FROM PERSCNLL PLA4NE DMISKON OF REPUBLIC avLTION CORPORATION

DEALER BULLETIN No. 9 Decenber 3, 1946

I"’m back fromten days at the National Aircraft Show at C evel and

When it opened | thought | had stunbled into a wake. | saw nothing but |ong
faces. | heard nothing but troubles. Newspaper correspondents sent dispatches back
honme that read |ike obituaries.

Thi s company was in bankruptcy. That conmpany would fold tonorrow. Another
had 293 airplanes on its factory apron. Had | heard about the distributor who was
stuck with 28 so and so’s?

| 1 ooked about me and saw one of the greatest shows ever put together by
any industry. | saw products that no nation on earth can equal. | saw evidence in
the exhibits of trenendous resources, incredible engineering skill, unsurpassed
wor kmanshi p and the confidence and faith of all the leaders in every branch of
avi ati on.

| could not get excited that one or two small comnpanies had fallen by the
waysi de or that others had to pause for breath after their great exertions of the
past year.

| could not believe that the distributors and deal ers who have undert aken
to carry the torch for private flying would flee in panic fromthe first rea
chal | enge they have net since plane production was resuned.

As the show continued the spirit changed. The Gerty d oons faded into the
background. There was a heal thy griping about poor attendance and the fact that not
too many orders were taken, but while sone of the two-place manufacturers took
i nventory of just where they stood at the nonent, the nakers of four-place planes
reported business as very good with excellent prospects ahead.

Republic’s distributors and deal ers checked in at our booth in |arge
nunbers. W did not have half enough tinme to talk with everyone the way we wanted
to even though we put in twelve hours a day at the Show and many hours at the
Carter Hotel.

We did discover all over again that no conmpany ever had a nore wonderfu
sal es organi ation than Republic has in its dealers and distributors.

There was nmuch di scussi on about the new price of the Seabee and the fact
that the increase does not carry additional profit at this tine.
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Al most without exception, however, all agreed that though sone orders would
be | ost because of the increase, new orders would take their place and that of
those cancell ed, many woul d be reinstated | ater.

Al but six of Republic’'s 48 donmestic distributors attended the O evel and
Show. Fromny talks with themand with scores of dealers and fromthe flood of fine
letters received since ny return fromd eveland, | want to sum up what seens to be
t he general opinion.

THE SEABEE | S STILL TOPS

Al'l who saw the O evel and Show seenmed to agree that the Seabee at $6, 000
offers nore for the noney than any other four-place airplane exhibited. It is two
pl anes for the price of one. It is the only four-place nodel in which four big nen
can sit down w thout touching el bows or taking off their hats.

It is one of the few planes that a wonan wearing ordi nary street clothes
can enter or |eave w thout embarrassment.

For visability, confort, baggage space and load carrying ability it offers
al most unlimted utility.

LET' S DI SCUSS PRI CE

Sone few peopl e who gave you deposits for Seabees did it originally because
it was cheap — because you offered a price bargain — sonething they expected to get
for alnpbst as little as a two-place Piper, Aeronca, Lusconmbe or sinilar plane. You
| ost nost of those orders on the first price increase and in any case where
original cost is a hardship, or when the custoner could not afford the operating
and nai ntenance cost of a large airplane, the order is well |ost as the Seabee
woul d l'ikely prove too rmuch for him

Experience is proving that initial costs of all-metal airplanes can be
charged of f over nany years of use but secondhand markets are nmade by those who
can’t afford to operate a plane after they buy it.

Most of your Seabee sal es were nade to people who woul d not have bought a
two-pl ace plane at any price. They wanted the Seabee for reasons that are just as
important to themtoday as they were when they first gave you their order. Price is
important to themas it is to all of us but not as inportant as getting what they
want in their own personal airplane.

Sone deal ers appear nuch nore disturbed at the price increase than are
their custoners. Sone seemto feel they should switch Seabee purchasers to cheaper
airplanes. A very few alnost invite cancellation |ike the man who asked Ms. Jones:
“You don’t want to buy anything today, do you?”

No good sal esman will accept cancel ati on of a Seabee order or any order
wi thout a conplete new solicitation. To attenpt a switch to any other plane is to
risk entire loss of the sale — to kill the customer’s interest — to |lose a

commi ssi on you have al ready ear ned.
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I f your custoner needs reselling, your best bet is to resell himthe
Seabee. He had strong reasons for wanting it or he would never have bought it in
the first place. If he was worth getting, he is worth keeping. If you fight as hard
to keep a profit as you do to make one you'll forget your fear of cancellations and
go out to mamke your orders stick.

The man who has an early priority on a Seabee can probably sell it a dozen
times over in early spring. To lose his place now just does not make sense.

It does not cost himany nore to keep his deposit good with you. You are
not asking for any additional deposit and you will return his noney any tine he
needs it. Tell himwait until he has | ooked the Seabee over — flown it and deci ded
for hinself that it is better than he ever expected it to be and worth all it costs
and nore.

Fred Bunyan, General Manager of Pierce Aviation Conpany of Fort Wayne,
I ndiana wites ne:

“Qur conpany does not anticipate too rmuch difficulty
in selling Seabees at this new price for once the

ai rpl ane has been flown by the prospective custoner,
he will be nore sold on it than ever before..

regardl ess of the new price increase.”

Harol d C. Donner of Pacific Aircraft Corporation of Eugene, Oregon wites:

“No doubt we will have cancellation of orders although
| believe we will be able to hold all of our sales
after the custonmer has seen and flown the Seabee. My
greatest concern at the nmonment is not the price

i ncrease but how soon can we have our denonstrator.”

It’s not on the question of price, but I'd like to share with you a
paragraph froma grand letter | received yesterday from Macon Petty who operates
the Petty Marine Flying Service fromoff the Mssissippi levee at St. Louis. He
wites:

“There are a |l ot of people who can still afford the Seabee
and they are the ones we will have to concentrate on. Many
of them have had no previous flying tine and that

i ntroduces a probl em

“We feel better about the whole thing since nmy experience
in flying the Seabee for the first time Mnday. Having had
two rides, once in the back seat and in the right front
once, | checked nyself out in it and found that it fits ne
like an old shoe. All of the ballyhoo about its gliding
like a rock, having to land with power, etc. are so nuch
stuff if you have been flying even |light seapl anes because
they are all that way.
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“We decided i mediately that any of our students who can
do a creditable job of flying our little float planes can
handl e the Seabee on | and or water wi thout rmuch training.
Furt hernmore, we deci ded that people who have flown our
light floatplanes will be nore likely to |ike the Seabee.”

THE QUESTI ON OF PRCFI TS

Because | nentioned $750 as the present profit of selling a Seabee some of
our deal ers appear to have overl ooked two points | believe to be of interest.

The first is that when the price was first expected to be #3,995 (wi thout
Hartzell prop, cross country instruments and many inprovenents now i ncl uded) 15%
commi ssion anounted to $600. So it’s now 25% higher than it was then

Second, $750 is not the top commission in selling Seabees because on the
second five sold it is $875 and on all sales above ten it is $1,000 per plane.
These are incentive conm ssions to be earned by any good deal er who proves he is
an honest -t o-goodness go-getter and not a Doubting Thomas who doesn’t believe that
selling is big business.

Finally, while deeply appreciative of the fact that our distributors and
deal ers have both been very wonderful about witing that they are willing to
forego extra profit on the anount of the last price increase in order to pass the
saving on to nore custonmers, the question of trade discounts can be reappraised
when vol ume production brings nornmal plant operation

SHI PMENTS TO DATE

Despite a well deserved Thanksgi vi ng weekend hol i day, shi pments of Seabees
for Noveneber total ed 60, exceeding the 58 production schedule. The rate for
Decenber continues at three a day, all of which are going to deal ers. Anbng recent
foreign deliveries are initial shipnments to Stockholm Sweden; Buenos Aires,
Argentina; R o de Janeiro, Brazil; Capetown, South Africa; Paris, France
Reykj avi k, 1cel and; Montevi deo, Uruguay and Mexico City.

NOVEMBER SALES REPORT

Many thanks to all of you who have sent in your Special Sales Reports as
of Novenber 15th. The information furnished is of very great inportance and your
comments and suggestions are deeply appreci ated. W hope to nmake persona
acknow edgnment soon. Meanwhile, if any reports are still not in or if you have
mslaid the form please |l et us hear from you.

(: Gordon C. Sl eeper
———"Personal Pl ane Division
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