SYSTEM THE SECRET
OF FORD'S SUCCESS

Building in Large Quantities Re-
| duces Original Lost, Which
Is Prohibitive.

'BIG SAVING ON MATERIALS]

|
[
|
'Simplicity of Design Makes Further
' Reduction Pessible, While Econo-
mies in Marketing Aid as Well.

By HENRY FORD (Ford.)

What =yvstem js employed 7 How is it
possible to maenufacture a high-grade car
to =ell nt =o low o price? In other

“words, 1o incorporate ** high-priced qual-
ity in . low-priced ear 7' ‘That is a big
. subject that hias taken us five years to
-work out, and volumes could be filled
without exhausting the wavs and means
employed. But the general principles in-
volved are as follows: .

First.—Cars must be built in large quan-

tities, if the selling price is to be low—An
“output of SO0 cars a year means & very
considerably higher cost per car than
when the output of that factory reaches
20,000 cars a vear. The cost ol designing,

of special tools, experimentation. and ex-
ploitntion are about equal in each case,
but the cost per car s widely different,
and in favor of the car bullt in guantity.
Buailding 'in guantities means buying In
quantities, and. gquantity buying gets the
rock bottom price. This truth has within
the last few dayvs been forelbly Illustrated
to me. ILast month we bought materials
for 15,000 more cars, the largest order by
far ever placed by any car manufacturer.

Secnnd.—;\‘[alﬂnf one plece do the work
of nine—I recently witnes=sed the dissem-
bling of a foreign-built car, and noted
nine separate parts for a certain opera-
tion, which we accompiish with a single
part, Each separate plece less lowers
the cost of the complete car., and Ford
cars have the minimum number of parts
consistent with good practice.

Third.—Economy Iin shop practice—That
means tha [nstallation of labor-saving
machinery, the standardization of meth-
ods and products, and the employment of
modern =ystematization. We put $250,000
into machinery for thia new car, but by
its use the output per machine has iIn-
creased, with a proportionate decrease in
the labor requlred. The cyilnders, for
instance. in the littla runabout traveled
4,000 feet from the time they ~ntered as
rough oastings until thev reached the as-
sembiy room. New machinery for the T
car has cut down this travel to 400 feet,
and nne man does the work of three on
thie former model. Thera are saveral
operations where one man with the new
machinery can do the work of five or six
with the old, yet thie old was new three
¥ears ago, .

Fourth.—Economy in sale methods—By
advertising and proving the merits of the
car we have secured a blg demand. Our
dealers easlly dispose of all thelr allot-
ment without the usual expense, because
we have built up o demand for them to
supply. Because each doaler can readil
zell a greater number of cars, he 1a will-
ing to handle the Ford line on a smaller
margin, .

Fifth.—=-Large, well-trained selllng or-
ganization--It is impossible to market a
lIarge output through A fow dealers, A
dealer withh too large o territory hits the
high spots only apnd seclig ne more cars
than if he thoroughly canvassed a small-
er field. “With several thousgand dealers
we reach every corner of the globe, and
by means of conventions, personal letters,
courses In salesmanship, and educationa)
house organ, The Ford Times, we increase
;lm sales capacity of our entire seliing
oree,

Sixth—Quantity salag necessitate a-

smaller profit per car fo the manufactur-
cr—When yvour annual ountput ls 20,008
car=s, it i not necessary to make a smal;
fortune on each car in order to pay div!-
derds.

Seventh.—Taking advantage of cash dis-
counts on ajl bills payable, and keepin
out of debt, by refraining from extrava
gance are important principles—High sal-
aries for so-called star performers; ex-
travagant cxpense accounts for enter-
tainmenti: a costly sales method; laclk of
intelligent, systematic organlzation—al
these must be ellminated to make possi-
Lle and wvrofitable n low-priced car.

Alter al, 1there is no secret about the

low-priced ecar, It's a'l in the system

cemploved, The material ig the best thiar
can be bought: the making and selling
forces are ample and well-paid; nothing is
skimped, except extravagance, and that
Iz entirely eliminated.
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