult to say which particular 
one of these media would bring the best results. 

There are one or two reasons which enable European manufac
turers to compete with the American replacement parts, accessories, 
and service equipment, although the latter are ver., favorably re
J!&rded because of their quality. The first of these IS price; certain 
European automotive products vary from 10 to 50 per cent under 
the prices quoted by manufacturers in the United States. Japan 
also is a possible contender for some of this trade. In every line in 
which the Japanese compete their prices seem to be considerably 
below those of European or American firms, and they have already 
entered the market in a few accessor., lines. 

Perhaps the greatest incentive whIch the Siamese importer has for 
buyin~ European goods is the liberal credit terms offered. Whereas. 
AmerIcan manufacturers or their representatives offer 30 to 60 day 
documents aQ1linst payment, European firms almost invariably quote 
documents :gainst acceptance terms, and sometimes for 90-day 
periods.· At this time, however, it is believed that American export
ers should continue with the credits they are now offering. At this 
time, when Siam is undergoing a serious economic depression, the 
liberal credit terms and lower prices offered by forei~ manufactur
ers are an inducement to buy other than AmerIcan products. 
The country's exports have been considerably !-"8duced in v~lue and 
the purchasing power of the people. has. dechned proportlonatel~. 
This, however, is only a tef!1porary' SItuatIOn. As yet, the compeb
tion from foreign autom.ot.lve eqUIpment has not s.hown any great 
advance, and it is the oplDlon of ~angkok automotIve fir~ t~at as 
long as American motor cars dOf!11nate th~ market the ~aJorIty .of 
parts, accessories, and garage equIpment will be of AmerIcan orIgin. 
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SYRIA 

Demand for Replacement Parts Increasing, Accessories Low, Service Appli
ances Limited-American Participation in Replacement Parts and Service 
Appliances Heavy; Accessories Low-Increasing Domestic Competition in 
Replacement Parts 

Vice Consal NeUe B. StopdaU, Beirut 

Motor-vehicle registrations as of January 1, 1931: 8,808 passenger Cal'S, 2,166 
trucks and busses, and 321 motor cycles . 

. Syria, as covered in this survey, includes all the territory of 
the Levant under French mandate, comprising the Lebanese Repub
lic, the State of Syria, the Government of Latakia, the Government 
of the Djebel Druze, and the autonomous Sanjak of Alexandretta. 

REPLACEMENT PARTS 

The trade in replacement parts sprang up in 1919 when automo
biles were popularized, and ever since that time the market has grown 
steadily in proportion to the increase in the number of motor ve
hicles In operation in this territory. 'Whereas in 1920 there were 
no more than 200 passenger cars and trucks, the registrations at the 
end of the year 1930 numbered 10,246 cars and trucks. 

An obstacle which recently impeded the growth of this trade was 
the increase of import duty on replacement parts from 25 to 45 per 
cent ad valorem by decree No. 3267 of September 2 1930. The im
mediate effect of this decree was to encoura~e chauffeurs owning old 
models of cars to take them to pieces in ora.er to sell the parts with 
profit, thus competing with local importers of replacement parts. 
However, this must be regarded .as a purely temporary situation in 
that the specific duty on new cars, which amounts to the equivalent 
of 45 per cent ad valorem or higher, makes it unprofitable to replace 
an old model with a new one. 

The items listed according to their demand are brake lining, fan 
belts, spark plu¥,s, piston rings, ball and roller bearings, gears, pin
ions, drive shaUs, valves, pistons and piston pins, clutch facing, 
springs, and batteries, bolts, bushings, plain bearings, radiator and 
gasoline tank caps, rim and rim parts, driving or timing chains, con
necting rods, and body upholstery material. Such items as stamp
ings, body hardware, forgings, steerin~ wheels, auto frames, shims 
and shim stock, and starting and lignting generators are not in 
demand. 

It is estimated that 85 per cent of the motor cars in operation are of 
American origin, but that 96 per cent of the replacement parts sold 
are American made, since the reputation of American batteries and 
other parts is so good that many of those operating foreign-made 
cars purchase replacement parts manufactured in the United States. 

Foreign manufacturers are making an energetic effort to intro
duce their lines into this market, but as yet their greatest success has 
been in taking over 25 per cent of the trade in brake lining, fan 
belts, and ~park plugs. Brake lining and fan belts are supplied 
chiefly by German firms, and spark plugs are supplied by French 
and German companies. In general, this success may be attributed 
to lower prices and easier terms. 
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Although the local supply is very small, importers al'e beginning 
to notice Its competitive effects. Springs are made locally by black
smiths and sell at a price 50 per cent below those imported from the 
United States. The local springs are now supplying about 50 per 
cent of the demand, The shafts for heavy trucks are made locally 
uclusil'ely, and domestically produced bushings represent 20 per 
cent of the sales in this line. 

The exclusive distributor for the mandated territory is usually 
appointed from among Beirut firms, and subagents are· appointed 
in Damascus, Aleppo, and the other towns of Syria, The Beirut 
distributors frequently send traveling salesmen to visit the other 
cities in order to book orders which are filled from the Beirut ware
houses. The distributor usually acts as wholesaler and retailer at 
the same time, and only a few firms have conducted their business 
on a commission basis. The latter method has proved less success
ful in that commission merchants generally refuse to extend credit 
to the retailers, who are usually too poor to place orders on a cash 
basis, whereas the wholesaler keeps a stock of goods on hand and 
is in a position immediately to furnish garages and retailers with the 
parts required and is able to grant them several days' credit . 

. French, German, and Italian firms grant from 60 to 120 days' 
credit, but most American firms ship a/?ainst documents in Beirut, 
although a few grant from 60 to 90 days credit. 

The three distribution centers in Syria are Beirut, Aleppo, and 
Damascus, the first of which is the most important. 

About ~5 per cent of the total trade in replacement parts is han
dled by automobile dealers who obtain, direct from the automobile 
manufacturers, miscellaneous parts which are often not supplied by 
other manufacturers. 

J..'oreign manufacturers recently notified distributors that prices 
had been reduced 30 per cent. Credit terms have not changed. 

During the past year considerable space has been given to state
ments that motor cars are ruining SyrIa in that too large a portion 
of its small wealth goes abroad for the purchase of automobiles, tires, 
spare parts, gasoline, and oils. These views were given practical 
application by the decree No. 3267 of September 2, 1930, which in
creased the duty on passenger cars and on their spare parts and 
accessories to nearly twice what it had been formerly. 

Since the enactment of the new tariff, American automotive im
ports do not appear to have suffered, at least in relation to French 
and European makes, in that they have not only maintained but 
have strengthened their former predominance, winning 90 per cent 
of the sales during the last six months of 1930 as compared with only 
about 85 per cent during the first part of the year. 

American parts enjoy a long-established reputation of excellent 
quality, superior to that of European makes, but European .manu
factures have succeeded because of their lower prices in takinO' a 
flhare of the trade which was a few years ago exclusively in the 
hands of American companies. It must be appreciated that price 
is a very important factor in Syria, where the purchasing power of 
the population is very low particularly with taxi drivers, who earn 
only a mea~er live~ihood a~d ,!ho constitute about ~O,per cent of the 
car owners In SyrIa. TaXI drIvers are almost all Ilhterate. There-
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fore, printed advertising literature is believed to be ineffective. It 
is suggested, on the other hand, that small articles, such as knivest 
cigarette lighters, and ash trays bearing the trade-mark, a picturet 
and the name of the company advertising may be used to distribute 
among chauffeurs. . 

Because competition between automobile dealers is exceedingly 
keen and frequently unfriendly, these dealers do not like to purchase 
replacement parts from one another. It is believed, therefore, that 
agents who handle only replacement parts, accessories, tires, or such 
articles can distribute parts better than the dealers. 

ACCESSORIES 

The demand for automotive accessories in Syria has always been 
exceedingly small, but.recently it is said to have decreased owing to 
the impoverishment of the taxicab drivers, whose trade has suffered 
from the general economic depression. Chauffeurs constitute 90 per 
cent of the car owners in Syria, and the taxi rates are so low, owing 
to keen competition, that they are able to earn only the scantiest 
livelihood and are unable to buy anything for a car other than the 
parts strictly necessary for its operation. 

Accessories most in demand are given below according to the 
numerical quantity of sales rather than value, the chief countries 
of supply being mentioned in parentheses: Bulb horns (France the 
exclusive supplIer) ; electric horns (United States 70 per cent, France 
15 per cent, Germany 15 per cent) ; hand jacks (United States 65 per 
cent, Germany and France 35 per cent); tire pumps (United States 
25 per cent, Germany and France 75 per cent); headlights (France 
the exclusive suppher); wind-shield cleaners, hand and electric 
(American); taximeters (France the exclusive supplier); glare elim
inators (France the exclusive supplier); rear and stop lights (Amer
ican); bumpers, wind-shield visors, shock absorbers, and speedom
eters (cars arrive equipped with them, and very few are marketed 
locally); tire gauges (offered as advertising matter); luggage car
riers and trunk racks (made locally); mirrors, rear view (made 
locally); seat covers (made locally); license plates (furnished by 
public works department for a small fee). 

Body hoists, nonskid chains, heat indicators, radiators, mechanical 
jacks, lenses, lamps, parking lights theft-proof locks, lubricating 
systems, radiator shutters and shields, wind-shield wings, noveltiest 
and car heaters are not handled to any great extent in this market.. 

Only 25 per cent of the accessories sold in Syria are of American 
origin. France and Germany are said to share in supplying almost 
75 per cent. Only a few automotive accessories are produced 10callYt 
namely, luggage carriers, and trunk racks, rear-view mirrors, and 
seat covers. 

Accessories are usually imported by commission merchants who 
book orders from local retailers. Wholesalers of replacement ~arts 
handle some but not most accessories. As the demand is so relatIvely 
small, it would be difficult to find a distributor who would import 
on his own account and carry a permanent stock. It seems satis
factory, therefore, that a Beirut commission merchant be appointed 
exclUSIve agent to receive a fixed commission from the exporter 
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or the manufacturer. Under these circumstances a cautions credit 
policy with regard to ultimate customers is advised. 

Very frequently the same firm handles competitive lines, but in some 
ca_and this practice is recommended-the agent handles a cheap 
and an expensive make of the same article, but not different makes 
ha ving the same price level. 

The present method of distribution, as described above, is consid
ered adequate for the present limited market, but if there is a 
marked increase in demand it would probably be advisable that 
agents import on their own account and carry a permanent stock 
of goods. . 

European firms grant from 60 to 90 days credit, and American 
firms usually grant the same, although a few American companies 
grant up to 120 days credit to compensate somewhat for their higher 
prices. 

Small stocks are usually carried by the local retailers and also 
by wholesalers of replacement parts, and by motor-car distributors. 

GARAGE AND SERVICE-STATION EQUIPMENT 

Until very recently there were no well or modernly equipped 
garages or service stations in this territory, but about a year ago a 
local dealer in replacement parts, who. also operates a garage, 
"isited the United States and there purchased complete up-to-date 
equipment for his garage and secured agencies for the distribution 
of slInilar equipment. When his installation was completed other 
local dealers promptly imitated him. In consequence a relatively 
brisk trade in such equipment sprang up. However, local garage 
owners are relatively poor and have so little capital to invest that 
it is not believed that this trade will amount to much, at least in 
the near future. 

There are very few persons in this part of the world who are 
trained mechanics, but since the fopularization of automobiles, it 
has been necessary for a number 0 employees in garages and work
shops to gain some mechanical knowledge through practical expe
rience. The few trained mechanics employed have helped to train 
the other employees much as though they were apprentices. The 
only trade school in Syria, "Ecole des Arts et Metiers" at Beirut, 
recently offered courses in automobile mechanics, but the effect has 
not yet been discerned. 

In view of the number of motor vehicles in operation in the states 
under I<'rench mandate and on account of the high customs duty and 
a generally restricted purchasing power which discoura/ies the pur
chase of new automobiles and trucks to replace the ola ones, it is 
believed that there is an opportunity for a well-trained mechanic to 
open and operate very successfully an up-to-date service station. 

The United States is the exclUSive supplier of garage and service
station equipment. The items most needed include garage tools, 
valve grinders, air compressors, portable drills, hydraulic and me
chanical jacks, cylinder-boring machines, oil and grease guns, 
wrenches, high-pressure chassis lubricating systems and grease dis
pensing systems, paint-spraying equipment, tire-repairing machines 
mcluding tire changers and vulcanizers, battery chargers, reamers, 
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and gasoline pumps, the latter being imported and handled by petro
leum companies. 

There. is· no general local prod~ctioI1l of garage and service-station 
equipment, but it was recently reported that a garage in Aleppo had 
begun to .make its own drill holders copied from imported makes. 
This may be regarded as a forecast of future developments. 
- Thechie~ liDiitation' on the potential growth in the demand for 

such equipment is that garage owners and mechanics are ordinarily 
quite poor and without capital for investment in equipment even 
though convinced that it would be profitable to operate. Electrical 
.appliances suffer from the fact that the current is a,bout 6 cents per 
kilowatt-hour for such uses. Repair shops consider this rate exorbi
tant and feel they must generate their own electricity, which they 
can do at a rate of about 2 cents per kilowatt-hour. 

Most tire repairing is done by the drivers themselves or is given 
to boys who, do the repairs at ,their homes for very small charges. 
Hand tools are used almost exclusively. However, several mechamcal 
tire-repair tools have been introduced here and are operated in the 
larger garages. Ordinarily, tires are taken to shops for repair only 
when they need vulcanizing. 

In the absence of a direct American traveling representative it is 
believed that present distribution methods are the most satisfactory. 
Importers are at the same time wholesalers and retailers, and in order 
to sell they are obliged to extend credit to customers. In case the 
importing were done by a comDiission merchant, it is believed that 
the volume of trade would be restricted since factories would refuse 
to grant the necessary credit to customers in most instances. 

In general, the cautious credit policy is recommended and ship
ments should be made against documents in Beirut unless the local dis
tributor is well known to the exporter, in which case credit from 
60 to 90 days might well be granted. 

Most garages are owned by automobile dealers, but some relatively 
large ones are owned and operated separately. 

The largest garages and service stations are located in' Beirut, 
Aleppo, and Damascus, but Beirut is unquestionably the main dis
tributing center. Representatives of garages in other cities visit 
Beirut for the purchase of equipment. 

The immediate outlook for the sale of garage and service-station 
equipment is very good, but it is not believed that the market can 
expand indefinitely, as it will probably be limited by the generally 
low standard of living in the country and by the restricted purchasing 
power of the population. 

TAIWAN (FORMOSA) 

Present Demand for Replacement Parts Good; Accessories Increasing; Service 
Appliances Small-American Competition Active 

Vice Consol Charles S. Reed, 2d, Taihoko 

l\Iotor-vehicle registrations as of January I, 1931: 950 passenger cars, 950 
b'usses, 750 trucks, 400 motor cycles . 

. The development of the automotive market in Taiwan (Formosa) 
has been comparatively recent, fully 50 per cent of the motor vehicles 
having been imported within the last three years. 
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The popularity of American vehicles is of considerable importance 
in estimating the demand for replacement parts, accessories, and 
garage equipment. Between 98 and 99 per cent of the motor-car 
rt'gistrations is of American manufacture. Approximately 60 per 
cent of the motor-cycle registration is likewise of Amel"ican origin. 

Despite the rather small re,pstration, the interest in motoring and 
in the operation of motor vehicles is active, and the demand for and 
imports of replacement parts and accessories are more than propor
tionately large. This situation devolves from the poor condition of 
most of the highways, the carelessness and inefficiency of the average 
chauffeur, and from the lack of adequate and proper servicing 
facilities throughout the island. 

REPLACEMENT PARTS 

Replacement parts most in demand are springs, brake lining, brake 
rods, ball and plain bearings, distributor parts, fan belts, gears, spark 
plugs, and cotter pins. Almost invariably the demand for replace
ments in the parts enumerated can be traced to poor roads, unskillful 
operation by chauffeurs, lack of proper and timely servicing, and in 
the cases of busses and trucks, to overloading. 

The demand for replacement springs is .large, both in value of 
sales and in actual requirement .. Highways and roads in Taiwan 
outside urban limits are extremely rough, and the constant practice 
of overloading busses and trucks has created and will continu~ to 
create a substantial market for this tYfe of replacement. Ameri,can 
manufacturers contribute 97 per cent 0 the replacement spring sales, 
the remaining 3 per cent being attributable to British manufact~res 
for British motor. vehicles, and to Japanese manufactures in im,ita
tion of foreign products. These latter have achieved sales on a. price 
bosis. . . , . 

American manufactures have failed to maintain a dominanc~ in 
brake lining and brake rods, at present contributing but 65 per cent 
of the total sales. Japanese manufactures have captured ft, fair {ler
cent age of the supplied demand, and will in the future acquil'(~ an 
even greater share, possibly 50 per cent. A small portion of :the 
market goes to German and British manufacturers. : 

Numerous other important items in demand include gear replace
ments, distributors and parts, and spark plug&. American spark 
plugs, being supplied with ori~inal purchases of motor cars, have 
contributed largely to the mamtenance of this market, although 
Japanese plugs are cheaper and German' makes, principally the 
"Bosch," are undoubtedly very popular and are being actively 
pushed. . 

Originally, American manufactures contributed practically 100 per 
cent of the supplied replacement parts. To-day, despite the drive of 
Japanese and certain European manufacturers to capture this mar
ket, the products of American makers figure very largely. ,Of the 
presen.t gross annual dep1and, 75 per cent comes from American 
factories. 

In a' number of instances, especially in the case of a motor-car 
agency having but few sales or in the case of an agency handling 
a foreign make, Japanese" imitations ", nnd British and' German 
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parts have accomplished some percentage of sales-the" imitations" 
because ,of price considerations, the British and German manufac
tures because of suitability and through the natural course of trade 

. competition; 
ACCESSORIES 

'. A careful survey indicates that the present gross expenditure for 
automotive accessories amounts to 140,000 yen annually, an average 
of 52 yen per car, which is low for passenger cars, but high for 
busses and trucks. This gross approximation of present annual 
demand is a sUbstantial increase over previous years, and there is no 
doubt that the market will be materially enlarged in future years, 

Figure 18.-Bizarre advertisements help to sell American automotive products In 
• this eatabliehment In Taiwan 

· not ~nly .as a result of increase in motor-vehicle registration, but from 
an augmented interest in such appliances. . 

Automotive accessories most in demand are horns, mud splash 
· -gua~ds, tops, windl"hield wipers, windshield screens, pumps, novelties, 
· ~n.d ja~ks. ,The fact that every car is required to have two horns, one 
· ele~t,riG :an<l·pne bulb, and to use mud splash guards on every wheel 
."durir}g rainy. weather, definitely determines the two leading items in 
.'. thll ae:cessoTY trade.'. . 

American manufacturers contribute 70 per cent of the electrIC 
,,;borns .and a small percentage of the bulb horns. T~e Japanese 
prQduperssupply~pproximately 5 per cent of the electrIC horns and 

;,~hnQst 100 per cent of the bulb type. German makers supply about 
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25 per cent of the electric horns. Although these German horns are 
from 6 to 10 per cent higher in cost, they apparently will find an 
el'en !Jetter sale. 

Mud splash guards are sheet-rubber curtains which are attached by 
rod-and-spring arms to the outside of each wheel. This market is 
held entirely by Japanese manufacturers, since no similar article has 
ever Leen imported from the United States 01' other foreign country. 

Probably the large;;t of the remaining itelDS in the accessory field 
is that of novelties. The present annual demand is placed at 17,500 
y('n and covers a great number of the lesser itelDS of unique appeal or 
of certain {>ractical application, ornaments of all types, etc. Of this 
demand it IS believed that American manufacturers supply not more 
than 25 per cent, Japanese concerns contributing 60 per cent and 
German mtere&1s the remaining 15 per cent. 'Vithout regard to the 
particular appeal of the different itelDS, the controlling factor in the 
market is the selling price. 

Another item in which American manufacturers hal'e some share 
is the sale of tire pumps, the annual demand bein~ estimated at 7,000 
yen. Japanese pumps account for 50 per cent ot the sales, because 
of price. The 20 per cent allocated to American types rests upon a 
quality basis and the average buyer's belief that American automotive 
products are best. Windshield wipers, windshield screens, and 
similar attachments, at present account for 6,000 yen annually, to 
which American manufacturers contribute 70 per cent, German 10 
per cent, and Japanese 20 per cent. 

As with the market for replacement parts, American products 
originally accounted for practically the entire demand for accessories. 
During the past two years, however, there has been greater and 
greater pressure from Japanese and European products. As a con
sequence, only 45 per cent may now be allocated to American fac
tories, although in the market for certain specific items, as much as 
70 j>er cent is of American origin. 

Local imitation of popular and well-known American accessories 
has not been unusual and has depreciated the market for American 
producers. In recent years the national urge to patronize domestic 
mdustry wherever possible has supplemented the weight of price 
consideration. 

GARAGE AND SERVICE-STATION EQUIPMENT 

Notwithstanding the development of motoring throughout Taiwan, 
there has been little progress in the establishment of adequate garages 
and service stations. In the whole of Taiwan there are not more than 
four or five reasonably well-equipped service stations, and of these 
three are located in Taihoku. Although there are a number of trained 
mechanics in various centers, the mechanical equipment at their 

. disposal is limited. . 
There is ~. small annual demand for battery chargers, air com

p'ressors, g~rage tools, jacks, a~d valve grinders. Items s~ch as g!lso
line and oil pumps are supphed to the garages and servlce statIOns 
by the companies !,upplying gasoline and oil. Tire-repairing equip
ment is of the simplest nature, the work usually being done by estab
lishments operated separately from garages and service. ~tations. 
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Painting, spraying, and polishing equipment is not included in these 
esta;blishments, there being a number of general lacquering and paint
ing concerns which undertake the painting and' refinishing of a uto
mobiles, Body building and repairing, especially for trucks, is not 
generally undertaken by garages and service stations but by ordinary 
shops equipped with a few drills, a lathe, and other minor items. 

While a large number of gara;ges have been established throughout 
Taiwan, none has any mechanical equipment wort.hy of mention. 
Usually an open shed, a length of hose for washing, a more or less 
complete set of tools, one or two hand jacks, and a few oil and grease 
guns constitute the entire investment. The better service stations 
possess such mechanical devices as are recommended and/or supplied 
by the distributor or manufacturer of the motor vehicle represented. 
All these better service stations are operated by local agents for cer
tain American cars. 

Since electric current is readily available at economical rates in 
practically all parts of Ta;iwan, the greater part of the equipment 
adaptable to electric power is of that type. 

It is estimated that the total investment equipment in public 
garages and service stations in the whole of Taiwan is not more than 
90,000 yen. Fully 80 per cent of this amount was purchased from 
American firms. Of the remaining, Japanese manufacturers sup
plied 19 per cent and British and German producers 1 per cent. 

The largest single item is garage tools, and it is estimated that the 
present annual investment is 22,000 yen, exclusive of private garages; 
American makes contribute about 80 per cent to this amount, al
though in some of the larger garages nearly all the garage tools 
are American. German and Japanese concerns contribute to the 
remaining share of this market.. . 

Air compressors are in some demand, annual imports approximat- . 
ing 1,000 yen, supplementing the present investment of 6,000 yen. 
Jacks, both mechanical and otherwise, also constitute an item in the 
t1quipment of garages and service stations in which American manu
facturers have practically the entire trade. There is, however, a 
considerable demand for jacks for private establishments, and the 
annual imports for this purpose are believed to be double the estimate 
given above. Japanese manufactures contribute largely to this trade 
because of :price. 

Valve grmders, riveting machines, cylinder borers, etc., are almost 
without exception of American manufacture. 

It is in the smaller items of use in garages and service stations that 
Japanese manufacturers have established a substantial share. Like
wise, the share of British and German producers is, except for one 
British make, in the less-important types of equipment. 

Garages and service stations are concerned only with minor tire 
repairs, no mechanical equipment such as vulcanizers being used. 
There are, however, a number of tire-repair establishments employing 
mechanical equipment, these places generally doing such business in 
connection WIth tire sales, but with no other connection with the 
automotive industry. The number of such concerns is limited, there 
being 3 in Taihoku and not more than 2 or 3 in the other parts of 
the island; 6 or 7 other concerns carry a small amount of mechanical 
equipment. 
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1'he total investment in ~uipment in these tire establishments 
throughout Taiwan is at the most approximately equal to that in
\"ested in the three shops mentioned in Taihoku, a gross total of 
25000 yen. 

Prospects in this line of repair work are ~ood. Road conditions 
in Taiwan result in a large number of tire replacements, which might 
be obviated in part by practical tire repairs. It is understood that 
the operator of one of the service stations in Taihoku, who is also the 
a~nt for a popular low·priced American car, is planning a complete 
tire-rl'pair shop in connection with the service station. The equip
ment for thi;! will undoubtedly be purchased through or upon the 
reeomml'ndation of the distributor. 

About 90 per cent of the' gross value of accessories and replace
ment parts marketed in this territory are distributed through auto
mobile agents. As far as can be ascertained. there are no shops 
devoted solely to the sale of automotive appliances. The greater 
part of. tht'Se appliances, including service-station ~uipment, is 
supplied by and throu/!h the distributor or manufacturer of motor 
vehicles, usually located in Japan proper. Few of the concerns in 
Taiw,n are able or willing to engage in direct foreign trade. 

Naturally this situation does not hold with the trade in Japanese 
products. To this fact, as well as to the ever-present factor of price, 
may be attributed the increasing share of Japanese participation in 
parts and accessories. 

Distribution of British and German products has been established 
through aJ!t'nts for British cars, through general agents in Japan 
proper, and in a very small degree through direct negotiation. Of 
all direet ne~tiation!l for foreign accessories the majority are with 
the United States. This is due to the high opinion of the quality of 
American manufactures. In almost every case where a British, Ger
man, and/or Japanese article has assumed a share of the local market 
dealers are fairly unanimous in placing the reason in the cost price. 

Local concerns find the arranging of credit and terms of payment 
with distributors in Japan proper much easier in view of the long
established relations, although present credit conditions have brought 
about an almost universal adoption of payment by irrevocable letters 
of credit. It is not believed that the increasing share of British, 
German, and/or Japanese manufactures in this market is due to 
more favorable terms of credit than those offered by American 
firms. It is believed, however, that distributors in Japan proper, 
working direct or covering the territory by traveling agents, are in 
a better position to judge credit. It is also certain that these are 
in a position to jud~e advertising requirements and to make allow
ances therefor if SUCb be the practice. 

With the increase in motor-vehicle registrations in Taiwan as 
traversable highways and roads are opened there will be a definite 
increase in the market for replacements, accessories, and service
station and tire-repairing equipment. 

American manufacturers working throu~h the central distributors 
in Japan proper should be able to maintam their favorable position 
as suppliers of replacement parts without much trouble. Independ
ent suppliers of both replacement parts and accessories should, how
ever, avoid the practice of quoting higher prices to inquirers from 
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Taiwan than those quoted to large firms in Japan. IIi many cases 
the same or similar articles can be obtained more cheaply through 
middlemen in Japan proper than by direct importing. 

Since there are comparatively few firms dealing in automotive 
products, competing lines are often handled by the same dealer. 
Especially in the marketing of certain accessories this has worked to 
the:disadvantage of American manufacturers and has to some extent 
allowed the increase of the Japanese share in the market. Japanese 
producers are quick to place upon the market imitations of popular 
devices, and by quoting lower prices they can make their articles 
more profitable ventures for the dealer. 

The latter part of 1930 was generally unfavorable. This, however, 
is not an indication of general tendency. The situation was natu
rally favorable to the sales of· low-priced articles. Automobile 
dealer.s are unanimously optimistic as to the future. There is, more
over, no doubt that the initial impetus given to sales of American 
products by early entry into and domination of this market, together 
with the method of distribution, instill confidence that American 
automotives will continue to lead. 



AUSTRAUA, NEW ZEALAND, AND PACIFIC ISLANDS 

AUSTRALIA 

Pft'flent Demand for Replaeement Parta Fair, with Inereasing LoeaJ Competi
tion Aided by Protective Duti_Aeeessory Demand Limited-Serriee 
Appliance Market Good-Domeatie Production Inereasing in All Automotive 
Linea 

Motor·vehlcle registrations 88 of lanu8ry 1. 1931: 444,554 passenger cars. 
2.364 bUa&eII. 116,739 tru('u, Ilnd 83,036 motor ('ydes. 

Until 1927 replacement parts for the Australian automotive re
quirements were supplied mostly by the United States. In 1928 a 
beginning was made in the local manufacture of parts, and in the 
following year Australian manufacturers started production in suf
ficient volume to offer competition with imported articles. During 
the year 1930, largelr as a result of increases in the import. duties 
on parts, the AustralIan producer was able to get a substantial $hare 
of the business. Furthermore, th" slump in the automotive trade, 
particularly durin~ the last half of 1930, made it difficult for dealers 
to handle substantial stocks, Demand was limited and small orders 
only were placed, these being conveniently handled by the local. 
manufacturer. Price, tOOl became a most Important consideration, 
so th~t again the domestic industry could und~rqu?te the oversea. 
supphers. The adverse rate of exchange, reachmg m exces$ of 30 
per cent during January, 1930, plus primage duty of 4 per cent, 
put the importer of American lIutomoti"e parts in a dcci,ledly 
unfavorable position. 
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SUMMARY OJ!' THE MARKET POR AMERICAN REPLACEMENT P"'RTS, ACCESSORIES, AND Sl!lRVICE ApPLIANCES IN.THE SOUTH PACIPIC 

Country 

United Stetes exports in 1930 

Replace· I Acces· 
ment sorles 

. parts 

Service 
appll. 
ances 

Replacement 
. parts 

Present demand 

Accessories' 

American participation 

Service appli· Replacement 
ances parts ACC8S3orles Service appli· 

ances 

AnstraJia •.••••••••••••••.•.•.•••.•.....•...... $1,924,809 $145,948 $150,164 Fair •••.••••••• Limited ..••••• Good: •••.•... : Leads •.•.••••• Fair .•••••••••• 90 per cent. 
French Oceania ••••••.... __ ._ •••• _............. 4,659 2,283 628 ••••. do •.•..•••• Growing •••••• NiL •..•.•••.• 90 per cent •••• 95 per cent •••• 95 per cent. 
Fiji Islands ..••••••.•.... ____ • ________ ._ •••..•••••••.••••.•.•••••••••••• " •••.••••••. do •••••••.. SmaiL ••.•.•.•.•.•• do ••••••••• 80 per cent ••.• 100 per cent ••. 100 per cent. 
New Zealand ••••••.••• _ •••.••••. ___________ ••• 877,067 190,864 178,858 Good •.•..•••.• Down ••.•••••• Favorable ..••. Heavy ••••.••• 85 per cent •••. Heavy. 

Cook Islands ••.•.•... __ ._ ••• ________ • _____ .___ <,> <,> <,> SmaIL __ • _____ NiL. ________ . NiL _________ • 90 per cent ____ Indeflnite _____ 100 per cent. 
Amerlcan Samoa ___ ._ •. ______________________ • ________________________________ Limited _______ Limited _______ Llmited _______ 100 per cent ___ 100 per cent ___ 100 per cent. 
Western Samoa _____ • __________________________________________________________ Falr ________________ do ___ • __________ do _________ Heavy ________ Heavy _______ • Heavy. 

Domestic production 

Country 
Replacement parts Accessories Service appliances 

European competition 

Repiacement parts Accessories Service ap
pliances 

AnstraJI8 _______________________ ~ ____________ Growing ______________ Growing ______________ Growing ______________ Nil ______ ._. ___________ Small _________________ Small. 
Frencb Oceania _____________________________ None _______________ ~ __ None _________________ None_. ________________ SmaIL ________________ Nil_. __________________ Nil. 

~i~~I~~~ci:_:::::::::::::::::::::::::::::: :::::S~::::::::::::::::: :::::S~::::::::::::::::: :::::S~::::::::::::::::: _~~i:iio:::::::::::::~::: -Sm-.£~-:::::::::::::::: g~: 

1 Included witb New Zealand. 

Do. 
Do. 
Do. 
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At the present time plain bearings, bolts, molded brake lining, 
bushin~s, fan belts, spark plugs, springs, valves, radiator caps, pis
tons, plston rings, body hardware, gears, pinion~ dr~ve shafts, and 
piston pins are all manufactured in Australia. udd sizes of piston 
rings arlo still imported mostly from the United States, which also 
supplies about 75 per cent of the clutch facing, driving and timing 
chams, .. well 88 co,Pper and asbestos gaskets. Rim parts are pro
duced locally, but rims a~e still imported mostly from the United 
States. 

As American cars predominate in this market, the replacement 
parts most in demand would in general conform to similar require
ments in the United States. 

Distribution is secured through the leadin~ commission agents 
who cov(>r the garage and automobile firms. It frequently occurs 
that the larger import:ng commission agents are wholesalers and 
retailers to the garages and automobile dealers. These supply houses 
carry mixed stocks of imported and locally made parts. The latter 
have become increasingly prominent during the past year. 

The larger parts-supply houses which do both a retail and whole
sale business and have previously done a large import business, 
insi!>t upon dealing direct with the Amer:can manufacturer., Silch 
firms have sufficient salesmen in the ·field to cover the ·pt:incipa.l 
smaller towns. It is evident that the importer workin~ on commis
sion only is finding it increasingly difficult to place hiS lines. 'the 
wholesale-retail parts house feels it must buy direct in handling both' 
the imported and dom(>stic article. : 

Terms range from 40 to 60 per cent off list, with drafts payable 
60 to 90 days after sight. These t~rms are current in the business 
of the older, well-established firms. Small firms are usually quoted 
sight draft terms with the above discounts. 

All of the articles mentioned as being produced locally are gaining 
rapidly at the expense of the American articles, the chief reason 
bemg the heavy protective duties. There is a well-sustained program 
throughout the country to encourage the use of locally made parts 
which is only a part of the general desire of the country as a whole to 
stimulate Australian manufactures. . 

Distribution would conform to Stat(ll';; that is, Brisbane would be 
the center for the State of Queensland, Sydney for the State of New 
South Wales, Melbourne for the State of Victoria, Adelaide for the 
State of South Australia, and Perth for Western Australia. Hobart 
would be the center for Tasmania. 

Trade magazines do not have sufficient circulation to attract any 
great amount of advertising of parts. House organs of automotive 
manufacturing associations and directories issued by these groups 
carry considerable advertising. Direct-mail advertising by the 
wholesaler to the garagemen, followed by personal calls of the whole
saler's salesmen, is the most common method of sales promotion. 
The parts house relies chiefly on its traveling salesmen. 

ACCESSORIES 

The extent of the existing demand for accessories is limited as 
new cars are delivered with many of the articles which the new-car 
buyer formerly would purchase independently. It is not the uni-
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;v:ensill practice, hbwever, for a new car to be sold with bumpers, and 
'a'~Elwlothel' items which have become stock equipment iIi the. United 

"States:." -The, accessory dealers claim that there is very little which 
: th.e! 'nEiiV\l-car buyer will purchase, beyond any equipment which goes 
,wLth' the new 'car; , , 
;' 'Act:~~or~es most in d~mand at, the present time are doubtl~ss toois 
,uljadditlOn to ,those whICh go wIth the average car .. There IS prac
tically,Db demand for, novelties, and as the climate is uniformly 
ver:}" mqderate there is practically no installation of car-heating 

:eqmpment. ' 
, ! :T/J.ei following items are of local manufacture and on account of 
the protection offered by the heavy rates of duty are getting a larO'e 
share of the, trade: Body hoists; bumpers ; nonskid chains; cove'i-s 

:." ,I) I 

'; ;' 

, J ~ I '(' 

, ,,~!. .•. 

Figure IS.-Service needs are becoming evident in Western Australia, where the 
automobile is eliminating the camel train as a mode of transportation 

for hood; radiator, and tire; glare eliminators; hand and mechanical 
jacks; license plates; luggage carriers and trunk racks; rear-view 
·min·ors;· tire pumps; seat covers; windshield visors; both hand and 
electric windshield cleaners; and windshield wings. 

,Shock absorbers are made locally to the extent of about half of 
thedeniand. Speedometers are supplied about 50 per cent from the 
United States and the remainder from England. The item of wind
shield cleaners is almost entirely in the hands of local producers, as 
the import duty on the hand-operated cleaner, which sells in the 
United States for about 25 cents, is 7 shillings 6 pence (approxi
mately $1.90). The electric windshield cleaner is an imported 
article imd comes largely from the United States. Heat indicators, 
horns~ radiator shutters, and speedometers are stock equipment, and 
wh~re one of these items might not be stock equipment, it is at 
the present time :(lOt demanded by the car buyer. 

Of the accessories not manufactured in Australia the United States 
supplies about 75 per cent of the trade. 

Accessories are marketed through commission agents selling direct 
to the wholesalers, but the larger portion of the trade is handled by 
wholesale-retail houses, which also import very largely on their own 
acColmt. The best method of coverage' would be through a well-
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established commiSSIon agent, who has facilities for covering the 
principal centers of the commonwealth. Another method very effec
tive but requiring more effort on the part of the Anlerican accessory 
exporter is dealin~ direct with the larger wholesale-retail accessory 
and parts houses ill the five principal cities of the commonwealth. 
These houses themselves have traveling salesmen who cover their 
respective trade territories, and the salesman is a. very important 
factor in the sale of automobile accessories. B9th the wholesaler
retailer and the commission agent may handle competitive lines. In 
the case of the commission agent, he may also have two lines of 
brake lining, for example, but in placing agencies for these lines he 
would avoid competition. 

The present distribution channels appear to cover the market ade
quately. In fact, there is evidence that the commission man is 
having a rather difficult time to keep his lines with the more active 
wholesalers, the reason for this being that the market is decreasing 
and local production of many accessory items makes it difficult for 
the imported article to meet the price on account of heavy import 
duties and recently a. heavy adverse rate of exchange. 

The usual terms of this trade are 40 to 60 per cent off the list 
with 30 to 60 days after sight draft. 

Stocks of accessories are carried largely by the wholesaler
retailer, but not as a rule by the commission agent. Garages and car 
agencies carry limited quantities of. this line. The accessory trade 
has fallen off heavily, not only because of the tendency of the motor
car manufacturer to more completely equip the car, but on account 
of the decline in purchasing power of the people. 

GARAGE AND SERVICE-STATION EQUIPMENT 

Much has been done by the leading automobile manufacturers in 
providing and encouragin~ better automobile service facilities. 
Several organizations handling American cars have made provisions 
for the out-of-town dealers to get modern instruction with good 
equipment. Not only in the larger cities of the Commonwealth but 
in the smaller towns well-equipped garages are common, where prac
tically any kind of repair work can be properly carried on. 

There are a. number of well-trained and capable mechanics avail
able. In fact, at the present time there are a large number of skilled 
mechanics who are without employment. 

Air compressors~ auto lifts, battery chargers, cranes, garage tools, 
gasoline pumps, hydraulic and mechanical jacks, oil-dispensing 
pumps, paint-spraying equipment, reamers, towing and salvaging 
equipment, and welding outfits are all manufactured locally. Cylin
der-boring machines are of Anlerican manufacture as well as being 
manufactured locally. High-pressure chassis lubricating systems 
and grease-dispensing systems, as well as oil and grease guns, are 
supplied by the United States and Great Britain, although the latter 
commodity comes mostly from Anlerica. Polishing machines are 
just being put on the Australian market. Brake-testing machines 
have not yet been generally established locally. 

Portable drills are of American origin, as are valve grinders. 
Wrenches are both locally manufactured and imported, while wheel
alignment equipment is seldom used. 
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Reborin~ machines found a fair sale in the early part of 1930, 
but a contmued slump in the automotive trades has been reflected 
in decreasing demand for shop equipment. It is the opinion in the 
automotive trades that garages as a whole are well equipped and 
in fact overequipped, considering the present volume of unsatisfac-
tory business. _. 

There is no obstacle to the use of mechanical equipment. Electric 
current is largely available to garages at rates which are an induce
ment to the use of electrically-driven tools. 

Tires are· changed with hand tools. Most tire repairing is done 
in garages, there being relatively little specialization in this field. 
In several of the larger cities there are exclusive tire-repair shops, 
but in the smaller centers most of the garages have a small vulcaniz-
ing outfit and do the bulk of the business. .. 

The principal competition- for American garage equipment comes 
from the domestic industry. 

Garage men act as dealers in many cases for certain makes of 
cars,but as a rule the garage man is not controlled by a company 
selling cars. Consequently, the garage man handling one automobile 
may have proper facilities for ~epairing several other makes. A 
larO'e number of garages are in possession of dealerships in other 
fiel'as, but many of them cater to the public for general repair work. 

The wholesaler-retailer prefers to purchase direct wherever pos
sible, and this is espeCiallY' true in connection with garage and 
service-station equipment, which involves in many cases the invest
ment of a considerable sum in a single machine. While manufac
turers' agents are in a position to canvas a larger number of possible 
outlets for garage equipment, it is desirable that stocks be carried, 
and the wholesaler is the only one in a position to do this. Present 
distribution methods satisfactorily covel" the possibilities of the 
Australian market. 

The best terms for selling-_ these commodities would be the· same 
as supplied to replacement parts and accessories, namely drafts 

'payable 30 to 60 days after sight. -
Logical distributlOn areas are the five cities of Brisbane, Sydney, 

Melbourne, Adelaide, and Perth, in the five States of Queensland, 
New South 'Vales, Victoria, South Australia, and Western Australia, 
the five cities being respective distributing centers for each State .. 

The Australian garage man is pro~ressive and has installed modern 
equipment and is generally in a pOSItion to turn out a good job at a 
reasonable price. The policies of distributors handling the more 
popular cars have raised the standard of service, and this in turn is _ 
reflected in the good previous sales of up-to-date equipment. 

COOK ISLANDS 

American Consul William P. Garret,., Tahiti, Society Islands 

Motor·vehicle registrations as of January I, 1931: 70 passenger cars, 51 
trucks, 7 motor- cycles. 

The Cook Islands, about 650 miles southwest of Tahiti, are a 
British colony governed by the Dominion of New Zealand. They 
have a few miles of road. The population is approximately 5,000. 
Ninety per cent of the cars in use are of American make, the balance 
being of British manufacture. 
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The sales poStiibilites of replacement parts and accessories during 
the years 1931 and 1932 are expected to be small, owing to the limited 
numlJer of automobiles in operation and the small purchasing power 
of the inhabitants, due to the economic crisis and the curtailment of 
imports, particularly automobiles. 

Approximately 90 per cent of all replacement parts are imported 
fl'om the United States through New Zealand. No parts are made 
in the Cook Islands. . 

The leading distribution center is Rarotonga, the capital and prin
c:ipal port. There are no dealers who devote their time exclUSively 
to the sale of parts because of the small demand. These parts are 
carried in stock by the local garage and automobile dealers. The 
demand for accessories is ver., small. 

There is only one garage lD the Cook Islands which turns out a 
fairly satisfactory class of work. The only service supplies used are 
hand tools, garage jacks, and a few tire pumps. All the appliances 
are imported from the United States .and the market IS of no 
consequence. 

It is not believed that there is more than $500 worth of service 
appliances in all of the Cook Islands. There are no service stations 
nor trained mechanics employed, nor is there any equipment made 
locally. 

FIJI ISLANDS 

American eoa.al Qalnq P. Boberlll, Sa .. , FIJI hlano 

Motor-vehicle regMrations as ot January 1, 1931: 874 passenger cars, 139 
bu_ .. 201 truck .. 192 motor cycles. 

With the exception of spark plugs, fan belts, and body-upholster
ing material all replacement parts are imported by the automotive 
agents direct from the factory repres:mted. 

As automotive equipment is subject to hard usage in the Fiji 
Islandg and is kept lD running condition as long as possible there is 
a fairly good demand for repairs and such items as bearings, bolts, 
springs, valves, piston rings, pistons, gears, pinions, drive shafts, 
rims) and fenders. The tropical heat and excessive humidity are 
particularly trying on fenders, and it is necessary to replace these 
more often than in temperate climates. 

There is a limited sale of auto frames, shims, shim stocks, driving 
chains, stampings, and forgings, and a small trade in radiator 
caps, steering wheels, and generators. Body-upholstering material 
including cushion-cover materials and upholstery fabrics and kapok 
are imported largely by one firm which does most of the upholstery 
work at Suva. 

American replacement parts represent about 80 per cent of the 
total imports, while the remainder is of British manufacture. 

It is thouO'ht that British producers sometimes offer larger dis
counts, but ~erican prices are lower and though there is a prefer
ential duty favoring British products, automotive-equipment dealers 
find it advantageous to use American replacement parts because of 
the predominatmg position of American cars in this market. 

Two British cars, together with several low and medium-priced 
American cars are represented by agents at Suva, and the importers 

8re71-32-10 
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and agents carry stocks. of parts and .accessories for use in their 
• service garages and for direct sal~ to the consumer or purchaser. 
Owners of cars· not of the popular classes are sometimes held up 

· awaiting repairs and spare parts from the United States, Canada, 
or Australasia. 

Outside of a few articles required for replacement there is little 
· demand for accessories. The average car owner or taxicab proprie
tor is interested primarily in purchasing transportation, and wind
shields, wingst novelties, and other accessories except those required 
. for the operatIon of the car are not desired. 
· The principal articles s~ld in this field are electric horns, jacks, 
lights, tire pumps, and tire gauges. Articles such as license plates, 
the~t-proof locks, lubricating systems, lugg~ge c~rriers~ speedometers, 
taXImeters, and car heaters are never sold In thIS market as replace-
ments. . 

Accessories are imported. by automobile dealers and agents who 
operate service garages in connection with their automobile agencies. 
Stocks of accessories for which there is a demand are kept by the 
dealers. 

Importers of automotive accessories usually buy from the automo
bile factories represented on an agency basis, but in a few cases pur
chases are made outside. These purchases are usually made through 
their own branch offices or commission agents who assemble ship
ments and send them out on one bill of ladmg. 

Practically all business in accessories is done by American firms, 
and there appears to be little opportunity of developing this trade 
in the Fiji Islands. 

The three leading automobile importers and agencies operate small 
service garages in connection with their automobile agencies

1 
and 

the facilities appear to be ample to take care of the number ot cars 
in the territory. ' 

Properly trained mechanics are not available in the colony, but 
Indian labor under trained European supervision is employed. 
Labor though not properly trained is cheap, and many operations in 
repairing automobiles can be done more economically by hand. Fur
thermore, the average Indian driver is not interested in the quality 
of the work turned out, and for this reason the trade has not forced 
garages to install machinery and service equipment. As an indica
tion of the progress made in servicing cars it was not until the be
ginning of 1930 that service fuel pumps were established for the sale 
of gasoline. Only two of these filling stations have free air. 

The small amount of garage equipment in use in the colony is of 
American manufacture. There is little or no foreign competition, 
and no equipment is manufactured locally. 

Electric current is available at 240 volts direct current, but the. 
price is 4d. per kilowatt hour, a rate which is fairly expensive in a 
country of cheap manual labor. Hand tools are used In changinO' 
tires. Most of the tire repairing is done by the owner or driver 01 
the automobile. 

The managers of the local garages are fully aware of the import
ance of equipment for garage service, but the small number of cars 
in the colony and the cheap labor available, as well as the indiffer-
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ence of the public to the quality of service, are factors which have 
been againHt the most general use of efficient equipment. Service 
methods in Fiji are still very primitive and progress will be very 
slow. 

FRENCH OCEANIA -' ... 0_ CoIual WUlI ... P. Gam.,.. T .... t .. Soel • .,. 101 ...... 

Molor-v .. blcle regilltrallons 08 of January 1. 1931: 451 passenger cars, G3 
trucks, and 40 motor cycles. 

These comments cover the French establishments of French 
Oceania, that is, the Society, Marquesas, Tuomotus, Gambier, Rapa, 
and Moorea Islands. The area of all is approximately 1,240 square 
miles and the total population is approximately 36,000. The popu
lation of Papeete, the principal port, is about 5,569 and is composed 
of about 4 per cent whIte and 10 per cent Chinese, the remainder be
ing Polynesian natives and half castes. 

REPLACEMENT PARTS 

Sales of replacement parts throughout the year 1931 will be small. 
The colony of French Oceania is going through an economic crisis 
and all imports have been curtailed. However, the sales possibili
ties for the future, except for the most expensive cars, are fairly 
promising. It must be kept in mind that the actual number of re
placement parts will never be large, owing to the small number of 
automobiles and limited buying power. 

Replacement parts most in demand are brake linings, ball bear
ings, plain bearIngs, bushings, drive chains, fan belts, spark plugs, 
valves, springs, radiator caps, pistons, piston rings, ~ears, pinions, 
drive shafts, steering wheels, generators rim and rIm parts, rear 
axles, crank shafts, shock absorbers, and fenders. The above list 
includes those replacement parts which may be found in stock for 
one of the leading American cars at all times. 

Approximately 90 per cent of all parts are imported from the 
United States. There are no parts made in French Oceania and 
competition of foreign parts has not been severe, since American 
parts are preferred because of the greater ease in obtaining them. 

All replacement parts are carried in stock by the local garage and 
automobile dealers. There are no parts dealers in the colony who 
devote their attention exclusively to their sale. Therefore, the lead
ing channels of distribution are through the leading firms that are 
a combination of auto agency and garage. There IS no significant 
distribution trend evident in French Oceania. 

Nearly all business with the United States and elsewhere is done 
through San Francisco commission houses. Runnin~ accounts are 
maintained. and payment for merchandise purchased IS made by the 
shipment of local products such as copra, vanilla beans, or pearl shell, 
on consi~ment. Small merchants place their orders with local rep
resentatIves of American or foreign commission houses who make 
credit arrangements locally. The usual term of credit is from 28 to 
90 days after the acceptance of a sight draft at Papeete. 
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The leading distribution center is Papeete, the capital and leading 
seaport of French Oceania, with a :population of about 6,000. The 
total population of French Oceania 1S 35,862, of which 14,154 are on 
the island of Tahiti. Ninety-five per cent of the automobiles in 
operation are used on the Island of Tahiti. 

There is no advertising of parts. There are two merchants in 
Papeete who stock and sell parts. One of these handles parts for all 
American cars and the other stocks and carries parts for a low-priced 
French car. 

ACCESSORIES 

The demand for accessories, while small, is generally increasing in 
view of the constant growth in registrations. Accessories most in 
demand are bumpers, radiators, tires, horns, lamps, rear-view mirrors, 
tire pumps, and hand and mechanical jacks. 

The American trade has at present approximately 95 per cent of 
the total demand. Only small stocks are carried, and when an article 
is needed and not on hand, orders are placed through a commission 
house at San Francisco by the local dealers. 

GARAGE AND SERVICE-STATION EQUIPMENT 

At Tahiti there are onlt two garages of any importance, and the 
class of work is fairly sattsfactory. There are no service stations in 
French Oceania, nor are there any properly trained mechanics em-
ployed. . 

The only service supplies are hand tools, garage jacks, and a few 
tire pumps. All the appliances are imported from the United States, 
and the market is of no consequence because of the type and small 
number of garages. It is believed that there is not more than $5,000 
worth of service supplies in all of French Oceania. Approximately 
95 per cent of the equipment used is manufactured in and purchased 
from the United States. There is no foreign competition or domestic 
production along this line. . 

The garage and shop equipment in French Oceania is believed to 
be adequate for the present demand. Service supplies are stocked 
by car a&,encies and garages only. Electric current is available for 
garages, out not on an economical basis for operation of service ap
pliances. Furthermore, there are no properly trained mechanics to 
handle electrical equipment. ' 

The greater part of tire repairing is done by individual owners, 
although there is a small amount done in garages. All garages in 
French Oceania are operated by automobile dealers, and present 
distribution methods are satisfactory. 
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NEW ZEALAND 

Pl't'lIent Demand for Replacement Part. Good-Accessories Are Declining and 
the Market for Se"iee Appliances and Garage Equipment Is Promising
Americaa Participation Predominatee 

T ... eo. .. luloner Jail •• B. Fooler, WelllDpoD 

Motor-vehicle registrations as ot January I, 1931: 154,674 passenger cars, 
1,238 bUll8es, 33,703 trucks, and 37,404 motor cycles. 

REPLACEMENT PARTS 

Of the passenger cars in actual operation in New Zealand, Ameri
~an makes account for 78 per cent and British 22 per cent. The 
overwhelming popularity of the American car is attributed to a large 
·extt'nt to the fact that satisfactory stocks of replacement parts are 
available in practically every section of New Zealand. On the other 
hand, one of the great drawbacks in the sale of English cars is that 
their replacement supplies are limited, and owners of English 
machines frequently have to wait considerable time before they are 
ab~e to gt't the necessary parts. 

Of the 34,000 commercial vehicles in use, the American percentage 
predominates, being 82 per centl and British 18 per cent. The same 
eonditions that have been noted as applying to passenger cars also 
apply to commercial vehicles. 

There is a steady demand for both plain, ball, or roller bearings, 
bolts, brake lining, bushings spark plugs, valves, pistons, piston 
rings and pins, differential and fly-wheel ring gears, generators, rims, 
and rim parts. There is no indication of any sign of serious compe
tition being encountered by American manufacturers of these 
products. 

The only real competition experienced in the trade for ball or 
roller bearings is from the Swedish S. K. F. and the Ransom & 
Marler, the latter being used entirely on English cars. In brake 
lining the only English competition IS from the Ferrodo band. In 
driving and timing chains there is only a small com~etition, from the 
Coventrv chains of England. In motor-cycle chaIns, however, the 
United I{ingdom products dominate the market. 

American manufacturers of spark plugs have been given consid
erable competition recently by the German Bosch and British K. L. 
G. plug. Trade in springs is fair, the United States ~ettin~ prac
tically all of the business. In valves, the only competItion IS from 
the Franco, which are made for English cars only. Sales in these 
products are excellent. There is a steady demand for pistons, piston 
rings, and piston pins. Small quantities of rings and pistons are 
made. locally, .and there is also competition from the Brico English 
lirie. . . . 

The .body-buildingindustry in this country is not making much 
headway, the only' noticeable" dev. elopmeni .being the building_ of 
bodies tor commercial vehicles .. 'fhe large body builders in New 
Zealand buy direct from the United States all their body hardware, 
upholstery material, forgings, and stampings ... Sales in these prod
ucts, however, are not large, and do not show signs of immediate 
development. 
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There is a good sale of fly-wheel ring gears, while sales of crown
wheel pinions are very slow. There is practically no demand for 
steering wheels, since it is only rarely that replacements in this 
line are called for. One local firm secures nearly 00 per cent of the 
total business in rims and rim parts, and all of their purchases of 
these parts are from the United States. 

It is the general opinion that if American manufacturers of motor 
replacement parts could supply articles suitable for British cars that 
within a short while practically all of the business in this line would 
be in their hands. 

The most successful methods of distribution from an American 
manufacturer's viewpoint have been in the past through prominent 
factory representatives stationed in this country. However, there 
is a decided trend evident that the manufacturer's agent here han
dling motor replacement parts is securing less business than at 
any previous time. These men have been established by their con
tact with all of the large wholesalers, retailers, and garages, and 
their success is undoubtedly due to the fact that they have kept 
behind their distributors and helped them push their sales vigor
ously. Apart from the factory representatives, the most successful 
distributors are wholesalers who carry large stocks that are avail
able to their customers at all times. The question of service and 
being able to supply stocks immediately on demand is most important 
in New Zealand. For this reason, manufacturer's agents who have 
simply placed orders on a commission basis before delivery, and 
then do not have stocks, have been placed at a great disadvantage, 
and by far the greater portion of the business is in the hands of 
four or five wholesalers who have. branch offices in all of the many 
distribution centers. . 

The large wholesale houses are in most instances prepared 
to pay cash against documents American port, so as to secure the 
2 per cent discount usually offered for cash payment. In the 
majority of cases their orders are placed through the medium of an 
export buying house in New York. In this way they are able to 
benefit by having their shipments pooled, with other shipments being 
made to the New Zealand market and thereby saving a suitable 
amount on the freight rates which they would have to pay on 
less-than-carload shipments. The 2 per cent which they pay the 
American buying house is more than saved to them by these trans
actions. On the other hand, manufacturer's agents in placing orders 
with dealers and garages frequently have to ask for 30, 60, or 90 
days' credit terms, depending, of course, upon the individual reputa
tion of the firm which is purchasing the parts. 

The leading distribution centers for parts, accessories, and 
garage and service-station equipment are Auckland, Wellington, 
Christchurch and Dunedin. From these centers stocks are dis
tributed to ah parts of both islands. There is not a town of any 
importance in New Zealand to-day which does not have a good 
supply of American replacement parts. 

The most effective advertising methods are through the medium 
of newspapers, mail-order campaigns, and motor publications. 
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ACCESSORIES 

The market for accessories in New Zealand is very inactive, and 
liales of these products are decreasing. The New Zealand public is 
• very conservative one, and there is little sales effort demonstrated 
by dealers in garages in endeavoring to put accessories over to the 
public. From present indications it appears that it will be a long 
time before any appreciable increase in this line becomes evident. 

Only very small stocks are carried by car agencies, garages, and 
service statIOns owing to the limited demand. 

There are no sales of body hoists at the present time, which is due 
to an extent to serious economic depression through which New Zea
land is now passing; when conditions improve sales of hoists will 
undoubtedly show & revival. There is practically no business in 
bumpers, nonskid chains, covers for hoods, radiators and tires, glare 
elimmators, heat indicators, lamp lenses, luggage carriers, and trunk 
racks (which in a few cases where they are used are built locally), 
tire I?umps! radiator shutters and shields, speedometers, seat covers, 
or wmd-shleld visors, although a Eteady sale exists for wind-shield 
cleaners. 

There is no sale of bulb horns, but there is an excellent market for 
electric horns, and in this line the United States products pre
dominate. There is a good, steady sale of both hand and mechanical 
jacks, and the trade in thIS line gives promise of further increase 
during the next few years. 

License plates are all manufactured locally, and as the distribution 
of these plates is controlled by the Government there is no oppor
tunity for outside sources to secure any of this business. 

The sale of lights, includin~ head, rear, stop, and parking, is very 
lUIlall. Practically every car Imported is completely equipped in this 
respect and replacements are low. Theft-proof locks are practically 
unknown. 

Lubricating SystelDS are having steady sales~ practically all of the, 
business in these products as well as in oil ana grease ~guns and oil. 
dispensing pumps coming from the United States. Sales of rear
view mirrors are fair, as is the demand for shock absorbers; tire 
gauges and taximeters are in good demand. . 

New Zealand does not take to novelties, and in the accessory lines 
this is no exception. The accessory trade in so far as New Zealand 
is concerned appears to be steadily on the decline. 

Of the total accessory business done the United States secures 
about 85 per cent with the balance going to England. 

Accessories are marketed identically the same way as replacement 
parts with the exception of the fact that distributors, mostly whole
salers, do not carry heavy stocks. Present distribution channels 
cover the market adequately, but the main drawback in the sale here 
seems to be the lack of effort which garage owners and dealers make 
in putting these line~ ove~ to the public. , 

The usual teflDS m thIS trade are the same as those mentioned 
under replacement parts. ' 

GARAGE AND SERVICE-STATION,EQUIPMENT 

Tremendous improvement was noted in garage and service-station. 
equipment in New Zealand in 1928-29, and this trade would have 
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gone steadily ahead had it not been for the unfavorable conditions 
which existed during the year 1930. Trade in these lines ceased 
abruptly for the time being, but as soon as conditions improve, more 
business may be expected. Every garage and service-station opera
tor is impressed with the necessity of having up-to-date equipment. 
There are, more than 12,000 service stations in operation throughout 
the country. They have properly trained mechanics, and American 
equipment predominates to a marked degree. In the majority of 
cases garages are oJ?erated by automobile dealers.' 

The lines most m demand are air ,compressors, auto lifts: car 
washers, cylinder-boring machines, cranes, garage tools, honing ma
chines, valve refacers, piston grinders, and numerous smaller types 
of tools such as reaming sets, valve-receding tools, and brake-relining 
machines. 

There is very little demand for tire-repairing machinery, most of 
this being done in gara~es by mechanics who use tire-rim tools. 

Air compressors which have a good sale nearly all come from the 
United States. There is a fair demand for battery chargers and 
towing and salvaging equipment, with only slight competition from 
England in the latter item. Auto lifts have only just recently 
become known to any extent here, and the business which has been 
done comes from America. Brake-testing machines are very little 
used. Cylinder-boring machines have had a marked increase in 
sales, and they promise to develop into most satisfactory lines for 
firms handling them. . 

The majority of the cranes sold are mechanically operated. This 
line also gives promise, when times improve, of showing steady 
increase in sales. . , . . 

Gasoline pumps have a very restricted sale, owing to the fact that 
the large oil companies own nearly all of these pumps and rent them 
out to service stations and garages. In the majority of cases they 
are purchased from the head office of the .oil company in the United 
States. A French pump. has made marked inroads ori this market 
in the last two years. It is said to be simple and efficient, and is 
sold at a price approximately 25 per cent of that of Americail pumps. 

There IS practically no s.ale of welding outfits except by one com
pany in New Zealand, Rnd most of the sales in this eqmpment are 
~ade by British manufacturers. . '.. . . 

The present methods of distribution of these ·products are satis
factory, and nearly all of the business is being done through whole-
salers who carry stoc,k..' ',. . 

The same conditions in regard to payment and credit terms apply 
in this case as has been noted under replacement parts . 
. ' The outlook for garage and service-station equipment is very 
bright, and Americ~n manufacturers should continue to get the 
greater portion of the business as soon as 'depressed conditions disap
pear. New Zealand is dependent priIllarily for her revenue on over
sea shipmp.nts of butter, cheese, wool, and ·hides and skins, Prices 
realized on these proaucts recently have been' the lowest in yea,rs, 
and naturally the buying power of, t~e pe.ople has diminished 
rapidly. Favorable signs for a recoverY,Ill prIces on these products 
have been 'eviderice"d; liildit' is hoped that a' gradual recovery will be 
noted by the.end of 1931. This is dependent, of course, upon condi-
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tions of the overseas markets for the primary products. If this. 
occun, American manufacturen of parts and garage equipment may 
expect renewed inquiries from this market. 

SAMOA, AMERICAN 

A •• rIcaa c:-..J QulDq F. Roberto, San. FIJI bl .... 

Motor·vehlcle registrations a8 of January I, 1931: 25 passenger cars, 8 busses,. 
and 25 trucks. 

All of the cars and trucks in operation are of American origint 
and the majority are either owned by the Government of Ameri
can Samoa or by United States naval officers connected with the
Government. 

The market for replacement parts is limited to the necessary parts 
for repairing and keeping in 0feration the small number of vehicles 
now in use. A fair supply 0 the more essential parts is kept on 
hand by the United States Navy, which operates a repair shop and 
garage at Pago Pago. All the trade is American, no foreign parts or 
supplies being imported into the islands. 

Lamps, jacks, and pumps are the principal accessories imported. 
Stocks of accessories, because of the limited market, are not very 
large. Car owners are able to import accessories by mail order 
domestic postal rates applying to shipments from the continental 
United States to American Samoa.. 

The island government operates a small repair shop and service 
garage for the government-owned cars and vehicles owned by naval 
officen. The amount of business done is limited, and the island 
offen but very little opportunity for the sale of service equipment. 
Purchases of supplies and equipment would be made through the 
United States Navy. 

SAMOA, WESTERN 

A •• rlea. e.m.a1 Qulnq F. Roberto, San. FIJI bl .... 

Motor·vehlcle regIstrations as ot Jllnuary I, 1931: 211 passenger cars, 18 
busaes, 151 trucks, and 13 motor cycles. 

. There are three general merchants in Apia, Western Samoa, who 
hold some eight agencies for low-priced and medium-priced Ameri
can cars. The agencies for two popular British cars are also held by 
two of these firms. Replacement parts for the three or four more 
popular cars are stocked by the agents, who order the repair parts 
direct from the factory. 

The demand for parts does not differ greatly from that prevailing 
in Fiji. One of the firms with two American agencies also holds 
the same agencies in Fiji, where more cars are in service and larger 
stocks of spares are carried for servicing these cars. Consequently 
this agent finds it possible to limit his stocks in Western Samoa ana 
draw upon Suva stocks. 

Replacement parts as a rule are imported by the agents, although 
small orders are sometimes placed by service garages domg repair 
work in Western Samoa. 
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Accessories are handled by the automobile agents and to a very 
limited extent by the general merchants of Apia. The market is 
very limited and is largely confined to the articles which replace 
.standard equipment on cars exported to 'Western Samoa. Pumps. 
jacks, gauges, lamps, electric horns, and radiator caps are the more 
popular accessories finding a market in this territory. 

Servicing cars has made little progress in '\Vestern Samoa. Re
pair work is still largely carried out by hand, and little or no service 
-equipment and machinery is used. . 

The small number of automotive vehicles, the heavy investment 
required for service equipment, and the indifference of the public 
to the quality of the work are influences against the introduction of 
modern equipment. The volume of business is not in the territory 
to bring about the use of better servicing appliances. 

The automotive trade of Western Samoa is American, and prac
tically no other equipment is on the market. The business is limited 
by the number of cars in operation and the narrow field for ex
pansion. 'American equipment has given satisfaction in this field 
:and there is no reason to believe that American products will not 
eontinue to dominate this market, although tllere is a preferential 
tariff favoring British products. 



EUROPE 

ALBANIA 

Deeided Growth Evident During the Past Year for Replacement Parts and 
Aceeuoril'&-OnlJ Slight Progrl'sa Haa Been Made in Providing Adequate 
s..niring Facilitie_American Products Provide the Bulk of the Demand 
in Ali Three Claaau 

Vin eon.aI P.1d B. Demille. Tlr .... 

Motor ," .. hie Ie registrations as of January I, 1931: 4,,0 units, Including busses 
and trucks. 

REPLACEllENT PARTS 

Since the latter part of 1930 there has been a noticeable growth 
in the Albanian market for automobile replacement parts of Ameri
can manufacture. This situation is duelrincipally to the establish
ment of several additional agencies for merican automobiles, since 
all agencies carry a good stock of American replacement parts as 
well. 

It is believed that this market will slowly but steadily increase 
in proportion to the sale of American-made automobiles. As 
Albania has no railroad1 almost all communication is made by motor 
car, and a larger sale of American-made automobiles and the conse
quent increase in the demand for replacement parts and accessories 
may be anticipated in view of the increasing construction of better 
roads. 

Springs, plain, roller, and ball bearings, piston rings and pins, 
gears, rims, drive shafts, spark plugs, and fan belts are among the 
leading items sold in Albania. 

Practically the entire market is supplied by American firms. There 
are no industrial plants in Albania producing parts or accessories 
and very little foreign competition, this being confined mainly to 
replacement springs from England. 
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SUMMARY 011' THE MARKgT 1I'0R AMERICAN REPLACEMENT PARTS, ACCESSORIES, AND SERVICE ApPLIANCES IN EUROPE 

Country 

Albania .••••••••.••••••• _ ••••• _ ••••• _ ••. _ ...•• 
Austrla. •••.•••.•..•..•.. _ ..•.•••.•.••••• _ ••••• 
Azores •••••••••••••••••••.•••••••• _ •• _. _ •••.•.• 
Belgium and Luxemburg ...•.•.........• _ ••••• 
Bulgaria. ••••••••••••••••••••.••••••• _ •.••• __ .• 

Czechoslovakla ••••••••..••.• _._ •...•.• _._._ •.• 
Danzlg ••••••••••. ___ ••• _: ••••. -•• _____ -______ _ 
Denmark. ___ ••••••..•• _______________________ _ 
Estonla. ••••• _ ••••••••• _ ••• _. -. -. _. - -•• -- -__ • _. 
Flnland ••••••• _ •• __ ••• ___ ._. -••• - - -. -.-.-.- ---

Faroe Islands_ ••• _ ••• ___ • --- - ---. __ --_ -- • __ -- •• 
France ___ •••• __ ._._ ••• _ ••• _._._ ••••• ___ ._._. __ 
Germany __ •• __ ._ •• _. ___ • ___ • ___ ._._ •.••• _____ _ 
Glbraltar •• _. ____ ••• __ •• _______ •• _. ___ • _______ • 
Great Brltaln _____ ••• __ -.---. --•• --- - -••• -- ----

Greece_. __ •• _____ • __ •• __ • __ -.-- ---- -- -- ---. ----
Hungary ___ • __ ._ •••• _. ___ •• _ ------ - -. ---. - --. 
Iceland _______ •• , __ ---. -. -- -. -. -- - - -- ---. -- --•• Irisb Free Btate ___ •• _______________ ._._. ___ • __ 
Italy _ • __ ••• _. ______ ._ ••• _. -- .--- -.- - -- --- --. -. 

Latvla_ •• _____ • ___ • ____ -.-. -. -.- - -. -. -.---. --•• 
Llthuanl"--_____ •• _. __ ••• __________ • ______ ••• _. 
Madeira Islands._. _____ ._. ___ ._._._._. ___ ._. __ 
Monaco ____ •• __ •• _ •• _ ••••• __ • ____ ._._ •• _. ____ _ 
Netberlands •• _ •• _. ___ • ___ ._. ____ • _______ ••• __ _ 

~g{a':;~8nii"i:iaD.iig:::::::::::::::::::::::::::: 
PortugaL •••• __ •• _ •••• ___ •• -----. -- ••• --- -. -.-. Rumanla _________________ ••• _. ___ • _______ ·_· __ 
Bpaln _____ • ____ ••• ------- - -._._._. -- --.- -. -••• 
Sweden.._ ._ •••• __ ._. -••••• -••• -. -•.• - ••• -•••. -
Swltzerland_ •• _. _ •••••.• -•••.••••• -•.•.••• -•.• 
or ugoslavla. _._ .. _ •.••••• -•••. --. -•••• -.- -- •. -. 

United States exports In 1930 

Replace· 
ment 
parts 

(Il 
$208, 678 

12,693 
2.251,909 

9,112 

129.248 
('l 

1,467,990 
22,789 

216.455 

(I) 
I, 9t2, 163 
1,644,685 

818 
3,102,615 

226,929 
86,359 
33,850 
39.058 

310,336 

38,752 
17,493 
el ) 
(.) 

675,677 

217,079 
255,117 
187,493 
229.501 
969,810 

1,137.814 
184,363 
51,946 

Acces· 
sarles 

._---
(I) 

$7,705 
1,044 

94,317 
508 

7.362 
(') 

74,817 
338 

12,732 

(I) 
56.204 
98,502 

96 
215,823 

'9,062 
1,847 
4,567 

722 
119,364 

26.320 
.' 317 
(I) 
(.) 

~'" I 15,031 
19,528 

~!lll 105,432 
98,237 
17,691 
1,569 

Bervlce 
appll· 
ances 

---
(I) 

$8,099 
1,152 

74.238 
4,199 

10,803 
(i) 

92,200 
2,797 

24,472 

(I) 
211,782 
176,228 

1,255,340 

15,067 
4.832 
2,598 

49,292 
210,769 

1,816 
1,051 

~:l 
119,523 

56,464 
24,376 
25,867 
17,201 
79,802 
84,933 
43,355 
7,678 

Present demand American participation 

Replacement 
parts Accessories Service appli· Replacement I Acea..sorles 

ances parts 
Service appll.· 

ances 

------ -_._-------
Growing •• __ .. Growlng_ •••.• Limlted .•. _._. Lead •• , •... _ •• _ Leads ..•••. _._ 

. __ ._do _____ ._. Down .••. _._._ Favorable __ ••. Heavy __ .. ___ • Llmlted •.•• _ •• 
Down .•• _. __ ._ Limited •••..•• InActive_ •• __ ._ 95percenL. __ 65 percent •.••• 
Growlng. __ ._. Down ••.•••••• GrowinK .• · ••• 45 per cent __ •• SmaIL •.. _._ •• 

_~~~:: ____ ~~~:1~~~:~:~:::::: :::::::.~~:: ~::r::~:~~: ::r~~~~.t ••• -.:: 
Falr_. _____ ••. 1 Fair. __ .. _._._ Llmited ••••• _. SmaiL ••.•...• SmaIL_ •.••• _. 
Gcod •.... __ •• Growlng .•. _.. Favorable •••.• 75 per cent._._ 75 per tenL_ •• 
Growlng •• _ ..••• _ •• do. __ • __ .. Limited ••.•••• 70 per cent ••.• 70 per cent __ ._ 
Down .••• _ .•• _ Limited •••••.• Favorable .. "'1 90 per cent ••. _ 90 per cent_ •.. 

Llmlted_ •• _ •. _ •. _ •. do. __ ._._. Limited ••.•••• 100 per cent ___ ll00 per cent ••• 
Gcod .•• _._._. FAIr_ ••••.. _ ..• Growing •• _ ..• Llmlted .•• _._. Llmlted. •••••• 
Slow •• ___ ._ .•. Down ••• __ .•.••.•.. do_._ •••••.• _ •. do. __ •••.• 10 per cent_ ••• 
Llmlted.. __ ._. Llmlted_ •• _ ..• Limited •.•.. _. Good._ •.• _ .•• 55 per cent._ .. 
Good. ___ ••.•• Down ••.•• __ •• Favorable •••.• Down ••.•••••• Llmlted ••• _ ••• 

Down. .... _._.·_ •••• do. __ ._._. Llmlted. •• _ ..• Good. __ .. _ .•. Fair ••••••••••• 
Slow •• __ .• _ ••• Low ••.••••. _ .• Growlng •• _._. 50 per cenL_ •• 25 per cent._ •• 
Good.· ____ .. _. Growlng •• _ ..• Llmlted ..• ___ • 85 per cent •• _. 95 per tent ••.. 

g~~d~~~~::::: pg:~::::::::. ~!~:r~~le::::: ~~a~L~~~:::: rd.~N~~.~~~~:: 
Falr ..• __ ••••• '_ 
Good __ ._._._. 
Fair •••••••••• 
NiL ••• __ •.•.. 
Good •• _ •••••. 

SmaiL ••••.••• SmaIL __ ••••.• 76 per cent ••.• 25 per cent •••• 

~t~~d~~:::::: _~I~d~~::::::'·i;.;8g~ __ :.:::::: ..... do •.••.••• 
NII ••••••••. _ •• NIL. .••.•.. _. Llmlted ••• _._. ~Ie~.".".~~~::: 
Down •••••.• _. Favorable ••• ,. Leads .•.•••••• Small ••••••••• 

g~~r~~~::::: £[~it~n,t:::::: 'iiesgYciteiC::: ~g ~:~ ~:~~:::: ~:a'lt:::::::: 
Slow •• _ •••••••••••. do_._ ••.. _ Small._ .••.• _. 60 per cent._.~ 50 per cent •••• 
Good ___ •••••• Down ••••••••• Slow ••••••. __ • Leads_ •••••••• Small_ ••. _ .••• 
Slow ••••.. _ .• _ ••••• do. __ ._._. Growlng ••. " __ 75 per cent •••. 50 per conL ••• 
Good. __ •• _ ••• Good •• _ •• ____ Favorable ••.•. 75--80 per cent. ••.•. do._ •••••• 

•.••• do •. _ •.•.• ~ •• _.do. __ •.• _. Fair •••••••.••• 1 Large......... Fair ••• -••••••• 
Fair •••••••• _.. Low. _........ Favorable .•• ,. 50 per cent_... 3(}-40 per oen!. 

Leads. 
5!HJ0 per cent. 
Slight. 
6(}-80 per cent. 
Limited. 

Leads. 
NIl. 
Leads. 

Do. 
90 per cent. 

Leads. 
Heavy. 
Favorable. 
75 per cent. 
Leads. 

Do. 
60 per cent. 
100 per cent. 
~J:.~ cent. 

20 per cent. 
Heavy. 
Leads. 
Nil. 
Leads. 

Prererred. 
60 per oent. 
Leads. 

Do. 
8(}-90 per cent. 
85 per cent. 
LeRds. 
Fair. 



'1)_11. ~ .. e\loD 

-.---.-------- - - - ---------

Repla<emonl PIIlIl Re~Ipu1.a I Country 

!~t,:::::::::::::::::::::::::::::::::::::: ~~~.:::::::::::::::::: r,.:~:::::::::::::::::' r::.:::::::::::::::::: 
AIOI'88~':_ ......... ____ .... ___ .... " ........................... NODe ........................... _.' Small ..... ___ ........... _ •• ' None. _ .......... __ ..... .. 

ll~I::::A~~.~~.~~~~~~::.::::::::::::::::: .~.~J~:::::::::::::::: ~':e.i::::::::::::::: ~=::::::::::::::::: 

8maO ••..••••.••.•.. "1 SmaiL.. . .•...•... ••. N_ 
lleav7 •••••.•••••••••. 8Irolll.... .•••.• ..••.. Active. 
811.hl................. Fair •••••••••.....•.•.• Sironc. 
Acti ............. ___ . __ ... Small ...... __ •.. ___ .... _. Orowtn._ 
B .. vy ••••.•.•••••.••. , Actlv •••••.•••...•.••• AcU ... 

Czaehoolovakla •••.•••••••.•.•.••..•••.••••• La""' •••.•..•..••••••. Lartre •••••••...•.••••• Actlv •••••...••••••••• 
Dandg ••••••••••••••••••••.••••••••..•••.•.. Sm. II ••••••••••••••••• 8mall •••.•••••..•••••• Small •••.•.•••••••.•.• 

Fair ••••••••••••••••••• Orowllll ••••••.•••.••• Orowllll. 

~:::,~.~::::::::::::::::::::::::::::::::::: .~~~~~.:::::::::::::::: OrowlDa •••••.•••••••• Active ••••.•••••.•.••• 
~J.:Jl:::::::::::::::: :.:jL:::::::::::::: ~:~r.;,. 

Flnland. ................................... ..... <10 •••••••••••••••• ~:::':c:::::::::::::::! ~~~I::::::::::::::::: Fair... ••••••.•••••.•.• Fal, •••.••.•.••••••.••• Artlv .. 
8mall •••••••.••••••••• 8ma1l ••••.••..•.••••.. Small. 

Faroe lalaada •••••••••••••••••••.•••.••••••• Noa ••••••••••••.••••• Noa •••••••••••••.••••••.•• do ................ Non ••••••••.•.••..•.. NOD ................. . 

~:..::~J::::::::::::::::::::::::::::::::::: ~:d~:::::::::::::::: .~~d:::::::::::::::::! g=~:::::::::::::: .~~J~:::::::::::::::: .~~~~:::::::::::::::: 
Olbraltar •••••••••••••••••••••.•••••.••••••. NOD •••••••••••••••••• NOD ••••••••••••••.••• ' NOD •••••••..•••••••.• Small •••.•••.•.••••••• Fair •.••.•••..••.•.•.• 
0_1 BritalD ••••••••••••••••..•••.•••••••.• B ... vy ••••.•••••.•••.• Lars ••••••••.••••.•••• ' OrowlDa ••.•.....•.... A'lIv ••••••••••••••.•• ~ ••••• do •••....•.•••.••• 

0 ............................................ 8mall •••••••••••.••••• 8me1l •••••.•.••••••••• NOD .................. orowllll •••••••••...•• 1 Beavy ............... . 

~~I~-::::::::::::::::::::::::::::::::::::: ·Non~~:::::::::::::::: -Non~~:::::::::::::::: ~:~:~:::::::::::::::: :fr:ht~:::::::::::::::: ~fr:ht~:::::::::::::::: 
lrlBb Fr .. Stete .................................. do ••••••••••••••.•••••. do ..................... do ................ 8troDI ................ 8trolll ............... . 
llaly ••••••••••••••••••••••••••.•••.•.••••••• Larl •••••• · ••• ••• ••• ·• Lars ••••••••.•.•.••••• Oro ... IIII.········· .. ·• 81i1b' ........... • ..... 1 Active ............... . 

I 
Actlv ................. BeaVJ ........ · .. •· ... 

~iiih~~~~~:·:~~~~~~~~~~ ~~~ ~~ ~ ~ ~~ ~ ~ ~~~~~ ~i: ~~i~·~ ~ ~ ~~~~~~~ ~~ ~~~ ~ :;~~~~~~~ ~~ ~~~~ ~ ~ ~~ ~ ~,:~]~: ~ ~ ~~~ ~~~~ ~ ~ ~~ ~~ ~~~i: ::::::::::::::: . t~t:::::::::::::::: 
N.tb.rlaDda ................................ i Sm.Il ................. Small •••••••••.•.•.•••••••• do ................ Actlv ................. Slrolll ...... ·•·•···· •• 

Non •. 
811.hl. 
8mall. 
SliJlhl. 
Small. 

BliJlht. 
Fair. 
NODS. 
Actlv •• 
Small. 

B ... y. 
Small. 
Small. 

~:~rDI. 

Ii~;~~~~~;~~~~~~~~~~~:~~~~~~~~~~j:~~~~~~~~~~~~~~~~~~~~~ .£~~~~~~~~~~~~~~~~~~~~ :~:~~~~~~~~~~~~~~~~~ ~~f~~~~~~~~~~~~~~~ .~:~~~~~~~~~~:~~~~~ ~I\f~;· 
t~~~~~~~~~~~~~~:~~~~~~::::~~::~:~~:~~~~I·:~t~~·:~~~:~~~~~~: tgt~~~~~~~~~~~~~~~ i2~~I~~~:~~~~~~~~:~ ·~:lii~~~~~~~:~~~~~~~ ~~~~~~~~~~~~~~:~~ !:~~. 

1 Includ.d with Y",oolavla. IlDcluded ... ith Poland. I Includ.d ... llh Denmark. 'lDcluded ... ltb Awr... IlDcludod ... llb Franco. 
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American firms require either cash payment with the order or pay
ment against document at the bank. Foreign firms have offered local 
dealers the privilege of partial cash payment with the order and the
remainder in 90 days. 

Advertising may be said to be in its infancy. It consists for the
most part in an occasional announcement in a local newspaper and &. 

few posters publicly displayed. 

ACCESSORIES 

The same general conditions surround the demand for accessories 
as were mentioned under the heading of replacement parts. 

Among the leading items in demand are lenses, lamps, lights (head 
and rear, with sto:p and parking lights in lesser quantities), electric 
horns1 mechanical Jacks, tire pumps, bumpers, luggage carriers, shock 
absoroers, and windshield cleaners, both hand and electric. _ 

The demand is almost entirely supplied by American firms owing 
to the predominance of American cars in Albania. Automobile 
dealers are the sole distributors and keep a fair stock of accessories 
on hand. 

GARAGE AND SERVICE·STATION EQUIPMENT 

Very little progress has been made in providing adequate auto
mobile service facilities in Albania. There are still very few inde
pendent garages, and it was only about a year ago that the first gaso
line supply station was installed. These supply stations are operated 
with a hand pump and are mostly of the st.ationary type. 

Garage equipment is by no means complete and does not include 
such machinery as vulcanizers, towing and salvaging equipment, air 
compressors, cylinder-boring machines, brake-testing and polishing 
machines, hydraulic jacks, and tire changers. The installation of 
mechanical equipment has been limited, owing to lack of capital and 
the hesitancy of garage owners to invest. -

Electric current is now available in almost all of t.he larger cities 
of Albania, which removes the obstacle in the use of mechanical 
equipment for garages. There is no local production, and foreign 
competition is limited to small purchases of wrenches or other garage 
tools. Hand tools are employed to change tires, generally by 
chauffeurs. 

The best selling method is through automobile dealers, which 
method is considered satisfactory. 

American firms require cash with order, or the opening of credit in 
a bank in the United States. Either course is recommended, espe
cially in the case of an initial order. Later when business connec
tions are established a revision in the credit terms may be made. 

It can not be said that there is a growing recognition in Albania. 
for the need of better and more modern service and garage equip
ment. Most passeno-er automobiles are owned and operat.ed by 
chauffeurs as taxis. ~he wear and tear on these cars is great, owing 
to unfavorable road conditions and a certain amount of carelessness 
on the part of the chauffeurs. It is stated that automobiles are 
practically never overhauled, and when they have heen driven 15,000 
miles or more they are junked. . 
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AUSTRIA 

The Aulltrian Market Show. a Growing Tendency Toward the Use of Imported 
Replacement Part_The Accessory Demand Has Decreased About 10 to 15-
Per Cent-Thia Country Olfen an Important Potential Market for Garage
and Se"lce-Station Equipment 

c.. ... deI AttacW G ........ Ridl._. Vleana 

n .. gt.tratlon ot motor vehicles a8 ot January 1. 1931: 22,600 passengt!r cars. 
1,700 trueD and bU8&ei1. aDd 00.000 motor cycles. 

REPLACEMENT PARTS 

The Austrian market for replacement parts shows an upward 
tendency which is due not only to the constant gain in registration 
of automotive vehicles but also to the increasing use of imported 
parts for the manufacture of Austrian automobiles and trucks. 
American participation is relatively high and probably ranks next to 
Gl'rman in importance as a supplier of parts. 

The market for parts must be classified in two categories which 
have different characteristics and present entirely different saies out
looks. The market for service parts is determmed by the number 
of American automotive vehicles operated in Austria. The average 
life of a passenger car in Austria is estimated at five to six years, 
with an average yearly mileage of 18,000 kilometers. An overhauL 
and the replacement of some, notably engine, parts is usual after a 
mileage of approximately 35,000 kilometers. In the case of high
class cars the average lifetime is higher, reaching from seven to nine 
years, and an overhaul usually tokes place after a mileage of approxi
mately 50,000 kilometers. The average lifetime of trucks is esti
mated at from four to five years, at a somewhat higher yearly 
mileage. The average lifetime of motor cycles is estimated to be 
five or si.x years, at a yearly mileage of 12,000 to 15,000 kilometers, an 
overhaul being, as a rule, advisable after a mileage of 15,000 to 
20,000 kilometers for European machines and 20,000 to 30,00~ 
kilometers for those of Amencan make. 

The demand for service parts in Austria is probably relatively 
higher than in Germany, because in spite of considerable investments 
made in recent years the status of toll roads is not yet entirely satis
factory in many parts of the country. Also a very considerable part 
of the Austrian mileage is over hilly or mountamous ground, with. 
some of the steepest mountain roads in Europe; The combined in. 
fluence of both factors creates considerable wear and tea-r, which is 
probably only portly offset by the greater average mileage covered 
mother countr1.eS With more favorable road conditions. 
Accordin~ to trade ex~rts, the yearly increase of American auto

mobiles ana trucks, which amounts to a-pproximately 400 units, is 
probably 10 to 15 per cent higher than the number of American 
automotive vehicles scrapped each yearbso that the service market 
for replacement parts in general may e qualified as a stable one 
with a slightly increasing tendency. 

The service market for American motor-cycle parts has grown in 
recent years, but owing to the decreased importation of American 
motor cycles this market is not likely to develop in the future at the 
same rate. 
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The market fo{' Amer~an parts used for replacements in American 
;passenger cars; trucks, and motor cycles is not to any very great extent 
-affected by Austrian or other foreign competition, and as a rule both 
the local agents of American manufacturers and the owners of the 
vehicles prefer to use the original American parts. Major excep
tions to this rule include sprin~s, which are manufactured locally, as 
-are batteries; brake linings, WhICh are frequently replaced by German 
.0{' English linings; pistons supplied by Swiss or German manufac
turers) as is also the case in roller bearings, ordinary gear wheels of 
AustrIan, German, or other origins, and ordinary chains, which are 
-sometimes replaced by chains of English or German manufacture. 

The market for imported parts used by the Austrian industry in 
the manufacture of passenger cars and trucks offers entirely different 
-characteristics from the market for service parts, and it fluctuates 
widely in different lears, both in regard to the quantities imported 
and the countries 0 origin. In past years there has been a marked 
tendency among manufacturers to import considerable, and in some 
"lines increasing quantities of automobile parts in order to reduce the 
:sales price of Austrian-made passenger cars and trucks and mitke 
them competitive with imported cars. A further reason for these 
imports is the lack of adequate local facilities for manufacturing cer
tain parts in commercial quantities, as truck frames and electric 
generatocs. The volume of this market depends largely upon the 
number of passenger cars and trucks manufactured each year, which 
shows considerable fluctuation. The selection between competing 
merchandise is practically exclusively governed by price and credit 
-considerations. -

This market is therefore highly unstable, and it is difficult to fore
tell its future development. American participation has always been 
an important factor, and, according to trade opinions, is likely to in
-crease in the future. German competition is, however, very- strong, 
and this country is delivering a number of parts whirh were formerly 
imported from the United States. This is probably due to lower 
prices and more liberal credit terms, partly to the. greater facility for 
rapid intercommunication and personal contact, and also the possi
bility of having small quantities of nonstandardized parts made to 
order by German factories, which is an important @onsideration in 
view of the small number of units of each mooel manufactured in 
Austria. 

No set rule can be given regarding the proper method of increasing 
the volume of American sales in this market: But, in the first place, 
it is important to secure an active distributor with good contacts in 
the local industry; then he should carry not only samples but ade
quate stocks, and, finally, he must be in a position to meet prices and 
-credit terms of German manufacturers. In" most lines it is futile to 
argue the superior quality of the American product as a reason -for 
higher prices, because the vast majority of cars and trucks manufac
tured in Austria at the present time must be built down to a price so 
that the sales price of each component is practically the only decisive 
factor, irrespective of minor differences in quality. 

The future outlook for American sales of parts as components for 
the manufacture of automotive vehicles in Austria is difficult to fore
tell, and it will be largely determined by the choice of proper dis-. 
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tributors and a very liberal price and credit policy. The necessity o.f 
keeping consideraLle parts on hand narrows the choice of prospective 
distriLutors down to a very limited number of Vienna firms with. 
adequate financing facilities. 

According to trade experts the following American replacement 
parts are likely to find a slowly growing though modest market in 
Austria: Valves, pistons, piston lins, piston rings, gears, drive 
shafts and differential gears, an rims. At the present time, a 
number of American parts are being imported, including spark 
plugs, which come in in large quantities, in spite of their higher price, 
competing very successfully with Bosch plugs j semi manufactured 
pistons which are finished in local factories and sold to Austrian 
automobile plants and repair works, but are forced to meet Swiss, 
Gennan, and Austrian competition j piston rings, which are also 
used by some local factories but have to meet considerable, notably 
German, competition; silent chains which are gradually losing their 
place owing to German and Austrian competition j rims but for 
service only; fan belts in modest quantities; complete electric 
starting and lighting units and parts thereof for service purposes 
only; artificial leather and top covers for bodies in keen competition 
with :French and Gennan materials. 

In addition to the above parts, which are regularly imported by 
wholesaling firms, other parts also of American automobiles are, of 
course, incidentally imported for replacement purposes by agents of 
American makes. 

It is believed that clutch disks, chains, and gears may possibly 
be sold in the future, and it might be possible to develop at a later 
date the sale of standardized body frames which were formerly im
ported from Germany, provided the production of Austrian low
priced cars is resumed on more than the present low scale. 

On the other hand, it is not thought that Austria offers a worth
while market for bearings and roller bearings, because of local pro
duction; brake linings because of competition by 30 different makes; 
bolts, as well as stampings, forgings, and body hardware, due to 
local and Gennan competition' springs because of AUstrIan pro
duction, steering wheels from Germany, auto frames made locally, 
and hea\'y truck frames imported from Germany. Furthermore, 
the possibility of selling generator units and lighting equipment 
al!ain!>t French, Swiss, and German competition seems unfavorable 
for the near future. 

Until recently, service replacement farts were mainly stocked by 
the local distributors of the individua makes, some of whom carry 
considerable stocks. Local dealers of American vehicles sometimes 
complain that some manufacturers force them under the contract 
to carry a relatively large volume of parts for which they have to 
pay in cash, and that as a consequence each year they have to write 
off from their books relatively large amounts of money for unsold 
parts and parts for models which have become obsolete. 

It is frequently pointed out that some foreign, notably French 
automobile manufacturers, permit their local distributors to carry 
adequate amounts of replacement parts on a commission basis, the 
import duty only being paid by the local distributor. It is also 
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pointed out that the a'mount of money invested by local dealers in 
replacement parts forces him to renew the contract with the Ameri-

. can' firm at all costs, and even to make unwise concessions and 
promises to the factory, if he is requested to, because he can not 
afford to lose the distributorship when carrying large stocks of parts 
on hand, for which he is not likely to find a buyer. 

Credit terms vary a great deal in individual cases, but wholesalers 
demand and obtain, as a rule, 90 days from date of arrival. Ger-
man firms frequently offer much longer terms, which, in extreme 
cases, rell-ch 12 months. French manufacturers sometimes offer 
stocks of replacement parts on a consignment bas~s. Terms granted 
by local distributors to dealers and consumers, such as garage.s and 
factories, vary a good deal according to the financial standing and 
desirability Oof the customer, but frequently reach 180 days in the 
case of dealers and 120 days in the case of other buyers. 

A rate of interest is sometimes agreed upon but rarely actually 
collected. Owing to the extremely liberal credit terms prevailing in 
the Austrian market, only such firms as have a sound financial status 
are in a position to act as distributors for American parts, while 
other foreign parts can be carried by smaller Austrian firms, some 
European, notably German, manufacturers being willing to grant 
credits, the duration of which is adapted to local requirements. A 
further serious handicap on importers of American replacement 
parts, notably bulky components, is the recent heavy increase in 
Atlantic shipping rates from 12 to 32 cents per cubic foot. 

In planning sales campaigns in Austria it should not be overlooked 
that economic conditions have very much deteriorated within the last 
year and that the Steyr 'Yorks, the largest automobile factory, has 
practically been out of production since the fall of 1929, and it is 
doubtful whether it will resume its activities to any great extent 
during 1931. Due tOo the bad economic situation, the number of cars 
withdrawn froni. operation in January, 1931, was greater than the 
number of cars registered in this month; this situation may continue. 
In view of the above conditions, Austrian dealers naturally hesitate 
to invest money in new ventures, and it would be difficult to persuade 
local firms to make any considerable investment in new stocks or to. 
start an extensive advertising campaign at the present. 

ACCESSORIES 

The Austrian market for accessories was very active in former 
years, and the participation of American business directly or through 
European firms was of considerable volume. This situation has, 
however, gradually changed in recent years, and the sale of acces
sories in general and American accessories in particular has decreased 
to about 10 to 15 per cent of its previous volume. The chief reason 
for this situation is that many articles have now become standard 
factory equipment on practically all classes of cars. Furthermore, a 
great number of European plants are now manufuacturing acces
sories, so that competition has grown to be extremely keen and Euro
pean terms difficult to meet. Credit terms have become very liberal~ 
and are more or less identical with those granted for replacement 
parts. In numerous cases accessories also are offered on a consign-
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Dll'nt basis. TIll' outlook for future businl'ss is not good, and as a con
sequence a number of Austrian firms have di~continued or restricted 
their former participation in the accessory trade . 
. It is reported that the following American accessories can find a 

limited market in Austria: Mechanical, notably hydraulic, jacks are 
competitive and have to meet German and Austrian competition. 
Tire pumps hal's to meet strong German and French competition. 
Grease guns compete with the Tecalemite type, but sales are possible. 
The market for ordinary wind-shield cleaners was previously very 
large, but has now fallen to a small volume. It is, however, possible 
that cleaners operating horizontally along the full length of the wind
shield may be sold successfully in the future. Speedometers only for 
service purposes, as Austrian factories are ordermg French and Ger
man makes. Batteries only for service purposes on American cars, 
Austrian factories using mainly batteries of domestic and German 
make. Skid chains of ordinary type can not be sold, because they 
are manufactured cheaply in Austria and in Germany, but there is a 
possibility of selling chains made from rubber or similar materials, 
as there IS a growing movement against the use of metal chains and 
their use may even be forbidden at some future time. Radiator shut
ters are manufactured locally and are becoming increasingly popular, 
and it is believed that high-class American shutters could be sold. 
Sales of car heaters are very small, but it is expected that when 
economic conditions improve, sales will increase, notably for busses. 

The following items of American manufacture are considered to 
have no market possibilities: Bumpers, which are produced locally 
and in othl'r European countries; glare eliminators, which are pro
duced by Germany, Switzerland, and France; shock absorbers from 
France and Gl'rmany; stop lights and direction indicators experience 
heavy competition; AmerICan taximeters have so far found no mar
ket and, in view of the very slow rate of increase of taxicabs, future 
prospects are negligible. Electric horns have not found a worth
while market, inasmuch as they are included as standard equipment. 
The sale of bulb horns has diminished to a very small volume, and 
competition by various European countries is extremely keen. 
Theft-proof locks are manufactured locally and sold by several 
European countries, as are hand-operated tire pumps. The outlook 
for rear-view mirrors in quantities is very small. Radiator covers 
are gradually losing their former market, and American covers are 
said to be difficult to sell. Lamp lenses are sold only for service 
purposes for American cars. Luggage carriers and trunk racks are 
manufactured locally and imported from Germany. 

Accessories are handled in Austria by a great variety of firms, 
notably by wholesale firms purchasing for their own account, factory 
commission agents, retail firms, distributors for Austrian and im
ported cars, car and motor-cycle dealers, garages, repair shops, deal
ers in sports equipment, department stores, and gasoline stations. 
The present distribution channels are more than sufficient to cover 
the market adequately. Due to the heavy decline in the volume of 
sales, a number of firms which formerly handled accessories have 
gone out of business or have discontinued carrying stocks. Acces
sories are sold to wholesale firms ~irect or through factory agents, 
and also direct to retail dealers. 
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The retail trade purchases from local wholesale firms or from the 
factory through factory agents; there are also a great many retail 
firms and garages which act simultaneously as factory distributors 
and retailers. Stocks are carried by wholesale firms, small stocks 
by factory agents, distributors, and sometimes also retail dealers. In 
frequent cases such stocks are kept on a consignment basis. 

Credit terms are very liberal, ranging from 90 to 120 days in the 
wholesale trade, consignment arrangements being made frequently. 
Credits to retailers are very long and frequently amount to six 
months and more. Competition between German, French, Italian, 
.Belgian, English, and Austrian accessories is ve.ry keen. 

GARAGE AND SERVICE-STATION EQUIPMENT 

The Austrian market for garage and service-station equipment has 
so far been very small, but there are indications that the trend is in 
the direction of modernizing the present inadequate service and 
garage system. It remains to be seen if the necessary large invest
ments can be made under the present adverse financial conditions. 
There are very few modern and well-equipped garages and even 
fewer satisfactory service stations. Austria therefore offers an im
portant potential market for such equipment, and with improving 
financial conditions American manufacturers should be able to obtain 
some fairly important sales in this market. There are no reasons 
other than financial which would restrict the use of mechanical 
equipment in the country. Trained mechanics are plentiful and 
electric current is available in practically all parts of the country. 
There is also a growing need tor better and more modern service 
and better garages, especially in view of the fact that there is a 
rapidly growing percentage of car owners operating their cars 
themselves. 

Within the last 12 months the sale of American equipment has 
shown a marked increase and, according to the latest trade esti
mates, constitutes 50 to 60 per cent of the sales made within this 
period in Austria. Broadly speaking, competition by Austrian, 
German, or other imported materials in this line is not nearly as 
severe as in the accessory business. 

An analysis of the market possibilities of various garage and 
service articles shows that American air compressors are fair and 
increasing. Air compressors are manufactured locally and are also 
imported from Germany, but competition from both sour~es is not 
severe. The first American autolift was sold in Austria in 1930; 
several additional units have since been ordered or installed, and 
this business promises well for the future. Competition is encoun
tered from locally constructed as well as German products. The 
r,.ale of American battery chargers is not considered feasible, since 
a good article is manufactured locally, and also by the German elec
tncal industry. Brake-testing machines will find a small market in 
the future among regional institutions, which the provincial gov
ernments propose to organize for experimental and testing purposes, 
but the market will remain a very narrow one. 

Sales of car washers are increasing, but it is difficult to sell Amer
ican equipment due to Austrian and German apparatns. Cylinder-
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oorillg machines are sold in very small quantities against German 
and Austrian competition, but this business may grow in time. 
Cranes are manufactured locally, and it is not expected that the 
American product will have any great demand. Most ordinary 
garage tools are either made in Austria or imported from Germany. 
Some Englk;h tools are also sold. There is a limited market for 
very high-quality tools of American origin, but in the field of 
ordlIIary-quality tools American prices are noncompetitive. Large 
American jacks are sold in this market against strong German com
petition, and this line is likely to increase in the future. The Aus
trian market for gasoline pumps is at present more or less saturated. 
By various administrative regulations, the sale of imported pumps 
has been rendered very difficult in order to preserve the market for 
local manufacturers. 

High-pressure chassis-lubricating and grease-dispensing devices 
have fair and increasing sales in which American products lead 
against cheaper German, Austrian, and Danish competition. Only 
very high-quality manufactures can successfully compete in this 
market and secure a share in the sales. The market for lower-grade 
and low-priced devices is flooded by European manufacturers against 
"'hich competition is practically impossible. Several occasions havoe 
been noted where garages originally ordered cheap Austrian and 
German equipment which had to be scrapped, and replaced it by 
8n American product. There is a demand for a high-quality high
pressure grease gun, operated by a hand lever, with a capacity of 
approximately 40 pounds, which so far has apparently not yet 
been filled by American exporters. Grease guns In general find a 
fair market which, however, is said to be declining in view of Eng
lish, French, and German competition. The market for oil-dis
pensing pumps and oil guns is small but growing. 

American paint-spraying equipment leads in this market against 
very heavy German competitIOn; polishing machines and portable 
drills are sold in small ,)uantities, and the trade does not believe 
that the volume of sales IS likely to materially increase in the near 
future. American tire-repairing outfits for garages were formerly 
sold in Austria, but have lost much ground due to competition from 
Germany, Czechoslovakia, and a new Swiss concern. American 
small vulcanizing outfits for tubes are sold in quantities, and this 
business is likely to continue, the main competitors being German 
and French concerns. American valve grinders are sold in. fair 
quantities, and foreign competition is not much felt. Prices of 
American products, however, are high for local conditions and limit 
the scope of the market. 

Towmg and salvaging equipment has been sold in small quanti
ties, but sales are not likely to increase due to the narrowness of 
the local market, which is quickly saturated, and to German and 
Austrian competition. In a number of cases local ~arages have 
manufactured such devices for their own use in theIr workshops 
during the quiet season. 

Welding outfits are manufactured locally and also imported from 
Germany. According to trade opinions American wrenches can not 
be sold in the face of local and German competition. Wheel ali~
ment equipment may find a market in the future in connection WIth 
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the growing trend toward the use of wire wheels, with which only 
de luxe cars are equipped in Austria at the present time. 

The greater portion of sales in this line is handled by a few firms 
in Vienna, one of which specializes exclusively in garage equipment. 
The two most important firms carry a fairly extensive line of Amer
ican equipment and in most cases are in a position to successfully 
compete with European lines on a quality basis, because in this spe
cial type of products, the quality of American makes is manifestly 
superior to European goods. Local distributors of American garage 
equipment are therefore in a position to adhere to a fairly reason
able credit policy, namely three to six months. German and Aus
trian manufacturers, on the other hand, have to .extend credit of 
from 6 to 9 months, and in extreme cases 12 months. Terms granted 
by American manufacturers of high-quality merchandise to local 
distributors need not exceed six months, and in many cases 90 days 
will be accepted by the local firm. 

The logical center of distribution is Vienna, and the best method 
of selling American garage equipment is through one of the local 
jobbers, who also maintain stocks on their premises. In planning 
sales campaigns it should not be overlooked that the extent of this 
market, although growing, is still small and that at the present time 
considerable sales resistance, due to financial reasons and conserva
tive habits, has to be overcome. 

AZORES AND MADEIRA ISLANDS 

Replacement Parts Market of the Azores Shows Steady Increase--Acces
sories Demand Limited--Service Stations of Primitive Nature--American 
Replacement Parts Lead in the Madeira Islands as Do Accessories and 
Garage Equipment 

AZORES 

Viee Consul Charles E. Worman. st. Mima .. •• 

Motor-vehicle registrations as of January 1. 1931: 556 passenger cars, 52 
busses, 39 trucks, and 69 motor cycles. 

REPLACEMENT PARTS 

The growth of the market in the Azores for replacement parts 
showed a steady increase until 1930, at which time a decline was 
noted owing to unfavorable business conditions and the greatly di
minished tourist traffic. Increased· demands are expected for the 
years 1931 and 1932 as the number of motor vehicles in use has im
proved considerably during the past several years .. 

It is estimated that approximately ·95 per cent of the replacement 
parts used in the Azores are imported from the United States, al
though 15 per cent of the motor vehicles in operation are of foreign 
manufacture. Many American-made parts, however, such as brake 
linings, spark plugs, fan belts, and springs are readily adaptable for 
use on vehicles of other origin. The items most in demand include 
fan belts, spark plugs, springs, valves, radiator caps, pistons, piston 
pins, pinions, drive shafts, steering wheels, generators for starting 
and lighting, brake lining, and body upholstery materials. 
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Long credits are not offered to distributors and dealers by either 
American or foreign suppliers. Cash payment with order is usually 
~uired, although arrangements such as cash against presentation of 
t-hlpping documents, or part cash with order and part against ship
ping documents, are occasionally accepted. Replacement parts of 
American manufacture meet with little competition as there is no 
local production, and parts of foreign origin are not readily adapt
able to the requirements of the market. 

l'onta Del:rada, St. Michael's, is the leading distributin~ center as 
well as the largest consumer of replacement ports in the Azores . 

.A.CCESSORlES 

The present demand for automobile accessories is extremely lim
itt'd and it is not believed that the market will increase to any great 
4'xtent. Cars are imported equipped with the necessary accessories 
and owners do not have the finances to expend on novelties. It is 
estimated that about 65 per cent of the accessories are of American 
ori~n, while France supplies the ~reater part of the remainder. 

The items which are 10 demand mclude lamp lenses, horns, both 
bulb and electric, jacks, lamps, luggage carriers, mirrors, tire pumps, 
and windshield visors. The only accessories of domestic origin are 
bulb horns and rubber matting. 

GAUGB .A.ND SERVICB-STATION EQUIPMENT 

Service stations and the garages in the Azores, if they can be so 
('las."ified, are primitive and very poorly equipped. SpeCial machin
ery designed exclusively for the repair of motor vehicles is unknown, 
and precision instruments are rarely employed. Properly trained 
mechanics are not available, employers being dependent on former 
('hauffeurs with some mechanical experience. 

Although electric current is cheap and readily available, a few 
lathes, planes, and drills are the only power-driven tools employed. 
These, as well as nearly all hand tools, are of French or British 
origin. The liberal {lAyment terms granted by French suppliers 
greatly attract local lmporters, while shipping facilities and low 
freight rates between European ports and the Azores, together with. 
the willingness of continental exporters to accept orders for small 
quantities, are obstacles which American manufacturers would have 
to overcome. Gasoline pumps operated by oil companies in the 
villages and towns throughout the islands are nearly all of French 
origin, although several pumps of American make have been installed. 
The few air compressors in use were supplied from France. There 
is no garage or service-station equipment produced locally, nor is it 
.probable that such products will be manufactured in the near future. 

Auto lifts, cylinder-boring machines, special tables to handle 
motors and other heavy parts, special jacks, and precision instru
ments are especially needed, but it is doubtful if any firm could be 
persuaded to purchase such equipment at the present time, in view 
of the existing business depression whicli has made the collection of 
repair bills exceedin~ly difficult, and high taxes which are imposed 
on garages and service stations. Hand tools only are employed in 
changing tires. 
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Although market conditions are not favorable at the present time, 
the local garage owners realize the necessity for well~quipped repair 
stations and there is reason to believe that American products may 
share this field after business conditions return to normal. 

MADEIRA ISLANDS 

Consul J. F. Huddleston. Funehal 

Motor·vehicle registrations as of January I, 1931: 735 passenger cars, 140 
busses, 80 trucks, and 20 motor cycles. 

REPLACEMENT PARTS 

In the Madeira Islands such articles as spark plugs, brake lining, 
and fan belts have a fair sale and are obtained from accessories 
stores. Bearings, timing chains, springs, valves and pistons, forg
ings, pinions, drive shafts, frames, and such parts are bought through 
the dealer handling the car for which the parts are required. No 
parts are manufactured locally. American parts are well and favor
ably known and lea.d in this market. There is considerable competi
tion from French and British spark plugs and brake lining. Funchal 
is the distributing center for the island, and most of the automotive 
vehicles are located here or near by. 

Automobile dealers in good standing have recently been offered 
cars and parts with credit facilities of 60 days. Formerly both cars 
and parts were sold on a cash basis. Care should be taken about ex
tendmg credit to any but the larger firms in Funchal at the present 
time. 

ACCESSORIES 

There is a fairly even demand for new accessories and novelties, 
with the American products leadin" in sales. A steady demand ex
ists for such items as bulb horns, bumpers, rear-view mirrors, tire 
gauges, flower vases, and novelties. On account of the mild climate 
there is no requirement for radiator shutters and shields, hood and 
radiator covers, car heaters, and other cold-climate attachments. A 
small demand exists for body hoists, tire chains, and glare elimi
nators. 

Dealers buy accessories direct from manufacturers and exporters, 
and dealers carry small stock. Credit facilities of from 30 to 60 days 
are requested on important orders, while small shipments are paid for 
in cash. 

No accessories are manufactured locally, but French, German, and 
English manufacturers have introduced many of their products into 
this market. Car owners equip their automobiles with bulb hand 
horns, which are all of French, English, or German make. 

GARAGE AND SERVICE·STATION EQUIPMENT 

Service facilities are few and are offered by three or four small 
and poorly equipped garages run by mechanics. There is little equip
ment in use, but what is now employed is principally of American 
manufacture. No equipment is manufactured locally. 
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Rt'ttarding advertising methods and media, the three daily papers, 
the Diario de Noticias (claimed circulation 5,700 copies daily), 
Dairio da Madeira (claimed circulation 2,500 copies daily), and 
o Jomal (claimed circulation 1,500 copies daily) are the preferred 
media for advertising. Billboards and posters are not used to any 
great extent. 

BELGIUM AND LUXEMBURG 

Replarement Part. Market Steadily Expanding-Accessories Business De
pnued-Steady Upward Trend in Sales of Garage and Servire-Station 
Equipment 

A •• I.taDt CommeroW Attaeh' Lolli. W. BIIDt, B ....... 

lIIotor-vehlcle n-glstratlon as of January 1, 1931: 102,319 passenger cars, 1,461 
bUR8t'11, 65,206 trucks, and 45,000 motor cycles. 

BELGIUM 

REPLACEMENT PARTS 

The Belgian market for replacement parts has been steadily 
expanding as the use of the automobile has become more general. 
About 60 per cent of the cars sold in Belgium are of American origin, 
and approximately 80 per cent of the replacement parts for these 
cars come from the United States. 

The parts most in demllnd, in order of importance, are: Piston 
rings, piston pins, pistons, clutch facing and brake linin~, gears and 
pinions, bolts, valves: rims and rim parts, fan belts, plaID bearings, 
hushings, and drive shafts. 

Competition for American parts is almost entirely on the basis of 
price. Attempts have been made to introduce some locally made 
products, and France, Switzerland, and Italy have also attempted to 
place certain lines on this market to sell from 15 to 20 per cent under 
American prices, but the American products are very popular and 
are still in greatest demand. 

Sales of replacement parts are made through factory representa
tives, working on a commission basis and selling to jobbers, who, in 
turn, sell to garages; throur(7h exclusive distributors appointed by the 
manufacturer, and who sel to jobbers working the garage trade; or 
direct by automobile manufacturers who use their automobile dis
tributors for the distribution of replacement parts. The latter 
method is growing rapidly in importance. 

Commission merchants (factory representatives) require a com
mission of 10 per cent on replacement parts. The jobber sells on a 
basis of retail price less 25 per cent, less 20 per cent. The 25 per 
cent represents the dealer's profit. Manufacturers offer their local 
representatives from 30 to 90 days' credit, largely depending on the 
reputation of the local firm. 

The tendency of American automobile manufacturers to insist that 
their distributors use original parts only, strictl~ limits the sale of 
imitation parts, either of Amencan or foreign orIgin. As tids tend
ency seems to be on the· increase, it is still quite possible that the 
volume of American business will attain still larger proportions in 
the future. 
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Belgian dealers in parts usually depend entirely on personal con
tact of their salesmen for obtaining business, and they largely neglect 
advertising. An advertising use of the automobile trade journals 
would undoubtedly strengthen the American position on the market, 
but no effort in this direction has been made up to the present time. 

ACCESSORIES 

The outlook for increasing the sale of automobile accessories is not 
considered bright. The complete equipment now included on prac
tically all cars, European as well as American, renders their sale very 
difficult. Practically the only accessories in good demand are radiator 
covers, headlights, and trunks, all of which are manufactured locally, 
and American firms get very little of this business. The local firm 
of headlight manufacturers turns out a very satisfactory product, and 
Belgian proprietors of American cars frequently replace the standard 
American headlight with the domestic product. . 

Belgian accessories are usually marketed direct by the manufac
turer through wholesalers and even occasionally direct to retailers. 
American, German, French, and British accessories are usually placed 
in the hands of dealers who market their products by selling direct 
to garages and automobile distributors. As indicated above, however, 
the accessory business has been declining rapidly, and most of the 
accessory dealers in Belgium are directing their efforts more and 
more toward the garage-equipment trade. 

GARAGE AND SERVICE-STATION EQUIPMENT 

Steady progress has been realized during the past six years in 
providing adequate automobile service facilities in Belgium, particu
larly in the larger cities. However, in the smaller garages, equip
ment is largely limited to mechanical jacks, battery chargers, and 
the more common tools in constant use. Brake-testing machines 
are practically unknown, even in the larger establishments, while 
air compressors, car washers, high-pressure chassis-lubricating sys
tems, etc., are seen only in the most up-to-date establishments in 
Brussels and Antwerp. There is a shortage of properly trained 
mechanics as there are no schools for practical training purposes, 
and the labor employed by service stations is largely composed of 
men who have :pIcked up the trade through practical experience. 
However, this sItuation is constantly improvin~, and the service 
obtained in the better-class Belgian garages may lJe rated from fair 
to good . 
. American equipment has been very successfully marketed, and it 
accounts for approximately 60 to 80 per cent of the gara~e and 
service-station apparatus now in use. Domestic competition IS very 
small, but the sale of German products is growing rapidly, particu
larly with regard to such articles as garage jacks and aIr compressors. 
The German products are sold in Belgium at approxiIpately 25 per 
cent below American price". Ability to effect deliveries on short 
notice is also of decided advantage to the German manufacturers. 
Owing to the nearness of the market to Germany, the German manu
facturers can send engineers to Belgium to demonstrate the operation 
of more complicated machinery. 
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~ll Bel~~an gara~e~, even in the smaller country towns, are 
eqUipped with electricity. The usual current is 110 or 220 volts, 
either alternating or direct, but 130 and 240 volt currents are also 
used. The better-equipped garages are almost all owned by auto
mobile dealers. 

The bel;t selling terms on the Belgian market are considered to be 
90 days against documents. Quotations should be c. i. f. whenever 
pos~ible, though f. o. b. quotations are no real obstacle to business. 
With the growing German competition, 90 days' credit is becoming 
practically a necessity in order to keep local dealers interested in 
American products. 

Brussels is the outstanding center of distribution for garage equip
ment, with Antwerp playing a secondary role, while other important 
Belgian cities are never used as distribution centers. In the absence 
of direct traveling representatives, the best practice for reaching the 
market is consirlered to be through a large wholesaler who buys out
right and confines his activity to Belgium only. A considerable 
amount of business is also done through manufacturers' agents, who 
maintain traveling salesmen throughout all or part of Europe and 
do their selling through jobbers. This method of doing business, 
however, is sometimes criticized locally, as it results in a slightly 
higher retail price than would be necessary if the market were 
operated direct through a local wholesaler. There is a growing 
recognition of the need for better and more modern service in garages. 
The automobile-buying public is demanding more rapid and efficient 
service from dealers, and the dealers are responding by putting in 
the nec('ssary equipment. There still remains a great deal to be done 
in this field t and sales may be expected to show continued progress 
in the next rew years. 

LUXEMBURG 

VI .. Coa.aJ FreeI.rlck 1.. W ........ a ..... La".mba •• 

Motof-"ehlcle registrations as of Janltory I, 1931: 5.965 pas~enger cars, 125 
busses, 2.8Ul trucks, and 2,341 motor cycles, 

REPLACEMENT PARTS 

In considering Luxemburg as a market for American parts, acces
sories, and garage equipment, it must at all times be remembered 
that Luxemburg is not a wholesale or distributing center, owing to 
geographical location, and that, due to the 50-year Luxemburg
Belgian Economic Union, dated May 1, 1922, there are no separate 
import statistics. All imports destined for Luxemburg are included 
in statistics for Belgium. 

Estimates show that 65 per cent of the automobiles licensed in the 
Grand Duchy are of American origin, and with the increased num
ber of American cars and trucks in operation, there has been devel
oped a good market for American parts, which are supplied almost 
entirely from stocks on hand in or near Antwerp, where the Euro
pean factories of American cars are located. 

The greatest demand for replacement parts includes brake lining, 
spark plugs, springs, and ,valves. As already s~a~d, A.me.rican P!lrts 
are sold mostly for American cars, and competItIve gam IS certamly 
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being made by United States manufacturers against. all others in 
spite of generally more liberal terms of credit extended by European 
manufacturers. 

Owing to the precarious state of the credit situation existing in the 
entire automobile trade in Luxemburg, credit terms have been short
ened to cash or 30 days acceptance in most cases. Up to the summer 
of 1930, American replacement parts were sold mostly on a cash 
basis or 30 to 60 days acceptance, while the European manufacturers 
gave open credit of 90 days or longer. 

AU local agents maintain more or less attractive show rooms; 
newspaper advertising and direct mailing circulars are the most 
effective advertising media for Luxemburg. 

ACCESSORIES 

Luxemburg is a conservative market with price as a factor, and 
as accessories are not as essential as replacement parts, this classi
fication has not shown as much activity, although there is unques
tionably a slow increase in this trade. 

Accessories most in demand are bumpers, chains, glare eliminators, 
luggage carriers, mirrors, shock absorbers, tire gauges, and seat 
covers. There is no domestic manufacturer of accessories, and Amer
ican products seem to be slowly making headway against all other 
competition. 

Accessories stocks are always small and are found on hand at local 
car dealers, garages, and dealers in accessories. Competitive sample 
lines of American and European products are invariably carried. 
Terms on accesories are the sam~ as for parts. 

GARAGE AND SERVICE-STATION EQUIPMENT 

This field offers the greatest possibilities for American products, 
for, outside of the well-equipped service stations maintained by four 
well-known American car agents, the balance, as a rule, are poorly 
equipped, poorly lighted, and entirely inadequate. The four service 
stations mentioned are up to date and have modern American equip
ment. All others employ very few American products; most of the 
service equipment and tools in use are of German, Belgian, or French 
make. . 

A general line of garage and shop equipment should be made 
available. The absence is noted of everything modern, such as car 
washers, auto lifts, brake-testing machines, cranes, tools, towing and 
salvaging equipment, paint-spraying machines, wheel-alignment 
devices, etc. The principal reason for restricting the use of modern 
appliances is the belief in hand labor and lack of demand for speed 
and promptness in repairs. Electric current is generally available 
though still relatively expensive. Mechanical rim tools are gen
erally employed in changing tires. 

Experienced mechanics are available and earn from $40 to $50 per 
month, but none could compete with the standard one day's work 
of an American mechanic. All local automobile agents operate a 
garage both for storage and repairs, but there are many public 
garages owing to the fact that most private houses have no garage. 
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The best method of selling equipment in Luxemburg is through a. 
large wholesaler or jobber or manufacturer's agent, provided a stock 
is carried in Antwerp or Brussels. Care should be taken to connect 
with a firm whose salesmen visit the trade in Luxemburg. 

As there is a. 50-year economic union hetween Luxemburg and Bel
~ium, Belgium is the logical point of supply for Luxemburg; there 
are no customs barriers between the nations. 

At the present time the entire automobile trade is in very bad con
dition, owing to overextended credit out of proportion to capital 
invested and almost complete failure to make collections of money 
long o,·erdue. For the present, great care should be shown in any 
credit extended. Under nOl·mal conditions buyers expect and do 
receiV'e long-term credit from European manufacturers. 

BULGARIA 

Replacement-Parta Market Steady, Acce880ries Increasing, Service Appli. 
ance. Small-American Products Account for Less Than 50 Per Cent of the 
Market Demand 

eo ...... n"", .. F. Shena .... Se •• 

Registration of motor vehicles as of January 1, 1931: 2,524 passeuger cars, 
845 bU81'e8, 318 trucks, 583 motor cycles. 

REPLACEMENT PARTS 

The continuous increase in the number of automobile registrations 
in Bulgaria creates a. steady demand for replacement parts, which 
are supplied chiefly by the United States, Italy, England, GermanYl 
and ]<'rance, with the American share approximately 25 per cent ot 
the total. 

Parts most in demand include brake linings, ~ears, ball and roller 
bearings, spark plugs, springs, pistons, piston rmgs, and bod'y hard
ware, as well as upholstery material and generators for startmg and 
lighting, with plenty of foreign competition on all of these items ex
(:ept the first two named. Local competition is limited to bolts, low
quality BJ.>rings, radiator caps, and hody-upholstery material, which 
matenallS cheaper than the im,Ported fabric. 

Germany is the chief competItor in the Bulgarian market for re
placement parts, owing to the proximity of the market, low prices, 
and more liberal credit terms offered by German manufact.urers. 

There are no special requirements to be considered in increasing 
the American trade. The efficiency of the article, together with low 
prices are the primary factors to be considered. It is preferable 
also that correspondence with firms writin~ in French or German 
language be answered in the same appropnate language. .. 

American firms usually require either cash against ship'p'ing docu
ments or the establishment of a New York credit, whIle foreign 
firms will usually ship on a two to six months' credit basis. In view 
of the present financial and economic crisis in Bulgaria, it is ad_ 
visable that business with new firms be conducted only on cash or 
a direct bank guaranty basis. 
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ACCESSORIES . 

The demand for accessories is gradually increasing, and American 
particiI,>ation amounts to about 40 per cent of the total imports. 

The Items most in demand include bulb horns, tire pumps, hand 
jacks, bumpers, nonskid chains, shock absorbers, luggage carriers, 
rear-view mirrors, and headlights. The strongest competition to 
American products comes from Germany, France, and Italy. There 
is a certain amount of local competition on items such as nonskid 
chains, luggage carriers and trunk racks, radiator and tire covers, 
wind-shield visors and wings, seat covers, and other small itelllS 
which can be manufactured locally. 

Accessories are usually sold by dealers specializing in spare parts 
and accessories and imported either by wholesalers or by commission 
agents selling direct to retailers. Larger stocks are kept by whole
salers only. Competitive lines are handled by the same dealers in 
order to have a variety of items which will appeal to the purchaser 
either on the quality or price basis. 

The best method of coverage is through commission agents selling 
direct to the retailers, although marketing through exclusive distril}:. 
utors purchasing for their own account has its advantages. 

The usual credit terlllS run from two to six months. Only a few 
firms purchase outright for their own account. 

GARAGE AND SERVICE-STATION EQUIPMENT 

Automotive service facilities are considered primitive as compared 
with those used in the United States. There are a large number 
of small garages, but only a few employ properly trained mechanics, 
although some progress has been made in securing better trained 
men and using more up-to-date equipment during the past few 
years. Owing to the lack of large garages there is almost no market 
as yet for most types of garage and service-station equipment such 
as is used in America. The American items supplied in this market 
are limited to hand jacks, paint-spraying equipment, tire vulcanizers, 
wrenches, and garage tools, such as portable drills, valve grinders, 
and cylinder borers. Products from Germany, France, and Italy 
are more favored, due to their proximity to the market and more 
lenient credit facilities. There is no local manufacture of this type 
of equipment. . 

Germany is the chief competitor, especially in paint-spraying 
equipment, battery chargers, garage tools, welding outfits, valve 
grinders, and cylInder-boring machines. The use of mechanical 
equipment is limited to distrIcts where electric current is available 
and to large garages. The price of electric energy for industrial use 
ranges from 1.5 to 6 leva per kilowatt-hour. 

Most automobile dealers maintain their own garages for repairs 
and body building. In addition to these there are also many private 
garages throughout the country. 

At the present time the following terms are recommended for use 
in this market: Cash a~ainst shipping documents, cash against de
livery of the merchandIse, or three to six months' credit against a 
urst-class bank guaranty. . 
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The. ma,in. distributi~g center for garage and service-station equip
ment IS t;otia, the capital. The best method of distribution would 
be a direct American traveling representative or a local commission 
agent soliciting orders for the American manufacturer or exporter. 
While some of the items of garage equipment are kept in stock by 
local wholesalers, many items, such as hydraulic jacks, aut{) lifts, air 
compressors, brake-testing machines, pressure car washers, cranes, 
etc., are supplied only on special order. 

In view of the prevailing economic depression in the country and 
the small number of lIutomobiles registered in Bulgaria, the market 
for modern service and garage equipment appears to be restricted 
to the larger garages in the urban centers at present. A potential 
future market exists for service and garage equipment. 

CYPRUS 
A.to .. olb. Trade eammluloner Helpb F. Cheabroach. CeJ ..... £ID'PI 

Total automotive registrations 88 of January I, 11)31: Passenger cars, 1,558; 
motor cycle8, 298. 

About 87 fer cent of all vehicles circulating on the island of 
Cyprus are 0 American or Canadian manufacture; about 70 per cent 
of the total are cars and trucks of two popular low-priced Ainerican 
makes. There are no busses in Cyprus, and not more than a dozen 
vehicles valued above $1,800. 

There are 12 dealers and distributors handling automotive prod
ucts, but only three firms specialize in accessories, replacement parts, 
and garage and service equipment alone. 

REPLACEMENT PARTS 

Replacement parts comprise about 75 per cent of imports of the 
three classes of products mentioned in. this survey, and American 
participation in this trade is at least three-fourths of the total, the 
balance ref,resenting parts for European makes and a small per
centage of 'nongenuine" parts for two low-priced makes of Ameri
can cars and trucks. These" imitation" parts are imported from 
Europe, mostly from Italv. 

Almost aU parts are salable in Cyprus, but naturally in small 
quantities. The" nongenuine " parts for the two popular makes of 
American automobiles usually sell for about 30 per cent under Amer
ican prices, but their quality is greatly inferIOr to the American 
product, and their competition is not believed to be serious. 

Batteries, brake linings, carburetors, bearings, spark plugs, and 
fan belts are the items in which European competition has the 
greatest share of the total. 

The leading distribution centers for the sale of all types of auto
motive equipment are Nicosia, the capital, and the ports of Limassol 
and Larnaca. Firms with headquarters in one of these three cities 
h!);ve subagencies or branches in the other two centers, as well as in' 
other cities on the island. 

ACCESSORIES 

The United States has the greatest share of the accessory trade, 
which is relatively small, as the great majority of.llutomobiles on 
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the island are operated for hire and their owners can not afford to 
spend money on them except for items of actual necessity. Acces
sories a·re marketed both by automotive dealers and the three firms 
previously mentioned. There are two commission agents with head
quarters in Egypt representing American manufacturers and ex
porters of replacement parts, accessories, and garage equipment who 
occasionally make trips to Crprus and sell their lines. 

There is little demand in Cyprus for luggage carriers, taximeters, 
nonskid chains, radiator covers, wind-shield cleaners, theft-proof 
locks, or novelties, and no demand at all for car heaters. A market 
for seat covers could be developed. 

GARAGE AND SERVICE-STATION EQUIPMENT 

With the exception of the distributors of two well-known American 
lines of cars and trucks, there are few proper service facilities in 
Cyprus. Owing to the low purchasing power of the population and 
very cheap labor, the sale of garage and service-station equipment has 
made very little headway. It is estimated that imports of this 
equipment do not amount to more than $2,500 to $3,000 yearly. 

Electrical current is generally available in the above-mentioned 
distribution centers for use on an economical basis by garages and 
service stations. 

Among the items of garage equipment. the tollowing are those 
mostly sold and in demand in Cyprus: Air compressors, battery 
chargers, garage tools, oil and grease guns, paint-spraying equipment, 
Rnd wrenches. 

CZECHOSLOVAKIA 

Czechoslovakia Presents a Steady Market for Replacement Parts. with Acces
sories in Increasing Demand and a Promising Outlook for the Sale of 
Service Appliances--American Garage Equipment Predominates--Heavy 
Competition from European Firms and the Domestic Industry Characterizes 
the Parts and Accessory Trade 

Assistant Trade Commissioner Sam E. Wood., Prague 

Registration of motor vehicles as of January 1, 1931: 53,000 passenger cars. 
3,000 busses, 23,000 trucks, 37,000 motor cycles. 

REPLACEMENT PARTS 

The market for replacement parts has heretofore developed as the 
registration of motor vehicles increased. However, as a result of 
the present good-roads program and as the number of trained 
mechanics increases it is not thought that this market will expand 
as rapidly as in previous years or keep pace with the increased regis
tration of motor vehicles. 

However, the .fact that about yo per cent of the passen~e~ cars 
and trucks in thIS country are dnven by chauffeurs, the maJonty or 
whom are poorly train~d, ten~s tQ increase the de~and for par~. 
Other factors to be conSIdered mclude the now unsatIsfactory condl- . 
tion of the roads and the extraordinary length of time automobiles 
and trucks are kept in service before being junked. 
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It is generally acknowledged that the motors of American cars 
stand up much better than those of domestic or European manufac
ture and require fewer replacement parts. On the other hand, it 
is atated in Czechoslovakia that bodies, springs, and axles of Ameri
can cars are especially badly affected by the rough roads of the 
country. 

There is a constant and steady demand for such lines as axles, 
plain, ball, or roller bearings, bolts, bushings, brake linings, clutch 
facings, springs, steering-wheel gears, body hardware, batteries, rims, 
and the like. Pistons, piston rings and pins, valves, gears, pinions, 
drive shafts, driving and timing chains, as well as fan belts, must 
also be replaced more freguently than is the case in the United 
States. Starting and lightmg apparatus, as well as other electrical 
equipment, must be constantly replaced. Spark plu~ also have a 
very short life. The increasing manufacture of bodIes in Czecho
slovakia is extending the sale of such fittings and upholstering rna· 
terials as beadings, tassels, window shades, carpets, and hardware, 
including hinges, locks, brass and aluminum moldings, window glass, 
and springs. 

Locally made bearings, bolts, bushings, radiator caps, stampings, 
for:;;ngs, body hardware, and upholstering materials dominate the 
market, and few of these articles are imported except for cars and 
trucks of foreign origin. High freight rates and duties make it 
almost impossible to compete with articles of domestic manufacture, 
especially in the field of heavier articles. Brake linings, clutch fac
ings, rims, wheels, fall belts, spark plugs, pistons, piston rings and 
pins, gears, springs, generators, and starting and lighting equipment 
are all manufactured locally. However, large quantitIes are im
ported from the United States, Germany, France, Switzerland, 
England, and Austria. 

"llile none of the local automobile manufacturers import engines, 
several of them import parts for engines. All local manufacturers 
depend on foreign manufacturers for pistons made of special alloys. 
Carburetors, magnetos, distributors, starters, and spark plugs are 
also imported. 

All the local factories ('xcept Skoda use imported axles on some 
models. and the Praga, 'Wkov, and 'Valter factories import some of 
th('ir chassis frames. Springs, wheels, and rims are also imported 
in considerable quantities by local factori('s. On the whole, Ameri
can products are holding their own and, while competition will 
increase, there is no indication that this will affect the demand for 
American goods. 

ACCESSORIES 

The market for automobile accessories in Czechoslovakia is expand
ing each year in proportion to the ~owt~ in automobile registrations, 
and while the market for accessories WIll not average as much per 
car as in the United States there is an increasing tendency on the 
part of local car owners as well as fa~to~ies to provide their cars 
with complete ('quipment. As the majority of the passenge~ cars 
and trucks are driven by chauffeurs and not by owners, there IS but 
a small market for labor-saving devices such as high-grade tire 
pumps, jacks, lubricating devices, tire irons, glare eliminators, tools, 

80277-32--12 
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and windshield visors. Hand-operated horns are fairly popular, 
but Czechoslonk car owners like electrical horns, and the larger and 
louder the horn the better. Traffic conditions in the city streets are 
most difficult, and therefore the frequent use of a horn IS absolutely 
necessary. Direction indicators are not required by law as in some 
countries, yet fully 90 per cent of Czechoslovak cars are equipped 
with them. 

Radiator ornaments are in vogue, but those of elaborate design are 
giving way to simple nickel-plated caps. Chains are a necessity, 
especially during the winter months, while the use of luggage car
riers, trunk racks, windshield wipers, shock absorbers, and covers 
for hood, radiator, and tires is increasing. Items popular among 
the owners of higher-priced cars include luxuries such as cigarette 
lighters, ash trays, vases, vanity cases, inside lights. and clocks. 
There is an extremely small demand for windshield wings, seat 
covers, theft-proof locks, fire extinguishers, special lubricating 
systems, and car heaters. 

Several local factories produce automobile accessories, and once a 
demand is established for an article some local factory will produce 
a substitute at a price lower than that of the imported article. A 
high duty rate makes it almost impossible to import nickel or silver 
plated accessories, especially if they are heavy. Bumpers, chains, 
covers of all kinds, horns, luggage carriers and tr~, mirrors, tire 
pumps, speedometers, taximeters, windshield wings, as well as all 
kinds of ornaments and novelties, are produced locally and usually 
retail at a lower price than the wholesale price of an imported article. 
The majority of the electric horns, lenses, lights, tire gauges, wind
shield cleaners, and polishes are'imported from the United States, 
Germany, France, England, Switzerland, and Austria. The greater 
part of the imports of electrical equipment and lenses is from Ger
many, while the United States supplies the greatest amount of the 
other imported lines, with Germany and France following. 

GARAGE AND SERVICE-STATION. EQUIPMENT 

Of the estimated 1,200 repair shops in Czechoslovakia, only a few 
employ well-trained mechanics or have modern garage equipment. 
Automobile dealers generally operate garages in connection with their 
agencies and usually have the best-trained mechanics and the most 
modern equipment in use in the country. The factors limiting the 
use of mechanical equipment in this market are lack of capital, low
price labor, and the limited number of cars in use. The United 
States furnishes practically all the auto lifts, cylinder-boring ma
chines, cranes, oil and grease guns, portable drills, reamers, valve 
grinders, machine tool and power eqUIpment used, and also competes 

. with Germany in supplying air compreSSOirS, paint-spraying equip
ment and high-pressure chassis-lubricating systems, and grease-dis
pensing systems. ·With local and German firms it supplies cranes, 
wrenches, and garaO'e tools. Tire-repairing machines, welding out
fits, mechanical jacks, and salvaging equipment are manufactured 
locally, and few are impor~ed. Battery chargers are also produced 
locally, but German manufacturers are competitors with local firms 
in this field. Wheel-alignment equipment, car washers, brake-testing 



EUROPE: CZECHOSLOVAKIA 173 

machines, and polishing machines are practically unknown. Elec
trical current is available to practically all the garages in Czecho
slovakia. Hand tools are generally used in changing tires, and as 
only the larger centers have tire repairing and vulcanizing shops, 
most of this work is done on the outside by chauffeurs or owners. 

American products dominate the field in garage equipment, but the 
continuation of this condition will depend largely on the attention 
which American manufacturers give to this market, as German com
petition and French to a much less extent is already beginning to be 
felt. . 

The number of filling stations in Cze~hoslovakia has increased from 
900 in 1927 to 5,200 at the end of 1930, of which about 1,500 are 
equipped with portable pumps. Only two of the filling stations in 
the country are comparable to American standards. The others are 
operated in ("onnection with garages or are siniply curb pumps with
out roofs. About 1,000 of the total number have air pumps. and 
facilities for furnishing free air. Only the stations in connection 
with garages provide water for radiators or batteries. Oil pumps 
are not in general use, as oil is usually retailed in tins. All gaso
line pumps are hand operated. 

American gasoline pumps have not kept pace with the Austrian 
and French makes, mainly for the reason that American manufac
turers were unable to supply visible pumps, the demand for which is 
increasing. About 30 per cent of all pumps installed are of this type. 
Gasoline pumps offered for sale in Czechoslovakia must be g-x:aduated 
in liters and must be approved by the Bureau of WeIghts and 
Standards. 

DISTRIBUTION METHODS FOR AUTOMOTIVE PRODUCTS 

As replacement parts in most cases are " genuine," they are pur
chased direct from the car manufacturer and are distributed through 
the agency handlin~ the car for which they are intended to be used. 
There are no stores m Czechoslovakia which handle automobile acces
sories and garage equipment exclusively. Neither are accessories sold 
through filling stations, as is done in the United States. They are 
generally retailed through automobile dealers, hardware stores, and 
the largest garages, which carry limited stocks of the most popular 
items. The retailers purchase their stocks through commission agents 
from the manufacturers or from wholesalers, who usually do not 
handle competing lines. The commission agent carries no stocks but 
sells from catalogues or samples. He yasses the orders taken on to 
the manufacturer and receives commiSSIOns on his sales varying from 
5 to 10 per cent, depending on the line. The wholesaler carries stocks 
which are usually purchased for his own account and employs travel
ing salesmen to visit the retailers regularly. 

Domestic and German manufacturers of parts, accessories, and 
~arage equipment are more liberal than American manufacturers 
m granting credits. Local manufacturers extend credit on open 
account for six months without interest and in many cases longer. 
German producers sell on open account and grant credits for three 
months without interest, while American firms usually sell cash 
against documents in New York. 
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There are several automobile journals published in Czechoslovakia 
that might be considered for advertising accessories and garage 
equipment. As a rule, however, direct advertising is not as effective 
as in America, and an extensive program should not be undertaken 
without the advice or approval of the local agent. A wide distri
bution of well-illustrated catalogues and descriptive literature (in 
the Czech and German language) to consumers and small retailers 
will help to develop a market for a new product. 

The American manufacturer who backs up his dealer with sales 
promotion efforts, an educational campaign, and encouragement to 
adopt the practices that have been found to be successful in develop
ing the American market for his product will find that his dealer 
will have a direct advantage over the agent of the manufacturer who 
fails to do this. In this way, price competition, which is the chief 
obstacle to the development of the market for American goods,. 
can pe partially offset. American products are more than able to 
hold their own in the matter of quality. 

The keenest competition which American automobile accessories 
and garage equipment must face in Czechoslovakia is from German 
goods, which are coming into the country in increasing quantities. 
and can be purchased at prices below American quotations. Acces
sories of French, Swiss, English, Austrian, and Italian makes are 
also being imported and sold at retail prices considerably below 
those of similar American products Apart from granting larger 
credit terms, the ability of European manufacturers to assure prompt 
deliveries places them in an advantageous position, and thus if price 
and quality are the same, preference is usually given the European. 
prQ,duct. -, 

DANZIG 
American Cons .. l C. Warwick ·Perkin .. Free City of Danzig 

Motor-vebicle registrations as of January I, 1931: 1,165 passenger cars, 52: 
busses, 693 trucks, and 1,000 motor cycles. 

The Free City of Danzig, with an area of about 750 square miles,. 
has a population of 407,621:', according to the census of 1929. Danzig 
is a principal port for Polish imports, and is included within the 
Polish customs frontier. The present business depression has seri
ously affected the automobile trade. Not only has it reduced the 
number of cars sold, but it has also partially disrupted the channels 
of distribution by forcing a number. of firms out of business. The 
distribution of replacement parts has therefore suffered more than 
that of accessories or service-station equipment. As Danzig is pre
dominately German in population, it is natural that the buyer,. 
offered two fairly similar articles at about the same price, will as 
a rule choose the German product. The German manufacturer of 
parts and accessories also has the advantage of proximity and 
closer contact with the market. His principal disadvantage is the 
inclusion of the Free City within the Polish customs frontier. Metal 
parts manufactured in the United States enjoy a reduction of import. 
duties of somewhat more than 50 per cent, which is not granted 
to German parts, and American accessories have a similar advantage 
in many cases. 
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REPLACEMENT PARTS 

Until the existing depression set in the demand for replacement 
}>arts was steadily expanding within the natural limitations of the 
market, with a very marked trend toward distribution through the 
automobile dealers. In view of the strong fosition of the American 
car it was decidedly favorable to the sale 0 American parts. 

The parts most In demand include bolts, bushings, brake lining, 
piston rin~, piston pins, and body hardware, and these parts as well 
liS semifinished pistons are carried in stock by the few larger repair 
tihops. 

American exporters have most of the trade in spark plugs and 
"Starting and lighting equipment, also do a fair amount of business 
in brake lining. Other items are imported principally from Ger
many, or in a. few cases are made locally or in Poland. Bearings, 
bushin~, valves, pistons (semifinished), piston pins, :r.iston rings, 
and body hardware are all largely of German origin; whIle radiators, 
bolts, sprinl!~ and forgings are made locally and also imported from 
Germany. u'pholstery material is Polish. 

There are 10 DanzIg no wholesalers specializing in and carrying 
a complete line of replacement parts. Bearings are handled by firms 
dealing in machinery and hardware, bolts, and bushings by the same 
type of firm; brake linin~, spark plugs, piston rings and pins, and 
hA'hting and starting equipment by accessory wholesalers; springs 
and body hardware by the hardware importers. 

Because the market is small the problem of obtaining proper dis
tribution presents some difficulties. The most satisfactory distrib
utors, for any item which they will handle, are the accessory whole
salers; there are three of these firms, of which two maintain retail 
departments as well. If these houses are already selling a competing 
article, consideration might be given to the importers who do a com
bined wholesale and retail business in machinery, hardware, and mis
~ellaneous technical supplies, including fittings, tools, certain 
machinery belting, oils and greases, rubber, asbestos, and the like. 

It would also be practicable to assign the Free City to a distributor 
in Germany if he can and will work the territory properly, and can 
make deliveries from a transit stock; or Danzig could also be given 
to a representative in Poland. . 

There is apparently no field for an indent agent doing business 
direct with the automobile dealers, accessory retailerst and repair 
"Shops, as these firms will not carry adequate stocks; ana the market 
is too small to justify the intervention of an agent between manu-. 
iacturer and wholesaler. 

The usual terms granted good credit risks by European manufac
tu.rers appear to be 90 days' open credit, with a d~scount fo~ <:ash 
WIthin 30 days. A good many manufacturers are saId to be wIllmg, 
if necessary to accord even longer terms. A few of the largest im
porters are hnderstood to be receiving similar terms from American 
manufacturers, but.it is cla.imed th~t in general Ame!ican exporters 
are not so liberal WIth credIt as theIr German competitors. 

German manufacturers are well established in the Free City be
cause Danzig was, until after. the .war, a .part ?f their domestic mar
ket, and old business connections and orIentations have largely been 
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maintained. An American exporter desiring to enter this field must 
offer an article of good quality, but he must also meet price competi
tion; Danzi~ buys carefully, but it is not a cheap market. 

No trade Journals or magazines of any kind are Pllblished in Dan
zig, but German publications are widely read. Only one newspaper, 
with a daily circulation of approximately 50,000, is of any importance 
as an advertising medium. Direct mail publicity, which is not ex
pensive, would probably be most effective. MaterIal for this purpose 
should be printed locally, as the import duty on printed matter is 
high. Unless the manufacturer contributes in some way to publicity 
costs, little or no advertising of a particular article will be 
undertaken. 

ACCESSORIES 

The average automobile in Danzig does not carry as many acces
sories as is the case in the United States, although the demand was 
fairly good and was increasing until the business depression set in. 
The American share of the trade, however, has always been small. 
Imports are being made principally from Gernlany, with some cheap 
and inferior articles coming also from France and Belgium. 

The accessories which are most in demand· are bulb horns, stOp 
and parking lights, tire pumps, hand jacks, and rear-view mirrors. 
A particularly popula.r item is a turn indicator, which consists of' a 
small electrically operated and lighted drum affixed to the wind
shield, and showing a black arrow on a red background. There is 
a fair demand for bumpers, speedometers, taximeters, tire gauges, 
and electric wind-shield wipers. Sales of body hoists, nonskid 
chains, hood and tire covers, theft-proof locks, radiator shutters and 
shields, shock absorbers, wind-shield visors and wings, heaters, and 
novelties are comparatively small. The few baggage carriers and 
seat covers in use were made locally to order. 

French products are imported because they are cheape'rand in 
addition enjoy most-favored-nation treatment, which German man
ufactures do not; but there is a decided preference for the latter, 
and for American accessories as well when they are offered at com-
petiti ve terms and prices.· . 

Accessories are distributed by three wholesalers, two of whom 
maintain retail departments. These firms supply accessory retailers 
and automobile dealers, but there is also some direct trade between 
the manufacturer and the retailer. Accessories are stocked in small 
quantities by car agencies and repair and service stations, but not 
by garages. 

The wholesalers as a rule handle competitive articles except in 
the case of a few complete lines, for which they have been granted 
exclusive rights. In view of the small size of the market, a mutually 
exclusive arrangement would seem to be desirable if active sales 
effort is assured. 

As the retailers carry only limited stocks, their orders are small, 
and quick deliveries are essential. The American exporter would 
therefore do well to confine his sales to the wholesalers and the 
automobile-assembly plants unless he can ship from a stock in a 
nearby European country. 
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Throughout the trade the failure of American accessories to make 
p~o~res.s in the Danzig marke~ is unani~ously attributed to the u~
wIllingness of manufacturers m the Umted States to extend credit. 
It is said that while German exporters will grant 90 days open 
credit and sometimes more, and French manufacturers 60 days, 
American sellers almost always ask cash against documents, and as 
more than a month must elapse from the time of shipment until the 
goods can be sold in Danzig,the importer can not afford to buy 
American products. A liberal cash discount will not solve the prob
lem, 88 bank loans are expensive and difficult to obtain except on a 
fiecured basis. In spite of these statements, however, it should be 
borne in mind that under present conditions a good deal of the busi. 
ness will be offered that is not acceptable except on any terms except 
cash. . 

GARAGE AND SERVICE-STATION EQUIPMENT 

The comparatively small number of automobiles owned in Danzig 
are scattered over such a wide area that there are few locations at 
which a public garage can be profitably operated. With two or 
three exceptions, the 10 garages in the city are all small and offer no 
service whatever, not even washing and gasoline and oil supply. 

The largest garage, located near the center of the city, accommo
dates slightly less than 100 cars and is used principally by commer
cial vehicles and passenger cars driven by chauffeurs. This estab
lishment is equipped with air compressors, gasoline pumps, v.ressure 
chassis· lubricating system, oil·dispensing pumps, and is bUIlding a 
lift. No garages are owned by automobile dealers or are operated 
in connection with service and repair shops. 

Cars are washed exclusively by hand, and it is not probable that 
a demand for washing machinery will develop in the near future, as 
labor is cheap and the number of vehicles to be washed is small. 
Ample fiervicmg and repair facilities are available, with prop~rly 
trained mechamcs employed. Shops are maintained by three of 
the leading dealers, and repair service is also offered by an assembly 
plant and a body builder. One of the largest shops operates a towing 
and salvage service. 

Tire-repairing machines and vulcanizers are operated only by 
'lpecial shops which do most of the tire-repairing work. Battery. 
charging is also done by specialists, as is refinishing as well. All 
of these establishments have good modern equipment. Tires are 
chan!!ed only with hand tools. Dealers and service stations have air 
compressors, but most of the filling stations do not offer" free air." 

The only articles of equipment made locally are gasoline pumps, 
which are plentiful and have been supplied almost entirely by one 
manufacturer. Otherwise almost everything is of German make, the 
principal exceptions being the equipment .of the two assembly plants 
and one tire-service shop, which is AmerIcan. 

Service-station equipment is sold throl?g~ manufacturer's agents 
doing business direct with the user, and thIS IS probably the most sat
isfactory method of dis.tribution. r:J;he ~arket is too small to justify 
a local house in carrymg such artlCles m stock. Terms should be 
cash on delivery. 
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When general business conditions improve and tlie number of cars 
in operation begins to increase again, there should be a market in 
Danzig for garage and service-station equipment, as the existing 
shops expand and others are established. At the present time most 
of the shops and garages have as much mechanical equipment as is 
justified by the volume of business they are now doing, and there is a 
general unwillingness to invest more money until prospects are more 
favorable. 

DENMARK 

Good Demand for Replacement Parts-Accessory Sales Increasing-ReaIiza
tion of the Need for Improved Garage and Service-Station Equipment 
Gaining 

Commercial Attache Charles B. Spofford,. jr. Copenhagen 

Motor-vehicle registrations as of January 1, 1931: 80,630 passenger cars, 
1,190 busses, 32,000 trucks, and 24,000 motor cycles. 

The Kingdom of Denmark, the smallest of the three Scandinavian 
countries, is the most hlghly developed in automotive transporta
tion. The demand for maintenance has steadily increased and even 
surpassed the demand for cars by a considerable margin. Dealers 
in Denmark are now paying more attention to replacement parts, 
accessories, servicing equipment, and . labor sales than ever before 
because competition has made it difficult for them to make much 
profit in selling new and used cars. They now look upon their 
ear business as a means of developing' their maintenance business. 
The trend therefore is for equipment for garages and superservice 
stations, more complete equipment for independent mechanics and 
for car dealers themselves. 

REPLACEMENT PARTS 

The demand for replacement parts has grown in greater propor
tion than the registration of motor vehicles, and American suppliers 
have been successful in securing fully 75 per cent of this trade. 

The articles considered as excellent sellers in Denmark include 
bearings, brake lining, fan belts, spark plugs, pistons, piston pins 
and rings, gear.s, pinions, rims and rim parts, and starting and light
ing generators. There is also a fair business done in bushings, 
clutch facings, springs, valves, radiator caps, drive shafts, forJrings, 
:Stampings, body-upholstery material, steering wheels, and body 
hardware. The sale of bolts, chains, and auto frames is very limited. 

Due to the compact nature of the territory and the limitation 
.()f area, manufacturers are able to develop business through the 
services of one or more agents in Copenhagen. It is just straight 
merchandising, with the agents obtaining distribution by stock job
bing the car dealers, service stations, and independent mechanics. 

It is customary for both American and European suppliers to 
·offer from 30 to 90 days terms, documents against draft acceptance. 
European and domestic manufacturers have not offered more liberal 
terms or discounts than American makers, but the introduction of 
." non-genuine" parts and the practice of price cutting has made for 
keen competition. Much of this competition is between American 
:suppliers themselves, as they dominate the market in most lines. 
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Some competition is occasioned from the Swedish S.K.F. bear
inj!s as well as from domestic manufacturers of brake linin.,. and 
spark plugs. t:> 

The most effective advertising methods are automotive journals 
and regular newspapers .. Road signs have been used with fair re
!'ults, but they are becoming costly, due to the higher charges 
demanded by the farmers. 

ACCESSORIES 

Although more accessories are now sold with cars as .standard 
equipment, the increasing number of motor vehicles in operation, 
to~ther with replacement requirements, have resulted in an annual 
increase of accessory business, and American suppliers have been 
able to hoM from 75 to 80 per cent of the trade. 

Accessories most in demand include electric horns, hand and me
chanical jacks, lamp lenses, all kinds of lights, shock absorbers, 
speedometers, windshield wings, lubricating systems, and electric 
direction indicators. There is also a fair demand for nonskid chains, 
hood and tire covers, bulb horns, luggage carriers, trunk racks, tire 
gauges, windshield cleaners, and car heaters. The sale of bumpers, 
glare eliminators, locks, mirrors, tire pumps, seat covers, and wind
shit'ld visors is very small. 

The only serious competition is occasioned by one Danish firm and 
some German producers. Se,·eral other Danish makers have devel
oped a small but growing business in certain lines of accessories, 
including trunks, bumpers, radiator screens, trunk carriers, wind
shield wipers, and direction indicators. 

Many accessories are marketed through agents or jobbers wh() 
stock car dealers, garages, and service stations. Few, if any, ex
clusive accessory dealers exist, and the indent business i!3 limited. 
The leading accessory manufacturers and their agents do not permit 
the handling of competitive lines. 

The usual terms are from 30 to 90 days, documents against draft 
acceptance, and the credit risk is low if good representation is 
obtained. 

GARAGE AND SERVICE-STATION EQUIPMENT 

There has been some development in the direction of superservice 
stations in Denmark during the past two or three years, but progress 
has not been great and adequate service facilities have yet to be 
provided. The need for adequate service exists, and the motor public 
wants it, but the establishment of first-class superservice stations 
meets with two obstacles. The principal one is that the success of 
a modern station depends upon adequate space and good location, but 
the rental of proper buildings sites in Copenhagen is almost ~ro
hibitive in price because good locations are reserved by the muniCIpal 
authorities. Copenhagen has an acute shortage of apartment dwell
ings and the municipal government is attempting to make up the 
shortage by construction of apartments whenever desirable land is 
available. The second obstacle is that motor dealers resent the en
croachment of superservice stations which cut in on their business. 
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The profit on car sales has become so small that dealers have found 
it necessary to not only sell parts and accessories but to merchandise 
labor, and they feel anxious for fear that exclusive service-station 
business will deprive them of their labor sales. 

Danish mechanics are good, far better than the average, but spe
cialized service requiring extra training has only been started. 

The garage and shop equipment most needed and now in demand 
includes valve grinders, electric test benches, jacks, oil and grease 
guns, paint-spraying equipment, arbor presses, battery chargers, cyl
inder-boring machines, rectifiers, portable drills, reamers, wrenches, 
tire-repairing machines, air compressors, and auto lifts. 

The sale of electrical equipment is somewhat restricted by the com
paratively high cost of current in various parts of Denmark. The 
number of mechanics in a position to afford mechanical tools is also 
limited with the result that there is still a lot of hand work done, 
but the field for mechanical tools can and will be developed. There 
is a fair business in polishing machines, brake-testing machines, 
cranes, lubricating and grease-dispensing systems, towing and sal
vaging equipment, welding outfits, pumps, and wheel-alignment 
-equipment. 

There are about 7,800 retail gasoline pumps in Denmark, practi
cally all of which have been installed by the oil companies. For
merly a considerable number of the pumps were imported from the 
United States and· France, but the domestic industry now supplies 
the needs of the market. 

American equipment is largely used to the extent that the market 
had been developed, but consiqerable equipment is made locally by 
()ne manufacturer who has created severe competition in garage tools 
and equipment, including jacks, tire pumps, brake-lining machines, 
:and special tools for every make and model of car placed on the 
market. These Danish tools not only compete in the domestic 
market and local assembly plants but obtain good sale through 
Europe. German makers also offer heavy competition in hand tools, 
and a Swedish firm does a large business in wrenches. 

Further use of mechanical garage equipment has been restricted 
by reason of the fact that car owners have become accustomed to 
paying for service on a time basis. Modern equipped service stations 
represent considerable investment in expensive machinery for testing 
and quick repair, but the Danish car owners believe that they should 
()nly be charged a nominal amount for a mechanical job requiring a 
few hours even though they would not protest a higher charge based 
()n three days of hand labor. Considerable pioneer work is necessary 
to educate the Danish car owners on the value of time saving before 
superservice stations will be successful. 

Most automobile dealers operate garages and repair shops, but a. 
number of independent garages and individual mechanics compete 
for service jobs. Many of these repair shops and individual me
-chanics have extremel;v limited equipment, but the need for better 
.and more modern eqUIpment is becoming recognized, and the trade 
is certain to develop in this direction. 

Copenhagen is the only important distributin~ center in Denmark, 
and manufacturers have developed this market I:>y appointing agents 
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,,-ho sell tOJ'obbers and direct to car dealers, garages, service stations, 
and indin ual mechanics. Present distribution methods are satis
factory, and the territory is thoroughly canvassed. It is customary 
for manufacturera to grant responsible agents as much as 90 days' 
credit on documents against acceptance terms. 

ESTONIA 

Market for ~pl8ftmeJIt Parta and A_nee Ina-easing, SerYice Appli
ance Demand Limited-Americ:an Producte Lead in All Three Classifica
tiOll8 

3 ... Ia ..... .l ___ late, TaJlIaa 

Motor nhlcle ~8traU0D8 .. of January 1, 1931: Passenger cara l,78:i. 
bu_ 187, trucka 1,123, motor cycles 551. 

REPLACEMENT PARTS 

The !iales of replacement parts and accessories have increased 
rapidly during the past five years, in keeping with the growing reg
istrations of motor vehicles, and attained the highest level in 1930, 
which was due largely to the o~n winter of 1929-30 and increasing 
transportation of materiaLs which kept the trucks busy well into the 
summer months of 1930. The winter of 1930, however, was very 
severe

l 
making automobile traffic over country roads practicaliy im

possib e. In addition thereto the country is suffering from a severe 
l'conomic crisis, which is apt to result in decreased activity in most 
of the industries and consequently transportation. Therefore, the 
1'ale8 during the present Yl'ar are not likely to attain the level of 1930. 

The Ulost important replacement parts include bolts, brake linings, 
bushings, fan belts, spark plugs, valves, pistons, piston rings, 
batterieo>, gears, shafts, rims, and rim parts. . 

American products are well regarded and account for approxi
mately 70 per cent of the demand. The competition offered to 
replacement parts for American autamobiles in Estonia by both 
European and the domestic industries has hitherto been unimportant 
and confined only to certain items. Competition is the keenest in the 
line of ball and roller bearings. The Swiss and English products 
cover about 75 per cent of the local demand. The remaining 25 per 
cent is covered by various other European and, to a certain extent .. 
American makes. German spark plugs have secured a very gooll 
reputation and they enjoy the largest sales in the local market for 
rl'placement purposes. Other products of European manufacture 
which compete with American-made replacement parts include bolts, 
brake linings, fan belts, body hardware, and certain small items such 
as valve springs, cotter pins, etc. The reasons for the European com
petition in these products include lower prices and quicker delivery. 
Domestic competition is confined mostly to springs, which are of 
good quality and are sold both direct by manufacturers and by parts 
~nd accessories dealers. 

The lo~ical distribution center for automobile parts is Tallinn, the 
capital Clty and principal seaport of Estonia. At least 99 per cent 
of the total imports used in the automotive field arrive in Tallinn by 
sea. At the same time 50 per cent of all the automobiles in circula
tion in Estonia are registered in Tallinn and adjacent territories, 
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the remaining haH of the vehicles being scattered throughout the 
country. . 

In addition to the automobile dealers who carry only parts for the 
cars which they sell, there.is one dealer who also carries parts for 
other lines sold in the country. In addition, there are four firms in 
Tallinn which are engaged in handling parts and accessories only. 
They all are import€rs, wholesalers, and retailers at the same time. 

All these firms import their stocks direct from abroad. Their 
wholesale business is confined mostly to sales to small retail dealers 
located in other cities. Automobile dealers also sell wholesale to the 
four parts and accessory firms in Tallinn. Parts and accessory 
dealers order in various ways. Parts for shipment direct from the 
United States are ordered as a rule through wholesale export agents 
of manufacturers in New York or some other important center in the 
United States. Only in exceptional cases is direct contact with the 
American factories maintained. This practice is followed for tW() 
reasons: First, the individual orders from local dealers for anyone 
item in the line of replacement parts are frequently too small to be
of interest to a factory, and, secondly, there is a decided savinO" in 
forwarding expenses, which results from cumulative shipment of aU 
items assembled by the export agent from perhaps 10 or more fac
tories. Connections with these export firms in the United States are 
maintained either direct or, more often, through traveling repre
sentatives who call about two or three times a year at Tallinn. 
Attempts have also been mad'e by certain local individuals to act 
us factory or exports agents' representatives on the ground, but the 
amount of business secured by these, people has been rather negligible 
and is declining. • 

American replacement parts from Europan distributors are mostiy 
purchased by sending orders by mail or by telegraph. However~ 
traveling representatives of these distributors also call occasionally 
at Tallinn. 

The usual terms to which Estonian parts and accessories importers 
are accustomed are 90 days against acceptance from the date of 
arrival of the shipment. 

Money is very close in Estonia, and available from banks only at 
the interest of 11 to 12 per cent per annum. This is the m~in reason 
why local dealers seek credits abroad. Another reason is the practice 
of granting retail credit to customers. In spite of an informal agree
ment among dealers not to grant retail credits on amounts smaller 
than approximately $8, it often happens that credit is granted on 
purchases as small as $1.50. The usual terms of these retail credits 
are from 30 to 60 days. 

In view of the high interest charged on money by domestic banks~ 
Estonian importers are willinO" to pay up to 6 per cent per unnum on 
credits secured from foreign grms. This rate of interest is charged 
by many European manufacturers and practically all American 
exporters. The latter have, however, gone a little further, granting 
credit of 90 days from date of arrival of shipment and charging 
interest of 6 per cent per annum from the date of shipment. In view 
of the fact that the shipments are in transit from 6 to 8 weeks, the 
rate of interest on the 3 months' draft accepted against documents 
at Tallinn, amounts to 9 per cent per annum. 
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This circumstance is apt to present an argument in favor of Euro
pean manufacturers, whose net interest does not exceed 6 per cent. 

No special makes of parts or accessories are, as a rule, advertised 
in Estonia. Automobile dealers insert advertisements from time to 
time in local daily newspapers, urging the importance of the use of 
original parts for replacement purposes. Parts and accessories deal
el'S, however, seldom advertise In the daily press and prefer for this 
purpose only publications of a special character, such as the Estonian 
automotive journals, exhibition directories, and various automobile 
handbooks. 

Advertising by direct mail, packing advertising literature with 
goods, distribution of novelties, etc., is confined only to such literature 
8S is secured from the manufacturers of parts. In case of American 
goods the effect of this advertising is lost, since the English language 
is seldom known among the general public. Accordin~ to the dealers 
the J,>rinting of literature in Estonian for this distributIOn is too costly 
in view of the small size of the market. Advertising is done also by 
means of a disJ.>lay of parts and posters in the show windows of the 
dealers and inSide the premises. Large billboards and roadside signs 
are not used. 

Local dealers state that American firms often send considerable 
quantities of various kinds of advertising signs on sheet iron and 
cardboard together with shipments of parts and accessories. This 
practice is disapproved by Estonian importers in view of the high 
duty on such items. In case of large shipments of this kind they have 
refrained from clearing them through customs and have purchased 
these later on at auctions, arranged by the latter authorities for goods 
left uncleared, at prices much lower than the amount of duty. It 
set'ms to be the desire of local dealers that this practice of sending 
elaborate signs, show-window stands, etc.,· in liberal quantities be 
discontinued by American firms. 

ACCESSORIES 

Imports of accessories have steadily improved during the past four 
year!' with America's share of this participation estimated at approxi
mately 70 per cent, the remainder being mostly of German origin. 
There is no domestic competition in this line. 

Only such accessories as are of distinct practical importance are in 
demand owing to the low purchasing power of the Estonian motor
ing public. The more important itelDS carried regularly in stock 
include jacks, lamp lenses and bulbs, lubricating devices, fire extin
guishers, rear-view mirrors, wind-shield cleaners, nonskid chains, 
direction indicators, and taximeters. The large share of European 
products in the accessory line is explained principally by the low 
prices quoted by these competitors. . 

Practically all of the statements made above in the discussion of 
the distribution of replacement parts apply to accessories, which are 
imported by both car dealers and firms dealing in parts and acces
sories alone, the latter securing about 70 per cent of the business. 
The dealers in Tallinn are importers, wholesalers, and retailers at 
the same time. Their wholesale business is confined to sales to small 
dealers in provincial towns. Owing to the relatively small size of 
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the market and several importing wholesale dealers, the granting of 
representation or agency to anyone firm has produced negative re
sults. 

Credit terms, advertising, and other general features of the acces
sories business are so much identical with the practices followed in 
the line of replacement parts that a special discussion is unneces'3ary. 

GARAGE AND SERVICE· STATION EQUIPMENT 

At the present time there are about 10 fairly well-equipped automo
bile repair shops in Estonia, and in addition, about 10 shops of minor 
importance are operated in Tallinn, and an equal number in the 
provincial tow~s. Three of the '!ell-equiJ;>ped sho'ps belong to ~~al
ers of automoblles most popular ill Estoma, especIally for serVICIng 
their particillar makes of cars. Remaining workshops are owned and 
operated by individuals entirely independent from automobile and 
parts and accessories trade. 

There are no public garages with servicing facilities in the coun
try comparable to any extent to those establishments in the United 
States or any large European cities. 

The average-sized workshop in Estonia employs about five men. 
In addition there are a number of apprentices who are employed to 
do work of minor importance. Estonians make fairly skilled me
chanics, and the quality .of their work is regarded as good. The 
general appearance of the workshops leaves much to be desired, but 
this means. nothing to the customers as long as the work is done well 
and at low cost. . ' 

Practically all the equipment nbw in use is of a universal charac
ter, such as lathes, drill stands, emery wheels, welding outfits, etc. 
Special garage equipment, including motor stands, car hoists, align
ing devices, large jacks, etc., are almost completely excluded from 
the list of equipment of repair shops in this country. Valve grind
ers and cylinder-boring machines and reamers are used only by the 
largest shops. Most of the 'equipment in use for this purpose is of 
American manufacture. Preference is given to these types of de
vices which need no special stands and can be used in connection with 
a lathe or drill stand, in view of the lower prices for such devices. 
Electrical work, such as repairing and charging of batteries, gen
erator starter, and horn repairing is not done by most of the work
shops but by only a few establishments. Automobile tire repairing 
is not done by general repair shops, there being several special tire
vulcanizing establishments which take care of this business. The 
tire-repair shops are small and use practically no labor-saving 
devices. 

European competition is very keen, while domestic manufacture 
is negligible. The advantages of the European-made products are 
to be fou~d mostly in lower prices and in the proximity of the 
sources thereof to Estonia, which makes it unnecessary for dealers 
to keep heavy stocks and enables t.h~~ to order in .conformity with 
the local demand. The only pOSSIbilIty for AmerIcan products to 
secure a larger share in total sales would be the granting of credit 
terms up to at least 120 days and getting local dealers to keep cer
tain items in this line in stock. 
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Repair-shop equipment of general character is sold by firms deal
ing in all kinds of industrial machinery and equipment. Agencies 
for certain makes of garage equipment of a special character have 
mostly been granted to these firms. However, large items in this 
line are very seldom carried in stock by these dealers, and orders are 
placed only in case an opening for sale to a local workshop appears. 
Small tools such as wrenches, grease guns, reamers, cutters, etc., are 
aJliO handled by parts and accessories dealers. 

These methods of distribution have proved entirely satisfactory 
and can be recommended for any further sales efforts in the Estonian 
market. 

FAROE ISLANDS 

c... .. EeI ... anI II. Groth. Copenha~ .... Denmark 

Motor-vehicle registrations as ot January 1, 1931: 20 passenger cars, 32 
tru"ka. 

The Faroe Island group comprises 24 islands, 17 of which are 
inhabited, has an area of 540 square miles, and lies in the north 
Atlantic Ocean about half way between the Shetland Islands and 
Iceland. It is under Danish sovereignty and has a popUlation of 
approximately 30,000 persons. 

The roads now passable have a total length of not over 80 kilo
meters, but their existence has made the use of motor cars possible 
and it is probable that the number of motor vehicles will mcrease 
in the next few years. The market for replacement parts, acces
sories, and garage and service-station equipment is naturally very 
limited. 

REPLACEMENT PARTS 

The market for replacement parts is a comparatively' recent one, 
as no motor vehicles were imported into the islands until 1923. 

With the exception of ball and roller bearings, bolts, brake lin
ings, spark plu~! and springs, re{Jlacement parts are seldom required. 
American partIcipation is practIcally 100 per cent, as all but one 
of the motor vehicles now registered in these islands are of American 
manufacture. American cars are expected to enjoy their favorable 
position because of their sturdiness and ability to withstand 
unfavorable operating conditions. . 

Distribution of replacement parts IS affected through local auto
mobile agents located in Thorshavn, the capital of this island group, 
which is the largest and best port. These agents control all of the 
automotive-import trade of the islands. At present practically all 
of the automotive vehicles, as well as the parts required, are imported 
from Copenhagen. 

The local dealers state that they are compelled to extend long 
credit to their customers; hence, they are also desirous of obtaining 
the longest possible credit. . .. 

Newspapers are, undoubtedly, the most satisfactory advertIsmg 
media for parts, but the number of such pUblications is small and 
rates are high. 
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ACCESSORIES 

There is an increasing demand for accessories in the Faroe' 
Islands, but the present and future demand of these articles is and 
must necessarily be limited because of the small population and 
pllI'chasing power. " 

Accessories most in demand are nonskid chains, electric hor1\8, 
hand jacks, tire pumps, shock absorbers, and wind-shield cleaners. 
Other accessories in general demand elsewhere are seldom required 
here. ' 

American manufacturers enjoy all the automotive-accessory trade 
in the Faroes. Accessories are marketed through exclusive distrib
utors who sell these products on their own account. These distrib
utors are the two motor-car agents previously mentioned. There 
are no exclusive accessory dealers. Small stocks are generally kept 
of the accessories most in demand, and these are ample to cover 
market requirements. 

To do business in the Faroes, the granting of long-term credits 
is considered absolutely essential. 

GARAGE AND SERVICE-STATION EQUIPMENT 

Progress is being made in providing service facilities, but some 
time must elapse before this can be considered satisfactory. The 
delay in this direction is largely due to the limited number of motor 
cars requiring such attention and also because it is very difficult 
to obtain 'properly trained mechanics .. 

Most of the garage and service-station equipment used is of Amer
ican origin. European competition is extremely small, almost non
existent. There is no domestic production. 

Practically all kinds of equipment are needed, but the market 
is and will always be ~ry small. The general reasons for this have 
already been discussed, but to them should be added the very im
portant one of limited-purchasing power. 

There is likely to be a slightly increased demand for parts, acces
sories, and service equipment in the Faroe Islands, which will 
undoubtedly be supplied by American manufacturers who maintain 
agents in' Copenhagen. 

FINLAND 

Demand for Replacement Parts Has Declined-Accessories Limited, and 
Service Appliances Promising-American Participation Accounts for 90 
Per Cent of the Trade 

Trade Commissioner Frederick C. Sommer. Helsingfora 

Motor-vehicle registrations as of January 1, 1931: 24,040 passenger cars, 1.419 
busses, 10} 775 trucks, and 5,404 motor cycles. 

REPLACEMENT PARTS 

The parts market in Finland during the year 1930 was affected by 
the general economic depression, the stringency of money, Russian 
competition in world markets in Finland's most important export 
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artic1~, namely, lwuber (including-paper), which comprises 85 per 
cent- of its total exports, and the overextended condibon resultmg 
from Ute boom years 1926-1928. _ . 

Parts most in demand are ball and roller bearings, bolts, brake 
linings, bushings, fan belts, spark plugs, valves, pistons, piston pins 
and rings, gears and pinions, drive shafts, starting and lighting ge~
erlltors. Articles havmg a lesser demand include clutch facings, driv-

; in~ and timing chains, stampings, plain bearings, radiator caps, 
slums and shim stock, rims, and rim parts. 
- American products enjoy considerable popularity and control 

about 90 per cent of the total requirements. European competition 
is encountered in bearings from Sweden and Germany, body hard
wlITe and upholstery material from Germany, and piston parts from 
Switzerland. It is noted that German ball and roller bearings are 
liold at about one-third the price of the American product. German 
boits: fan belts, and spark plugs are also sold in this market, while 
the domestic industry accounts for a certain amount of automobile 
~pl-ings, storage battel-ies, rubber, and leather products . 
. No seriolls general competition is suspected from local or Euro
pean manufacturers although a feeling is growing steadily for the 

: Finnish public to support local industries and buy from domestic 
producers. 

Practically all replacement parts are imported from American 
manufacturers by jobbers in Helsinfors and to a slight extent through 
Oslo and distributed therefrom to parts dealers, repair shops, and 
garages. Considerable parts are sold by automobile dealers, espe
cially in the low-priced cars, but there is not an apparent tendency 
for concentration of distribution along ,these lines. The usual terms 
are 90 days' sight draft. 

The most effective advertising means is direct canvassing by the 
agent of all the dealers in the automobile trade and through cata
logues and price lists. The next best method of advertising is the 
larger Finmsh newspapers. 

ACCESSORIES 

The complete equipment now being included with stal!-dard pas
senger cars and the limited purchasing power of the Finmsh market 
tend to restrict the purchase of automobile accessories. 

The accessories most in demand are nonskid chains, hand and me
chanical jacks, hand and electric wind-shield cleaners, while those in 
less demand are covers for hoods, radiators! and tires, lights (head, 
rear, stop, and parking), tire pumps, and tire gauges. . 

American lights, lubricating systems, speedometers, bre _gauges, 
and pumps are very popular. A considerable number of Swedish 
snow chams are sold, however. German upholstery covers, mirrors, 
jacks, taximeters, headlights, spotlights, etc., are ~old. 

Any equipment that might help reduce operatmg costs,. fuel con
s!lmption, etc., will find a m~rket .. Magnebc and. mechamcal traffic 
~Ignals on the sides of the wmdshlelds are becommg more popular, 
although traffic regulations in Finland do not require them yet except 

80277-32-13 
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on taxicabs and trucks. These signals or indicators are mostly of 
German manufacture. 

Competitive American and Swedish nonskid chains are sold b~ 
the same dealer, as are tire pumps, tire gauges, and several other 
small articles. Seat covers are made almost entirely in Finland, 
as well as hood, radiator, and tire covers. 

Accessories are marketed through exclusive sales agents who buy 
on 90 days' sight draft and carry considerable stock from which 
the dealers throughout the country are supplied. The central point 
of distribution is Helsingfors. Accessory f;tocks are also carried by 
automobile dealers. . 

Present methods of distribution are quite satisfactory. Owing to 
the economic depression and the great number. of manufacturers, 
both American and European, already represented, extreme diffi
'culty is experienced in placing additional agencies in the accessory 
line. 

GARAGE AND SERVICE-STATION EQUIPMENT 

There are few public garages equipped with all modern garage 
appliances, some of which have repair shops and properly trained 
mechanics. Most of the garages are operated by automobile dealers. 

The equipment most in demand includes air compressors, garage 
tools, hydraulic and mechanical jacks, oil and grease guns, high
pressure chassis-lubricating and grease-dispensing systems, portable 
drills, reamers, and wrenches. 

American equipment enjoys considerable popularity, accounting 
for about 90 per cent of the total demand, some German and other 
European equipment making 'up the balance. German air com
pressors, Swedish wrenches, and other garage tools are used in 
Finland. 

Most garages are provided with electric current for the operation 
of service appliances. Tires are usually changed by hand, though 
mechanical equipment is carried by the importer. Most tire repair 
work is done in repair shops. 

In the absence of a direct American traveling representative, the 
best method of se~ling in this market is through a jobber. Present 
distribution meth'ods are.considered satisfactory. Terms generally 
acceptable are 90 days' sight draft. 

The idea of having trained mechanics employed in the garages 
in Finland is growing. There is a Government automobile training 
school in Helsingfors 'which has been active for the last few years 
and has turned out some very good mechanics. 

The market for all types of automobile equipment, including 
garage appliances, is small, especially at this time, owing to scarcity 
of money, but as soon as conditions improve and credit is easier, it 
is probable that considerable American equipment will be sold in 
the Finnish market. 
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FRANCE 

Automobil. Registrationa HaYe Doubled in the Past Five Year&-l\iarket for 
American Parta and Ac:reasoriea Narrowed by Heavy Domestic: Competition 
and Tarill Protedian-Demand for Garage and Servicing Appliances Has 
Extnmel, Favorable Outlook 

Pr~ .. ,,", b the A ... rtt:_ ('..-ala .. 8emce la Franee. with the Collaboration of W. L Fincer, 
AmerieaD "' ....... i.e Trade ComlDiHioner to hurup~ 

lI"I"r·\· .. hide rt'!(iMtrutiollB 11M of JUlluury I, 1!J31: 1,080,O~1O pussenger cars, 
3~.4110 bUII-. :U(;,:.!;;o trucks, 4:..'7,000 motor cycles. 

'Vuring the past fi,'e years, automobile registrations in ~rance 
have doubled, and a8 the pt'r capita circulation is still comparatively 
low it i" reasonable to expect substantial annual increases for some 
time to come. It is estimated that 10 per cent of the motor vehicles 
ciJ'('ulating in Fl'ance are of American origin. Imports of vehicles 
declined during 1930, partly due to the. increase m French tariff 
ratt's anti partly to the general economic depression. 

Domestic production of replacement parts, accessories, and garage 
equipment has increased on a scale corresponding with that of the 
automobile industry. It has extended to the production of practi
call" all the easilv replacellble parts of the more popular makes 
of lorci~n cars, althou~h the bulk of the puts made for certain 
AnU'ricali lIIakl's must still be imported. 

The export trade in French-made parts and accessories is impor
tant, accountin~ for probably 20 per cent of the entire output. The 
int('nse domestic competition, with the tariff protection it enjoys, 
hilS narrowed the market for American parts and accessories to 
artil'les for which the I<'rench market is yet too small to justify 
d()lllf'stic production. 8nll to perfect~d new devices and garage appa
ratus that can not be duplicated there in the same quality at prices 
made possible by American mass production. Some large American 
munufacturers of accessories mamtain branch factories in France 
and supply articles for French and foreign-made cars. 

Durmg the past year the local automobile industry has been 
operating at 25 per cent below normal, but retail prices of cars and, 
aside from tires, the retail prices of parts and accessories, have held 
up remarkably well. With the lowerin~ of production costs in the 
American industry, the market for certam types of American equip
ment there should improve, but when forced to meet foreign price 
cuts in their own field, it is probable that the domestic manufacturers 
and dealers will do likewise. 

Retail accessory business is becoming smaller on account of the 
practice, begun four years ago, of car makers in France to equip 
their products with all of the commonly desired accessories. 

A development begun two years ago, which should continue at an 
accelerated pace, has been the transformation of numerous large 
garages and service stations into modern, well-equipped establish
ments for the prompt handling of motor-car needs. Installation of 
American high-power ap:raratus at several stations in the Paris 
region has been followe by others, both at Paris and in the 
Provinces. 
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REPLACEMENT PARTS 

The market for parts has kept pace with the increased use of 
motor cars; in the past four or five years imports of American cars 
advanced steadily, and the need for parts grew proportionately. 

Another factor in the recent development of this market for Ameri
can parts is their use by French car builders. These include axles, 
gears, bearings, steering wheels, clutch facings, body hardware, and 
some motors. The increased French tariff, effective in April, 1930, 
has tended to check this movement, particularly as it applies to the 
importation of American motors. 

The parrts most in demand are pistons, piston rings and pins, ball 
and roller bearings, bolts, valves, axles, brake linings, clutch facings, 
body hardware, gears, pinions, spark plugs, generators, storage bat
teriesl starting equipment, steermg gears, and a few motors. The 
supenor quality of American steel used in many parts has been the 
chief factor in giving them a market preference. 

The principal competition comes from the French automobile in
dustry. This aI?plies to nearly all of the common parts on both low 
and mediumpnced cars. It is interesting to know that manufac
turers of parts exclusively are very few in number and they arre of 
much less competitiv~ force than in the United States. Spare parts. 
for the several thousand American trucks sold from Army stocks and 
still in circulation form a special category, but this demand is de
creasing annually. Stocks of spare parts in dealers' hands are said 
to be low, due to the belief that manufacturers will grant further 
reductions in price. 

German competition is bein&,. felt in spark plugs, body hardware, 
generators, and brake linings, I:>y reason of lower prices quoted and 
£erviceability of the articles. Retail prices haye resisted the down
ward trend, but many believe that they must soon follow unless sub
stantial improvement in business develops. 

The chief argument against the purchase of most American cars 
in France is that of the difficulty, .delay, and expense attending de
livery of replacement pa·rts. Imported American parts in general 
are sold at 30 to 100 per cent above the quotations for similar French 
products. The argument of delay and expense is well answered at 
Paris, where general agencies for American cars maintain service 
shops; but it remains strong in the Provinces. 

Paris is the leading- distributing center for both domestic and 
foreign-made parts. The chief provincial centers are Lyons, Mar
seilles, Bordeaux, Lille, and Strasbourg. There is very little direct 
importation of American-made parts for distribution to other French 
cities than Paris. Small stocks are kept by some concerns in bonded 
warehouses at Havre. Other shipments to the French maTket are 
made from Antwerp and Hamburg. Central Paris agencies of lead
ing American car builders carry limited supplies of parts in frequent 
demand, but the more expensive and the infrequently needed items 
are specially ordered from a European depository or from the United 
States. 

Agency distribution of replacement parts is effected by direct sales 
to car manufacturers for use in their own repair shops, by sales to 
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wholesale establishments, centered at Paris and having branches in 
the principal cities, and through sales by traveling salesmen to local 
dl'alers. Some parts manufacturers ship direct to retailers, allowing 
the regional distributor credit if he is on an exclusive contract basis. 

The greater part of the distribution of replacement parts to re
tailers and garages is in the hands of four or five wholesale houses 
at Paris, with their provincial branches. 

The complete illustrated catalo~ues of these houses are available to 
the smallest garal!es, and as prices are held fairly uniform there 
is no advanta~e in buying from an importer. If an importer or 
general distributor cuts prices the wholesalers drop their articles 
unles!! given credit for the difference. Traveling salesmen are chiefly 
valuable in stimulating interest in particular parts, most of the 
orders being thereafter filled by the wholesalers. • 

The usual term!! made by American exporters of replacement 
parts are cash against documents on arrival of the merchandise. In 
a few instances of well-established relations, the terms are short
time draft. German manufacturers ~rant liberal credits, sometimes 
four to six months, but their share m the trade is small. French 
manufacturers allow 30, 60, or 90 days' credit to agents and whole
salers. The usual allowance to garages and dealers is 30 days after 
end of the month of delivery, although for large orders the time is 
oftl'n extended to 60 or 90 days. 

Discounts to importing agents vary from 30 to 50 per cent. One 
large foreign motor-car manufacturer grants 40 per cent on old
moae! parts and 30 per cent on new-model parts. The import agent 
or general dib1ributor of American parts usually allows 10 or 15 
per cent to garage operators or subagents, reducing by this amount 
his own profit. French manufacturers of parts grant from 20 to 40 
per cent discounts to wholesalers or agents, who pass one-half to 
two-thirds thereof to the dealer or ~arage. 

There are no special manufacturmg requirements for replacement 
parts sold here for use on American cars or trucks. Those adapted 
to !<'rench vehicles should, of course, follow the metric system of 
measurements. Under French laws, manufacturers of parts may 
use the name of any automobile for which they are intended if the 
preposition "for" IS employed; thus, "radiator for Citroen," but 
not" Citroen radiator." 

Government regulations require operation of brakes by twa inde
pendent systems of control. If, however, the car has 4-wheel brakes 
operated by two independent controls, one set of brakes is adequate. 
If the brakes are on two wheels only, two separately controlled sets 
of brakes must exist. Special regulations also exist on lights, which 
are treated under the accessories classification. 

Advertising methods "applicable to replacement parts and also to 
accessories consist of: (1) Insertion of descriptions and illustrations 
in wholesalers' catalogues, (2) distribution of circulars and leaflets 
among garage operators and dealers, (3) outdoor signs and indoor 
posters, (4) window displays (5) exhibitions in the national and 
regional automobile shows, and (6) advertisements in the automotive 
trade and the touring club reviews. 
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ACCESSORIES 

The demand for accessories has declined sharply during the past 
few years, owing to the practice of car builders to equip new cars 
with standard accessories. The car manufacturer has therefore dis
placed to a considerable extent the dealers in bulk purchases of this 
class of goods. This has also led to the manufacture by car builders 
of many accessories formerly put out by special accessory factories. 
This applies to bumpers, luggage carriers, trunk racks, rear-view 
mirrors, windshield visors, signaling lamps, dashboard equipment, 
and many other attachments. There is a constant demand for acces
sories possessing novelty and utility and for small apparatus such as 
jacks which function efficiently. 

The 1\merican share in the trade is small, owing largely to the 
great technical skill of the French manufacturers. Some of these 
send representatives periodically to the United States in order to get 
exact knowledge of the newest and most :perfected accessories for 
production in their own factories. New foreIgn appliances appearing 
in the market, unless covered fully by patents and promptly intro
duced, are imitated at lower prices, and even when protected by pat
ents similar articles from domestic sources soon appear to contest the 
field. 

In supplying accessories for French cars the market is limited by 
the fact that over half the French-car production is in the hands of 
three concerns: Citroen, Renault, and Peugeot. These companies 
make many of the standard accessories used on their series cars. 
Several American companies, in order to meet domestic competition 
and exploit fully the market possibilities, now manufacture acces-
sories in France. " . 

The present demand applies particularly to tire and radiator 
covers, radiator thermometers, electric horns, hand and mechanical 
jacks cast-aluminum license plates, lighting and signaling equipment, 
body hoists, tire pumps, radiator shutters and shields, shock absorbers, 
tire gauges, seat covers, and electric wind-shield cleaners. French 
car owners of the middle and upper classes are fond of equipping 
their pleasure cars with a great assortment of useful and ornamental 
accessories, and aWl new serviceable and attractive device is sure to 
gain" notice. -

A wide variety of electric headlights and spot lights is found in 
the French production, and very few are imported other than as 
equipment of new cars. Effective April 1, 1931, all head~ig:hts on 
cars in circulation must now be stamped by the Bureau of Mmes or 
under its authorization. In order to secure the stamp of approval 
each car must be equipped with two lighting systems, one for long
distance illumination and the other for passipg another vehicle with
out dazzling the eyes of its driver. The beam in the first case should 
gh'e visibility at 100 meters and the other at 25 meters. 

The necessity for switchinO' to the low-powered light when ap
proaching vehicles on the hi~hway has led to the genera~ adoption 
of movable spot lights, of w~lCh dozens.of types ax:,e made In, France. 
It is probable that regulatIOns regardmg these lights, which have 
often proved as blinding to approaching drivers as the full-powered 
headlights, will soon be in effect. 
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The t;ignaling device preferred is a luminOllll " stop " sign attached 
to the rear of tbe vehicle. Practically all of these are automatically 
0l~rated by the brake. One such improved French device, with 
a uminum finish and brake connection, retails for $!J. 

Except in the northern portions of France, it is rarely necessary 
to protect radiators ag'8inst extreme cold. Sales of antifreeze appli
ance;; ha,'e therefore been very low. Taxi drivers in Paris still use 
newspapers to protect radiator fronts on cold days, while many 
owners employ thick woolen rUb'S' A commonly sold protector is 
a cover of rubberized fabric, fitting around the radiator with a flap 
that may be rolled up to admit air when the car is in motion. Prices 
for thebe widely used covers extend from $2,50 to $7 at retail, accord
ing to size. Metal protectors have come into use in the past two 
years, but their expense and the mild climate retard general adoption. 

The sale of heaters for pleasure cal'S is restricted due to the mild 
dilllste except in northern France, where there is a limited demand 
un the more expensive cars. Efforts to introduce American heaters 
have not been successful, owing to the small demand and the existence 
of lower-priced !<'rench heaters. 

It has been found impracticable to import shock absorbers from 
the l~nited States exceJ?t for American cars because of the necessity 
of fitting them to particular models of French cars and furnishing 
an adt'!Juate replacement service. There are a dozen makes of shock 
absorbl'r!! manufactured in France. 

Electric horns are rapidly replacing the compression horns which 
were used a few yellrs ago. Local regulations require two horns, one 
of limited audibility for the city and a loud instrument for the 
country roads. 

This rule is not strictly enforced, and a horn of moderate sound 
vulume appears now to satisfy both requirements. Prices at retail 
for electric horns average from $8 to $16; several American and 
German horns are on the market, but French makes predominate. 

Domestic competition is keen in all lines of accessories, owing to 
the ~reat variety of similar articles manufactured in each cate~ory 
by French firms. Among foreign-made accessories, the AmerIcan 
appliances predominate, with some competition from German and 
British makes. The excellent material and workmanship of the 
American appliances gives them a distinct advantaue which is offset, 
however, by uniformly lower prices for French and 'German products. 

Asi<le from contract 8I'rangements between accessory and car 
manufaeturers, accessories are marketed in much the same way as 
parts. Large wholesale firms buy from importers and manufacturers, 
carry small stocks, and distribute by means of salesmen and cata
logues. The volume of mail-order business from local dealers and 
garage operators is a substantial part of the whole. American 
accessories are handled through branch offices or exclusive agents at 
Paris. Retailers carry small stocks and supply garages at a discount. 

Some of the wholesale establishments accept exclusive distribution 
arrangements, but the largest prefer to buy without obligation and 
to list in their catalogues an assortment of articles in each category. 
It is therefore more advantageous for an American export firm to 
sell to a general agent who would push the :particular accessory or 
make of acceS!'ories. Initial satisfactory relations have led to liberal 
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credit terms, the establishment of a repair service or portial manu
facture by the agent, and in some cases to branch offices or factories. 

Customary discounts of the trade depend on the article and the 
quantity. Based on the list price, the discount extends from 15 to 
30 per cent for the wholesaler and from 20 to 35 per cent for the 
retailer.· _ 

American exporters allow importing agents or wholesalers from 
30 to 50 per cent of the list price. Credit terms are the same as 
~hose for parts, previously mentioned. Due to the depression in the 
mdustry, cre~it terms have been somewhat liberalized, although the 
number of faIlures among dealers and garage operators has induced 
great caution in accepting deferred payment orders. 

GARAGE AND SERVICE-STATION EQUIPMENT 

During the past two years an outstanding development has been 
the rapid growth of better service methods, involving the installa
tion of modern equipment, of which a large share comes from the 
United States. This improvement has been due to the demands of the 
motorists and the active competition among the excessive number 
of motor-car workshops. Model service shops at the outskirts of 
Paris have stimulated the movement. 

There are- about 6,000 garages in France, of which 1,500 are in 
the Department of the Seine, which includes Paris. Nearly all of 
these garages are individually owned and practically all act as auto
mobile dealers. There is· a growing tendency toward incorporation 
and multiple operation. 

As a medium between filling stations and garages, the service 
station is still rare in this country. Even at the attractive roadside 
stations built by the large petroleum companies it is customary to 
furnish only fuel, lubricants, and air. However, one or two such 
stations have installed a quick service which includes lubrication, 
oil changing, washing, and small adjustments. The sight of a car 
suspended on a modern lift is still so unusual as to attract attention 
from passersby. It is reported that Peugeot and Citroen, who pro
duce nearly one-half of the entire output of French cars, now give 
a service guarantoo of one year coverinO' body adjustments, mechan
ical verification, and replacement of defective parts. Price lists for 
common repairs are given owners, and agency garages for the two 
cars are obliged to conform thereto. The American car manufac
turers represented in France require their general agencies to main-
tain serVICe stations. _ 

Garage mechanics in France are, as a rule, well trained and skilled 
in the performance of their work, but they usually proceed with 
deliberation because of the influence of habit and the fact that both 
wages and repair bills are figured on a time basis. Wages in Paris 
for such laborers average $0.25 per hour, and time work is charged 
at $0.60 per hour. At the French watering places the rate is 15 per 
cent hio-her than in Paris. The washing of a car ordinarily costs 
$0.70. Most of the mechanics are unacquainted with high-pressure 
modern machines for service jobs, and they prefer to employ simple 
tools and ap'paratus as in the past. However, the tendency is clearly 
in favor of Improved mechanical methods, as the French automobile 
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mechanics are an intelligent class of workers, they can be expected to 
adapt themselvtlil very easily to new conditions. 

American equipment has led the way in modernizing French 
garages and re{lalr shops. Among the American appliances chiefly 
employed are tire-service instruments, roller iacks, gasoline pumps, 
paint-spraying equipment, portable drills, cyhnder-boring machines, 
cranes, and small tools. American roller jacks are the most widely 
distributed of such articles, being found now in the larger garages 
of the principal cities and in many small ones. A few American 
auto lifts are In use, but the old pit method is still generally employed. 

The garage equipment most needed consists of air compressors, 
brake-testing machines, car washers, cylinder-boring machines, cranes, 
roller jacks, paint-spraying and wheel-alignment equipment, tire
repairing machines, valve grinders, battery chargers, and auto lifts. 

Air compressors on the French market are of many kinds and they 
vary in retail prices from $80 to $250. The type of electric com-

fre~sor most in use is a small movable apparatus costing about $90. 
Ii~h-priced American compressors have found no market in France. 
noller jacks on the market are French, American, and German. 

The Amer;can appliances retail at $125; but French-made articles 
are offered as low as $7. Roller jacks have been among the best
selling garage implements, and the demand should continue, as the 
fiel.l is by no means exhausted. 

The sale of auto lifts has been restricted by their cost and by the 
conservative habits of the French garage operators, who cling to the 
old pit method for undercar work. A French lift is put out on 
express order by a company engaged in the manufacture of freight 
elevators. The price is somewhat higher than for the imported 
American article. 

Some time ago a Paris importer of an American car-washing ma
chine drmonstrated that it would do in 10 minutes a job requiring an 
hour with an ordinary hose, yet no sales resulted. In the course of 
time, due to the demand from car owners for quick service, the ad
vantages of a rapid-cleansing machine will offset the initial cost, but 
at present the price seems unwarranted to the French garage owner. 
In the meantime, a French machine is offered at retaIl in different 
sizE's at from $50 to $200 under the price of the American product. 

The use of spraying guns, attached to compressed-air equipment, 
has become generalized in the body-building plants of the French 
automotive industry. Only a few of the largest garages however, 
are equipped to reenamel cars by the spray method, it being cus
tomary to take cars to a body plant or a specially furnished lacquer
in~ station for this work. The difference of one-third in recoating 
prIces causes most car owners to accept the brush method. Some of 
the central garages are installing power-spray equipment, although 
its cost retards general adoption. 

Electric current is available in all French cities and in most of the 
towns and villages. The rates are moderate, averaging in the Paris 
region $0.03 per kilowatt-hour for power J>urposes. In the central 
part of Paris the current is 5-wire direct (11a-440 volts) as well as 
3-wire direct (110-220 volts) without transforming. In the outer 
sections and suburbs it is 1, 2, or 3 phase alternating current, 50 
cycles, 110 volts. The universal motor, 110-120 volts, is recom
mended for importation. 
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At Bordeaux, aside from a small sector supplying direct current at 
110-115 volts for lighting and at 200 volts for power, the entire city 
utilizes alternating current, 3-phase, 50 cycles, 110-115 volts for 
lighting and 200 volts for power. The power rate is $0.029 per kilo
watt-hour for small motors. At Marseille, the current generally 
used is alternating, 50 cycles, at 110 volts. At Cherbourg, two types 
of current are available, ~ direct at 110 volts and an alternating at 
115 volts. The price of current for industrial usage is $0.06 per 
kilowatt-hour. 

The lack of capital, comparative cheapness of labor, carelessness of 
some workers in handling costly or delicate appliances, and willing
ness of the majority of motorists to submit to delays in servIce are 
the principal reasons preventing a general installation in French 
garages of modern equipment. The market for appliances found 
salable is limited by the sharp and immediate competition of domes
tic manufacturers who imitate at lower prices any foreign apparatus 
exciting a demand. 

French manufacturers have been quick to realize the possibilities 
for the sale of improved garage equipment, and many firms are now 
engaged in this production. Imported apparatus of fairly simple 
construction, such as roller jacks and towing cranes, have met sharp 
competition from local products, despite the superior metal and 
mechanism of those from the United States, the lower prices for the 
French products being the controlling factor. It is probable that 
the French manufacture will be developed as rapidly as the demand 
justifies, but the quality demand for American material should con
tinue unless the prices become prohibitive. 

A few articles, including roller jacks, polishing machines, and 
garage tools, are shipped in from Germany, and tire-changing devices 
come from England, but there is no importation from other coun
tries, according to dealers. 

The prevailing method of changing tires in French garages is by 
means of hand levers, but, due to the increase in the number of rims 
requiring mechanical tools to open them, a usage of such tools has 
developed. Three or four makes are being sold on the market, an 
English implement being first, followed by an American appliance. 
Tire and inner-tubq ,repairing is generally done in garages, but vul
canizing is done to a great extent in special shops. Owing to the 
sharp decreases in tire prices the vulcanizing craft has lost ground 
during the past year. 

The main distributing center for garage equipment in France is 
Paris. The city and its environs contain 85 per cent of the French 
automotive industry. The larger wholesale distributors of acc~s
sories and garage equipment have a principal establishment at Paris. 
Regional centers of distribution are Lyons, Marseilles, Bordeaux, 
Lille, and Strasbourg. Further information about these and other 
important cities of France is given in a subsequent section of this 
report. 

The best selling method in the absence of a direct American travel
ing representative is through a wholesale importer. Manufacturers' 
agents in France are exclusively agents for French factories and 
have no import facilities. Jobbers do business to a limited extent 
with the United States, owing to tho fact th.at a product offered 
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under their nllmes would not sell due to its high pri(~e. This diffi
culty ill sometimes overcome by the original article showing clearly 
itll origin and trade-mark. The present distribution methods are 
quite satisfactory when a reliable wholesale importer is used. 

In considering the sellin~ terms which would tend to increase the 
saleM of American automotive products in this territory, it should be 
rememhered that French and German firms grant much more lib
t'ral crt'dits than appear prudent to American manufacturers. 
(ial'a/?e owners willing to purchase modern machines often demand 
"ix months to one year, even on amounts as small as $100. These 
IIpman,l,. lire frequently grantt'd because of the intense competition. 
As import tprms for American articles rarely exceed 60 days' draft, 
anrl art' oft!'n cash. the importer must carry the customer's liability 
for the interim period and this causes stocks to be kept at a minimum, 
in many instances consisting of only one appliance or apparatus of 
eaeh tn)e. . 

Initial customers for garage equipment are the service shops of 
the lJIotor-car manufacturers. The next group of prospects would 
include the large taxicab and bus companies of Paris, which have 
a direct pecuniary interpst in the speedy repair of their cars and 
which maintain gara/!"es for this work. 

The installations of better and more modern equipment are increas
ing, but at a moderate paee only, due to the fact that many garage 
owners show a prejudice against time-saving machines because they 
"ave time. charges for which furnish their principal revenue. Ordi
nary mec'hanics prefer the customary manual and small-tool methods, 
rpgarding new, fast-working machines as rivals for their jobs. The 
tendency, howewr, toward improvement in methods has been dis
cUt<sed previoll!';lv. 

Before introc1ucing a new article or appliance on the French 
market, it is advisable to protect it against imitations by taking out 
a French potent. Under the international convention in force, hold
ers of Gnited States patents have one year within which to apply 
for II patent in France. Patents must be exploited in France or the 
French colonies within three years from the date of application. 
The mere sale of the patented article in France is not sufficient, but 
an ~ssemblage or partial manufacture is declared to satisfy the 
reqlllrement. 

Exclusive possession of a trade-mark is obtained in France by 
depositing with the clerk of the local tribunal of commerce a descrip
ti re notice of the object or class of objects covered, together with 
three specimens of the mark and typographical cut, plus a number of 
copies of the mark equal to that of the classes or categories of prod
ucts to which the mark applies. Deposit of the trade-mark in the 
prescribed man~e~ gives l?rotection for.15 years, which may be pro
longed for a Similar penod. The reSident agent of an American 
exporter to France may accomplish the formalities for his principal. 

LEADING EQUIPMENT CENTERS IN FRANCE 

In view of the importance of several cities in France the following 
. comments indicate local conditions affecting the sale of American 
motor-car supplies and garage equipment. 
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MARSEILLE 

The consular district of Marseille, comprising 13 departments in 
the south 'of France and the island of Corsica, has a population of 
4,500,000. Owing to the economic depression, a large number of 
used cars have been thrown on the market, and the prolonged use of 
old cars tends to sustain the demand for replacement parts. Ameri
can cars constitute 5 or 6 per cent of the total. Replacement parts 
most in demand are valves, pistons, and piston rings. There is no 
local manufacture of parts, Paris and Lyon being the furnishing 
centers. 

The accessory trade has fallen off more than the sale of automo
biles, as car owners buy only the indispensable accessories. With 
the return of normal economic conditions the demand 5hould embrace 
all the well-known accessories except car heaters. The demand for 
American items is limited to those of 'a novel nature offered on the 
market before similar appliances can be manufactured in France. 
Imported accessories, representing about 20 per cent of the whole, 
come from Germany, Italy, and America in the order named. 
French prices are much lower than those for foreign articles, anil 
the French portion of the trade is said to be increasing. 

During the past five years a number of modern garages have bl'p.n 
built in Marseille. They include two with a 500-car capacity and 
one with a 400-car capacity. The smaller garages are inclined to 
modernize their ~erv"ice. There is a demand for practically all kinds 
of garage equipment. American types competing here include auto 
lifts, car washers, brake-testing equipment, and high-pressure lubri
cating and grease-dispensing systems. French supply sources are 
Paris, Lyon, and St. Etienne. 

American distribution of garage equipment at Marseille can best 
be handled, it is thought, through an exclusive district sales arrangp
ment with one of the larger wholesale houses at Marseille. 

LYON 

The Lyon consular district consists of 15 Departments in the south-
central region of France. Its population i.s 5,990,212. . 

French replacement parts are to be found ~or nearly all cars, In
cludinO' a low-priced American make. AmerIcan spark plugs, gen
erator~ and storage .batteries for Frencl~ and other cars are on ~ale. 
Piston rings, and pIston Il;nd val,:e spr~gs are. am~ng the artIc.les 
most in demand. There IS no dIrect Importation In the distrIct, 
wholesalers finding it more convenient to order from Paris: Paris 
distributors for American finns in some cases offer larger discounts 
than do French firms. The usual rates are 25 to 40 per cent of 
the dealers' price for the wholesaler, and 20 to 25 per cent of the 
retail price for the dealer or garage operator. 

There is a fair demand for novel American accessories, but French 
competition is rapid and severe. A whole.saler who profitably im
ported American wind-shield cleaners found his trade cut off by 
lower-priced French imitations. American electric horns have a 
smaller share of the business than formerly. Accessories are mar
keted through exclusive distributors, who sell on open market to 
wholesalers. The latter carry adequate stocks. 
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A "low but steady progress is being made in automobile service 
facilities. There are now a few service stations, as distinguished 
from garages, which have facilities for greasing and washing cars, 
but which do not make repairs. Doubt is expressed as a whether 
such ,'entures are proving profitable. Apparatus commonly found 
in the garages includes air compressors, battery chargers, welding 
equi pment, pl'essure lubricating and grease-dispensing systems, 
portable drills and reamers, with all the usual small tools. Appa
ratus found to a small extent comprises car washers, cranes, polish
ing nllll~hines. tire vulcanizers, towmg and salvaging equipment, and 
outo lifts .. There is some brake-testing equipment and cylinder
boring machinery. An American make of the latter for small job,. 
is frequently used. 

BORDEAUX 

R!'l,lacement parts of foreign origin in chief demand are spark 
plugs and brake linings; starting and li~hting equipment is also 
,",old in volume. Several French compames make radiators to fit 
American cars. There is very little sole of American parts except 
for the few American cars in circulation. 

The demand for accessories is good in view of the business depres
sion and the decline in sales of new cars. Due to nonfreezing 
weather in most parts of the district, the sale of car heaters is 
negligible. Nonskid chains are not employed. Radiator shields have 
a small demand, but radiator shutters are rarely used. Windshield 
cleaners and wings are in increased demand. Electric horns are 
displacing the hand types, and shock absorbers and bumpers are 
deemed essential equipment by automobilists. 

Types and prices of automotive parts, accessories, and service 
fquipment do not differ materially from those sold at Paris except 
that the retail prices may vary slightly, since wholesale ~uotations 
are f. o. b. factory. Transportation costs account for the dIfferences. 
A local branch of a large Paris wholesaler does a good portion of 
the business. 

The chief development is the increased interest in modern garage 
equipment. Despite the depression, 1930 sales of the following types 
,,:ere ahead of those in 1929: Electric valve grinders and refacers, 
a~I' compressors for tire inflation, hydraulic and mechanical jacks, 
hIgh-pressure chassis-lubricating systems, grease-dispensing sys
tems, and tire vulcanizers. Practically all the electric valve grinders 
and refacers come from the United States, together with many of 
the socket wrenches and other small garage tools. Hydraulic and 
mechanical jacks of American origin are also in use. At Biarritz, 
~merican car washers are said to be employed. With these excep
t!ons the equipment is of French origin, aside from a limited quan
tItv of German garage tools, mostly wrenches. 

The great number of small garages restricts the capital required 
for the purchase of machine equipment. It is estimated that there 
are 50 per cent more garages than would be necessary were modern 
apparatus installed. There is a large potential demand, however, 
for such appliances. All the automobile dealers in Bordeaux op
erate gara&,es with repair-service facilities, and there are many 

• garages and shops which do not handle cars. 
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The Bordeaux fair in June, 1930, had an automobile section which 
furnished manufacturers of automobile equipment an excellent op
portunity to display their goods. Information concerning exhibi
tions at future fairs may be obtained from the" Foire de Bordeaux," 
Palais de la Bourse, Bordeaux. 

It is believed that no suitable firm at Bordeaux would be inter
ested in direct importation of American accessories, parts, or equip
ment, but several might act as subagents for a central agency at 
Paris. 

LILLE 

The Department of the Nord, which contains Lille, has a popula
tion of 1,969,159. It is the second richest Department of France 
and is the center of the cotton and wool textile industries. In the 
Aisne Department, also in the Lille consular district, there are 
539,473 inhabitants. 

Lille has 5 large garages, 1 with a capacity of 1,000 cars, and 20 
small ones. It has 3 large wholesale dealers in accessories and 6 or 
7 important retailers. 

Replacement parts most in. demand are bolts, ball bearings, brake 
linings, bushings, clutch facings, chains, ventilator belts, springs, 
and spark plugs. Nearly all the sales are of French articles, al
though there is some sale of English and Italian brake linings, and 
American and Italian spark pluO's. . 

In the category of accessories, ~erican bulb horns made in France 
account for 30 per cent of the sales, French-made horns for 50 per 
cent and others for 20 ver cent. Of the 30 manufactures of jacks 
in France the three prmcipal makes sold in the Lille district are 
Michelin, Dunlop, and Tecalemit, which have 60 per cent of the 
sales. Lights of all kinds are 90 per cent French. American theft
proof locks, made in France, account for 50 per cent of the sales. 
An American body hoist, made in France, divides the market with 
the French Bernard, prices being virtually the same. Nonskid 
chains and bumpers sold are all French. 

An American auto lift and the same make of car washer hold 
places on the market. Two of the largest garages have this equip
ment, while three others have the French Spiros, the French Her
cules, and the English Manley. The French machines sell at $28 to 
$60; the English at $40 to $100. In air compressors the French 
Spiros and Bavox have 80 per cent of the market, while the remain
ing 20 per cent is taken by the English Manley. For battery charg
ers the German Bosch and the Italian Marelli divide 20 per cent of 
the market, the remainder being French. Wre~ches and reamers are 
all French. Gasoline and oil dispensers are all made in France. The 
same is true of welding outfits and of oil and grease guns. 

STRASBOURG 

The demand for accessories is covered 90 per cent by French pro
ducers and 10 per cent by foreign manufacturers. About 15 per cent 
of the garages carry small stocks, supplied by local wholesalers. 

German competition is very keen m garage equipment. Well
known American machines and appliances are imitated by German 
manufacturers at lower prices. Proximity to German producing 
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(·enters gives an advantage in quick delivery. Amo~ the principal 
Gl'rrnan articles are auto lifts (Levator, Berlin), air compressor~ 
(Leo Gera), and car-washing machinery (Pumpenfabrik Urach, 
t:rach Wurtemberg). Jacks, cylinder-bormg machines, valve grind
(,rsI air compressors, and grease ~ns are in continuous demand. 
Labor is cheap and tire changing IS done everywhere by hand. 

About 80 per cent of the garages are operated by automobile deal
ers. Under the law in Alsace-Lorraine each garage operator who is 
a mechanic is entitled to two apprenticesz who are paid a very low 
wage. If a master mechanic is employed, he is entitled to an appren
tice. The average garage has a force of five or six with a small pay 
roll. Vespite the cheap labor available, the outlook for up-to-date 
equipment is improving, as an installation by a competitor draws 
cllstomers and excites emulation. Electrical current is available at 
low cost in practically all the cities of Alsace-Lorraine. The market 
in the country fllaces should be visited by a demonstrator speaking 
A Isatian, while m the Saar territory he should speak German. 

To the middle of 1931 this part of France had not suffered to any 
large extent from the world economic crisis, but the demllnd for 
pleasure cars fell perceptibly during the latter part of 1930. Sales 
of motor trucks for agricultural and industrial uses contmued satis
factory and the general outlook had improved. 

CALAIS 

In 1929 there were 18,852 passenger cars and 7,317 motor trucks in 
,·irculiltion in the Department of Pas-de-Calais. Six per cent of the 
cars and half the trucks were over 9 years old. The large percenta~e 
of old vehicles has helped the market for replacement parts. Articles 
mainly in demand are spark plugs} lighting sets, pistons, piston rings, 
,·aln's, bearings, glass, drive shafts, etc. Accessories sold currently 
include bumpers, bulb and electric horns, hand and mechanical jacks, 
luggage carriers, trunks and trunk racks, rear-view mirrors, tirA 
pumps, shock absorbers, and wind-shield cleaners. 

The" service station" as it exists in the United States is unknown 
here. The average garage sells one or two makes of automobiles, 
handles the more common parts and accessories, and does repairing. 
Electrical work i~ done by two concerns who do nothing else. The 
need of adequate service stations and efficient garage work is being 
felt. Gasoline pumps are in use, but oil pumps are unknown. There 
are no compressor plants for lubrication work in the district. The 
gasoline pump usually becomes' the property of the operator upon 
the sale of a certain quantity of gasoline. Portable free-air machines 
are in the largest garages; car lifts are not in use. Electric current 
is available in 840 out of 905 communes of the Department. Prices 
of current for industrial purposes are $0.03 ~er kilowatt-hour at 
Calais and $0.06 per kilowatt-hour outside Calais. Garages pos
sessin:; machine tools operate them generl!-lly by electricity. 

Paris is the center of distribution for the CalaIS district. Some 
purchases are made from wholesalers at Lille. American parts sold 
are those for American cars, with the exception of spark plugs, brake 
linings, and a few standardized parts. Orders are made from cata
logues. Local dealers state that French and German accessories 

• maintain the lead on account of prices. 
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American-made garage equipment is very little used, aside from 
tools and simple appliances. A few British articles are also sold, 
but French goods predominate.. The best method for entering the 
market is apparently through the medium of wholesalers located at 
Lille or Paris having access to the Calais district by traveling sales
men. The favor of local garage operators toward certain makes of 
parts and accessories must be gained in order to assure sales. 

BOULOGNE-SUR-MER 

American parts having a small share in the trade are spark plugs 
and ignition systems. A few Swedish ball bearings and English 
batteries are on the market, but the main volume of replacement
part sales are of French articles. The same is true of accessories ... 
90 per cent of which are French, the rest being American and 
German. High prices are the main obstacle to increased sales of 
American articles, whose superior quality is admitted. 

Garage equipment in use is elementary. French vulcanizing appa
ratus, French and American roller jacks, drills, lathes, and ordinary 
tools are employed. Important repair jobs are often sent to Calais. 
The garage of a dealer in a low-priced American car has an Ameri
can auto lift, a towing outfit of the same make, and a cylinder
boring machine made in Denmark. This firm is building a new 
3-story garage and it may be in the market for other modern 
equipment. 

Except for small stocks of the commonly demanded parts and 
accessories, dealers and garage operators order the articles immedi
ately needed by telephone from I,»aris or Lille. 

HAVRE 

. The population of the district, consisting of three Departments, 
is 1,700,000. The demand for replacement parts and accessories has 
steadily increased in recent years with the . increase in motor-car 
circulation.- Such goods are kept in stock by car agents, garages, 
and accessory dealers. Prices are approximately the same _as at 
Paris. 

Garage equipment is in greater demand with the building of new 
garages and the renovation of old ones. During 1930 six new 
garages were constructed at Havre. Electric current is generally 
available, but it is considered expensive and is not in use by all 
garages. The American participation in the garage equipment sale 
is small. It includes gasoline and oil pumps. Automobile lifts, air 
blowers, valve grinders, and compressors are largely of American 
or German make, the former being preferred. Lower prices give 
German small tools a 50 per cent cost advantage. 

Distribution of American parts, accessories, and equipment should 
be made from Paris through a local subagency. Several large deal
('rs have branches at Havrs and Rouen. 

CHERBOURG 

The Cherbourg district comprises a region devoted chiefly to agri
culture and stock raisin~. Dealers handling replacement parts and 
accessories are all retaIlers who supply themselves from French 
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manufactul'\'rs, wholesalers, jobbers, or foreign manufactul'\'rs' agents 
at l'aris, !lIS miles distant. There is no local manufacture or whole
iale distribution. Cars and trucks in circulation increased by 50 per 
cent from IlI:!6 to 19:!9, total figures for the latter year being 34,6-16, 
equal to one car per :!9 inhabitants. About 75 per cent of the regis
tered ~'ars are Cltroens, }'eugeots, or UC:13ults. Large numbers of 
tourists bring their own cars to the district during the summer; they 
purl'ha~e a considel'able quantity of replacement parts. 

The American participation in the part and accessory trade is very 
Fmall, owing to the l'e6tricted number of Amet'ican cars in use. 
American articles found at !'ome garages are spark plugs, electrical 
equi pment, radiator heat indicators, electric wind-shield cleaners, 
t>lectric horns, and bumpers. Higher prices, nonsuitability of many 
parts to .'rench cars, and nuncoilformity to the metric system lose 
!'!lIt'S of American parts to French makes. 

Distribution of parts and accessories is mainly through automobile 
dealers who act as agents for French cars and who operate garages. 
Agents for the three principal makes of French cars are required to 
install parts made by the respecti,-e car manufacturel', although they 
carry cheaper parts purchased from jobbers, for installation on old 
cars whose owners were unwilling to pay the price for the regulation 
parts. Local dealers recognize the superiority of American parts and 
would gladly purchase them if adapted to French cars and offered 
at prices equinlent to those for French-made parts. One effect of 
the trade depression has been to ('ause representatives of various 
dOllll'6tic manufacturers to canvass local dealers and quote lower 
prices than those olIered by Paris jobbers and wholesalers, through 
whom the goods were formerly sold. Garages have no exclusive 
arrangements for accessories, and all carry competive lines. 

There is a lack both of modern garage equipment and of trained 
mechanics. Only one gara~e at Cherbourg has such equipment as air 
compressors, auto lifts, high-pressure lubricating and grease-dispens
ing systems, and towing and sah-age apparatus. In all the district 
probably five garages have modern equipment. The Citroen garages 
ha,"e American cylinder-boring machines. There are some German 
vanadium st~el tools in use, the rest of the appliances, aside from 
those named, being French. Garage operators generally recognize 
the need of improved Service, and it is believed that a favorable field 
exists for the increased sale of American equipment. 

District centers of purchase are Cherbourg and St. Lo for the 
Manche Department, Caen and Lisieux for the Department of 
Calvados, and Alen~on for the Department of Orne. 

NANTr:J 

There has been a normal provincial growth in the demand for 
replacement parts. French parts have by far the greatest sale, ow
ing to lower prices and quick deliv:ery from Paris. American parts 
account for about 10 per cent of all sales and American accessories 
for 2 per cent. The tourist traffic is not as heavy here as in some 
other parts of France. All dealers in automobiles handle accessories, 
a few of the largest on a wholesale basis, and there are some inde-

802i7 --32--14 
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pendent retailers of accessories. American manufacturers, with one 
or two exceptions, are not well represented iIi the district. Sales of 
French accessories are said to be increasing their lead over foreign 
articles. 

Some improvement in garage equipment has been noted, but there 
is much room for further improvement. American apparatus used 
comprises 12 or 15 per cent of the whole. Equipment most needed 
includes jacks, . lifts, grease-dispensing pumps and guns, and hy
draulic washers. The potential demand applies to brake-testing 
machines, paint-spraying apparatus, and to towing and salvage 
equipment. Centers of distribution are Nantes, Rennes, Angers, 
and Tours. Subagencies and wholesalers offer the best channels for 
American distribution in the district. 

NICE 

In the Department of the Alps-Maritimes, of which Nice is the 
chief city, the trade in parts and accessories is predominantly in 
French articles. 

Sole agencies have been granted for some American manufactures, 
and the method has proved satisfactory where a "live" firm was 
chosen, but it is always advisable for a representative of the Ameri
can concern to pay periodic visits of inspection and sales promotion 
if business is to be kept up. 

The standard of commercial credit in the district is fairly hi~, but 
prudence is recommended before granting time to dealers. lJrafts 
for acceptance at 30 or 60 days' sight, supported by letter of credit, 
may be offered firms of good credit rating. 

GERMANY 

Market for Replacement Parts Slow, Accessories Demand Declining, Im
proved Business Conditions Expected to Open Good Field for Garage and 
Service-Station Equipment-Domestic Industry Supplies Greater Share of 
Demand . 

Based on information received from: Assistant Commercial Atta~he Douglas Miller; Berlin; 
Consul W. A. Leonard. Bremen; Consul Stephen P. Vaughan, Breslau; Consul George L.. 
Brandt, Cologne: Consul George P. Waller, Dresden; Consul General Will L. Lowrie. Frank
fort on the Main; Consul General John E. Kehl, Hamburg; Consul Ralph C. Busser. Leipzig; 
Consul General. Charles M. Hathaway, Munich; and CORBul General Leon Dominian, 
Stuttgart 

Motor-vehicle registrations as of January 1, 1931: Passenger cars 505,500, 
busses 12,000, trucks 161,900, motor cycles 725,000. 

The present market for replacement parts in Germany is slow, 
owing to the economic depression, the decrease in. car imports, and 
the fact that many owners have retired their cars from operation 
because of the financial expenditure necessary to keep them in run
ninO' order. One favorable factor in this trade l however, is the con
tin~ed sale of small and less-expensive Amencan cars, or cars of 
American types which are to a greater extent being manufactured in 
Germany, and for which replacement ~arts can. be advanta.geously 
supplied from the United States. ThIS trade IS c~aracte.rIzed ~y 
keen competition from Ge~man produ~ers 'Y~o are mcren:smg t~eIr . 
business because of low pnces and theIr abIlIty to effect ImmedIate 
delivery. 
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The demand for accessories has been affected by the growing tend
ency toward simplicity in the outward appearance of motor cars and 
the subsequent decline in the demand for exterior accessories. The 
American share of the present accessory trade is approximately 10 
per cent of the total. The sale of American accessOrIes is adversely 
affected by the low prices quoted by German manufacturers. 

Garage service facilities are inadequate in most districts in Ger
many, although gasoline service stations are constantly increasing 
and showin~ more rapid progress than garages and repair shops. 
There is a definite tendency, however, toward modernizing German 
bervice stations and garages, and the future opportunities for the sale 
of American equipment are believed ta be good, although this trade 
is also charaderized by keen competition from German manufac
turers, particularly in the case of special machines. 

The remainder of this report is devoted to comments on the markets 
ill eight leading German trade centers. Certain conditions, such as 
the existence of keen competition from domestic manufacturers, prac
tice of those manufacturers of quoting liberal terms, etc., are fairly 
uniform throughout all Germany. However, it is believed that a 
brief discussion of these separate" markets will be of interest to 
American manufacturers planning sales campaigns in Germany. 

BREMEN 

REPLACEMENT PARTS 

The increasing number of American automobiles sold in recent 
yeus in northwestern Ger'many has stimulated the demand for 
American-made replacement parts. German automobiles exceed 
American makes, but the American participation in this trade is 
confined almost entirely to supplying the demand for American
type cars. In the Bremen district, roads are good enough so that 
springs are not easily broken and a car is not subjected to undue wear 
alld tear. Parts mo!;t in demand include bearings (ball and roller), 
bolts, brake linings, fan belts, spark plugs, generators for starting 
and lighting

l 
piston rings, and clutch facings. . 

lIambur~ IS more important than Bremen as a distributing center 
for parts III northwestern Germany. Berlin also is an important 
distributing point for this territory. Distribution is effected 
through a number of wholesalers and dealers who obtain their sup
plies from a central point. The usual terms offered to distributors 
of both American, other foreign, and domestic lines are 90 days after 
date of invoice, or draft at 90 days siO'ht. There is very little com
petition other than with German pro~ucts, but the local preference 
for German products and the lyw prices which are being quoted on 
the German lines have created difficult obstacles to the greater sale 
of American parts. 

ACCESSORIES 

Accessories most in demand are body hoists, hoods, radiator Rnd 
tire covers, glare eliminators, theft-proof locks, lubricating systems, 
rear"-view mirrors, shock absorbers, tire gauges, seat covers, and 
wind-shield cleaners, hand and electric. Accessory dealers generally 
carry stocks, and competitive lines are frequently handled by the 
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same company. Competition, both domestic and foreign, is keen and 
largely based on price. German products supply the principal com
petition, while some French and other European lines are sold in 
negligible quantities. German manufacturers have gained at the 
expense of American lines, owing to lower prices, especially in recent 
months. 

GARAGE AND SERVICE·STATION EQUIPMENT 

Much progress has been made in this district in providing adequate 
automobile-service facilities. Large and modern filling .and service 
stations have been erected in Bremen and in nearby towns, and along 
the principal highways. Most of the equipment installed in these 
stations has been of domestic manufacture. The American partici
pation in this trade is largely restricted to special equipment, such as 
car washers and garage tools. Although there is a definite tendency 
to abolish the small stations and replace them by larger facilities, 
thus creating opportunity for the sale of service equipment, the 
local preference for domestic products will be a difficult obstacle to 
the development of a materially increased American participation 
in future trade. 

Most lines of garage equipment are in demand in this territory at 
present, with the exception of paint-spraying equipment, portable 

. drills, reamers, and wheel-alignment equipment. Local dealers be
lieve a favorable market for paint-spraying equipment might be 
created if small equipment suitable for German purposes were 
offered. Paint sprayers are little used by garages. An American 
car washer is in use at a Bremen garage, but a material increase in 
demand for this equipment is not expected soon. Several German 
manufacturers have attempted to introduce air compressors into the 
market, but without success. Portable motor air pumps are prefer
red by practically all garages, although some demand for com
pressors has been created by the recent installation of a few air 
towers. 

Tires are largely changed by hand tools, and tire repairing is usu
ally done by the "V ulkanisieranstalten" (vulcanizing shops), but 
some accessory dealers also have facilities for repairing tires. 

In the absence of a 'direct American traveling representative, the 
best selling method in this district is through manufacturers' agents 
or large wholesalers. Usual terms are three months cash or bill of 
exchange, although longer terms are sometimes granted by domestic 
manufacturers. 

BRESLAU 

REPLACEMENT PARTS 

The demand for replacement parts has been retarded by the 
relatively slow motorization of Silesia, while the prolonged depres
sion in this territory has proved a further obstacle to the development 
of the motor trade. There is no domestic industry in Silesia manu
facturing parts in large quantities, but the local market is supplied 
to a great extent by factories in southern and western Germany. 
The trade in American-made parts is practically restricted to the 
demand for American-type cars, but even the participation of Ameri
can parts in this trade is much smaller than the percentage of 



EUROPE: GERMANY 207 

American passenger cars in operation in the district, which is 
estimated to be about 40 per cent. 

There is always a fair demand for such rotating parts as pistons, 
piston rings, crank shafts, gears, etc., and there is also a steady 
demand for brake linings, spark plugs, valves, and springs. Amen
can spark rlugs and brake lmings are popular, but even in this trade 
the bulk 0 the demand is supplied by German producers. 

Breslau is the logical distribution point for the two Provinces 
of Upper Silesia and Lower Silesia. Most foreign replacement parts 
are handled by agents who operate out of this city. Terms granted 
by German factories are very liberal, and reputable firms and dealers 
in good standing are extended 30 days' credit or more, and a 2 per 
cent discount for payment during this period. German companies 
are also willing to place consignment stock with local dealers WIthout 
security. Parts taken from these stocks are accounted for monthly, 
and the terms for payment go into effect at the end of the month 
in which the sale is made. 

Competition between German automobile manufacturers produc
ing " original" parts, and "independent" parts manufacturers has 
always been keen in this district, but the recent action of the auto
mobile manufacturers in slashing prices of "original" parts has 
left them in complete control of the market. "Independent" manu
facturers have also reduced prices in an attempt to recover the trade, 
but with no material success as yet. The general preference in this 
territory for "original" parts, particularly expensive parts such 
as complete axles, gears, motor assemblies, etc., has proved an 
obstacle to the development of a greater business in lines manu
factured by American manufacturers of "nonoriginal "parts. Al
though German manufacturers have almost complete control of this 
market, it is believed that the increasing interest shown in cars of 
American origin or types should present opportunities for a greater 
trade which might be obtained by popularizing American parts 
through the introduction of American sales and advertising methods. 

Parts are generally advertised in this district through German 
advertising agencies and local newspapers. There are no important 
or outstanding trade papers published in Silesia covering the 
automobile trade. 

ACCESSORIES 

The accessory trade in this district is on the decline. Accessories 
most in demand are electrical supplies, particularly horns, lights, 
and windshield cleaners, while such products as luggage carriers 
and trunk racks, locke;, lubricating systems, ~aximeters, and ~eed-. 
ometers are in relatively small demand. UntIl recently, practlCally 
all accessories sold were of Gennan production, and German prod
ucts still constitute a large bulk of the sales. ~~weve~, American 
accessories have now entered the market, and It IS estImated that 
about 10 per cent of the total sales are of American manufacture. 

American accessories are distributed through the large importers 
in Berlin and Hamburg. Generally, only small stocks are carried 
by dealers, who usually handle competitive products. It is cus
tomary to grant credit of from 30 to 60 days to dealers in good 
business standing. German factories prescribe the retail prices in 
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this line, and the net profits average approximately 25 per cent; but, 
on account of the keen competition local manufacturers. some 
factories allow a profit of even 33% per cent to dealers. . 

The proximity of local manufacturers to this market, the keen 
competition between those manufacturers, and their liberal ~redit 
policies offer serious obstacles to American trade in accessory lines. 
It is believed that the appointment of agents or subagencies in 
Breslau would be the most effective way to introduce American 
accessories into the district. 

GARAGE A.l'JD SERVICE·STATION EQUIPMENT 

Small garages and even smaller repair shops are· numerous in this 
district, but the absence of up-to-date equipment is noticeable. In 
general, the provision of satisfactory and adequate service-station 
facilities have not kept pace with the improvement and progress of 
other lines in the automobile industry. Practically aU of the equip
ment in this district is of German manufacture, and American par
ticipation in this trade is limited to such lines as valve grinders, 
garage tools, polishing machines, and car washers, which are par
ticularly needed at the present time. Both hand and mechanical 
tools are used· to change tires, and tire repairing is done mostly in 
shops specializing in vulcanizing. . 

Breslau is the logical distribution center for garage and service
station equipment, although stocks might be maintained in Hamburg 
and Berlin and the district worked through sales agents. 

COLOGNE 
REPLACEMENT PARTS 

With a total of 219,732 motor vehicles in Cologne on July 1, 
1930. it is estimated that about 30 per cent are of American origin 
or type. This popularity of American vehicles is also reflected in 
the demand for replacement parts of American origin, for which 
the demand is growing. German manufacturers are particularly 
strong in the trade in plain bearings, "Continental" fan belts, 
" Bosch" spark plugs, radiator caps, stampings, forgings, body 
hardware, body upholstery material, steering wheels, "Krupp" auto 
frames, " Bosch" starting and light generators, and "Krupp" rims 
and rim parts. There is a marked local preference for American 
lines of brake linings, clutch facings, driving or timing chains, 
springs, valves, gears, pinions, drive shafts, shiIllS, and shim stock. 
There is practically an equal demand for such products as ball or 
roller bearings, bolts, bushings, pistons, piston pins, and piston 

. rinGgs. l' . 1ft' " h 't erman mes are, WIt 1 ew excep IOns, regammg t e tern ory 
lost to foreign, especially American, lines during the post-war 
period. Friedrich Krupp Aktiengesellschaft, of Essen, for exam
ple, has developed an automotive line including the manufacture of 
replacement parts, especially frames, rinls, axles, shafts, and bear
ings, which are now competing successfully with Americanlroducts. 
Similarly, the spark plugs manufactured by Robert Bosch ktienge
sellschaft, of Stuttgart, have, with one exception, almost entirely 
supplanted foreign lines during the past few years. 
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As a third instance, the Continental Caoutchouc & Guttapercha 
Co., of Hanover, the largest German rubber-tire manufacturer, has 
appeared on the local market recently with fan beIts. brake linings, 
and clutch facings. These lines are said to have displaced compet
ing American makes in this district to a considerable extent. For
eign competition in the spare-parts market, other than American, 
is unimportant, with the exception of the British-made" Brampton " 
chains, which enjoy good demand here. Other foreign replacement 
parts which were once in good demand, such as, for example, the 
British-made" Lodge" spark plugs, have either been superseded 
by American makes or by domestic lines. 

All indil'idual motor-car dealers stock spare parts for their par
ticular makes of cars. In addition, there are numerous independent 
part dealers who stock replacement parts for all of the more 
popular cars. As a rule, these dealers purchase their supplies direct 
from manufacturers in Germany or in the United States, although 
certain of them draw supplies from intermediate sources, usually 
Hamburg, Rotterdam, or Antwerp importt'rs. A third outlet for 
the distribution of parts are the repair-shop owners, who ordinarily 
do not import direct but buy from the wholt'sale trade. It has also 
been observed rt'Cently that the large garages and service stations 
are k('('ping their own stocks of the most current types of replace
mt'nt parts. 

The usual terms olTered to distributors and dealers of German lines 
in this market are 30 or 60 days, depending on the size of the order. 
Cash a~ainst documents or the establishment of irrevocable letters 
of credit in New York banks are the terms customary in the import 
trade of American parts. 

Advertising is elTective in the more important weekly or monthly 
trade journals, for which Berlin is the center of publication. Only 
one monthlv, .. l\Iotorsport des Westens," is published in this district. 
Another effective means of propaganda employed is the exhibition 
at trade fairs which are regularly held at various cities in the dis
trict. However, the annual spring and fall fairs at Cologne are 
generally regarded as of little value to the automotive trade. 

ACCESSORIES 

The growing tendency toward simplicity in the outward appear
ance of cars has reuuced the demand for many accessories, particu" 
larly such items as radiator caps, motor meters, bulb horns, parking 
lights, controllable driving lights, rear-view mirrors, and reserve 
gasoline tanks. There is no market here for Am~rican electric hof!1S, 
rear lights, and license plates, because of different local police 
regulations. 

German manufacturers lead in such items as bumpers, nonskid 
chains radiator-hood and tire covers, horns, hand jacks, lamp lenses, 
lic~nse' plates, lights, luggage carriers, mirror:s, tir~ pumps, radiator 
shields, tire gauges, and seat. cov~rs. Ame.flcan lines have a good 
share of the trade in mecharucal lacks, radiator shutters, shock ab
sorbers, windshield visors, windshield cleaners, and windshield 
wings. No particular preference exists in the trade in body hoists, 
motor meters, locks, lubricating systems, and speedometers. 



210 AUTOMOTIVE PARTS, ACCESSORIES, A~m SERVICE EQUIPMENT 

While in former years every individual automobile dealer used to 
stock the most current accessories, a definite trend has been noted in 
this district toward distribution by special accessory dealers, most 
of whom also handle replacement parts. Distribution of German 
products is effected through offices maintained in the larger cities, 
through which the trade of the district is supplied, while some firms 
sell through the medium of traveling salesmen or agents on a com
mission basis. The distributing offices carry full stocks, while the 
agents generally sell by means of samples and catalogues. Some 
foreign lines are distributed by wholesaling importers, while others 
are handled by commission agents. 

German manufacturers usually request payment within 30 days 
after delivery, with a rebate of 2 to 5 per cent of the invoice price 
for cash payment immediately. Recently, however, these terms have 
been considerably more liberal. Requests for more liberal terms to 
be granted by American manufacturers should, however, be closely 
scrutinized in view of the economic depression, which has involved 
numerous failures in the motor trade in this district. 

GARAGE AND SERVICE-STATION EQUIPMENT 

Although the development of service stations can by no means be 
compared with that in the United States, their number has grown 
considerably during the last few years, and many old garages in 
cities in this district have been modernized, while new ones with full 
service equipment have been built especially on the outskirts of the 
leading cities and on the main roads connecting neighboring towns. 
German manufacturers lead in such lines as battery chargers, car 
washers, cranes, garage tools, mechanical jacks, oil and grease guns, 
oil-dispensing pumps, portable drills, reamers, towing and salvaging 
equipment, weldin~ outfits, and wrenches. American lines are strong 
in the trade in aIr compressors, brake-testing machines, cylinder
boring machines, gasoline pumps, hydraulic jacks, chassis-lubricat
ing systems, paint-spraying equipment, polishing machines, and tire
repairing machines. No partIcular preference is shown in the trade 
in auto lifts, valve grinders, and wheel-alignment equipment. 

The popularity 0,£ many American lines of garage' and service
station equipment in western Germany leads to the belief that there 
is an attractive market in this territory for an extension of the trade 
in American products. The German industry, however, has been 
highly developed during the last few years and is obtaining an in
creasing share of the growing demand for equipment. 

In the Cologne district the manufacture of garage steel tools, 
such as jacks, reamers, and wrenches, is J?articularly important, <'en
tering in the town of Remscheid. This mdustry is rather extemdve 
and of international importance, since more than 60 per cent of the 
total production of the Remscheid district is shipped annually to 
foreign markets. Other equipment for ~arage use, such as cranes, 
cylinder-boring machines, and portable drIlls, are made by the Krup'p 
Aktiengesellschaft and other large machine manufacturers in thIS 
district as a side line. The local production of other garllge equip
ment is of minor importance. 
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Hand tools are generally used for the changin~ of tires. Small 
tire repairs are generally done in garage and service stations, while 
large repairs are made in special vulcanizing stations. 

Garage and service-station equipment is distributed mainly 
through manufacturers' representatives operating on a commission 
basis, and shipments are usually made direct from the manufacturers 
to the customers. Representatives usually receive a commission of 
from 1% to 25 per cent, while retailers generally sell at a profit of 
about 25 per cent of the list prices. In the more expensive lines the 
purchaser expects a discount of 5 per cent or more for cash payment. 
German manufacturers often inVite reliable prospects to use a ma
chine on trial for a month or more before purchasin~. From the 
viewpoint of increasing American trade in thiS district In these lines, 
it is believed that conSideration should be given to the establishment 
of a general agency in one of the leading commercial centers nnd 
the appointment of subagents in various cities in the district. It is 
reported that many garage owners have endeavored to obtain Ameri
can goods, but in the absence of American catalogues or visits from 
agents of American manufacturers they have often purchased do
mestic or other foreign products. 

It is believed that this populous and highly industrialized section 
• of Germany could be more intensively developed by American manu

facturers of this equipment. 

HAMBURG 

REPLACEMENT PARTS 

Development of the market in this territory for American-made 
parts depends to a less extent than formerly upon the number of 
American cars in operation, since many. German manufacturers are 
to-day supplying some parts for American as well as German cars. 
Replacement parts in greatest demand a·re ball and roller bearings, 
piston pins, gears, generators, fan belts, drive shafts, coils and other 
electrical parts, connecting rods, ammeters, pinions, etc. Hamburg 
is the only distribution center of importance. Distribution channels 
are various, embracing importers and wholesalers, as well as manu
facturers' representatives and general representatives with local sub
agents. In order to compete successfully with German manufac
turers, it is essential that American firms desiring to enter this 
market should maintain stocks somewhere in Europe, preferably 
somewhere in Germany, so as to be able to effect prompt delivery. 

Competition from German manufacturers is very keen not only 
because of lower prices and liberal credit terms but also because of 
the ability of these manufacturers to deliver promptly. 

The usual terms granted to dealers handlIng American parts are 
30, 60, or 90 days' credit against acceptances. Charges for bank col
lection expenses are also added. German manufacturers usually 
grant 90 days' credit without interest charges. 

An important requirement with which American manufacturers 
should under all circumstances comply (and this refers not only to 
this district but to all of Germany), is the distribution of catalogues 
printed in the German language and marked with German sizes
that is, in the metric system. 
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ACCESSORIES 

The existing demand for accessories is reported to have decreased 
to an ahsolute minimum in comparatively recent times. The Ameri
can share in this trade is small, and German products predominate. 
American accessories still enjoy a certain demand in nonskid chains, 
lubricating systems, special tire pumps, tire gauges, and a few other 
minor items. German lines in greatest demand are bumpers, radi
ator covers; tire covers, hood covers, shock absorbers, temperature 
indicators, tire gauges, seat covers, windshield visors, windshield 
wings, cigar lighters, etc. Accessories are generally marketed 
through manufacturers' representatives or importing wholesalers to 
dealers, the latter including garages and repair shops. Dealers ordi· 
narily expect to operate on a profit margin of from 30 to 50 per cent 
The usual terms in this trade vary somewhat, and credit of froIL. 
60 to 90 days is frequently granted. For cash payments a discount ot 
from 2 to 5 per cent is usually expected. 

GARAGE AND SERVICE-STATION EQUIPMENT 

Great Erogress has been made in recent years in providing adequate 
automobIle service facilities. The number of garages in Hamburg 
has increased from about seven in 1924 to several hundred at the 
present time. The average capadty is about 20 cars each. In 
1924-25 it was estimated that approximately 80 per cent of the 
service-station equipment was American. During subsequent years, 
however, this percentage has decreased considerably, and German 
manufacturers are now figuring strongly in the trade in practically 
all lines. . 

There is a limited but steady demand for most of the items such 
as air compressors, auto lifts, battery chargers, general tools, oil 
and grease guns, valve grinders, and the like. Although all of these 
are manufactured in Germany, there is a limited demand for some 
American products such as car washers, brake-testin~ machines, 
wheel-alignment equipment, high-pressure chassis-lubrIcating sys
tems, and grease-dispensing systems. These and some other Amer-
ican lines are able to sell on a basis of high quality. . 

Tires are largely changed by hand'tools, and most of the repair 
work is done by special vulcanizing stations, of which there are about 
20 in Hamburg. Tire work is also done by the larger ~arages. 

Garage eqUIpment is best distributed in this distrIct through a 
manufacturers' representative who is able to cover the entire terri
tory and personally approach prospective customers. Customary 
terms at present are cash against documents. Trade would undoubt
edly be aided by granting longer terms and by the maintenance of 
stock from which prompt deliveries could be made. 

Hamburg is the only distributing center of any importance. Kie] 
and Luebeck look to Hamburg for their needs. 

LEIPZIG 

REPLACEMENT PARTS 

Increasing German competition has cut into the American parti
cioation in this trade. German competition is particularly keen in 
such lines as fan belts, bearings, spark plugs, body hardware, body 
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"plwl,ten material, ~nerators. rims and rim parts, and is consider
"bly less Important in the trade in bushings, springs, pistons, forg
;":':". ~'t'an;, pillions. dri\'e shafts, and frames. 

Distribution is etT~'Cted almo"t entirely through the franchise deal
t'l~ of the \'arious makes of automobiles, although sOllle garages also 
"upply • small share of the demand. 

ACCESSORIES 

.\c~ories in greRtest demand in this district are heat indicators, 
hood. radiator, and tire covers, bulb and electric horus, lenses, lug· 
gage carriers, mirrors, tire pumps, windshield wings, electrical 
wind·shield cleaners. tire gauges, and shock absorbl'rs. while there 
is • "ery limited demand for theft· proof locks, horus, bumpers, wind· 
>'hidd visors, alld similar lines. In most of these lines, however, 
«i.'rnlan competition is extremely keen and German manufacturers 
hne been able to cut through a "ery large share of the market 
demand. 

Aeces..-.ories are distributed in this district mainly by garages, 
service stations, and accessory, specialty shops. Some firms purchase 
.lired from German manufacturers through their representatives, 
but the smaller garages and service stations buy from accessOl'y 
wholesalers, lIsny foreign lines are handled by importing whole· 
salers located in Lt-ipzig, while others are sold through agents 
operating on a commission basis. 

GAUGR AND SEBVICE-STATION EQUIPMENT 

High prices are ~iven as the reason for the lack of American 
equipment in this district. Garage owners state that the volume of 
bUsinl'SS is too small to make it practical for them to install Amer
ican equipment, notwithstanding the greater efficiency which might 
result from the use of that equipment. Leipzig and other cities are 
equipped with adequate facilities for servicing automobiles. Me
chanieal equipment is used to a large extent, and this is mostly of 
German manufacture. 

DRESDEN 

REPLACEMENT PARTS 

The demand for parts in this district has naturally increased with 
the growing motorization of the Free State of Saxony. While 
the local demand is largely supplied by domestic manufacturers, 
fairly large quantities are imported from the United States. The 
proportion of foreign cars (mostly American) in operation in Sax
ony has been steadily increasing during recent years and has resulted 
in a rather steady growth of the demand for American parts. 

The leading db'tribution centers are the cities of Dresden, Chem
nitz, and Plauen. While certain items are handled by dealers in 
automotive accessories, the leading channels of distribution for parts 
are the automobile dealers representing the various manufacturers. 

The usual credit terms are payment within four weeks from date 
of invoice (with discounts of 2 to 3 per cent for cash), and three 
months' acceptances. 
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Parts are advertised in the important daily newspapers, as well 
as by posters and the various automotive .trade papers and journals, 
which are largely published in Berlin. . 

ACCESSORIES 

Until recently, there was a fairly satisfactory demand m this 
district for accessories. Lately, competition from domestic manu
facturers has increased, but there is still a considerable demand 
for such American-made accessories as body hoists, bumpers, non
skid chains, electric horns, theft-proof locks, radiator shutters and 
shields, shock absorbers, and tire gauges. American accessories are 
largely purchased by local dealers from exclusive distributors pur
chasing for their own account, as well as from the large wholesale 
and importing houses in Berlin and Hamburg. 

The best method is believed to be through an exclusive distributor 
who is able to carry ample stock. Such distributors could be located 
in Berlin, Hamburg, or Bremen, and handle their business through 
subagents located in Saxony. 

The usual credit terms are payment within four weeks after date 
of invoice with discounts of 2 to 5 per cent for cash. Payments 
by three months' acceptance are also fairly frequent. 

GARAGE AND SERVICE-STATION EQUIPMENT 

The number of garage and service stations in this district has 
increased considerably in recent years; there are now about 20 
garages and stations located in the city of Dresden alone. 

German manufacturers are strpplying an increasing share of 
equipment, but a considerable amount of American products, par
ticularly such as brake-testing machines, cylinder-boring machmes, 
garage tools, paint-spraying machines, tire-repairing equipment, 
"alve grinders, and wrenches are imported from the United States. 

Tires are changed largely by hand tools, and tire repairing is 
mostly done in special repair shops. 

Service equipment could best be handled in this territory through 
the efforts of factory representatives or, as an alternative, a large 
importing wholesaler, equipped to cover the district adequately. 

Terms granted in this district are similar to those granted in 
the trade of replacement parts, although longer terms are not 
infrequent. 

MUNICH 

REPLACEMENT PARTS 

It is roughly estimated that the American share in this trade 
is approximately 20 percent. Replacement parts most in demand are 
bushmgs, clutch facings, driving or timing chains, spark plugs, 
valves, pistons, piston pins, piston rings, forgings, body hardware, 
gears, pinions, drive shafts, steering wheels, starting and lighting 
generators, and rims and rim parts: 

German comJ.>etition is particularly keen in bearings,· bolts, bush
ings, springs, pIstons, piston rings, fan belts, spark plugs, and roller 
bearings, which are being delivered to dealers at approximately 50 
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per cent under American parts. Competition from Englisl., French, 
and other foreign manufacturers is not believed to be increasing. 

Parta are distributed largely by automobile dealers who purchase 
ordinarily from importing wholesalers located in Berlin, Hambur~, 
Cologne, or Coblenz. Local dealers usually have to pay for Amen
can spare parts upon arrival of goods and receive 30 to 40 pt'r cent 
from list prices. German parts are sold for the most part on the 
basis of one half cash upon delivery and the other half payable 
within one month, with 30 to 40 per cent off list prices. The low 
prices and liberal credit terms of German companies account to a 
large extent for their success in this district. 

ACCESSORIES 

The demand for accessories has declined substantially in the past 
two years and the American share in the local trade is now estimated 
at between 20 and 30 per cent, whereas up to a short time ago it was 
more than 50 per cent. 

Acct'ssories most in demand are bumpers; chains; electric horns; 
hand and mechanical jacks; lamp lenses; head, rear, stop, and park
ing li~hts; lubricating systems; rear-view mirrors; tire gauges; 
hand and electric windshield cleaners. 

Accessoril's of German manufacture are marketed in this district 
mostly by wholesalers who purchase direct from the domestic firms. 
The larger wholesale firms also stock limited quantities of American 
accessories, and a small percentage of these sold in the market is 
also imported direct from the United States. Most of the American 
supplies, howcyer, are purchased from agents of American factories, 
located in Berlin or Hambur~. 

The higher price of Amel"lcan lines has hindered the greater de
velopment of their sales. Local trade opinion holds the view that 
prospects for further extension of the trade in American-made acces
sories are not bright, unless American manufacturers are willing to 
establish in Germany central sales organizations with lar~e stocks 
of the latest types of a.:eessories always on hand, from whleh small 
orders of local dealers could be promptly supplied. 

German factories generally grant accessory wholesalers 40 per cent 
off list prices with a further 5 per cent for cash. Wholesalers grant 
retailers and garages 10 to 30 per cent. Wholesalers are supplied 
by many German factories with stocks on consignment. 

GARAGB AND SERVICB-STATION EQUIPMENT 

Much progress has been made in the larger cities in Bavaria in 
the provision of more garages and repair shops. Most of the equip
ment in these establishments has been of American origin, but during 
the last year German factories have made heavy inroads into the 
American share of this trade. 

Garage and shop equipment most in demand at present includes 
automatic lifts, car ,rashers, cylinder-boring machines, high-pressure 
chassis-lubricating and grease-dispensing systems, oil and grease 
guns, and valve grinders. The only equipment manufactured in 
Bavaria is the "Steinbock" portable car lifter, manufactured by 
Steinbock Aktiengesellschait, Moosburg. 
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Hand tools are largely used for the changing of tires, although in 
the large garages only mechanical equipment is used. Most tire 
repairing is done in garages and repair shops. 

The most suitable method of distribution in this district is be
lieved to be through manufacturers' representatives who would be 
able to attend to the entire territory. Most German factories are 
delivering goods on consignment or selling on general credit terms. 
These practices are of material assistance in meeting the large COlll

petition. The logical distribution centers in Bavaria are Munich, 
Nuremberg, Augsburg, Regensburg, and 'Vurzburg. 

STUTTGART 

REPLACEMENT PARTS 

Parts most in demand in this territory are plain, ball, or roller 
bearings, brake linings, bushings, spark plugs, valves, pistons, piston 
pins, rims, and rim parts. As a result of the increasing popularity 
of automobiles of American manufacture or type, there ha,; been a 
steady and increasing demand for replacement parts imported from 
the United States. 

Although American replacement parts are strong in demand in 
this territory, there is evident, as in other parts of Germany, increas
ing competition from domestic manufacturers. There is very little 
foreign competition aside from that offered by American manu
facturers. 

The leading distribution centers are Stuttgart, Mannheim for 
Baden, and 'Vurttemberg for Stuttgart and Ulm. Distributors of 
American and other foreign-made part,; are usually quoted sight
draft terms or, if good references can be submitted,. 90 days' draft. 

One feature of the local trade in this territory is the strict regula
tions which govern the question of suitable lighting of automobiles. 
In some cases American lighting equipment has been criticized, and 
for that reason the products manufactured by Bosch have been able 
to make considerable inroads into the American share of this trade. 

There is a definite trend in this district toward distribution of 
parts through automobile dealers. It is believed that most effective 
coverage could be secured by exclusive representatives rather than 
jobbers who often carry too many lines and who will seldom agree 
not to carry competing articles of German construction. It is re
ported in Stuttgart that German manufacturers of replacement parts 
are strengthening their sales organizations and cont~mplating an 
extensive campaign in the future to attempt to supply this market. 

ACCESSORIES 

The demand for accessories is at present small and decreasing. 
American participation is small. Accessories most in demand in
clude lenses, lights, horns, luggage carriers, and trunk racks. Acces
sories are distributed largely through exclusive distributors purchas
ing on their own account and selling direct to dealers. Stocks are 
usually carried, but to a limited extent. Competitive lines are often 
handled bf the same distributors. The usual terms are sight draft 
or 90 days draft. 
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Accessories are handled by accessory dealers, garages, and car 
agencies, and by a few of the larger sen-Ice stations_ 

GAaAG • .t.ND SERVICB-ST.t.TION EQUIPMENT 

Sen-ice facilities in the larger cities are fair, but the equipment 
ill U>le for the most part is not modem. Rural districts ha'-e few 
garag'es and poor equipment. American equipment is known and' 
Iikt·d, but is not used extensiwly. German lines are becoming 
increa~ingly active in this territory. 

Lt)uipmcnt must needed includes auto lifts, brake-testing machines, 
car washers, jacks, luhricating s)'"tems, wheel-alignment equipment, 
portaLle drills, tire-repairing', machines and changers, and vulcan
Izers. Tires are largely changed by hand with small hand rim tools, 
and a fair market seems to exist for modem tire-changing apparatus. 

Di,tribution at present is through direct purchase from the fac
tory, domestic or foreign, from a manufacturers' representative op
eratin~ on a commission basis. or through an exclusive wholesaler 
operating in one of the larger European distribution centers. 

GENERAL REMARKS 

It is Hident from these reports that the German market for prac
ticallv all types of automotive equipment is characterized by increas
in~dy- keen competition from domestic manufacturers who enjoy a 
strong position because of their proximity to the market, low prices, 
nntI liheral credit term.,. In attempting to meet the questIon of 
proximitv. it might be advi;o;ahle for American manufacturers, who 
feel that' future prospects justify such action, to consider the estab
lishment of a central distributing point, either in Germanv or in " 
neighboring country, from which supplies could be immedIately de
livered from stock. The ability of American companies to meet the 
competition offered by low prices and liberal terms is a question 
which must be decided according to the policies of each manufac
turer. 

While the German practice in this regard is certainly a strong 
obstacle to American sales at the present time, it must ,be remem
bered that the advantages of low prices and liberal terms are always 
emphasized during a period of economic depression, and that during 
!'uch times it is difficult to obtain a clear picture of the real effect· 
upon the market of such policies. There is no doubt, however, that 
every American manufacturer interested in developing the German 
market should realize the importance of this question and should 
have a definite understanding of the effect of his own price and 
credit policy upon the future of his products in Germany. 

It is obvious that good opportunities exist for American manu
facturers in the field of garage and service-station equipment, in 
~pite of increasing German manufacture of service appliances. 
Competition from German companies is increasing rapidly and prob
ably will continue to do so, but the interest in better automobile 
serviee facilities is also increasing, and the good reputation which 
many lines of American equipment enjoy holds promising prospects 
for further extension of sales. 
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GIBRALTAR 

Demand for Replacement Parts Limited, Accessories Small, Garage Equip
ment Negligible--Limited Area and Small Population Restrict Market 
Possibilities 

American Consul R. L. Sprague, Gibraltar 

Motor-vehicle registrations as of January 1, 1931: 507 passenger cars, 43 
busses, 101 trucks, and 47 motor cycles. ' 

Owing to the restricted area of the Rock of GibraU!tr-2% square 
miles-and a small permanent population of about 18,000, the number 
of motor vehicles can hardly be expected to show any material 
increase, and the market for parts, accessories, and garage equip
ment is a limited one. 

The length of roads open to traffic is about 14 miles, all of which 
are in excellent condition and suitable for motor traffic. Roads in 
the city are narrow and those outside the garrison are fairly wide. 

REPLACEMENT PARTS 

Gibraltar is not a distributing center for parts, and those now 
imported are solely for local needs in essential wearing parts. At 
one time there was a fair demand from Spain for these parts, but 
since the increase in the Spanish customs duties this reexport trade 
has ceased. 

The only firms which carry small'replacement parts are the agents 
of three well-known American and onl' British automobile. The 
larger replacement parts are as a rule_<>btained from Spain, orders 
being given by telephone and deliveries made within a few days. 
As this trade is unimportant, these agents prefer to order in this 
manner rather than carry stocks. 

Replacement parts for all other makes of automobiles are ordered 
direct from the manufacturer or from distributing agents in Spain. 

For some time past there has been a marked decrease in the sala 
of replacement parts, and, owing to the depression in the general 
trade, owners of cars do not use them as much as heretofore. Other 
reasons given are not only the great improvement in the cars but 
also the good condition of the main roads throughout Spain. 

Competition be~ween local dealers is not very keen; advertising 
is done to a small extent. 

ACCESSORIES 

As all the automobiles arriving here are equipped with essential 
accessories, the demand for nonessentials, such as radiator caps, orna
ments of any kind, dash clocks, spot lights, body trimmings, etc., is 
very small. These are of American, British, and French origin and 
are obtained direct from the manufacturers, and purchases are made 
for cash with the usual discount of 33th "per cent. When orders are 
small these goods are purchased from dIstributing retailers in the 
United States, Great Britain, Spain, and France. . 

, Accessories usually kept in stock by retailers are horns, lamp lenses, 
lamps, luggage carriers, mirrors, tire pumps, tire gauges, wind-shield 
wipers, etc. Other accessories and novelties not stocked are specially 

. ordered when required. . 



·EUBOPE:.GBEECE 219 

It ill e&timated 'that the American share of this trade is about 
:'5 per ct'nt. Little or no competition exists, and advertising, at infre
quent intervals, is done to a small extent in local newspapers. 

Accessories are sold at the principal local garages, which represent 
two wl'll-known American automobiles, and by hardware dealers, 
1\'ho are al80 interested in the sale of cars and carry these goods as a 
!;ide Jine. 

The pre~nt dullness in this trade is ascribed to the adverse eco
nomic bituation of Gibraltar and the depreciation of the Spanish 
peseta. The outlook is not very encouraging for any marked growth 
In this business. 

GARAGE AND SERVICE-STATION EQUIPMENT 

There are three garages in operation here and four small repair 
tohops, the lattt'r of little importance, all of which are sufficient to 
ath-nd to exi!>1ing business. Two of the garages outside the city 
proper are used principally to house a limited number of automobiles 
and carry Ollt minor repairs. The third garage, which is in the 
town itself, has a capacity of about 100 cars. It has a staff of good 
mt'Chanics and is well equipped with modern machinery, 80 per cent 
of which is of Amt'rican manufacture. No equipment is made locally. 

No nt'w garages are being opened and no market at present exists 
for new equipment, and purchases are entirely confined to replace
m('nts and minor items for improvements. 

The garag('s are privately owned and the proprietors represent and 
d('al in well· known American and European cars. 

Machinerv is operated by electricity from the town supply. The 
j'lIrrent is alternating current, single phase, 76 cycles, 110 volts, and 
the prices charged per Board of Trade unit are $0.06 for power and 
$0.14 for lighting. 

Tire changes are made by both mechanical and hand tools, prin
cipally the latter. Tire repairing is usually done by the car drivers, 
and also at the garages. 

Gibraltar is not a distributing center, and all local requirements 
ore obtained from the manufacturers or from distributing retailers in 
the United States, Great Britain, or Spain. 

This business is so limited that it would not warrant the appoint
ment of a local agent, but in the event of any American firm havin .. 
a traH-ling representati,'e in Spain. Gibraltar might be included i~ 
his district when visiting southern Spain and Morocco. 

GREECE 

Ameri~~n Part.icipation in the Pa~ts and Accessories Business Important but 
Steadily L08tng Ground to Conhnental Manufadurers-Use of Garage and 
Service·Station Equipment Decidedly Limited 

A<tina Comm •• <iaJ Allache Ralph B. Carran. Alhena 

Motor-n-hlcle registrations as of January I, 1931: 13,500 passenger cars 1000' 
busses, 4,;50 trucks, 7UO motor cycles. ' , . 

SOUTHERN GREECE 

The territory of southern Greece comprises continental Greece' 
Thessaly, Epirus, Peloponnesus, Crete, and the Ionian andAegea~ 

802;;-32--1(; 
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Islands~ The distributing centers for southern Greece are the cities 
Of Athens and Pirreus. 

Official automobile registration figures for southern Greece are not 
available. It is estimated, however, that about 15,000 motor vehicles 
are in actual operation throughout the entire territory. About 10,000 
passenger cars, trucks, and busses are believed to be running in and 
about the cities of Athens and Pirreus. Of the total of 15,000 units, 
no less than 11,000 are passenger cars. Eighty-five to ninety per cent 
of all the motor vehicles in use in southern Greece are of American 
manufacture. 

REPLACEMENT PARTS AND ACCESSORIES 

It is practically impossible to draw a clearly defined line of 
demarcation between parts and accessory dealers in Athens. Ali 
the firms engaged in the automotive-supplies trade handle indis
criminately replacement parts and accessories, although of the two, 
the parts line is naturally the most important. A large share of the 
parts business is, of course, transacted by the automobIle distributors 
who carry a complete stock of parts of the particular make of car 
and/or truck which they represent. 

The accessories and parts market in Athens is at present passing 
through a period of depression. The wholesale importers have suf
fered rather heavY losses as a result of the general decline in the 
prices of automotive products, which found the majority of them 
with stocks purchased at high prices. In addition, the very keen 
competition that developed during 1930 tended to curtail the dealer's 
margins of profit to such an extent as to make the automotive acces
sories and parts business a losing proposition for all except a few of 
the larger importers. The general complaint among the principal 
automotive-supplies dealers in Athens and Pirreus is that they are 
forced to sell on 10 per cent to 15 per cent profit, which is barely 
'enough to cover their expenses. The result of this situation is re
flected in the difficult financial position of the majority of the acces
sory and parts importers in Athens, most of whom find it extremely 
difficult to meet promptly their obligations to foreign manufacturers 
and exporters. 

Another evidence of the weak financial position of many of the 
accessory dealers is the fact that goods ordered by them on credit 
often remains in bonded warehouses for a month or two before they 
can raise the money required for clearing the shipments through 
customs. It is not an unusual occurrence for some of the smaller 
importers to sacrifice from time to time a portion of their stock at 
prices 10 to 15 per cent below cost in order to obtain the funds neces
sary for paying an overdue draft or other pressing obligations. 
The result is that the larger importers can very often replenish their 
stocks of parts locally at much lower prices than if they had ordered 
the same goods direct from the manufacturers. American producers 
should exercise a great deal of precaution in granting credit terms 
to local parts and accessory importers and should check up on the 
financial standing of their customers in Greece at least every six or 
seven months. 

Owing to the bad roads in Greece outside the cities of Athens 
and Piraeus, the demand for replacement parts in general is very 
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active. There is also a very strong demand for batteries, spark 
plugs, lip rings, pinions, bevel gears, and axles. On the other hand, 
.cc~ssorle8 such as heat indicators} mirrors, glare eliminators, wind
.. hield wipers, etc., are considered luxury items and are very little 
in demand. 

American·made parts and accessories are popular in Greece and 
('njoy a hi~h reputation for quality. Until about two years ago, 
110 less than 9~ per cent of all the replacement parts consumed in 
Greece on American cars were imported from the United States. 
Since the middle of 1929, however, continental manufacturers have 
gaill('d considerable ground until they now control at least 15 ·per 
cellt of the replacement parts trade for American cars and as much 
as 60 per cent of all the accessories imported into the country. This, 
of course, was due to the much lower prices offered by European 
manufacturers and exporters, which more than overbalanced the dif
ference in quality between their products and those of American 
manufacture. Price was, and still continues to be, a very important 
consideration for the Greek importer and consumer of automotive 
products and parts, as the depressed condition of business makes it 
es-.... ntial for the dealers to try to overcome as much sales resistance 
as posliible by selling a very low.priced line, and lor car owners to 
rf.'IIuce immediate repair charges to the minimum, regardless of the 
ultimate cost of o{>eration. 

The principal Items imported from European sources are as 
follows: 

Bearin/!!! come principally from Sweden, France, Austria, and 
Germany. The Swedish S. K. F. Co. maintains a branch office in 
Athens which keeps a full stock of ball and roller bearings for all 
the popular makes of Americsn and European cars. On the aver
ag"e, the pricps of European ball bearings are from 30 to 50 per cent 
lower than those quoted by American manufacturers. The heavy 
import duty levied on automobile springs automatically places all 
imported sprin/!S at a disadvantage with those made locally from 
leaf steel, which is subject to a nominal customs duty. The do
mpstic industry can fill at present only a small portion of the de
mund, but it IS growing rather rapidly, and the rather primitive 
equipment originally used is gradually being replaced with modern 
machinery imported from the United States and Germany. The 
leaf steel used is exclusively imported from Germany. In addition, 
automobile springs are also imported on a large scale from Germany 
and France, and are being sold at prices 25 per cent lower than the 
landed cost of American-made springs. The quality of these Euro
pean springs is reported to be quite satisfactory. 

Brake lining is imported from Germany on a very limited scale, 
although the prices quoted are almost 50 per cent below those 
offered for the American product. Bolts and nuts are imported on 
a considerable scale from Germany, but the varieties and sizes of 
bolts and nuts used on American cars make it necessary for the local 
impol-ters to turn to American manufacturers for their requirements. 
The local agents of German manufacturers of asbestos products have 
attempted to introduce a clutch facing which, in spite of its much 
lower price, has not been favorably received, and the American 
brands sold still retain practical control of the market. Upholstery 
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material is in general imported from Germany because the dif
ference in price as compared with similar American products is very 
considerable.. Such accessories as seat and tire covers, radiator 
hoods, etc., are as a rule made locally from imported material. 

Tire pumps and bulb horns are imported from Germany and 
France. One type of horn having a harsh, jarring note is unsalable 
in Greece 'because its use within the city of Athens is prohibited by 
police regUlations. The majority of the vehicles operating in and 
around the city of Athens are equipped with plain bulb horns im
ported from Germa~y. The dem.and for hand jacks is not large: and 
the few that are bemg sold are Imported from Germanv. Electric
light bulbs are also supplied by Germany, Austria, and" the N ether
lands, al.though some are imported from the United States in spite 
of much higher prices. It may be said that in general German 
manufacturers are concentrating on replacement parts for two popu
lar low-priced American cars, and as time goes on they are supplyiug 
an increasingly larger variety of parts for these cars. 

There are no strictly commission agents in Athens handling auto
motive parts and accessories. All the Athens firms engaged in the 
trade import for their own account, although some of these firms may 
also accept orders for direct shipment to third parties either in 
Athens or in the provinces. In view of the great number of auto
motive manufacturers doing business in this count.ry and the small 
size of the market, it is believed that the best method of merchandis
ing is that based on the principle of exclusive distribution with ter
ritorial rights. 

Owing to the geographic formation of the country, it is recom
mended that the entire territory of Greece be split up into two sec
tors-namely, one with Saloniki as a center to cover Macedonia and 
Thrace, and the other with Athens as a center to take care of conti
nental Greece, Peloponnesus, and the islands. Distribution in these 
two sections should preferably be made through independent dis
tributors, rather than throuO'h manufacturers' agents, of whom, as 
stated above, there are none tllat are really reliable as sales represen
tatives. 

The usual terms of sale offered by American manufacturers to 
local importers are sight draft and 60 to 90 days' credit on acceptance 
attached to shipping documents. European manufacturers are offer
ing 90 to 150 days' credit against acceptance. 

There are no special automotive magazines published in Athens. 
There is one weekly newspaper called the" Motorists Union," which 
is the official organ of the Federation of Automotive Associations of 
Greece, but this is little used for advert.ising. Most of the advertis
ing of automotive products is done through the daily press and by 
means of hand bills, roadside signs, billboards, etc. 

GARAGE AND SERVICE-STATION EQUIPMENT 

It is only recently that garage and service-station equipment has 
been imported into Athens on a noticeable scale. There are about 15 
garages in Athens and Pirreus which are large enough for the in
stallation of modern g-arage equipment. Several of these have al
ready installed spraymg equipment and air compressors for tire 
inflating, car washing, and high-pressure lubrication. 
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At the present time the only items for which there is a demand are 
air compressors, flpraying equip!llent, g~ease guns, and car washers. 
However, as the u~ of such eqUipment IS fo~ the present confin~d to 
the cities of Athens and Pirreus, the demand IS bound to be restl'lcted. 
Tht'l'e is no requirement for gas and oil dispensing pumps,. as t~ese 
are installed in garages by the three lar~ petroleum compames domg 
business in Greece. 

The machinery and equipment u,ed in service stations is, as a 
rule, ,"ery 01,1. There are .only one or two service sta~ions owned 
by automobile dealers wInch have some modern eqUipment, but 
~('arcity of I;!0od, expert mechanics makes the efficient use of this 
e(luipment dIfficult. 

Gllrage equipment and sen"ice-station equipment is distributed 
in Greece through the regular automotive accessories and parts 
importers. 

NORTHERN GREEK PROVINCES 

The following section of this report is devoted to a study of the 
markl,t in Macedonia and western Thrace, otherwise known as the 
northl'rn Greek Province" which area is primarily agricultural. 

The ,.-:eogTaphic position of Saloniki and its growth in recent years 
makes It a hi/.!hly strategic point for distribution in northern Greece. 
As a rull', importers and dealers in Saloniki are loath to work 
through firms located in Athens. Instead, they prefer to deal either 
direct with manufacturers or throul!h manufacturers' agents estab
litJted in Saloniki. American manufacturers and exporters should 
avoid placing the territory of ~Iacedonia and Thrace under the juris
diction of one agent residing in Athens or Piraeus, except in case 
the agent or distributor for southern Greece maintains a" branch 
office in Saloniki. 

The general business depression affecting Athens and the southern 
Greek Provinces is much more accentuated in Macedonia and western 
Thrace. This is primarily due to the unsatisfactory condition of 
the Greek farmers in the northern Provinces, especially in the 
tobacco-growing districts, and also to the unfavorable weather con
ditions which persisted throughout the latter part of 1930 and the 
first part of 1931. Conditions in the automobile trade have been 
extremelyad,"erse. New-car sales during 1930 were about 50 per cent 
smaller than in 1929, and further reductions are indicated in 1931. 
Stocks of used cars in the hands of automobile dealers are heavy, 
and repossessions for nonpayment are becoming very frequent. 

Re~lstrations of motor vehicles do not exceed 2,500 units. Ap
proxlmatelv 95 per cent of all the automobiles operating in Mace
donia and thrace are of American origin. 

REPLACEMENT PARTS AND ACCESSORIES 

Conditions in the parts and accessories market are far from satis
factory. A general complaint among dealers is that owing to the 
keen competition the. margins of profit ha!,e ~ecome SO narrow that 
they can hardly reahze any money on their lDvestment. It is gen
erally claimed that accessories and parts are sold on a 10 to 15 per 
cent margi.n of profit, which is barely sufficient to cover overhead 
lind operatmg expenses. 
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Owing to the unfavorable road conditions in Macedonia and 
Thrace, all the replacement parts that are subject to wear and tear 
are in very active demand. The demand is particularly strong for 
axles; gears; pinions; plain, ball, and roller bearings; bushings; pis
tons and piston rings; springs; brake lining; spark plugs; val vea; and 
electric parts. In the accessories line, batteries are important. About 
1,000 batteries are sold every year in the territory of Macedonia and 
Thrace, of which 85 per cent are American. Most of the other lines 
coming under accessories are considered as items of luxury and do 
not enjoy an active demand. 

European competition is becoming increasingly keen in the parts 
and accessories trade in Saloniki. This is due to the lower prices 
of European manufacturers and to their liberal credit terms. Al
though it would be difficult to determine in exact terms the extent of 
European participation in the parts and accessories trade, the con
sensus among the principal dealers in Saloniki appears to be that at 
least 20 per cent of the total requirements of the· market is sup
plied by continental manufacturers. 

The principal items now imported from Europe are ball bearings, 
on a large scale from France and Germany at prices 25 to 50 per cent 
lower than those quoted by American manufacturers. Swedish ball 
bearings are also used very extensively, although they are higher 
in price .. Roller bearings are still imported from the United States. 
Springs are imported from Germany and France and are sold at 
prices 10 to 25 per cent lower· than those of American origin. 
Springs are also made locally from leaf steel imported from Ger
many at a: much lower cost. Brake lining from Germany sells at 
prices from 25 to. 35 per cent-lower but can not compete with 
American brake lining on a quality basis. Bolts and nuts are im
ported on a large scale from Germany at very low prices on account 
of lower cost of steel and low cost of production. Bulb horns, 
tire pumps, jacks, and tools are all imported almost exclusively 
from Germany and France on account of their low prices. Prac
tically all tools come from Germany. Nonskid chains are purchased 
from Austria and Germany. Electric-light bulbs are imported from 
Germany, Austria, and the Netherlands. Terms granted by Euro
pean manufacturers to the large importers in Saloniki are 90 to 180 
days sight draft. 

It· is impossible to draw a clear line of demarcation between re
placementl?arts an~ accessory importers in Saloniki. ~he gener~l 
automotive supply Importers and dealers are, also stockmg certam 
fast-selling items of replacement parts f~r varIOus. popular ma~e~ of 

· low-priced cars and trucks, such as buslllngs, bearmgs, brake hmng, 
fan belts,' pistons, valves, gears, pinions, shafts, etc. Of course, the 
bulk of the replacement-parts business goes to the automobile denI
ers who carry a more or less complete stock of parts for the particu
lar'make of cat' and/or truck which they represent, but the general 
parts and. accessories importers also enjoy a good share of thl' 
business, especially in. the provinces .. 

· What 'gives the ,accessory importers a tre~endo~s ad'Y~ntage over 
the automobile dealers in the sale of parts IS theIr abIhty to offer 
to· the trade the: so-called. " nongenuine " parts from American and 

· Europeall sources at· prices considerably lower than those quoted by 
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the automobile dealers, who, in most cases, obtain their requirements 
through the car or truck manufacturers whom they represent and as 
• rule pay much higher prices for their" genuine" parts. In a terri
tory like Macedonia and Thrace which is preeminently a price mar
ket, this factor has contributed more than anything else to the intro
duction of cheap European parts for American cars and trucks. 

Parts and accessories are distributed in Macedonia and Thrace 
through manufacturers' agents working on a purely commission 
basis and through exclusi"e distributors importing wholesale for 
their own account direct from manufacturers and selling both whole
sale and retail. There is a general feeling of prejudice among the 
larger importers against manufacturers' agents, mainly because 
some of these indent agents have been accused of unethical business 
practices or have resorted to selling policies which proved very 
embarrassing to the large wholesale importers. 

Thus, one or two manufacturers' agents in Saloniki representing 
American companies, in addition to obtaining orders from whole
sale accessory Importers and automobile dealers for direct shipment 
to them, import the same products for their own account in order 
to supply the small retailers out of a ready stock. Very often the 
prices quoted to the retail trade by these agents include only the 
latter's commission, thus making it impossible for the larger whole
sale dealers to sell these same retailers at a profit. In other cases, 
the sales agents canvass the retail trade and obtain small orders 
from each retail dealer, which they transmit to their principals for 
shipment under one bill of lading. 

Both of these sales policies are not considered sound because they 
interfere very seriously with the business of the larger importers, who 
invt'st considerable money with a desire to maintain a complete assort
ment of parts and ex~ct to sell the retail outlets throughout the 
whole territory in addition to the retail business which they may be 
doing in Saloniki. For this reason, the leading accessory firms in 
Saloniki, whenever possible, require exclusive territorial rights before 
stocking a line. There would be no serious objection on the part of 
the accessory dealers and automobile distributors to foreign manu
facturers using the services of sales representatives provided these 
representatives do not repeat for their own account orders placed by 
the wholesale importers for distribution to the retail trade at lower 
prices than the wholesaler can possibly quote. 

It is therefore recommended that American manufacturers and 
exporters exercise great care in the appointment of sales representa
tives, in order not to antagonize the wholesale importers and lose 
their patronage. It is believed that an exclusive distribution arrange
ment with one of the larger accessory and parts importers in Saloniki 
is much more advisable than trying to reach all of the importers 
through a commission agent. The territory is really too small for 
more than one good firm to handle a certain brand, and by working 
through one importer in Athens] and another one in Saloniki, rather 
than through an indent agent, the average American parts manufac
turer would undoubtedly obtain a much greater volume of business 
from Greece. 

DurinG' the past few months there has been a movement on foot 
among the leading parts and accessory importers of Saloniki to form 
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some sort of close association to be served by a common purchasing 
department and governed by uniform sales policies and price lists. 
The basic purpose of this association would be to eliminate competi
tion through price fixing and to increase profit margins, which at 
present are much too narrow to make the parts and accessory business 
a paying proposition. Although there has been considerable discus
sion of this proposed merger, no definite decision has as yet been 
made in the matter, and it is improbable that the scheme will.finally 
materialize, because of the many conflicting interests involved. 

There are no special automotive magazines or newspapers published 
in Saloniki. All advertising, therefore, is conducted either through 
the daily press or by means of billboards and road-side signs. 

GARAGE AND SERVICE-STATION EQUIPMENT 

The market for garage and service-station equipment in Saloniki 
at the present time is practically nil. There are only 4 service sta
tions in ·the city of Saloniki-3 owned by automobile dealers and 1 
for general use-which are equipped with only the absolutely essen
tial repair tools and appliances. Good mechanics are hard to find; 
in fact, there are not more than four or five good repair men in 
Saloniki. In the whole city, with about 150 cars runmng, there is 
only one air compressor in use. An attempt to interest local import
ers in the introduction of modern garage appliances has met with no 
success. 

The reasonable channel of distribution for garage equipment under 
existin~ conditions would be through one of the manufacturers' 
agents located in Saloniki, as none of the accessory and parts dealers 
would care to stock any garage equipment for his own account. 

HUNGARY 

Demand for Garage and Service-Station Equipment Shows Promise-Parts 
and Accessory Business Very Low-European Competition Heavy in Garage 
Equipment 

Assistant Trade Commissioner Walter M. Slavik, Budapest 

Registration of motor vehicles as of January 1, 1931: 13,404 passenger cars, 
679 busses, 5,250 trucks, and 11,031 motor cycles. 

REPLACEMENT PARTS 

The trade in replacement parts, which showed a substantial 
growth during 1926 and 1921, began to decline in the following year 
and continued this decrease throughout 1929 and 1930. At the 
present time the parts business is reported very poor. American 
participation has shown rapid growth-from 8 per cent to approxi
mately 50 per cent in five years. 

Replacement parts most in demand are ball and roller bearings, 
brake linings, spark, plugs, pistons, piston pins, and piston rings, 
while a secondary demand is found in clutch facings,· driving and 
timing chains, fan belts, springs, and gears. Germany and Sweden 
offer heavy competition in bearings, and Germany is the leading 
competitor for pistons. Local production on a small scale, with 
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products usually inferior in quality, is reported on bearings, bolts, 
brake linings, clutch facings, fan belts, spark plugs, springs, valves, 
body-upholstery material, rims, and rim parts, but with important 
production on springs and body-upholstery material. This local 
production is supported almost entirely by the fact that State, 
municipal, and other public enterprises must purchase domestic 
products. 

Germany offers the strongest competition, accounting for from 
20 to 30 per cent of the total trade in replacement parts. France is 
the next most important competitor) followed by Sweden and 
England. Local manufacturers are said to obtain about 2 per cent 
of the total trade. 

Although in general American parts are higher priced than those 
of foreign or domestic make, the difference in terms seems to be the 
chief inducement for local dealers to negotiate with any European 
or local company. Both French and German factories are offering 
parts on consignment, which is usually a convincing argument in 
favor of establishing connections for the average dealer in this 
country. As a result foreign lines are continually being chosen at 
the expense of American makes. 

Severe terms seem to be the only complaint against American 
companies, with dealers holding the universal conviction that 
American companies are unreasonably exacting in their terms, and 
they claim that such terms must either be liberalized or the market 
1000t for such companies. Dealers and distributors of parts in 
Hungary receive terms ran~ng from 30, 60, to 90 days' sight from 
American concerns, 90 to 120 days' consignment from foreign firms, 
and 90 days' consignment from domestic companies. 

Owing to the present uncertainty in business, easier terms, includ
ing conllignment, are not recommended; the best method of increas
ing the American share of the parts trade appears to some observers 
of the market to be the adoption of a continental distribution center 
whereby parts can be delivered promptly. 

Replacement parts are distributed almost entirely through special 
parts and accessory dealers. No distribution trend away from these 
dealers and toward either car dealers or garages is indicated; car 
dealers are already too overloaded with obligations to be considered 
as possible parts representatives, and garages lack the necessary 
capital to carry stocks. 

Budapest, the capital, is the only distribution center for replace
!Dent p~rts in this countr:r. Half?~ ~he a~tomobiles are registered 
m the city proper, and railway facllitles brmg the farthest frontier 
within 4 hours of Budapest. The city's population, which is over 
1,000,000, accounts for lUore than one-ninth of the country's total 
inhabitants and for far more than one-half of the country's potential 
purchasers. 

The most effective method of advertising is that of special circu
larization. The dealer obtains the names and addresses of car owners 
and sends printed circulars to each, calling attention to his product 
and its price, and, in addition, he employs lUen to place Circulars 
in every parked car. Thi~ meth.od,is m<?st effective with retail busi
ness .. For wholesale bus1Oes~, It IS claimed. that a g.ood energetic 
travelIng salesman far outweighs any other 10fluence 10 persuading 



228 AUTOMOTIVE PARTS, ACCESSORIES, AND SERVICE EQUIPMENT 

a retail dealer to stock a certain line, particularly if he is backed 
by standard trade-paper advertising of the trade name or mark of 
the brand he desires to place. 

ACCESSORIES 

The accessory trade is composed more or less of necessities and 
is estimated at about only one-fifth or one-sixth that of the parts 
business. 

Accessories most in demand in Hungary are nonskid chains, radi
ator covers, horns, both bulb and electric, tire pumps, shock absorb
ers, speedometers, and wind-shield cleaners. Secondary demand is 
found in mechanical jacks, lights, tire gauges, and novelties. It may 
be noted here that most of tlie demand for headlights comes from 
Hungarian owners of American cars who consider the American 
lights insufficient for Hungarian country roads. 

Strongest competition is encountered from France and Germany in 
bulb and electric horns, tire pumps, shock absorbers, speedometers, 
and wind-shield cleaners, with local competition for nonskid chains 
and radiator covers. Domestic producers also turn out license plates, 
luggage carriers, mirrors, tire pumps, taximeters, and seat covers. 

An accessory not mentioned in the list given but very popular with 
Hungarian drivers is that of direction indicators; these are supplied 
chiefly by local factories and are operated by battery current. They 
wholesale for approximately $4.20 per pair. Turn indicators are 
compulsory by law for closed cars in Hungary. , 

France' IS tbe leading country of origin in the Hungarian acces
sories trade and accounts for about 50 per cent of the sales; the 
United States· is second, with about 25 per cent, and Germany is 
third, with about 20 per cent. English and local firms show the 
remainder. . 

Accessories are usually marketed through exclusive distributors 
which are customarily parts and accessory dealers with numerous 
agencies and traveling salesmen to cover the field. These exclusive 
distributors carry such stocks as their capital permits, and such 
stocks are constantly incomplete. As a whole, however, in spite 
of the small number of distributors, duplication of competitive hnes 
is limited, and the market is adequately covered. 

Except for the fact that consignment shipments are not known, 
the terms granted in the accessories trade are similar to those for 
replacement parts. 

The chief reasons for the choice of foreign accessories as compared 
to those of American origin seem to be prIces and terms, the former 
being lower and the latter much easier. Quickness of stock delivery 
also carries weight, as in parts, aside from the lower freight charges. 
In spite1 however, of some claims by the trade that some European 
accessorIes, particularly the French, are superior to the American in 
finish, and that their more attractive appearance, combined with 
equal durability, makes the greater appeal to the Hungarian car 
owner, those American accessories which are known on the market 
are showing improved sale. 
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GARAGE AND SERVICE-STATION EQUIPMENT 

l:ntil 19-29 there was only one garage in the country which might 
be considered equipped for modem servicing. Within the past year, 
however, three or {our garages have been added, all in the city of 
Budapest. 

The equipment most needed includes auto lifts, brake-testing ma
(·hines, oil-dispensing pumps, polishing machines, valve grinders, 
and wheel-ali~ment equipment. The articles most in demand seem 
to be auto lifts, battery chargers, cylinder-boring machines, garage 
tools, reamers, and welding outfits. 

It is estimated that about 60 per cent of the servicing equipment 
ill of American ori';n. German competition is placed at about 20 
per cent and I<'rench at about 15 per cent, and the remainder mis
cellaneous and local. German and French manufacturers compete 
in practically all items of garage equipment made, with German com
petition strongest in air compressors, battery chargers, garage tools 
and paint-spraying equipment; the French influence is stronger in 
jacks, both hydraulic and mechanical, and welding outfits. 

Local production is reported in battery chargers, garage tools, 
Irasoline pumps, oil and l!I"ease guns, paint-spraying equipment, tire
repairing machines, welding outfits, and wrenches. So far as is 
known. no further domestic manufacture is contemplated in the 
near future, although the general policy of the Government is to 
encourage new industries for whose products there is a growing 
dl'malld and to foster them by subsidy, etc. 

Electric current is genl'rally available to Hungarian garages, but 
the USf' of l'1l'ctricity combined with the cost of equipment is un
et"onomical in view of the amount of work available and the cheap
nl'."8 of manual labor. Hand tools by far predominate in tire chan~
ing. Most of the tire repairing is done in rl'pair shops specializing In 
Fu("h work. 

The garages usually have two or three mechanics who may be 
considel't'd properly trained; as a general rule, however; the me
chanics have learnl'd their trade without competent supervision. The 
result is, in general, poor service, complaints on this score being 
almost universal among Hun~arian car owners. 

The use of mechanical equIpment is restricted by the lack of cap
ital on the part of garages and repair shops. Mechanical servicing 
equipment IS relatively expensive in view of the cheap labor avail
able, and shops work as mu("h as possible with manual methods. 
The Government has always discouraged the use of machinery and 
labor-s8\"ing devices, taking the attitude that such machinery 
deprives the population of legitimate employment. 

The best selling method for this market, it is believed, is throu~h 
manufacturers' a~nts. Present distribution of inexpensive servIce 
equipment is satIsfactory, but that of larger and more expensive 
machinery is not what it should be because the agent usually lacks 
the capital to keep such machines in stock and as a consequence must 
order from the home factory, with the result that such machinery 
is difficult to obtain on short notice . 
. Ga!ages are customarily under indepl'ndent ownership and opera

tIon In Hungary. 
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The best terms for selling servicing equipment is believed to be 
90 days from delivery a~ainst bank guarantee. Manufacturers may 
expect to be requested for as much as a year's credit, however, by 
local garages. 

There is undoubtedly a growing recognition in this territory for 
more modern and better service equipment which will eventually 
have its effect. Such recognition, however, is handicapped by lack 
of capital, the relatively small amount of work, and the cheapness 
of manual labor. 

ICELAND 

Excellent Demand for Repair Parts-Sales of Accessories Increasing-Market 
for Garage Equipment Limited by Indifference of Public Toward Proper 
Servicing Facilities 

Cono,,1 Edward M. Groth, Copenhagen, Denmark 

Motor vehicle registrations as of January 1, 1931: 600 passenger cars, 50 
busses, 900 trucks, and 100 motor cycles. 

One of Iceland's greatest needs is transportation, but development 
in this line can not take place until there has been additional road 
construction. A rough mountainous country such as Iceland presents 
many problems to road builders, and until these are solved the rough 
roads which now predominate, together with the hard driving of 
many local chauffeurs, heighten the necessity for replacement parts, 
accessories, and garage and service-station equipment. 

Many automotIve dealers and distributors refuse to accept second
hand cars in part payment for new ones; in fact, several dealers in 
Reykjavik have an agreement among themselves to refuse used cars 
in exchange. This attitude naturally tends to improve the new car 

. market more than it does to enhance the market for replacement 
parts and accessories. On the other hand, with a. market as limited 
as that which Iceland presents, the sale of new cars can not continue 
in an increasing ratio for an indefinite period, and therefore sooner 
or later there is likely to be a greater demand for replacement parts 
and accessories. 

REPLACEMENT PARTS 

The market for replacement parts is excellent; in fact, it is recog
nized by the trade that this will become increasingly important and 
may eventually be more remunerative than the new car market, which 
because of the limited popUlation and its naturally limited pur
chasin.,. power can not be expected to expand indefinitely. 

Fender replacements are among the most important items at pres
ent. The sand, gravel, and sharp lava pebbles which are constantly 
being thrown against the fenders wear off the original paint, which 
results in rust action, a condition which is fairly rapid because of 
the humidity of the island climate of Iceland. Ball and roller bear
ings are much in demand as are bolts. The mountainous character 
of the country, coupled with the constant breaking, which is required 
as a result of fast and in many instances reckless driving, establishes 
an excellent brake-lininO' market. Spark plugs and starting and 
lighting generators are ~so ill demand. German spark plugs pI'RC-
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ticalJ)' dominate the market. There is some demand forfistons, but 
this 18 not very great. On the other hand, the sale 0 springs is 
uCf'II(>nt. 

The demand for plain bearings, bushings, driving and timing 
chains, "ah'es, radiator caps, piston rings, body hardware and up
holstery, gears, pinions, drive shafts, rims, and steering wheels is 
light and of comparatively little importance. 

It would appear that neither owners nor chauffeurs are particular 
about the appearance of their cars for it is nothing unusual to see 
cars with one, two, or three hub caps missing. There are also many 
cars without radiator caps, while broken door handles and badly bent 
bumpers and fenders are quite common. 

Ap(>roxilllately 85 per cent of the parts business in Iceland is of 
American origin. American participation in this trade is likely to 
increase. a8 the percentage of American-made cars is growing each 
year. There is little competition from European manufacturers, 
and tllI're is no domestic production whatsoever. 

Ueykjavik, the capital of Iceland, with some 28,000 inhabitants, 
is the leading distribution center. Other towns of importance are 
Akureyri and Siglufjordur, both famed for their herrmg fisheries, 
Hafnarfjordur, also an important fishing town, and Isafjordur. 
None of these towns is important as a distributing center for replace
ment parts, although some automotive agents in the capital have their 
subaW'nts or representatives in the smaller towns. 

Automotive agents and dealers in Reykjavik are the leading dis
tribution channels, for there are practically no dealers specializing 
in replacement parts. Several concerns and individuals have at· 
tempted to act as distributors of and specialists in automotive acces .. 
sories, but they have, in practically every instance, been forced to 
liquidate their business. 

Sight drafts against documents are the terms usually offered to 
distributors and dealers of replacement parts. These terms apply 
equally to American and foreign products. 

Advertising is important and can be most effectively accomplished 
through newspapers and periodicals of which there are quite a num
ber in Iceland. Advertising is expensive, but as there is no illiteracy 
in Iceland, what advertising may be done will be effective wherever 
there is any real demand for the products advertised. 

ACCESSORIES 

The demand for automotive accessories is very good and is steadily 
increasing. This expansion will undoubtedly continue, not only 
because of the ever-growing number of automotive vehicles in opera
tion, but also for reasons stated under the heading of replacement 
parts. 

Items in most demand include hand jacks, tire pumps, shock ab
sorbers, windshield cleaners, and a limited number of nonskid 
chains. There is little demand for such accessories as body hoists, 
bumpers, hood, radiator, and tirt~ covers, radiator heat indicators, 
lamp lenses, license plates, lubricating systems, etc. When speed
ometers which come with the original equipment of cars are broken 
or damaged, most of them remain so, for car owners do not find them . 
worth replacing. 
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Ninety-five per cent of the accessory trade is in the hands of Amer
ican manufacturers. There is no domestic production and very little 
European competition. Accessories are marketed by local motor
car dealers who make direct purchases from American manufac
turers: In turn, these dealers sell the accessories to their own 
distributors located in the smaller towns. 

Stocks of the various accessories most in demand are carried by 
the dealers and their distributors. The same companies do not carry 
competitive lines. ' 

As with replacement parts, the usual terms are sight draft against 
documents. ., . 

Accessories are not stocked- by service stations or accessory dealers 
as such, but rather by the agents or agencies of automotive vehicle 
manufacturers. There are now practically lio exclusive accessory 
dealers in the country. . 

GARAGE AND SERVICE-STATION EQUIPMENT 

If the difficulties attending the establishment of automotive serv
ice facilities in a remote region are considered, the progress which 
has been made in Iceland to render such service may be said to be 
satisfactory and as adequate as possible to meet the present local 
demand. 

The active demand centers chiefly on such products as battery 
chargers, garage tools, small oil and· grease guns, ;portable drills, 
wrenches, reamers, and high-pressure chassis-lubricatmg and grease
dispensing systems. There is also some demand for air compressors, 
gasoline pumps, valve grinders, and weldin~ outfits, but this demand 
IS so small at present as to be almost negligIble. . 

Practically all the garage and service-station equipment now in 
use is of American origin. Practically all tpe garages in Iceland 
are operated by the automobile dealers. Reykjavik is naturally the 
center of the garage trade and at the same time it is also the logical 
distribution center for all Iceland, but Akureyri on the north coast 
may be considered as a redistribution center. 

Properly trained mechanics are generally found in the garages 
and service stations of Reykjavik, but the same conditions do not 
exist in some of the small remote towns of the country. Neverthe
less, conditions are steadily improving, and it is expected that prop
erly trained mechanics will soon be available in all parts of the 
country where garage and service-station facilities are available. 

The principal factor restricting the use of mechanical equipment 
in Iceland is indifference on the part of car owners and their disin
clination to spend money for such e<l.uipment. Electric current is 
generally available to garage and serVICe stations, and in Reykiavik 
such current may be had at reasonable prices. In some ot the 
smaller towns, electricity is more expensive. 

Hand tools are used almost exclusively throughout Iceland for 
the changing of tires. Mechanical equipment for this purpose is 
practically unknown. Very little tire repairing is done, for by the 
time a tire requires repairs in Iceland, it is practically worthless and 
is generally thrown away. Whatever small patchmg and repair 
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work which may be necessary is generally done by the owner or the 
chauffeur. . 

It is thought that a manufacture~'s agent would be th~ most satI~
factory selling method for. Iceland In ~he .ab~nce of a dIrect AmerI
can traveling representatIve. The d¥'tnbutlOn methods now, em
ployed in Iceland are undoubtedly sabsfactoryand adequately meet 
current demands. 

As stated above, there is a growing recognition in Iceland of the 
need for better and more modern service and garage equipment, but 
the average car owner is unwilling to pay the charges which. are a 
part of such service, another reasOll ~ beheve that Iceland will con
tinue to be a good market for AmerIcan replacement parts, acces
sories, and garage and service-station equipment, but the demand for 
all the,;e articles must always be limited because of the population 
and size of the country. 

IRISH FREE STATf; 

Demand for Repla~ement Parts and Se"i~ing Applianu8 ln~rea8ing with 
Aeee810ries De~lining-Ameri~an Participation Small, Except in Servi~ing 
Appliance_England Ollen Chief Competition 

Vice eon.at Edwla I. J(ln~. Dalllln 

RegistratioD of motor vehicles as of JaDuary 1. 1931: 39.000 passenger cars, 
800 bulISl'8, 8,600 trucks. 1,000 motor cycles. 

The demand for accessories, replacement parts, and servicing 
equipment has progressed correspondingly with the increased num
ber of motor vehicles in circulation. In considering the Irish Free 
State as a market for American-made parts, accessories, and servic
ing appliances it must be remembered that this is primarily an agri
cultural country with a population of less than 3,000,000, and prox
imity to Ireland gives English manufacturers a decided advantage 
in meeting competition in the Irish Free State. Furthermore, the 
Irish customs tariff places an ad valorem duty of 33% per cent on 
accessories and component parts of motor cars other than tires 
imported into the Free State from countries other than those bene
fiting from the "Imperial preference" clause of the tariff. Goods 
of this kind manufactured m Great Britain or any dominion of the 
British Empire are subject to preferential rates, which amount to 
two-thirds of the full rate. ' 

REPLACEMENT PARTS 

. Replacement parts most in demand are ball bearings brake rings, 
gears, pinions, and drive shafts. The greatest share of replacement 
parts are of British manufacture with American products accounting 
for about 15 to 20 per cent of the demand. There is no domestic 
output. 

Formerly the parts business was largely carried on as a side line 
by automobile dealers, but now the parts sold in the Irish Free State 
are, for the most part, imported from foreign manufacturers by the 
leading wholesale accessory firms in Dublin, who, in turn, distribute 
to smaller accessory dealers and garages throughout the Free State. 
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Most of the automobile dealers handle two or more makes of motor 
cars, and, as a rule, the replacement parts stocked are selected with 
a view to their suitability for the cars handled. The accessory deal
ers, however, carry a much more comprehensive stock and endeavor 
to meet the requirements of any motorist. 

Proximity to Ireland gives English manufacturers a decided ad
vantage in meeting competition. Traveling representatives of Brit
ish manufacturers periodically cover this market, thereby keeping 
in close touch with its requirements and all latest developments. 
Firms of long established connections buy on open account, paying 
m~mthly .. Otherwise the credit expected in this line is 30 to 90 days 
wIth a dIscount for cash. Local importers are accustomed to gener
ous credit terms from exporters in other countries, notably Great 
Britain, and American firms should be ready to compete in this 
respect. 

The most effective advertising method is by means of local news
papers and trade journals, as well as in leading British trade jour
nals circulated in the Irish Free State. 

ACCESSORIES 

The demand for automobile accessories on this market has con
tinued to decline since the beginning of 1929. Dealers attribute this 
situation to the fact that during the past two years most automobiles 
have had accessories as part of standard equipment which they did 
not have prior to 1929. 

Accessories most in demand are radiator heat indicators, bulb and 
electric horns, mechanical and hand jacks, luggage carriers, trunk 
racks, rear-view mirrors, tire pumps, tire gauges, and hand and 
electric windshield cleaners. . 

Although it is estimated that only between 5 and 10 per cent of the 
accessories sold on this market are of American manufacture, Ameri
can accessories are well liked and are stocked by the leading dealers. 
1Vhile Free State accessory houses would prefer to import American 
accessories direct, they find it inadvisable to do so in mnny cases, 
owing to the fact that if they should sell out of one particular ac
cessor;r, they' have, in order to keep the freight charges down, either 
to WaIt until they can make up an order for a complete line of the 
accessories they are carrying or order that particular article in such 
a quantity that they would be overstocked; whereas, in buying from 
England, if they run out of a particular accessory, thev can order in 
as small lots as they desire and receive the goods within" a few days. 

Automobile accessories are stocked by accessory dealers, tire agen
cies, garages, and service stations. Retail accessory dealers through
out the Free State purchase either from British manufacturers 
through their traveling representatives or from one of the whole
sale accessory houses in Dublin. For sales methods and credit plans, 
the same explanation applies as under the heading of replacement 
parts. 

GARAGE AND SERVICE-STATION EQUIPMENT 

There is a well-defined tendency toward the installation of modern 
mechanical appliances, and good progress in this direction has been 
made during the past two years, particularly in the larger centers of 
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the ('()untry. Garage operators, most of 1II'hOIll are automobile deal
t'rs, state that thf're is a shortage of skilled motor lIlf>Chanics in the 
.'ree :O;tate. The lack of skilled labor and the high wages demanded 
have been big factors in increasing the popularity of power-driven 
t>qllipment for gal'a~es and service stations. 

The items of t>qUlpment most in demand at present are air COIll
pres~ors, car washers, cylinder-boring machines, jacks, portable 
drills, reamers, welding outfits, high-pressure chassis-lubricating 
lIystNIlS and grease-dispensing systems, wrenches. and garage tools. 
Only the largest garages in the country are prepared to give servie& 
in battery charging. 

Salt'S uf air ('om pressors have shown goorl increases during the 
past few years, but there is still a great need for them in the smaller 
city and rural garages. Only a few of the leading gara~ have 
begun to in~1all brake-testing machines. Crnnf's have bf'en installed 
only in the principal gara~es of Dublin and COl'k and are rarely 
!lvailable in the !'mnller ~arages. ~Iati\'ely few hydraulic jacks are 
m lise, most of them bemg mechamcal. Dealers state that the use 
of oil-dispensing pum{>s is slowly but stf'adily expanding. The use 
of paint-spraying f'()Ulpmellt is only being developed and confined 
.. olely to the larj., .... r garages. The use of polishing machines so far 
is limited to larger garages. Sales of tire-repairing machines, tire 
changers, and vulcanizers are slow. :Most repairing is done in repair 
shops with only minor repairs being done by garages. Sales of 
towing and sah'aging equipment are slow and are limited principally 
to the automohile dealers uperating garages. The use of wheel
aliglJlnent equipment is only beginning and is confined to the larger 
gnrages. 

There is no garage equipment manufactured in the Irish Free 
State, and the United States, England, and Germany are the princi
pal sourct's of supply. American tools and equipment are well 
known in Dublin and have made good headway in this field. It has 
been estimated that approximately 50 per cent of the garage equip
Dlent imported into the Free State is of American manufacture; 25-
per cent English; 15 per cent German, and 10 per cent French. 

It is believed that American trade in this field can bl'st be expanded 
by the employment of an Irish a:rellt, preferably in Dublin, who 
would carry a complete line of servicing equipment for distribution 
to the trade throughout the country. 

ITALY 

Tariff Barriers PraeticaIJy Eliminate American Participation in Replacement 
Parts, Accessories, and Garage Equipment 

Trade Commluioner L H. T&7lor. Milan 

Motor-vehicle registrations lIB ot January 1. 1931: 212.319 passt'llger cars 
10.2i5 busses, 68.993 trucks, 105.046 motor cycles. • 

From the standpoint of American trade possibilities a discussion of 
Italy is from necessity decidedly negative in its general character. 
American car trade was practically stopped overnight when the ad
l"Bnced duty schedule (which affected replacement parts imd acces
sories as well) went into force in the latter part of June, 1930. Not 

80'.!7i-32--16 



236 AUTOMOTIVE PARTS, ACCESSORIES, AND SERVICE EQUIPMENT 

only did this tariff increase place a very definite limit on secondary 
imports induced in natural consequence of American motor-vehicle 
arrivals, but it also put such standard replacement parts and acces
sories as were adaptable to Italian· cars well out of reach of the 
motoring public. . 

It is hoped that the opportunity for· American parts and acces
sories to again occupy an important place in the Italian automotive 
trade flow will eventually be presented, but that such a change will 
come about in the near ,future is not generally expected. By this 
statement it is not meant that no business can be done, for so long 
as there are foreign cars fit for further use there will be a call for 
certain repair parts, but the importance of this volume will diminish 
rapidly from year to year. There will also be a maintained demand 
for low-priced accessories ofa practical nature that can not be readily 
duplicated by local producers .. There are bright spots to be found in 
the garage and service-station equipment situation,. but even here it 
must be recognized that the outlook is not too· encouraging. 

REPLACEMENT PARTS 

The demand for replacement parts for American cars and such 
parts from the United States as were suited for Italian cars moved 
up very rapidly, especially during the years 1927 to 1929, inclusive. 
This movement continued despite a heavy tariff handicap until July 
1, 1930, when the tariff rate was advanced to almost prohibitive 
levels. 

The further importation of American automobiles virtually ceased 
with the 1930 mid-year tariff change. There are not sufficient 
American cars of anyone make in the market to afford the dealers 
sufficient return on the income -from service work. 'Vith but few 
exceptions, American car dealers moved to liquidate their existing 
stocks of new and used cars; many have entirely abandoned the auto
mobile business, and some still carryon with a few cars yet to dis
pose of while they concentrate their efforts on the merchandising of 
newly acquired radio lines or motor cycles (Italian). Still others 
are maintaining service stations in the low-rent parts of the principal 
cities. In terms of imported replacement parts business this all 
means that a most definite "hand to mouth" buying era has set in. 
Many inactive dealers are left with a dead stock of slow-moving 
parts, and none are inclined to invest very heavily in new stocks. 
The result is that when a car owner needs a part it is very likely that 
he may have to put up his own money, then wait indefinitely until the 
dealer from whom he bought the car can get the single part from the 
United States. 

For the reasons stated, the American parts business is of little 
consequence. To a lesser extent local suppliers have also been 
affected, this, however, being due to the state of economic depression, 
further aggravated by substantial wage and salary cuts throughout 
the country, as automobile owners are, as a rule, only able to have 
the most necessary repair work done on their cars. 

Practically all repair parts are in demand, due to the high speeds, 
collisions, and the small amount of attention given to the motors. 
Considering the relatively small number of cars in circulation, the 
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numLer of accidents involving motor vehicles is very high. Many 
cars, especially taxicabs, are handled by irresponsible drivers, and 
slow·moving bicycles and animal-drawn vehicles provide hazards. 
In consequence, the percentage of heavy repair jobs, including major 
body repairs, runs high. 

AmerIcan replacement parts a·re very favorably considered in 
Italy, their quality especially bein~ appreciated. There is, however, 
a very general and growing agitation that home industry be patron
ized, adherence to this requiring no patriotic urge when the existing 
tariff level put the local products in a position of price advantage. 
Such little progress as European manufacturers are making in this 
market is due to the benefits derived from transportation costs, lower 
than apply to similar American shipments, to the fact that goods 
ordered arrive in a few days, and to the very lenient credit terms 
offered bl some of the German houses. 

There 18 still some business done in American-built bearings (al
though this is made difficult by a well-known Swedish make), brake 
lining (although a French brand is much more in demand), fan belts, 
and spark plUgs. 

For effective distribution it should suffice if a good distributor can 
be secured in Milan. All of Italy, including the North African 
colonies, can be very well served from this northern metropolis 
through two or three traveling men who could thoroughly canvass the 
trade. If a national distributor can not be secured, then small organ
izations should be sought in the cities of Milan, Turin, Rome, Genoa, 
Naples, and possibly also Bolo~a and Padova. Such little business 
as could be expected from Sicily would naturally be solicited by the 
man in Naples. 

The practice in Italy is to effect broad distribution of replacement 
parts through local jobbers. About 70 per cent of the automobile 
·uealers in Italy represent the Fiat car, and such parts as these deal
(·rs are permitted to purchase from outside sources could be picked 
up from the local general jobber. With few exceptions, ~arages are 
of the small variety not equipped to handle other than mmor service 
jobs and certainly would never carry a stock of repair parts. 

Local manufacturers usually supply their dealers on open accounts 
subjl'Ct to monthly settlements. American terms vary according to 
the nature of the product, the quantity ordered, and the credit record 
of the purchaser, these terms ranging from cash with order to 120 
days after arriva:1 of ~oods. Generally speaking, the tenns offered 
by American firms are mferior to those of the European. It is under
stood that a great deal of the material coming in from Germany is 
placed on consignment and that payment 120 days after arrival of 
goods is not unusual. 

Some of the largest jobbers a·nd manufacturers make extensive use 
of trade-paper advertising space. The wide dissemination of de
scriptive circulars and combination catalogues has also proved to be 
a successful method of advertising. 

Although the volume of business may be relatively small, it is 
hoped that the car manufacturers who have placed any of their 
umts in this market during the past few r,ears will take such steps 
as are necessary to insure that the good will of their owners may be 
retained through their having access to stocks of at least the most 
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essential replacement parts. Where conditions have forced the 
former car distributor out of business, every effort should be made 
to secure a national distributor to take over the parts business. 

ACCESSORIES 

The demand for accessories has moved down to a very low point. 
In the first place, all such items as are considered essential to the 
convenient and safe operation ·of the car are now being installed as 
original equipment. Under more favorable conditions an interesting 
u\lmand would exist for luxury items in the accessory class, but dur
ing these times the average motorist, after paying the annual circula
tion tax, which would be considered extremely burdensome even in 
America, and paying for gasoline at the rate of 1.85 lire per liter 
(about 37 cents per United States gallon), lubricating oil at 9 lire per 
liter (about 45 cents per quart), has little left to invest in new 
equipment. 

Just as in the case of replacement parts, the increased duties which 
went into effect the middle of 1930 curtailed American accessory 
imports and offered a decided stimulus to local manufacture. During 
the last six months of 1930 the trade in American automotive acces
sories, as well as those from other foreign sources, dwindled to a 
very low level. . 

The only accessory item that is really in demand at the present 
time is wind-shield wipers. The speedometer trade, as well as the 
demand for bumpers, tire covers, antiglare devices, bulb horns, and 
mirrors, is supplied by local producers. Cold-weather items, such'as 
radiator-hood covers and heaters, are used only to a very small extent 
)n the northern sections of the country, and a real market for such 
items does not exist. Skid chains,have never made any headway in 
Italy. Mountain roads are closed in the w111te1', muddy roads are no 
longer a rural hazard, and such equipment is not used for city driv
ing during rainy spells. 

Under existing conditions it would appear impossible to success
fully merchandise the important accessories except of a low-priced 
practical variety, which may be of an unusual nature and could not 
be readily duplicated locally. Such devices as those which would 
insure against the theft of gasoline and a cheap gage installed on 
the instrument board of private cars to show the number of kilome
ters covered for each liter of fuel consumed are indicative of the 
type of fixtures which should command interest here. 

The most successful method of selling is through exclusive distrib
utors, who, operating out of Milan, could cover all of Italy and the 
colonies, selling to all classes of retailers. Large distributors with 
sufficient capital are hard to find at the present time, and until the 
depression clears a commission agent well connected in the trade an~ 
carrying other noncompetitive lines would probably produce the best 
results. Limited stocks of a vast assortment of items are usually 
carried. Very often the distributors or commission agents acquire 
or seek to acquire products that are directly competitive. For this 
reason great care should be exercised in placing an account. Unless 
It manufacturer is in a position to send a factory representative, it 
would be well to use the facilities of the Department of Commerce 
offices in Italy that the proper type of sales outlet may be secured. 
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1118 pn>senL distribution organization for accessories is more than 
adequate. In fact there appears to be far too many in the small 
re!al.ler group and the mortality rate is running very high. Com
miSSIOn agents should be warned to sell only to retailers who are in 
husiness to stay and who are in the habit of selling at prices that 
im'oh'e a fair mar~in of profit. No line of merchandise can main
tain a lIl'cure position in the market if it is placed in the hands of 
we~k ml'r~hants who disrupt the market by selling at close-out liqUl
tla t IOn rrlCl's . 

. ~'a manufacturers usually make a practice of supplying their 
distributors on open account. European exporters to Italy are 
inclinl'd to l'xtend 60, 90, or 120 days' time to firms of good standing, 
freq,uently also indulging in consignment stock. American com
pallles show a tendl'ncy to be more conservative, exacting more 
prompt payment. Caution is suggested in the extension of credit 
terms. Car agl'ncies and garagl'S very seldom show a stock of acces
soril's. The more modern type of service station, of which there are 
\,l'ry few in Italy, may stock sparingly. 

In genl'ral, stocks are available only to a limited extent on the 
sheh·(>S of the retaill'rs. The distributor!', if the line is considered 
fast moving, and if thl'Y are amply provided with capital, carry 
sufficient stoc-ks to meet the short-term demand. 

The progrl'SS being made by doml'stic and European producers 
against Aml'rican trade is due in the first instance to tariff protec
tion an.l the ability to duplicate with low-quality items, and in the 
second instance there are the more attractive crl'dit conditions, lower 
prjcl's, and quicker delivl'ry. 

GARAGE AND SERVICE-STATION EQUIPMENT 

Dl'spite the large number of motor vehicles registered in Italy it 
is surprising how little has bel'n a('complished in the way of supply
ing adl'quate service facilities. There are only eight or nine large 
garages in the l'ntire country; small neighborhood garages of 20 to 
50 car capacity are numerous in the larger cities. Most of these do 
not attempt to handle anything but the lightest sort of service jobs. 
Even those that go in for heavy repairs are seldom equipped with 
proper hand tools. Automobile mechanics are not of a very high 
order. 

The gara"e and shop equipment most nl'eded and for which the 
present den~and is running high includes air compressors, greasing 
outfits, and auto lifts. Almost every type of automotive service 
equipment in demand is now being manufactured in Italy. The 
greatest progress has been made in the production of hoists, air 
compressors, greasers, car washers, and tire inflators. An exceed
ingly small electric tire in.fiator of domestic make is ~uch i':l evidenc~. 
It requires at least 20 mmutes to take care of a smgle hre, and It 
it usual to make a charge for this service. 

The trend toward local production is very definite, and additional 
manufacturers are constantly entering the field. The quality of 
these products is inferior to those of American origi!l~ but the prices 
are much lower, fully 50 per cent on some items. ~o~e experie!lce 
is needed by local producers before they can hope to elImmate foreIgn 
competition. 
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The volume of sales is not yet large enough to make it profitable 
for local concerns to bring out the variety of sizes that are offered 
by American firms. Hence, there is lacking that flexibility of equip
ment grouping which is one of the things that have contributed so 
much to the successful sale of the American apparatus. Local com
petition will undoubtedly increase, but the idea of modern service 
stations has taken root and in spite of local competition it is ex
pected that the actual volume of American business will shortly 
Increase. 

American servicing equipment, considering the conditions under 
which it must be sold, is making splendid progress. The most 
modern garages are adding American devices. Selling is not easy 
in the face of low-priced, long-credit competition offered by Italian 
and other European houses, although the competition from other 

Figure 14.-on6 of It&Iy's newest service st&tions, located In Kllan and nsing 
American equipment 

European sources is not of great consequence. Such as there is 
exists chiefly because of unusual credit accommodations. 

Tires are generally changed through the use of hand irons or in 
some cases with the help of the smallest type of expanders. It is 
pointed out that about 90 per cent of the rims used in Italy are of 
the solid type, and in such cases rim-expanding equipment is of no 
value. The bulk of the tire-repair work is turned over to shops 
specializing in this line. To some extent Fiat dealers take care of 
their own tube and" shoe vulcanizing. However, a number of the 
larger service stations which recently installed vulcanizing equip
ment have had to get rid of it because they found that there was not 
enough business to make it pay. There is a growing tendency to 
import many' of the heavier pieces of service equipment, minus cer
tain parts (i. e., cast-iron bases of tire inflators, steel runways of 
automobile lifts, etc.), as these parts can be easily duplicated in Italy 
at comparatively low costs. Considerable net savings thereby 
result through avoidance of ocean freight and customs duty. 

The most logical method of distribution of American servicing 
e<l,uipment is through a well-financed firm in Milan, which has or 
WIll :provide a technical staff. Failing to secure such representa
tion In Milan, a similar type of organization should be sought in 
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Genoa or Turin. In any event, exclusive sales rights for all of 
Italy and the colonies should be vested in a single representative. 

The success now being enjoyed by American products in this group
can be attributed entirely to the sales methods being employed by 
two or three distributors. In selling this line it is necessary to do 
much pioneer work. First, the garage or service-station owner 
must be convinced that it will be profitable for him to modernize 
his place, the amount running sometimes into thousands of dollars. 
He must be sure that it will also pay him to install the highebt
quality and highest-priced American machines. Finally, he must be 
made to realize the installation should be complete. To only par
tially convert his establishment by adding one or two items is shown 
to be an unwise move. After gaining the confidence of the prospectt 
the distributor studies the situation thoroughly and submits a layout 
plan with his quotations. It will be seen that this calls for the 
highest type of representation which must be equipped to render an 
en/!ineering service. 

The present method employed in the distribution of American 
service and gara~e equipment is judged to be thoroughly satisfac
tory only in one mstance. Many accounts are in the hands of com
mission agents and small wholesalers who could never be expected 
to do the highl~' specialized merchandising job called for. Admit
ting that the sItuation is subject to much improvement} progress 
must be made slowlv. It is to be assumed that as the market growst 

and it inevitably will, though slowly, the quality of available repre
sentation will also improve. 

Another important point is that little of this class of business 
can be done on a cash basis. Banks are reluctant to accept any 
great amount of such" conditional sales" paper, and when they do 
so accommodate good clients, the service charge is heavy. To carry 
the paper itself for one or two ~ars (which is not at all uncom
mon) the 8ellin~ organization must b,ave such financial resources as 
are rare in Italian automotin-trade circles these days. In view of 
the financial burden that the distributor must inevitably be prepared 
to assume if he hopes to do a large volume of business, he requires 
as much time as possible to pay his supplier. ·The American 
exporter should exhaustively investIgate before extending protracted 
terms, but as his Italian distributor can qualify, he should be granted 
the limit of accommodations. This will not only permit of more 
t-ffective coping with local and other European competition, but 
will also enable the well-founded representative to further his 
pioneering program. 

There is an undeniable appreciation in some quarters that a great 
need exists for the best !lnd most advanced types of automotive serv
ice equipment yrocurable. The movement is started, but a great deal 
of educationa work is necessary. Low-quality devices will be 
bought because of their prices; some garage or service-station 
owners will be oversold and put in too much equipment or apparatus 
too large or too small to best suit their needs. At this stage, how
ever, education of the seller is more important than enthusing of 
the prospective buyer. 
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LATVIA 

Replacement Parts Market Fair, with Small Demand for Accessories and 
Service Appliances-European Competition Heavy in Accessories and 
GlIl'age Equipment 

Commercial Attache Lee C. Morse, Riga 

Motor-vehicle registration as of January 1, 1931: 2,126 passenger cars, 340 
busses, 1,469 trucks. 

Owing to the customary overloading of trucks and busses and the 
unfavorable condition of certain sections of road, Latvia presents a 
fairly good market for replacement parts, considering the limited 
number of automotive vehicles in operation. On the other hand, the 
demand for accessories and service-station equipment is very small 
and confined to the most indispensable items. A more extensive sale 
is prevented by low purchasing capacity and cheap labor. Imports 
()f replacement parts and accessories were on the increase until 1930. 
Dealers state that purchases in 1929 exceeded the requirements, and 
the large stocks of goods which were carried over to the following 
year caused purchases to be smaller than expected. 

REPLACEMENT PARTS 

Items having a good demand include ball and roller bearings, brake 
lining, clutch facings, and spark plugs, while a fair demand is occa
sioned by plain bearings, bushings, driving and timing chains, fan 
belts, valves, pistons, piston rings, body hardware, gears, pinions, 
rims, and rim parts. European competition supplies 75 per cent of 
the ball and roller bearings, 50 per cent of the spark plugs, 60 per 
-cent of the body-upholstery material, and also competes with brake 
lining, bushings, 'fan belts, piston rings, and body hardware. The 
domestic industry supplies springs, bushings, bolts and castings, 
forgings and stampings, as well as some fan belts. . 

It is well to keep in mind that 85 per cent of all the cars in opera
tion in Latvia are Of American origin and that 90 per cent of these 
-cars are supplied with genuine American-made replacement parts. 

There are no large wholesale importers in this line. A few of the 
larger dealers, however, sell certain items through some of the smaller 
dealers. In addition to tbe firms specializing exclusively in the sale 
()f replacement parts and accessories all automobile dealers keep 
-stocks of parts for the cars they handle. European manufacturers 
-send traveling representatives to cover the territory. Dealers in parts 
and accessories receive, as a rule, from three to six months' credit 
from the manufacturer with or without 25 per cent cash in advance, 
-depending on the case. European manufacturers grant more liberal 
·credit and payment terms than American firms. Any increased 
European business will largely be accounted for by the fact that they 
can make quicker deliveries, will fill smaller orders, and offer better 
-credit facilities, and in many cases they can quote lower prices than 
.Americans, especially in the accessory line . 

. The main distributing center for the whole of Latvia is the city of 
Riga, where all the larger distributors of replacement parts and 
;accessories are located. Some of these distributors have their agents 
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in other cities, such 88 Liepaja, Jelgava, Dauga\"pils, Ventspils, Cesis, 
an(1 Valmera. 

To advertise their products local dealers use newspaper space· 
exclusively, the cost of which is borne by the dealers. 

ACCESSORIES 

Due to the low purchasing capacity of the population, Latvia pre-· 
IICnts a limited market for automotive accessories, since only the most. 
indispensable items are used by the average car owner. . 

Items for whi(·h there is a fair demand include nonskid chains]" 
electric horns, hand jacks, lamp lenses, and suction windshield 
clE'aners. 

:Most of the accessories in this territory are of German make, which 
accounts for about 65 per cent of the demand, while the American 
share is estimated at about 25 per cent, the balance being supplied 
by French, Engolish, and other European manufacturers, with the· 
exception of bumpers, nonskid chains, radiators, tire and seat covers,. 
license plates, wmdshield glass and mirrors, which are produced 
locally. 

Distribution of accessories and credit terms are similar to those· 
treated under the head of replacement parts. Stocks carried by deal
ers al·e usually small. Some of the wholesale dealers have found it. 
profitable to sell minor accessories also through the gasoline service· 
stations operated by oil companies, and this business is mostly done
on a commission basis. A good share of the accessory business is. 
taken care of by the car dealers. 

GARAGE AND SERVICE-STATION EQUIPMENT 

With the exception of three small but fairly up-to-date garages. 
operated by car dealers, and a small number of garages and work
shops accommodating from 10 to 20 cars each and maintained by 
private individuals, there are no establishments in Latvia similar
to the rE'gular service stations of the American type, and there is no
expectation of any noticeable progress in the near future. The equip
ment of the Latvia garages consists mainly of tools, and the work 
is done largely by manual labor. There is an adequate supply of 
skilled mechanics and workmen available who can do the work satis
factorily. 

The only items for which there is a fair demand include gasoline
pumps, which are installed and operated exclusively by oil com
panies; garage tools, 70 per cent of which are furnished by Ger
many; and wrenches. There is an extremely limited demand for
cylinder-boring machines, oil and grease guns, oil-dispensing pumps,. 
paint-spraying equipment, portable drills, reamers, valve grinders,. 
welding outfits, and vulcamzing equipment. Tires are changed by 
hand. 

Only a small variety of the most indispensable garage equipment. 
is purchased by the Latvian garage owners, owing primllrily to a 
cheap supply of manual labor, which eliminates the demand for.
labor-saving machines and devices. The small number of automo
biles in circulation and the limited capital in the hands of gara~ 
owners strengthen the position of manual labor. As to electrlC: 
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-current, a special rate is available to the garages. As previously 
mentioned, tires are changed here by hand tools, and the necessary 
tire reJ?airs are effected by the indivldual chauffeurs with the aid of 
'Vulcamzing kits, while bigger jobs are done by vulcanizing work 
shops, of which there are a few in the city of Riga. The share of 
American manufacturers in the supply of tools to Latvian garages 
is estimated at 20 per cent, the market being controlled chiefly by 
Germany. English and Swedish tools are also well known. 

From numerous interviews it is indicated that sales of replace
ment parts and accessories in Latvia during the present year (1931) 
will be considerably smaller than in any of the past few years. De
pressed conditions in almost all lines of industry and trade will cer
tainly adversely affect automotive transportation. A large number 
-of trucks formerly employed in the lumbering activities throughout 
Latvia are now standing idle. The curtailment of the budget for the 
road-building program of the State will add to the number of idle 
trucks. The demand for replacements on the part of taxicabs is 
likewise expected to decrease. Replacements for private cars may 
reach 1930 figures. On the other hand, it is anticipated that good 
sales of replacements will be made to bus operators because of con
tinued expansion and the addition of new lines. 

LITHUANIA 

.American Parts Supply 75 Per Cent of the Demand-Accessory Trade Small
Need for More Modern Garage Equipment Recognized, but Trade Limited 
by Small Purchasing Power-European Competition Increasing 

Rudolph W. Hefti, of the American Consulate, Kovno 

Motor-vehicle registration as 'of January 1, 1931: 1,444 passenger cars, 381 
busses, 519 truckS, 735 motor cycles. -

Registrations of motor vehicles in Lithuania have increased by more 
than 500 per cent since ·1925. This is the result of an aggressive 
sales effort coupled with a moderately improved standard of living. 

REPLACEMENT PARTS 

During the postwar period American automobile manufacturers, 
throu~h aggressive sales policies, practically gained a monopoly in 
the Llthuanian market. At the present time close to 90 per cent 
of the motor vehicles in this country 'are of American manufacture. 

Replacement parts most in demand are plain, ball, or roller bear
ings, brake linings, fan belts, spark plugs, and springs. American 
participation amounts to about 75 per cent of the market demands, 
with Germany supplying the remainder. There is no domestic pro
duction except a very small amount of forgings. 

Distribution of replacement parts is effected exclusively by auto
mobile dealers. There are no special parts and accessory dealers 
and modren O'araO'es .exist only in conjunction with automobile 
dealers. It dges ;ot seem likely that there will be any change in 
the present method of distribution for some time to come, since the 
Lithuanian market is incapable of supporting a larg~ nUl!lbe! of small 
replacement agencies independent of the automoblle dlstrIbutors. 
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Discounts of about 25 per cent are offered to local distributors by 
both the European and American manufacturers on larger products, 
and on small articles anywhere up to 85 per cent, with the average 
approximately 50 per cent. Credit of 30 to 90 days is customarily 
(:xtended on small orders and as much as 18 months to 2 years on 
large consignments. 

At the present time the sales situation is not altogether satisfactory 
in the American automotive trade. Because of the low purchasing 
power which yet prevails, it is almost impossible to do business on 
a cash basis. Local merchants are accustomed to receiving liberal 
~rcdit allowancf's, and when such easy terms are not forthcoming 
from American firms they naturally turn to German companies which 
are always ready to extend credit. 

In theory, American firms will grant cre'dit to Lithuanian dealers, 
but in practice this is often impossible. It usually requires many 
months to consummate credit negotiations between an American man
ufacturer and a Lithuanian merchant; whereas, in the case of Ger
man companies, it is only a matter of days before a satisfactory 
agreement can be reached. This is a very important item, probably 
the most serious obstacle to the broadening of the American market 
in Lithuania. Because of limited capital, Lithuanian dealers are 
unable to carry large stocks on hand, and, consequently, they must 
depend on prom'pt negotiations and rapid shipments. Goods are 
~ustomarily receIved by parcel post from German firms within a 
week from the time the order is placed. Another deterring factor to 
American sales in the 10caI- market is the comparatively high price 
of American products, which is partly due to their superior quality. 
However, the average Lithuanian's primary interest is price. 

The only distribution centers of commercial significance in Lith
uania are Komo and Memel, and whatever purchases are necessary 
are made from dealers in these two cities. The use of advertising in 
Lithuania is limited by the ~eat amount of illiteracy and the small 
number of current publicabons. German magazines are the only 
ones of commercial significance which circulate in this country. 
Although the total of advertising is relatively small, it is worthy of 
note that the automotive trade leads in the allotted space purchased 
(principally in the few daily newspapers), and it is said that this 
advertising has 'proved reasonably successful. Window displays are, 
generally speakmg, the most efficacious medium of advertising, and 
recently there has been a noticeable use of placards and posters. All 
advertIsing must be conducted in the Russian, German, or Lithuanian 
languages. 

ACCESSORIES 

The existing demand for automobile accessories is not great. Up 
to the {lresent time the average Lithuanian automobile owner has 
been umnterested and often financially unable to purchase equipment 
additional to that supplied with the car. In recent years, however, 
due to an improving standard of living, the demand for accessories 
is showing a moderate increase. 

The following items are most in demand: Bulb and electric horns, 
nonskid chains, direction indicators, lamp lenses, covers for hoods, 
radiators, and tires. 
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Germany, Sweden, Denmark, and France are showing strong com
petition to American goods, and the percentage of the latter is not 
over one-quarter of the supply. 

The foreign accessories, which are at the present time most firmly 
established, are bulb and electric horns and lamp lenses and lights. 
It is of interest to mention that electrically operated signal-arm lights 
manufactured by German firms are very popular, the lights being 
attached to each wind-shield support. 

Domestic production of accessories is confined to nonskid chains, 
and a small amount of covers for radiators, hoods, and tires. The 
latter are manufactured from materials purchased abroad. 

Accessories are marketed by selling direct to the dealers. It should 
be emphasized that the ~ithuanian market in automotive products is 
too small to justify specialization in distribution. Retailers are 
wholesalers, garage owners are automobile dealers, automobile deal
ers are distributors of accessories. It appears that there will be no 
change in the method of marketing accessories in the near future, 
since the present manner of distribution is adequate for present needs. 
Local dealers are financially unable to carry large stocks, and conse
quently they make frequent purchases from sources near at hand. 
Competitive lines are carried in all products except tires, which are 
sold by exclusive agencies. 

Accessories are stocked by car agencies in conjunction with ga
rages. As was previously mentioned, there are no specialized service 
stations or accessories dealers. Stocks are necessarily small because 
of limited capital, and consequently sales are often restricted. It is 
suggested by local merchants that stocks be maintained by American 
manufacturers at Lithuanian customs, as is now practiced by several 
American rubber companies. 

The same selling terms apply to accessories as to replacement 
parts; that is, discounts of about 25 per cent on larger products, and 
as high as 85 per cent on small articles with an average of 50 per 
cent. Credit of 30 to 60 days is extended on small orders, and 18 
months to 2 years on large orders. 

GARAGE AND SERVICE-STATION EQUIPMENT 

There are only 4 modern garages in Lithuania, 3 being located in 
Kovno and 1 in Memel. The remainder of the garages are crude 
work shops with little, if any, modern equipment. It is therefore 
apparent that the market for garage equipment is very limited at the 
present time. Although the number of motor vehicles in operation 
is small, it is admitted that the existing service facilities are not 
adequate, but at present local dealers can not afford to invest heavily 
in additional equipment. 

Mechanics are satisfactory in the few modern garages, but they 
are far from being on a par with American workmen. This situa
tion is only a natural one, since whatever training has been· received 
has been accomplished in the last 10 or even 5 years. 

Practically speaking, there is no demand for garage equipment 
in Lithuania at the present time, since the funds at the disposal 
of the garage owners are very limited. However, there is a slight 
need for air compressors, battery chargers, hrake-testing m.lchines, 
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hydraulic and mechanical jacks, high-pressure chassis-lubricating 
lind greasing systems, portable drills, and tire-repairing machines. 

Foreign competition is not severe. German and Danish equip
ment ha,·e lwen unable to meet the American products in the local 
market. Only in smaller tools, drills, and wrenches has Germany 
efrected notable sales in Lithuania. What garage equipment is in 
use is largely of American manufacture. There are no domestic 
l)rooucers of garage equipment, and it does not seem that there will 
be any activity in this line in the near future. 

Insufficient purchasing power as well as the belief that there is 
no need for labor-saving machinery in view of the cheapness of 
labor restricts the adoption of mechanical equipment. There are 
still many country districts where electl'icity is yet unknown; gen
('rallv speaking, however, economical electric current is available 
wherever garages are established. Modern tire-changing equipment 
is at present not employed. All tire changing anti repairing is done 
by hand with the simplest tools. Most repair work is performed 
in the larger garages, although work of a minor nature is done in 
I'mall repair shops. No large tire-repair service station is in opera
tion, although an important American rubber company is making 
preparations for the establishment of such a station with modern 
eqlllpment and American-trained workmen. 

The best selling method in the local market is through wholesalers, 
although replacements are usually distributed by automobile dealers. 
All garages except the small repair shops are operated by automo
bile dealers. 

I.iberal credit terms are the rule to successful selling in this mar
ket. American manufacturers should endeavor to make closer 
contacts with the Lithuanian automoti,·e trade to facilitate the 
extension of sound credit to reputable local dealers, since it is diffi
fult to make satisfactory credit negotiations by means of trans
atlantic correspondence. Credit up to 24 months is often granted 
on the sale of garage equipment; since there is practically no demand 
for garage equipmen~ at the present time wholesalers ask 25 to 50 
per cent discounts. 

There is a growing recognition of the need for better and more 
modern garage and service equipment, but at the present time the 
purchasing power is lacking. It seems probable that it will be some 
years before this country will be in a position to offer modern and 
widespread garage service. As was previously mentioned, the 
United States is predominant in the sale of automobiles in Lithuania, 
but in respect to replacements{ accessories, and garage equipment, 
American manufacturers are s owly losing ground, chiefly to Ger
many. American automotive products enjoy unquestioned popu
larity, but this popularity in itself is insufficient to offset the un
favorable sales conditions which prevail at the present time. If 
American manufacturers desire to maintain their dominant position 
in the Lithunian market, they must arrange to make their goods 
more accessible to local dealers than is possible under the existing 
distribution system. 
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MALTESE ISLANDS 

Replacement Parts Demand Fair, Considering Size of the Market, Accessories 
Declining, Use of Mechanical Equipment Limited by Lack of Purchasing 
Power-American Products Predominant 

Consul Hugh S. Miller, Valletta, Malta 

Motor-vehicle registrations as of January 1, 1931: 1,502 passenger cars, 55~ 
busses, 254 trucks, 332 motor cycles. 

The principal island of this group is Malta, on which the capital l 
Valletta, is situated. Nearly all of the motor vehicles in the islands 
are on Malta. 

The increase in registrations has been small but steady during the 
last three years. The principal competitor for American passenger 
cars is the Italian Fiat. At the present time nearly 50 per cent of 
the passenger cars and trucks and about 88 per cent of the busses 
in. operation in the island are of American origin. The most im
portant feature of the local trade during the last few years has been 
the rapid increase in the sale of American bus chassis of low-priced 
popular makes. These have been equipped with locally built bodies. 

It is estimated that approximately 70 per cent of the spare parts, 
accessories, and garage equipment in Malta are of American manu
facture. . 

REPLACEMENT PARTS 

Owing to the unimproved condition of the roads in Malta, springs 
and gears are among the replacement parts that are most in demand. 
Other parts sold are brake linings, spark plugs, valves, piston rings, 
upholstery material, pinions,. drive shafts, generators, rims, and rim 
parts. 

Garages and dealers other than the exclusive representatives of 
American cars carry spare parts for some of the American cars that 
are locally popular. Since the American manufacturers have their 
exclusive agents in Malta, the other dealers are not in a position to 
order the parts direct from the United States. Accordingly they 
buy them in England, through their own connections from the 
London distributors. 

Advertising- in Malta is chiefly through the daily newspapers, in 
English, Itahan, and Maltese, and by descriptive posters. The latter 
are for the many Maltese, especially in the villages, who can not 
read. A good many of the bus owners are in this class. 

ACCESSORIES 

Conditions in the accessory trade are the same as in the trade in 
spare parts, though local dealers indicate that the demand for acces
sories is declining, due to the complete equipment on all standarc;l 
passenger cars now produced. Furthermore, because of the poor 
condition of the roads there is little opportunity or occasion for 
pleasure driving, and many car owners coming to the island from 
England are satisfied to leave their cars at home and purchase 
second-hand cars for use while here. As a rule they are not inclined 
to purchase any items that are not absolutely needed. 
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AcceHsories most in demand are buinpers, tire covers,heat indi

cators, bulb horns, electric horns, hand and mechanical jacks, rear
,-iew mirrors, tire pumps, shock absorbers, speedometers, tire gauges,. 
and H«'at covers. Luggage carriers and trunk racks are sometimes. 
used for picnic equirment. Xonskid chains and theft-proof locks 
are not used. Smal articles are frequently stolen from cars left 
standing in the streets, but the cars themselves are seldom if ever 
stolen, as there is no opportunity for disposal. 

GARAGE AND SERVICE-STATION EQUIPMENT 

Each of the 5 principal automobile dealers operates a garage, only 
2 or 3 of \\'hich can be said to be well equipped. The remaining 
garag(>S on the island can be trusted only with small repairs. Locally 
trained mechanics are not satisfactory. The largest establishment 
has brought in a number of German mechanics while the agent for' 
the Fiat car each year sends three or four mechanics to Italy for 
training in the company's plant; on their return these mechanics are· 
emFloyed in the Fiat garage. 

, he items of equipment that are said to be in most demand are 
Buto lifts, battery chargers, cranes, garage tools, tire-repairing' 
machines including changers Bnd vulcanizers, and towing and 
liah-ftging equipment. 

Most of the equipment in the local garages appears to be of Amer
ican production, thou~h some of it is extremely limited in quantity .. 
No garage equipment IS made in Malta, and none is likely to be pro
duced in the future. Practically all the equipment in the garage
owned by the Fiat agency was installed by the parent company in. 
Italy, while the rest of the equipment used by thIS concern is chiefly 
American. 

Gasoline pumps are not used, as the local government allows only 
60 ~allons of gasoline to be kept stored in a single garage. 

There is no obstacle to the use of mechanical equipment in this 
district except the ~eneral lack of funds by garage owners. 

Electric current IS available in differing voltages and frequencies .. 
On the Island of Malta the system is single-phase, alternating; in. 
Valletta and Floriana the voltage is 100-105, and elsewhere 200-210 •. 
The fre<\uency is 100 cycles per second, which is exceedingly rare 
and reqmres many kinds of electrical equipment to be specially made 
for Malta. On the island of Gozo, which is unimportant from the 
point of view of the motor trade, the system is 3-phase alternating,. 
200-210 volts, and a frequency of 50 cycles. 

The present method of changing tires is by hand tools. Most tire
repairing is done in repair shops. 

There is growing recognition in Malta of the need for better and 
more modern service and garage equipment, and plans are now 
being made for local firms to construct garages and service stations 
that in size and equipment will be up to modern standards. Ground 
for one of the new establishments has already been broken and work 
is now in progress. 

It is believed that the present system of distribution, considering 
the small extent of the market is satisfactory. The agents of the 
various cars that enjoy the largest sales carry fair to complete stocks. 
of spare parts; the representatives of the cars that have only a. 
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limited sale are likely to have to order replacement parts as needed. 
The principal dealers also carry accessories and the items of garage 
-equipment that are most in demand. The more important items of,' 
garage equipment are imported as required. The demand for the .", 
latter is too small to justify a firm carrying them in stock. 

MONACO 

Consul Robertson Honey, Nice 

Motor-vehicle registrations as of January 1, 1931: 1,490 passenger cars, 
00 buses, 150 trucks, and 250 motor cycles. 

In considering sales prospects and extension of trade possibilities 
for the independent Principality of Monaco it is essential to bear 
in mind that the total area under review is extremely limited, and 
the population, about 25,000, contains a large majority of persons 
who are not able to own automobiles. As a direct importing unit 
the Principality is a negligible factor, supplies being drawn from 
Paris or other large cities in France. From a commercial point of 
view, Monaco may be considered a part of France, although it is 
a political entity and is independent in every sense of the word. 
However, French manufactures are given preference, all things 
being equal, and it requires some special attraction in either price 
or mechanical superiority before foreign manufactures are con
sidered. There is no real market in Monaco and little prospect of 
any material expansion in demand. 

REPLACEMENT PARTS 

With approximately 2,000 automobile vehicles locally registered, 
of which about 95 per cent are of French or Italian manufacture, 
there is naturally a very limited demand for American goods. There 
is no local production of replacement parts. 
If a sales campaign is to be inaugurated for the whole of France, 

then any benefit which may accure from it would be reflected in 
Monaco, as supplies are drawn from Paris or other distributing 
centers of France. There is no customs barrier between France 
and Monaco. 

A stronger demand for French and in some measure for Italian 
products is due chiefly to the desire to buy in the cheapest market 
consistent with quality, with a natural leaning toward French 
products, all things being equal. 

ACCESSORIES 

American-made accessories are not in a position to compete on 
a price basis with French and Italian products owing to import 
duties. It does not appear that there is much field for expansion 
until the matter of price can be adjusted, and even then the demand 
would be limited. 

There are only three firms of any importance to deal in accessories, 
one of which is a branch of a firm located in Nice. Garage pro
prietors also stock accessories, but there is no marked tendency to 
replace the dealer as the latter generally sells cheaper. Limited 
stocks are held. 
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GARAGE AND SERVICE-STATION EQUIPMENT 

ProSpecta for American business in this line are unfavorable since 
m(J(,t of the equipment has been of French manufacture, high duties 
again handicapping American products. Gasoline pumps are sup
piied free to the distributor by the French company whose gasoline 
18 on loa Ie. Air pumps are supplied in the same manner, the French 
company placing the pump with their representative free-of-charge 
Ilnd replacing it when it is worn out. 

Electric current is available for the operation of service equip
ment at a reasonable rate. For industrial use it is supplied in 
the form of direct current at 500 volts and at a charge of 0.05 franc 
($0.002) per hectowatt-hour. Lighting current supplied is alter
nating current at 110 volts, 42 cycll's at U.15 franc ($0.U06) per hectO
waU·hour. The majority of the ~arages, however, are too small 
Ilnd have insufficient funds to acqUire up-to-date and comparatively 
expensive appliances. In some cases properly trained mechanics are 
employed, but this is not general. 

NETHERLANDS 

Steady Demand for Replacement Parts; Acce880ries Declining; Garage-Equip
ment l\larket Promising-American Products, Except Accessories, Enjoy 
Good Sale. 

COlIll.ental Attarh' J._ ... Va. Wlckel. The Rep. 

Motor·vehlcle rt'glstrotJonB 88 of Jonu8ry I, 1931: 72,000 passenger cars, 
8,620 busses, 43,235 trucks, 32,000 motor cycles. 

The motor-vehicle business has shown rapid development in recent 
years, and American makes account for 76 per cent of the passenger 
cars, 88 per cent of the trucks, 65 per cent of the busses, and 35 per 
cent of the motor cycles now in use. . 

REPLACEl\IENT PARTS 

The following parts are meeting with the best demand at the 
present time: Brake linings, clutch facings, fan belts, spark plugs, 
springs, valves, pistons, piston pins, body hardware, gears, pinions, 
generators, rims, and rim parts. 

The UDited States is the leading sUPl>lier of brake linings, clutch 
facings, fan belts, spark plugs, valves, pistons, piston pins and rings, 
stampings, forgings, gears, pinions, drive shafts, shim and shim 
stock, and generators, while England supplies the greater amount of 
chains and body hardware as well as considerable quantities of spark 
plugs and steering wheels. France occupies first place with respect 
to radiator caps and has lately increased its share of pistons, piston 
pins, and valves. 

With the exception of springs, rims, and rim parts, the local 
industry does not produce anv noticeable quantity of replacement 
parts. The trade In parts, aside from that which is done by car 
Importers, is generally conducted by wholesale distributors who buy 
for their own account from foreign manufacturers. However, such 
replacement parts as bushings, valves, piston pins, piston rings, 

80'277-32--17 
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pinions, which actually form parts of the motor itself, and drive 
shafts, steering gears, etc., are primarily handled by commission 
agents who sell to the wholesale trade on an indent basis. The 
United States supplies a considerable part of the local demand, while 
Germany, France, and England follow in the order named. 

The replacement-parts business is primarily conducted on a cash 
basis, but such articles as brake lining, clutch facing, spark plugs, 
radiator caps, and I;{enerators are handled chiefly against acceptance 
of a 80 to 60 days' SIght draft. Terms quoted by American and some 
European suppliers are said to be practically the same, although 
German manufacturers occasionally ship on open account. It should 
be borne in mind, however, that' local distributors of American 
products have to keep larger stocks on hand, as the time required to 
replenish stocks is much longer than when goods can be secured from 
European suppliers. 

ACCESSORIES 

The demand for automobile accessories in the Netherlands has 
declined sharply during recent. years, primarily because car manu
facturers supply many accessories as standard equipment. 

Items having the best demand include windshield cleaners, electric 
direction indicators, horns, mirrors, lights, batteries, radiator and 
tire covers, fog lenses, and spot lights. The demand for bumpers, 
locks, or windshi.eld visors is considered practically nil; those for 
radiator shutters, seat covers, glare eliminators, jacks, and taximeters 
are extremely small. 

An excellent demand exists for electric direction indicators with 
European makes being offered exclusively. The Netherlands supplies 
some of this business, though Germany contributes the greateJ," share. 

Electric horns are mainly imported from France and Germany, as 
are tire pumps, shock absorbers, and taximeters. The Netherlands 
industry is the chief supplier of lenses, number plates, fog lenses, and 
seat covers. The great majority of the mirrors and novelties sold in 
this market comes from Germany, which also supplies part of the 
demand for lubricating systems, tire pumps, shock absorbers, tire 
gauges, and batteries. In general, German exporters are competing 
sharply of late. ' 

The United States supplies principally heat indicators, vacuum 
systems, horns] windshield cleaners, radiator shutters, jacks, spot 
lIghts, lubricatmg systems, batteries, and tire gauges. Practically all 
windshield cleaners are of American origin, while more than half of 
the jacks, a good deal of the demand for lubricating systems, and 
about 80 per cent of luggage carriers and trunk racks are supplied by 
American firms. The United States share of the accessories busi
ness, however, is comparatively small, and the higher prices quoted 
are said to be the principal deterrent. 

Accessory trade is mainly in the hands of wholesale distributors, 
who suppillocal garages and service stations, which in turn act as 
retailers 0 these commodities. There are very few retailers outside 
the garage business engaged in the sale of accessories. Wholesalers 
generally object to handling articles for which they can not secure 
exclusive sales rights. As a rule, they prefer not to handle competing 
lines, but often a manufacturer of a good-selling specialty makes 
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producUi which duplicate others already sold by the wholesaler. In 
lIuch cases the wholesaler may consider it unnecessary or unwise to 
inform the manufacturer that he is handling the competitive article. 

It ill therefore necessary to exercise care in the appointment of 
\\"holf>S&lers or indent agents by endeavoring to ascertam information 
on lines already handled. Some of the accessory business is in the 
hands of indent agente who sell to the wholesale trade. It is not 
believed that rmch representatives always offer the most desirable 
channels of distribution, but as the number of well-introduced whole
sale distributing houses is very small, not exceeding half a dozen in 
total. recourse has generally to be taken to such channels. 

Wholesalers customarily demand a discount of 50 and 10 per cent, 
of which they grant the retailers wuaUy 331h per cent; however, in 
80me instances, wholesalers even increase this margin if a substantial 
ortler is involved. American manufacturers commonly quote terms 
of payment documents attached to draft, which must be paid 30 days 
after acceptance. German and French suppliers usually grant 30 to 
60 days open account. 

GARAGE AI\D SERVICE-STATION EQUIPMENT 

The number of modern-equipped garages and service stations oper
ating in the Netherlands is still comparatively small, but it is reported 
that at the present time there are approximately 100 prospects suffi
ciently important to consider the purchase of up-to-date garage and 
service-station equipment. In addition, there are approximately 2,000 
FmaU garages, which might expand their activities m the future and 
become pr~pective customers. At the present time most of the more 
or less modern garages are operated by automobile importers who are 
lately realizing the advisability of employing such equipment as auto 
lifts, brake-testing machines, cylinder-boring machines, cranes, drive
shaft alignment devices, test benches, etc. 

The number of experienced mechanics is very small, and lack of 
effective control s,Ystems frequently create unsatisfied customers. 

The garage eqwpment most popular in this country includes cylin
der-bormg equipment, drive-shaft alignment devices, axle and chassis 
presses, motor stands, test benches, piston grinders, presses for 
axles and chassis, air compressors, reamers, lifts, portable drills, valve 
grinders, brake-testing machinery, and car washers. The great ma
Jority of passenger-car tires are changed by band tools, though lately 
some of the largest garages are employing mechanical tools, which 
have been in use for some years by bus lines and large truck oper
ators. Electricity is amply available in this" country. Practically 
all of the garages are WIred and can therefore avail themselves of 
serv~ce applia!lc~ Though rates charged for electr.ic current vary 
consIderably, It IS reported tbat rates are not exceSSIve and electric 
appliances can be employed on an economical basis. 

The United States has thus far supplied the bulk of the demand 
for gara~ equipment, with England and Germany offering low
priced" Imitations." It is believed, however, that France and Den
mark ~ill sho~ly. bav~ to .be considered as severe competitors in 
these Imes. ThIS IS prImarIly the result of the fact that American 
manufacturers have patented special tools, drills, and lifts, and bave 



254 AUTOMOTIVE PARTS, ACCESSORIES, AND SERVICE EQUIPMENT 

lately adopted the plan of selling their drawings to French and 
Danish producers who are now turning out these tools on a royalty 
basis. The result is that the local distributors who have introduced 
certain equipment have to supply future needs from the European 
manufacturers. The latter often make certain reservations, since 
they well realize that the local distributor will not readily give up 
a line for which he has done considerable work. It is reported that 
in several instances the local distributor can continue handling the 
special tool only if he is prepared to sell several other products 
made by the European manufacturer. This policy will, if carried 
through, adversely affect the American business in this territory. 
There is no garage equipmentmade locally. 

The trade in garage equipment is usually managed by European 
sales representatIves of American manufacturers having headquar. 
ters in Europe. These representatives appoint one wholesale dis
tributor in this territory who supplies the garages. As the garages 
are the ultimate consumers no trade discount is granted to them by 
the wholesaler. Until recently, the Netherlands was a quality marc 
ket and price was given only second consideration. However, a 
tendency is observed lately in favor of the lower-priced" imitations" 
which are offered by competitive European producers. 

In the absence of American traveling representatives best distri
bution can be obtained by the appointment of a wholesale distributor 
for certain products, while others again should be handled by indent 
agents. For instance, if the wholesalers for one reason or another 
are not prepared to push the sale of a certain product, the indent 
a~ent might introduce it by approaching the principal consumers 
dIrect. Such firms have an adequate staff of experienced salesmen 
on the road traveling by cars and thus cover the entire territory 
thoroughly, even into the rural districts. However, as the number 
of such concerns is rather restricted, recourse will have to be taken 
to the smaller type of wholesaler or indent agent. Terms of pay
ment granted by American and European manufacturers are gen
erally on the basis of 30 to 60 day time draft. However, several 
European producers have lately adopted the principle of shipping 
consignment stocks to their distributors. 

Replacement parts, accessories, and garage tools are almost ex
clusively advertIsed in the leading automotIve trade papers. Very 
little use is made of daily newspapers; however, show cards and 
posters are customarily displayed in garages and retail shops, 
which are operated by the larger type of wholesale distributors. 
- It is believed that dissemination of data concerning the systems 
adopted by well-managed American garages and service stations 

. through local distributors might pave the way toward increased use 
of such equipment. Much propaganda and educational work has 
still to be conducted in this territory in order to develop a market 
which should offer a potential outlet in the near future for Ameri
:Can manufacturers of special tools and equipment. 
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NORWAY 

IndieatioDll Point to • Steadil, Increasing Demand for Replaceme~t Parts, 
AC~MI8Ories, and Se"ice Appliance_The American Per~entage IS Large, 
but Europc'an Competition ia Increaaiag, Especially with Regard to Acces
sories and Garage Equipmt.'nt 

)fotor·vehlcle rel:istration. D8 of JDnuary I, 1931: 30,099 passenger cal'S, 2,023 
bUMMt'S, 14,Ml trucks, ~,818 motor cycles. 

Xorway is a comparatively small mark~t from an automotive point 
of view, although car registrations have shown a consistent increase 
fur some years ond the total number of vehicles now operating is 
approximately lIO,OOO. The annual increase has been from 5,000 to 
6,000 cars and trucks, which is expected to continue with only small 
variations owin~ to temporary conditions, such as the present 
Lusinl'ss depreSSIOn. 

REPLACEMENT PARTS 

The market for replacement parts is developing gradually, al
though perhaps not quite at the same rate as the mcrease in reg-istra
tim!!1 wuuld indicate. It should be kept in mind that practically all 
bo<ii('s for trucks and passenger cars used as taxis are built locally, 
so that this is a comparatively good market for body hardware, 
upholstery matt>rial, etc. One Item for which there is an unusually 
lu.'avy demand is brake lining', because of the mountainous territory 
in mnny parts of Norway, which necessitates the constant use of 
brakt'!'(. Aside from this, the market for parts is quite normal, 
consisting entirely of the demand created by the necessity for 
r('pJ:lc('mcnt. 

Foreign competition is unimportant aside from parts supplied 
through the NOr\wgian distributors of European cars. There IS no 
dom('stic competition to speak of, the only exception being cast-iron 
pi,;tons. The manufacture of aluminum alloy pistons has also been 
considered, and piston rings have been made m small quantities. It 
is estimated that the American participation in the parts trade is 
90 rer cent. 

J merican manufacturers sell the Norwegian trade throug'h agents 
or dired to wholesalers. The more important wholesale firms are 
organized as an os.<;ocintion, and while they mllY prefer direct con
ned,ions with manufacturers, as a rule there is no objection to pur
chasing through a legitimate agent. Because of the limited market 
there are as many or more agents as wholesalers, which has been the 
cause of certain trade obuses creeping in, such as agents selling direct 
to consumers and service stations. When this is done the whole
salers' association always boycotts the agent. In making new agency 
('onnections the American manufacturer should carefully investigate 
the locol standing of applicants, Distribution of replacement parts 
lind accessories has always been in the hands of automobile dealers. 
There are Yery few concerns specializing' in the distribution of these 
items. These few find it difficult to make sufficient profit, ond some 
of them have secured the distribution franchise of passenger cars 
find trucks. 
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The terms offered distributors and dealers vary considerably. 
Firms who are members of the association secure terms of 60 and 
90 days' sight. Manufacturers who have not been in this market 
previously occasionally ask for cash with order, lettt'r of credit, or 
shipping documents against sight draft. The latter may be ac
ceptable on items that have real merit, but ordinarily Norwegian 
distributors can purchase on time, and anyone desiring to enter this 
market should be prepared to extend fairly liberal terms. 

The leading distributor centers are Oslo, Bergen, and Trondhjem. 
It is customary to appoint a general agent or distributor for all of 
Norway, with headquarters in Oslo and subagents in the other cen
ters. Some of the larger wholesalers cover the entire country from 
Oslo. The former practice of having general distributors in Copen
hagen is still carried out by some American manufacturers, but it is 
extremely unpopular in Norway. 

The most effective advertising method is consistent publicity in 
the automotive trade papers of which there are two important ones. 
Occasionally newspaper publicity is used also, but more for special
ties in the accessory line. If a new theft-proof lock were to be in
troduced, a newspaper campaign would be the most effective way of 
doing it, while distributors of replacement parts usually prefer 
the consistent use of small space in trade papers. Printed folders 
are also quite effective, and as most of the car owners know the 
English language there is no particular objection to using the same 
copy as the original, with the imprint of the local dealer. The 
larger parts and accessory distributors issue illustrated catalogues 
for distribution among garages and service stations. 

ACCESSORIES 

The Norwegian demand for' automotive accessories IS Increasing 
for the same reasons as given for replacement parts. Of the items 
that are not standard equipment on new cars the following may be 
mentioned as being of particular interest to local conditions: 

During a normal winter, every passenger car, truck, and bus in 
opt'ration in Norway must be equipped with chains as long as there 
is snow on the ground, which may be from December until April. 
Chains that prevent the car from skidding sideways are of particu
lar advantage because of narrow and often dangerous roads. One 
such chain of domestic manufacture has been placed on the market 
recently. A severe winter always creates a good market for radiator 
covers. 

The elimination of glare has been given considerable attention by 
the road authorities because of narrow roads and the necessity for 
drivinO' with lights during the dark winter months. New regula
tions for headlights are under preparation now, and it is expected 
that all car owners will have to comply with them. 

Car thefts have become more numerous and theft-proof locks more 
popular for that reason. A new American device was recently 
placed on the market, and sales are said to have been very 
satisfactory. 

Car heaters are very much in demand during the severe winter. 
The hot-water type has gained in popularity during the last few 
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years in Bpiu. of its high price. Most of the taxicabs have recently 
been equipped with car heaters also. 

Bum(>ers, horDS, jacks, lubricating systems, luggage carri~rs, r~ar
view mirrors, tire pumps, shock absorbers, speedometers, wmdshield 
cleaners, etc., are standard equipment on most cars, 60 that the only 
market i. for replacement and perhaps not quite as important as 
formerly. American manufacturers formerl, dominated this trade, 
but European competition has been very active and is more success
ful in replacing American accessories than replacement 'parts. So 
far, this competition is not particularly dangerous, but It is some
thing to be watched, especially because of the well-known European 
tendency to copy popular American items. 

Automotive accessories are usually stocked by car agencies, ga
rages, and service stations. There are very few If any exclusive ac
cessory dealers, because the market is not large enough to make an 
exclUSive aecessory business self-supporting. Automotive accessories 
are usually marketed in the same manner and through the same 
channels as replacement parts. Wholesalers usually carry stocks 
and occasionally handle competitive lines because the market is so 
limited. 111e present distribution methods seem to cover Norway 
adequately. 

The usual terms in this trade are the same as for replacement 
parts although it is very difficult to make any definite statements, 
as individual cases are usually governed by competition, local condi
tiona, etc. It is reported that American manufacturers coming into 
the market for the first time usually offer the same terms as competi
tors. When an article has unusual merit, terms can usually be dic
tated by the manufacturer. 

GARAGE AND SERVICE-STATION EQUIPMENT 

Service is one of the weak I!oints in Norway, the principal rea
son being the rapid increase In re~rations, which has made it 
almost impossible to provide a suffiCIent number of trained mechan
ics. During the past two years training courses have been inau
gurated, but in many localities, especially through the country 
districts, there is a scarcity of skilled personnel. Service, therefore 
may be said to be still in its infancy, and further development and 
expansion of service facilities is to be expected with the correspond-
ing demand for equipment. . 

The items most needed include battery chargers, brake-testing ma
chines and cylinder-boring machines. American equipment seems 
to have the preference and is used more than any otlier. Very little 
equipment is manufactured locally, but in some items such as paint
spraying equipment, auto lifts, jacks, lubricating and grease-dispens
ing systems, European competition is becoming more evident. It is 
mostly from German manufacturers and is based on .price. An 
Amencan hydraulic lift has been copied by a Danish manufacturer 
and is now offered from Copenhagen in competition with the origi
nal. Domestic manufacture of service-station equipment is unim
portant, although a few electric auto lifts have been made in Nor
way. Tires are usually changed with hand tools and repairs han-



258 AUTOMOTIVE PARTS, ACCESSORIES, AND SERVICE EQUIPMENT 

dled by the garages or filling stations, with the exception of vul-
canizing. . 

Electric current is available everywhere at very low rates, so that 
most of the mechanical shop equipment intended for Norway should 
be equipped for electrical operation. 

Most garages are operated by automobile dealers, although there 
are a few entirely independent, specializing in service; as the need 
and demand for service increase it is possible that more will be 
organized. Any development along this line will be limited by the 
lack of trained mechanics. Service-station equipment is sold mostly 
through wholesalers. Recognized agents do not deal direct with serv
ice stations or garages as a rule, and for this reason it would seem to 
be an advantage for the American manufacturer to deal direct with 
distributors. In selling the Norwegian trade, distributors are usually 
required to give long-term credits and always appreciate liberal 
terms for tha treason. 

It might also be mentioned that the large oil companies control 
practically all of the Norwegian filling stations, and such equipment 
as gasoline pumps, oil pumps, etc., is usually purchased through 
these channels. 

As mentioned in the initial paragraph under this heading the 
service facilities have improved but they are by no means adequate. 
except perhaps in the larger cities. However, progress is being 
made, and the market for service-station equipment is decidedly 
promising. 

POLAND 

The Market for Replacement Parts Relatively Larger Than in !\Iany Other 
European Countries--American Accessories Considered Too Expensive-
Use of Mechanical Garage and Service-Station Equipment Restricted 

Assistant Trade Commissioner Gilbert Redfern. Warsaw 

Motor vehicle registrations as of January 1. 1931: 27,527 passenger cars, 
4,293 busses, 9,440 trucks. 7,940 motor cycles. 

REPLACEMENT PARTS 

Because of unfavorable road conditions and the fact that an un
usually high percentage of motor-yehicle registrations in Poland 
comprises low-price taxicabs and busses, the market for replacement 
parts is relatively greater in this country than in many other markets 
in Europe. ·With about 70 per cent of the passenger cars, 80 per 
cent of the busses and 75 per cent of the trucks being of American. 
make, not less than 75 per cent of all replacement parts sold in Poland 
are of American origin. I' 

The lar~est demand in Poland is for pistons, piston pins and rings, 
followed oy valves, gears, axle shafts, spark ,Plugs, brake lining, 
springs, clutch facing, fan belts, ball, plain and roller bearings, 
rims and rim parts, and finally bolts and nuts of the more complex 
type, generators, starting and lighting equipment. 

American replacement parts are extremely favorably regarded, and 
practically all of the items listed, with the exception of spark plugs, 
brake linings1 springs, and small lines of axles and propeller shafts, 
are of Amencan origin. Spark plugs are imported mainly from 
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}o'fllnce and England; German brake linin~ has flooded the market 
and ill offered on easy tl'rms of paYllll'nt. Springs are manufacturl'd 
locally, and efforts have been made to manufacture axle shafts, which 
8I"e now being offered at about 30 per cent under American prices. 
Incidentally these shafts are being made up by the Polish distributor 
of an American axle shaft and inasmuch as they can be offered at 
liO milch under the price of the American product the distributor is 
afforded a much larger profit. 

Dealers complain that the principal evil of the automotive-equip
ment trade in Poland is the absence of an organization for eliminat
ing unfair competition, price cutting, and losses caused by dealing 
with clients of questionable reputation. American manufacturers are 
strongly cautioned to exercise extreme care in Poland under prevail
ing conditions. 

While the method of granting exclusively to one account in this 
market has its good side, in that it facilitates transactions for the 
manufacturer by working with only one account, American produc
ers nevertheless often experience considerable collection difficulties; 
that is, unless the distributor is strong enough to accept del credere. 
On the other hand, a distributor or jobber working for his own 
account is rarely in a position to give wide enough distribution to 
the product marketed. Moreover, as Polish distributors usually have 
their own retail organizations, they are often in conflict with the 
trade. 

Another method of distribution fairly common in Poland is to 
appoint a commission agent who sells from catalogues or samples, 
calling on all the larger retailers, or sometimes appointing a whole
saler who guarantees a minimum turnover and then calls on all the 
others firms who are not direct clients of the wholesaler. Such a 
system often proves satisfactory, the only drawback being that such 
nn agent is disposed to sell to firms without regard for their financial 
soundness, in order to secure commissions, and without adequate 
regard for the future collection difficulties which may arise. This 
I;ituation, however, can partly be met by the manufacturer withhold
ing the payment of commission until the account has been met in 
full. 

Some American manufacturers have also ap~ointed agents in 
either Denmark, Austria or some other Central European country, 
who have had Poland included in their territory. This, however, has 
110t proved satisfactory. Agents located abroad and working this 
territory usually appomt a subagent who rarely receives more than 
85 per cent of the commission of the actual agent. It is quite natural 
therefore that his efforts are primarily directed toward breaking 
away from such an arrangement and going on his own. As the 
manufacturer whose goods have been introduced in the territory is 
often reluctant, or not in a position at the time to change his exist
ing arrangement, the subagent is liable to take over a competitive 
franchise; and, as he is in direct contact with the trade, he can 
crl'ate a considerable amount of confusion for his first connection. 
Forei~ manufacturers usually grant parts importers 90 days after 

date of Invoice against bills of acceptance. This credit is invariably 
used up in full by Polish firms, especially as in most cases it means 
only about 40 days after delivery of the merchandise. The internal 



260 AUTOMOTIVE PARTS, ACCESSORIES, AND SERVICE EQUIPMENT 

turnover of Polish firms is usually Lased on the distributing firm 
granting credit to its clients up to 120 days, being protected by 
drafts j but it is the customary pract!ce for the buyer to request pro
longation of the draft on maturity. Quite frequently, therefore, the 
wholesale importer does not collect in full for the goods until from 
six to nine months after sale. It is claimed throughout the trade 
that European firms have granted much more liberal terms than 
American manufacturers, credits up to 180 days havin~ been fre
quently reported. Owing to the very unsettled conditIons which 
currently prevail in this market, and having experienced consider
able collection difficulties of late, European firms are not now so 
liberally disposed as they formerly were, and it is probable that for 
the most part they are now: rarely disposed to exceed the 90 days 
granted by American manufacturers. 

The advertising of replacement parts in this market is not prac
tised to any extent, with the exception of "broadsides" displayed 
in stores, and occasional publicity in Polish automobile map;a
zines; these, however, actually call more attention to the firm selling 
than to the product which is being sold. In the opinion of the 
trade, one of the best methods to advertise a replacement part is to 
distribute badges representing some part of it to every driver who 
comes in the store. Publicity in daily papers gives little or no 
results, but occasional insertions can advantageously be placed in 
local automotive periodicals. . 

Future sales llrospects for American replacement parts are believed 
to be encouragmg, notwithstanding the generally adverse business 
conditions currently prevailing. . 

ACCESSORIES 

The demand for accessories, .which has never been considered of 
any great importance, has recently declined in consequence of the 
economic depression. 

Articles which are mostly in demand are lamps and electric horns, 
hand jacks, shock absorbers, bumpers, luggage carriers and trunk 

.racks, lubricating systems, nonskid chains, radiator shutters and 
shields, tire pumps, and rear-view mirrors. 

European competition is very acute in the accessory trade, mer
chandise coming principally from France and Italy, with small 
amounts from Czechoslovakia. American accessories have not yet 
found a market here to any extent, as they are considered too expen
sive by the local trade. 

Accessories are usually marketed by wholesale-retail houses spec
ializing in general automotive equillment, which purchase direct from 
manufacturers, or through commIssion agents acting as manufac
turers' representaives, who call on the trade and ~ll from catalogues. 
Wholesale trade in accessories is practically unknown in this market, 
as the demand is relatively so small that no firm is prepared to carry 
heavy stocks. It is common for a distributing firm to handle several 
competitive articles at the same time. The present distribution 
organization appears to be quite adequate for the volume of trade, 
and no immediate expansion of the market for accessories is likely. 
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GARAGE AND SERVICE-STATION EQUIPMENT 

The market for service appliances expanded steadily until about 
a year ago, largely because the sales organization of two lead~ng 
American vehicle makers in the low-price class have been devotmg: 
special attention to service facilities, making it a point t~at eve~ 
dealer holding their franchise must provide adequate serVIce fal?iI
ities.. This policy created a considerable demand for service-station 
and gara~ equipment, imports of which consisted mainly of garage 
tools, cylinder-boring machines, valve grinders, paint-spraying equip
ment, oil and grease guns, portable electric drills and sanders, gaso
line pumps, air compressors and automatic lifts. 

WIth the high rate of deaier mortality which has occurred during 
the past year, several of the best service stations have changed hands 
and the equipment has been sold at liquidation prices. 

Of the equipment which has so far been introduced into Poland 
at least 00 per cent is of American origin, the remainder being 
divided as to about two-thirds from France and one-third from 
Italy. Domestic manufacture is of no importance, being confined 
to battery-charging equipment, welding outfits, and the more simple 
kinds of apfaratus. , 

In genera, the use of mechanical garage and service-station equip
ment is considerably restricted in Poland, owing to the lack of 
adequate funds to install such equipment! and also because inade
quate distribution and high price of electrIC current greatly hamper 
the u~e of electric tools. 

While relatively good progress has been made in modernizing 
servicing in this country, dealers operating such stations are now 
inclined to favor hand labor wherever possible, as they claim it is 
more economical. For instance, mechanical tire-changing equip
ment is still practically unknown in this country, tire repairs fre
quently being done by owners themselves. 

Service-station equipment is generally purchased for own account 
bl. one or two lending houses in Warsaw which specialize in this line. 
'J lll'y expect fairly long credit from forei~ manufacturers, since they 
in turn must sell on very easy terms. The best distributing method ' 
for such equipment is undoubtedly to have a large firm with ade
quate financial re80urces, and known throughout the country, act as 
manufacturer's representative and carry the equipment for its own 
account. It is doubtful, however, whether it will be possible to find 
any more firms of this type while the J.>resent depression continues j 
the only alternative appears to be to give the account to a commis
sion agent selling from a catalogue. 

men general economic conditions improve, the development of a 
country-wide network of well-equipped service stations will in
evitably take J.>lace, poor roads and general lack of mechanical 
knowledge making adequate service particularly necessary in Poland_ 
Because of the acute financial stringency whIch prevails, however, 
such a development is somewhat distant. 
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PORTUGAL 

American Parts, Accessories, and Garage Equipment Account for Approxi
mately 60 Per Cent of the Demand-Future Outlook Good; European Com
petition Increasing, Especially in Accessories 

Commercial Attache Richard C. Long. Lisbon 

l\Iotor-vehicle registration as of January 1, 1931: 24,842 passengers cars, 
500 busses, 5,215 trucks, and 3,013 motor cycles. 

REPLACEMENT PARTS 

The market for replacement parts has grown considerably in the 
past few years and at the present time is said to bl' overs:ocked. 

Replacement parts most in demand are ball bearings, brake lining, 
clutch facings, fan belts, spark plugs, piston pins and rings, rims 
and rim parts, batteries, electrical parts, valves, timing genrs, and 
radiator parts. 

European manufacturers' have made competitive gains against 
American lines in brake lining, spark plugs, ball bearings, generators, 
and batteries. England and France have increased their brake
lining business, and Germany offers the most competition in the 
other items mentioned. Italy does a large business in ball bearings. 

Domestic competition is slight, although springs, leaves, and 
bumpers are produced by several agricultural-implement manufac
turers and sold at prices 50 per cent below imported products. 
American participation is estimated at approximately 60 per cent. 

Leading channels of distribution in the replacement-parts trade 
are through special parts and accessory firms (importing whole
salers) and automobile dealers. At the present time each handles 
about 50 per cent of the trade; the trend, if any, is away from the 
dealers to independent merchants. Higher prices charged by dealers 
account for this fact. 

As a rule, terms and. prices offered by European manufacturers 
are far more liberal than American, and as Portugal is a price 
market this factor is of considerable importance. European prices 
are lower, discounts greater, quality is said to be improving, and 
terms are more than liberal. Consignment stocks, especially from 
Germany, are increasing. It is also reported that certain central 
European warehouses carrying both European and American stocks 
are increasing competition in Portugal at the present time through 
travelers offering low prices and long terms. 

American manufacturers generally require cash against documents 
to distributors and dealers, while German producers give 90 days, 
French 60 days, English 30 to 60 days, and Italians 120 days. The 
latter are unimportant factors except in ball bearings. There are 
exceptions to the cash rule of American manufacturers, but these 
are few, and terms rarely go beyond 60 days. II . 

The leading distribution centers are Lisbon, Porto, and Coimbra, 
with additional distribution through Santarem, Braga, Evora, Faro, 
Beja, Leiria, Vila Real, and Vizeu. Distribution may be given to 
Lisbon for all of Portugal, or split between Lisbon and Porto, with 
Coimbra as a dividing line, but included in the territory of Porto. 
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About the only advertising media offered in Portugal for the 
lIutomoti,'e trade are the two automotive monthlies and the daily 
papers. Direct-mail advertising to the automotive trade is likely 
to come when conditions improve but is not cOll8idered worth while 
until then. 

America's share of the parts trade could pl'obably be increased 
by the granting of more liberal discounts and longer terms, but 
this course is not recommended in view of present conditions. The 
purchasing power of the country is low, but most of those owning 
automobiles are in a position to buy American parts and will prob
ably do so provided greater sales effort is put forth by local 
Ji"tributors. 

ACCESSORIES 

The Portuguefie demand for accessories is limited to items not 
included as fil'b'l equipment and considered as being indispensable. 
It is reported that the market is decreasing owing to cars being more 
('omplctdy equipped by manufacturers and also because of lack of 
money for the purchase of nonessential articles. 

The accessories most in demand are bulb and electric horns, hand 
jacks, lamp ll'nses, lubricating systems, shock absorbers, taximeters, 
tire gauges, lights, and electric wind-shield cleaners. 

European competition is stronger in accessories, owing not only 
to more liberal terms but to greater volume produced by European 
factories. France does considerable business in horns, jacks, taxi
meters, ant! wind-shield cleaners. Germany offers competition in 
I iHl pumps, radiator-heat indicators, novelties, and wind-shield 
cleaners, Loth hand and electric. As in replacement parts, greater 
discounts, with lower priees and more liberal terms, play an im
portant part in reducing the share of American participation. 
France and Germany have made gains in the items mentioned 
through such means. 

Domestic competition is offered in accessories from license plates, 
bumpers, mirroN, tire pumps, windshield visors, windshield wings, 
nnd no\·elties. The American share of this trade is estimated at 50 
per cent of the total. 

American accessories are usually mal'keted through exclusive dis
tributors purchasing on their own account and operating as import
mg wholesalers. European manufacturers sell in the open market to 
whol('salers, dealers, retailers, and garages. Commission agents are 

f,racticaJly nonexistent, as the volume is insufficient to provide a 
iving. If manufacturers have European travelers, they can best 

l'over the market in this manner, but if operating from the United 
States an exclusive distributor offers the best coverage. Stocks are 
generally carried by wholesalel's and retailers, but as a rule com-. 
petitive lines arc not handled by the same company. The market is 
~aid to be adequately covered by present methods of distribution. 

GARAGE AND SERVICE-STATION EQUIPMENT 

Little progress has been made in providing adequate service facili
ties in Portu~l. The first servi(e station, fully equipped with 
American products, was recently installed in Lisbon. There are a. 
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few so-called service stations in Lisbon and Porto, but they are far 
from being fully equipped. Properly trained mechanics are rare. 

The demand for such equipment is just beginning, and the items 
most in demand are air compressors, auto lifts, car washers, hydraulic 
lind mechanical jacks, lubricating systems, valve grinders, towing and 
salvaging equipment, battery chargers, and tire-repairing machines. 
Practically every item of garage equipment is needed and will be 
purchased as time goes on. 

Foreign competition is practically nonexistent, consisting princi
pally of air compressors from France) England, and Germany, 
French battery chargers and hydraulic Jacks, and German winches 
and garage tools. American equipment predominates in such 
installations as now exist. 

Simple service-station equipment, such as motor stands and wheel 
Imllers, are made locally. Further manufacture of such simple 
upparatus is likely. Hand tools are generally used for changing tires, 
and repairing is done in garages as much as in service shops. 

The principal reasons for restricted use of mechanical equipment 
in Portugal have been the limited demand for service and the lack of 
effort in installing same owing to shortage of money and unfa
miliarity with the possibilities offered. Electrical current i.s generally 
available in the larger centers, but not on an economical basis. Pres
ent indications are that an increased demand will develop in the 
future for such equipment, as there is a trend toward the opening of 
more independent garages, although most garages are now operated 
by automobile dealers. 

Logical distribution areas for the equipment under discussion are 
the north and south sections, covered through Lisbon and Porto, 
unless distribution may be obtained through the whole country from 
a firm located in Lisbon with branches and travelers covering all of 
Portugal. The latter is not gener;ally recommended. Coimbra should 
be included in the Porto territory for reasons of proximity. 

In the absence of a direct American traveling representative, the 
best selling method would be throu~h large wholesalers, as manufac
turers' agents and jobbers do not eXIst. Present distribution methods 
of equipment for garages and service stations embrace the use of 
factory travelers and sales throuO'h machinery houses. A new line 
just being introduced will be handled by a wholesaler, who will also 
operate a service station, but such a connection is not recommended 
as a general rule. 

Sales to this market should either be cash in New York or cash 
against documents for the first orders, and no credits to be extended 
until after careful investi~ations have been made. However, liberal 
terms to agents would aid them in making ~eater sales to prospec
tive buyers through the ability to grant credIt. , 

There is a growing recognition of the need for better and more 
modern service and gara~e equipment but its use will likely develop 
only slowly unless there IS a decided upturn in the general economic 
situation. Portugal offers almost an untouched market for such 
,equipment, but lack of money and credit will tend to hinder any ex
tenSIve development in sales for the present; 
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RUMANIA 

~pl_men' Pan. Demand Good. Aeee880riea Dedining, Outlook for Garage 
Equipment PromiBing 

AMiMaaI ....... ~-I-Ion_ Keaaetll II. am. B ......... 

Motor-vehicle registration a8 of January 1, 1931; 27,000 passengt'r cars, 
11,200 buSBe8, ".800 truckll, and 2,000 motor cycles. 

REPLACEMENT PARTS 

American motor vehicles account for approximately 80 per cent of 
the total re~istration, and as a consequence American products oc
cuP,y • dommant position in the parts trade. 

rhe parts most in demand include bearings, bolts, brake lining, 
springs, radiator caps, piston and piston rings, steering knuckles, 
brake yokes, sprin~ clips and links, gears, pinions, drive shafts, and 
generators. The Items in which European competition is mostly 
felt include bearings from Sweden and Germany, brake lining from 
Germany, France, Italy, and England, and springs from France. 
Other parts somewhat less in demand are bushmgs, fan belts, spark 
plu~, valves, piston pins, body hardware, rims, and rim parts. There 
IS competition fl'om Germany in fan belts and spark plugs, and 
}t'rance otTers a limited amount of the latter item. In the replacement
parts field, the American manufacturer is not seriously threatened by 
either European or domestic competition in most lines. 

The Rumanian dealer is fully acquainted with the latest develop
ments in automotive design, and the popularity of American goods 
is not increased if American exporters attempt to ship material 
which is out of date or inferior in quality, as has been done in some 
iru.tances. 

Both replacement larts and accessories are generally distributed 
through garages an automotive dealers. The special parts and 
accessory dealer does not play an important rOle in this market. 

At the present time Rumania is experiencing a severe economic 
crisis. Bemg principally an agricultural country, there is very little 
money in view of the low prices of agricultural products. :For 
this reason credit is an outstanding item of importance in making 
sales. Ordinarily replacement parts are sold on 60 days' sight, docu
ments against acceptance in cases of established credit. In recent 
months both American and European firms have been making extra 
concessions. running as hi~h as four months, in an etTort to main
tain business from Rumama. 

Bucharest is the natural center of the automotive trade, and prac
tically all firms which have national representation have their head
quarters in this city. There are, of course, a few firms in other 
parts of the country, also prepared to give efficient national distri
bution, but as a rule these are smaller and less important. 

Both re,Placement parts and accessories are advertised chiefly by 
window dISplay in Rumania. There is a small amount of consumer 
advertising done in· the daily press and in the automotive journals, 
and there is also an important amount of poster and billboard 
publicity. 
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In proportion to the number of automobiles in use, Rumania is 
probably better than an average market for replacement parts for 
two reasons. In the first place, the roads of the country are far 
from good, and in the second place the average Rumanian is not a 
careful driver. As a result certain parts of the cars wear out and 
are broken much more rapidly than would be the case in some other 
countries where the highways are in good condition and cars are 
operated with care. 

ACCESSORIES 

The Rumanian market for accessories is comparatively small and 
at present is decreasing. The average owner of a car is satisfied 
with the accessories included as standard equipment, and in view of 
the scarcity of money he does not feel like buying accessories which 
do not materially improve the mechanical operation of the car. 
Another feature of this market which greatly discourages the pur
chase of accessories is the prevalence of petty thievery. Radiator 
caps, gasoline-tank caps, parking lights, and other accessories which 
are easily removable are apt to be stolen if the car is left in the 
street unguarded. When a private car is left in a public garage a 
thorough examination is always made by the attendant to see that 
all removable parts are in place, so that no claims can be made 
against the garage in case something has been stolen. 

Accessory items most in demand include tire chains, radiator and 
t.ire covers, bulb horns, jacks, lamps and lenses, lights, theft-proof 
lo:!ks,lubricating systems, luggage carriers, tire pumps, shock ab
sorbers, speedometers and taximeters, tire gages, and windshield 
cleaners. 

Among the items in which American lines are believed to be 
prevalent are chains, locks, shock absorbers, and windshield clean
ers. Bulb horns are practically a, nionopoly of France, and since 
every motor car is compelled to carry a horn of this character good 
business results. Lamps, lenses, and lubricating systems of German 
origin are I?articularly popular, while both French and German tire 
pumps, taxImeters, and speedometers are widely used. 

In the accessory trade, the share obtained by American manu
facturers is much less. than the share of the parts business. The 
Rumanian motorist prefers European accessories possibly more than 
those of American manufacture, and the European product is much 
more able to compete on a price basis. 

In general accessories are sold through commission agents direct 
to the wholesalers and sometimes to large retailers. The retail out
lets are in almost all cases the same as for replacement parts, only a 
few specialty stores being found in the country. Agents do not, as 
a rule, attempt to carry competitive lines although this is believed 
to be partially due to the inclusion of the customary" no other com
petitive lines" clause in most of the agency contra~ts. 

Terms of payment in the accessory trade are somewhat similar to 
those granted for replacement parts, averaging a little longer term 
i~ anything. Acceptance drafts up to six ,months from sight are 
reported to be far from rare, although this is probably. due to the 
heavy competition, slack market, and the consequent use of liberal 
term;s as an inducement to buyers. All accessory manufacturers, 
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both American and othl'r, appear to be offerinO' inducements of olle 
kind or another although liberal terms of credit are most universally 
used. 

It is interesting to note that of the exceptionally lar(7e number of 
moratoriums granted under the Rumanian concordat la~v during the 
past ye~r, a. relatively high percentage applied to firms handling 
automotn·e hnes. 

GARAGE AND SERVICE-STATION EQUIPMENT 

Little progress has been made in providing really adequate auto-
mobile service facilities in Rumania. . 

This is belie,·ed to be due largely to the tendency of individual 
car owners to service their cars themselves or to have it done by their 
chauffeurs. Furthermore, in proportion to the number of automo
biles in the country there are very few properly trained mechanics. 

The equipment used in the majority of garages is decidedly 
antiquated from the American standpoint. 

Gasoline pumps and valve grinders are the items in greatest de
mand, followed by battery chargers, garage tools, welding outfits, 
wrenches, fender and radiator repair outfits, reamers, tire repair and 
changing machinery, jacks, paint-spraying equipment, cylinder-bor
ing machines, high-pres:;ure chassis-lubricating systems, car washers, 
and air compressors. 

Up to the present time there has been no local manufacture of 
garage equipment and competition from abroad is met only in certain 
topecial lines such as greasing machinery, which is obtained at times 
from Germany. 

Modern gara~ equipment is slowly entering this market and is 
almost exclusively of American manufacture. 

Tires are changed almost exclusively by hand tools, as there are 
only a few mechanical tire-chan¢ng apparatus in the whole country. 
Repair work on tires is seldom done in special shops. The motorist 
generally does his wOl·k himself, using some kind of quick-drying 
patch. 

The price of electric current might be regarded as an added 
.lcterrent to the use of modern mechanical equipment in addition to 
the lack of capital and relatively small number of cars to be serviced. 

Although most of the larger and more modern garages are oper
ated by dealers, there is a larger number operated independently 
and often as a side line. 

In Rumania the city of Bucharest is decidedly the logical distribu
tion center for garage equipment. The larger dealers are almost 
without exception located there with subagents in the other principal 
cities. It is Bucharest, however, which will continue to supply the 
principal demand for modern garage equipment for some time to 
come. 

The manufacturer's agent has heretofore been handling practically 
all garage equipment imported into Rumania, and it is believed that 
this method of distribution is quite satisfactory for the present. In 
the garage-equipment trade terms are generally cash against docu
ments. 

80·.:!i7-32--18 
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According to the local trade the market for garage equipment in 
Rumania. should improve decidedly within the next few years, but 
at the present time owners are not inclined to make the necessary 
investment in order to bring their shops up to date. 

SPAIN 

Trade in Replacement Parts Temporarily Affected by Adverse Local Condi
tions, but General Trend Toward Increasing Volume--Aecessories Declin
ing-Notable Progress Being Effected in Automobile Servicing Facilities 

Commercial Atta.he Charles A. Livengood, Jlladrid 

Motor-vehicle registrations as of January I, 1931: 146,030 passenger cars, 
43,620 trucks and busses, 13,403 motor cycles, including registrations in the 
Canary Islands. 

REPLACEMENT PARTS " 

The main trend of the Spanish market "for replacement parts is 
decidedly toward increasing volume_ The high investment value 
which an automobile represents in Spain leads the owner to prolong 
its period of service considerably beyond that customary in the 
United States j this practice, together with the relatively large in
crease in automotive registrations during the past five years, has 
widened the demand for replacement parts. 

The year 1930 reflected the general shrinkage in business, which 
extended well into the year 1931. This was accentuated by the pro
longed and extensive decline in the value of the peseta, which had the 
effect of steadily advancing the peseta cost of imported goods to the 
consumer and consequently of restricting sales_ Also, with the 
termination or suspension of various public-works projects, many 
trucks were laid up, thus temporarily diminishing an important 
source of demand for parts. In spite of these unfavorable factors, 
however, the parts business has been affected less than the auto
motive trade in general, and dealers have reported only a moderate 
decline in their business during 1931 as compared with the preceding 
year. 

If general business and other conditions permit a continuance of 
the rapid and healthy increase in automotive registrations which 
was witnessed in the years 1927 to 1929, inclusive, the Spanish 
market for spare parts should be most promising. 

While practically all items classified as replacement parts have 
more or less demand, the following are reported to have relatively 
greatest importance: Brake lining, clutch facing, chains, fan belts, 
sJ?a~k plugs, valves, pistons and piston pins, and rings, gears, and 
pmJOns. 

It is estimated that from 70 to 80 per cent of the replacement parts 
sold in this market comes from the United States,' with a tendency 
for this proportion to increase." / 

American bearings find severe competition on a price basis from 
French and Italian manufacturers. It is estimated that 60 pt'r cent· 
of the brake linings are European. Spark plugs from the United 
States supply the greatest share of the demand, but competition is 
encountered from French and German" manufacturers_ American 
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valves] pi6tons, and piston rings meet competition from those of local 
manufacture as well as from producers in France and Italy. 

Springs are largely of domestic manufacture. Body hardware is 
.generally offered by German producers at prices less than one-half 
of those required for American goods. Approximately 70 per cent 
of the startmg and lighting generators come from the United States. 
France, Germany, and Italy are all factors in this market and to a 
lesser degree Great Britain and Switzerland. It must be remem
bered that while the bulk of the automobiles imported are American, 
the French and Italian vehicles have always had a share in the 
market worth considering; the number of I<'rench and Italian cars 
in Spain needing parts is proportionately greater than is the present 
importation from those countries. European parts are sold on a 
pru.·e basis which American houses do not attempt to meet. 

Domestic manufacture is also a factor of some importance. 
Sprinr!!S, axle shafts, valves, fan belts, brake linings, and batteries 
al'e al produced locally. 

The leading distribution centers are Madrid and Barcelona, with 
opinions varying as to which of the two is preferable. Barcelona 
has the advanta~e of being in the most highly industrialized part of 
the cuuntr'y: while Madrid is more centrally located and is in closer 
('ontaet WIUl governmental offices. The experience of many firms 
uemonstrates that all of Spain can be covered satisfactorily by a 
uistributor located in either city. To a lesser degree Bilbao is also 
considered a possible location for the distributor. 

The most common method of distribution is that of appointing 
t'xdusive rt'prest'ntatives for all Spain, located in Barcelona or 
Madrid. These representati\'es buy the merchandise on their own 
account, and through traveling salesmen sell to repair shops, garages, 
automobile dealers, and retailers. A noticeable trend is for the sub
distribution to be handled increasingly by independent dealers at the 
expense of the automobile dealers. 

Another distribution method is through the appointment of a com
mission agent who takes orders and makes no attempt to carry stocks. 
A few representatives of this character have built up a good clientele 
throughout Spain, representing a number of foreign manufacturers. 

Customary terms allowed to the larger distributors by American 
manufacturers are on the basis of 60 to 90 day drafts accepted on 
arrival of documents. English houses llre said to grant on an aver
age of 30 days' more credit than is given by American firms. French 
terms of 4 months, German of 5, and Italian of 6 months are reported 
as common. There is some tendency toward the supplying of· con
signment stocks, but this is more noticeable with regard to heavy 
equipmenL 

Terms granted by distributors to their clients depend upon indi
vidual conditions, but a common arrangement is for open credit, 
payment to be made 30 days after the end of the month of the sale. 

Advertisin~ methods reported as most effective consist in mailing 
by the distrioutor of advertising literature in Spanish, which has 
been supplied by the manufacturer. The leadin~ newspapers are 
also employed, as are the automotive trade magazmes. Most of the 
latter, however, are regional, so that few offer national distribution. 
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ACCESSORIES 

As the tendency is now for cars to come equipped with such acces
sories as are demanded, the interest in this class of business is rela
tively decreasing. Novelties have a considerable attraction for Span.., 
ish buyers, but the duration of this demand is problematical. Amer
ican manufacturers should see that all articles before being sold in 
Spain are duly protected by patent registration, as accessories of 
easy imitation may be copied by local manufacturers. 

Aside from the accessories which meet with interest because of their 
novelty, articles most in demand include horns, lights, lubricating 
systems, shock absorbers, tire gauges, etc. 

French competition in the accessories line is especially strong, par
ticularly in such items as bulb horns, jacks, head lamps, and speedom
eters. Both France and German manufacturers not only give longer 
terms than those offered by American houses but they also offer 
accessories at prices in many cases 50 per cent below those of Ameri
can products; an added advantage of the French manufacturer is 
the ease with which traveling salesmen from France can cover the 
Spanish market. American products account for from 40 to 60 per 
cent of the present demand. Competition from domestic products 
is encountered in bumpers, bulb horns, license plates, trunks, tire 
pumps, seat covers, etc.· 

While most of the distributors of parts also handle accessories, it is 
common practice to ignore the distinction between distributor and 
subdealer in the marketing of accessories. Thus houses in Barcelona 
and Madrid, as well as in Seville, Valencia, Bilbao, etc., may act as 
importers and at the same time sell direct to the ultimate consumer. 
The granting of exclusive representation is, therefore, less common 
than in the case of replacement parts, and it is not unusual for a. 
house to handle competing lines. Sto~ks are carried by the dealers. 

GARAGE AND SERVICE-STATION EQUIPMENT 

Largely through the pressure of the automobile manufacturers 
great progress in providing adequate service facilities has been made 
in the last two or three years, and indications are that the next few 
years will witness still greater improvements. The quality of me-. 
chanics employed is rapidly improving as the use of automobiles 
becomes more general, and in the larger establishments workers of 
adequate training and ability are employed. 

The items most used at present are air compressors, battery charg
ers, garage tools, jacks, paint-spraying equipment, portable drills, 
valve grinders, and wrenches. -, 

It is estimated that from 80 to 90 per cent of the total imports 
of this class of equipment comes from the United States. Among 

. articles of European competition are French air compressors, brake, 
testers, hydraulic jacks, and paint-spraying equipment; garage tools' 
from France and Germany, ~nd Dutch battery chargers .. One hy-, 
draulic jack is made in Spain, but in general the domestic manu
facture of garage and service-station equipment may. be stated .to. 
be negligible, and there are ,no visible indications of an important 
growth in local production in this field. . 
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Among the items which have recently been introduced into this 
market are auto lifts, car washers, high-pressure chassis-lubricating 
and grease-dispensing systems, polishing machines, and wheel-align
ment equipment. ~here. are probably not more than a half .dozen 
brake·testmg machmes m the country. Cranes are only slightly 
used; the use of paint-spraying equipment is increasing; very few 
sales are found for tire-repairing machines, including tire changers 
anel vulcanizers. 

From the stan,lpoint of power, Spain is well equipped for the 
use of mechanical devices. Electrical energy is available in prac
tically every section at industrial rates which render its use prac
ticable. On the other hanrl. the low wagl'S raid laborers and 
mechanics tend to offset the incentive for the use 0 power machinery, 
and the high initial cost of such equipment in comparison with the 
means of the aVl'rage garage or service-station owner constitutes an 
adflitional obstacle of importance. The comparatively limited dis
tribution of automobiles m the country would render the purchase 
of power equipment profitable only in the more populated centers. 

In spite of these obstacles, the trade is alert to developments of 
power sl'rvice equipml'nt, and ronsiderable improvement in this 
line may be expected in the future. 

At present, tirl's are changed mainly with hand tools. Tire 
repairmg is done in repair shops. 

Possibly 50 per cent of the garages are operated by automobile 
dealers, but the trend is toward operation by independents. 

Aml'rican equipment is largely sold through houses in Barcelona 
and Madrid, willch cover Spain through the medium of traveling 
sall'smen. 

The same terms apply to garage and service-station equipment as 
to rl'placement parts. althouO'h, owing to the higher unit cost of 
such material, there is a tendency to ask for extended credit. 

There is decidedly a growin~ recognition in Spain of the need for 
better and more modern service and garage equipment, and when 
the present business depression disappears the prospects are that 
de\'elopment along this line will show a noticeable increase. 

SWEDEN 

A Good Demand Exists for Replacement Parts and Accessories, with Promiso 
ing Outlook for Se"ice Appliance_American Participation Large in AU 
Lines 

Trade Commi .. ioner Baall D. Dahl. Stoekholm 

Motor-veblcle registration a8 of January 1, 1931: 103,893 passenger cars, 
2,837 busses. 38,5-13 trucks, and 56,6i8 motor cycles. 

The motorization of Sweden has gone forward rapidly, especially 
during the last 8 or 10 years. This development has been accom
panied by a steadily increasing demand for replacement parts, acces
sories, and garage and service-station equipment. The number of 
motor cars in use increased by more than 600 per cent during the 
period 1920 to 1930. 
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REPLACEMENT PARTS 

The replacement parts that are most in demand in Sweden are 
brake lining, spark plugs, radiator caps, pistons and piston pins~ 
screws, piston rings, body hardware, and upholstery material. Row
ever, there is also a good demand for other replacement parts, and 
it can be said that, based on the number of vehicles in use, the demand 
is proportionately about the same aa in the United States. 
. The fact that for several years no ·less than approximately 90 
per cent of the passenger cars and 80 per cent of the trucks in use 
in Sweden at any particular time were of American origin, has 
resulted in the development of a good market for replacement parts 
of American manufacture. 

Competition from domestic manufacturers is almost entirely 
limited to ball and roller bearings, bolts, brake lining, bushings, 
springs, forgings, body hardware, upholstery material, ~ears, and, 
to a limited extent, spark plugs. However, these parts a150 are im
ported from the United States and in most cases are sold in much 
greater quantity than those of domestic manufacture. 

It is estimated that about 75 to 80 per cent of the replacement parts 
sold are of American origin. The competition offered by Germany, 
England, France, and other European producers is of minor im
portance, owing to the small percentage of the motor vehicles in use 
in Sweden which are manufactured in those countries. In general, 
the owner of an American motor car in Sweden insists on replace
ment parts of American manufacture. Perhaps the leading excep
tions to this general rule are bearings, brake linings, body hardware, 
and upholstery material. 

Most of the owners of motor vehicles, especially of passenger cars 
in Sweden, take pride in keeping their cars in good appearance and 
good repair. It should also be ·noted that the retail prices of motor 
vehicles of American origin in Sweden are about 35 to 50 per cent or 
more above the list price in the United States. This tends to make 
the owner of a passenger car keep it in a good state of repair and 
perhaps drive it a year or two longer than he would if the initial 
outlay and annual depreciation were less. Furthermore, Swedish 
mechanics usually are rather capable and charge less for their time 
than is the usual case in the United States. 

Automotive replacement parts usually are marketed in Sweden 
through distributors who purchase on their own account direct from 
the manufacturer, who keep stocks and who have traveling salesmen 
who cover the entire country. But some manufacturers operate 
through commission agents who sell to the wholesalers, the manu
facturers of motor vehicles, the larger distributors of motor vehi
cles, and in some cases, to the largest dealers of replacement parts. 

The wholesalers sell to the retailers, including the larger garages, 
and these, in turn, sell to the ultimate consumer. There is little op
portunity for a commission agent because the importing wholesalers 
have exclusive sales rights for manufacturers of replacement parts 
and do not stock several makes of the same parts unless they must 
do so in order to get the business. Also, the wholesalers feel that if 
they purchase through an agent there is merely another profit to be 
added and the parts thereby become more expensive. There are no 
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ai~ificant distribution trends evident, and it is felt that the present 
channels adequately cover the market. 

At present there are about 22 wholesalers specializing in these arti
cles in.Sweden, as well as 24 distributors of and 325 dealers in motor 
vehicles. 

Importers of replacement parts often pay cash against documents, 
but the usual terms are 60 to 90 days' sight, largely due to the keen 
competition that exists. Foreign manufacturers, American as well as 
German, English, French, and others, sell on open account to well
established firms of unquestionable repute. 

The leading distribution center in Sweden for the automotive trade 
is Stockholm, but Goteborg, Malmo, and Sundsvall also are impor
tant. An American manufacturer of parts generally should en
deavor to interest a firm in Stockholm 10 acting as hIS distributor, 
because Stockholm and vicinity is the most important market area 
in Sweden. All of the local firnIS that are large enough to act as 
distributors have their connections in the other cities in Sweden, on 
whom their traveling representatives call at regular intervals, Rnd 
some operate their own direct branches. Goteborg is the distribu
tion center for western Sweden and Malmo for southern Sweden, 
while Sundsvall is the commercial center of the northern ]Jart of the 
country. Stockholm has a population of about 525,000, Goteborg of 
6250,000, Malmo of 125,000, and Sundsvall of 20,000. One large truck 
distributor in Sweden has its head office in Karlstad but also has an 
office in Stockholm. This concern has grown to extensive propor
tions and is qualified and equipped to act as the Swedish distributor 
for American manufacturers of automotive parts and accessories even 
though its head office is not in Stockholm. 

The most effective advertising media are the daily newspapers in 
the largest cities, especially those in Stockholm, and a few of the 
periodicals which also have nation-wide distribution. Signboards 
and posters also are used to a limited extent, especially by distribu
tors of passenger cars and trucks. Slides are often shown on the 
screens in the motion-picture houses. However, their use seems to be 
slowly but steadily disappearing. 

Considering automotive replacement parts as a whole, the com
petition offered in this market by domestic and foreign manufac
turers is not severe, as stated above, and they have not made any 
appreciable gains during recent years against American producers. 
In general, the stiffest competitIOn encountered by any particular 
American producer is from the other American manufacturers of 
similar items that are represented in this country. Of course, the 
r;everity of the competition is to a considerable extent dependent on 
the aggressiveness and ability of the Swedish distributor. 

ACCESSORIES 

There is a good demand for automotive accessories in Sweden, and 
the total sales has increased from year to year. The market was a 
little slow in 1930, however, and this condition is expected to con
tinue throughout 1931. 

The long and severe winters'in Sweden are to a large extent 
responsible for the active demand for nonskid chains, radiator, hood, 
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and tire covers, radiator heat indicators, hand jacks, electric wind
shield cleaners, and car heaters. Radiator shutters and shields are 
not in general use by owners having cars purchased before these 
were part of the equipment on new cars. There has been a good 
demand for electric horns, speedometers, shock absorbers, luggage 
carriers, trunk racks, and bumpers. As far as most of the other 
accessories are concerned, the Swedish market is very similar to that 
of the United States. License plates are not imported; they are 
ordered by the car owner from the distributor or from a garage 
and the number given him is painted on the plates by the seller. 
Wind-shield wings are seldom seen. 

American accessories supply approximately 50 per cent of the 
demand in Sweden,and the major portion of the balance is taken 
care of by domestic producers. As in the case of replacement parts, 
some of the American-made accessories meet with very little com
petition. The principal items in this group are glare eliminators, 
radiator heat indicators, lubricating systems, speedometers, and tire 
gauges. On the other hand, bumpers, chains, license platell, luggage 
carriers, and trunk racks are supplied almost entirely by domestic 
producers. Jacks of all kinds, lamps, shock absorbers, wind-shield 
visors, wind-shield cleaners, and novelties of various kinds are im
ported from the United States and Germany to a considerable extent 
but also are made locally. There is a good demand for taximeters 
of American origin. In the case of a few accessories, such as jacks, 
nonskid chains, bumpers, luggage carriers, and trunk racks, domestic 
manufacturers have been gaining in this market during recent years 
at the expense of American producers. 

Proximity and somewhat lower prices and in some cases more 
liberal credit terms are the principal reasons for the increase in 
competition offered by domestic and European manufacturers. 

The distribution of automotive _lJ,ccessories is effected in the same 
way as that of replacement parts. Whether or not it is advisable 
for American manufacturers to be represented in Sweden by an 
agent or by a wholesaler (the latter is in some cases a passenger-car 
dIstributor) depends largely upon the importance they attach to 
the keeping of stocks by their distributors. In case they feel that 
this is essential, they should endeavor to establish a connection with 
a reputable importing wholesaler capable of coverin~ the entire 
country. However, it should be borne in mind that havmg a whole
saler as a distributor tends to limit sales for the reasons that it is 
not general practice in Sweden for: one wholesaler to purchase from 
another. 
If the American manufacturer is represented by an agent he can 

expect to place his products with several wholesalers provided prices 
are competitive and they do not have exclusive sales rights for similar 
articles. There are only a few agency firms selling automotive re
placement parts and accessories in the country, and they have what 
they consider complete lines and satisfactory connections. 

Most Swedish wholesalers and importers of automotive replace
ment parts, accessories, and garage equipment prefer to do business 
direct with the manufacturer instead of dealing with a combination 
export manager or export commission house, unless there is no other 
way for them to get the line or lines they are seeking. The preference 
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for dealing direct is principally due to the fact that they feel that 
prices are higher unless they buy direct, also because some of the 
dealers in automotive parts and accessories have had unfortunate 
experiences with intermediaries, which have resulted in the loss of 
both money and good will to them. 

American manufacturers who send traveling representatives to 
Sweden 8hould, if possible, make it a practice to select either Amer
icans or Swedes for these {>ositions. It should also be borne in mind 
that it is usually bad practice to give exclusive sales rights in Sweden 
to a firm located in some other European country. It seldom fails 
that an equally good Swedish concern will develop a larger annual 
Fales turnover than a company located outside. National sentiment 
runs high in Sweden and should be respected. 

The terms usually granted by foreign manufacturers of accessories 
to the Swedish importers are, in general, the same as those granted 
by the exporters of automotive replacement parts. It is to a consid
erable extent due to the practice of the foreign manufacturers of 
automotive accessories who have succeeded in getting established in 
this market that terms of 60 to 90 days' sight are customary in this 
trade. A few foreign manufacturers of accessories keep a consign
ment stock in Sweden, but it can not be said that this is a general 
practice. It is not advisable to do so unless the American manufac
turer or exporter involved knows from experience that his Swedish 
distributor is reliable, and that his doing so would result in his get
ting business that he most likely would lose if he did not keep such a 
stock. A considerable amount of business for various kinds of ac
cessories is done on the small-order quick-delivery basis. However, 
most of the Swedish distributors carry their own stocks, and Amer
ican manufacturers should adhere as closely as possible to this prac-· 
ticI'. If they are represented by agents, the case is somewhat differ
ent, because it is seldom that an agency house in Sweden will carry 
even a small stock of their best sellers. 

Domestic ami, in some cases, German manufacturers of accessories 
quote slightly lower prices than do American producers, and they 
also have been found willing to grant more lenient credit terms in 
order to get established in this market. American producers, even 
those who are firmly established in Sweden, must keep their prices 
at rock bottom and do their utmost to cooperate with their distribu
tors in promoting sales. It is by no means easy to find a new dis
tributor even for those manufacturers whose products have become 
well and favorably known in this market because the reputable and 
desirable Swedish houses have what they consider complete lines and 
usually seek new connections only when a line that has been carried 
is dropped. 

GARAGE AND SERVICE-STATION EQUIPMENT 

Considerable progress has been made during the last few veal'S in 
providing adequate and up-to-date automobile servicing facllities in 
Sweden. This is largely due to the propaganda that has been made 
by the Swedish branches of two well-known American manufacturers. 

In each of the larger cities in Sweden there is at least one modern 
and up-to-date garage which employs able and experienced me-



276 AUTOMOTIVE PARTS, ACCESSORIES, AND SERVICE EQUIPMENT 

chanics, and the service 'provided corresponds quite favorably with 
what is considered good In the United States. Similar garages also 
are found in some of the smaller cities in Sweden. There are few 
small towns that do not have at least one garage, but their servicing 
facilities a-re comparatively limited. The modern garages in Sweden 
do not carry a large and assorted stock of parts and accessories, but 
they have connectlOns with supJ?liers who can make quick delivery. 
It IS not often that a car owner IS confronted with long delays when 
his car must be repaired or serviced. All the leading garages in 
Sweden a-re equipped for washing, greasing, and oiling cars, give 
free crank-case service! free air, free storage-battery inspection and 
testing, have water avaIlable at the gasoline pumps, etc. The leading 
passenger-car distributors maintain their own service stations and 
give considerable free service to the users of the cars which they sell. 

Some of the skilled mechanics employed in the garages in Sweden 
have had experience in the United States. Generally speaking, the 
skilled and experienced Swedish mechanic is able, careful, con
scientious, and takes great pride in his work. 

The following equipment is most in demand in Sweden at present: 
Auto lifts, brake-testing machines, car washers, cylinder-boring ma
chines, cranes, garage tools, hydraulic and mechanical jacks, high
pressure .chassis-lubricating systems and grease-dispensing systems, 
oil and grease guns, oil-dispensing pumps, portable drills, reamers, 
tire-repairing machines, including tire changers and vulcanizers, tow
ing and salvaging equipment, valve grinders, wrenches, and wheel
alIgnment equipment. It should not be assumed, however, that 
because these items are most in demand at present and really needed 
bY' many of the garages to enable them to function properly and 
efficiently that large quantities will be sold in the near future. Deal
ers in this equipment meet very strong sales resistance because the 
~arage owners are not sold on the idea that it is good business to 
Invest in equipment of this kind. Furthermore, the owners do not 
pay their mechanics as high wages as are paid in the United States, 
and neither do they get as high prices for servicing! other things 
being equal. However, the larger garages in the citIes in Sweden 
are exhibiting more interest and can be considered prospective pur
chasers of modern equipment which they do not have at present. 

The garage and servicing equipment most needed in Sweden in
cludes auto lifts, brake-testing machines, pressure car washers, cylin
der-boring machines, electrically driven tools of various kinds, and 
perhaps wheel-alignment equipment. 

Approximately 85 to 90 per cent of the equipment now in use in 
garages in Sweden is of American origin. The balance is about 
equally divided between English

1 
French, German, and domestic 

equipment, with the latter possib y in the lead. The mechanical
engineering industry has reached a high stage of development in 
Sweden, and it is quite customary for one or more companies to take 
up the manufacture of a new line when it becomes eVIdent that the 
demand will continue and increase. As examples, car washers and 
car-lifting equipment can be given. 

There was no domestic competition in this equipment a few years 
ago, but it is certain that some of the business that otherwise would 
be obtained by American manufacturers will go to the domestic pro-
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.Iucers in the future. In general, Swedish garage servicing equip
ment that is designed to accomplish the same purpose as that which 
has been placed on the American market during recent years, is not 
88 finished 88 some of the better American articles, but the prices 
quoted by domestic manufacturers are so much lower that many 
purchasers feel it is inadvisable to purchase the more expensive 
American equipment. 

The following garage equipment is also manufactured in Sweden: 
Air compressors, battery chargers, cranes, tools, gasoline pumps 
mechanical jacks (hydraulic automobile jacks are not manufactured 
in Sweden), oil-dispensing pumps, polishing machines, portable 
drills, towing and salvaging equipment and wrenches. 

At least 25 per cent of the air compressors sold in Sweden are of 
domestic origin. American auto lifts are well liked in Sweden, sev
f!ral makes being on sale1. but they are considered very high priced; 
88 a result, 8 portion ot the demand is now supplied by domestic 
producers. Domestic firms supply about 25 per cent of the battery 
char~ers, and most of the remainder is furnished by American man
ufacturers. Some German rroducts are also on the market. Local 
firms get about one-fourth 0 the business in car washers, the balance 
being of American origin. Domestic competition in this equipment 
can be expected to increase. 

About 10 t~ 15 per cent of the cranes, 25 per cent of the garage 
tools, and 60 per cent of the mechanical jacks sold in Sweden are 
of domestic origin. Practically all of the remainder is American. 
Large cranes are purchased almost entirely from the United States. 

There is an active demand for hydraulic automobile jacks, and 
only American makes are on sale. There are several manufac
turers of mechanical jacks in Sweden. Two domestic makes of gaso
line pumps are on the market and account for about 30 per cent of 
the total sales, with most of the remainder of American make. 

Oil and grease guns which are made in Germany are sold in 
Sweden but are not very well liked. The leading local .producer 
gets about 20 per cent of the business. An Austrian product is sold 
but only to a limited extent. The market for this equipment is 
dominated by American producers. 

A Swedish firm manufactures oil-dispensing pumps and now sup
plies about 25 per cent of the demand. The balance is almost en
tirely supplied by AmeIican producers. A domestic polishing ma
chine accounts for about 10 per cent of the market, with the re
mainder going to American makes. 

Approximately 50 per cent of the portable drills are of American 
origm and the balance is almost equally divided between English, 
German, and Swedish makes. 

Tire-repaiIing machines, including tire changers and vulcanizers, 
are made in Sweden, but these producers supply only about 15 per 
cent of the total sold. Occasionally German manufacturers obtain 
orders for this equipment, but the bulk of the demand is supplied 
by American manufacturers. 

Repairing and salvaging equipment in use is predominately 
American; the Swedish producers get about 10 per cent of the busl
ness, and an English product also is on sale. German com:{letition 
is slightly felt in welding outfits, but the bulk of the busmes.s is 
obtained by American producers. 
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American manufacturers of brake-testing machines, cylinder
boring machines, paint-spraying equipment, reamers, valve grinderst 
and wheel-alignment equipment supply practically the entire demand 
for these items, but several makes are on the market and competition 
is extremely keen. Most of the wrenches sold in Sweden are of 
domestic origin. 

The use of mechanical equipment in all except the larger garages 
in Sweden is restricted by insufficient work and lack of capital. The. 
fact that skilled and unskilled workers, especially the latter, work for 
rather low wages as compared with those paid m the United States, 
also is a factor. Electric current is available in practically all parts 
of Sweden at a cost that permits the economical use of electrically 
operated service appliances. It is the initial outlay that gives rise to 
most of the sales resistance encountered by dealers in mechanical 
garage equipment in Sweden. 

Hand tools are used to the greatest extent for changing tires. 
Mechanical tools seldom are used for this purpose except in the 
largest and best-equipped garages. There are a few shops in the 
larger cities that specialize in tire repairing and vulcanizing and do 
practically no other work, but this service also is furnished by many 
of the garages. 

All of the larger and some of the smaller motor-vehicle distributors 
and some of the subdealers operate service stations, but there are also 
many privately-owned garages, both large and small. In most cases 
the garages in the small towns are privately owned. 

The logical distribution areas and centers for garage and service
station equipment in Sweden are the same as those for automotive 
replacement parts and accessories, which are discussed above. 

Garage and service-station equipment is sold almost entirely by 
wholesalers in Sweden. Sales made by manufacturers' agents are 
extremely limited. In the absence. pf a direct American traveling 
representative the best method in Sweden is through a wholesaler. 
Representation in this manner has certain disadvantages, it is true, 
but there is, generally speaking, no other alternative in Sweden. 
There are many wholesalers of this equipment, and their traveling 
representatives call on all of the prospective purchasers. Present 
distribution methods are considered satisfactory. 

The usual terms for selling garage and service-station equipment 
are the same as those for replacement parts and accessories. Of 
course, there are exceptions owing to conditions peculiar to a certain 
case or cases, such as trying to get a trial order for new equipment, 
attempting to establish a connection with an especially desirable firm, 
selling to a firm with which business has been done for a long time, 
meeting certain special terms offered by foreign competitors, etc. 

There is a growing recognition of the need of better and quicker 
service, both by the motormg public and by the passenger-car and 
truck distributors, and it can be expected that this will continue and 
lead to the more general use of better and more modern equipment by 
the garages, especially those in the larger cities. New American 
ideas and developments are closely watched by the alert distributors. 
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SWITZERLAND 

A Good Demand Exist. for Replacement Parts and A~~easories and Fair Sale 
Can be Expeded in Service Appliance8--Domesti~ Production of Parts and 
Garage Equipment Good and American Participation Satisfactory 

A .. la'a.t Trade Com.ml •• loner Henl7 B. Stebbl •• , Bema 

Motor·vl'hlele registration as of January 1. 1931: 63.725 passenger cars. 825 
hURIIf>", 16.405 trllcks. and 50.150 motor cycles. 

REPLACEMENT PARTS 

The growth of the market for replacement parts in Switzerland 
has been in almost direct proportion to the increased number of 
motor vehicles in circulation. Of the present registrations, approxi
mately 41 per cent of the passenger cars and 32 per cent of the trucks 
are of American origin. However, the percentage of American 
replacement parts in non-American cars now in circulation is higher 
than the percentage of American cars themselves. American parts 
are firmly entrenched on this market, are generally of better quality, 
and are widely advertised. • 

The life of a car is longer in Switzerland than in the United States 
and so the market for parts is correspondingly better per car. The 
longer a car owner makes his car last, the more replacement parts 
he ili going to buy. 

Variolls replacements are in demand proportionately to the same 
degree as in any other country where automobiles are in circulation. 
Certain parts are made locally, and so the demand for similar for
eign lines is not so great. Chassis frames, wooden wheels, tire valves, 
fittings, hinges, running boards, pistons, piston rings valves, mag
netos, spark plugs, starters, radiators, pumps, oil tanks, oil gauges, 
axles, crank shafts, clutches, gear boxes, and tools are made locally 
in varying quantities, but they do not serve the entire domestic 
demand. The balance is mainly of American origin and items that 
are not manufactured locally. American parts include brake linings, 
springs, carburetors, batteries, fan belts, roller bearings, body 
hardware, rubber hose connections, etc. 

Domestic manufacturers present competition chiefly in pistons 
and piston rings, there being three large factories engaged in this 
production. Starters, magnetost switching apparatus, and coil
Ignition systems are also produced locally. 

French, German, and Italian brake linings are enjoying a greater 
share of the demand than American makes. In fact, at last year's 
automobile show in Geneva there were four different European brake 
linings exhibited and no American. European brake linings are 
considerably cheaper than American, but the quality is not considered 
as good. 

American batteries' are far the most popular. All of the welL 
known makes of American batteries are on this market and their 
superiority to other makes is recognized not only by the Swiss dealers 
but by the car owners as well. There is only one local firm engaged 
in the manufacture of batteries. 

Although there are some special considerations to be horne in 
mind by American exporters of accessories in respect to local pref-
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erences, there are no special requirements as far as ·replacement parts 
are concerned. Spare parts should whenever possible, be imported 
in the same shipment as the automobile. If this practice is followed 
a lower rate of duty prevails, otherwise the parts are assessed sepa
lately and have to pay a correspondingly higher rate. 

A number of local body manufacturers follow the European style
in body building, which differs somewhat from the Americlln taste. 
This, however, is confined more to the lines of a car rather than t() 
any particular item of body hardware. 

The usual method of distribution is for an American firm to ap
point an exclusive general distributor for the whole country dealing 
usually in parts and accessories. This general distributor is ex
pected to carry a stock from which he sells not only to his own sub
distributors in other parts of the country -but also direct to large 
garages and service stations. The trend is away from automobile 
distributors carrying stocks of replu.cement parts, although the 
automobile subdistributors, usually garages which take orders only 
and do not carry a stock of cars, often handle a small stock of re
placement parts for their own repair works. Central automobile 
distributors rarely carry a stock of parts. 

It is well -for the American manufacturer to have a definite ar
rangement with his Swiss distributor and·not to ship on open ac
count or consignment if it can be avoided. Ninety days' sight draft 
is the usual method of payment for both parts and accessories, al
though many European manufacturers and some American firms 
grant even longer credits up to 120 days. A reliable and active 
dElaler will always be satisfied with 90 days and in some cases 60. 
but due to the very heavy competition, a 30-day arrangement is 
rarely satisfactory in this line of business. If it is accepted, an 
additional discount is usually expected. . 

The usual distribution points are Zurich, Basel, and Geneva. Fol
lowing these, Berne, Lausanne, Bienne, Winterthur, and St. Gallen 
act as subdistributing centers for small areas, although establish
ments in these latter localities sometimes serve as wholesale distrib
utors for garages in limited areas. 

Inducements offered by European manufacturers to the Swiss deal
ers in an attempt to dIsplace American lines are chiefly those of 
lower prices, quicker replacements, and prompt service. This handi
cap can be overcome if American firms would establish a central 
stock in some. European free port from which replacements could be 
made quickly and easily. As it is, German and French salesmen 
travel though the country constantly getting orders, making sugges
tions for moving stock, and keeping in touch with their Swiss dis
tributors. If the latter wish a prompt delivery of a rush order of 
parts from a German or French factory, they can telephone or tele
graph it and so insure delivery within the shortest possible time. 
As Swiss dealers are particularly adverse to. carrying large stocks 
this condition works against the American manufacturer. 

Special inducements in the form of sharp price reductions are not 
offered by European competitors to any great extent, and since the 
'Swiss dealer is interested more in the quality of the article rather 
than the price, he is not going to be influenced greatly by a price-
cutting poli~y. .. 



.nOPB: SWITZERLAND 281 

The most effective method of advertising spare parts and acces
IiOries is through two automobile weekly newspapers, the Automobile 
Review and Auto Touring. The former is the organ of the Swiss 
Automobile Club and the latter that of the Swiss Touring Club. 
Doth clubs have similar functions and their publications are sent 
free to all members for the first year of their membership. As prac
tically every automobile owner belongs to either one or the other, 
these two papers are excellent advertilSinlf mediums. 

For truck owners and operators the L Auto Camion Suisse is to 
be recommended, a journal published by the Swiss Association of 
Truck Owners and issued free twice a month to every member. 

ACCESSORIES 

Certain automobile accessories have a good demand in Switzerland, 
and the American share is considerable, although not as great as in 
.·eplacement parts. The Swiss do not spend their money on non
essentials, although they are eager to have a number of new and 
interesting accessories alread~ on a car when they buy it. 

Some accessories are reqwred by law in the different Cantons. 
Recently the Canton of Berne required all closed cars to be equippeo 
with direction indicators, if the driver can not si~al plainly without 
them. Further, rear-view mirrors and windshield wipers are re
ljuired on all cars. These do not need to be automatic, but as almost 
!ill new cars are equipped with them the sales of new ones are not 
important. 

All cars are also required to have a bulb horn in addition to the 
re~lar electric horn. This is to use in certain localities where elec
tnc horns are not permitted and also in case of emergency when the 
electric horn is out of order. Bulb horns are usually of French 

·origin. It should be noted that two, three, or more tone bulb horns 
are not allowed, as the sound of them may be confused with that of 
the Alpine postal busses, all of which are equipped with a 4-toned 
horn which can be easily reco!!Jlized in the mountain passes where 
the busses always have the right to keep to the inside no matter in 
what direction they are traveling. 

The following accessories of American origin have been and con
tinue to be in good demand: Automobile hardware, wrenches (in 
sets), mirrors, rubber mats, handles, windshield wipers, tire covers, 
seat covers, stop lights, window lifters, and hinges. 

Direction indicators and horns are made locally in considerable 
quantities, the market for imported articles of this description being 
MIlall. Clocks are also made by many of the large Swiss watch fac
tories and there is little demand for the imported article. There is 
eonsiderahle replacement business in bumpers. Chains are manufac
tured locally, but have difficulty in competing with the well-known 
American brands on this market. Recently the rubber-tr.ead chains, 
also of American manufacture, have found considerable favor. 
Seareh lights are prohibited in all Cantons of Switzerland, and orna-. 
mental radiator caps which protrude have been prohibited in Berne, 
owing to a recent severe accident. Other Cantons may follow this 
example. • 
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Accessories are usually marketed. by exclusive distributors purchas
ing for their own account, acting as wholesalers, and in turn selling 
to the retailers, small shops, and garage owners. 

The retailer rarely will carry a stock of accessories, andJhe whole
saler usually tries to keep his stock down as much as possible. For 
this reason European competitors are in a; more favorable position 
than American manufacturers. Experience has proven that this 
arrangement is more satisfactory than the appointment .of 11 com
mission agent who sells direct to the wholesalers, or the establish
lllent of a consignment stock. Through wholesale distributors buy
ing on their own account, the American manufacturer is ~ssured of 
an active interest in the promotion of sales. The temptation to let 
a line slide does not exist to the same degree as when the stock is 
on consignment or when the agent is working on a commission basis. 

American manufacturers should not insist on their Swiss distribu
tor taking a large stock, and they should, whenever possible, quote 90 
days' terms, which is the general practice in this branch of the trade. 
Moreover, c. i. f. prices should be quoted when approaching a Swiss 
prospect, especially when the factory is located at some inland point. 
Offers which quote f. o. b. inland point rarely receive the serious 
attention of importers. , 

The present system of covering this market is allequate. Large 
wholesalers and importers often have their own branches in the trade 
centers of the country, have close contact with the retail shops and 
garages, and usually have a staff of salesmen to cover the whole coun
try from time to time. Accessories are, stocked by retail accessory 
dealers specializing in this branch of business and by garages. Auto
lllobile agencies, except where there are garages and service stations, 
do not carry accessories. 

GARAGE AND SERVICE-STATION EQUIPMENT 

There are very few service stations in the American sense of the 
word, and the market for equipment of this nature is almost exclu
sively confined to garages which have work shops attached. Certain 
large garages are operated by the automobile agents, and in one or 
two cases the equipment is designed primarily for service on the 
make of car operated by the automobile agent. 

A few large American manufacturers are well introduced in this 
market. Distributors have been appointed, usually on an exclusive 
basis, and these sell direct to the garages. 

The market for American equipment lies in the large new up-to
date general garages in the larger citie~, which store cars and give 
repair service. I 

Only a few gasoline stations distribute anything beyond gas and 
oil. Free air is not generally available, -and when an air compressor 
is found a fee is usually charged for its use, usually the equivalent 
of 2 to 4 cents a tire. The idea of " service" has not been adopted 
in this country; when a car operator pulls up for gasoline, no effort 
is made to give additional service, such as testing tires, filling the 
radilltor;'or cleaning the windshield. This slow progress in provid
ing.adequate service facilities is due in large part to the temperament 
of the people, and it is not expected that conditions will change much 
in, this respec~ in the near future. 
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lIowe\'er, wheh'repairs are needed and the car Dwner goes to a 
I.:"lArage to have them done, he is usually assured of good mechanical 
ben'ice and a thorough job. Promptness is not the rule, but careful 
work is gel/eralJy the result. This is especialJy true of garages which 
operate abo as automobile distributors. Properly trained mechanics 
are employed in all the large garages, and competent service can be 
oLtained even in the smaller ones. 

American equipment is preferred because of its high quality, and 
all hough the price is often above that of local and other foreign 
manufacturers, American service equipment is found in most garages 
and includes air I'ompressorsl battery chargers, brake-testing machines, 
car washers, cranes, tools, Jacks, grease guns, paint sprayers, tire
rt'pair equipment, \'alve grinders, wrenches, and drills. 

There is considerable local production of lifts, gasoline pumps, and 
oil-dispensing pumps, the market for the latter being restricted to 
oubide competition by stringent Federal regulations. 

French and German tools are on this market in considerable quan
tities; they are cheaper than similar American goods although the 
quality is not usually as high. German air compressors and paint 
spl'ayers are also cheaper than American makes. 

Practically all garages are wired for electricity and current is cheap 
Rnd commonly used. The chief argument against the use of me
chanical equipment is, as indicated above, the temperment of the 
peopllr-"'ho are economical with money to a degree but not so eco
nomit'al in regard to time or physical effort. :1<'01' this reason, tires 
~re usually changed by hand and inflated by hand rather than 
through tire-changin~ apparatus and the use of an air compressor. 
\Vashin~ is done witn a sponge and ordinary hose rather than by a 
~lI'ehafilcal car washer, 

1\[ost of the large garages are operated by automobile dealers, but 
:here are many smaller ones that do a storage and repair service for 
111 makes and types of cars. If a garage has propel' facilities it 
iI'ill repair any make of car, but some of the dealers with slllaiIer 
;paee restrict repair work on cars for which they have a regional 
listributorship. 

As in the case of accessories and parts, the logical distribution 
'('nters are the lar~er cities, Zurich, Basel, and Geneva. The best 
nothod of distributIOn is through large wholesalers buying on their 
)wn account; regular terms are 60 to 90 days. 

It is sugO'ested that American manufactmers of replacement parts, 
Lccessories; and equipment keep certain things in mind when trying 
o lIet established on the Swiss market. 
In the first place, considerable caution should be exercised at the 

>resent time in picking out 8 distributor. There have been some 
'ailures I'ecently, and many wholesalers, usually in a strong position, 
how signs of financial embarrassment. This does not mean that 
xistin~ agency arrangements should be withdrawn, for it might be 
'ery difficult to find another distributor who would do as well. But 
are should be taken in making new arrangements, as the credit risk 
s gl'eater now than it has been for some time. 
It should be remembered by the American exporter that the chief 

,bstacle to his entering this market is that the good agents with 
80277-32-19 
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sufficient capital and adequate distribution facilities are for the most 
part engaged in competitive lines. Anything that is new and useful 
will have no difficulty getting established, for the Swiss are eager 
for new improvements which are within a reasonable price range, 
but the market is highly competitive for the usual run of accessories, 
parts, and equipment. . 

Swiss dealers prefer quotations c. i. f. Basel, Antwerp, or Rotter
dam, or if these are not available, at least f. o. b. American port of 
shipment. Complete details should be given to the Swiss prospect, 
including catalogues, in German or French, and if possible, terms, 
discounts, and shipping weights packed for export. The Swiss duty 
is assessed on the gross weight, including packing, which should, 
therefore, be as light as possible, consistent with strength. Terms 
such as cash with order or cash in New York will receive very little 
consideration. Swiss importers prefer to deal direct with the manu- . 
facturer and not through an export commission agent, although they 
can be persuaded in certain cases that they can get better terms and 
service from some one who knows the export business thoroughly. 
In any case, letters should always be written on the letterhead of the 
manufacturing company and not on that of the export agent. 

Wherever possible a central stock should be carried somewhere in 
Europe from which repairs and replacements can be quickly and 
easily obtained. 

Finally, the general outlook regarding the future trade in Ameri
can-made equipment in Switzerland is promising as long as the 
quality of the goods remains high, prices competitive, and sufficient 
terms are granted. American products are highly regarded on this 
market and are generally preferred to those of other manufacturers, 
but conditions of prices and terms, while in many cases not the pri
mary consideration, are of con~inually growing importance. 

TURKEY 

Large Possibilities for Sale of Replacement Parts, but a Restricted Market 
for Accessories and Garage and Service-Station Equipment-American Par
ticipation Decidedly Favorable 

Commercial Attache Julian E. Gillespie. Istanbul 

Motor·vehicle registrations as of January 1, 1931: 2,900 passenger cars, 
2,700 busses, 3,200 trucks, and 600 motor cycles. 

Turkey has an area of approximately 290,000 square miles and 
a population, according to the official census of October, 1927, of 
more than 13,650,000 people. The great majority of the population 
is composed of peasants, engaged primarily in agricultural and pas
toral pursuits, whose purchasing power is extremely reduced and 
whose standard of living is unusually low. There is practically no 
industrial life in the country. In general, industry is limited to 
home handicraft work and a few small unimportant manufacturing 
esta blishments. 

There are no concrete roads or streets in Turkey at the present 
time, and only a few kilometers of asphalt highways. The best roads 
in the country are of water-bound macadam or crushed-rock sur
faC'ing without binder, the great majority of which are worn or in a 
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bad state of disrepair and frequently impassable to motor vehides 
durin~ the winter months. The remainder of the roads are dirt 
tracks and trails, few of which ha,'" even been gra,'eled. Communi
cation and tran"port bv motor and animal-drawn cQnvevances is, 
therefore, impossible dui-in~ the late fall and winter months. 

lAw-priced trucks and busl'es which are constructed from liO'ht
truck chassis with locally built bodies comprise at least 65 per ~ent 
of the total automotive registrations. 

REPLACEMENT PARTS 

Imports of replacement parts ha,·e increased considerably during 
the past thrre or four years, whil'e methods of distribution within the 
country ha,·e bren greatly impro,'ed. The growth of the replact'· 
oWllt·parts tradt' is dut' not only to the increase in the number of 
alltomotive whidt's in the country but to otht'r fundamental factors 
that are inht'rent in ~ost undewloped countrit's. These are the 
almost total absence of good roads and highways; the habit of drivt'rs 
anti ownt'rs toward the overloading of cars and trucks; the unskillt'd 
dri,'in~ methods; inadequate repair facilities and service stations: 
anti the failure of owners to make repairs promptly or to have tlwir 
whides o,·erhauled periodically. Such conditions naturatly necessi
tate more frequent repairs and contribute directly to a corresponding 
inerea;<l' in the market for replacement parts. 

The replacement parts most in demand are ball and roller bearings, 
!olll"ings, brake linings, piston rings and pins, gears, axle shafts and 
dri"e t;hafts. starting and lighting generators, fan belts, pistons, 
bushin~~, bolts, rims, and rim parts. 

It is t'"timated that Amel'ican manufacturers and exporters control 
ahout 90 per ct'nt of the entire Turkish trade in aut()motive replact'
ment parts. The bal'anCt', supplied by continental conct'rns, is made 
up more espt'cially of replacemt'nt parts for European vehicles circu
lalin~ in this country. ,,"'ith the exCt'ption of a few items, such as 
ball bearings, brake linings, iron bolts,. etc., continental competition 
is of relatively small importance and dot's not constitute any serious 
handicap to the developmt'nt of American business. 

In connection with some European parts which are competin~ with 
American products, their success may be attributed largely to lowt'r 
priet's and the more liberal' credit terms t'xtendt'd by the respt'ctive 
European suppliers to local importers. Gt'rman aut()motive replact'
mt'nt parts are much cheaper in price than similar Amt'rican 
produets. 

Istanbul is by far the most impOl·tant distribution centt'r in the 
count.'v. AlthouO'h the distribution of the hintt'rland of Smyrlla is 
1'0"1'.',,;1 to a cert:-in extent bv two or three leading di.·ect importers 
e~tablished in Smyrna, the majority of dealers in parts in Smyrna 
c()\'"r tlll'ir requirements in IstanbuL 

The distribution of replacement parts throu~hollt the countr.v is 
covered by Istanbul importin~ distribntors thron~h their provincial 
~nbag-ents or independent dealers. The Iar!!er proportio, of the 
importation and distribution of reP.Iacement parts .is cOllduc~ed by 
firm,; which carry such parts, accessones, and other allied products. t'le 
balance being handled by local automobile dealers and agents. The 
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automobile dealers primarily handle original replacement parts, 
most of which are supplied by the automotive manufacturers whom 
they represent. 

The leading- wholesale dealers in replacement parts cover the 
provincial territory through traveling salesmen who call periodically 
upon 8ubdpR!ers 0:' independent provincial customers, soliciting 
order.~ rud investigating activities of their competitors. Local 
agents of cars and trucks also endeavor to have their provincial sub
agents carry original replacement parts or such other parts as they 
themselves stock. Many provincial subdealers and subagents or 
independent dealers come to Istanbul" periodically to cover their 
requirements locally. 

Finally, local distributing agents also circularize their subagents 
or customers in the interior periodically, furnishing the latter 
with descriptive literature and specification sheets, new or revised 
prices, etc. 

The above-mentioned local parts dealers anq. automobile and truck 
agents conduct both a wholesale and retail business. In addition 
there are one or two large firms which conduct exclusively a whol .. -
sale distributing business, operating as foreign manufacturers' 
wholesale distributing agents. . 

Practically all leading local distributing dealers usually apply for 
exclusive agency arrangements in dealing with foreign suppliers of 
leading parts. In the great majority of cases the local firms succ('('d 
in obtaining exclusive rights, but a number of. manufacturers or 
exporters maintaining general European distributing agents cover
ing all or part of the Near East countries often are unable to grant 
exclusive importing or distributing rights to local concerns. 

European general sales representatives of American manufactnrers 
or exporters usually refuse to grant exclusive sales rights to a single 
local firm, except when the latter is large enough or offers to them 
sufficiently reasonable orders. 

'With reference to the method followed by a number of American 
manufacturers in covering the local market through their general 
European agents, it may be pointed out that in a case of items of 
secondary importance, for ,,-hich no sizable individual orders are 
obtainable, local dealers readily avail themselves of the intermedia
tion of the above type of agents, who usually offer a variety of 
replacement parts and are thus able to arrange for delivering com
bined shipments of small orders of various items. However, in the 
case of more important parts for which individual local customers 
usually are able to place orders for sizable shipments, they are often 
reluctant to deal through American manufacturers' Europl>an agents, 
inasmuch as the latters' commissions increase the cost of the respec
tive goods. Also, any incidental divergency or claim which has to 
be submitted to the factory or exporters of the respective goods must 
be routed through the European agents, involving at times consider. 
able delay. In the latter connection local dealers also often feel that 
they cmild get better satisfaction and service in dealing with 
American suppliers directly. 

A number of American manufacturers covering this territory 
through some of their European agents believe that in following this 
method they can contact the local market more intelligently and also 
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obtain mort' rt'liable credit information on the standing of their local 
accounts. This is not always true. Although European agents call
ing once or twice a. year upon local customers can frequently render 
appn'ciable service 10 developing business in new lines where tech
Dlcal knowledgf', in addition to expert salesmanship, is essential, they 
usually are ullable to follow closelv local market developments, and 
more e!<pecially the financial position and business of their local 
accounts from their own offices 10 Vienna, Paris, etc. As a matter of 
faet, the great majority of American manufacturers of replacement 
parts operating on this market conduct their local business with local 
dl'alers direct. • 

In this connE'ction it may further be pointed out that the majority 
of the bettE'r-class local dealers in replacement parts represent one 
of the best categories of business men in this country. All of them 
lire pE'rfectly wf'll acquainted with American business methods. 
With the exception of a few rare instances, which were due partly to 
unforf'!<een circumstances or misunderstandings, there have been few 
eases whf're local wholf'sale dealers in replacement parts have failed 
to make prompt sf'ttlemf'nt or live up to their financial obligations. 

In spite of the very keen competition among local dealers and dis
trihutors, tht'y frf'quently cooperate with each other and cover from 
('aeh other items of which they are temporarily either short, or which 
one can not order direct, whereas the other may maintain an exchi
liivfl distributing arrangement for such items. 

American exporters and a number of manufacturers of automo
tive replacement parts oifer, on the majority of lines, imported locally 
t('rms of from 60 to 90 days D/ A, the acceptance usually being issued 
according to local commercial usage from the date of arrival of goods 
in Turkey. 

On the othf'r hand, more liberal credit terms than the above are 
I!'ranted on a number of specific items, such as springs, brake linings, 
etc. Springs are often supplied on terms of 50 per cent against 90, 
and 50 per cent against ISO days D/A terms. Continental suppliers 
as a rule grant more liberal credit facilities than American concerns, 
usually extf'nding terms of 50 per cent against 90, and 50 per cent 
against 180 days D/A on practically every class of goods. Moreover, 
continental suppliers practically never charge interest for the credit 
period im'oh'ed, whf'reas a number of American concerns often insist 
upon the payment of interest charges. 

A few European concerns also supply to local agents goods on a 
consignment basis, claiming monthly or quarterly statements of sales 
upon receipt of which they extend to the local agent terms of about 
60 davs D/A. . 

It should be understood that the Turkish market is primarily a 
price ·rather than a quality one, the Istanbul trade in automotive 
replacement parts actually offering one of the few exceptions in this 
country to the above rule. 

PI'actically no newspaper advertising is conducted by the local 
trade. It is not considered either necessary or important for the 
development of business. The most f'ifective advertising conducted 
locally is by means of window displays and by novelties. These 
novelties are distributed gratis and are very pop1llar among drivers. 

The following comments on individual items indicate the char
acter of the local market. 
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The trade in plain bearings is controlled by two. European con
cerns which supply about 80 per cent of the imports. American 
manufacturers share in the remaining 20 per cent of the business. 
The same two firms also supply about 60 per cent of the demand for 
ball and roller bearings. German and English manufacturers con
trol about 60 per cent of the demand for brake linings, with Ameri
can companies supplying about 40 per cent. Bushings are imported 
exclusively from the United States, as are 85 per cent of the clutch 
facings. Driving and timing chains are imported exclusively from 
American suppliers, who also send 75 per cent of the local consump
tion of fan belts. 

The spark-plug trade is divided evenly between American and 
European manufacturers, with German plugs supplying the chief 
competition. About 90 per cent of the replacement springs con
sumed on this market are used for trucks, and about 75 per cent of 
the imports come from the United States. America supplies about 
95 per cent of the pistons and jlbout 90 per cent of the piston pins 
and rings. 

Body hardware is imported practically exclusively from Germanv 
and is composed almost entirely of the lower-priced grades. Euro
pean firms supply approximately 60 per cent of the body-upholstery 
material, being offered at lower prices, with Italian firms controlling 
the largest individual share of the business. America supplies about 
95 per cent of the gears, starting and lighting generators, radiators, 
rims and rim parts, as well as 80 per cent of the cylinder-head 
gaskets, 60 to 65 per cent of the batteries, 70 per cent of the repair 
kits, and practically all clutch plates and connecting rods. 

From a purely commercial viewpoint, the Turkish market for 
replacement parts, and more especially the trade in the city of 
Istanbul, offers particular interest to American firms, since local 
distributing dealers are well acquainted with American business 
methods and the majority of them are also expert and reliable busi
ness men with sufficient capital. Since the development of the pres
ent acute economic crisis, which has prevailed for some time, the 
local dealers in replacement parts have proceeded more carefully in 
their commitments than other local trades. Although their business 
has been affected by the existing adverse conditions, there has been no 
failure or suspenSIOn of payment by any important dealer in auto
motive replacement parts. 

These circumstances should encourage American manufacturers to 
study local market conditions and business prospects more carefully 
with a view to extending their export business to the Turkish market. 

ACCESSORIES 

Imports of automotive accessories have decreased considerably in 
the past few years. This decrease is due to various factors, includ
ing the local feeling that a great number of accessories are articles of 
luxury. The cost of such accessories on this market has been 
considerably increased as a result of the import tariff which went 
into effect in October, 1929. The tightness of money and the adverse 
economic and business conditions have had a further adverse influ
ence upon sales of accessories and have contributed considerably to 
the gradual abandonment of a number of lines. 



Et:BOPE: Tt:BKEY 289 

. A c.(,I·tain decr~ase in the. local d('mand has b('('n caused by the 
rnduslOn of cer,1alfl acc('ssones as a part of the original ('quipment. 
}'I.Jrth~rmore, smce ab~)l\t 65 p('r ('ent of all automotive vehicles oper
atrng m Turk~y are ltght busses and hucks, th('y do not require as 
~la'.lY. acct'ssones a~ passenger cars. Also, on account of the reduced 
rno;hndual purchasrng power of the gl'eat majority of truck and bus 
dn\'ers, sales of a large number of accessori('s throucrhout the interior 
have sustained a very considt'rable decrease. e 

In addition to these considerations, there is the additional fact 
that cl'11ain Arnel'il'an acct'ssori('s are l'ith('r not adapted to or are 
too expensive for this market. 

Pi ...... 16.-Ihow-ca .. dllpla, of acceelorlel by aD IotOLDbul automobile IIrm 

At the pl't'sent time] the most important single accessory items in 
d('mand are hand jacks, electric horns, and nonskid chains. 

The American share in the local trade is estimated at about 65 
p('r cent of the total imports. The l't'maining 35 per cent is dis
tributed among European manufacturers, who either supply acces
sories exclusively for European vehicles, 01' furnish accessories of 
cheaper quality and price than American products. 

Distributinl! methods are very much the same as those for replace
ment parts. Tenns are likewise similar. 

Stocks of accessories are carried by dealers handling replacement 
parts, as well as by automotive dealers and agents. Many of the 
leading dealers and agents also operate their own garage and serv
ice stations. L~al inde\>endent garages .do not. car~y accessories. 
There are practlcally no mdependent s('rnce statIOns m Turkey. 

Annual Imports of automobile hand jacks are estimated at from 
1,500 to 2,000, with about 60 per cent cOllling frem the l'nit('d State ... 
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Hand jacks fom three-fourths ton to 3 tons and from 3 to 5 tons 
capacity are the two most popular items locally. The average annual 
imports of nonskid chains are estimated at from 3,000 to 4,000 piece..'l, 
and from 60 to 70 per cent is supplied by American companies, while 
the remaining 30 to 40 per cent is supplied by French and German 
firms. 

Yearly' imports of electric horns run ,from 1,000 to 1,500, from 
80 to 90 per cent of which are supplied by American firms, WIth the 
larger share of the balance being furnished by a large German 
company. , 

Except for a few of the more or less essential items, the local 
business in automotive accessories is limited, with little or no prospect 
for a substantial increase in the near future. The majority of local 
dealers are, therefore, reluctant to invest in accessories beyond the 
limits of strict necessity. 

While American firms may be able to develop a limited amount 
of business in a small number of strictly utility items, the Turkish 
market is neither attractive nor encouraging at this time . 

. GARAGE AND SERVICE-STATION EQUIPMENT 

Automobile-servicing facilities are extremely inadequate in Tur_ 
key. With the exception of a few more or less modernly equipped 
garages and workshops in Istanbul, and one or two in Smyrna and 
in Ankara, which are owned and operated by the principal car and 
truck distributors, all other ~arages have little or no servicing equi1?
,ment or facilities. The majority of garages and automobile repaIr 
shops are poorly equipped, and frequently lack even the most neces
sary tools. , ' 

The items itiost needed and in regular demand on this market 
include garage tools, wrenches; 'weldmg outfits, reamers, small air 
compressors, small cylinder-boring machines, portable electric tools, 
paint-spraying equipment, grease guns, and mechanical jacks. 

Practically all special equipment used in Turkey specifically per
taining to automobile and truck servicing, such as cylinder-boring 
machinery, is of American manufacture, while such equipment as 
lathes, etc., is controlled practically entirely by European, particu
larly German concerns. 

The six or seven leading garages in Istanbul which are equipped 
for and maintain adequate repair and servicing facilities are owned 
and operated by local firms which are the distributors and agents 
of American automotive manufacturers. All the servicing and 
repair equipment i~ these garages is exclusively of American 
manufacture. 

The majority of wrenches, welding outfits, reamers, jacks, cranes, 
oil and grease guns, etc., used in Turkey are primarily of European, 
and especially of German, origin, whereas such equipment as tire
repairing machines, cylinder-boring machines, paint-spraying equip
ment, portable electric tools, etc., are ordered preferably from the 
United States. 
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The principal factor contributing to the relatively successful sale 
and efficient competition of European, especially German, equipment 
ill the lower prIces, coupled with the liberal payment and credit 
terms extended by German manufacturers. Although a number of 
European, particularly German, items are of much lower quality 
than similar American equipment, the quality offered by European 
firms is considered satisfactory for conditions in this country. 

Nevertheless, considering the very limited local trade in garage 
and service-station equipment in general, competitive activities are 
relatively unimportant for the present. 

In the city of Istanbul trained mechanics are employed in a num
ber of garages and service stations. The great maJority of Turkish 
automobile mechanics and repair men are poorly trained and in gen
eral are not competent to make major repairs satisfactorily. Good 
mechanics are difficult to obtain, since they prefer to work as taxi 
or truck drivers rather than in garages or service stations. 

The principal reasons for the restricted use of mechanical equip
ment in Turkey are primarily of an economic character. In the 
first place, the great majority of garage owners in Turkey operate 
with a small capital and therefore can not invest in adequate equip
ment. Also, the number of cars and trucks of any make circulating 
in the various towns and cities is not sufficiently large to justify the 
opening of service stations with special equipment. The owners of 
some of the largest and best service stations in Istanbul have pointed 
out that automobile and truck servicing i,n Turkey does not yield 
sufficiently satisfactory returns to justify an investment in complete 
equipment. Labor is very cheap, and, in addition, many car and 
truck owners do not fully appreciate either the necessity or the 
advantage of thoroughly servicing their vehicles at reWIlar intervals. 

There is a lack of central electric-power stations In many of the 
more important districts throughout the country. Electrification of 
the larger towns and cities is progressing slowly. Current is avail
able at the present time in some 2Q to 30 cities and towns, but as a 
general rule the cost of current and installation is expensive. 

The majority of the leading automobile dealers in Istanbul, 
Smyrna, Ankara, and several other lar~e towns operate their own 
garages, a number of which are well eqUIpped for general repair and 
servicing work. A number of the smaller automobile dealers in
Istanbul do not operate their own garage or service station. They 
maintain contract arrangements with independent garages for serv-
icing their cars and trucks. _ -

There are two modernly equipped tire-repair stations in Istanbul, 
which are operated by the local distributors of two well-known 
American tire manufacturers. In addition, there are also some 8 or 
10 small tire-repair shops, with more or less incomplete equipment. 

Althou.,.h the use of hand tools predominates, the sale of hand tools 
for tire ~an!ring is still very limited, owing to the fact that the 
majority of d';ivers, especially those In the interior, change their 
tires in a very primitive way and with any ordinary emergency tools 
which they find handy. 
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In view of the reduced volume of business and the small demand 
which exists in Turkey for a number of important items of garage 
equipment, prospects for the sale of many others being practically 
nonexistent at the present time, special trips of American representa
tives to this market for the development of sales do not appear to be 
justified. Unless such representatIves are prepared to visit this mar
ket simply to prepare the ground for future business and possibly to 
solicit small courtesy orders that may be obtainable, it would be wiser 
for them to wait until a more favorable opportunity affords itself. 

Garage and service equipment is imported and distributed by dis
tributors of tires and replacement parts and accessories, or by dealers 
in parts and accessories. 

The more expensive types of equipment, for which there is only 
a limited demand, are imported by automotive dealers and distribu
tors of tires and replacement parts. Smaller and cheaper items, for 
which there exists a more or less regular demand, are handled by 
dealers in replacement parts. A number of the cheap·er items, such 
as reamers, welding outfits, wrenches, etc., are also handled by hard
ware, tool, and machinery dealers. 

Importing dealers and distributors of the more expensive garage 
equipment have pointed out that they are invariably obliged to 
finance equipment which they sell to local garage owners, and to ex
tend credit terms of from 6 to 15 months, to defray import duties, 
taxes, etc. Hence they must look to the supplying manufacturers 
or exporters for liberal payment terms and credit facilities. It is 
stated that there is practically no garage owner who can afford to 
purchase expensive equipment on less than six months' credit from 
the date of taking delivery. 

Six months' credit may be safely extended to a few of the larger 
automobile and tire distributing agents in Istanbul, as such concerns 
generally enjoy a good reputation for financial capacity and standin~. 
Small equipment is usually paid for by importing concerns on a 
90-day DjA basis, acceptance being given upon arrival of goods in 
Turkey. These are the standard payment terms usually granted in 
this market. 

The recognition of the need for better and more modem service 
and garage equipment, while growing slowly, is seriously checked by 
the lack of capital of garage owners and the low purchasing power 
of the majority of drivers. The absence of electric current in a 
great number of districts in the interior is another factor which 
hinders the development of the Turkish market. 

Regardless of present conditions, it is reasonable to believe that 
the demand for garage and service-station equipment will increase 
in proportion to the development and growth of motor transport, 
and as the electrification of Turkey progresses. As there appears 
to be a decided preference for equipment of American manufacture, 
it is believed that American producers will obtain the largest share 
of the new business. There should be a gradual improvement in 
thp. demand for such equipment in the course of the next few years. 
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UNITED KINGDOM I 

D.mand for Replacement Parts Good, Aeee880ries D.elining. Service Appli
anus Promising-American Participation Limited in the Parts and Acces
sories Trade. but Predominates in the Garage-Equipment Line--Domestie 
Production Large 

Goo, •• Le ... .lOBe" .Ie,k to _ ... ,.Ial al __ • Londo .. 

l\fotor-vehlde registrations 08 of January 1. 1931. including England. Nortb
ern I .... IHnd. &otland. and Wales: 1.126,001 passenger cars, 53,462 busses, 343.4:!9 
Irul'ks, 73:!,667 motor cycles. 

The followin~ discussion covers all of the United Kingdom, inclull
ing England, :SCotland, 'Vales, Northern Ireland, and the Channel 
Islands. This territory should be considered as only one mal'ket 
and one of the most concentrated markets that can be found any
where in Europe, rather than five separate and distinct marketing 
areas. 

REPLACEMENT PARTS 

In a country so well developed along engineering lines as Great 
Britain, replacenwnt parts have kept pace with the number of cars 
upon the roads. Manufacturers are able to supply parts for their 
cars on demand, and on one make it is said that the 1912 model is 
promptly I'erviced. ~n the minds of the BI'itish makers generally, 
howe\'er, the proouctlOn of replacement parts has only been a casual 
n(·Cf's.~ity and not a studied outlet. With the incrt'ase in cars, the 
"olnme of sales of replacement parts has Ilaturally grown. 

'''hl'l'l' a chan~e of practice occurs, such as in the substitution of 
aluminum pistons for cast iron, a broader field is opened. In the 
past, !'o for as Britis'} cars are concerned, the makers themselves 
hll\'e secured all the business, production of individual models not 
IlPill~ great enough to encourage outside manufacturers to make 
.. imitlltion "parts. The manufacturer's parts become increasingly 
difficult to supersede as his factory methods improve, and consid
erable atimnces ha,-e been made in Great Britain of late. A car 
owner's use of .. imitation" parts frees the manufacturer at ollce 
from all his guaranties. The dealer from whom the average family 
('ar was purchased originally is associated with it throughout its 
life. lIe is unlikely, therefore, to use anything but maker's parts 
where he is the official rt'presentative. Such casual components as 
gaskets and fan belts which are generally purchased by the makers 
themselves may, of course, be bought directly from their manufllc
turers, but tillS is an exception to the rule. The growth of the 
replacement-parts business, then, has been the natural one caused by 
the gradual Increase of motor-car sales. The" imitation" part has 
practically no place in the market. 

The foilowinO' items are in good demand: Plain bearings, with 
roller hearinO's to a lesser extent; bolts, brake linings, bushings, fan 
belts, spark plugs, valves, pistons, piston rings, and pins. The busi-

1 This ••• tlon W89 pr.pa .... d previous t.n the Imposition of new duties In the Uolto<l 
Kingdom 18t8 In 1931. 
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ness in replacement parts "made in America" has declined chiefly 
for two reasons. In the first place, the position held by American 
(~ars in new sales has been steadily declming during the past five 
years, owing to the horsepower tax basis.' 

At the same time considerable improvements have been made in 
the construction of small British cars with high efficiency engines, 
and the establishment of branch factories for popular American 
types of cars and their parts in England has considerably lessened 
direct imports from America. In the second place, the duties of 
33Ya per cent have taken away the price margin which mass pro
duction formerly gave to American parts. American participation 
is almost limited to the sale of parts for American cars now in 
service, and to certain special parts, such as aluminum ristons, where 
the make of car is not considered. 

Competition is encountered from manufacturers in France, Italy, 
and Germany, which can render quicker service because of their 
proximity. 

Parts for British cars are distributed by the various dealers who 
hold the franchise for a certain make, and foreign parts are largely 
obtainable from the distributors. Where the car is a popular one, 
the subagents operate in much the same manner as British agents 
in stocking parts. In the case of lesser demand, a garage may nom
inally be an " agent" and will telegraph to the distributor in London 
for parts for immediate delivery. 

Pistons, piston pins, piston rings, brake linings, and bearings, which 
have a general field, are sold through salesmen visiting the various 
garages. Sizes in most general demand are supplied regularly, but 
odd sizes, when required, must be carried by the exclusive agent, 
who is expected to make immediate delivery on demand. Both 
European, domestic, and American lines are generally subject to the 
same discounts, ranging from 15 to 20 per cent to the dealer, and 
averaging 25 per cent to the distributor. London is the chief center 
of distribution. 

Effective advertising mediums, so far as parts and accessories are 
concerned, seem to be rather limited, owing to the small circulations 
of the existing periodicals. The most prominent motor magazines, 
with their estimated circulations, are given as follows: The Autocar, 
71,000; The Motor, 67,000; The Auto, 37,000; Commercial Motor, 
24,000; Motor Commerce, 15,000; Motor Trader, 11,000; Motor 
Transport, 10,000; Auto Engineer, 10,000; Motor Boat, 10,000 .. 

Newspapers have recently been making a drive for automobile 
advertising by means of motor pages on certain days and have had a 
definite success in regard to motor cars. Several are promoting 
composite half pages of small classified accessory ads, which are 
said to be useful, particularly from the mail-order point of view. 

It is conceivable that a manufacturer wishing to reach all of Great 
Britain would utilize for his accessories or special parts a series of 
small ads in the leading daily papers of London, Birmingham, Man
chester, Yorkshire, and Glasgow. Accessory advertising is not well 
developed in this country, however, and returns should be very care
fully studied. 
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ACCESSORIES 

The demand for accessories in Great Britain has been on the 
de<:line for the past four years, due largely to the complete eqUIp
ment included by car producers. 

Two general tendencies are noticeable; the first is that of the ac
eE'SSory manufacturers who have relaxed their attention on the retail 
trade and are workin~ up their produdion in order to be able to sell 
their products as origmal equipment to the car manufacturers. The 
secon(l tendency is that of the accessory dealers switching over fl'om 
retailing certain accessory items and selling garage equipment of the 
more teehnical type of goods. At the same time, the larger depart
ment stores have been selling certain accessory items and novelties, 
especially during the Christmas season. 

The accessories most in demand are bumpers (and it might be 
stated ht're that a fault of the American bumper has been the fact 
that locally made adaptor irons have had to be used to attach them) ; 
heat indicators of the radiator type (and there is a tendency to make 
tht'se 8 standard feature); horns (especially those with distinctive 
notes, in the high-priced class, a German make being particularly 
popular) ; radiator shutters and shields (with 8 tendency toward in
cluding, these as standard equipment) ; shock absorbers (all supplied 
from £nglish sources); speedometers (for replacement purposes) ; 
tire gauges and novelties. 

Domestic competition is very heavy, while continental participa
tion is moderate. The American share of the accessory trade is prac
tically nonexistent; in special accessories America gets a fair share 
of the business, but here again price enters in, because whenever an 
nccessory shows signs of success it is immediately copied both in 
England and on the Continent to sell at a price considerably less 
thnn thnt of the American article. . 

The most common method of distribution is through an exclusive 
distributor purchasing on his own account and selling directly to the 
local wholesalers

l 
or to the large gnrages and motor dealers where an 

outstanding who esnler does not exist. 
Small stocks are carried by the distributor to cover rush orders, 

but an effort is made to keep stocks at "minimuTll. The usual dis
counts extended by the factory to the dealer are ~5 per cent. 

GARAGE AND SERVICE-STATION EQUIPMENT 

There is a demand at present for air compressors, auto lifts, brake
testing machines, car washers, cylinder-boring machines, garage. 
tools, high-J?ressure chassis-lubricating and grease-dispensing sys
tems, polishmg machines, portable drIlls, reamers, valve grinders, 
wrenches, and wheel-alignment equipment. European competition 
is not great, due to the fact that the United States is looked upon as 
the outstandin~ developer of the best garage practice. There is a 
British imitatIOn for practically every American device, but its 
finish and design is generally inferior to such a degree that the 
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lower price for which the product is offered does not afford serious 
competition. ,It is probable, however, that these products will im
prove and be important from a competitive standpoint to American 
garage equipment. 

Most garages are operated by automobile dealers, and properly 
trained mechanics are employed. Where servicing equipment is 
used it is practically all of American origin or an American line 
which has been copied by local manufacturers. 

The best selling method is through the large wholesaler or jobber. 
Tires are generally changed by hand; only a small amount of vul
canizing is done in the face of present low prices for new tires. 

In the cities there is nothing which restricts the use of mechanical 
equipment. A number of garages in the country districts are with
out sufficient power to run servicing machinery. However, more 
power is becoming available each year. 

For the purposes of distribution, a good wh9lesaler located in 
London, with a number of salesmen on the road, will reach all of the 
island except where a very large and steady sale exists for a standard 
product; there is no advantage in dividing up the territory as the 
salesmen will be familiar with their own districts. Bulky consign
ments may be shipped to the consignees through their nearest port, 
although the order is placed' through London. The London agent 
mayor may not cover Northern Ireland and the Irish Free State. 
He often works with an Irish firm as a kind of correspondent or 
cooperates with a separate agent appointed there. Most agents will 
not undertake a line without the rights for the British Isles. 

There is certainly a promising field for American equipment in 
this country. However, English manufacturers are competing more 
and more in the trade, and if a new American design promises to be 
successful it is immediately copied in the local market by local 
producers. - . 

YUGOSLAVIA 

Replacement Parts Demand Fair, Accessories Low, and Service Appliances 
Promising-European Competition Increasing 

Commercial Attache Emil Kekich. Belgrade 

Motor-vehicle registrations as of January 1, 1931: 9,050 passenger cars, 591 
busses, 2,810 trucks, 3,219 motor cycles. 

REPLACEMENT PARTS 

The development for replacementlarts has followed the increased 
registrations of motor vehicles. 0 the total registrations of pas
senger cars, trucksl and busses on January 1, 1931, 5'7 per cent were 
shown as of AmerIcan make. Current sales, however, of American 
cars and trucks represented at least '75 per cent of the total, and the 
American participation in the parts trade is estimated at at least 50 
per cent. 

Replacement parts most in demand include pistons, piston rings; 
bearings, bolts, brake linings, chains, fan belts, spark plugs, valves, 
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Jrl'ars, pinions, and drive shafts. Demand for these and most other 
itt-ms will undoubtedly increase as the market for motor vehicles 
expands. Body building is gradually growing and this eventually 
will call for increases in imports of body hardware and upholstery 
material. 

Increasing European competition, especially from Germany, is 
noted in many lines such as brake linings, body.upholstery ma
terial, and bearings. The basic reasons for this are price and 
prompt delivery. The European competitors, therefore, are not 
only III line to get the business for European vehicles operating in 
Yugoslavia, but also some of the business for American vehicles, 
whereas all of the business that American replacement parts con
cerns recei,·e, with the exception of some spark-plug business, is for 
passenger cars, trucks, and busses from the United States. Average 
deall'rs in Yugoslavia can buy small quantities of German parts at 
minimwn wholesale prices and have them shipped parcel post, which 
is an enormous advantage. 

Leading distl'ibution centers for all materials in the motor vehicle 
tradl', including replacement parts, are Bl'lgrade, Zagreb, Osijek, 
Skoplje, and Bitolj. The two latter-naml'd Cities are both in south 
Yugoslavia, but because of lack of communications in that district 
the two centers are usually necessary. The cities are given in the 
order of their importance. 

Distribution is effected locally through the automobile dealers and 
garages, tiut in the last two or three years some concerns have started 
special parts and accessories houses, as in the United States. Al
though there are no partiCUlar distribution changes evident at pres
ent, automobile dealers and garages will eventually organize and 
maintain special parts and accessories departments. A 'peculiar 
feature of the market is that the American manufacturer III many 
cases sells direct to dealers in Yugoslavia and in Vienna, Austria. 
Some of these dealers are parts and accessories jobbers, and some 
are car dealers, who travel the country. European manufacturers 
resort to this same method, but many of them also send representa
tives direct from the factories to canvass the trade. 

European manufacturers generally ship on open credit and have 
been giving as high as 180 days, while American manufacturers are 
apparently beginning to grant 60 to 90 day terms. 

The most effective advertising media in the trade are the news
papers. There are also a few technical automotive trade journals 
ill which periodic advertising should be carried. 

Most cars are chauffeur driven, and for this reason chauffeurs 
have a good deal to say in connectIOn with owner preferences. This 
situation may be modified in time as the sale of motor vehicles 
increases; in fact, there is now apparent the beginning of a trend 
toward owners driving their own automobiles. 

ACCESSORIES 

At present (1931) the demand for accessories is rather low be
cause of the depression, but with improved conditions and with the 
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greater buying of cars and trucks it is believed that the demand will 
increase swiftly. 

There are no body hoists in the entire country, hand labor being 
used; these conditions are subject to modification as conditions 
:improve. Nonskid chains are brought in chiefly from European 
countries, and there is some domestic manufacture; the chief con
sideration, however, is price. Covers for hoods, radiators, and tires, 
as well as seat covers, are supplied chiefly by domestic producers. 
There is a fair demand for bulb· horns, but these are supphed chiefly 
by European manufacturers on a price basis. The same is true of 
lamp lenses, license plates, tire pumps, taximeters, tire gauges, and 
windshield wings, prices often being at least one-third under those 
quoted by the American suppliers. American business is shared 
with European in such items as lights, electric horns, jacks, speed
ometers, and shock absorbers. Items such as bumpers, glare elimi
nators, lubricating systems, luggage carriers and trunk racks, mir
rors, radiator shutters and shields, and windshield cleaners do not 
offer a great deal of business as yet, because of the fact that in most 
cases they come as original equipment, and the public does not buy 
beyond what is on the car. 

The American share of the accessories business in Yugoslavia is 
probably not over 30 to 40 per cent of the requirements. European 
manufacturers are tending to increase in importance because of price 
and the ability to effect prompt delivery. 

Accessories are marketed in Yugoslavia through a few·exclusive 
distributors purchasing for their own account and by dealers who 
buy direct from the manufacturers. Stocks are not as yet carried to 
any large extent by individual dealers or distributors, and often 
competitive lines are handled by the same firm. The best method 
of coverage is through a good distributing house or some automobile 
dealer having connections thr6ughout the country. Such houses 
are as yet relatively few, and while present channels of distribution 
can hardly be considered inadequate because of the comparatively 
small registrations of motor vehicles, the next several years must 
inevitably witness a greater organization in the trade and more 
intensive marketing methods. 

Usual terms of the accessories trade granted by American houses 
are cash ag!linst arrival of goods or limited credits, and by European 
sellers, open accounts or 90 days. 

GARAGE AND SERVICE-STATION EQUIPMENT 

There is a great need for elementary education in the advantages 
of modern servicing, although there are indications that the most 
progressive automobile dealers will remedy this situation as soon 
as roads are improved and the motor vehicle becomes .more in de
mand-which is generally conceded to be more or less certain in the 
next few years. There are two fairly good garages in Zagreb, but 
not in Belgrade, and less than half a dozen establishments in the 
entire country which might be called garages or service stations .. 
Trained mechanics are decidedly few. . 
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Practically every item of garage and ~r\-ice equipment is needed 
in this country, and as sOon as there is adequate education and 'pur
cllIl!;ing power these items will be purchased in larger quantities. 
Equipment from America or from other countries is ,-ery little in 
use at present, but there is a distinct field for introduction of such 
equipment when it is considered that registration of cars in the 
country ,.-ill probably increase rapidly in a relatively short while. 

There are no auto lifts or bJ'ake-testing machines, car washers, 
oil and grease f5Uns, oil-dispensing pumps, polishing machines, tow
ing and salvagmg equipment, or lubricating and gJ'ease-dispensing 
systems. There is only one complete air compressor, only a few cranes, 
a limited number of valve grinders, and two or three wheel-align
ment sets. The few portable drills in use are American, as are the 
limited number of paint-spraying sets. Only one proper battery
charging outfit is established, the present practice being to secure 
little sets which are plugged into the lightin~ circuit to charge one 
or a few batteries. Garage tools used are ot inferior quality sup
plied by European sellers. European markets also supply a limited 
number of wrenches, reamers, and jacks. Gasoline pumps are op
erated by oil companies, and a few tire-repairing machines are in 
use. No equipment is made locallv, nor is there any probability of 
domestic manufacture in the near luture. 

The principal reason restricting the use of mechanical equipment 
is the combination of lack of mechanical knowledge, cheap hand 
labor, and the absence of good roads. Low purchasinO' power is also 
a characteristic tending to make dewlopment difficuYt, 76 per cent 
of the population consisting of peasant farmers. Electric current on 
on economical basis is available in the larger centers, but not in the 
£.moller. Projects are being prepared to electrify many sections of 
the country. 

Change of tires throughout the country is done chiefly by hand, 
and there are very few up-to-dll:te t~re repair shops. Probably about 
50 per cent of the garages mallltallled are operated by automobile 
dealers. 

It is thought that the best method of introducing prodUcts into 
this market is through a manufacturer's agent, if pOSSIble, who would 
travel the country; or through some of the larger automobile dealers 
purchasing for their own account or on a commission basis, who 
are in a position to cover the country. As the market is not organ
ized, firms desiring to introduce their goods must take particular care 
to endeavor to secure the best possible connections, and it would then 
be necessa~ to supply careful education and preparation for the 
demand whIch will undoubtedly come. 

Present distribution methods are not satisfactory from the modern 
point of view, but the shift must be gradual. Terms in selling to 
the market must invariably take into account the relatively low pur
chasing power aggravated by the present depression and poor prices 
for agricultural products. Buyers will not pay until arrival of goods 
where the more expensive equipment is in question, and in most 
cases credits of 60 to 90 days are necessary. 

sre77~~2--20 
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The recognition of the need for better service and garage equip
ment is present in Yugoslavia, and it is only·a question of time before 
improvements are made. Yugoslavia is in the midst of a readjust
ment period as well as one of construct~on, in which communications 
are a vital factor. The country is rich in natural resources and the 
people are willing to modernize their manner of living. Rapid 
strides have been made in the past three years, and it is anticipated 
that the next three will see even greater progress. 

American motor vehicles enjoy good favor in this market, and 
articles of utility specially catering to the maintenance of these 
vehicles will find a market sooner or later. The real problem is 
representation, whether for the moment or in the future. In some 
lines it will be difficult to secure proper representation at present, 
and in most lines each problem must be solved individually, since 
there is not. sufficient basis, not enough specific facts on which to 
generalize to advantage as to how to attack various questions for 
different lines. 

American products have prestige and they are preferred, if price 
and other considerations can be combatted. Probably this factor 
of price will keep out many American lines for a time, but as the 
motor vehi~le experience of the country grows, it is certain that 
American parts and servicing equipment will be more in demand. 



NORTH AMERICA 

BRITISH HONDURAS 1 

Demand for Replacement Parts Negligible, Accessories Decreasing, and 
Service Appliancea Nil-American Products Entirely Supplied 

c..out c. a. Tana.&, 8.11&0 

Motor-vehicle re~:IBtratlonB a8 ot January I, 1931: 1li passenger cars, 62 
tru(·k •. 

REPLACEMENT PARTS 

Spark {llugs, brake linings exhaust pipes and mumers, fan belts, 
and certam Learings are stocked and sold in about the order given. 
('1utch facings are also occasionally stocked. Other items of re
pJaeement parts are only rarely required and are then ordered from 
the United States, generally from the representative in New 
Orleans for the particular car or truck. The small stocks of replace
ment earts are principally in Belize, with a few items in Corozal 
anti EI Cayo, about 90 miles distant. 

American participation in the replacement parts in this colony is 
estimated at 98 per cent. A few Canadian-made parts are imported 
for the American ears assembled in Canada. Real foreign compe
tition is, however, prevented by the distance of this colony from the 
United Kingdom and by laek of regular ocean transport facilities. 

There are no British Honduras dealers specializing in re{llacement 
parts. The Belize agents for the two American motor vehIcles most 
reasonably priced carry a small range of replacement parts usually 
needed for these cars. Otherwise parts are specially ordered from 
the United States. 

I Tbl • ...,port W88 prepBI'l'd by the late O. R. TB~Brt, American coDsul at Belize, prior 
to tlle hurrlcaDe which deetroyed lbe dty and caused his dealb In September, 1931. 
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SUMMARY OF THE MARKET FOR AMERICAN REPLACEMENT PARTS, ACCESSORIES, AND SERVICE ApPLIANCES IN NOR'rH AMERICA 

Country 

United States exports in 1930 

Replace
ment 
parts 

Acces
sories 

Service 
appli
ances 

Replacement 
parts 

Present demand 

Accessories Service 
appliances 

United States participation 

Replacement 
parts ACC88S0ries Service 

appliances 

Leads_ Barbados______________________________________ $27,420 $1,061 I $3,518 Growing ______ Limited_______ Limited_______ Leads_________ Leads ________ _ 
British Honduras______________________________ 7,063 387 1,454 SmaIl _________ Down _________ NiL __________ 98 per cent ____ 

1 

98 per cent __ __ 100 per cent. 

Other British West Indies: 
Bahamas __________________________________ } {SmaIL ________ SmaIL________ SmaIL ________ 95 per cent____ 95 per cent __ __ 
St. Lucia__________________________________ 53,764 2,499 12, 751 :esttcted---- -L--dO-d------1 None _________ Leads _________ Leads ________ _ 

ii;~ •• : •••••• ~ ••• ~ ••• : ··"8'1' ~Em!.B~· •• ~~F:.:::IT_Ji::,~Jffii ••• ~t· .~~; .••• 
Indefinite. 
100 per cent. 
Leads. 

Costa Rica ___________________________________ _ 
Cuba _________________________________________ _ 
Dominican Republic _________________________ _ 
Guadeloupe __________________________________ _ 
GuatemaIa ___________________________________ _ 

HaitL ________________________________________ _ 
Honduras ____________________________________ _ 
Jamaica ______________________________________ _ 
Martinique ___________________________________ _ 

Mexico~ _________________________ __ . __________ _ 
Netherland West Indies_ --r-------------------Newloundland _______________________________ _ 
PaDama ______________________________________ _ 

Porto Rico ___________________________________ _ 
Salvador _____________________________________ _ 
Trinidad and Tobago _________________________ _ 
Virgin lslands ________________________________ _ 

40,855 
639,320 
55,495 
90,767 
91,089 

55,725 
36,769 

150,659 
<I) 

1,159,631 
89,224 
40,069 

133,250 

258,008 
42, 717 
91,170 
6,587 

3,466 
40,306 
5,291 
1,266 

13,281 

6,634 
9,696 

10,128 
<I) 

134,681 
8,577 
9,148 

15,719 

28,614 
11,368 

2, 517 
589 

90 per cent. 
25 per cent. 
Leads. 
80 per cent. 

4.140 Down _________ Down _________ Inactive ____________ do ________ Heavy ________ Heavy. 
103,256 Fair ________________ do__ ______ Limited _______ 1 95 per cent____ 100 per cent___ Do. 

9,715 Good _________ Restricted ____ Down _________ 98 per cent ____ 98 per cent ____ 98 per cent. 
3,245 Limited _______ Limited _______ Limited _______ SmaIL ________ SmalL. _______ Small. 

12,806 Good _________ Down _________ Growing ______ lOOpercent ___ g6percent ____ Leads. 

9,441 _____ do ________ Restricted _____ Restricted ____ 1 Heavy ________ Heavy ________ Heavy. 
4,916 Fair ___________ SmaIL ________ Limited _______ 100 per cent .. _ 100 per cent ___ 100 per cent 

33,857 Growing ______ GOOd _________ 

1 

Growing ______ 95 per cent ____ 85 per cent____ Do. 
<I) Fair ___________ Limited _______ Limited _______ 25 per cent ____ 50 per cent ____ 25 per cent. 

205,093 Growing__ ____ Down________ _ Down________ _ 100 per cent__ _ 98 per cent__ __ 100 per cent. 
15,898 Slow __________ Small _________ Restricted _________ do _________ Leads _________ Leads. 
11,355 Growing ___________ do ________ I _____ do ________ Leads ______________ do ________ 75 percent. 
46,691 _____ do ________ Down _________ . Limited _______ 95 per cent ____ 99 per cent ____ 100 per cent. 

Do. 
Leads. 

Do. 
100 per cen t. 

97,128 . FaiL ______________ do ________ NiL ________ __ 
5,473 Limited _______ Limited _______ Limited ______ _ 

19,095 Growing ______ Growing ______ Growing ____ __ 
1,265 Down _________ Limited _______ NIL ________ __ 

100 per cent ___ 100 per cent __ _ 
Leads_________ Leads ________ _ 
90 per cent ____ 195 per cent __ __ 
100 per cent___ 100 per cent __ _ 



-------------,------_._ ... __ .-------

Country 1--R-.-Jlw-",-m-.-n-t-parlB--"'I--'A-"'-_---. :: - --8erv1co applian,_ R.I'~nl pula A_"," I fIorvl~ 

=~m~~oDdun;a::::::::::::::::::::::::::: ~l'.!':i.::::::::::::::::I.~~3';:::::::::::::::·II.~~o:::::::::::::::: ~:oehl~::;::-.. ::~;~ ;;;I«h~·~·~·~~·~:~I~~~~-. I .- . None .. ___ ..... _______ l'\one. 

Othit~Et::~~~;;:~~~:::::::::::::::::::: .~~3.;:::::::::::::::: :::::~~:::::::::::::::: :::::~~:::::::::::::::: .~~~~~·:::::::::::::::~~~~~~::::::::::::::::I ~~~~t. 
Antigua ••••••....•..................•.•...... do ..................... do ..................... do ..................... do ..................... do ............... < 8lilht. 
Neva .................................. ' .•..• do. .•... ..... .... . ... do.. .... . .•.. do ........................................................... . 

Canada ••••••••••••••....•...•...•.....•.... Heavy ................ Heavy ............... Heavy ................ NU ............... . NiL .................. Nil. 

Co.~ta Rlca •.•• __________ ..•.•. _ .•.• _ •....• _ None .• _. ___ .•.•.. __ .. None. ____ ._ ... ~ ____ . Non'L __ ........ Sone .... ___ .. ___ . None. ___ .____ None. 
Cuba ..... ' ................................. SlIght ................. SmalL...... .. ........ do.. ........ l.tmlled........... SlIaht..... IJo. 
8~::'J~~~ltl~~~~.~I!~:::::::::::::::::::::::: .~~~3.;:::::::::::::::: .~~~3o:::::· ......... do.......... NIL.............. NiL...... ~I~'"r. 
Guatemal ........................................ do ..................... do..... :::::i:::j~::::::: ~Iu~n~.:.. ~f:;hL::. ~Iilht. 
Raltt ____________ ~ •. _. _____ ...•• ____ • ____ .• _______ do. __________ •.•.. ___ .. do .... -•.. -.. _ ._.1_ do. - - .----. Nona. -. None. -__ None. 

J!~~i~~::::::::::::::::::::::::::::::::::: ~::::~~:::::::::::::::: :~:::~~:: :.. ····1· ::I~:::: ~,I~~tl-riai. ~I;~~.tini:. ~~: 
MarUolque ...................................... do ..................... do... . ::1: do.. 1I .. ,y.. ..... 1 8Ironl .. · Stroog. 

M.xlco ...................................... Sllght.. ............... RlIght..... . .... Slight... None ................. , Non ................... Non •. 

~::!'fu"~':.':J1~":'.t.~.~i~::::::::::::::: ::::::!.~~3o:· __ :::: :::::: :::: . ~~~~o:::.::·· ::::.::: : ~~~dd·L: :::::::::.: . ~;::~t~.:.:.::::: ::: :::: ::'1 ~oUi':..~.~::::::::: :::::::: :~n~;" 
Panama .................................... .1 ••••• do ................ Blight..... .... • 

Porto Rico ________ • _______ ---.-- ____________ I ___ .. do __ -.-._ .. -.-- --- None. ___ . __ -- .----. -. ____ .do ____ ----- .-- .. -- None. _ -.- .. -. -- .--- __ I None_ - -- -_ ... -.' . __ . -I Do. 
Salvador i do ..... do ..................... do .................... do ..................... do................ Do. 

~~:~~~:~·t~~~~~:::::::::::::::::::::::II:::::~~:::::::::::::::: ~:~~t ____ ::::::::::::::: :::::~~:::::::::::::::: ~~~~I .. :::::::::::::::: ~~~~~~:::::::::::::: ~:~~~. 
----------~--------------~----------------~--------------~---------. __ --_'----_--

I Included with Guad.loup •. 
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There are no service garages for automobile repairs. Conse
quently replacements are made only when the part actually fails . 

. Instead of awaiting a new part from the United States the present 
part is frequently patched by the driver. 

A proper garage and service station would al?parently not pay, 
owing to the limited number of cars in the entIre colony. Sixty
nine per cent of the passenger cars and 53 per cent of the trucks 
are in Belize, the largest town and capital, having a population of 
13,000. The other six towns of the colony are distant from Belize 
from 40 to 100 miles, and there are no connecting motor roads. 
Outside the towns, motor traffic is limited to a few stretches of dirt 
roads rarely exceeding 15 miles and usually passable only during 
the dry season. 

The town roads are fairly good, but are narrow and cars rarely 
are driven more than 30 miles an hour. Wear and tear are, there
fore, much lower than in the United States, resulting in fewer re
placements. The majority of the laborers are unskilled, and their 
individual purchasing power is very low. 

The replacement market in this colony is, therefore, practically 
negligible and will doubtless continue so until there is a marked 
road improvement. This can not take place until there is money 
for the purpose and the prospects for this are not now in sight. 

The manufacturing procedure protective of parts in tropical sea
ports would be helpful in British Honduras, such as chromium 
plating and other antirust measures. The roads are principally com
posed of reef rock which, with the air, is iull of salt. The road mud 
is very destructive to exhaust pipes, mufflers, and fenders. Replace
ments of fenders, running boards, and even hoods are sometimes 
Illade when rusted through, by gah·anized iron articles, handmade 
by local tinsmiths. These local replacements are rough and they 
spoil the appearance of the cars: but they are durable. 

ACCESSORIES 

Most accessory items are regarded in this colony as luxuries, and 
even the negligible demand is decreasing because of the present 
depression. 

The only accessory items which are stocked in Belize include 
bumpers, tire covers, hand jacks, light bulbs, mirrors, tire pumps, 
tire gauges, and a few novelties. Those not required here are non
skid chains, radiator hoods, glare eliminators, luggage carriers, 
radiator shutters and shields,· taximeters, and car heaters. License 
plates are either hand painted or are aluminum letters mounted on 
wood. 

There is very little foreign competition with American accessories. 
It is estimated that 98 per cent of the few accessories imported come 
from the United States. No increased demand is expected in this 
colony until there is a decided economic change for the better. 

GARAGE AND SERVICE-STATION EQUIPMENT 

There is not one service-equipped garage in the colony, but re
cently two American gasoline curb pumps have been installed in 
Belize, one by the Mexican Oil Co., and the other by a taxi repair 
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place. The oil company also installed an automatic air pump for 
the free use of its customers, the pump being of American 
manufacture. 

The British Honduras Government recently passed an ordinance 
based on American and British practice, controlling the installation 
of gasoline stores, pumps. and tanks within the town area. Belize 
is a wooden town and the local labor is careless with gasoline, several 
tires ha\'ing been caused by handling gasoline alongside an open 
flame lamp or candle. 

The water table is only a few inches below the surface of Belize, 
Rnd pump tanks must be encased in concrete. Battery charging is 
done by the Government-owned electric light board. 

One cor ag('nt in Belize occasionally undertakes spray painting 
of cars, but he says that the few orders do not pay for the outlay. 

There are in the colony no properly trained mechanics. The 
average colored driver is. through necessity, somewhat handy in 
making minor repairs; tires, for instance, bemg changed by manual 
labor with an ordinary jack. A properly equipped garage would 
probably not be generally patronized because of its probable higher 
charg('s. 

There is practically no manufacturing in British Honduras of any 
kind. Mechanical equipml'nt is restricted by the small demand, by 
the lack of trained mechanics, by the high cost of electric power, and 
by the lack of capital in general. 

There is followed here a standard policy of requiring cash with 
orders. No credit accounts are kept, although agents are expected 
to retail on credit to their customers. Interagent purchases are made 
only in emergency and then only by mutual agreement. 

Bplize is the distribution center for the whole Colony. For the 
EllIall imports the present distribution methods are satisfactory, 
namely, buying equipment as needed throu~h agents resident in the 
rnited States or direct from the Aml'rican factorv. 

It will be seen that the market in British Honduras for all auto
motive equipml'nt is restricted by the limited demand in a colony 
without roads and with little money. 

BRITISH WEST INDIES 

Conlal William W. Dnn.wick. Barb.dol, Conlal Graham H. Kemper. Hamilton, Berm.Dda~ 
Vies Conlal GHlrae Ji". Ken,., Kin ... ton, l ..... ie.: Viee Conlal Alfredo L. Dem.ereat, 
Trinidad: and Vie. Coni. F. Ridp.,. LinenW'eaft'. Nal .. a, Bahamas 

A!\.IGUA 

Motor·vehlcle registration as of Janunry 1. 1931: 233 pR~senger CRI'S. 3 bussI·s. 
M trucks, Rod 28 motor cYcles. 

REPLACEMENT PARTS 

American participation in the present registration of motor ve
hicles is 79 per cent of the passenger cars and 100 per cent of the 
busses, trucks, and motor cycles. .. 

There is not a large market for replacement parts m Antigua. The 
chief articles handled are bolts, brake linings, fan belts, spark plugs, 
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springs, piston rings and pins, with other parts handled to a small 
extent. 

There is a movement in Antigua to press the sale of British cars on 
the ground that greater mileage can be obtained from gasoline con
sumed. Consequently, if many British cars are sold, the demand for 
British parts will increase in direct proportion. . 

The manufacturers of American and English cars are represented 
by dealers who are also operators of garages, and these dealers re
ceive all parts direct from the manufacturers. 

St. Johns is the capital of Antigua and the seat of the government 
for the Leeward Islands. It is the distributing center for all auto
motive products. Credit terms are generally one month's time, drafts 
payable, if American, in American currency, and 2 per cent discount 
for sight drafts. No adnrtising methods exist beyond newspaper 
announcements or individual sales propaganda. 

ACCESSORIES 

The rractice of purchasing replacement parts from the manufac
turer 0 the cars to be repaired, which is followed in Antigua, is also 
adhered to with the sale of accessories. The accessories. generally 
handled are of a limited nature and consist of bumpers, bulb .and 
electric horns, hand jacks, tire gauges, and miscellaneous items. 

The Antigua agent or dealer for a given car carries a small line 
of accessories. Credit terms are generally one month's time or 2 per 
cent discount for sight draft. 

The continued sale of automotiye accessories will depend upon the 
prices at which they are offered. . 

GARAGE AND SERVICE-STATION EQUIPMENT 

Antigua is provided with fair· automobile service facilities for cars 
represented by dealers. Two of the low-priced American cars are 
handled by two garages who have good mechanics capable of effect
ing all repairs. The other ~arages give satisfa.ctory service. 

Equipment mostly used mcludes air compressors, battery charg
ers, lubricating apparatus and general garage tools. American equip
ment is used in all garages, but owing to the small number of vehi
cles used, the present equipment seems to meet the requirement.s of 
the colony. Foreign competition exists chiefly in minor garage tools, 
drills, and wrenches. No equipment is manufactured locally. The 
use of mechanical apparatus is restricted owing to the cheapness of 
labor and the limited capital of dealers. Tires are changed entirely 
with hand tools. All repairing of tires is done in garages, which 
are operated by automobile dealers. 

In the absence of American traveling representatives, the best 
method is that of solicitation by mail to local dealers. Owing to the 
small turnover, articles can be handled only through automobile 
dealers. Present methods of distribution are suitable to local con
ditions. There is no present demand for increased service or garage 
equipment. It is doubtful if any improvement will soon occur owing 
to the severe economic depression and the small capital of the dealers. 
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BAHAllAS 

Uolor-vphlcle reg18trat\oDs B8 of JaDuary I, 1931: 906 passl'Dger cars, 18 
bUllae .. :!fil trucks, aDd 10 motor cycles. 

With a total population of 60,000, 85 per cent of whom are colored, 
poor, and living in relatively primitive conditions, the potentialities 
of this mark('t are those of an Am('rican town of 4,000 to 5,000 in
haLitants. There are approximately 125 miles of motor roads on 
New Providence, on which Nassau is situated, and 100 miles on the 
out islands. Approximately 98 per cent of the motor vehicles are 
rof American manufacture, the others being British. The proximity 
of thef;e islands to the United Stat('s, quality and price of American 
products, bett('r transportation facilities, and familiarity with Amer
Ican methods are all factors favoraLle to American trade. 

The same types of parts, accessOl'ies, and garage and service-station 
equipment are found in the Bahamas as in the United States, as 
thl'Y are largely of American manufacture. Prices are American 
prices plus transportation and duty. Engine parts are admitted 
free of duty, while· all other parts, accessories, and equipment are 
dutiaLle at 121h per cent ad valorem under the first schedule of the 
Bahamas tariff act of 1919 as amended. Similar goods, the manu~ 
facture or produce of the British Empire, enjoy a reduction of 25 
per cent under the imperial preference act and the Canada 'West 
Indies trade agreement act. 

There are no manufacturers of replacement parts, accessories, or 
garage and service-station equipment in the Bahamas. Nassau, the 
only city of importance as a distributing center for the out islands, 
has five garages and two service stations of important size. All of 
these carry accessories; however, the dealers do not carry large 
lltocks of parts or equipment, but order them as needed, usually from 
.Miami, Fla. None of them is in a position to stock a line of prod
ucts. Credit terms are usually' cash with order, although small 
amounts are sometimes purchased on a 30 to 60 day basis. 

The colony is feeling the effects of the world-wide economic de
pression. The tourist trade, which is an important economic factor, 
has shown a marked decrease during recent years, the winler season 
of 1930-31 having been especially poor. The surplus assets of the 
colony have been practically exhausted for public improvements, and. 
the Government is now operating on an extremely conservative 
basis, resulting in widespread unemployment and a slowing down 
of business generally. . 

Aside from the liquor trad(', sisal growing, sponging, and the pro
uuction of tomatoes for the New York winter market are the prmci
pal industries of the colony. All of these were seriously affected by 
the severe hurricanes that have passed over the islands in recent 
years, destroying crops and causing much property damage. 

The peculiar character of the colony as a winter resort, active 
only three months of the year, and the large percentage and extreme 
poverty of the colored population, make it unlikely that there will be 
any noticeable increase in the demand for automotive equipment in 
the near future. 
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BARBADOS 

l\Iotor-yehicle'registration as of January 1, 1931: 1,355 passenger cars, 135 
busses, 195 trucks, and 116 motor cycles. 

The growth of the Barbados market for replacement parts, acces
sories, and service-station equipment has been in more or less direct 
ratio to the steady increase in the number of automotive vehicles in 
use on. the island. American participation accounts for 88 per cent, 
100 per cent, 95 per cent, and 30 per cent, respectively, of the pas
senger cars, busses, trucks, and motor cycles registered on January 
1, 1931, as stated' above. 

REPLACEMENT PARTS 

American participation in the Barbados market for replacement 
parts is in direct proportion to the number of American cars in use_ 
Bolts, brake linings, fan belts, spark plugs, springs, valves, radiator 
caps, piston rings, and pins form the chief articles for which there 

. is a small demand, although other parts are handled to some extent. 
There is a movement at the present time to press the sale of 

British-made cars, and should the sale of these increase at the ex
pense of the American product, the market and demand for British
made replacement parts would increase. 

The principal American and foreign cars are represented in Bar
bados by dealers, who in nearly all cases are also operators of garages. 
Replacement parts are usually ordered direct from the manufac
turer of the cars upon which they are to be used. 

Credit terms are reported to be generally one month's time, drafts 
payable, if American, in American currency, with 2 per cent dis-
count for cash. , 
• Bridgetown is the capital an!l only port or city of Barbados and 
is the distributing center for all 'automobiles, parts, etc. 

No advertising methods exist in Barbados aside from newspaper 
announcements, billboards, and individual sales propaganda. 

The only special local requirements in regard to motor vehicles 
and parts appears to be in connection with the drive, inasmuch as 
all vehicles must keep to the left in Barbados. 

ACCESSORIES 

The accessories generally handled are of a rather limited nature 
and consist largely of bumpers, bulb and electric horns, hand jacks, 
tire gauges, and miscellaneous items. 

The practice of purchasing replacement parts from the manufac
turers of the cars upon which they are to be used, is followed to a 
large extent with general accessories. The Barbados agent or dealer 
for a given car carries, as a rule, a line of accessories adopted and 
suitable to use upon the cars he handles. 

Credit terms are chiefly one month, or 2 per cent discount for 
cash. American accessories are on the whole very popular and are 
expected to continue so. . 

GARAGE AND SERVICE-STATION EQUIPMENT 

Barbados is provided with faIrly adequate service facilities at 
least in connection with cars which are represented by dealers on 
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tile h;land. The two largeo;t g8l"ages which handle two well-known 
low-priced Amel'ican can; are provided with well-trained mechanics. 
Utl,ler l!'al'8l!'~s perform, however, work which seems as a whole to be 
~atlsfllctory 111 11I1 nature. at least if it is not too technical. Anwricun 
equipment ill larg-l"Iy employed in all g-ara"es, but owinG' to the limite 1 
lIumlx>r of automobiles, few accillents, ;nd small 1·:Souree~ of the 
island slIch equipment is of a far more limited nature than ,vould 
occur in larger centers. Xo equipment is manufactured locally, and 
fnreil!'n competition exists chiefly in minor garage tools, drills, and 
wrl'llches. 

The ('(Iuipment most in demand at present appears to be air COlll

PI'eS"OI'S, battery chargel's, lubricating apparatus, and general garage 
tools. 

The lise of mechanical equipment is restricted largely because of 
the limited number of automobiles in use, the financial conditions of 
owners and dealers, and general hard times which exist in the island. 

The present methods of tire changing are entirely with hand 
tools. Tire repairinl!' is performed in neal'ly all garages, which are 
operated by automobile dealers. 

In the absence of American traveling representatives, the best sell
inA' method is that of solicitation by mail to the existing automobile 
dealers and garage owners. Aside from these there would be little 
or no means of selling, unless certain articles could be handled 
throuA'h commission merchants located on the island. Present dis
tf'ibution methods follow this line and seem to be suitable and satis
factory to local conditions. There does not seem to be any immediate 
demand for better or more modern service or garage equipment, and 
it is doubtful whether any marked improvements will occur until the 
be\'ere t'Conomic depression has somewhat abated. 

BERMUDA 

!,Iotor-vl'bkle registrations as of January 1, 1931: 1 pussenger car and li1 
(rueb. . 

Bermuda is not a market for any sort of automotive equipment, 
since the general use of automobiles In Bermuda is prohibited by law. 
At the pl'esent time there are 56 automotive vehicles of all types in 
the islands, including trucks, tractors, ambulances, fire engines, etc. 
There is only one passen~er car, a small runabout. About 90 per 
cent of all automotive vehIcles are of American manufacture. 

OwinO' to the small number of automotive vehicles, there are no 
dealers 'handling accessories or equipment of any sort. The owners 
l)l the vehicles import their own supplies as needed. There are, of 
coul'Se. no public garages or service stations, not only because of the 
small number of automotive vehicles but because most of them are not 
permitted to use the public roads. 

GRENADA 

Total nutomotive vehicles rt'gistered in Grenada as of January 1, 1931: 
Passenger cnrs, 338; trucks, 122; busses, 50; motor cycles, 79. 

REPLACEMENT PA.RTS 

The market for replacement parts has been given a decided empha
sis during recent years by the increasing attention that has been given 
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to the proper care and maintenance of motor vehic:es. Grenada's 
topography ~as been the main factor in making it, in relation to its 
size, a good market for many types of parts. American participa
tion is high in the trade in practically all of these lines. 

Parts most in demand in Grenada are brake linings, ball and roHer 
bearings, spark plugs, fan belts, pistons, piston rings, piston pins, 
shims and shim stock, and bolts of all kinds. There is a small sale . 
of such parts as steering wheels, auto frames, body upholstery mate
rial, body hardware, clutch facings, stampings and forgings, and 
driving and timing gears. Tropical weather conditions are hard on 
automobile tops, SOl that in Grenada there is a good market for 
retopping and top-preserving materials. 

Partly because Grenada import duties give a decided preference 
to British products, a slight gain by foreign manufacturers in the 
automobile and parts trade at the expense of American products has 
been noticeable during the past few years. American parts enjoy a 
much greater popularity than the foreign lines, however, and the 
increasing competition is almost entirely attributable to the demand 
for parts for the small" baby cars" of English manufacture. 

The leading distribution centers in Grenada are the largest two 
cities, St. Georges and. Grenville. Automobile dealers themselves 
constitute the only channel of distribution. In the absence of purely 
independent garages, these dealers perform practically all service 
work. Usual terms offered in the trade are payment in New York, 
although impocrting firms with well-established credit are frequently' 
allowed terms of 30 and 60 days. . 

ACCESSORIES 

The demand for accessorjes is limited, and the American participa
tion in this trade is approximately 85 per cent. 

Accessories most in demand are bumpers, hand jacks, license plates, 
lights, hand tire pumps, tire gauges, seat covers, hand and electric 
windshield cleaners, various kinds of novelties, tire covers, both 
fabric and metal. Bulb horns are very popular, but the United 
States does not participate in this trade. The limited competition 
from foreign manufacturers is offered by England and Germany, the 
latter offering many products, such as jacks and tools of all kinds, at 
a very low price, while the former country supplies most. of the better
grade seat covers used. Seat covers of cheaper quahty are made 
locally. 

Accessories are marketed exclusively by automobile dealers or their 
associated garages which carry ample stocks of those items in de
mand. As in the case of parts, these dealers all import on their own 
account. Competitive lines are usually handled by each dealer. 

The usual terms are payment in New York, with credit of 30 days 
or longer sometimes extended to trusted companies. 

GARAGE AND SERVICE·STATION EQUIPMENT 

There is an increasing realization in Grenada of the value of ade
quate service facilities, and the cost of modern equipment is the only 
limitation to a greater sale. Practically all of the equipment in use 
is of American manufacture, the proportion probably being 90 per . 
cent. All of the foreign competition ill this field comes from England. 
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PreS('nt equipment in use consists almost entirely of inexpensive 
hand tools, such as jacks, valve grinders, air compressors, gasoline 
pump". oil pumps, a few portable drills, reamers, and welding out
fits. The garage and shop equipment most nl'eded includes all of 
the heuier and more expensive riveting machinery and electrical 
appliances of all kinds. Electrical tools which are of low original 
cost and ,10 not require a great amount of current to operate would, 
in all proLability, enjoy the best market at the present time. 

TiJ'f'1! ore changed entirely by hand, and mo!'t tire repair work is 
done in Ehops operated as part of the garages. 

The Ll'st method of selhng this equipment is undoubtedly directly 
til the gil rages, which, through their own organization or through an 
importer of automobiles, purchase on their own account. Cl'edit of 
30 days and longer is fl'equcntly extended. 
Th~re is a definite realization in Grenada of the need of more com

plete, efficient. and modern gara!!e and service-station equipment, but 
the cost in relation to the size of the market, with the fact that hand 
Inbor is cheap, retards the installation of such machinery. 

JAMAICA 

lIIotor-n'hlcle reglRtrations 8S of January 1. 1931: 5.838 passengers ears. 137 
bus .... s. 1.709 trucks. 572 motor cyeles_ 

REPLACEMENT PARTS 

The outlook for sales in replacement parts during 1931 is consid
ere,1 better than that of the preceding year. Sales of automotive 
vehicll's will decrease, but most of the cars in Jamaica will continue 
to be used l which should stimulate the purchase of parts. 

The articles most in demand include brake linings, clutch facings, 
springs, gears, electrical parts for generators and starters, fan belts, 
spark plugs, \'alves, piston rings, pistons, shim and shim stock, pin
ions, and bolts. There is a moderate demand for body upholstery 
material, dri"e shafts, and bearings, while other parts are called for 
occasionally only. 

O\"l~r 95 per cent of the replacement parts sold in Jamaica are of 
American manufacture, but foreign lines of pistons, piston rings, 
and bolts are reported to be gaining. 

The usual terms offered to the automobile dealers are cash with 
a discount of 2% per cent in most cases and also 60 days' credit. 
The dealers in Kingston, the leading distributing center, offer long 
credit of from two to six months to the garages throughout the 
island, and it is stated that they offer a 20 per cent discount for 60-
day credit to garages of good standing. 

It is suggested that A~erican .manufacturers. c~rrespond periodi
calJy with local dealers WIth the idea of ascertammg whether or not 
European parts are being offered at lower prices than similar Ameri
can items, m order to permit a reduction of prices which will enable 
American products to meet competition with foreign articles. 

In Jamaica most of the sales of replacement parts are effected 
by' automobile dealers in Kin~ton. 

The most effective advertIsing method for the sale of parts is 
use of the local newspapers. 
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ACCESSORIES 

The market for accessories is considered good by the automobile 
dealers when compared with the number of cars in use locally, due 
principally to the lack of care given the cars. 

Accessories most in demand locally are electric horns, hand and 
mechanical jacks, tire pumps, tire gauges, speedometers, electric 
windshield cleaners, and luggage carriers. Other accessory items 
have only occasional sales. License plates are kept in stock by the 
Government of Jamaica and sold to those who register new cars. 
New plates are not required on reregistering a car annually. 

It is estimated that 85 per cent of the accessories sold are of 
American origin. However, the sale of English and German acces
sories is increasing because local manufacturers' agents have taken 
on their representation and are soliciting orders from the automobile 
dealers and garages. These items include jacks, speedometers, mir
rors, cigar lighters, and novelties. 

Foreign manufacturers are offering accessories at 90 days' credit 
and at cheaper prices, although in some cases the articles are inferior 
to American items. 

Most of the accessories sold in Jamaica are imported direct by 
automobile dealers in Kingston who sell to garages in the country 
sections. However, there are two accessory dealers in Kingston who 
sell direct to owners. 

During the last two years certain manufacturers' agents have taken 
on the agencies for accessories of all kinds and are making good 
progress in sales to dealers and garages, especially of foreign acces
sories. 

The best method of marketing a new accessory in Jamaica would 
be through the medium of a manufacturers' agent who would call 
periodically on the automobile dealers, accessory dealers, and ga
rages. Otherwise, the American exporter would have to be soliciting 

, orders constantly by mail and catalogue. 
Competitive lines are handled by the same companies; the present 

distribution channels cover the market adequately. 
The usual termS' of credit offered to the importers locally are cash 

with a discount of 2112 per cent and 60 days' credit. 
Accessories are stocked by car dealers, agencies, garages, serVIce 

stations, and accessory dealers. 

GARAGE AND SERVICE-STATION EQUIPMENT 

During the last two or three years considerable progress has been 
made in providing adequate automobile servicing facilities. The 
equipment most in demand locally consists of hydraulic and mechan
ical jacks, battery chargers, gasoline pumps, high-pressure chassis 
lubricating and grease-dispensing systems, oil and grease guns, paint
sp~aying equipment, portable drills and reamers, tire-repairing ma
chmes, and small tools such as wrenches and scrapers. 

The garage equipment most needed at the present time consists 
of headlight testers, brake-testing machines, lifting cranes and other 
labor-saving devices. ' 
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Properly trained mechanics are employed by all the automobile 
dealers and practically all garages. Many of the mechanics have 

, received their training in the United States, and in the automobile 
agencies they perform their duties under the supervision of expert 
mechanics. 

All the garage and service-station equipment is of American man
ufacture: There is no local production, and while there is no foreign 
equipment in use at the present time, it is understood that one firm 
will shortly be using English equipment in accordance with its 
policy of furthering the sale of Empiro goods. 

In Kingston the garages are operated by automobile dealers, while 
in the country sections they are privately owned. The high cost 
of the larger equipment restricts its use by the small garages through
out the country, and also because of the careless manner in which 
such expensive apparatus is handled in these garages by their 
workmen. 

Electric current is available to garages on an economical basis in 
Kingston, Montego Bay, and Port Antonio, but not in the smaller 
towns of the islands where there are no electric companies. 

Hand tools predominate in the changing of tires by the garages 
throughout the island. In Kingston some of the dealers use mechan
ical tools. Tire repairing is done by both automobile dealers llnd 
garages. 

At the present time garage and service-station equipment is or
dered by the automobile dealers from the manufacturers in the 
United States as the articles are required. They are then sold to the 
garages and service stations. 

It is believed that it would be advantageous for an A.merican firm 
to introduce its equipment in Jamaica through a manufacturers' 
agent who would call on the automobile dealers, garages, and service 
stations. 

The best terms for selling garage and service-station equipment to 
automobile dealers would be at 60 days' credit or cash with a dis
count. In selling to the garages and service stations, it would be 
safer to sell at cash as many of them are not good credit risks. The 
automobile dealers in Kingston are compelled to wait in many Cases 
as long as 8 or 9 months for cash after having granted credit of only 
90 days. . 

The logical distribution center is Kingston, through the automobile 
dealers. 

Local dealers realize the need for better and more modern service 
and garage equipment and they have been continually improving it 
the last two or threelears. However, it is not believed that much 
progress in the sale 0 such equipment will be made during the year 
1931 in view of the unfavorable economic outlook. 

NEVIS 

Motor·vehicle registration includes 12 passenger cars and 2 trucks. 

There is practically no market for the sale of replacement parts, 
accessories, and service-station equipment in Nevis, as the limited 
needs of the island are all supplied from St. Kitts (St. Christopher). 
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Nevis .Island has 12,000 inhabitants and the principal town'is 
Charlestown ,with a population of 1,500. Nevis has only one road' 
along the sea coast. ' 

There are two small shops which do repairs and carry a few 
spare parts and accessories. There is no electrical-power station in 
Nevis, and all tires are changed by hand tools. , .. 

ST. LUCIA 

Motor-vehicle registration as of January 1, 1931: 102 pa'ssenger car'!, 2 
busses, 36 trucks, and 19 motor cycles. 

REPLACEMENT PARTS 

American participation of the above registration amounts to 84 
per cent, 100 per cent, 97 per cent, and 36 per cent, respectively, of 
the to.tal. 

Dealers carry only a small stock of parts, such as bolts, brake lin
ings, fan belts, spark plugs, valves, radiator caps, piston rings, and 
pins. Parts not in stock are obtained from dealers in Barbados. All 
dealers purchase parts direct from the manufacturers of the cars for 
Which th'.ly are agents. 

Credit terms are generally one month's time, drafts payable; if 
American, in American currency, and 2 per cent discount for cash. 

Castr"ies is the only port or city in St. Lucia and is the distributing 
center. No advertismg methods exist aside from an occasional news
paper announcement or individual sales propaganda. It does not 
appear that. the market for parts can be increased in the near future. 

ACCESSORIES .. 
Accessories handled are limited, consisting of bumpers, bulb and 

electric horns, hand jacks, and tire gauges. 
All accessories are purchased from the manufacturer of the cars 

for which they are used. In St. Lucia the dealer or agent for a given 
car carries a small line of accessories, and if they are not in stock 
will order for his customer. . 

GARAGE AND SERVICE-STATION EQUIPMENT 

There are five garages which have adequate service facilities. 
Two of the largest, which handle two low-pric~d American cars, 
have good mechanics capable of making all repairs. 

American equipment is employed in all garages, but is limited, 
owing to the comparatively small.number of cars and the few de

'mands for service work. No equipment is manufactured locally, nor 
is there any foreign competition. • 

The present equipment includes air compressors, battery chargers, 
lubricating apparatus, and general garage tools. No demand exists 
for this equipment at the present time. . 

The.use of mechanical equipment is restricted, owing to the small 
number of automobiles in use and the cheapness of manual labor. 
Tire changing is performed entirely by hand tools, and tire repairing 
is done in all garages, which are ope:uated by automobile dealers. 
• The market is very small, and the present method appears to cover 
the requirements of the Colony. No demand exists for better or 
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modem service or garage equipment, and little hope can be held out 
for the future, since the capital of dealers is small and the colony 
is also suffering from severe economic depression. 

TRINIDAD AND TOBAGO 

Motor-vehicle rt'gtstratlons a8 of January 1. 1931: 4,500. passenger cars, 
aro bUIl8e8, 1,600 trucks, and 700 motor cycles. 

REPLACEMENT PARTS 

The automobile-retail business, together with its associated lines, 
has during the past decade, enjoyed a steady growth until at the 
present time it occupies an important position in Trinidad's import 
trade. UE'gi"tration figures show that there are in operation in Trini
dad and Tobago appl'oximately 6,500 motor vehicles, including pas
senger cars, busses, and trucks, of which 90 to 95 per cent are of 
American origin. 

Owing to various factors, the growth of the market for replace
ment parts has been more rapid than the increase in the automobile 
registrations. Where previously but slight care was taken of motor 
cars, now comprehenSive and mstructional advertising, the intro
duction of more efficient and time-saving methods, and a higher and 
more uniform standard of workmanship, have combined to greatly 
foster the growth of the market for parts. 

The difficulty in finding a market for new merchandise during 
the flevere economic depression has resulted in more concentrated 
efforts by interested business men to maintain and possibly extend 
the market for replacement parts, which, no doubt, largely explains 
why this market remains relatively good. 

Parts essential to the proper operation of motors are most in 
demand. These include especially ball and roller bearings, brake 
linings, spark plugs, fan belts, pistons, piston rings and pins, shhns 
and shim stock, bolts of all kinds, bu:;hings, springs, valves, radiator 
caps, drive shafts, generators, rinls, and rim parts. There is prac
tically no requirement for clutch facings, driving or timing chains, 
stampings, forgings, gears, body hardware, pinions, steering wheels, 
or automobile frames. 

American products completely dominate the market m replace
ment parts, accounting for approximately 90 per cent of the trade. 
There have been no indications which would tend to show that 
American participation would be weakened in the future. . 

Owing to the tropical weather conditions, the average life of 
an automobile top is shorter than in most territories, so that mate
riels for new tops have an unusually good market. - The probability 
is that the use of materials for this purpose will increase, as a 
number of automobile garages are concentrating their efforts on 
such lines as engine repair work and top and upholstery repairs, 
in order to expand this branch of their business in the face of the 
depressed condition of other branches. 

The leading distribution centers in the Trinidad area are the two 
largest cities of the island, Port of Spain and San Fernando. The 
leading channels of distribution' are the automobile dealers who main
tain, in conjunction with their motor-car agencies, the most complete 

80277-32--21 
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garages and service stations. Of late there has been noticeable a 
tendency toward independent garages dealing exclusively in repair 
and replacement work, but so far it has not been regarded as 
important. 

Terms offered to dealers and distributors of both American and 
foreign lines are payment on acceptance, although 30 days and even 
longer credit terms are frequently offered, depending on the credit 
standing of the dealer concerned. 

The most effective advertising methods are short but intensive 
campaigns conducted through the two daily newspapers, whose ad
vertising rates are very reasonable. 

ACCESSORIES 

The demand in Trinidad for accessories is steady and annually 
shows a slight increase over the previous year: The fact that most 
of the automobiles sold are delivered equipped with many accesso· 
ries, however, must be taken into consideration as affecting the inde
pendent sale of such accessories aside .from new-car deliveries. 

Because of the hot climate, seat covers of cloth and imitation 
leather are widely used, most of the former being manufactured 
locally, while the latter are imported from England. Other accesso
ries most in demand are bumpers, hand tire pumps, tire gauges, 
and novelties. There is also a considerabl'e demand for hand and 
mechanical jacks, lights, luggage carriers, trunk racks, and wind
shield cleaners. There are no sales of theft-proof locks, heaters, 
chains, glare eliminators~ and hood and radiator covers. 

The American share in the local accessories market amounts to 
from 90 to 95 per cent. Foreign competition is stronger than in the 
replacement-parts trade. For such items as bulb horns and cloth 
seat covers the market is e~clusively European and domestic, 
respectively. 

Products manufactured in Engl'and and Germany, owing to their 
cheaper prices, have been growing in competition, especially as re
gards jacks, hand pumps, and novelties. British-made goods, of 
course, are imported under a preferential tariff, and many German 
products are marketed at a price below that of corresponding Ameri
can lines. 

Accessories are marketed almost exclusively by automobile dealers, 
all of whom carry large stocks. Although there are one or two shops 
dealing exclusively in accessories, these are of no commercial im
portance. The 1?resent method of marketing accessories wouM ap
pear to be suffiCIent for the local market. All dealers carry com
petitive lines of accessories. 

The usual terms in this trade are payment on acceptance, although 
credit of 30 days or longer is often extended to customers having 
satisfactory ratings. . 

GARAGE AND SERVICE·STATION EQUIPMENT 

Local garages have recently installed more modern equipment and 
are rendering a much higher standard of motor service than has 
previously existed. While the present methods are not of the highest 
standards, they are nevertheless a distinct improvement, and con-
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tinueJ advancement in equipment and standards of workmanship is 
evident. 

The garage and shop equipment most needed are the heavy and 
more expensive servicing machinery and electrical apparatus of all 
kinds. The articles most in demand at the present time are, perhaps, 
electrical tools. This is due mainly to the fact that until recently 
electric current has not been available for power-driven machinery 
on an economical basis, but a reduction in the rate has been made so 
that if considerable quantities of electric current are used by garages 
it can be utilized on an economical basis. 

Most garages are operated by automobile dealers! although lately 
a few small independent garages have been estabhshed. Properly 
trained mechanics are available at all farages and service stations. 

Practically all equipment in use is 0 American manufacture, with 
foreil!D competition slight, and 110 domestic production. 

The cost of mechanical equipment is the princi1>al reason which 
restricts its use. Owing to labor being cheap, busmess men do not. 
find it economical to invest money in expensive machinery if hand 
labor can perform the same duties. 

At the present time, the methods of changing tires are about, 
equally diviued between mechanical and hand tools, with the hand
tool method still predominating. However, the use of mechanical. 
tools is increasing. Most tire repairing is done in repair shops. 

The opinions of the two largest dealers iri. automobiles and acces
sories and the operators of garages and service stations differ as 
regards the most desirable method of purchasing American equip
ment. One would prefer to deal exclusively with traveling factory 
representatives, while the other prefers to deal entirely by direct mail. 
However, none of the large automobile dealers who operate garages 
does business through a local manufacturer's agent~ wholesaler

i 
or 

jobber, since they all import on their own account and are themse ves 
anxious to in turn sell equipment to small independent garages. 
Present distribution appears to be satisfactory. 

Credit of 30 days and often longer is frequently extended to 
established firms of good financial standing. 

CANADA 

This Ie a Leading Market for American Products, in Which Present Demands 
Are Active for Parts, Decreasing for Accessories, and Good in Serrice 
Appliance_Domestic Producers Offer Heav)' Competition 

Motor-vehicle registrations as of January I, 1931: 1,055,861 passenger cars. 
1,631 bu!l8eB, 166,606 trucks, 9,421 motor cycles. 

In view of the unquestioned importance of the Canadian market 
for replacement parts, accessories, and garage and service-station 
equipment, this survey is divided into four geographical sections~ 
comprising, first, the Province of Quebec and the Maritime Prov
inces; second, British Columbia; third, Ontario; and fourth, the 
Prairie Provinces. The three branches of the automotive industry 
covered by this study are separately treated under each of th~ 
geographical sections mentioned above. 
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QUEBEC AND MARITIME PROVINCES 

Trade Commissioner E. G. Sabine, Montreal 

REPLACEMENT PARTS 

The development of the market for replacement parts has kept pace 
with the steadily increasing number of motor vehicles being placed 
in operation each year. The articles most in demand include bolts, 
brake lining, chains, fan beltst spark plugs, gears, piston rings and 
pins, valves, and springs. 

Between 80 and 85 per cent of the trade is supplied by American 
manufacturers, the balance going to Canadian producers. The Cana
dian-made parts which enjoy the best demand are spark plugs, 
springs, stampings, forgings, and brake linings. Gains are being 
made by domestic manufacturers in those parts which they produce, 
mainly as a result of the consumer's desire to buy in Canada when
ever possible. 

The most general method of distribution is through jobbers who l 

in turn, sell to garages and retailers, car distributors, and direct to 
consumers. Motor-vehicle manufacturers sell replacement parts to 
automobile dealers, sometimes exclusively, who, in turn, supply a 
substantial part of the demand from subdealers handling the same 
makes of vehicles. While considerable trade in l'eplacement parts 
is handled by automobile dealers, the majority of it is cared for by 
jobbers. 

The usual terms are 2 per cent 10 days; 30 days net; and net pay
able on the 10th or 25th of the following month. These terms 
apply to both domestic and imported merchandise .. 

The leading center of distribution in this territory is Montreal. 
In many cases, distributors in this city not only cover the Province 
of Quebec, but send their travelers or have dealer arrangements in 
the three Maritime Provinces of Nova Scotia, New Brunswick, and 
Prince Edward Island. Second in importance from a distribution 
standpoint is the city of Quebec, from which the eastern part of the 
Province is covered. There are also a few firms in Halifax, Nova 
Scotia, and St. John, New Brunswick, which are adequately equipped 
to sell throughout the three Maritime Provinces. 

There appears to be an increasing tendency on the part of Ameri
can manufacturers to warehouse parts in one or more of the leading 
distribution centers in order to more thoroughly cater to demand 
and also to be able to manufacture certain parts in Canada without 
delay or loss of markets should circumstances warrant such action. 
This tendency is not yet well developed. 

The requirements and preferences of the market are practically 
the same as in the United States and probably- the most effective 
advertising is direct mail, although American and Canadian publica
tions are also important media. 

ACOESSORIES 

The demand for accessories is noticeably falling off, in view of the 
standard equipment included on current passenger-car models. On 
the other hand, novel accessories are continually being placed on 

. the market and, if popular; enjoy a strong, even if temporary, de-
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manll. This, however, does not offset the policy of manufacturers 
making use of accessories as standard equipment on the cars which 
tht'v produce. All accessories are not thus affected, and all-around 
replacements keep a good volume of trade moving. 

Accessories mOISt in demand are electric wind-shield cleaners, non
skid chains, electric horns, jacks, tire gauges, mirrors, and car 
heaters. 

The market for accessories is supplied about 90 per cent by Ameri
('an manufacture. The only competition afforded American mer
chanuise is that of producers in Canada turning out such articles 
as ('haills, jacks, lamps, electric horns, and tire gauges. 

As in the case of parts, the largest :percentage of the accessory 
lmsillt'ss goes througH the jobbers, but 18 the sale of these articles 
the importance of the manufacturers' agents is much more in evi
lip/we. Agents are appointed on an exclusive territorial basis and 
('lIlt'r to the joLbing, department store and, to a more limited extent, 
the larger automobile dealer and garage trade. In some instances, 
jolJI){'cs act as exclusive distributors. The jobbers sell to retailers, 
J!lIrllgl·~. car dealers. and direct to consumers. The choice of these 
two methods should depend largely on the class of accessory in
"{JIve,!. Stock!! are generally carried by jobbers. Car agencies, ga
rage!'. and sen'ice stations in most cases stock very moderate quanti
tit·,; of acce,;sories, At times competitive lines are handled by large 
johbers. but very seldom is this practiced by manufacturers' agents. 

Terms of sale range from 2 per cent 10 days to 30 days and 30 
days n('t. 

GARAGE AND SERVICE-STATION EQUIPMENT 

Ra piJ progress has b('en made in providing adequate service 
faciliti('s in this territory, especially in the larger cities. There is 
constant pressure, both locally and as a result of the large number 
of tOllrists. for further improvement and the use of the most modern 
devi{'es. Trained mechanics are employed except in the smaller 
!'ervice stations and even then the caliber of work usually is satis
factory. There are no restrictions to the use of mechanical equip
m .. nt, and electric current is readily and economically available. 

The items most in demand are air compressors, auto lifts, battery 
chargers. brake-testing machines, car washers, gasoline pumps, jackS, 
oil and grease guns, paint-spraying equipment, portable drIlls, tire-
r('pairing machmes, valve grinders and wrenches. . 

It is estimated that 90 per cent of the garage and service-station 
equipment is of American origin. The United Kingdom sells minor 
quantities of air compressors, drills, and cranes. There is no evi
dence at present of great expansion of domestic manufacture, al~ 
though Canadian producers are becoming increasingly active in 
pushing the sale of such articles as air compressors, jacks, portable 
drill", gr~ase ~ns, valve and cylinder grinders, reamers, wrenches, 
and weldIng uruts. 

lIost of the garages are independently operated, although those 
controlled by auto~obile dealers are probably larger and, as a gen
eral ruJe, better eqUIpped. 

The largest volume of tire repairing is done in repair shops, and 
the mechanical method of tire changing predominates. 
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The logical distribution centers for this type of equipment are 
the same as in the case of parts and accessories. 

Probably the best method of distribution is through manufacturers' 
agents on an exclusive territorial basis, although jobbers capably 
handle most items and look after ,Payments, which is an important 
consideration in the more expenSIve equipment. However, a con
siderable volume of this business is sold to garages on the partial
payment plan, and there is greater need for close supervision and 
individual attention which the manufacturer's agent is in good posi
tion to give. Credit terms are more restricted in this class of 
merchandise and most of it is done on a cash basis, although terms 
of 30 days net are usually given to large jobb~r~. 

BRITISH COLUMBIA 

1'rade Commiaaioner E. G. Babbitt, Vancouver 

REPLACEMENT PARTS 

. The growth of.the general automotive market is corresponding to 
the increase in population. At present British Columbia has an 
estimated population, in round numbers, of 600,000, so that the pro
portion of automotive vehicles to the number of people is approach
ing 1 to 6. The market for replacement parts is keeping pace with 
the market for vehicles, but in the past year it has increased somewhat 
-out of proportion owing to the fact that fewer new cars were sold 
than would have been the case under normal conditions. More used 
cars were sold, and owners who ordinarily would have turned in 
their old cars for new models kept them in service, replacing parts 
where necessary. 

Among the parts most greatly in demand are bearings, brake line 
ings, pistons, bushings, fan belts, valves, piston pins, gears, piston 
I'ings, and spark plugs. 

The participation of American manufacturers in this line is greater 
than in some other branches of the automotive trades, being esti
mated at about 75 I?er cent. Competition is almost entirely domestic. 
There are but few Imported motor cars. The proportion of foreign
built trucks is slightly larger than of foreign passenger cars, but the 
total is unimportant. 

Canadian products, however, have supplanted or are forcing out 
American goods in certain lines, such as brake linings, fan belts, 
bearings, batteries, springs, clutch faces, and spark plugs. By 
" Canadian" is meant goods made in Canada. As a matter of fact, 
such ~oods are largely made in branch factories of American 
manufacturers. 

Distribution is made through the jobbing and wholesale houses to 
motor-car dealers and independent garages. Most of the larger dis
tributors of motor cars carry stocks of replacement parts for their 
-own repair work. 

The usual terms throughout the trade are 2 per cent discount for 
accounts payable on the 10th of the following month. 

The leading distribution centers of British Columbia are the three 
dties of Vancouver, New Westminster (practically a suburb of 
Vancouver), and Victoria. 
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The mOtit effective advertising is by means of the Jocal daily press 
and through radio broadcasting. These media have been used for 
such articles as brake lining, spark plugs, body upholstery, painting, 
and repair "!fork... '. . . 

Certain hnes, partIcularlv tIres, spark plugs, brake lmmgs, oils, 
greases, and periodical servicing are advertised by direct-mail circu
larization of car owners. Other lines are best advertised by the dis
tributors to the garage trade or the retail car dealers. 

ACCESSORIES 

The demand for accessories is small and is decreasing since cars 
are now being sold fully equipJ?ed. 

Accessories m.ost in demand mclude nonskid chains, motor meters, 
jack!!, seat cover'!l car heaters, fog lights, occasional luggage carriers, 
and novillties. In novelties American manufacturers have an ad
,"Rntng!', as the smaller market in Canada does not offer an induce
ment for local manufacture. 

Am!'rican participation in this trade has been estimated at some
thin~ over 25 per cent, the balance being Canadian. There is prac
tically no forel~rn competition. 

Accessories are marketed usually through exclusive distributors, 
who sell them to retail dealers, car dealers, mdependent garages, and 
service stations. The distributor carries stocks. Competitive lines 
are sometimes carried by distributors, but preference is given to ex
elusive agency lines which offer the most profitable turnover. 
Hetailers frequently carry competitive lines to meet the varying 
preferences of customers. The present distribution channels more 
thlln adequlltely cover the market; in fact, there are probably too 
many outlets for the volume of trade. 

Terms are 2 per cent for payment on the 10th of the following 
month. 

Accessories lire stocked by retailers, car agencies, gara·ges, and 
sorvice stations only to a lImited extent. The distributors carry 
{'tocks anll respond promptly to calls from the retailers. 

GARAGR AND SERVICE-STATION EQUIPMENT 

Excellent progress has been made in ,Providing adequate auto
mobile service facilities in British Columbia .. This is especially true 
in the principal cities of Vancouver

i 
Victoriaj New Westminster, etc. 

Properly tramed mechanics are emp oyed ana while prices are higher 
than in adjacent sections of the United States, satisfactory servicing 
and repair work is the general rule. 

A good demand for the following items exists: Air compressors, 
auto lifts, battery chargers, brake-testing machines, car washers, 
cranes, garage tools, gasoline pumps, hydraulic and mechanical jacks, 
high-pressure chassis-lubricating and grease-dispensing systems, oil 
and I!rease guns, oil-dispensing pumps, paint-spraying equipment, 
portable drIlls, reamers, tire-repairing machines including tire 
chanl!ers and vulcanizers, valve p'rinders, welding outfits, and 
wrenches. There is a more limited demand for polishing machines, 
towing and salvaging equipment, and wheel-ali~ent equipment. 
The items most in demand at present include air compressors and 
brake-testing machines. 
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American equipment is imported to the extent of about 25 per cent, 
while equipment made in British Columbia includes hoists and some 
compressors. A considerable part of such equipment comes from 
eastern Canadian points. 

There is nothing to restrict the use of mechanical equipment in 
this territory. Electric current is generally available to garages on 
an economical basis for operation of service appliances. The 
Province is well served in this respect. 

Mechanical tools are more greatly in use in the changing of tires. 
Tire repairing is done more frequently in tire-repair shops, though 
most garages are equipped for emergency work in this line. 

There are more independent garages than those operated by auto
mobile dealers. 

The logical distribution areas of British Columbia are Vancouver 
for the mainland and Victoria for Vancouver Island. These cities 
not only embrace more than half the population of the Province but 
Vancouver mainly contains the principal firms engaged in every line 
of business including the various phases of the automotive trade·. 
General distribution is from Vancouver to the localized centers of 
the interior and the coast. 

The best selling method is through the large wholesalers, though 
in some lines the manufacturer's agent is equipped to care for the 
trade. Factory branches or direct factory representation has also 
been employed in this district. 

The usual selling terms are 2 per cent for payment by the 10th of 
the following month. 

There is a growing recognition of the n,eed of the most modern 
and scientific service and garage equipment. The demand will in
crease with the growth of the population and the corresponding 
increase in the number of the motor vehicles in service. The year 
1930 was comparatively poor 'for the industry, but a considerable 
improvement is looked for in 1931. 

ONTARIO 

Assistant Trade Commissioner Avery F. Peterson, Toronto 

The Ontario market is in many respects comparable with similar 
trade in areas of the northern United States. Automotive re~istra
tions on a basis of popUlation are less in this section than m the 
United States, being slightly in excess of six persons per vehicle. 

In addition to the registrations in this section c6nsideration should 
also be given to the market for automotive equipment furnished by 
tourist traffic in Ontario, which is showing steady increases, with the 
influx of cars usually about twice the number of Canadian cars leav
ing Ontario. Tourist trade undoubtedly offers a good market for 
automotive equipment, as in many instances the cars are given more 
severe work than usual, and the need for replacements becomes known 
along the road. In the tourist trade the necessity for prompt service 
is apparent. 

It is probable that most of the competition met in this trade in 
the immediate future will be of Canadian manufacture, as auto
motive equipment from European and British sources is ~lOt i.n 
line with American engineering and style practices followed m thIS 
market. 
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No unusual merchandising problems are apparent in the trade, but 
there is some feeling that jobbers tend to handle too many diversified 
lines and that the retail outlet for a manufacturer's product is too 
far removed from possible sales assistance and pressure from the 
manufacturer. This condition is not the case, however, with agency 
dt'all'r replacement·parts business, in which the sales outlet is kept 
in cIo"e touch with the manufacturer of the parts. 

In the immediate future the outlook is excellent for sales of parts, 
as much hesitancy has been discovered in the sale of new cars, and 
it is believed that many car owners will recondition cars now owned 
and likely operate them for 8t least part of the forthcoming season. 
While garal!e equipment has been somewhat retarded by general 
market conditions, the expected increase in repair business is likely 
to have a favor'aLle effect on the sale of equipment for use of repair 
and service businesses. This demand should follow better business 
in replacement pal·ts. Independent garages have been less affected 
by reduced automotive sales during the last year. As compared with 
a/.. ... ~ncv dealers, the overhead cost of establishments primarily en
gaged in repair and reconditioning work has been lower; they are, 
therefore. in better position to add to their shop equipment. 

The outlook for accessories does not show prospects of marked 
chllnge in the immediate future. In Ontario this is a fast-changing 
line in lIIany reSpt'cts, and there is a tendency for jobbers and dealers 
to ket'p minimum stocks of certain types of accessories to avoid being 
caught with merchandise which, by reaSOll of style changes or changes 
in initial equipment of new cars, is made difficult to sell. Style and 
nO"elty lines are reported to have been somewhat slower than acces
IIIwies for maintenance or lines essential for winter driving. 

REPLACEMENT PARTS 

The markpt for replacement parts in Ontario has shown a con
sistent increase. Those itE'ms most in demand include gaskets, par
ticularly cylindl'r-head gaskets, brake lining, fan belts, starter and 
flywhE'el gl'ars and spring parts for this assembly, ignition wiring 
systl'lns, replacements to starting and lighting generators, cooling
Fystem parts and couplings, and other equipment required in the 
engine And power-transmission units. As the mileage of a car in
creases, more essential engine parts are commonly replaced, requiring 
Epark plugs, piston rin~s, oversize pistons, wrist pins, timing-system 
parts, hearings, connecting rods, valves, and electrical-system parts. 

Accidents and collisions are causes for the sale of a variety of 
replacement parts, especially those for the body, is contrasted with 
the engine and chassis. Included in this group are fenders, wheels, 
running boards, and body hardware. In this line the agency :parts 
dealer has little competitIOn. Mechanics who specialize in repairing 
damaged automobiles have developed skill in this work, and the use 
of more workable metals for fenders and bodies has somewhat 
reduced the market for these parts. 

American participation in this trade is predominant, although 
there is considerable production of replacement parts in automobile 
factories which manufacture rather than assemble in Canada. This 
f.upplies particularly heavier items of replacement parts and articles 
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which do not require elaborate production machinery or precision 
work for the manufacture of parts. 

Foreign competition is negligible. Only two English lines were 
discovered in the market, one for use in automotive electrical sys
tems, the other a part for universal joints, both being minor lines. 

The following are examples of replacement parts in which Cana
dian-made competition is a considerable factor: Brake lining, roller 
and ball bearings, headlight lamps, electrical cables, radiator and 
gasket cement, clutch facings, fan belts, silent timing gears, packing, 
radiator cores,spark plugs, springs, and spring parts. 

Ontario market requirements for replacement parts. depend on a 
variety of factors, chief among which are weather and driving condi
tions, activity of new and used car sales, and general intangible 
factors affecting purchasing power. Instances have been noted 
where marked demand for such items as clutch-fating parts have 
naturally followed a heavy fall of snow, and untimely freezing 
weather has developed a call for radiator parts, cylinder heads, and 
gaskets. 

Distribution is divided between two main classes of dealers, namely, 
those independent of automotive agencies and those whose parts are 
primarily manufactured by the automobile producer which the dealer 
represents. It is reported that, as compared to the United States, 
replacement parts of independent manufacturers are more exten-
sively sold than are parts made in automobile factories. . 

In view of the present reduction in car sales, the car producers 
have come to look upon the parts department as a source of needed 
profit and have sought to extend their agents' share of this business. 
It is usual to require an agent dealer to carry a certain minimum of 
replacement parts, and manufacturers seek to have as complete a 
stock carried as possible. Re~lacement parts carried by agency 
dealers have been reduced in price in recent months. 

Independent parts jobbers also cater to automobile agency dealers 
and seek to have their lines carried. It is said that some timidity is 
encountered among agents in the taking on of independent lines 
competitive to a line manufactured by the firm represented by the 
agent. However, agents in this terrItory are said to carry more 
independent parts than is common in the United States. . 

Considerable competition exists between automobile agency parts 
dealers and independent dealers for the trade of repair garages. 
Independent parts dealers were first to offer a discount to repair . 
men, but it is now being given by both types of houses. This discount 
IS usually between 20 and 25 per cent, depending on competition and 
volume of business. 

Discounts in replacement parts lines are affected by the extent of 
demand for specific articles, the extent of use of advertising, and 
competitive conditions. On the whole, discounts are fairly hign, be
ing reported by several jobbers to approximate, on the average, 60 
per cent. Manufacturers' agents usually receive about 10 per cent 
commission on sales of lines represented. 

As far as can be learned, there is little difference between trade 
practices of domestic manufacturers and American manufacturers, 
and prices and terms offered are reported to be similar. 
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In replacement-parts advertising, the most ~enerally used medium 
is the trade journal, of which there are two published, both of which 
co\"er the entire Dominion. Consumer advertising of replacement 
parts is not generally practiced in this section, although there is 
flome effect of advertising in national magazines published in the 
United States. 

ACCESSORIES 

Ontario dealers in the accessory trade state that while business is 
fairly consistent in volume, it shows a marked tendency to change in 
eharader from year to year. However, it seems that as fast as one 
line is absorbed as standard equipment, new ones appear to take its 
place, and the total volume of trade is not greatly changed. During 
the past 'year, trade in accessories was somewhat slow, especially in 
novelty hnes and articles which might be considered as nonessentials_ 
Itecluetion in new-car sales affected the accessory business. 

Accessories of United States manufacture are most popular in 
Ontnrio, and those which are produced in Canada follow the style of 
Ameril'an lines. However, a number of accessories are made m in
dustries other than the automotive industry, and as a result many 
bra~" foundries, molded-goods factories, and other establishments 
are to a minor de:rree interested in the trade. Chemical accessories 
and polishes, as well as antifreeze and paint products are largely of 
Canadian manufacture. 

Ul'nerally, the articles manufactured in Canada are inclined to be 
fairly heavy or bulky and of a class not requiring special expensive 
dies or mnchining. 'Where the manufacture of anartiele requires a 
specialized manufacturing process, the Canadian market does not 
warrant local production. 

Bumpers probably are the single accessory line most in demand, 
as it is a common practice for a new-car ownel' to install these on a 
new car before it is taken out of the garage. Luggage carriers and 
trunks, together with special parking and stop lights, are also popu
lar with the new-car owner i and certain novelty lines, such as special 
radiator caps nnd similar articles, find ready sale. 

Throughout the more populous sections of Ontario, cars are com
monly run during the winter, and there is a heavy demand for car 
heaters. "'inter driving is also conducive to extensive sale of non
skid chains and wind-shield cleaners of all types. A satisfactory 
sale has been made of an electric wind-shield cleaner for removing 
moistUl'e from the interior of closed cars. Parking lights find ready 
sale in lar~er communities. 

Competition other than that from domestic manufacturers is negli
¢bJe! and it is not believed that foreign competition will be a. factor 
III thiS trade, as the style of automobiles here is directly in line with 
American I?roducts. 

Accessories are effectively sold through manufacturers' agents, 
who maintain contact with the jobbing trade. Automotive jobbers 
are of several varieties, some of which cover specific trade, and, by 
proper contact with several firms, it is possible to cover the hard
ware stores, accessory dealers, service-station operators, and other 
trade outlets. 
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In certain novelty lines it is often desirable for the manufacturer 
to consider retail outlets other than those commonly making a busi
ness of automotive lines. Often a good sale can be obtained through 
chain-store systems and other establishments which might be willing 
to display an accessory line. 

H an accessory line requires considerable instruction to the retail 
dealer in order to properly sell the line, it is sometimes well for 
the manufacturer eit.her to deal direct with jobbing houses or else 
assist the manufacturer's agent in his contact with jobbers and other 
intermediaries in the trade. It is important that the jobber be fully 
informed of advantages of a product in order that his salesmen may 
properly present it to the retail dealer. 

Competitive lines are sometimes handled by the jobber, but rarely 
so in the case of manufacturers' agents. Usually when the jobber 
handles two competitive lines, there must be a price differential 
between them. 

Present distribution channels appear to cover the market ade
quately, although the fact that jobbers in many instances handle a 
~reat number of accessory lines probably constitutes a disadvantage 
In the present distribution svstem. There is some belief that lines 
stand a chance of becoming "buried" as a result of the diversity of 
jobbers' stocks. 

Terms to the trade vary greatly depending on the amount of sales 
effort required to successfully sell an article. On the average, it is 
believed that discounts range between 35 and 40 per cent to the job
bing trade, and manufacturers' agents usually receive about 10 
per cent commission on total sales of lines represented. 

Accessory stocks are quite generally carried by automobile dealers, 
these stocks usually being extremely small. The general rule is that 
a dealer has access to required ac~essories from accessory dealers, and 
when a new car buyer is sold or requires accessories, these are ob
tained from the accessory dealer, usually at a discount from retail 
prices. There is, however, a tendency for agency dealers to give 
more sales effort to accessory lines. 
. Independent accessory dealers usually carry a varied stock of 
articles. Novelty lines are included, as well as a wide variety of 
seasonable stock, but there is little uniformity in stocks carried. 
Usually the line is complete, but in some cases a firm will specialize 
in a few lines or even one, thus making a business of automobile 
trunks or such articles as car heaters and radiator shields. 

In this territory there seems to be few of the" variety store" type 
of accessory dealer, in whose store automotive and radio parts are 
displayed in the boxed counter commonly found in lower price stores. 

GARAGE AND SERVICE-STATION EQUIPMENT 

Ontario garages and service stations show ?onsiderll:ble progress 
in providing for efficient equipment, and partIcularlY.111 the ur?an 
districts conditions are comparable with those found m the Umted 
States. However, there is room for improvement and ~~ucational 
work in this field. It is reported that in smaller commumtles a good 
proportion of existing equipment iiOi inefficient, and in many localities 
the amount of service and repair work is thought to warrant sale of 
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modern equipment. On the whole, the extent of use of modern 
garage equipment varies with the density of population in sections 
of the Pronnce, but where good roads have brought tourist traffic, 
bt-tter equipment is usually found. . ... 

The predominance of the automobIle-manufacturmg mdustry III 
Ontario has provided favorable conditions for the training of 
mechanics, and the service men found in garages are comparable 
with thO><e in the United States. 

}'rHctically all of the garage and sen·ice-station equipment. is 
t'ither of American origin or is of Canadian manufacture followmg 
American design. In recent years there has been a tendency for 
Nome of the equipment to be manufactured or partly manufactured 
IIII'I assembled in Canada, particularly in the heavier, bulky types. 

The rnited States supplies the greater p'ortion of the garage 
l'qllipllIent, and foreign competition is negligible. . 

Ell'Ctric currl'nt is gl'nl'raUy available throughout Ontano at 
eeonomical cO!>t. Tire-repair t;hops are usuaUy mechanically 
t'lluipped for removinl{ the casing from the rim. In smaller shops 
thl're is room for conSiderable sale of equipment of this type. Al
though competition in automotive service has caused many garages 
and Hervice station!! to ~o into the tire-repair business, it is I5elieved 
that the bulk of repairmg in this section is done in shops equipped 
fur this work and catl'rilJ~ to this trade. 

The main distribution III usual linl's of garage and service-station 
e1luipment is mo~t common throuO'h manufacturers' agents, who 
cover the jobbing and wholesale tra~e. American firms which have 
"old through manufacturers' agents have continued these connections 
for many years, thus indicating their satisfaction with the method. 

EIlllipment lines requiring special technical sales instruction some
times require more in the way of selling effort than can be fur
ni~hed bv manufacturers' agl'nts, in which rase the product may 
require that dirert selling be undertaken either to the jobbers or 
direct to the garage and service-station trade. The determining 
factor is the nature of the equipment. 
I~nt distribution methods cover the market adequately, but 

there is room for additional sales help from the manufacturer directed 
to the jobber and to the purchaser of automotive equipment. 

Garage and service-station equipment is generally sold to jobbers 
at discounts averaging about 30 per cent, and manufacturers' agents 
usually receive about 10 per cent commission on total sales of lines 
represented. As in other lines! discounts vary with particular lines, 
depending on competitive conditions and extent of selling help given 
the product in the waJ of advertising and field work. 

The main distributIOn centers correspond to those for replacement 
parts previously mentioned, except that the equipment line is cen
tered more around the border cities of southwestern Ontario. 
~reight costs are more of a factor in garage equipment, and distribu
hon centers are for that reason more clearly defined. Leading local 
distribution centers other than Toronto, include Hamilton, London~ 
Ottawa, 'Vindsor, and Peterboro. . 

Automotive trade journals of Canadian circulation have stressed 
the necessity for up-to-date equipment. This missionary work is 
hound to prove of value in extending sales. It is believed that the 
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majority of garage owners appreciate that labor cost of garage 
mechamcs is heavy and that any investment in equipment which 
will materially increase shop output is a profitable investment. 
Competitive conditions between garages serving the same local trade 
is also a factor in the sale of this equipment. 

PRAIRIE PROVINCES 

Trade Commissioner John A. Emb,.,.. Winnipeg 

REPLACEMENT PARTS 

The market for parts in the Prairie Provinces has shown steady 
growth. Of all motor vehicles sold in this territory, 39 per cent are 
of American manufacture, and all replacements are imported from 
the United States.' The Canadian plants of two American firms 
which account for 61 per cent of the motor vehicles sold in this 
territory manufacture replacement parts for their cars in Canada. 

Parts most in demand include spark plugs, gaskets, pistons, piston 
rings, bushings, clutch facings, bearing, fan belts, gears, pinions, and 
springs. ForeiO'n competition does not exist. 

Distribution ¥or American cars is partly effected through service 
stations run in connection with car-selling agencies, but the bulk of 
the business is still being done by large jobbers. The present tend
~ncy, however, is for the car manufacturers to put the parts business 
in the hands of their car dealers by refusing to sell to the jobbers in 
the territory given to the car dealer. 

Practically all parts business done by American manufacturers is 
-on a strictly cash basis, whether the replacements are sold to car 
<lealers or jobbers. 

The leading distribution centers in the Prairie Provinces are Win
nipeg, Calgary, Regina, Edmonton, Saskatoon, and Lethbridge, in 
the order of their importance. 

Requirements and preferences in the parts business in Canada may 
be saId to be the same as those existing in the western part of the 
United States. Motor-vehicle owners expect and are given replace
ment parts identical with the original part which had to be replaced, 
so far as it is possible to do so. . 

OwiiJ.O' to the practice of car owners going to the service station 
()perate8 by authorized car dealers .01' t~ resp~nsible ne~r~by jobb~rs 
and demandinO' replacement parts IdentIcal WIth the orIgmal eqUIp
ment little or ~o advertising is done. The media used by car dealers 
to ke~p car owners sold on the idea of having !in authorized dealer 
make their replacements are newspapers and CIrculars. 

ACCESSORIES 

The demand for accessories is rapidly d~clining as a result C?f the 
growing practice of c~r manufacturers to mclude the more desIrable 
items as standard eqUIpment. . . 

Accessories most m demand are car heaters, chams, gauges, radIa
tor shutters frost-proof windshields, bumpers, jacks, and other h~nd 
tools. The 'American share is estimated at 95 per cent, and foreJgn 
competition does not exist. 
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Acc~ries are marketed throu~h exclusive distributors purchas
ing for their own account and through commission agents selling 
di .... ct to wholesalers and the larger department stores. Both classes 
of distributors are protected by the manufacturer in their territories. 
Stocks are generall, carried by the larger distributors, but orders 
,;ecured by commiSSIOn agents from the large department stores are 
u~ually filled by the manufacturer and shipped to these concerns 
ciirect. Competitive lines are rarely handled by the same distributor. 
The present distribution channels are believed to cover the market 
adequately. A number of exclusive distributors of automotive acces
sories located in Winnipeg maintain travelers who call regularly on 
the dealers in their territory. 

The usual terms in the accessory trade are 2 per cent, 30 days; 60 
davs n('t to the better class of distributors. A few manufacturers 
give June and July datings to March and April orrlers, or 90 and 120 
uays' terms against trade acceptances. 

;\ccl'ssories are stock('d to a small extent by practically all car 
aj?eneies, garages, and service stations, but the bulk of the stock may 
he "aid to be in the hands of the automobile accessory departments of 
dl'partment stores and independent dealers in automobile equipment. 

GABAGB AND SBBVICB-ST4TION BQUIPMENT 

The character of the garage and service equipmeut compares favor
ubly with towns and cities of equal size in the United States. Thel'e 
i& • constant demanll for more and better equipment, and this demand 
is b('ing filled as rapidly as business conditIOns seem to warrant, 

Items most in demand at present are hoists, car washers, air com
pressors, battery chargers, garage tools, oil and grease guns, portable 
uri lis. reamers, vah'e grinders, and wrenches. 

Eighty per cent of the garage and service-station equipment used 
is of American origin. Forei~ competition is practically nonexist
ent, but domestic competition IS increasing, a growing amount of air 
compressors, hoists, oil dispensers, and jacks being made in eastern 
Canada. 

Electric current is generally available throughout the Prairie 
Provinces and compares favorably in cost with the current supplied 
to the towns and cities of similar size in the United States. Mechani
cal and hand tools are used for changing tires with practically all 
tire repairing done in repair shops. 

It is estimated that only 10 per cent of the garages and service 
stations are operated by automobile dealers. However, at the present 
tim,e !lll important automobile dealers maintain service de,Partments. 
ThlS 15 a rather recent development, and consequently serVlce stations 
operated by car dealers usually have the best equipment. 

In the absence of direct traveling representatives the best method 
of selling garage and service-station equipment is through exclusive 
manufacturers' agents. This is the practice at the present, and ex
isting distribution methods are believed to be satisfactory. 

Practically all garage-equipment business done by manufacturers 
is on a cash basis. Many distributors complain against having to pay 
cash to the manufacturer because they are often under the necessity 
of extending credit to garage owners in order to get business. Lack 
of capital necessitates small and frequent orders. 
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Logical distribution areas are grouped around the cities of Winni
peg, Calgary, Regina, Edmonton, and Lethbridge. 

The need for better and more modern equipment has long been 
recognized, and such equipment will doubtless be acquired as fast as 
business conditions warrant. Collections at the present time in all 
lines of automotive business are very slow, and it is not believed the 
conditions can improve materially before the next harvest. 

COSTA RICA 

Demand for All Types of Replacement Parts, Accessories, and Service Appli
ances Depressed or Inactive-American Products Predomtinate-There Is 
No Domestic Production or European Competition 

Vice Consul Roderick W. Un.ldes, San Jose 

Motor-vehicle registrations as of January 1, 1931: 1,283 passenger cars, 105 
busses, 476 trucks, and 99 motor cycles. 

The demand for replacement parts and accessories has been rela
tively attractive but has suffered to a considerable extent because of 
the general trade depression of the country. It appears that the 
demand for garage and service-station equipment will not be prom
ising for some time. In the past this has probably been caused by 
the reluctancy of owners to invest much capital in enterprises of 
which there were already too many; none of which produced much 
more than a small profit. 

Replacement parts enjoying the greatest demand are ball and 
roller bearings, brake lining, clutch facing, fan belts, spark plugs, 
pistons, piston pins and rings, rims and rim parts. Accessories in 
greatest demand are electric horns, hand jacks, and shock absorbers. 

Costa Rica has always been preeminently a market for American 
automotive vehicles, and there is practically no competition in parts, 
accessories, or garage equipment. There is no domestic manufacture 
or :{>rospects that there will be except the occasional production of a 
sprrng leaf from spring steel imported from the United States. 

With but one exception garage service has been supplied by numer
ous small machine shops already established and by individuals with 
a mPochanical inclination who often have had experience as chauffeurs. 
As a. general rule garage service is deficient. 

Although the demand for garage equipment is now inactive, the 
following items have been purchased in the past: Battery chargers, 
hydraulic and mechanical jacks, oil and grease guns, reamers, valve 
grinders, welding outfits, and wrenches. 

It has been the practice in the past for local distributors to pur
chase direct from American manufacturers, which is probably the 
best method. Even garage and service-station equipment has gener
ally been obtained in this manner. The aggregate trade in parts and 
accessories has been relatively attractive, but individual purchases 
usually have been small. No local manufacturer's representative has 
evinced the desire to act for producers, whereas the latter have alwaJ:s 
signified a willingness to deal direct with distributors here. CredIt 
terms should never be less than 30 days' sight draft against docu
ments; usually 60 days' sight is allowed. It would be difficult to 
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delJlHud cash with order or confirmed letter of credit, or even sight 
draft against documents. 

Ueplacement parts and accessories are stocked by car agencies and 
Mlrvice stations, practically all of the latter being engaged as dis
tributors. SOllie of the smaller items of garage equipment are also 
stocked by car agencies and service stations; other items are requi
sitioned direct as needed. 

'flll're are no serious obstacles to be overcome in further develop
ment of the local trade; that would del?end almost entirely on in
creased importations of automotive vehIcles. At the present time, 
howewr, the principal factors affecting the trade are the depressed 
trade situation, which has greatly affected the importation of auto
motive vehicles, and. second1 their local operation, as many passenger 
cars and trucks are retired tor reasons of economy. 

When the pre!'ent situation shall have improved, demand for :parts 
and accessories should again assume relatively attractive ,ProportIOns; 
meanwhile the trade is abstaining from importing anything but those 
articles for which an active demand exists, and in the smallest 
quantities possible. 

CUBA 

ftEoplact'ment Parte Demand Fair, Accessories Declining, Service Appliances 
Limited-Ameriean Goods Predominate-European Competition Limited 

Trad. CoID.I .. toner Bow .... H. Tewkabary, Haban. 

Motor-vehicle registration 08 ot January I, 1931: 26,624 passenger cars, 1,776 
bus~..... 12.1122 trncks, 434 motor cycles. 

REPLACEMENT PARTS 

With the steadily increasing number of motor vehicles in circula
tion in Cuba, there has been a corresponding growth in the market 
for replacement!arts. 

It is estimate that of all the motor vehicles in Cuba approxi
mately 99 per cent of them are of American manufacture, and except 
for a limited number of articles, the same ratio applies for replace
ment ports. 

Of the parts imported approximately 86 per cent of the total 
came from the rnited States in 1927, 96 per cent in 1928, and 98 
per cent in 1929. 

Those parts subject to constant wear have by far the laraest sale. 
Until the opening of the central highway, there were very few good 
roods, and thus cars and trucks were subjected to hard treatment, 
especially those used outside of Habana. The following para
graphs indicate briefly the demand existing for a number of the 
more important parts . 

.\. fair demand exists for plain bearings, and this is supplied 
entirely by American manufacturers. 

There is a good demand for ball and roller bearings, the former 
Leing one of the few!al'ts in' which European competition is im
portant. Swedish an Italian makes secure 50 per cent of the 
market demand. These two makes obtain some of the roller-bearing 

80277--32--22 
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business, but probably not over 15 per cent, and competition in this 
item is declining. 

There is a good demand for bolts, a very good sale for brake lin
ings and clutch facings, SIDall demand for driving and timing chains} 
good sales of fan belts, spark plugs, and valves. Springs have had 
good sales up to the present time; prior to the completion of the 
central highway the roads were extremely poor and breakage fre
quent. There is some feeling that this demand will.not be as active 
in the future. Sale of radiator caps, stampings, and forgings is 
smull, as is the demand for pistons, but piston pins and piston rings 
enjoy excellent sale. The demand for body hardware is confined 
almost exclusively for use on truck and bus bodies of local manufac
ture, and the requirements are not large. A moderately good de
mand exists for body upholstery material. The climate in Cuba is 
such as to cause rapid deterioration of artificial leather. There is a 
fair market for gears and pinions, also drive shafts, rims and rim 
parts, and tire valves. There is practically no sale for steering . 
wheels, automobile frames, and shims. A SIDall demand exists for 
starting and lighting generators. Almost all of these items are 
supplied by American manufacturers. 

Competition is keen, but is confined almost entirely to products of 
different American manufacturers. Some European competition 
does exist, aside from ball and roller bearings, but it is confined 
almost exclusively to supplying such articles as may be needed 
for the few European cars in circulation. There is practically 
no domestic manufacture, and there is little possibility of any 
development in the future. 

There is a strong tendency toward the distribution of replacement 
parts t.hrough the manufacturer's agents rather than through exclu
sive distributors. 'While it wa.s formerly quite common to give 
exclusiYe representation to a large importer, it has been found that 
a greater volume of trade can usually be developed by dealing 
through a commission representative. The latt('r can generally sell 
to several of the large importers', whereas if the exclusive representa" 
tion is given to a single importer this firm can sell only to its par
ticular clientele. For the most part the manufacturer's agents do 
not sell to any but the importers, which consist of jobbers, car dis
tributors, and large retailers. The market is not sufficiently great 
to make it possible to limit sales strictly to jobbers or wholesale!S. 
The importers, in turn, sell to the smaller retailers, garages, serVIce 
stations, ('tc. This method of distribution applies likewise to acces
sories and garage and service-station ('quipment. 

It is estimated that roughly 80 per cent of the sales are made 
nO"ainst 60-day sight drafts. In some cases shipments are made 
against 90-day sight drafts, but t~is is gen~rally av?ided where 
possible. Sales are rarely made agamst cash m New)' ork or eyen 
cash aauinst documents in Habana. Manufacturers who are not 
prepar~d to meet the terms usuully granted will find it ext.remely 
difficult to ('nter this market. 

It is estimat('d that probably 80 per cent of Cuba's automotive 
('quipment is handled tllrough Habana. The principal secon~ary 
dist.ribution points include Suntiago, Camaguey, Card('nas, and Cie~
fu('O"os. In some instunces direct. imports are made through. SantI
agoOand Camaguey, although rarely through the other points. 
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All types of advertising are used in Cuba, including newspapers, 
periodicals: billboards, etc. It is generally considered that the most 
effective advertising is direct mail and space in the newspapers anrl 
liutomotive journals. Of the newspapers. EI Mundo and Diario de 
la Marina are important. Among the automobile publications the 
Automovil de Cuba has the greatest circulation. 

ACCESSORIES 

For the past few years the sale of accessories has been steadily 
ueclining, owing to the growing practice of car manufacturers to 
include these items as standard equipment. Furthermore, adverse 
economic conditions prevailing in Cuba during the past year have 
accelerated this decrease. 

The market for the individual accessories is indicated as follows: 
There is a good sale for hand and mechanical jacks. Price, how

c\'er, is an important factor, and the more expensive types have but 
little sale. 

Lubricating systems enjoy a moderately good demand, and the sale 
of rear-view mirrors is fair. 

Seot covers are used extensively, and in practically all cases are 
manufactured locally. The majority of the covers are made from a 
{'ombination of straw matting with bindings and trimmings of imi
tation leather or similar products. The straw matting is practically 
nit imported from Japan, whereas the bindings and trimmings and 
(.th!'r seat-cover materials are purchased from the United States. 

There is practically no sale of body hoists. Demand for bumpers 
is principally for replacements. Nonskid chains are prohibited on 
the central highway and in Rabana, and therefore they have very 
small sale. Hood and radiator covers are not used at all, but there 
is a fair demand for tire covers, used chiefly for advertising purposes. 

Chamois is used in polishing cars and is Imported from France, but 
the sale is not large. 

There is no sale of glare eliminators, radiator-heat indicators,and 
bulb horns, although there is a good demand30r electric horns. 
There is a fair sale of lamp lenses for replacement, and small demand. 
for spot lights, head; rear, stop, and parking lights. License plates 
are made locally. Theft-proof locks have almost no sale. . 

The sale of tire pumps is confined to the cheapest products and 
is only moderately good. There has been no demand for luggage 
carriers and trunk racks, but there may be a small increase in the 
sale of these products with the increased use of motor cars resulting 
from the opening of the central highway. 

There is no market for radiator shutters and shields. Shock ab
sorbers are rarely purchased, except for replacement, as is the case 
of speedometers. TaxinIeters are not used. There is a small demand 
for tire gages. No market whatever exists for windshield visors 
nor for electric windshield cleaners, but there is some market for 
the vacuum-type cleaners. 

There is no sale of windshield wings, and car heaters are never 
needed. Novelties have some' sale, but with business conditions as 
they are, few are sold at present. 



334 AUTOMOTIVE PARTS, ACCESSORIES, AND SERVICE EQUIPMENT 

American participation is practically 100 per cent, with foreign 
competition ev.en less in the accessory !ield than in the case of replace
ment parts, bemg confined almost entirely to two or three items. 

Accessories are marketed in practically the same manner as replace
ment parts; that is, they are sold by manufacturers' agents to auto
motive accessory and car importers, who in turn sell to the smaller 
retail ~stablishments !lnd garages. I~ some instances importers have 
exciusl ve ~epresentatIOn;. but there IS a tendency toward granting 
the exclusive representatIOn to the manufacturer's agent, which ap
pears to be the most effective method of distribution. Stocks are 
generally carried both by the accessory and car importers. 

Occasionally competitive lines are handled by the small companies, 
though this is generally not the case, and manufacturers' agents are 
careful to avoid this where possible. The large importers generally 
have traveling salesmen who cover the island, and the market is 
easily covered from Habana. 

Accessories are generally carried in stock by car agents, garages, 
and service stations as well as by the accessories dealers. 

Accessories are generally sold against a 60-day sight draft, though 
some manufacturers grant up to 90 days, and, in rare instances, sell 
on open account. The latter is not, however, recommended. 

GARAGE AND SERVICE-STATION EQUIPMENT 

Very little progress has been made in providing adequate service 
facilities in Cuba. There are very few well-equipped service stations, 
and these are usually the stations of car dealers. It is possible to 
!mcure good mechanics, though there is a great variation in the type 
of work done. 

All types of mechanical equipment are needed, but at the present 
time, principally because of the'adverse business conditions, service 
stations are unwilling or unable to invest any capital in this type of 
eguipment. Many of t~e garages .and ~ervice stations. are fi.nd~g it 
difficult to make collectIOns and hkewlse to meet theIr obligatIOns. 
With economic conditions as they are, they are hesitant· to make 
further investment even if funds are available. 

Air compressors are used by a few of the more important service 
stations, as are auto lifts, cylinder-boring machines, cranes, lubricat
inO' systems, and welding outfits, but there is practically no demand 
fo~ additional units. There is some market for battery-charging 
equipment, garage tools, hydraulic and mechanical.jacks, portable 
drills reamers, etc. Gasoline pumps have had a faIr demand, and 
most 'of the garages and service stations are. eq~ippe4. There is a 
fair sale of oil and OTease guns and also of oll-dispensmg p~mps, as 
well as paint-spraying equipment and wrenches. Wheel-alIgnment 
equipment is almost unk!l0wn. . . 

The equipment in use IS almost exclusIvely of AmerIcan manufac
ture but mechanical service-station apparatus has up to the present 
tim~ made little headway. None of the mechanical equipment ~s 
made locally, and th~re i~ little prospect that any industry of thIS 
sort will develop. LikewIse European manufacturers have not suc-
ceeded in making any headway in Cuba. . 
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Distribution is generally handled in a manner similar to parts and 
IlI'cessoril's. The manufacturers' agents are considered the most 
dfpctive distribution medium. 

&rvice-station equipment is generally sold on a 60-day sight 
draft, though some sales are made with a draft drawn at 90 days' 
lIig-ht. 

Ell'etric cunent is available in practically all parts of the island, 
and the price is moderately reasonable. Mechanical tools are usually 
ul'ed for changing tires, Ilnd most of this work is done in tire repair 
shops. A limIted amount is done at garages by hand tools . 

• \s soon as there is any material improvement in the business con
ditions it is very probable that an increase will be noted in the sale 
"f various types of equipment. At the present time, however, there 
is prllctically no movement of these products. Although there is 
a real need for practically all types of equipment, it is very doubtful 
if conditions will improve to a point where any substantial increase 
in ,,"les will occur for at least a year. 

DOMINICAN REPUBLIC 

IIl'mand for Replacement Parts Good. Accessories Restricted. Service Appli
anres Dl'pres8ed-American Percentage Runs 98 of the Total Business 

VI •• Con.al Hedl.,. V. Cooke, Jr .. Santo Domlneo 

Motor-vehicle rl'glHtratioll a8 of Jalluary I, 1931: 2,810 passenger cars, 751 
Il'tu'ks, and 78 motor cycles, 

The market for replacement parts, accessories, and garage equip
IIlPut is naturally limited, owing to the small number of motor 
whicles. 

At. present the Dominican Republic is experiencing the effects 
of I'xtI'emely subnormal conditions, caused by the natural reaction 
(If the wol'lrl-wide crisis, the low quality of recent crops and the 
wt'nkness of foreign markets for Dominican agricultural products, 
nnd the effects of the hurricane of September, 1930, which swept 
owr a wide area and wrought great destruction. 

{"nder these circumstances, many automotive dealers have accumu
)nt~d surplus stocks, which they are unable to dispose. The more 
r(,llable merchants are now manif('sting a justifiable reluctance to
wa~d the assumption of new lines of merchandise, particularly those 
whIch are not readily marketable in the Republic. 

There has never been a large number of wealthy people in the 
Dominican Republic. C'olllit'qllentIy even those who were in com
mRnd of sufficient resources for the ownership of an automobile have 
often felt the need of economizing on the purchase of parts which 
\\,('I'e not absolutely essential for the maintenance of a car . 

. REPLACEMENT PARTS AND ACCESSORIES 

In view of the small number of cars, the demand for replacement 
p~~ts is relatively large.. The roads of the i!lterior are in poor con
dItIOn, and all but a hmlted number of the CIty streets are decidedly 
unsatisfactory. It is scarcely possible to operate a car in the Repub
lic without having to run frequently over roods which would be 
regarded in the United States as wholly inadequate. 
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The life of any given part of 'an automobile is much shorter than 
in the United States or Europe. As the result there is a constant 
demand for nearly all of the internal replacement parts. Those in 
greatest demand are springs, brake lining, pistons, piston pins, and 
piston rings, with the greatest demand of all for springs. Instances 
have been cited where one car has required two new springs in one 
day of driving through the streets of Santo Domingo city. 

The market for accessories has never been satisfactory, largely due 
to economic conditions. The items most in demand are radiator orna
ments, electric horns, lights (except parking lights), and theft-proof 
locks. 

GARAGE EQUIPMENT 

Automobile-service facilities are adequate in Santo Domingo city, 
fair in a few of the other cities, and poor along the highways of the 
country. In Santo Domingo moderzi garage equipment and trained 
mechanics are found. Elsewhere hand eqUIpment for garages is still 
purchased. Although the need of better facilities is realized by auto>
mobile owners, the condition of the local trade is so poor that few 
garage owners feel justified in installing extensive new equipment. 
There is no local manufacture. About 99 per cent of the articles sold 
in the Dominican Republic are of American origin. 

Replacement parts, accessocies, and garage and service-station 
equipment are distributed throughout the Dominican RepUblic by 
automobile dealers in Santo Domingo. Several of these dealers have 
branch shops in other cities of the Republic, such as Puerto Plata and 
Santiago. 

Distributors in Santo Domingo usually stock these products and 
pay on a strictly cash basis. Discounts, of course, vary as to article, 
but it is safe to offer the general statement that the terms usually 
offered by American manufacturers are regarded as liberal by 
Dominican importers. 

Service stations usually carry small stocks of accessories, which 
they can obtain either from distributors or from nearby automobile 
dealers, this depending upon the quantity that they purchase. 

Competitive lines are frequently handled by one company, but in 
some cases American manufacturers have made arrangements with 
Dominican distributors limiting the latter to the handling of one 
line only. The latter is, of course, the best method. In order" to 
obtain the best results in the market, an American manufacturer 
should arrange that only one firm handle his line. Most garages 
are owned by automobile dealers. 

The best medium for advertising is the circulation of literature 
among distributors in Santo Domingo city. These distributors 
should, of course, be supplied with sufficient literature for distribu
tion among their customers. Practically all of the leading distrib
utors are willing to devote close study to all correspondence from 
American manufacturers. 
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FRENCH WEST INDIES 

Vb CeanJ WIIJJaa P. _rtlea, MarUDill'" 

MARTINIQUE 

Motor·vehicle registrations a8 ot January I, 1931, In MartinIque: 1,700 
pa88enger ca .... 100 bu_, 440 trucks, and 125 motor cycles. 

REPLACEMENT PARTS 

The common use of the automobile in Martinique began during the 
early part of the 'Vorld War, when only American cars were avail
able. This initial advantage was offset by postwar increases in the 
:French import duties and advertising by French manufacturers 
appealing to the buyers' patriotism. It is generally conceded, how
ever, that American cars have a decidedly satisfactory performance 
and that their popuillrity in this market will remain assured. 

The competition of foreign replacement parts is somewhat keener 
than that of new foreign automobiles, particularly of those parts 
which are considered to be suitable for use on any make of car. 
AU upholstery material comes from France, as do bolts, straps, 
and other hardware used in making wooden bodies for busses and 
trucks. About half of the spark plugs are of American origin. 
Brake lining and springs come largely from Frallce. 

The policy of automobile manufacturers in urging the use of 
"originlll parts" and in requiring their agents to stock such parts, 
combined with the local lack of facilities for major repair jobs 
lind of mechanics whose skill in repair work goes much beyond 
the ability to assemble ready-fitted pieces, have produced a condi
tion in which American parts are largely used in the repair of 
American cars and French in the repair of French cars. 

As long as this condition continues and the French tariff remains 
at its present high level, the market for American replacement parts 
will probably be limited to "original parts" and the parts which 
have clearly shown their superiority over similar French items. 

There is. strictly speaking, no wholesale trade in Martinique in 
replacement parts. The distribution is principally through auto
mobile dealers in Fort de France, who are the only operators of 
important repair shops. These sell to each other, and to the small 
repair shops, parts as required. There are, in addition to the 
dealers, two firms in Fort de France which do a retail and small 
jobbing business in electrical and automotive supplies, accessories, 
and parts. 

American automobile manufacturers, as a rule, ship only against 
a New York credit or bank guaranty. Parts exporters ship payment 
against documents and at 60 days, with discounts for anticipated 
payments .. French exporters' terms are usually 90 days, with dis
counts for anticipated payments. Some of thIS business, however, 
seems to be done on open account with interest. . 

ACCESSORIES 

. The sale of all kinds of accessories is limited. A purchaser, hav
mg bought a car which has no bulb horn, as required by law, installs 
such a horn and then considers that his car is completely equipped. 
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If accessories such as bumpers are not included as standard equip
ment, the :purchaser feels that that car does not require bumpers, 
and accordmgly they are not purchased. 

There is a small demand for luggage carriers, mirrors, tire gauges, 
seat covers, electric windshield wipers, and a few cheap novelties 
and a somewhat more important demand for necessary tool acces
sories, such as jacks and tire pumps. 

Cold-weather accessories are not needed. License plates are not 
changed annually, each car when it is first sold being assigned a 
number which it keeps throughout its life. This number the owner 
must paint on a metal plate or on the body of the car. 

The French import tariff on most kinds of accessories is protec
tive, and, other things being equal, the consumer prefers French 
accessories. 

American car manufacturers try to induce their dealers to stock 
their accessories. Certain tools and replacements are designed for 
use with certain makes of cars. Occasionally a dealer sees an Ameri
can accessory advertised which strikes his fancy and he orders a 
small quantity. For this reason about one-half of the accessories 
used in Martinique come from the United States. 

Among American accessories imported are: Electric horns, jacks, 
luggage carriers, mirrors, tire pumps, and electric windshield clean
ers. Bulb horns, for which the sale is fairly large, come from 
France, as do the greater part of the jacks, tire gauges, and seat 
covers. 

Accessories are marketed ill. the same way as replacement parts 
and are sold on similar terms. . 

It is possible that a small trade in nonmechanical novelty acces
sories might be built up through department stores to appeal to 
the feminme population. It might also be possible that the services 
of an indent agent could be profitably employed in introducing new 
types of accessories in this market. 

GARAGE AND SERVICE-STATION EQUIPMENT 

There are only three garages in Martinique which have any equip. 
ment except the ordinary mechanics' set of hand tools, a forge, an 
anvil, and a rheostat connection with the city lighting system for 
charging batteries. . 

There is one air compressor and only one cylinder-boring machine 
and one vulcanizing apparatus. 

The three garages mentioned offer little in the way of service, and 
car operators look after their own water, air, lubrication, washing, 
and tire repairs. Mechanics are generally lacking in skill and train
ing. The service station is unknown. Gasoline is dispensed from 
roadside pumps, rented or sold by the agents of the various. oil 
companies. Garage owners are generally satisfied with their 
equipment. 

The same factors which promote the sale of American parts and 
accessories work for the sale of American garage equipment but with 
less force. The best-equipped garage on the island uses French 
equipment entirely. Perhaps 25 per cent of the equipment in 
Martinique is American in origin. 
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The demand for garage equipment ha.rdlv justifies the visit of 
traveling representatives. The employment of a local indent agent 
who would take orders for single pieces of equipment might result in 
80me sales. 

The world-wide business depression is being felt in Martinique, 
and credit has become more difficult. The market for rum, the 
source of the greater part of the island's income, is weak and uncer
tain, and important losses have been suffered by dealers and 
distillers. 

GUADELOUPE 

Mot"r·~ehlcle l'eI:iMtrationM In Guadeloupe as of January 1. 1931: 1.170 
JlIl_'n;:er cars. 130 bu .... es. 130 trucks, and 150 motor cycles. 

Guadeloupe is slightly larger than Martinique, but its prosperity 
is not so great, and its stllnJard of living is lower, with the result 
that fewer automobiles are in use, and price is a more important 
fudor in their choice. 

The French protective tariff and popular preference favor the 
use of French merchandise, and the outlet for American parts, ac
(,I's.o;ories, and equipment is in general limited to those articles which 
are r1l'signed for use with certain makes of cars and are marketed 
bv the car manufacturers, those whose superiority over similar 
l"rench products has been demonstrated, and an occasional adver
ti~.1 artJ('le which strikes the importer's fancy. 

Distribution conditions are similar to those in Martinique, with 
possibly a little more small jobbing becau!'e of the distance between 
Basse Terre and the commercial center, Pointe a Pitre. Sales are 
made on similar terms. 

Exporters should exercise great caution at present in granting 
credit in Guadeloupe as in Martinique. 

GUATEMALA 

Demand for Replacement Parts Good; Accessories Slow, Service Appliances 
Growing-Amlerican Participation Practically 100 Per Cent in All Lines 

Anillant Trade Commlnloner J. E. Dye., Guatemala CItJ' 

Motor-vehicle registrations as of January 1, 1931: 2.038 passenger cars, 56 
bu"ses. 755 trucks, and 2'25 motor cycles. 

Within the last five or six years, considerable pro~ess has been 
made in modernizing all branches of the local automotive trade and 
affiliated lines. Particularly noteworthy is the improvement in 
service-station equipment and service. Garage facilities and repair 
work still leave much to be desired, but some improvement can be 
seen. The principal deficiency of the garages is not due to lack of 
proper equipment but to a shortag1l of competent and trained 
pef!'onnel. 

There are only about 5.5 miles of paved road in the Republic, 
and these are in Guatemala City. By far the greater portion of the 
capital and all the other cities still have cobblestone and flagstone 
streets. Many of these are practically impassable at times. Replace
ments of such parts as springs, tie rods, crank cases, and differential 
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. housings run high. Owing to the constant vibration and jolting 
there is considerable crystallization of steering knuckles, driving 
axles, and other parts subject to more or less severe strain. Wood 
framing in the bodies is subject to rot and decay because of the 
excessive moisture during the wet season. This is particularly true 
of doorframes, corner posts, and sills. Finishes also deteriorate 
rapidly, owing to climatic conditions. 

REI'LACl:MENT PARTS 

The parts business increased about 35 per cent during the first 
six months of 1930 over imports for the corresponding period of 
1929. Automobile owners are reconditioning their cars and keeping 
them in service instead of buying new models. 

Springs are by far the greatest single replacement item required, 
owing to the present condition of the highways, and automobile 
manufacturers would do well to study the conditions in Guatemala 
as they affect automobile springs, and possibly add one or two leaves 
to give the springs additional strength. The parts next most in 
demand are bolts, hub caps,. universal joints, muffier assemblies, 
steering knuckles, gears, brake lining, and clutch facings. Such 
items as pinions, drive shafts, bushings, piston rings, spark plugs, 
stampings (principally fenders), flywheel gears, crank case and 
differential housings, running-board matting and beading, fan belts, 
and distributor parts are next in importance, followed by bearings 
(plain, ball, and roller), valves, piston pins, shims, generator parts, 
starting motor parts, carburetor parts, gaskets, rims, and rim parts. 

It will be noted that few engine parts are repaired, the majority 
bein~ for the chassis and body. :Motors have little wear, since road 
condltions do not ~ermit high speeds. Bodies and chassis, on the 
other hand, are subJect to constant abuse by the highways. 

There is practically no competition to American parts. Items 
in most cases are carried by the agency handling the various makes 
of cars. In many cases stocks are inadequate, and it often becomes 
necessary to lay up a damaged car while the needed parts are 
brought from the factory. With two or three exceptions, dealers 
are not in a position to render proper service and maintenance 
facilities on the cars they handle. 

Some few replacement parts, produced by independent manufac
turers, are stocked by the better service stations, which are also the 
leading accessory firms. These items are, as a rule, springs, brake 
lining, clutch facing, radiator caps, fan belts, piston rings, and others, 
the use of which is not necessarily limited to anyone make of car. 
Stocks of this type that are carried must have a rather steady 
demand. 

The principal service station in Guatemala City carries what is 
said to be the largest stock of springs, fan belts, cylinder head, and 
intake and exhaust gaskets of any other dealer in the country. This 
is easily understandable, as these replacements must be stocked for 
many makes

l 
whereas the automobile dealer carries only the stock 

reqUIred for his different models. 
The usual terms for parts, when bought from the manufacturer, 

are cash with order or irrevocable letter of credit. When purchases 
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are made, whether direct from the independent makers or through 
an export house, the terms are as a rule 80 to 90 days sight draft, with 
interest at 6 per cent. 

Local automotive dealers do little advertising for their products, 
snch activity being confined to spasmodic newspaper announcements. 

ACCESSORIES 

The accessory business has shown a considerable decline. This 
may be attributed in part to the many accessories which are included 
on a new car as standard equipment. The same tendency is also 
forcing automobile dealers into the accessory field, as in case of 
replacements the car owner expects to be able to buy the correspond
ing accessory from the dealer who sold the car. 

American manufacturers furnish between 96 and 98 per cent of 
all accessories sold in Guatemala. There is no local manufacture. 
On several occasions European goods have been introduced, but these 
have met with small demand. 

Headlights and rear and stop lights have a good turnover, al
though parking lights are not much in demand. Lamp lenses, rear
view mIrrors, tire pumps, tire gauges, and electric and vacuum 
wind,;hield wipers hayc a fairly good acceptance, though hand 
windshield cleaners are not demanded. Some ohock absorbers and 
taximeters are sold, but the demand is small ·and irregular. Items 
such as bumpers, nonskid chains, heat indicators, theft-proof locks, 
luggage carriers, trunk racks, SCllt covers, windshield visors and 
wings, and novelties have a very small demand. There is no im
portation of hood or radiator covers, glare eliminators, body hoists, 
lubricating systems, radiator shutters or shields, speedometers, or 
car heaters. 

There are no accessory wholesalers, each dealer importing for his 
own account from the manufacturer or through export agents in the 
L'nited States. Dealers are not as a rule agents for the products they 
sell, and in many cases they stock competitive lines. 

The usual terms granted importers of accessories are 80 to 90 days' 
sight draft, depending on the responsibility and credit standing of 
the individual, with interest charges of 6 per cent. 

GARAGE AND SERVICE-STATION EQUIPMENT 

American products are used in this field exclusively with the 
exception of driving motors for power equipment, which are some
times Swiss or German. No eqUipment is made locally, and Euro
pean competition is a negligible factor. Both service stations and 
garages are fairly well equipped and the better shops have all needed 
apparatus. In fact, the present investment is far greater than is 
warranted by the amount of business available. 

Mechanical equipment has enjoyed a fair acceptance in spite of 
the fact that labor, though in most cases unskilled and inefficient, is 
cheap and that electric current is hi~h. There is a minimum charge 
on motors of $4 per horsepower. ThIS entitles the user to 70 kilowatt
hours of current. The next .100 kilowatt-hours are charged at 5 
cents, and thereafter the rate becomes 2 cents per kilowatt-hour. 
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Many of the garages and one or two' of the larger accessory busi
nesses are conducted by automobile dealers, though there are also 
a number of independent operators. Practically all garages and 
service stations have more or less complete eqUlpment as regards 
hand tools, portable drills, bench grinders, oil and grease guns, air 
compressors, and gasoline and oil dispensing pumps. 

There are many installations of battery-charging equipment, but 
only three or four firms who do competent repair work. 

No cranes are in use, but t.here are many chain hoists and blocks. 
The majority of the larger places have one or more hydraulic garage 
jacks. The largest service station and accessory dealer uses six. 

The three better service stations have special equipment for chang
ing tires. All employ mechanically operated tools, and one has in 
addition air-operated equipment. These establishment.s get the bulk 
of the tire work. 

Several automatic and semiautomatic valve grinders and refacers 
are in use, as well as a number of welding outfits, both acetylene 
and arc. . 

Four establishments have fairly complete paint-spraying equip
ment, though a number are attempting to turn out paint jobs with 
small electric hand sprays. 

Most garage and service-station equipment, with the exception 
of motors, portable drills, hand tools, air compressors, and gasoline 
and oil-distributing pumps, are sold either through export houses 
in the United States or local commission agents. The majority of 
the motors and portable drills are sold by the local light and power 
company. Air compressors are carried in stock by several machinery 
houses, and hand tools are sold by most hardware stores. 

HAITI 

Replacement Parts Demand Good, With Accessories and Service Appliances 
Restricted-American Participation Predominates 

Consul Donald R. Heath, Port au Prince 

Motor·vehicle registrations as of January 1, 1931: 2,384 passenger cars, 277 
busses, 371 trucks, and 42 motor cycles. 

The marked economic depression resulting from the decrease in the 
price of coffee, Haiti's chief crop, and other tropical products, which 
has prevailed over a period of 18 months, has caused considerable 
change and diminution in importations and sales of motor vehicles, 
parts, accessories, and garage equipment. Prior to this period there 
was a steady increase in such imports. Practically all automotive 
vehicles and equipment (with the exception of some French and 
English tires) are of American manufacture. 

REPLACEMENT PARTS 

Owin~ to bad highway conditions in Haiti and to the fact that 
the maJority of native owners and chauffeurs are inclined to be 
rather reckless drivers, replacement parts are in considerable de
mand especially such articles as bearings, brake linings, bushings, 
drivi~g and timing chains, fan belts, spark plugs, springs, valYes, 
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radiator caps, pistons, piston rings and pins, body upholstery 
materials, gears, and ~enerators. 

No parts or acceSSOfles are manufactured locally, with thl' excep
tion of a battery which is produced bv one of the leading automo
bile dealers, and bodies for trucks, 6usses, and occasionally cars, 
which are turned out by two local firms. 

Parts are "tocked by each of the fOllr firms with garages which 
hold the national agl'ncil's for varions American motor cars, and 
tlwir !;tocks are complpte. The ,"ubagl'nts in other parts of Haiti 
lind two garagt's ami the one specific accessory dealer in'POlt au 
Prince also eurry "tocks of the more malal r!'placement parts, but 
these are limited. 

Port au l'rilH'e is the principal eitv and !'hief distributing point 
for the entire country. All the Ic)('af I!'arages maintain branches or 
!'lIhogl'neies in the lor!!pr to\\"n~. slIeh as Cape Haitien, Gonaives. St. 
~[IlJ'(:. Jacmd, Aux Cayes. and Jeremie. Practically all parts and 
al'('('ssories are imported through Port au Prin!'e, whence they are 
clistributed to the subagents throughout the country. 

~[otor-car reprl'sentatives usn ally gpt their parts from the auto
mobile manufacturer they rl'present. but occasionally they order 
from jobbprs in the Vnitecl States. A very few garage and 
Ilt'CpSsclry dpolers import some parts independently, usually from 
American jobbers. . 

Advertising of parts is carried on by local dealers through show
case exhibitions and by literature and small signs supplied by the 
manufacturers. Newspaper advertising is employed also, but only 
as re:.rards the vehicles represented. Itemized lists of parts carried 
are not inserted in the newspapers. 

ACCESSORIES 

The local demand for automobile accessories is very much re
stricted owing to the fact that there are comparatively few motor 
vehicles in the country and on account of the present economic 
depression, which has affected the already low purchasing power of 
the people. 

The principal demand comprises such articles as tire covers; jacks; 
head, rear, stop, and parking lights; tire gauges; seat covers; and 
novelties. In the case of jacks. the hand jacks are more widely used 
than mechanical ones, owing to the fact that both chauffeurs and 
labor are cheap and, in the case of the latter, very abundant. In the 
case of tire trouble the stopping of a car will nearly always attract 
immediately onlookers who for a few cents are willing to help. 

Such articles as car heaters. heat, indicators, hood and radiator 
covers, and taximeters are not used. Very few cars are equipped 
with glare eliminators. There is no market for taximeters as Haitian 
taxis make a flat rate or hourly charge. There is no indication of 
an early change in the taximeter situation. 

There are only a few independent garages dealing in accessories 
and one specific aceessory shop. These dealers oecasionally import 
direct from the manufacturer but usually through American jobbers. 
Stoeks are maintained at a minimum by distributors because the 
majority of cars imported carry most of the articles of standard 
equipment, and by dealers on account of economic conditions. 
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GARAG~ AND SERVICE-STATION EQUIPMENT 

Only in the six relatively large garages in Port au Prince and in a 
few garages in the larger towns are there adequate and efficient auto
mobile-service facilities available. There are numerous repair shops 
in Port au Prince and other cities, but in general the service rendered 
and the quality of the work is inferior. 

The large garages, especially those maintained by distributors, 
obtain the bulk of repair work and employ the best mechanics. The 
many small garages have arisen as a result of an employee: after 
having become fairly efficient as a mechanic in one of the large 
garages or repair shops, opening a small shop on his own. The vol
ume of business done is naturally small, due to the limited capital, 
which prevents purchasing of necessary equipment and also deter
mines the number of employees, with the result that the owner must 
necessarily do the work himself. 

Among the most needed articles of equipment are battery chargers, 
auto lifts, brake-testing machines, portable drills, reamers, tire
repairing machines, valve grinders, welding outfits, wheel-alignment 
equipment, and high-pressure chassis lubrication and grease-dispens
ing systems. 

Two larg-e garages and one of the government garages are com
pletely eqUIpped, while the other garages and repair shops have some 
modern articles installed. Only the larger garages operate their 
equipment with electric current. The cost of such current and the 
more expensive equipment is above the means of the smaller repair 
shop . 
. Only two large garages have mechanical tire-changing equipment. 
One independent repaIr shop, which does vulcanizing and electric 
welding, also has mechanical tire-changing- equipment. A large part 
of the tire repairing is done both in repaIr shops and the five large 
garages. 

Practically all equipment used locally, including the garages of the 
various departments of the Haitian Government, is of American 
manufacture. There is no domestic production. 

The principal garages nearly always purchase their equipment 
direct, as does the Haitian Government, which has a purchasing agent 
in New York City. At present there is but one local firm which 
specializes exclusively in the importation of machinery, and its vol
ume of business is very small. One local firm handling miscellaneous 
lines has the representation of an American manufacturer of certain 
garage equipment. Manufacturers desiring to introduce their prod
ucts in Haiti should get in touch direct with the managers of the five 
principal garages and the purchasing agents of the various depart
mentsof the Haitian Government operating garages. 
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HONDURAS 

Jltoplacement Parts Market Good in View of Small Number of Motor-Vehicle 
Registrations; AuetI80rJ Demand Small; Growth of Service-Station Instal
lationa Limited bJ Size of the Market-American Products Predominant 

VIft CenaaI R. ..... tho "'cl,.. T ..... dc.lpa: VI .. Con ... 1 T. Mon .... FOhn. Tela: VI .. Conolll 
La ......... Code" P._ C .. tlUa: Vb Co_ TIuI ... C. Wa-, Paulo Con .. ; Vice 
(;eaoaJ War ... C. SIe .. art" La Ccl ... 

Motor-vehicle registrations as ot January I, 1931: 737 passenger cars, 81 
bu!lllell, 289 truclca, and IG motor cycles. 

The study of the market for replacement parts, accessories, and 
garage and service-station equipment in Honduras IS presented here
"'ith by consular districts, based on reports submitted from Teguci
galpa, the capital, La Ceiba, Puerto Castilla, Tela, and Puerto Cortes. 
A summary of the whole of Honduras is also included. 

TELA 

There has been a slight increase in the matket for replacement 
parts in the Tela consular district during the past few years. How
ever, the demand for such equipment is small, owing to the limited 
number of motor vehicles in use, there being but 73 passenger cars, 2 
bus~'es, and 27 trucks as of January I, 1931. 

The market will not develop to any great extent until there is a 
considerable increase in the mileage of improved roads, for motor use. 
At the present time there are only about 10 miles of suitabl'e road in 
the entire Tela consular district. 

Practically all replacement parts are in demand, and all that are in 
Use are of American manufacture. 

The majority of parts in use in this district are purchased through 
automobile dealers In San Pedro Sula. which is in the Puerto Cortes 
consular district and is the second city of importance in the country 
as well as a distributing center for the northern coast. 

The only firm sell'ing, parts in this district is a distributor of a, 
well-known low-priced American car, who handles parts only for the 
machine distributed. 

The most effective advertising is by wall placards and posters for 
Use in hotels, restaurants, etc. 

ACCESSORIES 

The accessory demand is naturally limited in view of the small 
number of cars in use. Those most used include electric horns, hand 
and mechanical jacks, l'amp lenses, lights, rear-view mirrors, tire 
pumps, gauges, seat covers, and wind-shield cleaners. 

Accessories are marketed by automobile dealers who purchase for 
their own account. Stocks are not generally carried, and competi
tive lines are not usually handled by the same company. Present dis
tribution channels cover the market adequately. 

All accessories in use and for sale are of American manufacture. 
The usual terms in this trade are cash in advance. 
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GARAGE EQUIPMENT 

There are no public garages or 'lervice stations in the Tela con
SUral' district, and there are no adequate automobile service facilities 
afforded. Privately owned cars are serviced by chauffeurs and me
chanics. All equipment in use is of American manufacture, as there 
is no foreign or domestic competition. . 

The chief restriction to the use of mechanica1 equipment is the 
small number of motor vehicles. Tires are changed by hand tools 
Tire repairing is done by owners of cars or chauffeurs. 

The logic distributing center in San Pedro Sula. The best selling 
method is through automobile dealers, and the best terms are'" cash. 

PUERTO CASTILLA 

In the consular district of Puerto Castilla there are but four 
trucks and six passenger cars; consequently there is no market nor 
dealers for replacement parts, accessories, or garage equipment. 

LA CEIBA 

La Ceiba has a population of approximately 10,000 and is in the 
center of a narrow coastal plain extending from Puerto Castilla 
to Tela. There is much talk of building a highway from La Ceiba 
to Tegucigalpa, the capital, but economic conditions are such that 
actual construction appears to be impossible with domestic capital. 
There are many obstacles to the present construction of a highway 
with its resultant expansion in the demand for motor cars and 
equipment. Until these obstacles are overcome, the demand for 
all these products will be limited to an approximate maximum of 
150 cars, with parts, accessories,. and service therefor. The market 
for replacement parts is definitely limited by the small number of 
automobiles. 

American companies manufacture all cars and accessories sold 
here, distribution of replacement parts is effected by one local 
dealer in Ceiba, who orders direct from American automobile firms 
and pays cash with each order. There is no domestic or foreign 
competition. 

Parts in demand include ball and roller bearings, bolts, bushings, 
fan belts, spark plugs, valves, piston rings, piston pins, and gears. 

ACCESSORIES 

Accessory demand is extremely limited, and these articles are 
marketed by one local dealer. Stocks are carried in a limited 
quantity by this dealer, who covers the market adequately at present. 
He orders directly from American automobile firms. 

Certain items of accessories are not used in this district; these 
include nonskid chains, parking and stop lights, radiator shutters, 
taximeters, and car heaters. Accessories enjoying some demand 
include electric horns, hand jacks, lenses, rear and head lights, and 
tire pumps. The one dealer in accessories has two car agencies, a 
garage, and service station.. . 
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CARACB AND IIERVICE-STATION EQUIPMENT 

This territory has. ene service station and garage, modernly 
equipped, which adequately serves all necessary purposes. The pro
prietor was trained in an automobile school in the United States. 

All equipment in use is of American manufacture, there being no 
foreign competition nor any domestic production. No restrictions 
are placed on the use of mechanical equipment. Electric current 
is generallr available on an economical basis. The garage uses the 
mechanica method of changing tires. Probably half of the tire 
changi~g it! done by hand by individual operators of cars. 

PUERTO CORTES 

The consular district of Puerto Cortes offers a restricted market 
for rt'I?lacement parts, owing to the small number of motor vehicles, 
of whIch there are only about 400. There are approximately 200 
miles of roads which are for the most part nothin~ more than 
graded tracks, impassable during the rainy season, which exists for 
six months of the year. These routes are in and about San Pedro 
Sula, the commercIal center of this section of Honduras. 

The life of a motor vehicle under the existing poor highways is 
short. Dealers state that there is a demand for all replacement parts 
for trucks and passenger cars, particularly for springs and electrical 
spare parts. 'Vith the exceptIOn of two trucks, all motor vehicles 
are of American origin, and replacement ports for these come from 
the United States. 

The sole channel of distribution is through the automobile dealers. 
There are two garages in San Pedro Sula, but each of these pur
chases, or rather the owner of the car being repaired purchases, all 
of the special parts from the dealer. Replacement parts are sold for 
cosh. 

Two agents of American cars pay cash for the par~s which they 
purchase. The financial standing of the automobile dealers in San 
Pel\ro Sula is such that it would be unwise to extend credit. 

There is very little competition in the trade for replacement parts. 
The agents for each car carry the parts for their vehicles. There is 
no domestic or foreign competition. San Pedro Sula is the sole 
distributing center, all of the automobile dealers in the district being 
located there. 

ACCESSORIES 

There is a relatively ~ood. demand for certain accessories, due to 
the hard service received by cars and trucks. 

Accessories most in demand are bumpers, nonskid chains, which are 
hardly ever dispensed with in the wet season, electric horns, hand 
jacks, lamp lenses, tire pumps, shock absorbers, and tire gauges. 

There is no competitIOn from foreign or domestic manufacturers 
in automobile accessories, which are imported by the automobile 
dealers and sold at retail to owners of motor vehicles. Small stocks 
are carried. A dealer may carry two or three competitive lines of 
some quick-selling accessory, such as nonskid chains. The market 
is adequately covered by the present distribution channels. 

80277--32-23 
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It is believed that all American exporters of accessories would do 
well to require cash against document3, at least until business con-
ditions improve. . 

GARAGE AND SERVICE-STATION EQUIPMENT 

There has been no recent progress in providing adequate service 
facilities in this territor.y. The sm:JU number of motor vehicles 
hardly warrants a large investment in any such enterprise. There 
are no properly trained mechanics engaged iIi the repair of automo
biles. The two garages in San Pedro Sula are run by their owners, 
and their equipment is poor. The automobile dealers have repair 
shops attached to their showrooms. 

The equipment most in demand includes air compressors, auto 
lifts, battery' chargers, car washers, ga~llge tools, oil and grease guns, 
portable drIlls, reamers, tire-repairing machines, etc. The principal 
reason which restricts the more extensive use of mechanical equip
ment is that there are no first-class garages. Electric current is 
available but is very expensive in San Pedro Sula, the price being 
15 to 20 cents per kilowatt-hour. 

The use of hand tools predominates in changing tires, and most of 
this work is done on the road. 

Automobiles are generally run until they are past the repair stage, 
and then new cars are purchased. The life of a motor vehicle is 
stated to be about two years and that of tires from 2,000 to 4,000 
miles. . 

All of the automobile dealers operate garages. They are all lo
cated in San Pedro Sula. 

TEGUCIGALPA 

The demand for parts in the Tegucigalpa consular district has 
increased gradually with the added number of automotive vehicles in 
use. The la~k of good roads is largely responsible for the fact that 
up to the present time motor vehicles are not widely used. There 
are .slightly more than 500 automotive vehicles now in operation, 
about 350 being passenger cars. However, the per car consumption 
of replacement parts is rather high, because of the roughness of 
the roads and the steep grades. 

There is particularly good demand for such items as bolts, brake 
lining, clutch facing, springs, gears, drive shafts, auto frames, and 
wheel parts, which break frequently. 

Practically all parts are of American manufacture. There are 
no domestic operations, and foreign competition is small.. Distribu
tion is practically all carried out by three firms, each of which 
maintains a garage and has tbe agency for one or more well-known 
makes of American automobiles. One operates the largest trans
portation company in the district, and two have accessory .stores ill 
connection with their garages. 

The terms usually offered \0 distributors are 60 days sight or a 
2 per cent discount for cash against documents. 

Tegucigalpa is the only distributing center for automobile parts 
in this district. Most of the ~ars in use have their headquarters in 
this city, and the roads to the rural parts are so bad that cars rarely 
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wnturQ from the main highways even in the dry season. In thE' 
rainy lIf'a"on most of the roads are passable only for mules and 
ox('artfo!. . . b ·t· 

There are few methods of a<ll"ertising in thIS com!Dumty.. ut I It' 
believed that American manufacturers should furmsh assIstance to 
the tli,,1ributors in their advertising programs. There are se~~ral 
neWNpapt'rs pub.Iished in thi~ city,.all of ~hich are good a~v~rhsmg 
media. There IS also a radIo statlOn whIch accepts adv~rtlsmg. It 
is also possible to arrange for special announcements m the local 
lIIotion.picture theaters, of which there are two. 

ACCESSORIES 

Dlle to the slightly increased number of autoIJ}otive ,,-ehicles in 
nse in this district the actual demand for acceSSOrIes has Improved. 
lJowHer, it is believed that the demand for cars is falling off be
caUI'Ie of the complete equipment now included on new cars. 

There is a ~ demand for trunk and luggage racks, because of 
the fart that there are no railroads by which baggage may be sent. 
There is also a demand for novelties. Such items as hood and 
radiator co,·ers, shutters, and car heaters are never used because 
of the warm climate. Bulb horns, theft-proof locks, shock absorbers, 
and taximeters are never sold. The government does not supply 
number pll1tes, 80 all of thest' nsed art' made by the individual car 
owners. 

The three firms mentioned as the distributors for parts are also 
the only distributors of accessories. They generally buy directly 
from the manufacturers in the United States and sell directly to the 
consumers. All three of the local dealers carry stocks and occasion
allv handle competitive lines. In some cases their sales agreements 
will not permit this, but such agreements are not looked upon with 
fa,·or by the dealers and are entered upon only when it is necessary 
to secure the representation for some particularly desirable 
product. 

It is believed that the present method of distribution is the most 
satisfactory one that could be arranged in this territory. 

Terms to dealers are usually the same w,ith accessories as with 
rep~acement parts: 60 days sight or 2 per cent discount for cash 
agamst documents. These terms are, of course, varied in accord
ance with the standing of the firm in question. 

GARAGB AND SERVICB-STATION EQUIPMENT 

C~nside~~b~e progress. has been made in providing satisfactory 
serVIce faCIlIties III TeguCIgalpa. The three automobile dealers main
tnin a garage each, two of which are modern and well equipped. 
One garag~ has install~d a complete ma~hine shop, which is fitted 
to do all kinds of repaIr work and weldmg. In the rural districts 
there are no garages, but t~ere are very few automobiles, and their 
owners are usually mechaDlcal enough to do their own repair work. 
The mechanics employed by local garages are not well trained. 
Howeyer, they are the best that can be had in this country. 
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The main reason for the restricted use of mechanical equipment 
in this district is the fact that labor is extremely cheap. Electric 
current is available but at a rather high price. The principal garage 
maintains a lar~e Diesel generating plant of its own. 

About half of the tire changing is done by hand, with the excep
tion of the changing of solid tires, which are placed on the rims by 
means of large power-driven presses. The repairing of pneumatic 
tires is done in repair shops in Tegucigalpa if the financial condition 
of the car owner permits him to carry a spare or if more than one 
flat tire does not occur on the same trip. Otherwise the tire must 
be repaired on the road. 

American equipment is used practically entirely in the garages 
in Tegucigalpa. One German Diesel engine is the only piece of 
foreign machinery noticed. There is no equipment manufactured in 
Honduras nor is there any prospect of its manufacture in the near 
future. 

In the absence of American traveling representatives, the most 
satisfactory method of distribution would be through a commission 
agent. Inasmuch as a large number of American concerns send 
dIrect representatives to this district at present, and in view of the 
limited market possibilities, it is believed that the present methods 
of distribution are the most satisfactory that can be arranged. 

Sixty days sight are the usual terms granted to the firms at pres
ent engaged in this business. If other firms enter the market, it is 
sugge~ted that transactions be limited to cash against documents 
until the credit standing of the firm is established. 

Attention is invited to the fact that a great many firms in this 
district have difficulty in securing dollar drafts for remittance to 
the United States because of the fact that the banks only very rarely 
sell dollar drafts for silver pesos, the most common circulating me
dium of the country. Dollar exchange must generally be bought 
up in small quantities from individuals who have checks on Ameri
can banks. 

Tegucigalpa is not only the principal distributing center of this 
district for garage and service-station equipment, but it also has the 
only garages which would be in a position to install mechanical 
equipment. 

SUMMARY 

The preceding reports note that the main reason throughout Hon
duras for the limited use of automotive vehicles is the fact that 
roads are uniformly bad. 

American replacement parts enjoy great popularity and are gen
erally demanded by car owners. 

The demand for automobile accessories is apparently slowly in
creasing, and American products are most popular and enjoy almost 
universal use throughout the country. The only foreign p~od~cts 
seen are in the southern part of the country, where commumcatlOn 
with the United States is slightly more difficult than in the northern 
part. 

Accessories are generally sold in all parts of the country by deal
ors who buy on their own account and sell directly to the automobile 
owners. They usually carry small stock. 
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111ere are modem and well-equipped garages in Tegucigalpa and 
in La Ceiba, but throughout the rest of the country there seem to 
me no adequate repair and service facilities. In most parts of Hon
duras the mechanIcs are not experienced and are generally without 
the proper equipment for doing satisfactory work. There are too 
few cars in use to make any extensive installations for repair work 
profitable. 

As in the case of parts and accessories, United States products are 
used almost entirely in garages and service stations. There is no 
dome!>tic manufacture and an extremely limited amount of foreign 
competition. 

The volume of possible business is not believed to warrant large 
additional expenditures for garage and service-station equipment. 
The demand consists mostly of purchases of equipment to replace 
that which is worn out, with an occasional new item being bought 
which the owner of the garage believes will pay for itself even in 
vipw of the small volume of business. 

Electricity is available in most cities of the Republic, but it is 
usually too expensive to make its use profitable in garages and service 
.. tat ions. 

There are two logical distribution areas in Honduras-the north
ern coast and the Tegucigalpa consular district, which comprises the 
central and southern parts of the country. Distribution of automo
bile parts and accessories is at the present time carried on in the 
mOlit lo~ical manner possible. Tegucigalpa is the center for distri
bution m the central and southern parts of the country, and San 
Pedro Sui, the second cit v in importance, is the distributing center 
for the northern.coast. these two districts are separated by lack of 
communication facilities. goods being shipped to the north coast 
direct from the rnited States and those shipped to the Tegucigalpa 
district being routed by way of the Panama Canal and the Pacific 
OC('an. 

In 'ft'gucigalpa and La Ceiba tire changing is often done by 
mechanical method,;, bllt throughout the other parts of the country 
tires are changed with hand tools. 

In the absence of direct traveling representatives, the best selling 
method would be through manufacturers' agents, the volume of busi
ness in garage and service-station equipment being too small to 
enable wholesalers and jobbers to carry the goods profitably. For
tunately, a large number of American manufacturers of this kind 
of equipment send traveling representatives to Honduras. In ad
dition to this, garage owners frequently order directly from the 
United States from catalogues. 

Except in the case of firms with established reputation!\, it is 
suggested that transactions be limited to cash. 
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MEXICO 

Demand for Replacement Parts Growing, Accessories Declining, Service 
Appliance Demand Poor-Amoerican Participation Practically 100 Per Cent 
in All Items 

Assistant Trade Commissioner Edward D. McLaughlin. Mexico City 

Motor-vehicle rl'gistrations as of January I, 1931: 59,500 passenger cars, 
4,800 busses, 16.500 trucks. and 675 motor cycles. 

During the course of the past five years the total number of auto
motive vehicles in Mexico has practically doubled. Each class of 
vehicle has increased in about the same proportion as the gain in 
total registration. 

The majority of the motor vehicles are concentrated in the Federal 
District. On account of the concentration of wealth and the higher 
purchasing power in ti~tl capital., there are found in this vicinity 
probably 95 per cent of the country's re~istrations of high-priced 
curs and from 85 to 90 per cent of the medium-priced cars. The great 
majority of cars and trucks in country districts are of the low-priced 
groups. 

It should also be kept in mind that in the outlying districts re
placements are far heavier per car than in the metropolitan section. 
Tire dealers estimate that the owner getting three or four months' 
wear out of a set of tires running over country roads is doing very 
well. Moving motor parts, as well as fixed parts of frame and body, 
are more frequent items of replacement. Accessory and parts dealers 
estimate that cars used on Mexican country roads require from 25 to 
30 per rent ll10re in the way of replacements than the cars of Mexico 
City. 

Another point to consider is the general economic and business 
condition of the country. Mexico, like practically every other coun
try, has been working- under decidedly depressed business conditions. 
"World prices of baSIC metals have been lower during- recent years 
than in a long time past. Petroleum, another of the country's main 
supports, has been low. Agriculture and ranching have been ad
versely affected. The serious decline of the Mexican silver peso has 
also affected Mexico's purchasing power. 

As is usual in times of restricted buying, dealers are experiencing 
great difficulty in meeting expenses. Through 'Price cutting and spe
cial rebates some have endeavored to keep gomg and to obtain an 
advantage over competitors. Others have tried to keep up their sales 
volume at the expense of collections and as a result have large 
amounts outstanding-, representing poor accounts. Some territories, 
formerly well covered by travelers in good times, have been aban
doned because it did not pay to work them under conditions prevalent 
the past year. 

Dealers have, on the whole, been reluctant to take on additional 
lines. There is u decided trend, noticeable ,among the leading im
porters and jobbers, to handle only lines which are well. known an~ 
well advertised. The manufacturer who expects to place 111 the MeXI
can market a line not already known and without the use of much 
and well-placed advertising will not meet with success. He may, of 
course, reduce prices far below those of already established com-
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[lditors. Lut e.\"en that will not be productil'e of immediate and worth
"llIle results III the general run of cases. 

Arwthl'r faetor which has tended to disorr",anize the parts and ac
re"..,..ry trade has been the selling policy 0 manufacturers' agents. 
In this tbey are said to ha\'e been assisted by a number of manufac
turers who !;eerned more interested in getting into the market than 
in the method used and its results. In ~Iexico City there are prob
al.ly hill or se\'!'n leading jobbers, few of wholll have factory connec
tioll!!. They Luy in the open m8l'ket from the 10 or 12 factory 
rt'prt·,...'ntati\·es. By far the larger portion of the business dune in 
1"II·t~, a('('('s>;{'ries, and I!'arage Ilnd service equipment in and about 
~It'xil'o Cit.v is handled by these larger johbers, some of whom cover 
the entir-e }{epublic by their salesmen. ~Iany of the factory repre
SI'ntati\'es "'ho sell to these jubbers and distributors have sold at the 
~lIrne c1i>o<:ount,. to dealers who should normally be the customer of 
the jolJllI'r. The result has been that this jobber and distributor 
LII~irll'ss has been /!,radually placed in the hands of thope represent
atiH'S w'ho are careful to distinguish between distl'ibutors and small 
dealt'rs. The other factory representatives, who have been slowl'y 
put to one side by the larJ!est smgle buyers, have been seeking bUSI
ness among the smaller dealers and mechanics, The manufacturing 
principals of these agents have been exr-riencing heavy credit losses 
a!< a result. Few of the manufacturers agents are competent to pass 
upon ('redits, even if inclined to do so in the interest of their 
prineipnls. 

In spite of losses incurred, chiefly throu~h poor local representa
tion, mnnufal'tllrers still contrive to place their agencies with unre
lillLle 8l!ents. The lattt'r are generally willing to take on any account 
"'hieh thl'y clln succeed in workin/!, for a short time and then turn it 
back to the manufacturer with a sheaf of pending accounts. If the 
manufacturers and exporters of replacen1l'nt parts, accessories. and 
g8r8~ equipment will realize the limits of the Mexican market and 
realize. too, thnt only the best and most reliable agent can obtain 
busines~, and at the same time protect him from disproportionate 
crt'1lit losses. then procedure in accordance with that understanding 
will do much to bring about a more orderly situation in this market. 

REPLACEllENT PARTS 

Despite econonllc conditions, the Mexican market for parts over 
a perIOd of the last five years has been a growing one, although 
the parts business has not shared propol-tionately in the increase 
in registrations, owing largely to adverse economic conditions and 
also to the fact that the more modern cars require less in the way of 
replacements. Especially has this been true during the last few 
vears, since this period has seen a remarkable increase in improved 
Li~hways. 

fhe Items i!l ~hief demand ~cIude plain, ball, or roller bearing". 
bolts, brake linmg, clutch facmg, fan belts, spark plugs, springs 
valves, radiator caps, piston rings, gears and pinions, drive shafts: 
axles, rinlS, and rim parts. . 
. ReplaccIl,1ent parts a.r~ practically all !If American origin. There 
IS no foreIgn competition, and very httle domestic manufacture 
exists except in batteries, paints, springs, and bumpers. 
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It can not be said that batteries are manufactured in Mexico yet 
there are several organizations assembling a local product from 
materials imported from the United States. Automobile and truck 
springs are produced in several small plants, both in Mexico City 
and Monterrey, although the greater part of the business is in the 
hands of a large manufacturer of bumpers, springs, and other iron 
and steel products whose firm is located in Mexico City. 

While these lines are the only ones in which local competition is 
to be met at present, it should be understood that any line lending 
itself to . local manufacture may suddenly be faced with increased 
Mexican duties and native competition. 

Domestic manufacturers offer no special inducement to the trade. 
Their prices are equal to the prices of American manufactures plus 
transportation costs and duties. As a. rule, prices are maintained 
at this level. Credit terms are in general the same as those extended 

Figure 16.-Amerlcan·made part. and accessories are sold in this store at Camaguey. 
Mexico 

by American manufacturers, although the local producer is generally 
working under a limited capital and is less prone to give extended 
credit than are many of the American manufacturers. 

Leading channels of distribution are through the importing and 
jobbing houses specializing in automotive replacements and acces
sories, which usually handle both parts and accessories, some carry
ing garaO'e and serVlCe equipment. 

There has been a decided trend on the part of automobile dealers 
to carry more or less complete lines of replacements covering the 
cars which they distribute. This they do, not so much to supply 
the retail trade as to enable their service departments and subdealers 
to effect efficient servicing. Dealers, as a rule, carry only the standard 
replacement parts for their lines, such as gears and pimons, bearings, 
axles, valves and pistons, and wheel parts. The bulk of the business 
is, as above stated, carried on by leading distributors specializing in 
replacement parts and accessories. This arrangement, it is feIt, will 
continue, inasmuch as dealers are not anxious to increase the amount 
of stock which they must necessarily carry, and because the import-
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ing jobbers may keep abreast of new market demands and at the same 
time are free to buy in the open market. 

Manufacturers are offering to their Mexican distributors the maxi
mum discounts offered to domestic jobbers and in many cases a 
slig-ht additional discount to take care of the large distribution costs 
in the .Mexican market. 

Leading trade journals and Mexico City papers are the most 
used advertising media. 

ACCESSORIES 

Owing chiefly to economic conditions, the demand for accessories 
has been persistently falling off. Unlike replacement parts, acces
sories are looked upon as luxuries, and, therefore, are little in 
demand. 

The accessories most used are bumpers, nonskid chains, tire covers, 
electric horns, hand jacks, theft-proof locks, tire pumps, and tire 
gauges. Car tools are likewise rather high in the list. Such articles 
as lend themselves particularly to the petty thievery are in consider
able uemand, such as tires, tools, locks, front and parking lamps, 
radiator caps, and gas-tank caps. A car owner may lose his com
plete front headlight and bUl it back the next day at one of the 
numerous "thieves' markets' for the sum of two or three pesos. ' 
The prevalence of petty thievery boosts considerably the market 
possibilities of such artIcles as theft-proof locks and radiator and 
gas-tank caps. 

American accessories supply 100 per cent of the demand, with 
the exception of such items as license plates, seat covers, and bump
ers, which are manufactured locally. 

Accessories are marketed exact(y the same as replacement parts, 
with the exception, of course, that automotive dealers do not carry 
accessory lines. This concentrates the accessory business in the 
hands of the leading jobbers and manufacturers' agents. The latter 
sell not only to the importing and jobbing houses but have been in 
the past selling to the small dealers operating corner accessory and 
replacement parts stores. By far the larger part of the distribution 
is through the larger, well-established jobbers. The best method for 
the American manufacturer is to confine his sales to the larger job
bHs or manufacturers' agents. Small stocks of accessories are usu
ally carried and competitive lines handled by the same company. 

The usual terms in the accessory trade are again in general those 
extended by manufacturers to the domestic American trade, with 
slight increases to take care of higher distribution costs of the 
Mexican market. 

Accessory dealers carry the principal stocks, although some of 
the larger garages and service stations have a limited display of 
the more popular items. 

GARAGE AND SERVICE-STATION EQUIPMENT 

Mexico furnishes a poor market under present conditions for 
garage and service-station equipment. 'While there are a number 
of garages in the Republic thoroughly equipped to give all neces
sar.v service, the majority are small, poorly equipped establishments, 
operated by a mechanic and his helper. 
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The garages and repair stations maintained by automotive dis
tributors' and dealers are equipped and organized to supply at least 
the minimum service requirements exacted by the automobile manu
facturers whose agencies they hold. There is, of course, consider
able variation, both in equipment and technical skill of the 
mechanics. . 

Garage equipment most in use consists of mechanics' tools, acety
lene welding outfits, battery-recharging outfits, brake-lining ma
chines,- auto lifts, wheel pullers, paint-spraying machines, etc. The 
larger service stations require air compressors, gasoline pumps, oil
dispensing pumps, grease 'guns, tire-changing machines, in some 
cases battery chargers, and car washers to a limited extent. 

The majority of the leading distributors in Mexico City maintain 
shops whose equipment is fairly complete. Independent mechanics 
and garages, however, carry incomplete equipment and are, further
more, not financially able to purchase much more. 

There are practically 750 filling stations in the Republic of Mex
ico owned by the various oil companies, and in these stations there 
are installed approximately 1,000 gasoline pumps. The four leadin~ 
oil companies erect the filling stations, install the equipment, and 
rent them out to operators, on the agreement, of course, that the 
operator retail only their gasoline and oils. It is not believed that 
the number of filling stations will be increased durinO' the next year. 

The equipment generally installed consists of gas;tine pumps, oil 
pumps, grease racks, and underground tanks. Facilities for com
pressed air and water are also provided. 

The number of new highways which are being projected should 
give rise to a considerable demand for pumps, compressors, etc. 
These highways, especially the new Mexico City-Monterrey-Laredo 
highway, will require considel:Rble equipment of this nature if the 
necessities of the traveling public are to be satisfied. Facilities in 
the couritry for obtaining gasoline, oil, and service are crude and in 
most cases lacking altogether. 

Under present conditions, considerin~ the roads already in use, 
there is little likelihood that much will be done in the way of indi
vidual and privately owned gasoline stations; manufacturers of gaso
line pumps, compressors, etc., must continue to look to the leading oil 
companies as their best purchasers. 

Distributors !J.nd dealers of the various cars represented in the 
market are naturally equipped to service not only their own makes 
but any other cars or trucks which come into their shops. The equip
ment in use varies from the latest and most complete obtainable to 
practically nothing in the smaller shops. On the whole, however, 
the d~alers and distributors themselves are fairly well equipped to 
give the necessary service. In the country districts, service as a rule 
is very poor. It is the practice for owners of high-priced cars to 
send them into Mexico City for repair, it being nothing unusual for 
the owner to ship his car in by railway to Mexico City for extensive 
overhauling and repairs when needed. Only in the shops of the 
larger dealers are trained repair mechanics to be found. 

The dependable garages are all operated by automobile dealers. 
Garages conducted by mechanics doing their own work, while numer
ous, are not particularly popular, owing to their questionable 
reliability. 
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Practically all garage and service equipment is American. No 
equipmt'nt is manufactured locally with the exception of small minor 
tools \\'h.ich may be made in a hand forge or lathe for use in local 
IIhoJ>H. There is no foreign competition. 

The chief reasons operating against the more extensive use of 
mechanical equipment is the cost factor. Laborers may be employed 
for garage and service-station work at prices ranging from 1 to 2 
pt'!;os per day, and it is obvious that such conditions do not warrant 
the investing of any considerable funds in mechanical equipment. 
Electric current ill generally available and may be used economically 
for the operation of service appliances. The larger shops operating 
lathell, drills, etc., obtain thmr primary motive power from electric 
motors, generally rigged up to a belt and pulley system. 

~ " ~ , . ,: .' 

r. _ ....... ...,.. ... ", ".,.<,:_.' 
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Hand tools are almost exclusively used for changing tires. Most 
of the larger garages and service stations, however, have mechanical 
tools for this purpose. 

Tht' bl'St method of working the Mexican market is through the 
manufacturers' own tra,"eling representative. However, owing to 
the limited market. this does not as a rule pay, and most manufac
turers are represented through manufacturers' agents. The latter 
carry no stock and sell to the importing jobbers and many times 
to the smaller dealers and garages on a commission basis. It is 
felt that the best method of local representation is through the 
medium of manufacturers' agents. ' 

Selling terms for accessories and replacement pal·ts arc pmc
tica.lIy the same as those extended in the domestic market in the 
Umted States. At times various manufacturers see fit to give addi
tional discounts to meet the added cost of distribution or to enable 
a product not well known to gain a local foothold. Credit terms 
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covering most items range from cash against acceptance to 60 and 
90 days. 

The principal distribution center for garage and serviJ:e equip
ment is Mexico City, the equipment being distributed both in the 
Mexico City market and the remainder of the Republic by the larger 
importers and jobbers of the capital. Certain sections, as in the 
case of replacement parts and accessories, are better covered by 
border jobbers, and in the case of the southern or southeastern sec
tions may best be covered by direct correspondence from New Orleans 
or through a local agent, generally placed in Merida, Yucatan. 

Under present conditions it is thought that expenditures which 
have already been made in the purchase of modern equipment are 
probably sufficient to cover the demands for service. Undoubtedly, 
however, as the new highways materialize and as the general busi
ness situation improves, the need will be felt for more and better 
~ervice and garage equipment. Any increase in sales possibilities 
for such equipment must await the return of improved conditions. 

NETHERLAND WEST INDIES 

Demand for All Automotive Lines Considerably Reduced Owing to Depressed 
Condition in the Oil Refining Industry-Increased Sales Await Improved 
Economic Conditions 

Consul Thomas W. Voett~r, Curacao. West Indies 

Motc.r-vehicle registrations as of January 1, 1931: 1,221 passenger cars, 16 
busses, 765 trucks, and 125 motor cycles. 

There are several features of the automotive trade in the Nether
land 'Vest Indies, which at present affect the market in all lines of 
parts, accessories! and garage equipment. The dominant industry 
is refining and shIpping of petroleum, and the depressed condition of 
this industry generally has caused a great curtailment in the activi
ties of the refineries, with a heavy redu:!tion in the number of per
sons employed. A large proportion of these employees had been 
brought to the Netherland West Indies during the period of growth 
of the industry, and when they lost their employment they were 
returned to their homes, with the result that there is a noticeable 
loss of pQpulation in the principal islands of this group, Curacao 
and Aruba, with consequently a lessened use of automobiles. A con
siderable number of cars has also been laid up in garages. 

It is not expected that commercial and industrial activities in 
Curacao will soon return to the level of 1930, and opinions have 
been expressed that the best that can reasonably be expected is that 
business may continue after the present depression is past on the 
scale it was occupying about 1925. 

REPLACEMENT PARTS 

The automobile trade has shown its greatest growth in the past 
seven years, which coincides with the period in which the greatest 
improvement of roads and faving of streets has been made. It is 
believed that the increase 0 business owing to development of the 
oil refinery 'was a very great factor, possibly the principal one, in 
bringing about the increased number of cars in use. 
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Formerly there were a few European cars opemting in Curacao, 
but these have all disappeared, and only American cars are in opera~ 
tion. The introduction of American parts follows from the use of 
American cars, and foreign parts are not now offered for sale. 
Neither is there competition from local manufacturers. 

Articles in greatest demand are plain, ball, and roller bearings, 
bolts, brake lining. bushings, clutc.h facing! fa~ belts, spark pl!lgs, 
6prin~s, valves, radiator caps, startmg and hghtmg generators, nms, 
and rim parts. 

Formerly there were small stores in Curacao which carried small 
stocks of replacement pa-rts, together with other supplies for auto
mobiles, but these have disappeared and parts are now sold at 
garages and service stations, which are practically all operated by 
automobile dealers. 

No hard and fixed rule can be stated as to terms for payment. 
gome dealers prefer to pay cash in order to secure all possible dis
counts, while with others shippers should use great caution and be 
in possession of recent credit reports. Terms over 60 days should 
not he granted without a thorough understanding of the situation. 

While automobile dealers generally carry such replacement parts 
as are manufactured by the makers of the cars they represent, they 
frequently also carry competing lines. 

Outside of local newspapers and printed posters there are no effec
tive means of advertising in Curacao. 

ACCESSORIES 

The market for accessories is not great. The majority of cars 
are owned by persons of small means, who can not afford to make 
great improvements. At the present time, especially, only articles 
necessary for the operation of the cars are being acquired. 

Accessories in most demand are bulb and electric horns, hand 
jacks, lenses and lamps, tire pumlls, and seat co\'ers. Accessories 
are practicalll all of American origm, but novelties, such as direction 
indicators, 0 German manufacture are carried by some dealel·s. 
There is no local production. 

Practically all accessories are marketed through automobile deal
I'l'!!, who now operate most of the repair garages and service stations. 
The stocks carried are not large but are adequate for the demand. 
Frequently two or three competitive lines are carried by the same 
dealer. The trade here is not sufficiently large to warrant addi
tional stocks being carried bv other merchants. 

The same terms apply as for replacement parts. 

GARAGE AND SERVICE-STATION EQUIP!\IENT 

There are about a half dozen service stations and repair garal!t's 
ollerated by automobile dealers.in Curacao and a few by other in
dividuals. The department of public works is well equipped to take 
care of government-owned cars, and the oil refinery has well-equipped 
shops also. 

In the past two years some modern garages have been erected and 
facilities now are about adeguate. The employees of these garages 
are skined in their work. Gal'sge equipment, mostly imported, in-
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eludes air compressors, battery chargers, car washers, garage tools, 
gasoline pumps, jacks, chassis lubricators, and wrenches. 

The equipment of the independent garages is practically all 
American. There is no domestic production. The government 
shop and the refinery are expected to requisition from the Nether
lands as much of their acquisitions as possible. 

The principal reason for restriction in the use of mechanical 
equipment is the relative cheapness of hand labor. Electric current 
at reasonable price is available in abundance. 

TIres at present are all changed by hand. Repairs of tires are 
made by chauffeurs when of a simple nature. In addition to the 
facilities in garages there are some separate workmen with vulcaniz
ing apparatus. 

The demand for garage equipment would be concentrated in Wil
lemstad, Curacao, and Oranjestad, Aruba. The number of cars on 
the other islands would not warrant expensive repair facilities. 

Some agencies for garage tools have been established through cor
respondence, but the visit of a traveler is the best method, though 
volume of sales at Curacao would probably not warrant a trip to 
this market only. In view of the pessimistIc attitude regarding the 
future, large sales can not be hoped for. It is Ii debatable question 
whether there will be any improvement in garage facilities in the 
near future. 

NEWFOUNDLAND 

Demand for Replacement Parts Increasing, Accessories Small, Service Appli
ances Restricted-American Products' Lead in AU Classes-European 
Competition Negligible 

American Conanl General Edward A. Dow and Vice Conlnl George C. Cobb, St. John'l, New
foundland 

Motor-vehicle registrations as of January 1, 1931: 2,506 passenger ears, 11 
busses, 510 trucks, and 97 motor cycles. 

Notwithstanding the general world-wide depression, which has 
somewhat injured the trade of Newfoundland, and the economic 
loss locally due to the small catch of fish and low prices for fish 
abroad, registrations of new cars have held up well. 

REPLACEMENT PARTS 

Replacement parts mostly in demand are those required for coun
tries having long winters and few improved roads. There is a 
relatively large market for springs as a result of driving on rough 
and otherwise irregular highways. There is but little Euro
pean competition in the supply of parts, since practically all New
foundland purchases are placed in the United States or Canada. 

Replacement parts are handled by approximately 20 firms, which 
are either distributors of American C/l.rs or are distributors or agents 
having their own garages. A few are well able to afford service 
to distributors in. this city and island. The market· for parts is 
increasing steadily. Most parts are for models not to exceed three 
years old. 
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Rt'placeDlt'nt parts lI'hich arri\"e from Canada usually cost more, 
but arri"e sooner, coming from Halifax to St. John's in less than 
two days by wt't'kly sailings. 

The a\"t'rage retail cost to the collsumt'r of parts, acct'ssories, and 
garage (,()uipment approximatt's 80 pt>r ct'nt abo\'t' the price of the 
mt'n:handi1'e retailed at factory points in the rnited Statt's. This 
cc",t includt's duty and sales tax, as wt'll as inland and ocean freight. 

The best ad,'ertisin~ medium is through the daily newspapers, 
the Dailv News and B\"ening Tell'graph of St. John's, which co,'er 
vracticafIy 80 pt>r cent of the possible markl't for cars. 

ACCESSORIES 

The smull dl'mand for accessories is due to the fact that nearly 
all cars come to the country fully e<tuipped. 

Important in the trade are electriC horns and jacks. The latter, 
as well as tire pumps, supplied with cars are usually of little use, 
e"pecially because of lack of mechanics along country roads, garages 
bt-Inlt many miles apart. 

Nonskid chains are an important item, relati"e to the number 
of cars on roads during the wmter season, because of the prenlence 
of snow, ice, and wet roads from November untilllay. These chains 
.. hould be easy to attach, because snow storms occur suddenly, and 
it is often difficult to reach a garage or find a sheltered spot to applY 
chaillB. It is estimated that metal chains will last for about 3,000 
miles on 1000al roads. Practically all owners remo\"e chains promptly 
whl'n the snow or ice disappt>ars. The roads are too rough to re
quire them in rainy, warm weather, since only one street in the 
island is pued and that with granite blocks. About 5 per cent 
of the cars are equipped with chains on either one or both of the 
front wheels. 
~hock absorbers are of importance because of the prevalence of 

rough roads and holes in city streets. Despite the cold cliIJ1ate car 
heaters are little sold, probably because in the winter the traffic is 
confined to trucks or othl'r opt>n cars or to such passenger cars as 
arE' used O\'er too short di;.1anl'eS to justify heating. 

The duty, to which is added a sales tax of 5 per cent of the in
"oiced valul', varies from 40 to 60 per cent on most accessories, re
gardless of the country of origin. 

GARAGE AXD SERVICE-STATIO!'l EQL~PllEl'\"r 

There are about four relatively well-equipped garages in St. 
John's. Outside the city, garage service has not been highly de
vl'loped. The two paper mills at Corner Brook and Grand Falls, 
respecti\"elv, the iron-ore mine at Bell Island, and the lead and 
zinc mine at fiuchans, all have garagt!S attached to their flants and 
in some instances permit employees or other residents 0 the com
munities to have work done on their cars in these establishments. 
The latter are necessarily relatively well equipped for trucks and 
tractor repairs, since the respective town sites are too distant from 
other communities to permit quick and easy supplies or repairs 
from outside sources. 
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Few of the garage in St. John's have any considerable amount 
of floor space, and stored cars must often be removed to permit 
indoor work. Private garages are increasing in number in the city 
of St. John's, and the number of professional chauffeurs with ex
perience is increasing. Most chauffeurs, however, have too little 
experience or equipment to perform complicated repairs, and these 
are done at public garages. 

The high cost of equipment, owing to import duties, the combined 
water and land freight rates, and a 5 per cent sales tax, together 
with the small market which precludes purchases either by garages 
or by importers on a large scale, are important reasons for failure 
to equip garages properly or adequately. 

Electric current supplied in Newfoundland is alternating, three 
phase, 60 cycles, 110 voltage, for the entire island. The rate sup
plied commercially, such as for power and light in garages, is 511z 
cents per kilowatt-hour for the first 50, 311z cents for the next 150 
kilowatt-hours, and 211z cents for the balance. The service charge 
is 60 cents per month. These are residential rates, which are pre
ferred by all garages in St. John's in lieu of the regular commercial 
service rates. 

Tire service ~ffords an idea of garage service. Stations or agencies 
usually have mechanical jacks in St. John's, but these are rarely used 
in the few; garages outsIde the city. There are no filling stations 
as established in the United States and other countries by the leading 
oil companies. Battery chargers are increasing in number, but this 
work is done properly by only a few dealers. 

Garage equipment, replacement parts, and accessories are carried 
only to a slight extent by department stores and general hardware 
dealers; practically all of such goods are obtained either through 
distributors or through such of their agents as have garages. 

The Furness steamship line has a weekly service from New York 
and one ship about every 18 days from Boston, both stopping at 
Halifax on outward and mward voyages, besides a'fortnightly serv
ice of a third line from Boston to this port, the latter makmg several 
calls. It is important that even small parts be sent by thIS direct 
steamship service during the winter months, since the only railway 
from St. John's to Port-aux-Basques, Newfoundland, where connec
tion is made for Canadian and United States points, covers a dis
tance of 550 miles and takes about 30 hours. Express and mail 
trains run two or three times a week and are delayed for from one to 
several days by occasional storms. It is suggested that from Decem
ber to April all shipments be made from either New York or Boston 
by direct all-water route. 

. Exporters should take the same precautions in packing as in the 
casE'. of ordinary ocean voya~es. Deliveries by mail or express can 
not be made within six days trom New York. In view of the import 
duty and freight charges, prices should be kept as low as possible, 
particularly since the purchasing power of the average car buyer is 
lower than that prevailing in the United States. 

The outlook for Amel'lcan accessories and garage equipment is 
favorable, subject to improved prosperity of this country. There 
is little doubt thnt American manufactures, whether produced in the 
United States and shipped from that country, or made or assembled 
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or shipped from Canada, will continue to hold their present. stron~ 
, pObitiorJ in this market, which, although small, is well dlsposea 
toward American goods. 

PANAMA 

IWpJuemrnt Parts Drmand Improving, Acce880ries Drcreasing, Sales of 
Senice Appliances Limitrd-American Goods Predominate 

)fulor·vl'blcle r"gbltration In PaDama and tbe Cannl Zone as of January 1, 
J931: 6,336 paKHengl'r cars, 4lS6 busses, 1,100 trucks, 1:;9 motor cycles. 

REPLACEMENT PARTS 

Replacement parts most in demand are brake lining, clutch facing, 
fan belts, spark plugs, radiator caps, piston rings, and generators. 
A great deal of annoyance is caused by theft of radiator caps by 
street urchins, who either sell them to an out-of-the-way purchaser 
or throw them away. 

The extent of American participation in the trade of replacement 
parts is estimated at 95 to 96 per cent. England and Italy have 
!Shown a slight activity in the market recently. 

Dealers are employed as distributors in this trade. There is a 
trend on the part of automobile dealers to handle parts, particularly 
those applicable to the cars they sell. The leading distribution 
centers are Panama City and Colon, on a. ratio of 90 to 10. 

Newspaper advertising is the only method available at present, 
but some billboard advertising is making its appearance. 

ACCESSORIES 

The accessory demand is on the decrease owing to the number of 
items carried as standard equipment on new passenger cars. Items 
mo~1 in demand are bumpers, electric horns, lights of all kinds, 
hand jacks, tire pumps, and tire covers. 

Strangely enollgh 10 this country where the rainy season endures 
!<even months of the year, there is almost no market for tire chains. 
TIle roads dry off within a half hour after a rain. Theft-proof locks 
!'hould have a better sale than has been recorded. It is practically 
impossible to steal and get away with a car in Panama, but it is a 
common occurrence for persons to drive a car off and either smash 
it or leave it at some isolated point. 

There is no foreign or domestic competition in accessory items. 
The only accessory dealer in the Republic orders direct from variolls 
houses in the United States, keeping a check on requirements and 
requisitioning as circumstances demand. Car dealers handling ac
cessories generally order as required. Stocks are carried by car 
dealers such as will meet minimum requirements for their respective 
cars, and no dealer likes to carry too much stock as deterioration 
and oxidization are rapid in this country. 

There are no usual terms in force in this trade, but credit terms of 
30 to 60 days sight are often found. 

80277-32--24 
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Accessories are stocked by car agencies, garages, and accessory 
dealers, and a very few by service stations. Some car dealers operate 
service stations. 

GARAGE AND SERVICE-STATION EQUIPMENT 

There are not more than .25 garage and service stations in the Re
public, and only about a dozen of these can properly be called" service 
stations." They are poorly distributed and, with a half dozen excep
tions, badly conducted. 

It must be remembered that Panama City, which harbors three
fourths of the cars of the country, was built and became congested 
long before automobiles reached their present state of popularity, 
and there is little space available for garages. The Canal Zone is 
well equipped with private garages, and there are one or two shops 
for repairs. Colon, being more spaciously laid out, is more adaptable 
for garages, but on the other hand it does not have a great number 
of cars. 

There are two or three emergency repair shops along the national 
highways for minor repairs. 

All equipment in use is American; there is no foreign competition. 
A few bodies for busses are made locally, but no other equipment is 
manufactured and no future development is anticipated. 

Garage and shop equipment needed most includes vices, hoists, 
and mechanical jacks. 

The factors which restrict the use of mechanical equipment here 
are J.?robably untrained men and lack of capital. Electric current is 
avallable in Panama City and Colon, and, of course, the Canal Zone. 
The charge for industrial use is 12 cents a kilowatt hour. For chang
in~ tiresL hand tools predominate-. Tire repairing is done in shops. 

About ',0 per cent of the garages are operated by automobile dealers. 
The main distributing center is Panama City; Colon is used for the 
Atlantic Coast, but possibilities there are small. 

There are no large wholesalers. For the present at least, the pres
ent distribution through the one leading accessory dealer and the 
car dealers is meeting the situation. The market is too restricted and 
too competitive to encourage jobbing or agents. 

The best method of selling to this market is direct contact with and 
direct sale to such an organization as the one accessory dealer, or to 
car dealers for their respective cars; terms, 30 to 60 days. 

There is growing recognition of the need for better and more mod
ern service and garage equipment, but there is a woeful lack of capital 
and space for this improvement. As the city moves toward old 
Panama, and is doing so rapidly, opportunity may arise to place 
more modern equipment. 
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PORTO IICO 

..,....t 0..0. for Replace .. e.t P..... Fair, ACft880n.. DKliDiDg-Spare 
Parta ODl,. for Keplue.eol ao. OftaBiooal Addilioaa aB upallliio .. Are 
E.eded-A.erk .. Paniripalioo 100 Pu c..t 

Motor-veblcle HlthtlratiOll8 B. of JUDual'J' L 1931: 10,421 passenger cars, 
~ b-. ~ truck.a, aDd 64 mutur cycl_ 

REPLACEMENT PARTS 

Imports of parLi and accessories have declined during the past 
three years as have l'Br imports, but the decline in parts and acces
sories has been more rapid. "'hile statistics do not. separate parts 
and accessories, the decline in the total has been more largely -in 
acce~ries. The sale of spare parts is not. inclined to fluctuate 
widt'ly except in ca-.; where diStributorships of cars are relin
'\lIi~hed. Any decline that may have occurred in parts has been 
• ue to efforts by distributors and dealers to reduce inventories, 
thl'reby availing themselves of operating capital which was formerly 
tie,l up in stock_. _ . . 

It is rather dilJiclllt to outline the parts which are most 10 demand. 
The average Porto Rican wishes to operate his car as economically 
as possible, and for that reason if a deficient part can be repaired 
so as to serve the purpose it is done. If a bumper is broken or a 
fender dented, 110 repairs are effected as long as it does not affect 
the operation of the car. 

Uoads are frequently bumpy, and the local practice of O\'erloadin~ 
both pa~ngt'r cars and trucks caust'S considerable breakage 01 
I<prin:.,'So .Many cars are in operation, howe\'er, with a broken spring 
,,-hieh the owner does not bother to have replaced. The constant 
drying warm weather and. a tendency on the part of driv.ers to ~lake 
rather liberal use of their horns often USt'S up batteries rapidly. 
There are numerous battery repair shops with a great many brands 
of American-made batteries and one of local production. Prices 
are highly competith'e, and no company l'an enter the market that 
is not prepared to meet them. 

Radiator and hub caps are being constantly stolen b~ small boys 
to ,,-hom they have no value except as a gesture of spite toward a 
car driver who failed to hire one of these urchins to guard his car. 
As in all other lines, however, this demand is well supplied by nu
merous competing manufacturers. 

All other lines sell, in general, in the same ('r somewhat lower I?ro
portion to the number of cars operating as they do in the Uruted 
States. 

All vehicles, parts, and accessories are entirely of American 
manufacture. 

Parts are handled by the automobile distributors in order to give 
service to purchasers of their cars, and they do most of the busi
ness, effectually cutting out the independent parts manufacturer. 
Several of the latter are represented, but business in such lines is 
not good. 
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The manufacturer shipping parts, access?ries, or garage. equipme~t 
secures in Porto Rico either a representative on a commISSIOn basIS 
or a wholesaler. The commission representative is an agent, carries 
no stock and sells from catalo!rue or, in the case of small items, from 
sample. ' He calls on the larg~ retailers and distributing retailers in 
the San Juan and a few of the larger equipment dealers and repair 
garages in other parts of the island. His sales are billed direct to 
the customer and he collects a commission of from 21h to 10 per cent, 
depending upon the line, from his manufacturer. He is not responsi
ble for credIt risks, but is ~enerally supposed, in the interest of his 
principal, to sell only good accounts. Owing to the very poor credit 
standing of the majority of the garages and smaller dealers in Porto 
Rico at the present time, however, the agent frequently sells a doubt
ful account, hoping that collection can be effected somehow. Con
siderable losses were suffered by manufacturers during 1928 and part 
of 1929 in this way, but more recently dealers have refused to buy 
anything that they do not have an immediate sale for, so that the 
credit losses have been cut down somewhat. The working principle 
of the commission agent is that he is to place the article in stock and 
on display at a number of retail establishments all over the island, 
thus effecting a wider distribution than a wholesaler would give. 
These retail establishments are expected to buy the articles for stock, 
payin~ usually at 60 or 00 days date. 

In practice, however, the commission agent works at a disadvan
tage. He carries no stock himself and is not financially capable of 
carrying any, but if sales are brisk he can not supply the demand, 
and if they are poor he is likely to have his customers refuse to meet 
drafts on one pretext or another, forcing him to repossess the stock 
shipped them, which puts the goods in his hands and takes him out 
of the" agent" class. When lie has the g-:;Jds, which is bad busi
ness as the agent presumably operates without capital and so can 
not be considered a satisfactory credit risk, he is morally liable for 
them but not actually so, as they were not billed to him. He tries 
to sell them elsewhere, but if the original customer refuses them 
others are liable to, so he can only return them to the manufacturer, 
who has suffered losses in freight charges, overhead, and depreciation 
of the goods. If the manufacturer allows the agent to sell them at a 
reduced price, he does so only when he intends to get out of the 
market, as no one will pay the regular price after having seen the 
goods on sale at a "bargam." 

Occurrences such as described above are frequent. The manu
facturer tends to blame the agent for selling a bad account, but the 
dealer who refused to accept delivery may be quite solvent. He 
merely has had time to think over the order and realize, once the 
seIling pressure is absent, that his chances of retailing the article in 
question within a reasonable time are small. He operates close to 
margin and can not afford to tie up capital in slow-moving stock. 
He does not like to cancel the order, as that would bring a return of 
the agent and perhaps unpleasantness, but when the goods arrive he 
claims that they were late in delivery an~ the" season" is past, 
that they are not what he wanted, that he dId not agree to accept a 
draft but bought on account, or anyone of a dozen other excuses that 
are often rather hard to disprove. Sometimes when terms are not 
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D/A he accepts the goods but refuses to accept the draft which is 
presented a day or two later. Then he offers to settle for a reduction 
of 10 to 15 per cent, on one pretext or another. He is always willing 
to return the goods, but the manufacturer, anxious to keep the outlet, 
usually does not wIsh to accept return. 

The frank conclusion regarding such occurrences is that the market 
can not absorb the goods, and that many manufacturers should not 
be trying to sell in it. 

There is a somewhat different procedure if the manufacturer 
selects a wholesaler as his outlet. The term" wholesaler" is a mis
nomer in the automotive trade of Porto Rico, as there is not a single 
establishment on the island selling only to retailers. Most of the 
firms that are wholesalers in automotive lines are also retailers, and 
they not only do the major portion of their business as such but gen
erally sell to lesser retailers at retail; that is, while they may give a 
small dealer's discount, the quantity sold is usually only one or two 
units, called for to fill an immediate demand at the lesser retailer's 
store. The term" distributing retailer" is therefore more accurately 
descriptive of the operations of the larger dealers in automotive 
Jines, all of whom are located in San Juan. 

The average distributing retailer is well acquainted with condi
tions in all parts of the island. He has numerous small retailers, 
whom he eonsiders as his accounts, and generally has a salesman to 
call upon them occasionally. His extensions of credit to them are 
small and generally sound. He is a more hard-headed and experi
.enced business man than the small retailer, and he will not as a rule 
allow himself to be "sold" a new line unless he can see definite 
promise of doing a satisfactory business with it. He is straight
forward and honest with his manufacturers, accepts shipments and 
drafts if in order, and is generally a good credit risk, although ship
pers should not neglect to make the proper investigations in each 
case before extending- credit. It is somewhat more difficult for the 
manufacturer to "sell" the retailing distributor than for a com
mission agent to get orders from the small retailers, but the results 
are almost invariably more satisfllctory. 

The distributin~ retailer's customers are of three classes. Class 
] is the medium-SIzed dealer in automobiles and supplies located in 
the larger island towns, such as Ponce, Mayaguez, Arecibe, etc. This 
retailer generally is a dealer for a make of cars and also for one or 
more lines of tires. He operates a garage in conjunction with his 
store, chiefly to give service to buyers of his cars and tires but also 
does general repair work. He may also conduct a gas station. In 
his store he carries a small stock of {>arts, usually by no means com
plete, for the cars, a small stock of bres, various items of equipment 
such as spark plugs, brake linings, tire-repair kits, etc., and a few 
accessories such as radiator caps, dash clocks, a small spotlight or 
t~o, and paint. His most important lines, in order, are gasoline, 
tIres, new cars, repair work, and accessories. When one or two items 
of equipment or accessories are sold out he orders a few units, in 
t~e case of accessories perhaps only one or two, from his retailing 
dIstributor in San Juan. His turnover in most lines is slow and his 
capital generally small, although he is kept under constant check 
by the companies for whom he sells gas, tires, and cars. 
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Class 2 is the small-garage owner. He may be a minor factor 
in a comparatively large town or the only garage operator available 
in a small hamlet. He probably sells gasoline for one of the big 
oil companies and may have a small stock of tires. He does gen
eral repair work, but keeps no parts and little equipment. When a 
job comes in requiring a piece of equipment, he sends to his distrib
uting retailer for the unit needed. 

Class 3 is the service station specializing in gas, oil, and free air. 
A few ornamental accessory items may be for sale, possibly tires. 
This class of retailer has practically gone out ,of existence in the 
last two years, however, to be replaced by the company-owned serv
ice station. So keen is the gasoline competition that in order to 
assure themselves outlets, the four large oil companies have been 
furiously engaged in buying up service stations or opening new 
ones. Generally the manager is merely an employee of the company 
and has no choice as to what is sold in his store. Sometime oil com
panies have made iron-bound contracts with owners regarding oil 
sales and left them to conduct IL garage and accessory business if 
they choose. These stores, however, offer a very poor outlet for the 
accessory lines and practically none for the equipment and garage 
machinery lines. 
. The outlets available to the commission agents are the same as 
those listed above in addition to what sales he might make to retail
ing distributors. It will, therefore, be seen that the major portion 
of the parts, accessory, and garage-equipment sales are made at 
retail by retailing distributors. 

The foregoing should by no means be taken as a condenmation of 
the commission agent. Numerous successful lines are represented 
by reliable men conducting this type of business. The advantages 
of having stock on the island, however, together with the manufac
turer's freedom from concern over small credit risks, are factors 
which weigh heavily in favor of the distributing retailer. 

Usual terms are 30 to 60 days against acceptance. In order to' 
make sales in this highly competitive market, however, manufac
turers often give 120 or 150 days. Some distributors buy from their 
manufacturers on open account, with varying special arrangements 
for 'handling the account. 

There is no advertising of parts, nor any great efforts made to 
push the sales thereof. 

ACCESSORIES 

Sales of accessories have decreased in Porto Rico especially dur
ing the past two years. The reasons for this decrease are the tend
ency of manufacturers to equip stock models with all the necessary 
accessories, the serious overstocking of some slow-moving lines by 
dealers several years ago, which tied up their capital and made 
them cautious against stocking any device for which they are not 
sure a good demand would be created, and the general depression 
in the automotive trade. -

Items which find the greatest volume of sale are horns, especially 
fancy electric horns at low prices, lamps and lenses, seat covers, and 
certain novelty radiator caps. In all of these lines, however, many 
models are already on sale by dealers, so that the demand for' new 
lines is by no means good. 
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All accessories are 100 per cent of American manufacture with no 
foreign or domestic competition. . 

The statement 88 to methods of distribution and distribution 
centers is treated under replacement parts in detail. 

GARAGE AND SERVICE-STATION EQUIPMENT 

Adequate servicing for all makes of automobiles sold is available 
in Porto Rico, chiefly at the ~arages of distributors and dealers in 
the particular type of car needmg attention, but also at general repair 
l'hops located in all of the larger towns of the island. The smaller 
towns im'ariably have one or more filling stations and small shops 
where minor repairs can be effected. So adequate has become the 
pervicing facilihes that practically no new garage repair shops are 
being opened, the existing ones being all that can be supported by 
the trade. 

In most garages mechanics properly qualified to effect ordinary 
repairs are available. For large lobs, such as differential repairs, 
generator, electric systems, or other more complicated work, it is 
generally necessary to call uyon the large dealers or specialized 
shops located in the larger cities. . 

It is difficult to point out any particular equipment which is most 
needed. Larger garages are naturally supplied more extensively 
with tools than the smaller ones. Most garages are supplied already 
with tools, and except for replacements and occasional additions as 
expansions are effected, they may be considered as equipped and 
not in the market for further additions. 

American equipment is used entirelv j there is none manufactured 
locally nor any foreign competition .• 

The principal restriction of the use of mechanical equipment is 
the cost, both initial and maintenance. Repair shops running very 
dose to the margin can not afford to invest in expensive mechanical 
deviN'S which would be used infrequently. Electric current is gen
erally available at reasonable rates. 

Tires are almost invariably changed by hand, although larger tire 
fhops frequently have mechanical tire equipment and air compres
sors. There are numerous small filling stations effecting tire repairs, 
but few specialized tire-repair shops. . 

Storage garages are frequently operated by dealers. Repair shops 
are also operated by dealers, although there are some independent 
establishments. Filling stations, fre<J.uently offering minor repair 
facilities, are owned by the oil comparues in most cases. 

Distribution is covered by the detailed description under the 
heading of" replacement parts." 

Terms of from 60 to 90 days should be offered. In some cases it 
is necessary to grant 120 days to get the business. 

Servicing facilities are adequate at present, and there is no feeling 
that improvement is necessary. 

In summary, the following facts of g-eneral interest should be kept 
in mind with reference to the Porto Rican market for parts, acces
sories, and garage equipment at the time of writing this report 
(April, 1931) : 

1. The market is supplied entirely by American manufacturers. 
2. It is already adequately stocked and provided with all the 

equipment that it can use and pay for. 
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3. It is very difficult to introduce a new item, as the market is 
flooded and suitable agents or distributors are hard to find. 

4. Every conceivable item of motor car or garage equipment is 
on the market, or has been offered in Porto Rico, except car heaters, 
antifreeze mixtures, and other cold-weather equipment, which is 
obviously unsalable. . 

5. The competition in every line, among retailers, distributors, 
and American manufacturers is very keen. 

SALVADOR 

There is a Limited Demand for Replacement Parts, Accessories, and Garage 
and Service-Station Equipment, Largely Due to the Small Number of Motor 
Vehicles in Use--American Products Supply the Entire Demand 

Consul A. E. Carleton, San Salvador 

Motor-vehicle registra tionsas of J auuary 1, 1931: 1.829 passenger cars, 110 
busses, 309 trucks, 85 motor cycles 

EI Salvador offers a limited market for replacement parts, acces
sories, garage and service equipment owing to the small number of 
motor vehicles in operation. While the imports of motor vehicles 
declined during the year 1930, as compared with the previous 12 
months, there was a general tendency toward better and more 
frequent servicing. 

Dealers are not expecting any great movement in automobiles 
during the year 1931, and business will depend largely on the results 
of the coffee crop and the adjustment of Government finances. 
However, the paving of the city of Santa Ana, the second largest 
city in the Republic, which it is expected will be well advanced by 
ihe end of 1932, the permanent construction of a trunk line between 
San Salvador and Santa Ana, and other highway construction should 
greatly stimulate business. 

Bolts and spark plugs are the replacement parts most in demand, 
Ilnd there is a fair sale of ball and roller bearings, brake linings, 
bushings, fan belts, springs, piston rods, piston rings, and pinions. 
Among accessories there is a fair demand for tire covers, bulb and 
electric horns, hand and' mechanical jacks. 

There are no separate parts and accessories dealers in the country, 
such business being handled by automotive agencies. All dealers 
maintain repair shops, and these, for the most part, are well 
equipped. Garages are also' maintained by the dealers, but apart 
from these there are few garages doing any. great amount of 
business. 

San Salvador is the chief distribution center, and dealers have 
a<Tencies in various parts of the country. 
°Distributors buy on the basis of irrevo~able letters of. credit .or 

cash with documents. The more responSIble firms receIve eqUIp
ment on 60 days sight. Jobbers in San Francisco and N ew York 
grant 90 days sight with interest at 6 per cent. 

Most American cars arrive equipped with the necessary acces
sories. The only additional equipment are traffic lights, and these 
are installed by the dealers at a cost between $12 and $15. 
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,-arious aJl'errising methods are used, the more popullir media 
lwing the ne1rspapers; cannssinlI through the mails is also popular. 

There is no parrieular reason lor the restricted use of mechanical 
~uipment except the limited size of the market and the proximity 
to the Anlt'rican source of supply. 

Electricity is supplied at reasonable rates. Labor is cheap, and 
the more imporrant dealers employ American mechanics. Since 
the pereenta~ of American cars in use amounts to 95 per cent of 
the total regl,.. .. ration. it can be seen that the question of competition 
otTers no problem 1rhatsoel'er. 

VlR.GIN ISLANDS 

.......... D. ... d ,. ~pIaft.fll. Parts Declinia.:. A_riee Limited. 
SenVe AppliUCft Nil-A.el'ieaa Participatioa 100 Per CeDt with N. 
C..petit ..... Domestic III' EllIOpeaa 

TnoIo ....... "' ... IIcKer ... , ___ ... 

lJ .. tor YE'hlde regh,tratioD as of ~aDu8r7 1, 1931: 4S6 passenger cars, 7 busses, 
IUS trucks, aDd 13 motor cycles 

The Virgin Islands of the Cnited States constitute in effect two 
separate and distinct markets. One is St. Thomas with the adja
C't'nt island of St. John, and the other. the island of St. Croix, 45 
milE'S distant from St. Thomas. Each has a little over 10,000 in
habitants, of whom about 1 or 8 per cent are white. There are in 
the two regions somethin~ like 100 familiE'S of considerable wealth, 
while most of the remainmg population has a ,-ery low purchasing 
IlO1rer. 

St. Thomas, whose commercial life is dependent almost -wholly 
UllOn traffic with passing vessels and upon expenditures of the Fed
eral Government, has only a few milE'S of paved streets and road
ways. With respect to automobilE'S and atteSSOries, St. John may 
be dropped from consideration. 

St. Croix, an agricultural community, has over 100 miles of 
fairly good road. -

REPLACEME..,--r PARTS 

The existin~ market for motor vehiclE'S and replaC't'ment parts in 
the '-irgin Islands is lI-lltllly Ameriean, and may he expected to 
remain so.. Indications point to a decline in the existing markt>t 
rather than an increase during the next few years. With the re
C't'nt chang-e from nan I to civil government the number of ~vern
ment-operated whicles will doubtless he less. Likewist', wlth the 
remonl from the islands of a considerable number of nanl officials 
and their replacement by a smaller number of civilians, registration 
of privatdy owned cars will probably decrease. 

lIost of the motor vehicles in the islands are small ears of one or 
another of two leading American makes, both of which have dis
tdbutors in both St. Thomas and St. CroiL In the ease of one of 
these cars the distributors earry complete stocks of replaC't'ment 
parts. Distribut.ors of the other car carry only the parts for which 
there is likely to he a demand. Two or three garages in each island 
('aeh carry a few parts for various cars, but as a ~neral thin!!: re-
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placements for cars other than the two referred to must be ordered 
from San Juan, P. R. 

The most effective advertising is through local newspapers, The 
Emancipator and Daily News, in St. Thomas. These mediums are 
used by local distributors and garages. 

ACCESSORIES 

Only American accessories, and these in a limited number, are 
sold in this territory. They are ordered direct from the factories by 
the local garages and automobile distributors. Competitive lines 
are not handled by the same concern. 

The market is adequately covered by existing distribution chan
nels. The prevailing terms are cash with order. 

GARAGE AND SERVICE·STATION EQUIPMENT 

There are in the islands 6 service-station garages, 3 in St. 
Thomas, . 2 in Frederiksted, St. Croix, and 1 in Christiansted, St. 
Croix: Most of these are operated by automobile dealers. Compe
tent mechanics are employed. 

Items most in demand are racks with inclined runways, electric 
carbon removers, and paint sprayers. Only American equipment is 
used. Electric current is available to all garages at comparatively 
hiO"h rates but not too high tQ prevent its use. 

Garages generally order equipment direct from the factory. Pre
vailing terms are cash with order. 

There are in the islands only 4 or 5 compressors, 1 auto lift, 
4 or 5 battery chargers, 2 brake-testing machines, 2 cylinder-boring 
machines, 1 small crane, and 8 a1' 10 gasoline pumps. There are no 
hydraulic jacks, high-pressure lubricating systems, or tire-repair
ing machines. In general use will be found oil and grease guns, paint 
sprayers, portable electric tools of various kinds, welding tools, 
wheel-alignment equipment, and hand tools. 



SOUTH AMERICA 

ARGENTINA 

D .. mand for R .. pla~ .. m .. nt Parta Good, A~~ .. aaorietl Variable, Service Appli
anera Growing-Dometltie Production Increasing-A Leading Market of 
Importance 

T ..... ee .... lulo.er Tbo ... c. Ballacb. B.on ... Air .. 

n .. gI.tratioD of motor vehicles 08 of JODuary 1. 1931: 294.704 passenger cars. 
2 ..... 10 bu""" ... &l,700 trucks, and 2.183 motor cycles. 

Argentina is the largest foreign mlnket, with the exception of 
Canatia, for American replacement parts and accessories and ranked 
third in purchases of garage equipment in 1929, following closely 
after Brazil. Shipments during 1930 fell sharply, and the 'prospects 
for 1931 are not bright, but Argentina will doubtless mallltain its 
position as one of the leading markets with increasing sales for some 
years to come. The importations of this country in the automotive 
field are appreciated when it is realized that more automotive vehicles 
are m operation in Argentina than in all of the rest of South America 
and o,·er 1)5 per cent of the passenger cars and trucks, together with 
80 per cent of the bus."t's, 8re American, which tends to reduce im
ports of misl'ellaneous proJucts froll1 Europe. 
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SUMMARY OF THE MARKET FOR AMERICAN REPLACEMENT PARTS, ACCESSORIES, AND SERVICE ApPLIANCES IN SOUTH AMERICA 

United States exports in 1930 Present demand United States participation 

Country Replace
ment 
parts 

Acces
sories 

Service 
appli
ances 

Replacement 
parts 

Service appli- Replacement 
ances parts Accessories Accessories Service appli

ances 

--------------1-----------1----- ------- ------1------1------1-----
Argentina_____________________________________ $3,449,899 $392,411 
Bolivia________________________________________ 44,103 1i,356 
BraziL________________________________________ 1,008,360 87,405 
British Guiana_ _ ______________________________ 9,621 1,641 

Chile _________________________________________ _ 
Colombia _____________________________________ _ 
Ecuador ______________________________________ _ 

~~i::::~;~;;;;;;:~:;:i::::::::::;:::1 
891,651 
2Jj9,391 
32,452 
21,297 

185,765 
361,845 
485,279 

91,702 
29,708 
4,195 
1,744 

18,701 
61,360 

105,997 

$623.512 
1i,252 

408,219 
5,383 

Good __________ Variable ______ Growing ______ 87 per cent ___ _ 
Growing ______ Slow __________ SmaIL ________ 90 per cent ___ _ 

85 per cenL ___ Leads. 
90 per cenL___ Do. 
70 per cent____ Do. 
50 per cenL ___ 90 per ccnt. ~~i~~:::::::::: _~~~~:~::::::: _~~~~~~~~::::: toe~~:-c.;ni:::: 

212,200 Favorable _____ Slow _______________ do ________ _ 
48,850 Low _____ ._____ SmalL_______ Limited ______ _ 
9,733 Fair ___________ Limited ____________ do ________ _ 
4,472 SmalL ________ Growing ___________ do ________ _ 

36,438 FaiL _________ FalL _________ Growing _____ _ 
139, 048 ~----do--------- _____ do ______________ do ________ _ 
71,578 I Depressed _____ Down ______ ,__ Limited ______ _ 

90 per cenL ___ 5Q-60 per cent_ 70 per cent. 
100 per cent ___ 100 per cent ___ 100 per cent. 
95 per cent ____ Leads _________ Leads. 

~5e:::-~~~~~~~ -~~-~::::~~~::II00 ::·cent. 
95 per cent ____ 95 per cent ____ 95 per cent. 
90 per cent_ ___ 90 per cent_ ___ Leads. 

Country 

European competition 

I 
Domestic production 

---;-----,---1---.-------,--

I Replacement parts Accessories Service appliances Replacement parts Accessories 

-------------! 

~~t~~_~~::::: :::::::::::::::::::::::::::::: I ~\f~~~~::::::::::::::: E~~~~~~ ~ ~ ~ ~ ~ ~ ~~ ~ ~~ ~ ~ -~~~f=~~~ ~ ~ ~ ~~ ~~ ~ ~ ~ ~~ :~~;r~:~~~~~ ~ ~ ~ ~ ~~ ~ ~ ~~ :r:]~:~~~~~ ~ ~ ~ ~ ~ ~ ~ ~ ~~ ~ 

~~~::::::::;;;;;;:;:::::;; I:~~~::;;;:::::-;; :~~;~:::::::::::: :~~~~::::::::::: _~:::::::::::::::: .~£:::::::::::: 

Service 
appliances 

Limited. 
Nil. 
SmaU 

Do. 

Fair. 
Nil. 

Do. 
Do. 
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Up to the present, the question of distribution is simplified by the 
fact that import business IS practically confined to the city of Buenos 
Aires, which has a populatIOn of 2,000,000 people and which is the 
center where 90 per cent of the import business in every type of 
merchandise is done. This concentration of the market, however, 
makes competition extremely keen as shown by the fact that some 
40 manufacturers' agents represent several hundred American manu
facturers, and sell to some 35 or 40 importers, some of whom pur
chase only a few items. In addition, each importer of automobiles 
and trucks carries a greater or lesser proportion of the spare parts 
nee, led for the vehicles he sells. 

The year 1930 was very unsatisfactory in the Argentine trade for 
automotive accessories, replacement parts, and garage equipment. 
A partial loss of grain crops which form the largest item in Argen
tina's exports, unsatisfactory condition of wool, hides, and other 
pastoral products during the year 1929, the drop in grain prices in 
1 roo, unsettled political affairs-all contributed to the unsatis
factory condition. During the beginning of 1931, however, indica
tions point to an ability to sell most of Argentina's abundant 1930 
crop, even if at low prices. 

Numerous road programs are in progress, which is increasing the 
optimism, although the greatest benefits will undoubtedly be felt in 
future years. Both as an index to general conditions and as a return 
to normalcy in the price of imported parts and accessories, an 
improvement in the exchange value of the peso will mean increased 
orders for parts, accessories, and garage equipment. While import 
orders for parts and accessories during January of 1931 were very 
low, there was noted a slight improvement in February, and agents 
are hopeful that 1931 may even show a slight improvement over the 
preceding year. 

REPLACEMENT PARTS 

The demand for different replacement parts is substantially the 
same as in the United States. l'arts are generally purchased in the 
United States, except in those rare cases where the European articles 
can compete or in the more frequent cases where local manufacturers 
are beginning to get a share III the market. Generally speaking, 
however, the parts imported from Europe are used as replacements 
on European cars. The relative demand for parts on the different 
makes of American cars depends, of course, on the relative sales of 
each make, which in general are similar to their sales in the United 
States, with low-priced cars predominating to a somewhat larger 
extent and high-priced cars securing a much smaller proportion. 

Among the parts which are most in demand are the following: 
Motor parts, including spark plugs, bearings of all kinds, pistons, 
piston rings and pins, connecting rods, pinions, valves, valve springs, 
cotter pins, washers, gears, fan belts, gaskets, gasket packing, and 
~hil!l. stock· chassis parts, such as brake lining and clutch facing, 
IgnItIon cables, rims and wheel parts, and gears; and body parts, 
including artificial leather and top material, curtain fasteners, and 
fenders. 

There is a fair demand for bolts, 'springs, hub caps, battery parts, 
and other items, whereas there is only a relatively small demand for 
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timing chains, drive shafts, steering wheels, starting and lighting 
generators, radiators, chains, and other parts. 

Although the United Kingdom appears in the Argentine statistics 
·as the largest foreign competitor in parts and accessories, these are 
largely parts for replacement on British automobiles and trucks, and 
little competition is offered in parts for American makes. The 
principal item in which England competes is brake linings. Ger
many is becoming a more serious competitor and beginning to make 
certain parts for American cars, usually at lower prices. These 
items include piston pins, starter springs, rim parts, battery plates, 
and air .hose. They are also very strong in ignition cables and parts, 
and supply the Robert Bosch magneto. Italy not only supplies parts 

Figure lB.-This American truck in Ushnaia. Tierra del Fuego, the world's southern
most town. obtains its service requirements from the farthest south automobile 
dealer 

for Fiat cars, which are the largest selling European car in Argen
tina, but also produces pistons and piston rings for use in American 
cars. The Belgians have 10nO' had almost a monopoly in the local 
market for wind-shield glass, but since the advent of safety glass the. 
United States is beginning to secure much of the business, with some 
competition from Great Britain. Swedish ball bearings offer keen 
cOIn petition to the American products. . 

Up to this time, local manufacture of replacement parts is largely 
limited to those items of simple manufacture which are heavy in 
proportion to their value and which pay duty on a weight basis. In 
this class come automoble and truck springs, ring gears, bushings, 
radiators, etc. In these, local manufacturers secure the bulk of the' 
business. Recently they have offered more or less competition in 
cast-iron pistons, piston rings, axle shafts, and steering wheels. A 
local branch factory of the Italian Piretti Rubber Co. produces radia
tor hose and air hose as well as ignition cables of various kinds. 
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ACCESSORIES 

The Argentine demand for accessories has fluctuated during the 
past few years, and with the advent of increasing number of acces
IIOri('s whICh are included as standard equipment, there has been n 
downward tendency in demand for new accessories to be placed on 
('0111 after purchase. The demand therefore has been largely for re
placement for those accessories which come as standard equipment 
on the car, such as shock absorbers, horns, cigar lighters, etc. The 
increase in the number of cars imported has also carried with it an 
incr('asin~ demand for replacement accessori('s, thus off setting the 
d('cf('ase m the demand for new accessories. 

Accessories which have a ~ood demand in Argentina include hand 
and mechanical jacks, electric horns, lubricating systems, tire gauges, 
and electric cigar lighters, while automobile paints and lacquers, 
tOJr('ther with lubricating oils, are sold in large quantities through 
ac('('!<!!ory import('rs. There is a fair demand for shock absorbers, 
h('ad lights, stop lights, rear lights, and spot lights, as well as lenses 
for these. A fair quantity of automobile polishes, top dressings, etc., 
are also sold. There is no demand for heaters and hood covers 
becau~ of the mild climate in the central sections of Argentina where 
mOt;t of the cars are located. The demand for motor heat indicators 
is also small because of the Argentine preference for using ornamen
tal radiator caps rather than heat indicators. Parking lights are 
not used, and there is very little sale for wind-shield visors, glare 
prevent('rs, and traffic siW1als. . 

The }<'rench have practically a monopoly of the taximeter business, 
which is handled through companies that rent the meters to the taxi 
driv(,rH. French competition IS also felt in electric head lights and 
spot li~ht9. Germany also supplies headlights and other electrical 
equipment, including horns, together with novelties of various kinds. 
which are also furnished by other European countries. ' 

Favored by import dUties, local producers are securing the bulk 
of the trade in articles of simple manufacture such as wind-shield 
wings, seat and tire covers (for which the material is imported) 
ornaments of all kinds} tire chains, mirrors, bulb horns, tire pumps, 
license plates, stet> and kick plates. Local producers offer more or 
less competition 1D body hOists for trucks, luggage carriers, and 
nOl'elties of various kinds. 

GARAGE EQUIPMENT 

Argentina has made considerable progress in recent years in in
stallin~ modern garage equipment and in providing better service 
facilities to car owners. :Much remains to be done, however, so that 
this country may be considered a growing market for most kinds 
of garage equipment and one which warrants intensive and careful 
development, The training of mechanics so far is secured princi
pally in garages, but undoubtedly the number of schools for mechan
ICS, which are now very few, will be increased. Various large 
distributors of automobiles are devoting a great deal of effort to 
seeing that their dealers and agents in various parts of the country 
have modern well-equipped service stations, and even go so far as 
to train many of their mechanics for them. 
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Although many automobile dealers maintain garages, the tendency 
is generally toward garages and repair shops being maintained in
dependently and it is principally among these independent garages 
and machine shops that much work remains to be done in instruc
tion and in raising the standard of equipment. 

Most of the equipment installed at present is of American manu
facture, but local firms are now producing an important share. 
There is a good demand for American cylinder-grinding machines, 
reamers, high-pressure lubricating systems, tire changers, portable 
drills and other electric tools, valve grinders and hand tools. There 
is a fair demand for paint-spraying equipment, wheel-alignment 
equipment, oil-dispensing pumps, drill chucks, and garage jacks. 

Among those articles of small demand are those which are manu
factured locally and certain others which have only begun to be 
introduced in the market, such as brake-testing machines, towing and 
salvaging equipment, battery chargers, polishing machines, and car 
washers. 

There is comparatively little competition from Europe in special 
appliances for service stations, although Germany supplies reamers 
and hand tools, and France, vulcanizers and gasoline pumps. In 
general, however, European competition is mostly limited to metal
working tools and machinery, which can be used in other industries 
besides automotive work, such as lathes, power tools, and hand tools. 

Local manufacturers during the past two years have developed 
surprisingly the manufacture of garage equipment. They are 
especially strong in those items which are bulky, and which can be 
constructed locally out of angle iron at a considerable saving in 
freight and duties. 

Garage equipment made locally includes motor supports, garage 
cranes, hydraulic elevators (the central steel tubing coming prin
cipally from Germany), tool carts, welding equipment, motor test
ers, bench presses, vulcanizers, tire changers, and air compressors 
(of which the pumps and electric motors are imported), tire inspect
ors, garage creepers. Gasoline pumps are manufactured to such an 
extent that American pumps are practically excluded, because of 
requirements and specifications of the governmental department of 
weIghts and measures, which apparently no American manufacturer 
has been able to meet so that the business has been secured by the 
one local producer who is able to do so. It is hoped, however, that 
these specifications may be changed to such a degree that American 
manufacturers will be able to participate in this business. 

The duty on most garage equipment and service-station appliances 
specifically mentioned in the Argentine tariff is 32 per cent of their 
value c. i. f. Buenos Aires .. Certain .e~uipment, however, enters as 
"machinery not otherwise mentioned,' with a duty of only 5 per 
cent ad valorem. Although a competent customhouse broker should 
always be consulted to verify the duties on a particular piece of 
equipment, it is reported that various kinds of inspection and testing 
machines, together with cylinder-grinding machinery enters under 
the 5 per cent classification1 while a higher duty must be paid on air 
compressors, vulcanizers, tIre inspection and repair equipment, hy
draulic elevators, etc. Drill presses and cranes are specifically men
tioned in the tariff with duties approximately 6 and 3lh cents, in 
United States currency per pound of weight, respectively. 
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Local manufacturers state that it is profitable to make locally 

such garage equipment as can be produced at a. saving of 35 or 40 
Ver cent on the cost of the imported article laid down in Buenos 
Aires after paying freight and duties. When the savin~ is only 20 
))er cent, however, it is stated that it is much more satisfactory to 
t;ell the imported article, which is better finished and preferred by 
the local customers. It is therefore apparent that American manu
facturers now losing business might be able to regain some of their 
trade by shipping equipment unassembled at a saving not only in 
freight but sometimes in duties because of lower rates charged on 
angle iron, castings, bolts and nuts, etc. Angle iron and steel girders 
are also made locally. 

DISTRIBUTION OF AUTOMOTIVE PRODUCTS 

The problem of distribution is both difficult and exceedingly im
portant. Since American manufacturers have the .bulk of the Ar
A'entine business in parts and accessories, competition is principally 
between different American brands. The manufacturers are already 
aware of their relative competitive positions in the United States, 
as to price, quality, and style. ·Each manufac~urer, however, is faced 
with the problem of how to secure the best possible distribution in 
Argentina. The importance of this country as the largest market 
outside of the United States and Canada, and a growing one, makes 
it well worth while for each manufacturer to study changing condi
tions thoroughlYl to determine a broad definite polIcy of distribution 
over a period of years, and to select agents and distributors with 
utmost care. 

The definite trend toward local production protected by import 
duties may later reduce imports from the United States substantially, 
in which case those manufacturers who have pursued a successful 
policy of wide distribution of advertised high-quality products will 
be better able to withstand local price competition than those firms 
whose distribution has been weak. 

One of the criticisms most frequently made by Argentine importers 
of automotive equipment is that American manufacturers change 
their agents and distributors too frequently and appoint new ones 
with insufficient investigation. It may be assumed that each ch~n~e 
leaves one or more dissatisfied parties in the markel, and that It IS 
wiser for the American manufacturer to choose with care and to 
work as closely as possible with his agent over a ,Period of years 
rather than to change to the first person who promises larger sales, 
which he mayor may not be able to deliver. During 1930, when 
Argentine imports dropped sharply, it was perhaps natural that 
~erican firms .. which saw their orders decreasing, began to w,?nder 
If some other agent or distributor might not produce more bUSID~SS. 
On the other hand, most manufacturers felt it was wiser to stay wIth 
the agent who had produced good business in previous ye~rs, ,!ho 
had the advantage of knowing the product and the customers reqUire
ments for it, and who could be depended upon to sell carefully to 
firms most likely to pay their drafts at maturity. 

80277-32-25 
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TRADE-MARK REGISTRATION 

In order to make certain that they will not lose the agency or dis
tribution of lines on which they have spent tinie and money in intro
ducing, many Argentines feel justified in taking advantage of the 
Argentine trade-mark law. Thjs provides that anyone may register 
in Argentina any trade-mark not previously registered there, and 
unless protest is made within 30 days of the publishing of the appli
cation in the Official Bullet.in, that trade-mark becomes the property 
of the applicant, who may prevent the importation into Argentina 
of the genuine article bearing that trade name. . 

Previous registration in the United States or oth~r countries pro
vides no recourse. The only exception is in the case of the registra
tion of the name of a living person connected with the manufacturing 
company. Also the American manufacturer may always use the 
full name of his company on the label of the product as " manufac
tured by the Blank Manufacturing Co.," although he may not use 
the trade-mark "Blank," if some one else has registered it in 
Argentina. 

It has frequently happened that an American manufacturer who 
decides to change his agent or distributor finds the local firm has 
registered the trade-mark. The manufacturer then must either buy 
the trade-mark rights at whatever price the holder sets, or leave the 
agency or distribution with the holder, or else market the product 
under a different trade name. It costs approximately $50 in United 
States currency to register a trade-mark for a period of 10 years· 
through a Buenos Aires patent attorney. In some cases where Amer
ican manufacturers have failed to register their trade-mark and 
some one else has done so, it has cost them as much as $5,000 or even 
more to bUl it back. 

Thus be ore an .American firm begins to negotiate a change of 
agency, it should check up and see who owns the trade-mark in 
Argentina. More important still, when entering the market it should 
see that the trade-mark is registered in the name of the manufacturer 
and not in the name of the export agent, Buenos Aires agent, or 
distributor, so that 10 years later the firm will have a free hand in 
determining its policy of distribution. 

DISTRIBUTION CHANNELS 

The various distribution channels mentioned below are practically 
all used for parts, accessories, and even service-station equipment. 
Probably the only exception is that garage equipment and accessories 
are not handled by branches of American motor-car manufacturers, 
nor by car importers. 

Many American firms confine their lines for export to combina
tion export managers or commission houses in N ew York or other 
cities, who appoint manufacturers' agents or distributors in each 
individual country. There is a strong tendency, however, on the 
part of both agent and distributors to seek direct connections with 
the manufacturers, both in an eft·ort to secure a low price and also 
because of a feeling that there is less likelihood of the line bein~ 
withdrawn from them because of any break between the New Yor!\: 
export house and the manufacturer. 
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On the otht'r hand, the use of an export agent may be often advis-
01,1(', t'Specia.lIy for articles of relatively s~all. sale. The export 
agent handhng a dozt'n or more automotive hnes can have his 
Buenos Airt's npnsentatil'e secure small orders in each of them 
which grouped wgether wjJl make a profitable business. It ha~ 
become the practice for customers placlDg various small orders to 
ha\'e the shipments combined in New York by a forwarding agent 
anti this ill t'8sier when the lines are handled by the same export 
agt'nt. The expense of securing credit ibformation about the cus
tomers and trade experience in the market can be divided among 
the various lint's at less cost than if the manufacturer of each prod
IlI"t currieri on business dinct. 

LOCAL MANUFACTURERS' AGENTS 

)In~t of the business in automotive products and accessories is 
carried on by manufacturers' agents in Buenos Aires, who have 
('it her direct connections with the factory or who represent an export 
agent. As previously mentioned, there are some 35 or 40 manu
facturers' agents resident in Buenos Aires handling automotive 
products. These agents limit their efforts almost entirely to whole
sale importers in the city of Buenos Aires, although some of them 
sell also to the direct importers which have begun to do business 
in recent v('ars in the principal cities, such as Rosario, Cordoba. 
Tucuman, )Iendoza and Bahia Blanca. 

Direct imports from these other cities, however, are not esti
matl'd at the present time to exceed 5 or 10 per cent of the total 
business. This is because many interior importe~s who are buying 
relatively small quantities find that the expenses and details of 
importing, and the larger amounts that must be ordered, make it 
less satisfactory to import direct than to pay a higher price to 
the Buenos Aires importer for the privilege of ordering smaller 
quantities and securing prompt delivery. It may be assumed, ho,,!
ever, that the continuous growth in the number of automotive vehl
cles in circulation, already surprisingly large and increasing yearly, 
will result in future years in an increase in direct importation from 
interior towns in those articles which can be ordered in fairly large 
quantities. 

The manufacturers' agent generally sells to half a dozen or more of 
the thirty-odd importers in Buenos Aires, realizing that each of these 
has an established clientele in the interior and that to confine a 
line to one distributor may mean onI:y partial distribution .. How
ever, in certain cases agents have, wlth the consent of t!telr fac
tories, confined their sales of a given product to a single lmporter. 
This is particularly the case in certam articles where ~here are .R 
number of competItive brands in the market, and an lmporter lS 
able to take the attitude that he will sell only a product not car
ried by a competitive house. Some American manufacturers have 
solved this problem by producing different brands of the s~me type 
o~ product (such as brake linings) and confining each lme to & 

dIfferent distributor. 
The position of the agent in cases where sales are made to onl[ 

one importer is that he continues to watch out ~or the factory!; 
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interest by reporting conditions in the market, by seeing that the 
distributor carries an adequate stock and does not carry a competi
tive brand if such is the arrangement, by adjustin~ claims and dis
putes, and by suggesting to the factory when he teels it advisable 
to change the distributor, for credit or for other reasons. 

TRAVELING REPRESENTATIVES 

Some American manufacturers have a traveling representative 
whose territory is frequently all of South America. This agent ap
points distributors in each country and secures a commission on all 
business done in his territory. This method is not usual, but has 
been used in selling batteries, shock absorbers, and other equipment 
with apparent success. The traveler may represent only one com
pany or two or three manufacturers and visit each country periodi
cally. 

EXPORT MERCHANTS 

A few lines of equipment are distributed through export merchants 
who have offices in New York and who have local organizations in 
Buenos Aires and other markets of South America. The firms pur
chase for their own account and sell locally either to other whole
salers or retailers. 

EXCLUSIVE DISTRmUToRs 

A substantial proportion of the business is handled through firms 
in Argentina who import for their own account, but who handle only 
those lines for which they have exclusive distribution in Argentina. 
Some of these sell from their stocks only to other wholesalers. Others 
compete with the wholesalers .by selling to the interior and to city 
retailers. 

IMPORTING WHOLESALERS 

The bulk of. the business is probably done by wholesale import 
houses which handle a complete line of parts, accessories, garage 
equipment, and tools, and which purchase each of them through 
whatever channels the manufacturer of each product has determined 
to use. As previously mentioned, most of their purchases are placed 
through manufacturers' agents resident in Buenos Aires, who sell on 
commission. In some cases they have made arrangements with the 
agents that they shall be the only customer to whom he sells a given 
product. Some goods they purchase from the exclusive distributors. 

Usually there are one or two or more lines in which they have di
rect connections with the factories as distributors without intermedi
aries. This is, of course, the method which the wholesalers prefer, 
as it assures them the lowest prices without compfltition from other 
wholesalers, so that they can set their own prices high enough to make 
a substantial profit. On the other hand, it is not always the most 
satisfactory method for the manufacturer, unless the wholesaler is 
very strong and 'prOlnises a larger amount of orders for sale to his 
portion of the clientele than can be secured by sellin~ to other whole
salers. An abnormally high price placed by a wholesaler on the 
line he has exclusively may give him more profit, but may cut down 
t.he manufacturers' sales volume. However, in compensation for 
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having exclusive distribution on contract for a period of years such 
wholesalers often advertise the product and push their sales -rigor
ously. 

PACf08Y REPJlESENTATIVE 08 BRANCH 

In some cases manufacturers believe they can maintain closer 
contact with the market by placin~ one of their own men in Buenos 
Aires on salary to sell to the wholesalers. Electric tools is one ex
ample. In other cases groups of associated manufacturers have es
talliished a branch office for carrying stock and distributin~ to whole
salers and retailers. Occasionally a factory has assisted Its Buenos 
Aires distributor by sending a technical man, not to increase sales, 
but to look after service and education in the use of the company's 
products, especially in the case of electrical equipment. Such co
operation is readily appreciated by the distributor, and in the case 
of ~arage equipment mIght be further used to advantage as a means 
of JDstructing purchasers in the most profitable employment of the 
equipment they buy. 

PARTS DEPARTMENTS OF AUTOMOBILE IMPORTERS 

All the means of distribution previously mentioned are used to 
care for the distribution of parts, accessories, and equipment sold 
by' their manufacturers, rather than by manufacturers of automo
bIles and trucks. In addition, a considerable proportion of the im
ports in parts consists of those replacements brought in by each im
porting distributor of automobiles and trucks, which are made up 
of parts used for their own make of car or truck. The manufac
turer of one leading low-priced make with a very extensive dealer 
organization throughout Argentina is said to supply nearly all of 
the parts used for that make of car, and the producers of other low
priced makes supply smaller proportions. In medium-priced makes 
of cars it is estimated that only 30 per cent or 40 per cent of the 
replacement parts are supplied by the automobile importers, and 
most of these are parts that wear out less frequently. In high
priced makes, however, a larger proportion is supplied by car 
dealers. 

In this connection, reference is made to an earlier paragrap~ in 
this report describing the relative imports of low-priced, medlUm
priced, and high-priced Cars. 

SECONDARY DISTBWUTION 

Once the replacement parts and accessories have been imported, 
t~e wholesaler makes up his catalogue, showing illustrations of the 
ddr~rent parts, each with its corresponding number. <;:atalogues 
which show retail list prices are made anywhere from tWIce a ye.ar 
to once every two years. Confidential price lists or dealers' dIS
counts are put in a separate booklet. The S or 10 larger whole
~le houses have corps of salesmen traveling the interi<?r, and several 
Importers have branch stores in the important interIor towns. A 
leading: wholesaler says that his sales in the inte~or amount to 
approximately 40 per cent to machine shops and repaIr shops, about 
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ao per cent to automobile dealers, about 20 per cent to houses deal
ing only in parts and accessories but which make no repairs, and 10 
per cent to garages. 

Sales of garage equipment, however, during the past two years 
have been mostly to automobile dealers as a result of the campaign 
among Buenos Aires automobile distributors to improve the service 
facilities of their interior dealers. Sales to ~arages, machine shops, 
and service stations are expected to increase m the future. 

TERMS OF SALE 

The most general terms of sale in parts, accessories, and equip
ment sold by manufacturers in the United States have been in the 
past 60 days' sight draft with documents attached. It has been the 
tendency during the past year or so for dealers to insist upon and 
to obtain 90 days' sight draft. During 1930 the question of terms 
was complicated by the fluduation and the depreciation of the 
Argentine peso. 'Whereas at par 2.35 paper pesos will purchase $1 
in United States currency, in January, 1931, it was necessary to 
pay 3.35 pesos to buy a dollar. Thus importers had to pay as much 
.as 42 per cent more for parts and accessories. As the exchange 
value fluctuated daily, many importers who ordered merchandise 
when the peso was worth, say, 2.70 to the dollar, found their drafts 
-coming due at a time when the dollar was worth perhaps 3.20 pesos. 
As a result, many local importers requested extensions on individual 
drafts and began even to ask for a lengthening of the terms on the 
written order to 120 days' sight draft. Their arguments were based 
partly upon unfavorable exchange, which they thought might bett.er 
in another 30 days or so after their draft was due, and also partly 
because of the slowness in r'~ceiving collections from the interior. 
In normal times, Argentina being an agricultural coUntry, interior 
credit is allowed to accumulate until receipt of money from crops 
twice a year. This means that importers must pay for their mer
chandise on comparatively short terms and extend longer terms to 
their interior customers. 

However willing United States firms may be at present to D1ake 
-credit concessions in order to seclire much-wanted orders, it must be 
remembered that once terms of 120 days' sight draft are granted 
upon taking the order, when business improves it will be more diffi
-cult to cut down the credit terms to 90 or 60 days. It would seem 
preferable to make extensions on individual drafts as a special con
-cession after the regular 60 or 90 days had elapsed. Many North 
American firms have listened to the plea of their Argentihe custom
ers that it is unfair to require the.ql to pay 30 or 40 per cent more for 
their merchandise because of depreciation in the Argentine peso when 
in the customer's opinion the peso would be worth more in another 
:30 to 60 days. Some manufacturers have replied' by takin~ orders 
:and agreeing to receive his money i~ pesos at fixed rate ot 10 per 
cent below par regardless of what mIght be the current rate on the 
-day of payment. II?- this c~s,e the manufacturer keeps his money, in 
pesos in Buenos AIres waIting for the peso to recuperate, whlCh 
amounts to speCUlating on the exchange. Other American firms have 
ielt that to grant an extension for reasons of exchange is simply to 
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prulolJg the rhik unnecessarily, and they have replied that the cus
tomer may do his own g'ambhng on the exchange. In such a case a 
manufacturer accepts a deposit in a Buenos Aires bank of the amount 
of money in pesos at the rate of the day, with an arrangement 
whereby the customer can remit later should the peso recuperate 
further. 

ADVBRTISING 

Generally l'peaking, United States manufacturers have placed the 
burden of advertising upon the Argentine importers and distribu
turs. It is partly for this reason that importers who have spent 
money on advertising adopt the above-mentioned attitude in reO"ard 
to trade-marks. Some manufacturers, however, grant a discount for 
advertising ranging up to 10 per cent and sometimes as high as 25 
per cent for specialties. Gsually the distributor is required to add an 
equal amount. Advertising is very widely used in Argentina for all 
kmds of products and should form part of the distribution policy of 
a North American company interested in permanent distribution on 
an important scale. Although manufacturers may be well e,.,tablished 
in the United States, if they have never sold in Argentina, it is just 
as hard for them to get started without advertising as it would be for 
them to begin in the Gnited States without spendmg money in mak
ing their products known. It is absolutely essential that advertising 
material should be in Spanish. Findmg from experience that 
iuterior dealers lose f'heets out of loose-leaf books, Argentine whole
salers prefer to issue bound catalogues and make their own cuts illus
trating the articles. which prevents American firms from supplying 
illustrated descriptive price sheets of the type used in United States. 
However, dealers would gladly have illustrated folders printed in 
Spanish to send with their catalogues. To supply these in English is 
in most cases useless, and it frequently arouses antagonism. 

The various media available are numerous. Several newspapers 
published in Buenos Aires have a national circulation, and there are, 
smaller newspapers in the interior cities. Automotive magazines .can 
also be used, includin~ those published in Spanish in the Umted 
Statt's for distribution III South America, in which case the name and 
addrt'ss of the distributor or agent in Argentina should always be 
mentioned in the adveltisement. 

BOLIVIA 

Replacement-Parta BU8ine88 Increa8ing, with Acce8sories Slow and Service 
Appliances Offering a Small Market-American Participation Amount8 to 
Over 90 Per Cent of Requirements-Practically No Dome8tie Production 

AmerinD Vlee Conaal Paal C. Daniele, La P .. 

Registration of motor vehlclea a8 of January 1, 1931: 1.220 passenger cars. 
129 busses, 866 trucks, 132 motor cycles. 

The Bolivian automotive market has suffered considerably fro':ll 
the effects of the severe depression through which the co~mtry IS 
passing. Imports of automotive items have declined consIder~b~y 
du~ing the 12 months ended December 31, 1930. However, It IS 
pomted out that stocks in dealprs' hands have been greatly reduced 



386 AUTOMOTIVE PARTS, ACCESSORIES, AND SERVICE EQUIPMENT 

and that recent orders have been made on a small scale, so that an 
improvement in the economic condition of the country is almost sure 
to be immediately reflected in increased automotive importations. 

Aside from the unfavorable business conditions prevailing, which~ 
it is hoped, will prove to be only temporary, the chief obstacle in 
the way of increased sales of automotive products is the lack of good 
highways. This fact is generally recognized, and most Bolivians 
are desIrous to see more and better roads in the country. Unfor
tunately, the necessary funds are not available, and at present no 
important road construction is being carried on in the Republic. 
As time goes on, nevertheless, there is bound to be more activity 
along this line, with beneficial reaction in the automotive trade. 

REPLACEMENT PARTS 

The market for replacement parts has shown a gradual trend 
upward, which may be expected to continue in the future. With 
the number of motor-vehicle registrations increasing from year to 
;y'ear, it is only natural that the demand for parts will increase 
III proportion. 

There is a demand for all types of parts, with the exception of 
stampings, forgings, and automobile frames. 

The bulk of the trade is with the United States, although there 
is some foreign competition in certain lines. England and Germany 
are able to compete in brake lining and electric bulbs, and Italy 
supplies a certain amount of automobile batteries. Dealers state
that although the quality of American products is unquestioned, the 
European countries are able to offer lower prices and greater facili
ties for payment. In some cases parts are sent from Europe on 
consignment, which is never done by United States exporters in 
this field. 

It is estimated that at least 90 per cent of the replacement-parts 
trade is with the United States. Parts are usually handled by auto
mobile dealers. The larger dealers ;have their own garages Itnd 
service stations as well. Storage batteries, however, are also handled 
by dealers in radio supplies and electrical equipment. 

The usual terms offered dealers by American exporters are 60 days~ 
documents against acceptance. European firms are more liberalt 
generally offering from 60 to 180 days, documents against acceptance. 

There is practically no advertising of replacement parts, since the 
limited nature of the market does not warrant it, although window 
displays and placards are used to a certain extent. 

ACCESSORIES 

In spite of the gradual development of the automobile market in 
Bolivia, the market for accessories is not increasing proportionally, 
owing to the fact that standard makes of cars are now completely 
equipped. 

Accessories most in demand include electric horns, nonskid chains, 
jacks, lenses, lights, luggage carriers, rear-view Inirrors, tire pumps~ 
tire gauges, and windshield cleaners. 

The American share of the accessory trade is estimated at approxi
mately 90 per cent of the total. There is no domestic competition 
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and foreign participation is negligible. Accessories are generally 
marketed by direct seller to the dealer. Small stocks of the articles 
most in demand are carried, and fresent distribution methods cover 
the market adequately. The usua terms in this trade are similar to 
those in the parts field. 

Accessories are generally stocked by the larger car agencies, which 
also o{>6rate garages and service stations. There are no dealers 
specializing in accessories alone. 

GARAGE AND SERVICE-STATION EQUIPMENT 

The larl;e automobile dealers operate garages and provide ade
quate service facilities for their clients and other car owners. In 
addition, there are small repair shops, usually poorly equipped, where 
minor jobs can be undertaken. The number of skilled automobile 
mechanics has increased, and there are adequate servicing facilities 
in aU the larger cities. 

There is a very small demand for this style of equipment. The 
items in most general use are auto lifts, cylinder-boring machines, 
¥arage tools, gasoline pumps, jacks, oil and grease guns, oil-dispens
IDg pumps, paint-spraying equipment, polishing machines, portable 
drill~, reamers, tire-repairing machines, valve grinders, welding 
outfits, and wrenches. 

American equipment is used almost entirely. There is very little. 
local manufacture of garage and service-station equipment, although 
air compressors, towing equipment, and car washers are produced to 
some extl.'nt by local foundries. However, many of the parts and 
materials entering into the finished product must be imported, such 
as motors, rubber tubing, etc. Foreign competition in these lines is 
negligible. 

Hand tools are usually used for changing tires. Most tire repair
ing is done in repair shops. A few vulcanizers have been installed, 
but it is stated that there is not enough business to go around. Elec
trical current is available in the chief centers, such as La Paz, Oruro, 
and Cochahamba. The rates are fairly high, but this is not an im
portant factor. The chief reason restricting the use of mechanical 
t'quipment is the limited extent of the automotive market. It has 
been found that although mechanical equi.l?ment soon pays for itself 
when there is a big turnover in its use, It is an expensive luxury 
when there is not sufficient business to keep it in more or less regular 
use. 

The larger and better equipped garages are operated by automobile 
dealers. There are also a number of small repair shops. 

The main distributing centers for Bolivia are La Paz and Oruro, 
and secondarily Cochabamba, Sucre, and Potosi. Imports to these 
centers are made through the Pacific ports of Antofagasta and Arica 
in Chile, and Mollendo in Peru. Santa Cruz, the distributinf! center 
for eastern Bolivia, should be treated as a separate market, owing to 
the difficulty of communications with the rest of the country. 

The best selling method is through automobile dealers, who carry 
similar lines, have suitable contacts, and know the trade. Some deal
ers act as manufacturers' agents, taking orders locally, sending them 
to the factory, and receiving a commission on the business obtained. 
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Sales in this case may be made directly to the ultimate purchaser or 
to the dealer who resells at a profit. The latter is by far the more 
satisfactory method, since misunderstandings and credit risks are 
minimized and orders may be larger. 

Dealers desire to obtain as long terms as possible. It is generally 
true that European eX'porters grant more liberal terms than Ameri
can houses and that thIS is frequently a factor considered by Bolivian 
importers in placing orders. So long, however, as American prod
ucts can co'ntinue to dominate the market without the granting of 
additional credit facilities, there seems to be little reason for extend
ing more liberal credit, especially when business conditions in BoHvia 
are poor. 

There is a slowly growing recognition of the need for better and 
more modern service and garage equipment. It is unlikely, however, 
that there will be much business along this line until the number of 
automobiles and trucks increases, which in turn will depend on gen
eral business conditions. At present the servicing facilities in the 
chief cities are believed to be sufficiently developed in proportion to 
the market. 

BRAZIL 

Good Demand for Replacement Parts, Accessories Declining, Upward Trend 
in Service Appliances-United States Leads in All Lines-Domestic Pro
duction of Parts Considerable; Noticeable European Competition 

Assistant Commercial Attache A. Ogd~1l Pierrot. Rio de Janeiro 

Registration of motor vehicles as of January 1, 1931: 132,5:50 pnssenger cars, 
1,500 busses, 65,520 trucks, 2,600 motor cycll's. 

REPLACEMENT PARTS 

The growth of the Brazilian market for automobile replacement 
parts in recent years has been a steady one and has kept pace with the 
growing sales of automobiles. 

The parts in demand include practically every item making up the 
list of such parts, with bearings, fan belts, timing chains, spark plugs, 
valves, piston rings, gears, etc., enjoying the best sale. 

American parts predominate in this market. In some items keen 
competition is encountered from European manufacturers to such an 
extent that American products are practically unsalable. This is 
true of very few items, however, and the majority of the parts sold 
are of American origin. The following comments give detailed 
information as to the competition of various items. 

Praotically all bearings, plain, roller, and ball, are of German 
manufacture. Producers of American bearings have found it next 
to impossible to compete with the German product., Spring bolts 
are usually purchased from the United States, as they vary some
what with different makes of cars and are usually purchased direct 
from the car manufacturer. The more simple or plain bolts, how
ever, are principally of German origin, owing to the cheaper prices 
quoted on German products of this character. There is little com
petition on brake lining except among the numerous brands of 
American linings on the market. Competition is keen, and it is 
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dimeult to interest agents and importers in makes of brake lining 
not well known unless the manufacturer or exporter is willing tc) 
aM,ist in aiding the introduction of his product by giving his loea} 
rl'presentative adequate support I'ithl'r in the form of an adver
ti~in;r .Howanee or ,through con~igning stocks whl'n the exporter 
is convincl'd that his rl'presentati"e is deserving of the confidence 
that this requirl's. 

Practically all bushings for use on Aml'rican vehicles are of United 
Statl'R manufacture. Since nearly all the passenger cars and at 
I .. a~t 85 per cl'nt of the trucks in use in Bmzil are of American 
manufacturl', the small amount of replaceml'nt-parts business re
~ulting from the nf'eds of these foreign cars and trucks is negligible. 
Parts llsed in repairs to European vehicles are sold almost exclu
~i"l'ly by the distributors of the individual cars, as the demand is 
too "mall to interest importers in stocking these parts. 

(,lutch facings are all obtained from the United States. There 
i!'l a "mall demand for driving chains, but timing chains have a 
fuir ~I\II'. coming from the United States. Fan belts are practically 
all AlIll'rican, as are the spark plugs. . 

Sprin;rs are now being largely pruduced in Sao Paulo. FormeI"ly, 
the car manufacturers as well as special sp'ring manufacturers sold 
the bulk of the sprinW! purchased In Brazll, but the depreciated ex
dlltngo has so increased the price of imported springs that they an' 
1I0W hl'ing manufactured on a fairly large scale in the country. 

'-alves, radiator caps, gears, pinions. and drive shafts are im
ported practically exclusively from the United States. Dealers re
port a Rtl'ady demand in ordinary times for nlves and gears. 

The bulk of the pistons and pbton pins are purchased in the 
("nitI'd StatcR, hut Italian competition has made itself felt to some 
extl'nt. Piston rings are primarily American, although some com
petition is experienced from the German product. The competition 
"Illon~ the various exporters in the United States is so keen as to 
put this busine!'s strictly on a price basis. In order to Eucceed in 
selling this item a:;!ents are obliged to make every concession in the 
WRY of extra discounts, Bnd when their factories fail to lower prices 
to 'accompany price decreases of other factories, they are out of 
the market. 

Stampings are being produced on a large scale in Sao Paulo,. 
The domestic products of more simple design give entire satisfaction, 
and their prices are sufficiently under those of the imported prouucts 
to ('nable th('m to sell. Amel'lcan stampings are sold in small quan

.tities. Some German stampings, particularly running-board plates, 
are sold. 

The bulk of the forgings have been imported from the United 
States in the pastl but there have recently been a growin:;! number 
of these prodUCed in Sao Paulo. Body hardware is primarily 
American with some German products offered. 

Most of the body-upholstery material is produced locally. A very 
small amount is imported from the United States. The only in
dustry that may be considered to be in a position to take care of 
the country's needs is the textile'industry, and though the production 
of fine COllnt goods is still insufficient, the materials used for auto
mobile upholstering are nearly all available here. There is an ex-
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ceedingly small sale of steering wheels, and orders when placed 
go to the United States. 

There is no demand for auto frames anli little sale of shims and 
shim stock. There is a regular small sale of generators, starting 
and lighting, but competition is extremely keen. A fair sale exists 
of rims and rim parts. 

As will be noted from the foregoing, foreign competition with 
American replacement parts is of comparatively little consequence. 
The major German competition is in bearings, plain bolts for use in 
body mounting, body hardware, and to a slight degree piston rings. 
As in most lines, the German parts sell purely on a price basis. 

Springs, stampings, forgings, and upholstery material of domestic 
manufacture compete strongly with the American goods. This is 
particularly the case with upholstery material, practically none 
of which is imported, owing to the high state of development of 
the local manufacturing industry which has been built up largely 
as a result of a protective tariff. The competition in springs offered 
by the Sao Paulo product results largely from the present weakness. 
ill Brazilian exchange. The local manufacturers are less capable 
of effectively competing with the American product, but exchange 
is quoted at the rates which obtained a year ago. With the present 
exchange situation, however, and the cheap labor available here, 
the domestic manufacturer is in a fortunate position. The same 
explanation may be given for the ability of the local manufacturers 
to compete in stampings and forgings. 

It is not believed that European or domestic manufacturers are 
9ffering any special terms to importers at this time. Prices of these 
products are lower than American prices, the German undoubtedly 
due to lower manufacturing cost-s and to articles of lesser quality; 
the domestic due to tariff protection and the present depreciated 
currency, which gives the local manufacturer an advantage, owing 
to the fact that his labor costs have thus far risen but little, while 
imported merchandise must be sold at an increased price of not less 
than 50 per cent on account of the decline in the value of the milreis, 
in terms of foreign exchange, to at least that extent. The extent 
to which the domestic manufacturer can compete in this business 
in the future is limited, of course. Brazilian manufacturers are not 
equipped, either from the standpoint of the raw-material supply or 
techmcal knowledge, to produce many of the parts involving com
plicated engineering and manufacturing processes, and the exchange 
advantage enjoyed can not be considered as a permanent condition, 
due to the natural tendency of wage and material costs to mount in . 
milreis if the present low exchange continues. 

DISTRIBUTION CENTERS 

The leading distribution centers are Rio de Janeiro and Sao Paulo. 
The secondary centers are Porto Alegre, Recife (Pernambuco) , 
Bahia, Para, and Ceara. 

Practically everything in the way of foreign parts sold in Rio de 
Janeiro and Sao Paulo is imported' direct. In the case of a few 
items destined for Rio, importation is effected through Santos for 
reshipment to Rio by rail or highway, due to the smaller expense 
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jD\'oh'ed in importing through the port of Santos, as compared ,with 
any other major port of the country. The 2 per cent gold port tax, 
collectible in Rio, is based on the official value of the imported mer
chandise. In the case of gooods dutiable" ad valorem" the invoice 
,'alue is taken as the official value. In the case of gooods on which 
the duty is specific the official nlue is an arbitrary figure, as estab
lished in the tariff. At present exchange rates the 2 per cent gold 
actually amounts to about 15 per cent. This impol'tant item, which 
is payable separately from the import duties, naturally diverts a 
l'onsiderable amount of import trade to Santos which is really des
tined for Rio. As an example, the local 'importer of replacement 
parts would effect a considerable saving on any large amount of 
~ooll!l were he to import through Santos and have his shipment 
relayed to Rio by truck. As exchange weakens, the rate of the port 
tn in paper milreis increases. Most of the automobiles imported 
into Brazil, as well as innumerable other items, are imported through 
the POit of Santos for this reason. 

In the case of the secondary distribution centers a portion of the 
importing is done direct and the remainder is bought in the prin
cipal importing centers. Porto' Alegre imports approximately 80 
per c(~nt of its orders direct-that is, the importers there place their 
Ord('rR with foreign exporters-whereas the remaining percentage is 
purchased from importers in Sao Paulo and Rio. Recife buys about 
~o per cent of its Imported parts and accessories from foreign ex
porters direct and the rest is purchased from Rio importers, with 
some being purchased in Sao Paulo. Bahia importers receive about 
50 per Cf'nt of their parts and accessories direct from abroad, while 
the remainder is furcha5ed in Rio and Sao Paulo. It is estimated 
that 30 per cent 0 these items sold in Ceara represent direct impor
tation, while 30 per ('ent is purchased in Recife and the remaining 
40 per cent in Rio. The Para market, owing to its remoteness from 
Rio, and despite its relatively limited demand, imports about 60 per 
cent of its parts and accessories direct. The remainder comes pri
marily from Recife and Rio. When business conditions are normal 
Para imports a larger percentage direct. 

It should be borne in mind that shipping facilities between North 
American ports and the north of Brazil are fairly satisfactory. That 
applies also, of course, to the central coast section. The ports along 
the Brazilian coast from Santos northward may be said to enjoy 
udefJuate freigoht transportation connections with the United States. 
South of Santos. however, this is not the case, and cargoes destined 
for Paranagua, Florianopolis, Rio Grande, Pelotas, and Porto Alegre 
must be transshipped at Santos if they orig'inated in the United 
States. Occasionally a freighter out from North American ports 
calls at these Brazilian ports, but this service is not regular. On 
the other hand, a German line operates a direct service to the Ri() 
Grande do Sul ports named, which is a considerable advantage to 
German and other European shippers, though the effectiveness of 
this superior service is little felt in the market for the products 
under discussion, owing to the limited extent to which ~uropean 
manufacturers compete. 

Distribution of most of the replacement parts is effected through 
manufacturers' representatives who sell on a commission basis t() 

.~r; j , 
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the importers. The latter are combination importers-jobbers-dealers. 
In all of the principal distribution centers there are a few larger 
houses which do most of the importing and jobbing,and these firms 
always maintain their own retail departments. The bulk of the 
importing of parts is done by about a dozen houses in Rio, and a 
slightly larger number in Sao Paulo. The important accounts in 
the secondary centers seldom exceed six or seven. These importers 
generally cover the interior of the country that is commercially tribu
tary to their district. The Rio firms, for example, in addition to 
serving as a partial source of supply for the jobbers in the secondary 
distribution centers, cover the section consisting of the States of 
Rio de Janeiro and Espirito Santo. Sao Paulo, through Santos, 
:serves the important States of Sao Paulo and Parana as well as the 
.south of Minas Geraes, in addition to the secondary distributing 
.centers already discussed. 

Replacement parts are sold by the dealers· especially handling 
:such items as well as by the automobile dealers and a few garages. 
The garages, referred to here as repair shops (officinas) carry parts 
o()nly for a few of the better-selling makes of cars. Even parts for 
these cars are not always available in the shops but must be pur
<'hased from the importers who act as dealers or from the car dealers. 
In general, the car dealers do a large part of the repair work on 
.cars which they have sold, and most dealers are obliged by their 
factories to maintain a stock of the more expendible parts. A num
ber of private repair shops are operated in all Brazilian cities, but 
these shops ordinarily carry little in the way of parts. These they 
purchase as needed from dealers in parts. The firms which do most 
o()f the business as importers, jobbers, and dealers of replacement 
parts devote their major attention to that line and allied lines such 
.as accessories, motor vehicles, household electrical devices, tires, etc., 
while a few, especially the larger firms, carry on a more varied class 
o()fbusiness, their interest extending to some other lines not allied 
with the automotive business. 

Certain trends are to be noted in the development of the business 
in parts in Brazil. Some of these are not as yet well defined, but it 
is the belief of many observers here that a tendency exists which 
may have the effect of somewhat altering the distribution system 
adhered to in the past. Automobile dealers, for instance, are prac
tically all losing money. The only exceptions are the dealers selling 
the lowest-priced cars, and not all of these have realized a profit 
<>n their operations during the past year and a half. As a result, it is 
likely that a marked change will come about in the merchandising of 
automotive vehicles. Individuals and firms have been convinced 
definitely that there is little profit in this business, considering the 
risk involved, as judged by the example of those who, have gone into 
the business in recent years and for various reasons lost all or a good 
part of their resources. It is the opinion of many observers of the 
:situation that the practical impossibility of interesting the local 
merchant in this business on an importer-dealer basis, as in the past, 
will force the manufacturer to go further in merchandising his 
product than heretofore. Factory-branch sales offices in Brazil, a 
system that has been tried by one North American manufacturer 
with excellent success at first, is believed by many as the solution to 
the proWem of distribution of vehicles faced by the exporter. 
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Another theory of the line along which distribution of vehicles 
'will develop is that of consigning stocks to a distributor. Certain 
it is that the day is past when, ex~pt for the cars which have a ready 
acceptance on Rccount of popularity or price, the manufacturer can 
locate firms in Brazil to purchase from the factory on short-term 
paymentB. This tendency will, of course, affect the distribution of 
replacement parts. As mentioned above, the automobile dealers do 
an important share of the parts business. One way in which this 
wouM come aLout is throu~h the more complete stock of parts that 
a factory·selling or~anization would carry as compared with that 
carried by the average dealer, who always IS reluctant to tie up capi
tal in materials of this nature, due to the risk involved of not being 
able to dispose of tlJl'm. 

In the alxwe paragraph the subject of consignments is discussed 
as one way to bolster the present demoralized distribution system 
of automotive products in general and vehicles in particular. It is 
realized that this principle is one that has never been accepted by 
the rnited States manufacturer of this class of merchandise. De
velopments ha\'e made many changes here during the past two years, 
however, and the new situation calls for no little amount of study 
on the part of exporters if their products are to be properly and 
efft>ctively distributed. No recommendation is made herein for or 
against greater participation in marketing by export organizations. 
It is I.'SIlential, howevl.'r, that important United States exporters lose 
no time in studYing this changed situation with a view to adopting 
a policy that WIll provide a more satisfactory means of distribution 
than most of them now P()f;se5S in the Brazilian market. 

This situation is less serious in the case of replacement parts than 
vehicll's. The manufacturers of standard parts will continue to deal 
through agents for the most part. However, their sales would prob
ably be affected by any step taken by car manufacturers to main
tain their own sales organizations and stock rooms, for the manu
facturer would thus compete with the regular importer of parts. 
This, therefore, would indicate a possibility of the individual parts 
manufacturer losing ground to some extent, in so far as his distribu
tors would feel the inroads of the factory organizations selling 
vehicles and palis. 

Another trend that has been notl.'d in recent years is toward the 
manufacturers' agent and away from the I.'xclusive distributor. 
W'hile many lines are still handled by such distributors, the greater 
part of the replacement-tJarts lines sold here has been handled by 
agents working on a straight commission· basis for many years. It 
is the consensus that the percentage of lines of this nature sold 
through a!!'Cnts is slowly increasing, by virtue of the tendency on 
the part of the distributing-jobbing organizations to get away from 
the handling of anyone particular make of a certain class of product. 
Thl.'se firms believe it is to their advantage to carrY' a stock of the 
better-known makes of parts, rather than of one make only, despite 
the fact that as exclusive distributors handling only one line they 
stand to earn a slightly larger frofit on the single line handled, due 
to the elimination of the agent s commission. There are exceptions 
to this, of course. 'Yhere there are but one or two outstanding 
makes of any given part, the distributor na~urally desires to have 



394 AUTOMOTIVE PARTS, ACCESSORIES, AND SERVICE EQUIPMENT 

the sole distributing rights, but in such cases the manufacturer, re
alizing his advantage, refrains from limiting his sales to the cus
tomers of anyone distributor and generally works through an agent 
who is supposed to be able to cover the entire distributing trade. 

TERMS OF PAYMENT 

The basic terms of payment for parts imported from the United 
States are from 60 to 90 days' sight draft. In many cases the Ameri
can exporter has granted up to 120 days, particularly during the past 
two years. The German and Italian exporters generally grant the 
latter terms as a matter of course. During the prosperous period in 
1928 and early 1929 more rigid terms were demanded by the foreign~ 
particularly the North American, exporters, and were secured. Dur
mg the past year, however, possibly owing to the slow demand from 
all sources, including the domestic market in the United States, ex
porters have been willing to go somewhat further in the granting of 
credit terms to firms believed to be sound but temporarily in need of 
this help. There are a few, very few, firms that are still in a posi
tion to avail themselves of the discount that is enjoyed by being able 
to meet their obligations at sight. 

The few domestic parts sold are marketed on terms ranging from 
30 to 90 days. It should be noted, however, that terms established 
in the domestic market are subject to a great deal of elasticity in the
matter of fulfillment. In times such as the present it is not at all 
unusual for local firms to concede repeated extensions of bills fall
ing due, and the early part of 1931 witnessed the end of a moratorium 
ma~ch on al~ comme~cial ob~igatio~s originating in the country. 
ThIS moratorIUm applIed to bIlls fallmg due between October 3, and 
December 31, 1930. The ultimate date of payment for such obliga
tions was March 15, 1931, in the Federal District and March 30 in 
other parts of the country. Now that the bills that enjoyed this re
spite are falling due, it is a, foregone conclusion that many debtor 
firms will not be in any better position to meet these oblig-ations. 
than they were before the moratorium, and in an endeavor to pre
vent the failure of the debtors, creditor firms will in most cases con
tinue to grant extensions of the maturity dates of obligations by 
tacitly agreeing to refrain from forcing debtors into bankruptcy by 
protesting unpaid bills. . 

This situatIOn is somewhat more acute now than in ordinary times,. 
but even when credit conditions are less serious than at present, it 
is not unusual for creditors to refrain from protesting overdue bills. 
This leniency of creditor toward debtor is a characteristic of the 
Brazilian credit system and is rarely understood by North American: 
firms unfamiliar with Brazilian conditions and psychology. 

, 
ADVERTISING 

Very little advertising of replacement parts is done. Some of the· 
few automotive publications carry advertisements of such parts as· 
generators, piston rings, etc., but the total amount of advertising is 
small. It is believed that the most effective media for parts is direct 
circularization of the trade and also possibly newspaper advertising. 
In many cases, a liberal advertising allowance to the distributor is. 
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necesary to the introduction of makes of parts hitherto little known 
in the Brazilian market. 

In h.andl!nO' advertising of these products in Brazil it should be 
borne m nllnd' that there are two distinct classes of automobile own
ers in all Brazilian citie~he private owner and the operator of the 
.. for hire" car. Until a "ery few years ago the latter class of owners 
outnu~ll~reJ the former. Means should be devised for appealing, in 
ativertlsmg matter to these two classes of purchasers. In many cases 
the taxi operator is the higher grade customer, for he knows more 
allOut the mechanism of his car than the :lveraO'e private owner and 
J!ives p~fere!lce. to quality parts as. being th: cheapest. Some of 
the leadmg .. hstnLutors of parts pubhsh house organs in which space 
is given to the parts handled by them, and this is believed to be par
ticularly effective as a means for rt'aching the taxi class, as they are 
li~;ted by the principal distributors to receive such publications. 

ACCESSORIES 

The prt'sent demand for accessoriI's is estimated to be approxi
mately 60 per cent below that of two years ago. This is primarily 
due to the general bu"iness situation, involving greatly reduced 
demand, hpavy stocks carried by importers at the end of 1929, and 
unfavorable exchange. Accessories have slIffered to a far greater 
extent than parts, for the econom!c situation of the country has 
forced the consumer to dispense with many of the items of limited 
utility that he formerly installed on his car. At prt'sent, as a 
result of the tremendous decline in imports throughout 19301 stocks 
on hand are relatiwly small, but orders for new importatlOn are 
extremely difficult to secure because of the unsatisfactory exchange 
level and the unwillingness of importers to commit themselves for 
more than they know can be liquidated in a minimum of time. 
Agents state that firms which rt'gularly ordert'd $1,000 of any given 
accessory item now feel reluctant to order more than a tenth of 
that amount. 

Agents and importers ofacce.'lSories also state that the manufac
turers ha\'e seriously cut into their trade during the past two or 
three ypars bv delivering cars with many accessories, as original 
equipment', which they formerly sold in lar~e quantities. 

Accesories most in demand include electrlc horns, for which there 
is a fair sale in. ordinary times, particularly of the higher-priced 
makes. These are generally of American manufacture, though there 
are somt' German horns on the market. Hand jacks have a fair sale, 
with car dealers doing a largefart of the business. A fair business 
is still done in the supplying 0 windshield cleaners to owners of old 
cars. The vacuum-type cleaner sells best. 

Only the spare parts of lubricating systems are sold here. The 
biggest demand is for the nipples, wInch are of American and Ger
man origin. Greasing machinery sells fairly well, all being of 
American make. The following comments are made about the other 
principal accessory items. 

There is a small demand for chains, largely supplied from the Sao 
Paulo factory. Hood, radiator, and tire covers are all of domestic 

80277-32-26 
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make. Lenses and lamps are locally produced. License plates are 
supplied by municipal governments which have them made locally. 
Rear-view mirrors, having a small sale, are locally produced. Taxi
meters are practically all of German origin, with the demand re
duced. Tire gauges have a small sale. Wind-shield wings are now 
supplied by a manufacturer in Sao Paulo. Yery few no\'elties of 
any kind are sold. There is no demand whatever for body hoists, 
bumpers, glare eliminators, radiator heat indicators, head, rear, or 
stop lights, parking lights, theft-proof locks, luggage carriers, trunk 
ra~ks, tire pumps, radiator shutters and shields, shock absorbers, 
speedometers, wind-shield wings, and car heaters. . 

It is estimated that about 70 per cent of the accessory business is 
controlled by American manufacturers. About 20 per cent is 
locally produced and the remaining 10 per cent is of German origin. 

DISTRffiUTION 

Accessories are marketed in much the same manner as replacement 
parts. The bulk of the business is handled by manufacturers' rep
resentatives, who sell to the importer-jobber-tlealer combination 
referred to previously in the discussion of the distribution of parts. 

There is little doubt but that the best type of representation is the 
manufacturers' agent. This class of representative must, however, 
be on sufficiently good terms with at least a majority of the more 
important promoters to enable him to do justice to his principals 
abroad. He must also be equipped to protect his principals against 
credit losses. The more efficient and active repre.,;entatives here 
keep closely informed regarding the credit standing of their cus· 
tomers, particularly in times such as the present. 

The fact that there is a marked scarcity of active and reliable 
firms in most Brazilian commercial centers with a knowledge or 
experience in the accessories business has resulted in the better firms 
becoming heavily laden with lines, many of which they are not in a 
position to handle satisfactorily. In a few cases agents handle 
competitive lines. In such cases, they generally come to an agree
ment with one of their better customers wher.eby he undertakes to 
handle one of the competing products on an exclusive basis, and a 
similar arrangement is made with another outstanding itnporter to 
handle the other competing line. This can not be said to represent as 
effective representation as could be desired, since .neither of the com
peting manufacturers secures the fullest possible distribution or 
coverage. 

There are other factors to be considered, howeve.r, before con
demning this matter of permitting a single manufacturers' represen
tative to handle two competing lines. In some markets the one 
manufacturers' representative may be so outstanding superior to the 
others available that even on the basis described above better results 
are obtained than by the appointment by one of the competing 
manufacturers of an agent of less ability. Still another point to be 
considered is the absolute inability of some manufacturers to locate 
possible agents, owing to the small number of firms engaged in the 
line of business and the fact that all of them already represent 
similar types of products. 
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The importers, who also act as jobbers and retail dealers, carry 
hto('ks of accessories. As remarked above, stocks now are small, 
owing to the unwillingness of importers to invest funds in lurge 
alllounts at prt'sent Lecau!>e of the exchunge risk and the general 
... hfll1age of ready funds combined with the small consumer demund. 

It is a matter of considerable cloubt as to whether the present dis
lJ'ihution channels adt>quately cover the entire Brazilian market. 
It i;; a common failing of manufacturers' agents and distributors 
ill Rio de Janeil'o and Suo Paulo to exuggerate their ability to 
CU\'t'r the whole country wht'n dt'aling with a manufucturer fnr his 
.... prest'ntation in Brazil. 

"isits to the principal distributing organizlltions from Pernam
!.ueo northward prove that in some cuses the Rio and Sao Paulo 
nOllst's are not known thel'e. In a few cases it is probllbly desirable 
to name firms for the whole country which may be locllted in Rio or in 
~ao Paulo, but it is believed that this is an unwise procedure as a 
gl'nt'ral rule. The most satisfactory cowl'age will be obtained by the 
/lppointml'nt of differl'nt rl'prl'sentati,'l's in I'ach important center 
"ItC'h as Hio de Janeiro, Rao Paulo, Porto Alegre, Bahia, Recife, 
{'eara, Bnd Para. Ceara does not rank in importance with the other 
cities IIll'ntioned, but it is somewhat isolatl'd and it is believed that 
a larger share of the available business would be uailable to the 
1lI01'e' important local firms than to the small firms serving as a sub
ag('nt of the agent in Rio or some other city. In some cases, of 
·('ourse. the suba~,''e'ncy may be in the hands of the more important 
firms in these secondary centers, but such firms would unquestionably 
prl'fer to reprl'sent the forl'ign manufacturl'r or exporter direct. In 
cases where the agent for the whole country, located in one of the 
principal cities, assumes the credit risk, there is something to be said 
111 fa,'or of the single representati\'e for the whole country, for it is 
~asier for the agent in Rio to maintain credit information on his 
l'emotely located customers than for the exporter abroad to do this. 

Very few American exporters work with agents in Brazil on that 
basis, so that this justification for the single-agent method of repre
sentation does not exist. Another justification for it is the fact that 
the businl'ss in, the important centers of Rio and Sao Paulo so 
greatly outweighs that available in the other parts of the country that 
the manufacturer or exporter is at the mercy of the agent, to a 
ccltain degree. Agents in these two cities often refuse a line unless 
they can secure the sales rights for it for all of Brazil. Such firms 
may.be outstand!ng in one or tht,; other of those two important mar~ets, 
and 11\ some cases in both, but they may have only a skeleton orgamza
tion in the outlying sections of the country: dl'cidedly inadequate. 
Here the North American exporter is facea with the problem of 
availing himself of the services of a good or even superior type 
representative in the more important centers and sacrificing the less 
important yet worth-while distl'icts, ,to a certain extent, at Jeast. 
Naturally the only reasonable choice is made-that of securing the 
best possible distribution in the more important communities. As 
a result, it may be said that the average case shows the North 
American exporter to be securing not more than 75 per cent coverage, 
at best. Perhaps this is considered to be a good average. Such mat
ters must be decided by the exporter. 
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The above exposition of the situation in which the average North 
American exporter of accessories, and to a considerable extent the 
exporters of many other allied lines, finds himself, shows the nature 
of the prevailing situation. It is probably impossible for any ex
porter to secure perfect coverage in a market as extensive (geographi
cally) as Brazil. It would be prudent, however, for the exporter 
to guard against the claims of. small or mediocre agents, who usually 
insist on the sales rights for a product throughout the entire country, 
when they rarely have more than correspondents in the secondary 
centers, and not infrequently are without even this connection in 
some of the remote sections from Rio and Sao Paulo. 

The reason why the manufacturers' agent, as a general rule, is not 
better represented in the northern or southern sections of the country 
is the difficulty and expense of travel to those districts. Travel 
north from Rio is very slow and time consuming, particularly north 
of Pernambuco. The alternative is air travel, available weekly to the 
extreme north of the country. This is expensive. In any case. it is 
expensive to cover the north coast of the country, not to mention the 
physical inconveniences to be encountered, and so representatives of 
American concerns sent out from the United States ordinarily limit 
their Brazilian contact to the two major commercial centers easily 
reached from the United States (Rio and Sao Paulo), and the firms 
in these two cities either completely ignore or greatly restrict their 
connections with secondary districts of real importance. 

Travel to the extreme south of the country from Rio or Sao Paulo 
is almost as completely shunned. Service by boat is equally poor. 
The air service is expensive. The reasons why the southern markets 
of the country are often completely ignored by travelers visiting 
Brazil for the purpose of appointing agents or distributors, and 
why the Rio agents of North American firms limit their sales, in 
many cases to those they can make in the two major markets, are (1) 
the expense of covering the outlying districts and (2) the inconven-
ience of travel to them. _ 

The writer has been careful to point out that there are firms in 
Rio and Sao Paulo that constitute exceptions to this rule, in practi
cally all classes of merchandising, for these exceptions either have 
satisfactory connections in these distant sections, or they maintain 
travelers, but the firm thus giving its North American principals 
almost perfect coverage is exceptional and may be said to have 
attracted so many lines to itself as to make it unavailable to ex
porters just entering the market. 

TERMS OF PAYMENT 

The payment terms on which business is done here in accessories 
do not vary from those extended by manufacturers of replacement 
parts. As already stated, the average terms are now 90 days sight 
or 120 days, date of invoice. It is unnecessary to concern the manu
facturer or exporter with the exceptional interpretations that have 
been placed on the meaning of " sight" terms such as si¥ht of goods, 
which has been argued here as the significance ot this term. 
Similarly "date" terms have been claimed to refer to date of ship
ment, as well as other dates, but date of invoice is the commonly 
understood significance of this term here as elsewhere. 
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AccessoriI's .are st~ked. prima~ily by the wholesale and retail 
dealers. Sprvlce statlOns In Brazil do not as a rule stock this class 
o.f .goods. There. is a small number of organizations in the larger 
Cities that. are prJyatel, operated by individuals with comparitively 
lIttle capital which In sollle respects re5l'mble service stations. 
Tht'y ~ay he operated in connection with garages and in addition 
to offermg for sale gasoline, oil, tires, and a few p~rts for the more 
popular ma.kl'S of~cars, they occassio~ally carry a very meager supply 
of aCce5l;()rJl's. \ ery few car agl'ncles handle accessories. The ex
(·I'plion to this rule is the fairly large establishment that does a 
varie.d business, including the sale of cars, tires, parts, accessorieil, 
and In so.me cailes the linl'S handled by such organizations are still 
/IIore ,·srIed, I'xtending' to I'lectl·irsl hou~eholtl dl'vices, machinery, 
motor boats, motor cycles, etc. The principal outlets (retail) for 
accpssories a~e such firms as these and the specialized dealers in parts 
and accessories. 

GARAGE AND SERVICE STATION EQUIPMENT 

Considerable improvement has taken place in recent years in 
providing automobile servicing. Originally the car dl'alers handled 
the greater part of this work, while at present it is in the hands of 
the privately operated garages and service stations. A few of the 
car deall'rs whose sales in the past warranted it maintain good shops 
where rl'pair work is done. Others, whose turnover has been and 
still is insufficient to justify the employment of high-grade mechanics 
to S('rvice tht'ir cars, are not able to offer very satisfactory service. 
Such deall'rs have not been interested in setting up service stations 
to handle all makes of cars because they felt that their business was 
stricti;. that of ~~lIing vehi.c1es, and they.h~ve limited their expendi
turf'S or a serVlcmg orgaDlzatlOn to a mlDlmllm. 

In all Brazilian cities there are well-trained mechanics, and while 
the number of high-urade men is undoubtedly small, there is ade
quate mechanical skili for the average repair or adjustment job. 

The items of garage equipment most in demand are pressure 
washer machines, compressors, auto lifts wrenches, grease guns, 
jacks, garage tools, portable drills, and valve grinders. This state
ment is not meant to convey the idea that there is an active demand 
for these articles. The items named are merely enjoying some slight 
movement, whereas practically all other related items are experi 
encing a period of almost complete stagnation so far as orders fOl 
new importation are concerned.. . 

The followina comments are made on conditions regarding the sale 
of garage equipment. Air compressors have a fair sale, which has 
iJlcreased considerably in recent years but at present is inactive. 
Heretofore all air compressors supplied were of American origin, but 
some locally produced items are now appearing on the market. This 
fact applies also to auto lifts. Battery chargers sold fairly well 
until recentlYl and are mostly American products. There is only 
one brake-testmg machine in Rio de Janeiro, and there is no further 
dt'mand. Pressure car washers sold fairly well until the depression, 
Dnd were all of American manufacture. 
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Cylinder-boring machines enjoyed a fair demand until recently. 
Cranes supplied are mostly of local manufacture, but there is no 
business at present. The demand for garaS'e tools is greatly dimin
ished. They are supplied chiefly by the Umted States and Germany. 
Gasoline pumps are generally furnished by petroleum companies 
which purchase through their home offices. One of the largest users 
employs a. French pump. All others are American. The pump 
made in Sao Paulo sells only in small quantities and chiefly to com
panies distributing motor alcohol, particularly in the northern sec
tion of the country. Sales of hydraulic and mechanical jacks are· 
reduced. Most jacks are American. 

High-pressure chassis-lubricating systems and grease-dispensing 
systems are inactive now. They had begun to sell about two years. 
ago, and filling stations are all equipped with them. Private ga
rages greatly increased their use during the last three years. Ameri
can sales of oil and grease guns is declining in· the face of German 
competition. Oil-dispensing pumps have small sale. Petroleum 
companies supply these through orders placed by the home office. 
Private garages purchase from local importers. The ~ales of paint
spraying equipment were very satisfactory until 18 months ago, 
since when it has declined rapidly. All equipment is American. 
Portable drill.s are still selling in small volume, with American makes 
predominating. 

Sales of reamers are greatly reduced. These practically all come 
from the United States. Tire-repairing machines, tire changers, and 
vulcanizers enjoy a limited sale. Very little towing and salvaging 
equipment is marketed, at least half of which is of local manufacture. 
Valve griIiders began to enter the market during the past two ,ears 
and are now beginning to becOlne known. There was formei'ly a 
good .sale for welding outfits, but at present no demand exists. 
There is a fair demand for wrenches. German products sell best, 
due to a price advantage. The remaining equipment is mostly 
American, with a few high-class English and Swedish items. '''heel
alignment equipment is not known in the Brazilian market. 

Practically all the equipment used is imported from the United 
States. The only competition, at present insignificant, promises to 
come from the local manufacturer of air compressors, auto lifts, 
cranes, towing and salvaging equipment, and vulcanizin,g equipment. 

A Sao Paulo manufacturer is bebrinning to manuracture these 
items, and with the continuation of the present low rate of milreis ex
change or further decline, this competition may develop to the point 
of proving an obstacle to tbe sale of the corresponding American 
equipment. 

Despite the cheap labor available, considerable mechanical equip
ment has been installed in the garages and service stations of the 
more advanced cities of the country. In the remote districts it is 
practically out of the question to sell such items as car washer.s, as 
the daily wage paid to a laborer doing that class of work in the 
secondary cities along the north and south coasts of the country 
does not exceed 25 cents at present exchange rate.s. Aside from the 
low labor costs, and the fact tltat many of the garage and service
station operators are individuals of small capital and completely 
uninformed as to the value of modern mechanical equipment that 
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they may ne\"er ha'"e seen, there would seem to be no insurmountable 
oLb1acll'8 in the way of introducing these devices. This is proved 
by the fair rate of success attained by the merchants handlina such 
equipment in Rio and Sao Paulo durmg the past two or threeeyears, 
where wages are only slightly higher than in the other coast cities. 
Constant effort and better J!'eneral business conditions will result in 
an increased sale of this type of equipment. The absence of power 
with which to operate these devIces can not be considered as a 
restricti~g influence on their sale, for it may be taken as a rule that 
automobIles are not found in Brazil where power is not available. 
The few I'xceptions to this rule are of no importance. 

Every automobile dealer has a garage (service station) as has been 
previously mentioned, but there are many others privately operated. 
The number of the garages maintained by dealers is small as com
pared with that operated bv individuals or firms specializing in repair 
work, owing in part to the small number of automobile dealers in 
these cities, particularly during the past year and a half, when 
greatly reduced vehicle sales forced many dl'alers out of business. 

For this class of equipment the same distribution problems .are 
encountered as must be faced by the parts manufacturer. In view 
of the extensi,"e and detailed treatment ~iven that subject elsewhere 
in this report, no further space need be gIven to it. 

Rio de Janerio and Sao Paulo, as in the case of most imported 
products, offer the chief markets, with Porto Alegre, Bahia, 
Pernambuco, and Para to be considered of secondary importance, 
the last named falling far behind any of the others in importance but 
its area can not easily be reached from the other centers. 

The demand for tire-changing equipment was practically nil until 
a short time ago. Through active effort manufacturers' agents and 
distributors ha,"e demonstrated the value of such equipment. Still 
only about 10 pt'r cent of the total tire changing in the larger cities 
is Jone by special equipment. The rest is done by hand. In the 
secondary centt'rs very little tire-chan¢ng equipment has been sold. 
Tire-repair work is done by a class of business man known as the 
"borracheiro" (literally" rubber worker "). These men maintain 
small shops, sometimes in a garage or service station, where they rent 
a small space and work on their own, and sometimes in small quarters 
not connected with service stations. These men usually have strong 
young assistants who with remarkable speed and apparent ease mount 
and dismount tires from rims. 

The sales methods to be followed by the North American manu
facturer of service-station equipment may be said to follow the gen
eral rule laid down in the foregoing sections wherein the various types 
of representation, with indicatiolls as to the most suitable, were dis
cussed. For most lines the manufacturers' agent is more satisfactory, 
particularly at this time. 'Vere it possible to interest local distribu
tors in the stocking of such equipment, it would unquestionably be 
to the advantage of the exporter to work through that class of organ
ization. The sales of the number of units of this class of equipment 
would, in the nature of things, be only a small fraction of the volume 
of sales of units of most repair parts and all accessories. Hence a 
reasonably small stock of air compressors, high-pressure chassis
lubricating equipment, paint-spraying equipment, auto lifts, etc., 
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would put the importer in a much better position to make sales than 
the manufacturers' agent who sells from a catalogue. 

But in the absence of importing firms which are willing to stoch 
this equipment it is useless to discuss that class of representation. 
The extremely slow consumer demand for these articles and the 
extremely uncertain exchange situation makes it impossible to in· 
terest importers in importing these devices for stock. Their only 
interest in importing is in being able to fill firm orders, and these 
the manufacturers' agent is able to handle. With a return to busi· 
ness conditions somewhat more nearly approximating those of the 
era 1927-1929, the importer would probably be the preferable type 
of organization to handle the heavier and more costly types oj 
service-station equipment. 

The terms that must be quoted by American exporters to this 
market depend upon the extent to which they are willing to meet the 
terms offered by their competitors, particularly those in Europe. 
Since European manufacturers play a minor part in this business 
the question resolves itself into one of offering the minimum terms 
acceptable to the customer. As in the case of parts and accessories. 
terms that American exporters were obliged to extend were formerly 
60 days sight or 90 days date, as a general rule, but during the past 
two or three years these terms have been lengthened to 90 and 120 
days, respectively, with a discount off for cash pavment. This cash 
discount is from 5 to 10 per cent in some cases, depending upon the 
extent of the competition. 

German exporters for a short time past have granted up to 120 
days date terms without interest, instead of the 6 per cent interest 
formerly charged. It is understood that some North American 
manufacturers shipping to this market are meeting these terms. All 
of this business is now so highly competitive, particularly in the 
principal markets, that the best terms from the standpoint of the 
American manufacturer are those least onerous to him. No set rule 
can be established regarding terms, due to the varying character 
of the firms to which the exporter ships. A good account, from the 
standpoint of volume of business and certainty of payment, will 
naturally expect, and originally receive better credit terms than the 
casual or small buyer. 

The credit situation should not be a difficult one to solve at present, 
for so readily may weak firms find themselves in a position of not 
being able to meet their commitments owing to the difficulty now 
being experienced in collecting outstanding accounts, the lack of 
business movement, and the unfavorable exchange, that no business 
should be accepted unless the credit risk is known to be good. 

It can scarcely be said of the Brazilian market that there is a 
growing recognition of the need for better and morc. modern service 
and garage equipment. Those owners of service stations and garages 
with some mechanical equipment which is not found in the installa
tions of some of their competitors, naturally feel that they are 
extremely well equipped. Those not so equipped are either unable to 
afford these devices or are extremely conservative in the local sense 
and feel that their present equipment is ample. A few exceptions 
to this rule exist, however. Auto lifts were introduced by the 
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petroleum companies in 1928 and there has been a slow but steady 
ten'.lency on the part of service-station operators to install similal" 
eqUIpment. At the moment, however, equipment of this nature can 
~ so!tl. on very rare occasions, but it is believed that once an upturn 
In blll;Jlless and general purchasing power occurs there will be a 
slow development toward better-equipped service stations and 
garages. 

BRITISH CUIANA 

Repl!,cement Parta In .~air Demand-Acces~rieR Requirements Decreasing, 
With. Rather Promllilng Outlook for SerVIce Appliances, Although This is 
Naturally Re.trined by the Size of the Market 

Vice eo ...... John v. Swe.rinarD, Georcetowa 

Motor·vehlcle registrations as ot January 1, 1931: 1.346 passenger cars, 17~ 
busses. 149 trucks. 

REPLACEMENT PARTS 

Imports of parts and accessories into British Guiana during 193() 
amounted to $30,016, of which amount the United States furnished 
$17,519, the United Kingdom $6,027 and Canada $5,720. 

Ports most in demand include brake lining, fan belts, spark plugs, 
springs, piston rings, gears, and generators. 

The actual mechanical ports of foreign cars are ordered from their 
respective manufacturers, but many of the other items in the list 
are supplied from the United States. The import figures show that 
American lines are gaining on similar foreign competitive products 
in spite of the preferential duties against them. 

The distributing center of this colony is Georgetown, and the 
proper channels are through automobile dealers, operating garages, 
cr hardware dealers, as there are no exclusive dealers handling parts 
and accessories. 

The usual terms are 30 to 60 days with approved credit, otherwise 
~~ht draft attached to documents, or merchandise paid for by the 
united States representatives of local firms. 

ACCESSORIES 

Most of the cars imported into British Guiana are completely 
equip'ped, thereby decreasing the demand for accessories, WIth the 
pOSSIble exception of bulb and electric horns and tire gauges. 

Accessories are marketed through automobile dealers operating 
garages, and with the exception of a few articles sold by hardware 
stores, this is the best method. An exclusive distributor in the 
Colony would sell to other garages and also retail to his own cus
tomers, and it is thought more sales could be obtained through this 
method, thus eliminating commission agents, who may secure an 
D~ency, but through lack of sales tr~ining and initiative, exert no par
tIcular effort to sell the merchandISe. 

Limited stocks are carried, and one car agency may have several 
competitive lines. 
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GARAGE AND SERVICE-STATION EQUIPMENT 

There are adequate automobile service facilities in this territory 
managed by efficient mechanics using modern garage and service
station equipment operated by electricIty as the work requires. Tires 
are changed by hand tools, tubes repaired, and casings vulcanized by 
repair shops in connection with the garages. 

More than 90 per cent of all service equipment is of American 
manufacture, with a steadily increasing demand. The method of 
distribution is through automobile dealers operating garages, who 
handle these items almost exclusively with the pos~ible exception 
of small tools, wrenches, and tire gauges, which would also be stocked 
by hardware dealers. . 

The repair shops and garages are well equipped to give any 
mechanical assistance and have machinery to make many palts which 
may be urgently needed. As previously stated, this equipment is 
almost entirely of American manufacture. 

Newspapers have been the sole medium of advertising, but it is 
suggested that the use of individual letters, folders, attractive win
dow displays, and personal solicitation would increase the sales of 
many items. 

There is a duty of 40 per cent on articles manufactured in the 
United States and a duty of 20 per cent on imports from the United 
Kingdom or British possessions. Although the American items are 
in demand, the preferential duty makes them more difficult to sell. 

CHILE 

Parts Market Has Shown Steady Development-American Accessories and 
Garage Equipment Lead With Increasing Competition From European 
Sources, Especially France and Germany 

A •• i.tant Commercial Attache Harold M. Randall. Santiago 

Motor-vehicle registrations as of Ja:lUary 1, 1931: 24,138 passenger cars, 
1,475 busses, 10,632 trucks, and 676 motor cycles. 

The Chilean market for replacement parts, accessories, and garage 
and service-station equipment may be characterized as being in the 
formative stage. Increased registrations and the correspondingly 
large numbers of old-model cars are expanding the demand for parts, 
whereas the adoption of standard eqUIpment of many articles here
tofore considered as accessoril's, has tended to decrease the market 
for these products. Old cars are being dismantled in ~reater num
bers and the salvage parts enter the market in competitIOn with new 
articles. 

The general unsettled economic conditions in C).lile complicate 
the situation, but sufficient features are clear to portray the probable 
trends of the future. 

REPLACEMENT PARTS 

Items that enjoy good sale on the' Chilean market include ball 
bearings, bolts, clutch facings, springs, gears, rim parts, pinions, 
and brake linings. Those enjoying a fair demand are roller bear
ings, pistons, piston pins and rings, body-upholstery materials, drive 
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tihaftll, and universal joints. Plain bearings are somewhat handi
capped as they are generally made of bronze, which pays a higher 
duty. Roller an~ ball bearings of European manufacture generally 
sell at a lowe~ price than those of North American origin. The as
sortlllent .av&llabl.e, however, is so limited as to give preference to 
the Amerl~an artICle. Sp8l'k plugs do not enjoy the sale one might 
expect, o~lIlg to the fact that the car owner has not yet been made 
t~, ajlpreclate the ath'antage of changing plugs from time to time. 
}< orglllf"S, body hardware, and upholstering materials are imported 
b~' the body manufacturers and are seldom carried by the regular 
"arts dealers. Rims have a hi~h landed cost owing to their bulk. 
The !lale of ready-made shims IS limited, the market relying upon 
the use of shim stock. Springs are manufactured locally, but the 
impo!·ted product is preferred, owing to its superior quality. 

It IS fstullated that at least !)ii per cent of the automobiles sold in 
('hile come from the United States and Canada, likewise it is thought 
that no more than 3 per cent of replacement parts for North Amer
iean made cars come from Europe. A few of the European manu
facturers make such parts as cylinder-head gaskets, shims, feed lines, 
etc., but their assortment is usually so limited as to make their sale 
unimportant in size, regardless of the fact that they are offered at 
low prices. Replacement 'parts for European-made cars all come 
from Europe and are 'practically all handled by the car dealers. 

European competitIOn so far as replacement parts are concerned 
is Yery limited. In ball bearings, competition has been the most 
kefn slllce the European articles sell at a low price, but their limited 
a,;sortment has befn handicapped and the North Amfrican producer 
is !'till the chiff supplier of the Chilean market. 

The chief method of distribution of parts is that of direct impor
tation to the account of the larger importers or distributors. Car 
deall'rs are also, as a general rule, worth-while importers. Direct 
importation by those with insuffiCient capital, such as the smaller 
dealers and garage owners, is an unwise practice, owing to credit 
risk and to the comparative costs attendant to small shipments. 
This sallie general statement is also true for accessories. For articles 
of limited demand it is best to give the reprfsentation to some accred
itfd dealer and protect him in its sale. This exc~usive ~is~ribution 
feature will, as a rule, be confined to a comparatively hmited area 
such, as Santiago and Valparaiso, unless the dealer has a large 
enouO'h organization to regularly canvass the whole country. This 
is al;'o true as regards accessory and garage equipment. It is true 
that such a policy usually means that the manufacturer must have 
several distributors in the country, which in itself is a disadvantage. 
On the other hand, there are so few representatives in Chile capable 
of properly covering the entire market that the foregoing method is 
essential from a standpoint of expediency alone. 

The centers of distribution for replacement parts, accessories, and 
garage equipment are in the ord~r of th~ir importance.: Santiago, 
Valparaiso, Antofagasta, ConcepcIOn, IqUlque, and CoqUlmbo. The 
first two serve the central region of the country; Concepcion the 
south and the others in the north. To the south might be added the 
city of Valdivia. 
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The method of distribution employed in the sales of replacement 
parts has experienced two distinct changes since the advent of these 
products into Chile. As early as 1916, there were several distribu
tors of replacement parts, and practically without exception they 
were also distributors of automobiles. At that time the only firms 
capable of financing the importation of automobiles were the large 
general merchandising houses whose activities extended over a broad 
range. In other words, these houses were the general importers of 
practically every line of merchandise findin~ large sales in Chile. 
Stocks of automotive parts were small and prIces were high. There 
was no competition owing to the fact that each car distributor was 
the only one who had available the spare parts necessary f~r his 
make of car, and hence the car owner had to buy from him. 

It was this price situation that was primarily responsible for the 
first sharp change made in methods of merchandising. The large 
capital essential to the importation of motor cars was not necessary 
for the importation of a limited line of parts; consequently, several 
individual firms, not car importers, began to import replacement 
parts and sell them in competition with the car distributors. Nat
urally their stocks were also limited to the parts in most demand and 
for the most popular cars. The parts were confined largely to gears 
for the differential axles, springs, brake linings, valves, and bolts. 

After the World War there arose in the United States the specialty 
manufacturers who, independent of the motor car factory, manu
factured spare parts. 'Within several years Chile was thought to be 
one 'of the best parts markets in South America, and by far the 
greater portion of these parts came through the independent im
porter rather than through the automobile distributor. 

A curious situation eXIsted up- until at least 1927. This was the 
method in which retail business was carried on through the r.hauf
fenr. Comparatively few cars were operated by the owner. In
stead, a chauffeur was placed in charge of everything pertainin~ to 
the car. He not only drove the car, kept it clean, greased and OIled 
it, but he also made all the purchases, charging them, of course, to 
the account of his employer. There developed a very unhealthy 
situation owing to the purchasing power exercised by the chauffeurs. 
The better parts and accessory dealers tried to fight the situation but 
without success. Consequently practically every dealer is said to 
have kept his commission account book and regularly paid the chauf
f~ur a commissio~ on the purchases which he made and charged to 
hIS employer. Smce 1927, however, owner-operated cars have in
creased and the situation above described does not now prevail to 
any noticeable extent. 

Very recently there has been a trend back to the car importer as 
the source from which replacement parts can best be ,obtained. This 
situation has been brought about by several factors: First, the in
creasing number of new models of cars as well as the entrance of new 
makes,has made it next to impossible for the parts importer to 
carry a sufficient stock to satisfy his clientele. Furthermore, some 
of the car distributors have realized the necessity of the service item 
in their sales campaign and they are consequently stocking a wider 
variety of the parts needed. They have also taken advantage of the 
specialty manufacturer, and where the policy of their home company 
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permits, they have purchased at the lower prices, thus putting their 
merchandise on a competitive price basis with that of other importers. 
Consequently the activity of the strictly parts dealer is now limited 
to the popular model .. and makes and to the parts in most common 
demand. This has been necessary owing to the capital involved. 

ACCESSORIES 

Accessories showing a good demand include radiators, heat indica
tors, jacks

b 
hl.'adlight lenses, rear-view mirrors, tire pumps, shock 

absorbers, umpers, tire gauges, bulb horns, windshield wipers, and 
windshil.'ld wings. Nonskid chains find a good demand in the south 
of Chile with bales in the cl.'ntral zone fair and in the north small. 
Only the hardware for the wind-shield wings is imported, as the 
J!lass is supplied locally. Articles enjoying a fair demand are tire 
C(lvers, elech·ic horns, theft-proof locks, lubricating systems, and 
luggage carril.'l"S. Bumpl.'l"S and some luggage can-iers and trunk 
ra"ks are manufactured locally. 

It is I.'stimated that from 50 to 60 per cent of the accessories come 
from the United States, the remainder being furnished by Germany 
and France. The predominance of the American-made accessories 
is due, at least in part, to the predominance of American-made 
automobiles. 

The trend of distribution through the car dealer as mentioned 
undl.'r the heading of replacement parts has not been the case with 
accessories. Likewise, the market for accessories, contrary to that for 
fl.'placement parts, has decreased considerably. The car importer, 
as a rule, has very little interest in accessories for two reasons. Cars 
now come equipped with many items formerly considered as acces
sories, and the dealer usually finds that his car purchaser, instead of 
being willing to buy car accessories, wants them given to him as an 
inducement to purchase the car. 'Vhat few accessories are sold are 
largely sold by the dealer handling parts and accessories exclusively. 
Stocks are kept as nearly as possible at a minimum. Competitive 
linl.'S are often carried by dealers unless they have an exclusive con
trol over one line. Owm ... to the comparatively light demand for 
accessories the methods of distribution which require the appointment 
of individual distributors in each geographical area is probably the 
most feasible, although the commission agent is better for those hav
ing large sales. 

GARAGE AND SERVICE·STATION EQUIPMENT 

At least equal to the parts business from the standpoint of per
centage increase is that of garage and service-station equipment. 
Only in the past 'few years has much attention been given to the 
modernizing of the garage. The gasoline and oil service station is 
yet modern only to the extent of having modern pumps and oil tanks. 
It also has, as a rule, a small air compressor, but this is the limit of 
its equipment. Usually the gasoline and oil are dispensed at the 
curb. There are no service stations such as those found on the corner 
lots in cities in the United States. The service station here may 
carry tires and tubes, tire gauges, tube patches, etc., but seldom more. 
The garage service station, on the other hand, is rapidly going 



408 AUTOMOTIVE PARTS, ACCESSORIES, AND SERVICE EQUIPMENT 

through a transformation. Only a few years ago the garage was an 
open-air space with a dirt floor and with practically no equipment 
other than hand wrenches, jacks, and similar tools. Now there are 
probably five modern garages, and undoubtedly this number will 
increase as the demand for their services develops. . . 

It is very difficult to find properly trained mechanics in Chile. The 
training is limited to experience obtained by working in a garage. 
No schools of this nature exist. Naturally, however, the number of 
those capable of doing a good repair job is rapidly increasing. 

Items under this heading that enjoy a relatively good market in 
Chile are wrenches, welding machinery, towing and salvaging equip
ment, greasing systems, garage tools, automobile lifts, and air com
pressors. Those enjoying a limited sale but having greater possibili
ties are battery chargers, brake-testing machines, cranes, cylinder
boring machines, hydraulic and mechanical jacks, portable drills, tire 
changers, vulcanizers, valve grinders, and wheel-aligning equipment. 

Local production of air compressors, auto lifts, battery chargers, 
cranes, oil and grease guns, and tire-repairing machinery is encoun
tered, while Germany competes heavily in the market for special 
tools, benches, etc., and strong competition from Great Britain is 
noticeable in a general way. At least 70 per cent of the total garage 
equipment imported comes from the United States. It is always 
probable that more of this equipment will be purchased from local 
manufacturers who enjoy tariff protection, which under the present 
governmental policy will no doubt be increased as the local producer 
demonstrates his ability to meet the demands of the domestic market. 

The principal inducements for purchasing European products are 
price and credit terms. They constitute an important consideration 
for Chile, which is distinctly clas&ed as a price market. Regardless 
of this, quality products are forcing a recognition which will even
tually lead to their greater purchase. 

Electricity is available at a reasonable rate and offers no drawback 
to the installation of machinery in garages and service stations. The 
principal drawback is that there is insufficient work to make profit
able the modern installations. Wages for manual labor are still so 
low that mechanical installations are only justified when there is 
sufficient volume of work to make them profitable. These installa
tions no doubt will increase. The principal prospects for such equip
ment are the car dealers who operate their own garages in every 
instance. It will be several years before the majority of the privately 
owned garages can afford to install modern machinery. These now 
outnumber the garages operated by the car dealers by probably five 
to one. 

Tires are at present changed by hand with the use of rim tools. 
Here again the cost of manual labor is the determining factor, and 
there is a relatively small prospect for mechanical tire-changing ma
chinery at the present. 

During the past two years there has been a growing recognition 
of the need for better service station and garage eqUIpment. For 
this i·eason the demand for material of this sort should steadily 
increase. At the same time increased local manufacture may offset 
to a large degree a growing demand for the imported products. 
Equipment most needed includes brake-testing machines, riveting 
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~achin':8 for brake ~iJling and. cl~ltch f~ing, hydraulic car lifts, 
mechalllcal. Jacks, cyhnder regrmdmg eqUipment, and wheel-align-
mt'nt machmery. . 

In j!eneral. 60 and 90 days' sight drafh are recommended. As a 
!'ule the. 60-day draft carnes no interest. but for a longer period 
mterest 18 charged from the time of shipment until the funus are 
obtained in ~ew York. The question of interest is an important 
factor, and If the manufacturer is insistent upon its collection it 
would in fil)me cases be to his advantage to absorb the cost in some 
other way, since to insist upon its payment may jeopardize possible 
sales. On standard and regular but slow-moving articles, sueh as 
b.rakin:r irons, l~cquers, varnish. etc., credits up to 120 to .180 days' 
SIght are 80metlmes granted. In the case of the latter, mterest is 
oftentiml's waived on the first 90 days. European firms, especially 
those of Germany, are oftl'n willing to give more liberal credit terms 
than are the Americans. This attitude on the part of North Ameri
cans for granting longer credit is commendable, regardless of the 
fact that it may at times be the cause of losing sales. It should 
be rt'membered that longer-time credits in many cases form the 
basis for misunderstandin:r and trade disputes. 

The dl'alt'rs in automotive equipment utilize the principal news
papers, the magazine "Auto y Turismo," published by the Automobile 
Club of Chile, .. The South Pacific Mail," the weekly English pub
lication, and certain other Chilean magazines. They also utilize 
si:rnboard advertising' but do not make much use of motion pictures. 
Comparatively little attention is centered upon anyone or two items, 
the general policy being to advertise the place of business. No 
direct circularization of car owners has been resorted to. This 
method might bring satisfactory results, although for general pur
poses the newspaper and the outdoor sign offer the most effective 
media. 

The Chilean market for replacement parts, accessories, and garage 
equipment has been one of comparatively steady development. Be
gmning with the introduction of the motor car through distributOl's 
who were generally the large merchandising houses, the industry 
has developed to a point where it now stands alont!. The trend of 
a few years ago away from the car dealer as the merchant handling 
parts has been counteracted by a return to those channels for a 
sale of these products. The market offers prospects for increased 
sales of parts and garage equipment, but accessory sales are less than 
formerly. 

Two characteristics should be remembered as far as Chile is 
concerned. First, Chile has a limited market, and second, it is an 
individual entity. Relative to the first, there are in Chile at the 
present time over 36,000 automobiles, trucks, and busses. Conse
quently, demand for equipment a~d replaceIl}ent.s must be g?ve\ned 
accordinO'ly. Equally Important IS the realIzatIOn that Chile IS a 
separate to market entirely from the region of the River Plate, and 
it is an error for manufacturers of parts, accessories, or equipment 
to give to an Argentine distributor the Chilean territory. With few 
exceptions the Argentine agent would be of little or no service. 
What is more important, the Chilean merchant resents such an 
arrangement. 
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Finally, the present automotive market is in an exceedingly un
healthful condition owing to the existing economic depression~ 
With the return, however, of more normal times there is no reason to 
believe other than that Chile will continue to be a comparatively 
good market for American parts, accessories, and garage equipment. 

COLOMBIA 

Demand. for Parts Low, .Accessories. Small, and Service Appliances Re
stricted-American Participation Nearly 100 Per Cent-Buying Power 
Lim.jted Because of Economic Depression 

Assistant Trade Commissioner Chauncy T. Langdon. Bogota 

Motor-vehicle registration as of January I, 1931: 8,750 passenger cars, 
'1,250 busses, 3,750 trucks, 280 motor cycles, 

Colombia is essentially an agricultural country and for two years 
has been passing through a very serious economic depression. This 
naturally limits its buying power. Automobile supply houses, 
garages, and service stations, in the sense they are known in the 
United States, do not exist. Practically no export business with 
Colombian firms can be done on a cash basis. However, a careful 
study should be made before credit terms are extended. 

REPLACEMENT PARTS 

Repair work and the consequent market for replacement parts 
does not seem to have increased, in spite of reduced sales of automo
biles. Lack of efficient mechanics, high cost of parts owing to trans
portation charges, and long delay in obtaining them have a tendency 
to cause the owner of a disabled automobile to discard it entirely, 
purchasing a new car if financially able, or otherwise going without 
the services of an automobile. 

The items most in demand are ball bearings, brake linings, bush
ings, clutch facing, driving and timing chains, fan belts, springs 
(which are often specially made on account of the poor condition 

.of roads), radiator caps (which are frequently stolen), pistons and 
piston rings, gears, pinions, rims, and rIm parts. It is interesting 
to note that the altitude of Bogota (8,650 feet above sea level) has 
presented many problems for the internal-combustion engines. Im
proper carburetion causes insufficient lubrication through dilution of 
the cylinder oil by gasoline, with consequent friction and wear of 
moving parts. 

The United States supplies practically 100 per cent of this trade. 
No products are manufactured in Colombia and there is practically 
no foreign competition, With the exception of special carburetors, 
~ylinder heads, and springs, standard American parts are entirely 
satisfactory. 

Parts are imported almost without exception by the automobile 
dealers direct from the factory. In the interior cities because they 
take from four to six months in arriving after being ordered, a very 
large and complete stock, including the most expensive parts (which 
in the United States are ordered from the factory as needed) is 
required, necessitating the investment of considerable capital. 
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~Iost dealers are offered terms of draft 120 days after date of 
invoice. Some manufacturers grant as much as 150 days, while a few 
give but 90 days. More time is usually allowed for interior cities 
than for those on the coast, because of the greater time required 
for transportation. It is not practical to attach documents to the 
draft, as this causes expensive delay in the progress of the merchan
dise, and importers insist on using their own forwarding agents at 
the ports. 

The leading distribution centers of Colombia are Bogota, Baran
quilla, Medellin, Cali, Cartagena, Bucaramanga, and Cucuta. 

The most effective method of advertising is that of circularization 
(in Spanish), letters to be accompanied by catalogues and prices, and 
where practical, samples. Newspapers are only occasionally used. 

ACCESSORIES 

Because of the depression, only those accessories which are neces
sary to the proper functioning of the automobile are in demand at 
the present time. It is felt, however, that with gradually increasing 
prosperity there.will be eventually a substantial demand for these 
products. 

Accessories most in demand are nonskid chains, electric horns, 
for which there is a large demand, hand and mechanical jacks, lamps, 
lenzes and stop lights, tire pumps, shock absorbers, and tire gauges. 
American participation is practically 100 per cent. No accessories 
are manufactured in Colombia, and foreign competition is prac
tically nonexistent. 

As with replacement parts, accessories are imported almost solely 
by automobile dealers, direct from the manufacturers. Stocks are 
generally carried, although these are small at present, on account of 
the depression. Competitive lines do not appear to be handled by 
the same company. The present distribution channels do not ade
quately cover the market, but it is doubtful if any material change in 
this regard can be made until conditions improve. 

Terms are usually the same as those in the trade in replacement 
parts. Accessories are stocked by car agencies and service stations 
m limited quantities. Exclusive accessory dealers do not exist. 

GARAGE AND SERVICE-STATION EQUIPMENT 

Little progress has been made in providing adequate service facili
ties in this territory, owing to lack of capital and lack of efficient 
mechanics. Experiments of bringing in American mechanics have 
been largely unsuccessful. -

Garage and shop equipment most needed is that which will do 
the work no~ d<?ne ineffici~ntlyby the i.ndi.vidual challffeur o~ owner, 
such as lubncatlOn, greasmg, valve grmding, carbon removmg, tire 
changing and repair, etc. The following items are most in demand: 
Air compressors, battery chargers, car washers, cylinder-borinO' 
machines, garage. too. Is, gasoline pumps, m~chani~al j!Lcks, high-pres':. 
sure ~hassIs-!ubncating syste~, gre~e:dIspensIl!g systems, paint
spraymg eqUIpment, reamers, tIre:repaI~mg machmes, includin~ tire 
changers and vulcanIzers (AmerIcan tIre companies are prOVIding 
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these in some cases to their distributors), valve grinders, welding 
outfits, wrenches, and wheel-alignment equipment. The use of Amer
ican equipment is almost 100 per cent. . 

Electric current is generally available to garages on a basis suf
ficiently economical for operation of service appliances. Tires are 
changed by hand tools, while repairing with the exception of that 
done by individual owners or their chauffeurs, is attended to in 
repair shops. 

Most garages, with the exception of those for storage only, are 
operated by automobile dealers. 

The only practical selling method for garage and service-station 
equipment at present is direct to the automobile dealer. Later, when 
conditions improve, it may be advisable to sell through manufac
turers' agents. 

The best terms for selling in this market are those sufficient to 
allow the importer to actually receive his merchandise and put it into 
operation before paying. However, the manufacturer can not be 
too careful in investigating the importer's standing before extend
ing this credit. 

The logical distributing areas are Bogota, Barranquilla, Medellin, 
Cali, Cartagena, Bucaramanga{ and Cucuta. On account of trans
portation difficulties, there is no one main distributing center. 

There is a growing recognition in Colombia of the need for better 
and more modern service and garage equipment, but this can not 
be ordered with the present lack of finances. 

ECUADOR 

Demand for Replacement Parts Fair, Accessories and Service Appliances 
Limited-American Prod.ucts Dominate This Market 

Vice Consul Philip K. Tattersall. Guayaquil 

Motor-vehicle registrations as of January 1. 1931: 1,423 passenger cars, 174 
busses, 822 trucks, and 73 motor cycles. 

REPLACEMENT PARTS 

Considering the small number of motor vehicles operated in 
Ecuador, there is a fair. m!1rket for r~placement parts, and in a~l 
likelihood the demand wIll Increase, OWIng to the fact that apprmn
mately 70 per cent of the vehicles have been in service for some time 
and the older ones will need repair. . 
. Parts in demand are plain, ball, or roller bearings, fan belts, spark 
plugs, springs, pistons, piston rings, and valves. . 

Inasmuch as approximately 95 per cent of all 'motor vehicles are 
of American manufacture, practically all replacement parts come 
from the United States, and competition among the various manu
facturers is very keen. Foreign competition has no influence on the 
market, and American products are favored whenever they can be 
used on cars of foreign origin. 

Replacement parts are usually handled by distributors for the 
makes they represent, but with the exception of the 'representatives 
of the leading and most popular motor Cars and tr!lcks, stocks are 
very incomplete and often parts are not locally obtaInable. 
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The terms granted to distributors and dealers of automotive parts 
and accessories are 60 to 90 days' sight draft, documents against 
acceptance, although sometimes 'more favorable. terms are given to 
firms of known solvency. 

Some manufacturers are quoting net list prices, others give dis
tributors or dealers 40 to 45 per cent discount off list prices. Quota
tions are generally f. o. b. port of shipment, although occasionally 
c. i. f. quotations have been made. 

Leadmg distribution centers are the cities of Guayaquil and Quito, 
where the majority of automotive vehicles are in use. 

No special advertising methods are followed by the distributors 
or dealers with the exception of newspaper advertisements from time 
to time. A more extensive advertismg campaign for parts, acces
sories, and ~arage equipment, together with facilities and service 
offered by distributors and dealers, would doubtless help the sale of 
Borne of the products. Newspaper advertisements, motion-picture 
slides, and silent salesmen are considered effective mediums for this 
purpose. 

ACCESSORIES 

Practically all automotive vehicles imported into Ecuador are 
fully equipped with the usual accessories, and novelties and expen
sive accessories are scarcely in demand. Accessories most in demand 
are the cheaper grades of tail lamps, stop,' and tail-light combina
tions, hand Jacks, shock absorbers, and tire gauges. For all other 
it('ms there is only an occasional sale. Owing to the fact that most 
of the traffic is within city limits, on account of the few passable 

, countrv hi~hways. there is practically no demand for spotlights. 
The Am('rican products dominate the market, and it may be safely 

said that there is no foreign competition in this line. Competitive 
lines al'e often handled by the same dealer. Recently there seems 
to be a better demand for articles such as step plates, folding lug
gu~e carrierll for running boards, seat pads, and other small items. 

Accessories are marketed principally by automobile distributors 
and dt!alers as is the case WIth replacement parts. The usual cus
tom is to Luy requirements direct from the manufacturer. The mar
ket is small, and therefore it is generally not advisable to give an 
exclusive sellin~ right to one person; it is believed that better re-
sults can be obtained by selling direct to the dealers. . 

The majority of dealers carry a very small stock of accessories 
most in d('mand. In general, stock values average about $250, al
tho\l~h some of the principal dealers carry stock valued at from 
$lPOO up. 

Terms and other trade usages are the same as those for replace
ment parts. The present distribution channels cover the market 
adequately, and in view of the present economic situation .it is not 
be~ieved that there is any room fO.r additional competitive lines unless 
pl'lcesand terms are very attrachve. 

GARAGE AND SERVICE-STATION EQUIPMENT 

Li.ttle pr?~~ess .has been made in providing adequate automobile 
~rvlce faCIlities m Ecuador. Although there are numerous indi
VIduals, mostly chauffeurs, who call themselves mechanics and are 
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engaged in repair work, there are in Guayaquil at present only three 
repair shops, one being owned by a. distributor of a well-known 
American low-priced car and truck, which distributor does not do 
repair work for any other make. The same situation exists in Quito. 
In the smaller towns the mechanical service rendered and the equip
ment in use is still worse, as in many places the number of auto
motive vehicles is so small that it would not be worth while for a 
man engaged in this line of business. 

There are no schools for mechanics in Ecuador, consequently the 
labor is trained through practical experience at the cost of car 
owners. Shop owners are not willing to pay high wages to good 
mechanics, and consequently no expert foreign mechanics are 
employed. . 

Garage and shop equipment used in the principal garages and 
repair shops are air compressors, battery chargers, wheel-alignment 
equipment, reamers, valve grinders, wrenches, cylinder-boring ma
chines, garage tools, hydraulic jacks, paint-spraying equipment, oil 
and grease guns, and cranes. It should be understood, however, 
that none of these shops has complete or fully modern equipment, 
and it is estimated that the average value of the equipment of these 
garages and repair shops does not exceed $6,000, United States cur
rency. Recently the existing pumping stations and garages have 
installed air compresso~ and oil-dispensing pumps. 

There is no local production of any garage and service-station 
equipment in Ecuador, and all such products are imported from the 
United States. 

Use of mechanical equipment is still restricted, owing principally 
to the small number of motor vehicles in use. As soon as the num
ber of registrations increases, th,e need of efficient repair shops and 
service stations will doubtless develop a better demand for such 
equipinent. 

With few exceptions, repair shops are operated by automobile 
.dealers. The majority of the garages in Ecuador are not engaged in 
repair work but are service stations for gasoline, oils, greases, air, 
and water. 

Tires are changed by hand tools. Most of the tire repairing is 
done by the chauffeurs themselves. Vulcanizing is done in the repair 
shops. 

Logical distribution areas are Guayaquil and Quito. Garage 
and service-station equipment as a rule IS purchased direct from the 
manufacturer. 

The best selling terms for this territory would be long terms, but 
owing to present unfavorable economic conditions, caution should 
be exercised in the extension of credit to firms which are not well 
and favorably known. In the absence of thoroughly favorable 
reports on the customers' solvency and integrity, sales should be on 
a cash basis or against 'confirmed irrevocable bank credits in the 
United States.' . 
. Although there.is need of a first-class repair shop with modern 

equipment and good service in practically all the principal cities of 
Ecuador, owinr" to the present unsatisfactory economic conditions 
and scarcity 0 money future sales of equipment. especially of ma-



SOUTH AHEBICA: PARAGUAY 415 

chinel;, will be very limited. It is believed that there will be a fair 
sale 0 small ~arage tools and wrenches and an occasional demand 
for other serVIce appliances. 

PARAGUAY 
Sal. of Beplaument Part. Small. but Market Expected to Increase in Impor
tan~al. of ACeeBIIOriea Increasing-Requirements for Garage and 
Se"iee-Station Equipment Limited by the Small Number of Motor Vehicles 
In Operation 

VIn CennJ V. Harwood Blocker, Jr., A.""dOD 

Motor-vehicle registratloDs 88 of JaDuary I, 1931: 700 passeDger cars, 200 
bDll8e8. 900 truckl, 6 motor cycles. 

Of the total motor-vehicle registrations in the country at the pres
('nt time, 95 per cent are of American or Canadian manufacture. 
Probably 75 per cent of all automotive vehicles in the Republic 
are in the city of Asuncion. 

REPLACEMENT PARTS 

The local market for replacement parts has never been large. 
Dealers as a rule carry only small stockS; however, with the gradual 
increase in the number of automobiles in the country dealers are 
be¢nning to feel the necessity of maintaining larger stocks, and 
it IS believed that the present market for parts will gradually show 
an increase. 

With the exception of automobile frames, practically all types 
of parts are sold in the local market. The most important items 
are spark plugs, springs, valves, brake lining, fan belts, :pistons, 
piston pins, gears, pinions, drive shafts, and starting and bghting 
generators. 

There is very little competition to American replacement parts, 
a few items being imported from France and Italy. There is no 
local manufacturing. 

Parts are in nearly all cases sold by the various automobile dealers. 
The city of Asuncion is the center of distribution for the RepUblic. 
Reliable firms in this district with a good credit standing are fre~ 
quently given from 60 to 90 days' credit, with draft attached to 
documents. 

Several dealers ad\"ertise their products in local newspapers, but 
in general, little sales promotion is done. 

ACCESSORIES 

While the demand for automobile accessories is not great, it is 
felt that sales are gradually increasing, owing to the growth in 
the number of automobil('s in the country. . 

With the exception of theft-proof locks, radiator shutters and 
shields, taximeters, and car heaters, practically all of the accessory 
items are sold by local dealers. Articles baving the greatest demand 
are bumpers, electric horns,,lenses, lights (head and rear), and tire 
pumps. . 

Practically all accessories are of American manufacture. There 
is no domestIc production, and a few items are imported from France 
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and Italy. As in the case of parts, accessories are usually sold by 
the automobile dealers. Large stocks are rarely carried. . 

The usual terms quoted are the same as those for parts. 

GARAGE AND SERVICE-STATION EQUIPMENT 

There are no modern drive-in service stations operated in Para
guay. Most automobile dealers operate a garage or repair shop 
in connection with their dealership, and adequate equipment is main
tained to make general repairs. The Paraguayan mechanics who 
are employed in nearly all cases have learned their trade through 
experience. 

Pumps and equipment for " free air" service and hydraulic lifts 
are items badly needed jn Paraguay. There is but one hydraulic lift 

. used in Asuncion. American equipment is used in the majority of 
cases. There is no local manufacturing, and practically no competi
tion is encountered from foreign manufacturers. 

The price of electric current in Asuncion is equivalent to about 
18 cents gold per kilowatt-hour; however, it is not believed that 
the high charge has any tendency toward restricting the use of 
electrical equipment. Hand tools are generally used for changing 
tires, and most tire repairing is done in repair shops. 

Practically all automobile dealers operate a garage or service 
station in connection with their dealership. There are also a few 
garages which are operated independently. 

Tliere is a need for better and more modern service station and 
garage equipment. However, with the comparatively small number 
of automobiles, garage owners are not inclined to provide the very 
latest and most modern equipment. . 

With the exception of brake-testing machines, car washers, and 
:polishing machines, practically all garage-equipment items are used 
In Paraguay. The most important articles are battery chargers, 
cylinder-boring machines, garage tools, gasoline pumps, mechanical 
jacks, high-pressure chassis-lubricating systems and grease-dispens
mg systems! oil and grease guns, portable drills, reamers, tire vul
canizers, va ve grinders, welding outfits, and wrenches. 

PERU 

Demand for .Replacement Parts and Accessories Fair, With Growing Dem'and 
for Service Appliances-American Participation Practically 100 Per Cent 
in All Classes With ·No Domestic Production and European Competition 
Negligible 

A •• ldant Commercial Attache Julian D. Smith, Lima 

Motor-vehicle registrations as of January I, 1931: 8.511 passenger ears, 503 
busses, 5,357 trucks, and 275 motor cycles. 

REPLACEMENT PARTS 

Replacement parts most in demand, listed approximately in the 
order of their importance are as follows: Radlator caps, springs, 
brake lining, valves, spark plugs, piston rings, ball and roller bear
ings and clutch facings. There is an extraordinary demand for 
radiator caps and for devices for locking them on the cars. There 
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is an organized trade in stolen radiator caps, stock models. Street 
urchins ..ell them to pawn shops lind to filling stations. Owners re
mO\'e the caps if they have no patent locking device, whenever they 
leave their cars alone for a few minutes. Gangs of boys station 
themselves outside theaters ami public functions and demand a few 
Cl'lIts for watching the car even if left on a brilliantly lighted public 
thoroughfare. This is more a form of blackmail than a safeguard 
against theft nf the car itself. If the boys are not paid, the car 
owner soon finds that all removable parts soon disappear, including 
radiator caps, gasoline tank caps, tire valves caps, the spare tire if 
it is not padlocked, wind-shield knobs, seat cushions, floor mats, 
tools, etc. Occasionally on back streets, cars have been found jacked 
up with all wheels removed. Entire car thefts are rare, the dis
pOllal probll'm in the rather small city being the thieves' J!;reatest ob
stacle. Whl'n not paid the street urchins frequently prod tacks and 
nails in tires. No great effort is made to rid the city of Lima of this 
nuisance. It is important to note that no theft msurance of any 
kind is written in Peru. 

American products account for about 95 per cent of the imports. 
Thpre is no domestic industry, and foreign competition is negligible. 

There is a very definite trend toward distribution of replacement 
parts by the automobile dealers. At least 70 per cent of the imports 
of parts represent sales to automobile dealers by the car manufac
turers. Several factors have helped to develop this trend, among 
which may be cited the following: In Peru the principal garages 
are in reality large service stations maintained by the automobile 
deall'rs; the replacement parts used in these garages in so far as 
possible are parts made by the manufacturer of the car or cars 
handled by the dealer. Several car manufacturers have refused to 
sell legitimate parts except at higher prices to others than their 
authorized dealers. Recent hard l4mes in Peru have put several 
small parts and accessory dealers out of business. The Imp,'actic:l
bility of keeping adequate stocks of parts for the increasing number 
of makes and changmg models of cars has served to reduce the 
number of establishments engaged in this line of business. 

The remaining 30 per cent of the market includes some direct 
importation from export commission houses or from parts manu
facturing houses, but it is mostly composed of sales by manufac
turers'representatives (agents working on a commission basis) and 
by traveling salesmen from the foreign factories. 

Aside from the automobile dealers, who handle replacements parts 
of the makes of cars for which they are agents, the retail parts as 
well as the accessory business in Peru is in the hands of a very fe-., 
firms. In Lima there are only four or five manufacturers' repre
sentatives selling to as many retailers. The two or three firms at 
present doing the largest amount of replacement part and accessory 
busi.ness perf?r~ at on~e the functions of importer, wholesaler, and 
ret~Iler. If It IS pOSSIble for a manufacturer or exporter in the 
U~ted States t~ mak~ connections with one of these leading firms, 
1!Ithout competmg WIth any other brand that it may have at the 
tIme, he caD be assured that he has done the best possible in order 
to efficiently cover the local market. If, on the other hand, the 
manufacturer finds that he can not make any connections with one 
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of these firms, it is best to conduct sales in this country through a 
manufacturers' agent, especially if the product is one of such nature 
as to require frequent replacement. These commission agents as a 
rule do not like to take on agencies for anything but a complete 
line of parts and accessories, springs, valves, plugs, etc., being ex~ 
ceptions, as there is a large turnover in these articles. 

The larger firms in Lima effectively cover, either by travelers or 
by means of subagencies, the entire purchasing public of the coun
try, while the better manufacturers' agents have travelers in the 
Provinces or else make periodic trips themsel'ves. 

Most of the dealers who purchase standard parts have to pay cash; 
that is, open an irrevocable letter of credit or other similar cash 
transaction prior to shipment of the parts by the manufacturer. 
Dealer-agents of those manufacturerers who have their own finance 
companies may occasionally make different arrangements. 

A small portion of the replacement-parts business is handed 
throu~h manufacturers' representatives or commission agents, the 
manutacturers drawing on the importers at 60 or 90 days' sight and 
paying the agent usually a 10 per cent commission. 

When the large retailers import direct from foreign export houses 
or from the manufacturers they receive terms of 60 or 90 days' sight. 

Lima is the principal distribution center of the country. Sixty 
per cent of the automotive products entering Peru are imported 
through Callao, the port of Lima. Not only does this district in
clude the capital city and suburbs and Callao and suburbs but also 
the central Peru region reached by rail and fair motor roads from 
Lima, or such towns as Canete, Pisco, and lea to the south, Huacho 
and Supe to the north, and Juancayo, Tarma, and Cerro de Pasco 
to the east, high in the Andean mountain regions. 

Another much smaller distribution center is the city of Trujillo 
to the north, served by the port of Salaverry. Second in importance 
to Lima is the district of which Chiclayo is the center, still farther 
to the north, and served by the ports of Pimentel and Pacasmayo. 
The Paita-Piura region also represents a fair automotive market. 
Still farther north is the port of Talara, through which enter more 
parts and accessories than through any other Peruvian port except 
Callao. Talara could hardly be called a distribution center. It is 
the oil-shipping port of Peru. Three oil-producing companies situ
ated in from the port have more or less standardized on one or two 
makes of cars and trucks, and imports through Talara represent 
direct company orders for replacement parts. 

To the south of the Lima district is the Pisco-Ica-Chincha region, 
part of the automotive needs of which are supplied by Lima dealers, 
although a large portion of the parts is imported direct through 
the port of Pisco. Still farther south is the Arequipa-Cuzco region, 
the port of entry for which is Mollendo. 

If exporters are shippin~ to one or two good accounts in each 
of the following cities (outsIde of Lima)-Paita or Piura, Chiclayo, 
Tru"jillo Pisco or lca, Cuzco or Arequipa-they can be assured of 
having ~ very effective distribution throughout the whole of Peru. 

Up to the present, adve~ising of replacem~nt parts in Pe~ has 
always been more or less mdirect. AutomobIle ~ealers extensrv:ely 
advertise the makes of cars they carry and sometImes stress the llll-
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portance of using only Il.'gitimate parts from the same manufacturer. 
Batteries, spark plugs, springs, horns, and polishes are rather in
frequently advertised. There is some billboard advertising of bat
teries only. The leading dailies, one automobile magazine, one agri
cultural magazinl.', and the monthly publication of the Touring Club 
Pl.'ruano constitute the usual media employed. 

ACCESSORIES 

.\ccl.'ssoril.'s most in demand in the Peruvian market in the order 
()f their importance are electric horns, hand jacks, lenses and lamps, 
bumpers, tire pumps, lights, wind-shield cleaners, tire gauges, speed
onwters, thl.'ft-proof locks, and rear-view mirrors. There is very 
little demand for tire covers, heat indicators, bulb horns, lubricating 
"ystf'ms, IUIr~age carriers. shock absorbers, wind-shield visors, or 
wintl-~hield wings. Due to the climatic conditions skid chains are 
used only in the mountains, where they are occasionally needed in 
case of mud and snow, but it rarely rains in the more densely popu
lated coastal relrion of Pl.'ru. Car heaters and hood and radiator 
{'O\"ers are lI<.t needed. There are no taximeters in use in Peru. 
'Thel"e is a steadily declining market for seat covers. Although there 
are no rains along the Peruvian coast there are heavy evening mists 
during six months of the year, so that wind-shield wipers are in good 
demand. 

United States products supply 95 per cent of the demand. There 
is no domestic competition, and foreign competition is negligible. A 
few French noveltIes are sold. 

Most accessories are handled by commission agents. Some of the 
large retailers also import direct from manufacturers or direct from 
~xport commission houses in New York, Chicago, and St. Louis. 
There are in Lima, aside from the automobile dealers who stock small 
quantities of accessories in their showrooms and service stations, only 
4 or 5 good accounts, with 1 or 2 in the other large cities like Piura, 
Trujillo, Chiclayo, Pisco, lca, Cuzco, and Arequipa. The accessory 
business is largely in the hands of only four or five manufacturers' 
representatives. The two or three firms at present doing the largest 
amount of retail accessory business, perform at once the functions of 
importer, wholesaler, and retailer. Occasionally they hold exclusive 

.agencil.'s of American manufacturl.'rs. If a comIDlssion agent can count 
these large Lima houses among his customers, the foreign manufac
turer can secure more complete coverage of the entire market by award. 
ing his representation to an agent rather than to a Lima wholesaler

l 
as 

an efficient agent will make periodic trips to the" other distributIon 
-centers and not depend wholly on correspondence or similar means of 
contact. 

Occasionally a Xorth A.merican traveler will stop and do a. fair 
llmount of businl.'ss. There are no other foreign travelers. Small 
stocks are carri~ by the larger dealers. There are so few good cus
tomers, such a hmlted market, so few agents handling accessories 
and so many American manufacturers desirous of getting even ~ 
small share of a small business that the four or five agents are be
s!eged with offers of a~enci~ and are tempted to handle competi
tIVe or at least overlappmg lines. Nevertheless, the market is rather 
.adequately covered by present distribution methods. 
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The usual terms are 60 or 90 days sight to the importer and 1() 
per cent commission to the manufacturers' agent. 

Car agencies, garages, and service stations carry small stocks of 
accessories. 

GARAGE AND SERVICE-STATION EQUIPMENT 

Decided progress has recently been made in'the large cities of 
Peru in providing adequate automobile-service facilities. Improve
ment will be needed shortly in the Provinces as the means of trans
portation and communication are bettered. In the capital district 
several of the dealers have recently enlarged and improved their 
service stations. 

Some garage mechanics having various grades of skill are to be 
found in Peru as elsewhere, but on the whole, the Peruvian makes 
a fair mechanic, and his degree of skillfulness is constantly im
proving. 

The following types of equipment are not now in general use and 
will be most needed as the desire for more adequate servicing be
comes appareIlt: High-pressure chassis-lubricating systems and 
grease-dispensing systems, garage grease guns, auto lifts, tire-re
pairing machines, cylinder-boring machines, and wheel-alignment 
~uipment. The following type of equipment is most in demand: 
Air compressors, gasoline pumps, jacks, garage tools, paint-spraying 
equipIl.lent, ba~tery chargers, cranes, welding outfits, and towing and 
salvagmg eqUIpment. . 

The equipment especially manufactured for garage and automobile
service stations which is sold in Peru is almost entirely of North 
American manufacture. Competition is experienced only in the sale 
of tools like lathes, vises, portable drills, and jacks, which, while used 
in garages and service stations, are not necessarily manufactured par
ticularly for that purpose. There is no foreign competition, and no
garage equipment is manufactured locally. . 

There are no restrictions against the use of mechanical equipment 
other than a prevalence of cheap manual labor and the lack of inter
est on the part of the public, both of which obstacles are gradually 
being overcome. With the exception of Lima and one or two other 
large cities, electric current is not available to garages on an 
economical basis for operation of service appliances. 

Tires are most frequently changed by hand methods, and the use 
of hand tools predominates. Most tire repairing is done in repair 
shoJ?s maintained in connection with automobile dealers' service 
statIOns. 

It is best to handle the local market through a direct United States 
traveling representative. 'With the exception of air compressors and 
gasoline pumps, most of the garage equipment now entering this 
market is ordered direct by the automobile dealers through the export 
departments of the car manufacturers whom they represent. These 
export departments can usually secure favorable prices, have facili
ties for efficient shipping, and even recommend to their dealers 
abroad certain makes of various types of equipment. Air compres
sors, gasoline pumps, and similar equipment ,. are best distributed 
through large machmery houses in Lima, which have branches in the 
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Prol'inees or send tra\'elers on periodic visits. Stocks can be main
tained in Lima to supply the capital direct, but sales in the Provinces 
will usually have to be made on an indent basis. 

As a result of the small market for this type of equipment, P!esent 
distribution methods are not satisfactory elther from the pomt of 
view of the manufacturer, the agent~ or the average customer. The 
manufacturer, oftentimes unaware that some of his own goods are 
entering Peru through the automobile dealers, complains that he is 
not getting enough business from Peru. The agent complains that 
as there is 80 much direct buying he can not afford to keep large 
stocks I while the average customer needing something in a hurry finds 
that t lere are little or no stocks in the country from which to buy. 
In other words, the market is so small that direct buying by the 
automobile dealers forms a substantial portion of the total business. 

It is significant that the only agent stocking garage and service
station equipment (other than air compressors and gasoline pumps 
which are handled and stocked by large machinery importers who 
line no other direct connection with the automotive trade) has 
decided to discontinue automotive lines as a result of the poor busi
ness of 1930. 

The )eadin~ garages in Peru are operated by automobile dealers. 
TIle logical dlstribution areas and the main distributing centers are 
the same as described for replacement parts, 

Credit terms are expected to be at least as .iberal as 90 days sight. 
Most of the consumers, other than automobile agents, buy from the 
importer on the basis of many months deferred payment. Competi
tion among the automobile dealers has brought about a public recog
nition of the need for better and more modern service and garage 
equipment. Expanding automobile business prior to 1930 caused 
automobile dealers to put in new and enlarged showrooms and serv
ice stations. This fostered competition among the dealers. One or 
two garages have ~one in for high-pressure lubricating systems and 
have improved ~alDting facilities. Two Lima service stations have 
within the last SIX months installed modern tire service and vulcaniz
ing departments with the latest model North American machinery. 

URUGUAY 

PnlWnt Demand for Replacement Parts and Accessories Fair, with a Growing 
Market for Servire Appliane_Ameriran Manufacturers Supply 95 Per 
Cent 01 the Demand 

eo .. _rclal Altadd elanD .. c. Bruoluo. Monte'rideo 

Motor·vehlcle n'gistratJons as ot Jannary 1, .1931: 37,160 p8sseng~ cars. 
IHO busses, 9,330 trucks, and 680 motor cycles. 

In relation to the number of motor vehicles in operation Uruguay 
does not offer a large market for automotive replacement parts. 
The con~ntration of more than 50 per cent of the country's automo
biles in the Department of Montevideo, where they are not subjected 
to hard usa$e and are operated over improved streets and highly 
improved hlghways, has had an important bearing on the demand 
for the entire line of parts. 

The predominance of North American motor vehicIes--some 91 
per cent of those in operation have been imported from the United 
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States--and the dependence of vehicle owners on the importers and 
distributors of their respective makes of cars, trucks, and busses for 
mechanical service have given United States manufacturers of parts 
a market that is practically free from foreign competition. There 
is no domestic manufacture of parts. 

REPLACEMENT PARTS . 

Only a small percentage of the replacement parts sold in the Re
public find their way into consumption through dealers specializing 
in automotive parts and accessories, for these firms can not profitably 
stock and distribute all the items required in servicing the wide range 
of different makes and models of cars, trucks, and busses in operation. 
The firms specializing in parts generally limit their lines to brake 
lining, fan belts, spark plugs, pistons, piston rings and pins, radia
tor and gas-tank caps, bolts, cotter pins, and a few other standard
ized items that can be used by practically all types and makes of 
vehicles. 

Vehicle importers and dealers, in accordance with their contractuaJ 
obligations witli the manufacturers? are generally required to carry 
a line of parts, and they are the prIncipal source of supply for such 
replacements as bearings, bushings, clutch facings, springs, valves, 
stampings, forgings, body hardware, gears, pinions, drive shafts, 
steering wheels, frames, and other integral parts. Generators, start
ing and lighting equipment are, as a rule, handled by factory
appointed authorized dealers. 

The firms specializing in replacement parts either act as exclusive 
distributors for parts manufacturers or purchase their stocks on the 
open market in the United States from factories making parts, but 
the vehicle importers obtain their parts principally from the pro
ducers of the cars, trucks, and busses they represent. 

Montevideo, the capital of Uruguay and its largest city, is also the 
center of distribution. Motor vehicles in the capital are distributed 
by the importers representing the manufacturers, but outlying terri
tory is covered by subagents or dealers appointed by the importers. 
In connection with the merchandising of motor vehicles in Uruguay, 
it must be pointed out that only two makes, both American, enjoy 
nation-wide distribution. The sale of all other makes of vehicles is 
restricted largely to the city of Montevideo and the towns of SaIto, 
Paysandu, Mercedes, and Minas. Subagents and dealers named by 
the Montevideo importers are invariably obliged to carry a small 
stock of parts manufactured by the company whose make of vehicle 
they sell. 

The distributors representing manufacturers of replacement parts 
confine their activities mainly to Montevideo. Several of the larger 
distributors have travelers, others subagents, who cover some of the 
interior points, but the amount of business they do outside of the 
capital does not run into volume. 

Garages in Uruguay have never been an important factor in the 
replacement-part trade. When servicing a vehicle requiring new 
parts, garages generally purchase them from the vehicle importers; 
the garage operator, when he carries replacement material in stock, 
generally limits the items to brake lining, spark plugs, fan belts, 
bolts, cotter pins, and electric bulbs. 
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The part played by the manufacturers' agent in the sale of replace
ment parts to the trade has been steadily diminishing in importance. 
The increasin~ tendency of the manufacturers to sell direct and the 
desire of the .1lontevideo importers to operate as sole sales outlets 
have tended to gradually eliminate the agent as a factor in the trade. 

Rt>sponsible firms importing replacement parts can obtain 60 to 
90 days' credit from the manufacturers. Others pay for their mer
chandise against sight drafts with documents attached. 

Competition for the open-market business in replacement parts 
is between the importers selling the products of American factories. 
Europ.ean manufacturers have not seriously competed with Ameri
can exporters for the distributor's business, nor have the very few 
distributors stocking lines of European origin been successful in 
competing with those merchandising similar lines from the United 
States. 

Increased business in American replacement parts will be derived 
principally from the expansion it is anticipated will take place 
from year to year in the use of motor vehicles. There are no special 
requirements or local preferences with which parts manufacturers 
might com{>ly in the hope of extending their business. 

Advertismg has played a minor role in the marketing of parts in 
this country. Individual items, such as brake lining and spark plugs, 
have been advertised, bllt no sustained and well-directed efforts have 
been made to stimulate and develop sales in replacement lines 
through mediums of publicity. The only effective media at the dis
posal of the trade is the daily press. 

ACCESSORIES 

The tendency of automotive manufacturers to include an increas
ing number of accessories as original equipment has to a certain de
~ee curtailed sales, but a good demand still continues to manifest 
It.c;elf for a wide range of eguipment classified. as accessories_ 
Momentarilv the market is suffermg from the effects of the economic 
depression that has enveloped the country, but when the situation 
returns to normal the business in many types of accessories should 
register a progressh'e yearly increase. 

It is estimll;ted that United States manufacturers obtain 95 per 
cent of the trade in accessory lines. European factories are not 
serious contenders for the business, and apart from seat covers, tops, 
and bumpers there is practically no local manufacture of accessory 
lines. 

There is no demand for devices whose sale is governed by climatic 
conditions or the desire of vehicle owners to protect themselves from 
theft, but more or less of a steady market exists for bumpers, non
skid chains, electric horns, mechanical jacks, cowl lights, mirrors, 
pumps: .tire covers and tire gauges, shock absorbers, and novelties 
of all kinds. 

The accessory trade is principally in the hands of importers who 
sell both at wholesale and retail. Motor-vehicle distributors in 
Montevideo do not stock accessories, but in most of the interior 
centers car and truck dealers carry the faster-selling items. 
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The majority of the importers operate as exclusive factory repre
sentatives, buying and selling for their own account. Increased com
petition has been steadily eliminating the manufacturers' agents 
from the accessory ~rade, although a 'number of them still continue 
to. operate. In the. last two years. a number of North American 
manufa.cturers, finding it imp@ssible to secure suitable agency or 
exclusive importer conn~ctions, have been selling on the open mar
ket.' While direct f!elling has been productive of a fair volume of 
business, it can only 'be- recommended as a substitute for marketing 

Ithrough qualified exclusive importers doing both a wholesale and 
retail business. The importers, as a rule, usually can obtain better 
coverage for the manufacturer than he, himself, ,can secure by 
selling on the open market. . 
. SixtY' or ninety days are regarded as the standard terms in the 

automobile-accessory trade. Occasionally European manufacturers, 
in an endeavor to develop business, will offer longer terms to the 
importers. Liberal terms, however, have not been sufficient induce
me~t to cause the impor,ters to switch from American to European 
lines. 

GARAGE AND SERVICE-STATION EQUIPMENT 

Although notable progress has been made in the last three years 
in the facilities provided for servicing motor vehicles, there is still 
room for further expansion and improvement. At the insistence of 
motor-vehicle manufacturers, most of the car, truck, and bus im
porters in Montevideo and their dealers and subagents in the interior 
of the Republic installed modern shop equipment. This in turn 
influenced some of the more progressive repair-shop operators to 
improve their facilities. There p,re, however, many shops still using 
hand labor on a large scale and adhering to less modern methods. 

The introduction of service-station equipment was pioneered by 
the United States petroleum companies operating in Uruguay. 
Other gasoline and oil dealers followed in installing mechanical 
equipment for oiling, greasing, washing motor cars, and inflating 
tires. The improvement in service-station equipment was at first 
confined to Montevideo, but it has now extended to the smaller towns 
and cities. 

With a few exceptions, the garage and service-station appliances 
in use have been Imported from the United States, and there is 
every reason to believe that American manufacturers, for reasons 
of price and the excellence of their products, will continue to main
tain their hold on the market. Foreign competition is felt only in 
the demand for portable drills, and in this line Germany holds the 
leading position.).. followed by the United States and France in the 
order named. uarage and service-station equipment is not manu
factured in Uruguay, and the volume of business to be obtained in 
this field is such that local production could not be undertaken at a 
profit. ' 

Brake-testing machines, cylinder-boring machines, reamers, 
wheel-aligning machines, automatic valve ~rinders, and valve
facing machines are the principal items of eqUIpment needed to per-
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fonn the operations which are now done by hand and by mechanics 
of little traininJl: and a lack of appreciation of the value of precision. 

Hydraulic hfts, pressure-washing equipment, gasoline pumps,' 
pressure-lubricating systems,' paint-spraymg machines, oil and 
J.,'Tease guns, and mechanical jaclcs are the items that have been ~st 
in demand. 

In the interior centers the volume of work often does not war
rant the installation of expensive equipment, and at some points 
either the complete absence or the high cost of electric energy mili
tates against the installation and economical operation of electril4 
garage and service-station appliances. These conditions, however, 
do not prevail in Montevideo, where current is obtainable at 3 
centesimos a kilowatt, and the number of motor vehicles in opera-
tion exceeds 60 per cent of the country's total. . 

The sale of all garage and service-station equipment is "tempo
rarily almost at a stand.,;till, owing to the prevailing economic situa
tion and the depreciation of the currency. 

Owners of garages, service stations, and repair shops, as a group, 
dij;play a willingness to improve their mechanical facilities,' but 
they move cautiously in introducing new equipment and are not 
dil'poS('d to make purchases at present prices, which in some in
stances represent as much as 100 per cent increase--owing to the 
fall in the value of the pes()-()ver those quoted a year ago. 

The best-equipped repair shops and garages are those operated 
by the automobile dealers, and the service stations possessing the 
mOl."1 modem facilities are those owned by the foreign petroleum 
companies operating in Uruguay. These companies were not only 
the first to install mechanil:al appliances but they continue to main
tain the lead in the introduction and use of modern equipment. 

Tire service is rendered by numerous small shops specializing in 
the vulcanizing and reI?airing of tires. The owners of these shops 
are usually men of limited meaDS; consequently they are not often 
in position to finance the purchase of mechanical tire-repair equip
ment. Tires are still changed by hand, nlthough vulcanizing and 
patehing is done by mechanical methods. 

The large, financially responsible importers doing both a whole
sale and retail business have been the most successful in introducing 
and selling garage and service-station equipment, for many of the 
buyers require financing which can only be undertaken by locally 
established firms. The ability of the importers to sell from stock and 
make the essential repairs as well as promptly supply parts has 
also been a factor contributing to their success. Factory sales terms, 
as a rule, are 60 to 90 days, and these terms meet with the approval 
of the majority of importers. 

Manufacturers' agents, as a group, have not played an important 
part in marketing service appliances, and owing to the nature of 
the trade they should only be considered as alternative sale channels 
when manufacturers can not secure an exclusive importer repre
sentative in Montevideo. 
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VENEZUELA 

Present Demand for Replacement Parts and Accessories Low, Owing to 
Depressed Business Conditions-Garage and Service-Station Equipment Has 
Shown Slow Improvement-Very Little Competition With United States 
Products From European or Domestic SO!lrces 

Assistant Trade Commissioner Rolland 'VeIch. Caracas 

Motor-vehicle registrations as ·of January 1. 1931: 11,250 passenger cars, 
1,500 busses, 5,250 trucks, and 250 motor cycles. 

REPLACEMENT PARTS 

The yearly imports of automobile-replacement parts and acces
sories total from $600,000 to $800,000, practically all of which come 
from the United States. Imports are large considering the small 
number of motor vehicles in use. The scarcity of good roads and 
the carelessness of the average automobile driver causes a demand 
for practically all parts which are subject to severe strain. 

The leading items of replacement parts are springs, brake lining, 
batteries, and ball bearings. 

Parts are distributed both by importers and by indent agents. 
The importers as a rule are wholesalers and retailers in parts and 
Accessories or distributors of automobiles. Many of these have large 
sales organizations adequately covering the entire country. Most of 
the large firms of this nature already have connections with manu
facturers, and exporters newly entering the market might find it 
more advantageous to handle sales through indent agents. These 
travel throughout the country and usually have subagents in the 
principal cities. They also sell to the larger importing distributors 
who may be representing competitive makes. 

The advantage of handling sales through the distributor is that he 
imports on his own account, and the manufacturer has only the one 
account to carry. Indent agents on the contrary do no importing 
and take orders from all retailers, both large and small, expecting 
the manufacturer to advance usual terms to these buyers and carry 
the accounts and credit risks. On the other hand, the advantage of 
dealing through an indent agent is that he will get wider distribution 
and sell larger quantities than any of the importing distributors, 
except the large ones with branches in several cities. 

The terms granted for most replacement parts are 30, 60, and 90 
days' sight. European manufacturers are more liberal in the ex
tension of credit terms than American producers, but most of the 
local companies would rather buy the American goods at a higher 
cost because they can secure delivery much more quickly and do not 
have to tie up money in large stocks. " 

According to Venezuelan law, the consignee of goods is the owner, 
and he may obtain shipments without original documents: It is 
therefore impossible for exporters to protect themselves by sending 
the original documents to the collecting bank attached to draft 
against acceptance. The consignee does not have to accept draft and 
obtain the documents in order to get the books. The only way 
of getting protection is to consign to a customs broker, who will 
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deliver to the buyer according to shipper's instructions. Original 
documents should be sent directly to consignee. Banks will not 
accept goods on consignment. 

ACCESSORIES 

The leading automotive acC(>SS()ries in demand include tire-patching 
outfits, automobile polishes, horns, and light bulbs, with the greatest 
demand existing in cold patches for tires, the demand for which is 
far abo,"e the average. There is a very good demand for automobile 
horns, but the bulb variety is preferred. In fact, in some cities there 
are ordinances which require automobiles to be equipped with two 
horns, one with an air bulb operated by hand for city streets and the 
other an electric one, supposed to be used only on country highways. 

A number of air horns come from France, England, and Germany, 
but the majority are imported from the United States. 

Venezuelan car owners are attracted by certain novelties such as 
radiator caps, and especially by horns operated by rubber air bulbs. 
The popUlarity of the horn IS practically dependent upon the amount 
of noise that it makes, the louder the better. 

Methods of distribution and terms are the same as those for 
replacement parts. 

There are numerous automobile-accessory stores in Venezuela, and 
in addition nearly all hardware stores carry some accessories, as do 
local garages. In the interior, automobile accessories are carried by 
general stores that handle numerous other lines. 

Price is the predominant factor in Venezuelan trade, and acces
sories must be cheap, quality rarely being a decisive sales factor. 

In view of the present economic depression, the demand for parts 
and accessories is limited to essential items. Normally, however, 
the demand would show an increase from year to year.. There is no 
doubt that when conditions improve the requirements for parts and 
accessories will show a steady mcrease. 

GARAGE AND SERVICE-STATION EQUIPMENT 

Such progress as has been made in providing adequate automobile 
servicing facilities has been caused by United States automobile 
manufacturers who insisted that their local dealers have adequate 
servicing facilities. The mechanics employed in the better garages, 
while having no school training, have obtained their knowledge 
from working on cars and seem to be adequately trained. 

The g~atest need prob~bly exists for electrically driven tools 
and m.ach.mery, tOl;e!~er WIth s~op benches a!ld precIsion tools, but 
~ere IS h.ttle pOSSIbIlIty of sellmg much eqUIpment of this nature, 
smce the mdependent garages are not operated with sufficient capi
~al to enab~e them to make such investments. The equipment most 
!D demand !Dcludes wrenches, thread cutters, hammers chisels hand
operated valve grinders, etc. An important factor i~ the sU:all de
mand for this type of equipment is the cheap labor which can be 
employt;d at from 40 «;ents to ~2 per dal' 

Prac~l~ally all eqUIpment. IS Amencan. There is little foreign 
competItIOn and no domestIC manufacture with the exception of 
such as might be done in a blacksmith's shop. 

80277-32-28 
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Electric current i.s available in almost all towns and cities, but it 
is sold at;. high prices in many places. In smaller cities and towns 
the current may be shut down any number of times a day. In fact, 
in many towns current is supplied only at night. The larger cities 
have secondary current for electrical appliances and machinery. 

Tires are changed with hand tools, and most of this work is done 
along the side of the road. 

Caracas and Maracaibo are the two logical distributing centers at 
present. Distributors in Caracas usually cover all the country. except 
1Il the vicinity around Lake Maracaibo, which belongs to the dis
tributors in the city of Maracaibo. Caracas distributors cover the 
rest of the country with traveling salesmen and subagents in other 
cities and towns, but only the larger distributors give adequate atten
tion to sections outside the immediate vicinity of Caracas. 

Manufacturers will get wider distribution by the employment of 
a good sales agent, working exclusively on a commission basis. 
There are no larg~ wholesalers or jobbers. 

Sales made by agents working on commission are made on terms 
of sight, 30, 60, and 90 days' draft. The manufacturer is always 
responsible for credit allowances. Attention is also called to the 
paragraph under the heading "replacement partsl" concerning the 
handling of shipping documents. 

Comments on individual items show that air compressors have an 
extremely limited demand; auto lifts are rarely seen outside of serv
ice stations operated by automobile distributors. There is an ex
tremely limitElQ. demand for battery chargers, brake-testing machines, 
cylinder-boring machines, cranes, and hydraulic jacks. Car washers 
are not used. There is an exceedingly small demand for high-pres
sure lubricating systems, oil pUIp.ps, grease guns, and oil-dispensing 
containers. 

There was a good demand during the past year for paint-spraying 
-equipment, but this no longer exists. The greatest demand is for 
hand tools, and any mechanical tools that are sold must be .cheap. It 
is believed that such mechanical equipment as could be sold at a very 
low price would find some appeal. . 
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