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INTRODUCTION

L e

1. Importance of the Lovalty Phenomenon

Virtually nothing has besn published regarding detailed studies of the reasons
why a large percentage of auto cwnsrs buy the ssmes make of car when they trade
in their old ones, This two-city study of the behavior and attitudes related
to owner loyalty was conducted with two general objectives in mind:

The marketing implications of auto loyalty are rather considerable,
especially to the auto manufacturer who is planning to produce a new
make, 1f it were found that loyalties are deep-seated, quite a differ-
ent potential market would be sought than if it were estab11shed.that
loyalties tend to be short-lived,

Auvto loyalty is of particular interest to social scientists concerned
with consumer behavior, as it reflects basic patterns of motivations,
interests, and values,

As to the actual prevalence of loyalty to make of auto as reflected by owners'
repurchaoes, past studies have differed in their findings. One study* reported
the renge of repurchases of the same make of car to be from U5 to 67 per cent
of purchases of the various major makes. Another study, in which a national
probability sample of households was utilized, reports a range of 2l to 36 per
cent of the ouners of six makes of car--who had beught their cars new--had re-
purchased the same make,™* Section A of the "Findings in Detail discusses the
ways in which the figures in these two studies may be reconciled in terms of
differences in method. For the moment, regardless of the basis on which re-
purchase loyalty is computed; it appears that auto loyality is a very common
phenomenon when one compares only two successive purchases, (It is demonstrated
later %hat loyalty over a span of several purchases is considerably less fre-
quent.

2. Scope of This Report

This study is intended to isolate a number of the principal correlates of auto-
owner loyalty, and to describe the ways in which they contribute to tendencies
toward, or away from, loyalty. This two-city study could not achieve the pre-
cision and the conclusiveness that would be possible in a full-scale national
sampling of auto owners. However, many of the differences between "loyal" and
Ynon-loyal® auto owners reported in this study appear substantial enough to
draw interim conclusions and to serve as a base for more detailed studies that
may be corducted in the future.

3., Design and Sampling

A nation-wide study was ruled out as too expensive and time-consuming, in view
of the volume of information desired from each person to be interviewed. It
was decided that the study be limited to a sampling in two localities that
might be presumed to be quite different in the proportions of auto owners who

*“Qualified Prospects," a study of passenger cafs traded in on new cars in March,
1955, Undated report of the Research Department, Direct Mail Division, R, L. Polk
& Company.

#orowel1-Collier Automotive Survey, No, 20, 1956, the Crowell-Collier Publlshlng

Company, Hew York.
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have been "loyal" over a period of time, The rationale was that if the two
localities were found actually to be quite similar in the loyalty character-
istics of auto owners, one might irfer with more confidence that the findings
for only two 1oca11t1es would indicate the approximate range of auto loyalty
one would expect to find in a coverage of more localities,

In choosing the two localities, the reasoning was that city 51ze should be the
determining factor, since pnople who live in large cities have a wide range of
choice of makes that are sold by meny dealers, whereas aubo choice in some

smaller cities might be 1imited to tradirg with a single dealer for each make,
Another criterion was that the two localities should be in one area, so as not
to 1ntroduce a geographical variable in addition to the size-of-town variable,

Chicago and Rockford were the two cities selected, Rockford is a city of about
100,000 population, about 80 miles from Chlcago, the nearest large city; at the
tame of this study it had only one™ dealer for each of the eight makes of autos
whose ouwners were to be studied.

. The sampling procedure is described in detail in the Appendix., In brief, it
consisted of these steps:

a. Obtaining lists of auto owners! names and addresses, limited to those whose
purchase of a car was sufficiently recent {1955-1956 models) that they would
be able to discuss the circumstances of the purchase.

b. Selecting specific auto owners to be interviewed. In Chicago, the sampling
procedure provided for the selection of an equal number of owners of the
various makes of auto, fairly well-distributed throughout the city in re-
lation to the distribution of the eight makes. In Rockford the same pro-
cedure was followed, except that auto owners who lived in primarily indus-
trial or business areas, or in "downtown" areas that were highly congested
or declining in population, were excluded tc insure a highly "residential"
sample.

¢. Interviewers! choice of respondents was limited to the individual auto
owners assigned to them, with the option (infrequently exercised) of sub-
stituting another individual in the same household only if the listed auto
in fact was the car of the other individual., Interviewers made at least
two attempts to reach the specified auto owner. Interviews were completed
with 68 per cent of the owners who were called upon. Eighty-two per cent

of the eligible prospective respondents who were reached consented to being
interviewed,

Five hundred forty-eight interviews, ranging in length from one to more
than two hours, were completed durlnc October and November, 1956, Inter-
views were equally distributed between Chicago and Rockford auto owners,
and were fairly evenly distributed among owners of the eight makes,

d. Finally, the responses of the owners of the various makes were assigned
weights in proportion to the relative sales of these makes in 1955, Since
owners of esach of the eight makes were interviewed in approximately equal
nunbers in order to make it possible to analyze the responses of owners of

7‘G'F_bc:cept:i_on: in accordance with the current practice:of the Chrysler Corporation to
have dual dealerships, the Chrysler and DeSoto agencies also sold Plymouths.
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cars which constitute a relativelv small proportion of the market, the
weighting process was necessary to give a better approximation of tohe
results that would have been obtained had owners been interviewed in pro-
portion to each make's chare-of-the-narket,

L, Statistical Reliability

While the original sample of owners! names was drawn in a way that insured as-
sigmments in accordance with the principle of each owner having a known proba-
bility of being selected for interviewing, only 68 per cent of the assignzd
ovners were interviewed, It is not possible to establish whether the pzrsons
who were interviewed had the same characteristics as the persons who wers not,
even though obtaining an aporoximately equal number of interviews with cwners
of each of the eight makes of car would tend to increase the representativencss
of the final sample, In any event, the sample was sufficiently representative
for the major purpose of the study, which was to analyze the interrelationships
of behavior and attitudes rather than to provide a definitive sample census of
car-purchasing behavior, '

If one makes the assumption that the sample was representative of the base popu-
Tations as defined earlier, any percentage in this report based on the total of
518 interviews would, in 95 instances out of 100, not vary more than about four
percentage points, from chance alone, from the percentage that would have been
obtained on the same question if all of the auto owners of the eight makes of
autos in the base populations had been interviewed. The statistical reliability
of results based on sub-groups within the sample would, of course, be less thain
for the sample as a whoie. while detailed illustrations of the reliability cf
responses among sub-groups are provided in the Appendix, it should be made cleax
at the outset that a comparison of percentages based on two sub-groups of as
few as 70 interviews each (e,g., results for the eight make-of-car groups) is
subject to such a large sampling variance that a difference of less than 17
percentage points should be considered as suggestive of a possible difference,
rather than conclusive,



I. SUMIARY OF PRINCIPAL FINDINGS

The findings from 5L8 interviews in two c1tﬁes cannot approach the authoritative-
ness of a nation-wide survey either in precision or in assessment of information
gbout guo—groapo in minute deteil, However, the nain findirgs of this limited
study of the auto loyality phenomenon are consistent with information available
From other sources.

This sumnmary is more genera¢ than the surmaries at the end of each section. The

"Findings in Detail™ should be read for a full understanding of the 1m311hat¢ons
and limitations of the results obtained in this study,

A. CENERAT, PATTERMNS OF AUTO. PURCHASE BEHAVIOR

That loyalty to make of automobile--in terms of repurchase of the szme make--

- may be a relatively short-lived phenomenon, is indicated by the finding that
although about half the auto owvners.in this study had repurchased the same
meke last time, only 25 per cent had purchased the same make throughout the
last Ten years. Hypothetically, it is possible for each purchase in a series
to show 60 per cent repurchases, and yet to have a complpbe "turnover! in make
of car for all owners within four successive purchases, While the "turnover"
in this study did not approach the maximum, it was found t%at the usual tend-
ency among auto owners was to switch makes after the second or third purchase.

Contrary to expectations, auto loyalty was found to be no greater in Rockford
than in Chicago, even though it had been anticipated that loyalty would be
greater in Rocikford because of the limited number of dealers in that city.
Coverage of other cities wonld be necessary in order to establish for certain
rvhether ovner loyalty does not depend s great deal upon the number of dealers
for each make convenient to the auto shopper.

This study, as have others, found that the average person tends to upgrade his
car in his successive purchases by buying a higher-priced model or a newer
car, An additional finding was that a substantial proportion of upgradings
(42 per cent) were achieved by switching to a make of a different manufacturer,
rather than buying an available higher-priced make of the same manufacturer,
The finding suggests that line-loyalty is not necessarily firmly entrenched
in the average auto purchaser'!s set of values,

B. OBJECTIVE CHARACTERISTICS OF "LOYALISTS".AND "SWITCHERSY

Two contrasting groups of respondents were singled out for special analysis
in Sections B and C of this reporb:

The "Loyalists," or those who had bought the same make of car
throughout the last ten years.

The "Switchers," or those who had never bought the same make
twice in a row during the last ten years,

1, Differences in Auto Ownership Characteristics

A larger proportion of "Loyalists" than "Switchers":

vi
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--were Chevrolet owners
-~-had later-model cars
~--had bought new cars in the past
--had not upgraded in their more recent purchases

--had a current car in an "in~between" series (neither the
most nor least expensive for their make of car)

--had bought their current cars for cash rather than credit
Also, more "Loyalists" had accessories which contribute to driving
case (automatic transmission, powver steering, power brakes)s; BUT

fewer "Loyalists'" had white sidewall tires on their cars,

Differences in Background, or Group, Characteristics

A larger proportion of "Loyalists" than "Switchers":

--were older; had smaller households and more children living
away from home

~-yere more well-to-do (incomes of $10,000 or more)

~--were home-owners (home-owners were found more loyal than
others, regardless of income level)

-~were job-loyal (had worked for longer periods in both their
present and most recent jobs)

--did not have wives working outside the household

--had'been to college

--were of ancestry that had been in the U. S, many generations
-~had lived in their neighborhoods for a longer period of

time; but a larger percentage of "Switchers" had never
lived outside their city or its suburbs

C. DIFFERENCES IN ATTITUDES AND EXPERIENCES

l.

Attitudes Concerning Loyalty to lMake of Auto

Intensive questioning as to the reasons behind recent purchases of autos
and their future buying intentions, indicated that "Loyalists" to a
greater degree emphasized motives of an economic character, whereas
"Switchers'" apparent motives were less consistent and were relatively
more concerned with reasons reflecting personal tastes or short-term
envirommental influences. In their reasons for buying their current

car rather than some other make, "Loyalists" emphasized mechanical
qualities or performance, price, and economy of operation, "Switchers"
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more frequently mentioned reasons having to do with style, the influence
of other people or advertising, and the car's handling or riding quali-
ties,

The ideal of auto loyalty as representing sound judgment, was accepted

in principle by both "Switchers" and "Loyalists," However, four out of
ten of those classified as "Switchers" on the basis of pasgt buying be-

havior, still intended to switch again on their next purchase,

The consensus among bhoth groups was that the present-day automobile is

a good product: much to be preferred over the cars of yesteryear. How-
ever, somevhat more of the "Switchers" had a sentimental regard for for-
merly-owned makes which no longer comprise a substantial share of the new
auto market,

General Motors was rated by a majority of both groups as making "the best
cars" among the principal three menufacturers (General Motors, Ford lMotor
Company, and Chrysler Corporation), with Chrysler second. General Motors
also led in ratings of the manufacturer with "the best dealer service de=
partments"; here the Ford Motor Company was rated second. Owners of
General Motors cars were most "loyal" in their ratings on both counts.
Owners of Ford Motor Company cars (iercury, Ford) were least "loyal" on
the question of which company makes the best cars; and ouwners of Chrysler
products (Dodge, Plymouth) were least "loyal" in their ratings of dealer
service departments,

Dealer Factors and Car-Buying Experiences

As expected more "Loyalists" (36 per cent) than "Switchers" (15 per cent)
visited only one dealer in buying their current car. "Loyalists" who did
go to more than one dealer tended more than "Switchers" to return to buy
their car from the dealer first visited. In contrast, the typical "Switch-
er" visited a number of dealers for a variety of makes, and tended to
close a deal with the last dealer he visited,

USwitchers" more than "Loyalists" seemed to look upon the dealer as merely
a middleman between themselves and the manufacturer, and to emphasize the
short-term financial advantages of the deal rather than other consider-
ations, "Loyalists" put relatively more emphasis upon the connections or
obligations they had built up with the dealer, the excellence of the
dealer's service, and his reliability and reputation,

In describing the characteristics of specific dealers they rated as "good"
and the ways of other dealers they would not want to trade with, both
groups put more emphasis upon service departments and the dealer s in-

tegrity in living up to his commitments than they did upon other considm °

erations,

Reference Groﬁp and Identity Factors Involved in Loyalty

In this study, car-buying behavior was found to be influenced in much

the same way as other social behavior by what one's reference groups do,
and by how the person visualizes his own identity or self. Analysis of
the influence of these interrelated factors was limited by the relatively
small number of interviews: it was not possible, for example, to divide -
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the sample into a number of life-cycle sub-groups in order to examine the
differences in behavior of members of different social strata and also of
different family structures, Therefore, the analyses of differences in
behavior and outlook of the few sub-groupings utilized in this report are
intended to be primarily illustrative of some of the differences that are
to be expected, rather than conclusive,

A few more "Loyalists" than "Switchers" described themselves as "well-
educated" or as a "leader," A few more "Switchers" described themseives
as "plain," "successful," and "young,"

"Loyalists" appeared to be more status-conscious than "Switchers," Hore
of them reported that they thought their cars cost more than most other
cars in the neighborhood, More of them, when asked to mention two close
friends, mentioned first a person in a higher-status occupation. £lso,
more "Loyalists" thought of themselves as members of the Upper or Upper
Middle classes; this tendency held true of "Loyalists" with incomes of
less than $7,500 as well as those who had higher incomes,  Further, in
describing their chief goals in life, "Loyalists" appeared to put greater
emphasis on non-materialistic objectives which had implications of status
and of soeial approval,

"Loyalists" appeared more conservative or "set in their ways" in general.
HMore of them said they felt a person is better off to stay with one firm
rather than to switch companies whenever better opportunities appear to
lie elsewhere; and more "Loyalists" said they would choose the same line
of work if they were starting all over in a career, MNore of them pre- .
ferred their own neighborhoods to other places in their city. The
apparent conservatism in attitudes of "Loyalists" is consistent with
their reported behavior, not only in auto purchases but in sticking to
the same job and the same neighborhoods for longer periods than was the
case with "Switchers,"

The reactions of two sub-groups are found to be in keeping with reference-
group theory, in which a departure from the mode for one's associates is
presumed to set up certain tensions until the disparity between one's be-
havior and that of one's associates is resolved either by the individual's
conforming to the mode or by changing his associates., The two sub-groups
who do not conform to the mode for their age are the younger (under L5)
"Loyalists" and the older "Switchers': - '

The modal behavior for those under L5 was found to be to switch
makes fairly often in a rather rapid process of upgrading one's
automobiles to a satisfactory level, The younger "Loyalists"
‘deviated from the mode for their group, constituting a minority
that had had the same make of car for the last ten years--if they
had had cars for that long, Younger "Loyalists" were almost as
conservative as the older "Loyalists" on such questions as the
wisdom of sticking to a job in one company, or to one's favorite
brands of products. Tension among these younger "Loyalisis" is
inferred from their being less satisfied than other persons in
their age group with their progress toward their life goals, and
from the fact that fewer of them viewed their neighbors as very
friendly, '
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Among persons 45 or older, the modal car-buying behavior was to
stick to one make of car for at least two successive purchases.

The older "Switchers" departed,by definition, from the modal car-
buying behzvior oy never buying the same meke of car twice in suc-
cession during the last ten years. The older "Switcher," relative
to older "Loyalists," was found more often to be dissatisfied with
his neighborhood, to visit less in homes around the neighborhood,
and to be less satisfied with his progress toward his goals in

life. Findings such as these, plus the finding that very few older -
"Switchers" rate themselves as well-informed sbout the latest models
of cars, indicate that the older "Switcher" tends to be an isolate--
not only in his car-buying behavior, but also in other behavior.

TMAGES AND STEREOTYPES ABOUT VARIQUS MAXES OF AUTOMOBILES

This section of the report is concerned only indirectly with the phenomenon
of auto loyalty; but the findings do illustrate that the average person is
able to evoke quite a detailed imagery about cars: images that no doubt have
a bearing on the formation of allegiances to certain makes.

'10

2.

Estimated Costs of the Various Makes

While most respondents were able to rank nine makes as to estimated aver-
age cost, there was a considerable range in the estimates. For only four
of the makes did as many as LO per cent assign the make to the same price
rank, Among the medium-priced makes, Buick and Oldsmobile were better-
established in respondents' thinking as relatively higher-priced, and
Dodge as the lowest-priced among the six medium makes. (Mercury and
Pontiac had rather ambiguous positions in the price hierarchy.) Among
the lower-priced three makes, Plymouth was more consistently ranked as
the lowest in price.

If it is better, in appealing to a mass market, not to have a make con-
sidered as either the highest-priced or lowest-priced in its class,
Oldsmobile and Chevrolet would appear to be the makes in the most favor=
able situation as regards the price rankings attributed to them by per-
sons interviewed in this two-city study.

Attributes of the Various Makes

Attributes, as seen by the respondents, indicated that among medium-
priced makes Oldsmobile and Buick ranked relatively high as regards prese-
tige, trade-in value, and style; they also were seen relatively often as
cars that would be driven by single men. Dodge snd Pontiac ranked near
the bottom on prestige, trade-in value, and style. Among the lower-
priced makes, Chevrolet and Ford fared much better than Plymouth in trade-
in and style ratings. Ford was viewed relatively more often as a single
man's car, and Plymouth as a married man's car and a woman's car.

Ratings on trade-in value and style were found to be fairly highly re-
lated to whether the person intends to purchase the same make, A make
of car that is seen as suitable for both married and single people, and
for both men and women, appears to fare better than other makes in the
owners! repurchase intentions.
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Images of Seven Occupations

Most respondents were able to express themselves when asked to say whether
persons in seven cccupations would drive new or used, or flashy cor con-
servative, cars; and what meke of car they would have. Buick and Gldsmo-
bile were more often associated with the higher-status occupations, and
Mercury with "active" occupations (Airiine Pilot, Construction Engineer),
Among the medium-priced mekes, Dodge and Pontiac were relatively selcdom
selected a5 the make that would be ouned by persons in amy of tne seven
occupations., -

Anmong the lower-priced makes, Ford was most often associated with "outdoor
and "masculine" occupations (Factory Worker, Plumber), and Plymouth with
the more "feminine" occupations (Social Worker, Bookkeeper).
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A. GENERAL PATTERNS OF AUTO FURCHASE BEHAVIOR

1.

Other Studies of Product Lovalty

Relatively few published studies on product loyalty are available from
non-antomotive fields to lend perspective on whether auto repurchase
loyalty-—-as reflected in the findings of the studies summarized below
--might be considered relatively higher or lower than loyalty in other
products costing a substantial amount. The only available study pro-
viding a reasonable parallel to auto repurchase loyalty is that of
Donald L., Miller,” concerning repurchase of the same brand of refriger-
ator among a sample of a few hundred housewives., Miller found that be-
tween one-fourth and one-third (no totals are printed) of those who had
previously owned a refrigerator repurchased the same brand.

Regarding the actual extent of aulo repurchase loyalty, authorities differ.
As mentioned in the Introduction, the &, L, Polk analysis of Hichigan new-
car purchases in 1955 found that for the various makes a range of L5 to °
about 75 per cent of new~-car purchases involved trading in a car of the
same make. Repurchases of the same mske represented on the average about
two-thirds of the total purchases. The 1956 Crowell-Collier nation-wide
Automotive Survey™* reports a range of 2l to 36 per cent repurchase loy-
alty among owners of six makes who had bought their cars new. The same
study found that an understandably lower percentage had bought the same
make three times in a row.

The following table compares the Polk and Crowell-Collier findings for
the. six makes of car on which repurchase loyalty figures were published .
in both studies:
TABLE 1
REPURCHASE LOYALTY RATES FROM TWO STUDIES

Crowell-Collier, 1956, National

‘Polk Semple of Those Who Bought
Mich, Their Present Make New:
Hew-Car W Same Make in.
Makes of Autos Buyers iami ﬁakebas Last Two
in Present Study 1955 ast rurchase Purchases
Buick 6E7% 2L% 17z
Chevrolet 66 : 36 18
Ford : 63 38 15
Oldsmobile 60 32 13
Pontiac 55 33 10
Plymouth 51 27 5
Mercury 51 Not reported Not reported
Dodge Lo Not reported Not reporbed

“"The Life Cycle and the Impact of Advertising," Consumer Behavior, Vol, II, New

York University Press, 1955, HMiller reported that refrigerator repurchase loyalty
was considerably higher among older people, which is consistent with the findings
of this present study of aute lovalty., '

3 .
op. cit., p. 16,
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It is seen that the figures from the two studies differ considerably,
both in the percentages of loyalty reported and in the relative re-
purchase rate among the various mekes, However, the differences may
well be accounted for by the differences in the procedures in the two
studies:

The Pollk stuay repo"ts car purckases rather than individuals,
1imited to 1955 new-car deals invoiving a trade. The percentages
represent the proportions of clder cars traded in on the same mabke,
The data were cerived from official new-car registration records
for Michigan exclusive of Wayne County (the Detroit area); and
Hichigan may not be typical iun its repurchase loyalty patterns,

The Crowell-Collier data, gathered through a national probability
sampling of households conducted by W, R, Simmons and 4ssociates,

are presented in terms of the owners of cars which were bought:

new ab some time in the past. These owners lnclude persons who

had never owned an auto previously, and multi-car families in

which actual repurciase loyalty may have been masked by successive
purchases of Meke A, then Make B, then a replacement of Make A with
another Make A, and then a replacement of lake B with another Make B.

Regardiess of the apparent differences in repurchase lovalty figures from
these sources, two general conclusions are apparent:

The proportion of repurchase loyalty on any single repurchase is
indeed high, and probably higher than for other types of lfairly
costly branded items.

The proportion of repurchase loyalbty over as many as three successive
purchases may well be relatively low, according to the Crowell-Collier
figures: on none of the six makes did as many as one-fifth of the
owners buy the make three times in a row., The findings indicate that
while repurchase loyalty is a very common phenomenon, it may be also
a rather transient one., The findings of this present two-city study
also indicate that relatively few auto owners purchase the same make
over an extended period of time,

Hypothetical "upper? and "lower" limits of potential repurchase loyalty
in the present auto market were presented in the report on FPhase I of
this study (pp. 10-12), prior to publication of the Crowell-Collier 1956
report, These limits are summarized thus:

(2) The theoretical upper limit of line repurchase loyalty:

As will be seen later in this report, most auto owmers go through a
process of upgrading their cars over a period of time after their
first purchase, through buying more expensive makes or models. The
theoretical uwpper limit of repurchase loyalty to the same manufactur—
er's line for those upgrading through buying a more eXpensive make
would appear to be about 85 per cent. This figure is arrived at
through subtracting, from 100 per cernt of 1955 registrations of
autos in the U, S., the approximately 15 per cent of registrations
of makes which do not permit ready upgradings within the same manu-
facturer's line--Cadillac, Chrysler, Lincoln, Mercury, and the makes
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of manufacturers other than Genersal liotors, Ford Motor Company, and
Chrysler Corporation,

(b) The Jower limit of repurchase loyelly to mske:

If one assumes that the present repurchqse loyalty rate is about A0
per cent in the aggregate on each single repurchase, a complete turn-
over of ownership is theoretically possible within four successive
purchases, . Tigure 1 shows how this might occur-~hypothetically.*®
Viewad in this light, the Crowell-Collier finding of only five tu 1.6
per cesnt ]ova“qy throughout threze suc zcessive pawﬁnases eppears plaus—
ible, Agesin, it will be seen that the resulis of this present stuly
on eprrbhase behav1o” of auto owners over a ten~year peried are quite
compatible with the Crowell-CUsllier national findings. ’

It should be emphasized that both short-term and long-term bases of
computing repurchase loyalty are useful, for rather different pur-
poses., Shori-term repurchase lovalty rates in terms of two successive
purchases are useful in estimating the proportions of current owners
of certain makes who will buy the seme make the next time they get a
new car. Longer-term loyalty rates are useful in estimating the pro-’
portions of owners of certain makes who may (all factors held constant)
shift to another make after several purchases.

2, Factors Which May Affect puto Loyalty

Intentions to repurchase the same make of car are much more frequent than
actual repurchases, The same Crowell-Collier 1956 Automotive Survej shows
that sbout two-thirds of owners (who bought their cars new) of the eight

makes that are involved in the present study, say they would buy the same
make sk

"If you were buylng a new car now, which make
do you think you would buy?"

Percentage who think they
would buy same make

Ruick 76,3%
Oldsmobile 73.7
Ford 71.0
Chevrolet €9.8
Plymouth 67.9
Mercury 62.8
Pontiac 62,3
Dodge 55.9

The factors which may reduce, or increase, loyalty have been discussed at
some length in the report for Phase I of this studysass and hence will be
merely summarized here:

S
“Chart shown on page L.
s

Opo Ci'tro, Poe 15.
*p. cit., p. 22-33.
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Figure I, An Hypothetical Model of Heavy "Turnover" in Repurchases
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Considerations which may reduce repurchase loyalty include:
Corpetition and salesmanship of agencies selling other makes,

Mechanical performance--although it will be seen that the present
study finds that the average auto owner is pretty well-satisfied
with his car's performance,

Personal influence of significant reference groups~-the car-buying
behavior or talk of those whose esteem is important to the indi-
vidual,

Changzes in one's income or credit.,

Changes in one's self-image of his identity (e.g., a shift from
the role of being a young sport to being a family man, or from
being a struggling student to taking on the role of a successful
young professional man).

Considerations which may increase repurcliase loyalty include:

Lowered mobility--arriving at a plateau of spendable income, or
settling down into the same job, the same community, and the same
mode of living over an extended period of time., Lowered mobility
will tend to reduce the effects of external influences toward
change in behavior of various sorts, including car-buylng.

The growing disutility of reviewing one'!s decisions. It appears
that the "disutility of decision-review" is primarily responsible
for a good deal of unwillingness to consider all suitable makes
of auto with an open mind, or the reluctance in older persons to
shop around extensively, and for the apparent tendency to "get
used to" the particular features and style of a given make to a
point where a change would be seen as not worth the effort in-
volved,

There may be some economic advantage in repurchasing the same
make. In any event, as shown later, a majority of the auto
owners interviewed in this study seemed to think so,

3, DRepurchase Behavior in This Two-City Study
a. Makes owned,

For background prior to a discussion of the characteristics of the
auto owners interviewed in this study, Table 2 illustrates how
heavy a proportion of the eight-car market is accounted for by the
five General Motors makes.”

*Source: R. L, Polk and Company report of the national distribution of new autos
sold in 1955,
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TABLE 2

VAKE OF AUTOMUBILE--WEIGHTED FIGURESa

BUuiCk « o« « » » « « » « 11%

Olc¢smobile + = ¢ ¢« o« - 9
PontiaC o« o o o o o o o 8
hevrolet . o » « . . . 26
: 5L
MErcury « « o o o o o« 0
Ford . . ... ..., 25
31
DOGEE v 4 e o « o s s s 5
Piymouth . . . . . . . 10
=~ 15

Other makes . . . . . .

l

Total (548 interviews) 100%

#As noted in the Foreword, and in more detail
in ‘the Appendix, these percentages--as well
as all otaers in this study--are weighted
so that each owner's responses contribute
to the total findings in proportion to the
relative sales of the eight makes in 1953,
Again, this weighting procedure was neces-
sitated because the owners of the various
makes were interviewed in approximately
equal numbers in order to have enough in-
terviews for some anslysis of responses -
of owners of each of the makes., The num-
bers of actual interviews with owners of
the eight makes ave presented in the Ap-
pendix, '

The "make that cost most" was the make con-
cerned in all questions azbout the respond-
ent!s "present" car, (The criterion of cost
was utilized so that there would be no con-
fusion in two-car families as to which car
was being discussed.) Since only 7L re-
spondents owned two cars, the "make listed"
for the respondent (presented in Table 2) -
and the "make that cost most" was the same
car in most instances. Numbers of inter-
views for each "make that cost most" did
not vary more than one per cent from the
distribution shown in Table 2.
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Seventy-eight per cent of owners' cars that "cost most" were 1955
models, 20 per cent were 1956's, and two per cent were models prior
to 1955.

Twelve per cent of the total respondents were two-car OWNErS==sSix
per cent of the Chicago respondents, and 19 per cent of Rockford
respondents.®

Only 1l per cent of the total interviews were conducted in house-
holds in which someone other than the respondent owned a car; 12 of
the 1l per cent were one of the eight makes being studied,

b. Repurchase=loyalty rate

Table 3 presents repurchese loyalty findings for the total sample,
on two bases:

--The most recent single purchase since 1946, Forty-seven
per cent were found to have repurchased the same make.,

—-Purchases during the last ten years lanalysis limited to
the last siX purchases since 1946). Only 25 per cent were
found to have purchased their present make throughout that
period,

TARLE 3
REPURCFASE IOYALTY: LAST PURCHASE AND PURCHASES SINCE 1946

Last purchase:

Bought the same make , « « « « « « o + o o o L7%
Different make but same manufacturer , . . . 12
Make of a different manufacturer . . » « . « 38
Owned only one car since 196 . . « ¢« « « +_3
100%

Purchases since 19L6:

Bought same make throughout . ,» « « . . - & 25%
Different makes, but all from same manu-

TACLUTET 4 o o o « o o o o o o s s o o+ o 12
Different manufacturers; but did buy two

of some make in 4 TOW + « « « « o = « « » 35
Different manufacturers; but did buy two

of some manufacturer in a2 row .+ , « + « o T
Never bought cars of any menufacturer twice

in a row during the period . . + . . . . . 18

_ Owned only one car since 1946 . . « « . » o_3

————

100%

"0f perhaps some interest is the tentative indication--based on the relatively
few two-car families--that the men tended to drive the better car. Sixby-nine
of the 7L respondents from two-car families were males, Of these, 33 said they
ordinarily drove the car that cost the most, and 21 said they usually drove the
other car. (The other 15 men either said the two cars were of the same make,
or did not specify which car they drove the most. )

{
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Last purchase: Forty-seven per cent repurchased the same make last
time., If one sets aside the two-car owners so as to put the findings
of this study and the Polk study of 1955 new-car registrations on a :
more compara hle focting, the finding of 52 per cent Jast-purchase
loyalty in this study is seen to correspond closely to the Folk
findings.

Purchases since 1946: Twenty-five per cent were found to have

bought the same make throughout this ten-year period., This figure
corresponds fairly closely to the Crowell-Collier last~thres-purchases
figure, ever though the two studies were conducted somewhat different-
1y, =

Chicago vs, Rockford: It will be recalled that a major point in the
design of this study was to choose two localities in the same region
but differing greatly in size, so as to increase the likelihood of a
difference in repurchase loyalties: i.e., residents of a swall city
would be more likely to be loyal because the number of agencies is

so few. However, Table l; indicates that repurchase loyalty in Rock-
ford was certainly no greater, and possibly even less than in Chicago:

TABLE }
REPURCHASE IOYALTY IN CHICAGO AND ROCKFORD

nicago Rockford
(w=271)  _(N=277)

Last purchase:

Bought the same make . + o« » + + &

. - L] . SLL% )"1’3%
Different make, same manufacturer ., . . . 8 15
Different manufacturer . . . . . . B 2 12
Owned only one car since 1946 ., . . ..., _6 _*
100% 100%
Purchases since 19L6:
Same make throughout « o « v o w o v « « » 27% 22%
Different makes, same manufacturer . . . . 11 13
Different manufacturers; but did buy two
of some make in a XOW +« 4+ o « o . . . . 35 37
Different manufactuers; but did buy two of
same manufacturer in @ TOW . o + & o » » 6 7
Never bought cars of any manufacturer
twice in a row during period « « .+ . . . 1k ' 21
Owned only one car since 1946 , . . . .. 3
Not ascertained . o 4 o v o o ¢ o o o o & 1 -
100% 100%

%An asteriék (%) in any table indicates less than half of one per
cent.
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differerce in loyalty rates in Chicago and Rockford, while not

statistically significant, is in a direction contrary to expecta-
tionss

Tt was thought that the difference might have been attributeble
to the fact that a larger proportion of Rockford auto owners
were two~-car owners (19 per cent, in contrast to six per cent
among Chicago respondents)--as pointed out earlier, two-car
ounership automatically tends to reduce the apnarent repurc.iase
loyalty rate. However, when only single~car Owners are CoOI~
sidered, Fockford owners were still slightly less loyal than
Chicago owners, both as regards last purchase (48 per cent
loyalty among Rockford respondents who owned one car as sgainst
55 per cent among Chicago single-car cwners; and purchases since
1946 (24 per cent loyalty throughout the period among Rockford
one-car owners, as against 30 per cent among their Chicago
counterparts), '

Another possible reason for the difference might have been out-
of-towm buying: 26 per cent of the Rockford owners had bought
their present car out of town. However, this possible explan-
ation is ruled out by the fact that about the same percentage
of repurchase-loyval and repurchase-nonloyal people were found
to have bought their cars out of town.

Examination of the difference in personal backgrounds of

Chicago and Rockford respondents also fails to account for

the slight difference in loyalty: if anything, more Rockford
respondents tended to have characteristics that are associated
with higher loyalty rates (e.g., relatively more of the Kockford
people were older, more well-to-do, and owned their own homes.

Whatever the reasons for the slightly lower repurchase rate in Rock-
ford, its implications are:

(1

(2)

The finding may indicate that the number of dealerships in &
city for any given make may have, in itself, little effect on
the over-all lovalty rate. One would want to have the results
of studies for other communities before drawing this conclusion,
however,

The lack of much difference in repurchase rate makes it possible
to combine the Chicago and Rockford interviews into a common
pool so as to have larger numbers in analyzing sub-groups.
Throughout the remainder of this report, Chicago and Rockford
findings are reported separastely only when differences in results
in the two cities are highly relevant, However, the detal led
tables in the Appendix present separate results for the two
cities on almost every question in the survey.

Upgrading and downgrading in the aggregate

There exists among auto owners a normal tendency to upgrade over a
period of time, by shifting from used to new cars, or to better
models, or to more expensive makes. The strength of this tendency
to upgrade is seen in the results of this survey:
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In their most recent purchase of a car:
L7 per cent upgraded
30 per cent appeared to meintain the came level
20 per cent appeared to downgrade

3 per cent had bought only one car during the ten-
vear period under study

If all purchases since 1946 are considered:
L5 per cent were classified as upgradings
33 per cent appeared to maintain the same leveln
22 per cent were classified as dowmgradings

It is believed that the actual level of upgrading among avto owners
is higher than these figures might indicate, One reason is that the
sample for this study consisted of those who had bought their autos
frostly 1955 models) new; the owners of used cars would have a greater
upgrading potentisl. Ancther reason is that ownership of two cars at
any one time during the ten-year period would tend to reduce the ap=
parent rate of upgrading whenever one bought a "second" car. Further,
the information on past cars was not sufficiently detailed, in many:
instances, to provide sufficient grounds for classifying the purchase
as an upgrading. In any case, the findings do bear out the fact that
upgrading has been the norm in car-buying behavior, at least since
World War IT.

One reasonable assumption would be that upgrading in make of car is
achieved, when possible, primarily through buying a more expensive
make in the same manufacturer's line. The findings in this study
would put that assumption somewhat in question:

Two hundred sixiy-five respondents! most recent purchases were
classified as upgradings. Forbty~three per cent of these in-
stances involved a shift to a different manufacturer's line.
(Fifty-six per cent were purchases of a car of the same make
or at least in the same line, and the makes of the remaining
one per cent were not ascertained.)

One question to raise regarding these findings is: how many
f the line-crossing upgradings were, in a sense, "forced®
because there was nob available a higher-priced make in the
same line for the customer to consider? If one sets aside
hose instances of upgrading from a rake of car that did not
have another make in the same line that was just one step up-
ward (Mercury, and non~Pig 3 makes), one still finds that
L2 per cent of upgraders who readily could have bought another
make in the same line actually turned to the product of a dif-
ferent manufacturer,
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One may speculate on the reasons why so many upgradings are achieved
through crossing manufacturer's lines: one reason may be that an up- -
grading that crosses lines may be viewed by the purchaser--and repre-
seitted by him to his asscciates--as more of a status-enhencing step
than had he bought the next car ir the same line, since a cross-line.
upgrading may more readily be represented as a bilgger change than a
one-step in-line wpgrading.

In any case, the finding that a substantial proportion of upgradings
is achieved by crossing manufacturer!s lines does indicate that line-
loyalty is not necessarily firmly entrenched in the American auto pup-
chaser's set of values. The implications should be encouraging to
manufacturers who attempt to capbure a larger share of the market
through changes either in the product or in their marketing methods.

d. Delineation of "Loyalist! and "Switcher" groups

A major objective was to single oult groups of auto owners for com-
parison of the differences between those who had been loyal to one
make of auto over a considerable period of time, in contrast to
those who were conspicucus in their switching from one make to
another, Ouners were classified into groups as follows:

First, two small groups (those who had owned only one car during
the ten-vear periocd under examination, and those who currently
owned twc cars) were set aside because their inclusion would

have obscured the differences between "Loyalists" and "Switchers."
Those who had owned only one car during the ten-year period would
have swelled the ranks of. the "loyalists" spuriously; and most

of those who currently cwned two cars would have had an undue
effect on results for "Switchers, !

Next, the main bulk of the interviews (one-car owners who had
purchased two or more cars in the last ten years) were divided
into three groups:

£ ) )

"0f the Th two-car owmers in the sample, only 19 per cent had bought the same .
make of car last time, in contrast to 51 per cent of the one-car owners. Only
11 per cent of the two~car owners had bought the same make throughout the ten-
year period, as against 26 per cent for one-car owners,
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No, of Welghted
Interviews Per cent

(I) "Loyalists": +those who had bought
the same make of car throughout
the ten~year period + + « + &+ & 120 24%

(II) "off-and-on's": those who had
' bought different makes but all
from the same manufacturer; or
(more frequently) had bought cars
of different manufacturers but
had bought the same make twice in
ATOW o v o o o o« s o o o o o = 229 Lo

(ITT) "Switchers": had never bought the
same make twice in a row during
the ten-year period . . . . . . 107 21

The special groups previously set aside
were:

(IV) Current owners of two autos . . , h 12

(V) Had owned only one auto during
the period, hence unclassifiable
as to repurchase loyalty . . . 18 3

———— ee—

5L8 100%

It is seen that the modal repurchase behavior of this sample of auto
owners during the last ten years was of an "off-and-on" variety: :
the typical auto owner might have bought two cars of the same make
in a row, but over a ten-year period he switched makes to some ex-
tent.

This typical "off-and-on" behavior must be kept in mind for per-
spective throughout the rest of the report--even though, for pur-
poses of contrast, the analysis is focused primarily upon the dif-
ferences between the two extreme minority groups: the "Loyalists"
and the "Switchers,"* While most of the tables in the remainder of
this report present findings for only the "Loyalists" and "Switchers"
and the grand total, resppnses of the "Off-and-on's" and two-car
owners appear when relevant in the detailed tables in the Appendix,

Number of autos owned during the last ten years by persons in the
various sub-groups is worth examining, to make sure that classifi-
cation of an owner as a "Loyalist" or a "Switcher" is not merely a
reflection of a difference in . the number of cars bought. Theoreti-
cally, the more cars a person buys, the greater is the likelihood

*It is understood that the terms "Loyalists" and "Switchers" are used merely as
shorthand, and do not imply any value judgments regarding individuals in either
of the two groups.
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that he will appear as a "Switcher," Table 5 shows how many cars
were purchased since 19L6 by members of CGroup I-IV:

TARIE 5
WUMBER OF AUTOS PURCHASED SINCE 1946

Gp. 1 Gp. II  CGp, III Gp, IV
"oyale "Offwand- "Switch- 2-car Grand

ists™ on" ers".  Owners Totald
Purchased 1 car . . . . -3 -3 -% -% 3%
Purchased 2 or 3 cars . 81 37 76 19 52"
Purchased lj cars . . . 7 36 17 23 22
Purchased 5 cars ., . . L 12 L 2l 10
Purchased 6 or more cars _ 8 _15 _3 _3h 13

100% 100% 100% 100% 100%
No. of interviews . . . (120) (229) (107) (78)  (548)

aThe Crand Total includes the 18 persons (Group V) who had owned
only one automobile during the ten-year period.

It is seen that the "Loyalists" and "Switchers" are very alike in
the proportion that had two or three cars during the ten-year .
period. This indicates that the rather considerable differences
between these two extreme groups that are apparent throughout the
rest of the report are not simply a function of how many cars they
had purchased,

Table 5 shows that two-thirds of the "off-and-on" group had bought
four or more cars during the period under study. No doubt some re
spondents within this "off-and-on" group really "belong" in the
"Switcher" or "Loyalist" groups on the basis of their inclinations.
However, the reallocation of some "off-and-on" buyers to the Switcher
or Loyalist groups, perhaps on the basis of some ratio of loyalty

in relation to number of cars purchased, was ruled out because such
a reallocation might have introduced more artifactual influences in
the findings than the groupings as established,

OBJECTIVE CHARACTERISTICS OF "LOVALISTS" AND PSWITCHERS!

The last section described the process of isolating two extreme groups of
auto owners--the 2l per cent who were "Loyalists," who had bought only the
one make of car during the last ten years; and the 21 per cent who were
"Switchers," or had never bought the same make twice consecutively during
the same period. Again, for purposes of contrasi, most of the remainder
of this report are focused upon differences between those two groups. o
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Results for the other groups are presented in detail in the Appendix,®
To save space, many of the following Lovalist/Switcher comparisons present
principal findings rather than detailed tables, which appear in full in the

Appendix,

1. Differences in Auto Ownership Characteristics

TABLE 6
DIFFERENCES IN AUTO OWNERSHIP CHARACTERISTICS
Grand

Loyalists Switchers Total
(N=120) (11=107) {N=51;8)

a. Make owned at present

~~liore of the Loyalists owned,

Chevrolets:
BUiCk o ¢ 2 o 2 o o s o o 0B 9% 11%
Oldsmobile + . o« o . . o 6 7 10
Pontiac v v o v o v « » . 9 9 8
Chevrolet . . . . . . . . 39 28- 25
60 53" 5L -
Mercury v v « o o« o« « o « 3 6 6
Ford o . v v oo vu v . 22 25 2k
25 31 30
Dodge « v « v v v o v w7 2 5
Plymouth . . .. .. .. 8 pa 10
15 16 15
Other mekes . . . . . . . = - _ 1
100% 100% 100%
~-Ownership of medium-priced and
lower-priced makes was virtu-
ally identical for Switchers
and Loyalists:
Medium-priced (Buick, Olds., ) )
Pont., Merc,, Dodge) . . . . 31% 33% 10%
Lower-priced (Chev., Ford,
Plymouth) . .. ... .. . 69 67 59
Not ascertained . . . . . . . =~ - 1
100% 1004 100%

*The Appendix also presents findings separately for Chicago and Rockford respond-
ents, and for owners of the eight makes of auto covered in this study, These
findings are relegated to the Appendix in the interest of concentrating upon the
Loyalist/Switcher comparisons,
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TABLE 6--Continued
Grand
Loyalists Switchers Total
(=120) (¥=107) (N=548)

b, Year of model owned. !More Loyal-
ists had 1956 models, (The
sample was designed primarily as
a late-model ore; probably differ-
ences would be greater in a sample
of the general car-owning public.)

Model earljer than 1955 2% 3% 2%
1955 model . . . . . . 78 89 78
1956 model . . . . . . 20 8 20

¢. Used/Wiew purchases since 19L6.

With this late-model sample,
most present cars were purchased '
NEW: & & v + v o v v e e e 98% L% L%

More of the"Switchers" cars pur- o
chased since 1946 were used: 19% b 32%

d. Upgrading (change from used to new,
or to more expensive model or
make) 22

On most recent purchases, Switch-
ers upgraded more frequently:

Upgraded « v o & o = & L7% 67% L7%
Downgraded « « + + o+ . 6 23 20
Nc chenge; or change

not established . . L7 10 33

The difference is also apparent
in contrasting all purchases
since 1946

Upgraded « + « o . . . 36% 58% L5%
Downgraded . . . . . . 6 27 22
No change; or change

not established . . 58 15 33

%5 pointed out in Section A, 3¢, "Upgrading and downgrading in the
aggregate,” it is believed that upgrading was actually higher than is
reflected in these findings. Information on past cars often was not
sufficiently detailed to provide sufficient information as to whether
the purchase represented an upgrading or a downgrading. It was easier
to give a definite classification to a purchase when there was a change
in make., Therefore, the findings for Switchers are more valid than
for Loyalists, '
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TABLE 6--Continued

Grand
Loyalists Switchers Total
(B=120) _(W=107) _{N=EL8)

€. Length of time autos were kept:

As to last car disposed of, there

was 1itTle difference in propor-

tions of owners who kept them '

less than three years: . . . . . . Lhd 1% 52%

Including all cars bought since

1946 that were disposed of, dif-

ferences in the proportions of

cars kept less than three -years

also were Smalls o o o 4 0 o . . s 55% 50% 6%

f. Time of purchase of present car:

More than eight in ten in both groups
bought their car during the model
vear:

Bought prior to model year

(e.g., bought '56 in '55) 169 12% 17%
Bought in model vear . . 8L 83 81
‘Bought after mocdel year - 5 2

g. Series of present car:

Loyalists tended to a greater extent
to buy neither the most nor the least
expensive series of their make:

Most expensive series . . 19% 25% 23%
In-between series . . . 66 L8 5h
Least expensive series . 10 23 18
Not ascertained . . . . 5 L 5

h. Body type:

Relatively more Switchers owned two-
door hardtops:

Two-door sedan . . . . . 2h% 21% 19%
- Two-door hardtop . . . . 19 27 25
Four-door sedan , . . . 38 L3 37
Four-door hardtop . . . 11 2 8
Station wagon . . . . . 2 N 6
Convertible . . . . . . 2 2 L

Other types and
Not ascertainable . . L 1 1
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TABLE 6~--Continued
Grand
Toyalists Switchers Total
(11=120) {(=107) {N=5L8)

i. Accessories on present cars

Lovalists tended to have more of the
kinds of accessories that contribute
to driving ease (automatic trans-
mission, power steering or brakes);
and more Switchers had white sidewall
tires on their cars:

Automatic transmission . 79% 67% 7%
Power steering . « . . 2L - 19 27
Power brakes « + .+ « .+ 23 22 28
White sidewall tires . . 58 62 66
Gafety belts « « + + « & 5 2 6
(Nene of these) . . .. (12) (23) (15)
je Financing of present car:@

More Switchers (54%) than Lovalists

(L3%) said they financed their car:
Finance company . . . . 25% 32% 29%
Bank loan . « . . & .+ . 18 22 23
Paid cash (inc. trade-in) L9 38 Lo
Other arrangement; not

ascertained . . . . . 8 8 8

k. Mileage on present car:

Loyalists and Switchers differed little,
A few more Switchers had less than
10,000 miles on their present cars:

Less than 10,000 miles on

CAT & o o s o v » o o 25% 30% 25%
10,000 to 20,000 miles . 50 h5 L5
20,000 miles or more . . 25 25 30

1. Miles usually drive in a year:

There was little differénce:

Less than 10,000 miles in

VOAT v o o o o o s o o 395 36% 30%
10,000 to 20,000 miles ., L8 Lh L3
20,000 miles or more . . 12 16 21
-Not ascertained . . . . 1 2 1

2Tt is believed that more owners reported having paid cash than actually did
pay cash, even though the question deliberately encouraged owmers to admit
that they financed their cars ("How did you finance it--through a finance
company, or a bank loan?") However, the data appear sufficiently useful to
establish that a larger proportion of Switchers did buy their cars on credit.
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Differences in Background, or Group, Characteristics

The differences between Loyalists (those who had bought the same make of
car for the last ten years) and Switchers {those who never had bought the
same make twice during the ten-yesr perloa) on a number of census-type
variables are presented in Table 7.

TABLE 7

DIFFERENCES IN BACKGROUND CHARACTERISTICS Grand

Loyalists Switchers Total
(N=120) (N=107) (N=5L8)

a. DSex, Between 80 and 90 per cent
of both groups of respondents were
MEN: & 4 v 4 4 v 4w e e .. . 85% 89% 90%

b. Age. A material proportion of the
Toyalists were older:

Less than 30 years . . 8% 16% 147
30-39 years . . . . . 29 32 30
LOwbly years . . . . . 11 15 15
L5-L9 years . . . . . 8 10 13
50-59 yezrs . . . . . 26 1L 16
60 or older . . . . . 16 11 10

Not ascertained . . . 2 2 2

¢, Marital status., Differences were

unimportant:
Single v + . . . . 18% 22% 16%
Married less than 10 years 21 2l 26
Ten to 20 years . . . 20 21 25
20 years or longer . . 37 32 30
Years not ascertained L 1 3

d. Number in household., Switchers
averaged a larger number per

household:
One or two persons ., . 1% 28% 33%
Three persons . . . . 2L 29 25
Four or more . . . . . 35 L3 L2

e. Composition of household, Switchers
more often lived in larger house-
holdse~more children, more relatives:

One child at home . . 21% 26% 21%
Two or more children . 27 35 36
Parent , . ., . . . . 9 13 11
Brother or slqter . 7 9 6
Other relatives . . ., 8 10 9



-15-

TABLE 7--Continued ‘ Grand
Loyalists Switchers Total
(N=120) (0--107) (N=548)

£, Children gone Trom homz, While, as
Just reported, more Switchers had
children at home, the (generally
older) Loyalists had more children
who were no longer living in the
home ¢

Children not now living in household 30% 22% 23%

g. Net income previous year. A few more
of the Loyalists had family incomes
of $10,000 and up, even though they
averaged fewer wage-earners per

familys
Less than $5,000 ., . . . 10% 15% 12%
&/,ooo - g7 he9 Ll L6 Ll 38
w?,SOO - ¢9,999 . e e .22 28 24
$10,000 or more . . . . 16 9 22
Vot ascertained . ., . .. 6 L L

h. Expected income three years from now.2

A substantial number of both groups
expected an increase in income: The
proportion in the $10,000-and-up
anticipated-incone class doubled in
both groups:

Less than $5,000 . , . . 10% 11% o%
$5,000 = $7,L99 .. .. 30 22 22
%“73500 - ‘\339’999 * s o «x 20 Bh 2)-1-
$10,000 or more L . . . 29 18 3L
Not ascertained . . . . 11 15 1
A larger proportion of the Loyalists
answered that they expected to be in
the same income bracket three years
from now:b
Expect to be in higher bracketP . . 32% 39% 35%
Expect to be in lower bracket . . . 7 7 5
Expect to be in same income group , 50 Lo L8
Change not ascertained . . . . . . 11 1k 12

aThere Were six income groups: under B2, SOO 62,500 - $4,999, ¥5,000 - 57,499,
%7,500 - $9,999, $10,000 - $il,999, and { 15 000 or more.

bor all those anticipating an increase in income, L1 per cent expectea to
achieve it through wage boosts, 23 per cent expected a growth in business
which would mean more income, 17 per cent cited an expected promotion, and
11 per cent guessed that higher 13 iiving costs would necessitate higher wages.
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TARLE 7=-=Continued

i. Income in relation to age. Harlier
tabulations showed Switchers to be,
in the aggregate, relatively younger
and slightly lower in income, A
cross~tabulation of income and age
reveals that while Loyalists under
Ii5 were evenly distributed into two
income groups, the largest group of
Switchers was compesed of persons
under L5 whose last-year family
earnings were less than &7,500:

Under L5, income less than 47,500
Under L5, income §7,500 or more .

L5 or older, income less than
'(4‘”)7, SOO . * * . . L . - L3 2 - »

L5 or older, income %7,500 or more
Not ascertained . « « + o o o o .

Looking at the age/income information
in another way, it is found that:

Of the 152 Young/Poorer, 23% were
Loyalists and 25% Switchers

Of the 158 Young/Richer, 33% were
Loyalists and 22% Switchers

Of the 95 Older/Poorer, 1L# were
Loyalists and 18% Switchers

Of the 117 Older/Richer, 28% were
Loyalists and 1l% Switchers

j. FHome ownership, A4 larger proportion
of Loyalists owned their own homes:

Home owned by family member . . .
Home rented « & v &« « v v + « « &

Grand

Loyalists OSwitchers Total

(N=120) (N=107) (§=518)
28% 36% 29%
27 20 19
16 25 28
22 1 18
7 7 6

6L% 53% 59%
26 36 3k
10 9 7

Other arrangement; not ascertained
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TABLE 7--Continued .

Loyalists
(=120

Switchers
(9=107)

Grand
Total
(§=548)

i

Income in relation to home ownership.

The proportions of home-owning per-
sons with family income of less than
$7,500 were equal in both groups.
The Switchers had a larger propor-
tion of renters with incomss above
$7,500 (Cifference is not statisti-
cally significant with this size
sample),

Home owners, income less than
$7,500 ¢ v v o e 40w e e s 33%
Home owners, income 57,500 or
IIIOI'e'o.;....;q.-.. 27

Renters, income less than §7,500 18
Renters, income $7,500 or more . 7

Other arrangement; not ascertained 15

Income in relation to home ownership.
Prosenting Lhe home ownership/income
information the other way around, it
is seen that:

Of the 12l Owners/Poorer, 31% were
Loyalists, 2L% Switchers

Of the 186 Ouner/Richer, 20% were
Loyalists, 15% Switchers

Of the 110 Renters/Poorer, 21% were
Loyalists, 223% Switchers

Of the 7l Renters/Richer, 12% were
Loyalists, 21% Switchers

Socio-economic status. Interviewers
rated each respondent's status in
relation to living standards in his
city. Loyalists were somewhat high-
er in socio-economic status:

Higher status ("A" or "B") . . . . 39%
Lower status ("C" or "D") . . . . 59
Wobt rated o+ o ¢« 4 v o ¢ o o o o 2

However, there was not as much dif-
ference in the btwo groups insofar as
rating of the general socio-cconomic
status of the block in which the re-
spondent lived:

Higher-status ("4" or "B") block . 3L%
Lower-status ("C" or "D") block . 6l
Block not rated . « . o o o« . o 5

30%

22

22
1

-+

13

32%
67

30%
66
b

25%

31

20
13

11

L0%
58
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TABLE 7--Continued

Grand
Loya;lsus Switchers lotal
'\ (H—‘lu?\ (N 8)

m,

great ainnough Loyalists included

a £lightly greater proportion of
the higher-statis (professional and
business) occupations, Distribution,
for the six most frequent occupation-
al classes:

Professional, semi-professional . 17% 13% ' 13%
Business (proprietors, officiais) 18 1h 20
Clerical, s2les WOYK o « « o » @ 17 11 15
Craftsnmen, foremen, and similar

WOTK ¢ o o o o o o o« « o o s o 21 2 26
Machine operatives .« 4+ « « « o & 21 20 15
Service WOTKeTS o o o o o s « o » 3 10 5

n. Length of time respordent {or hus-
band) had been working for the same
concern, TWiCe as meny Loyaiists
as Switchers had worked for the same
concern 20 vears Oor more

Less than tWo VEars . + o« « « « 8% 17% 1%
Two tofive Vears . « v o o o - 15 17 15
Five o ten years , . . . . . .., 20 19 e2
Ten to 15 years . . . « v « o . . 17 12 12
15 10 20 y2aPS v 4 4 4 4 4 4 s 7 16 13
20 years or longer . . o o . . . 30 15 20
Not ascertained , . . . « . . . . 3 4 b

0. Previous job, UNot only did a larger
proportion of Loyalists report long-
er periods at thelr present jcb; but
more of them also spent longer per-
iods in their last previous jobs:

Up to three years in last previous
i ¥ P

JOB e e v e e e e e e e e e 8% 1L 12%
Three Up 10 18N YEarS 4 + « » + o 25 33 32
Ten years or 1onger « . « 4 « o « £0 3 39
Did not have a previocus job . . . 10 11 10
Not ascertained , . + « « o & « & 7 7 7

aWbmen (only 10 per cent of total sample) were asked their husbands!
occupations.
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\

Working wives, More Switchers re-

ported their wives as working at
either part-time or full-bime jobs
outside the home:

Wife had full~time job . . . . & .'

Part-time job outside home . . . .
No job outside home . . . & & + »
Respondent not married . « . . . .
Not ascertained . » = o 2 o &« & &

Father's oceupation, ILittle differ-
ence is discerned. A larger propor-
tion of Switchuers reported their
fathers as having jobs as craftsmen
or foremen:

Father professional or semi-pro~
fessional « o ¢ o o o 4 o o o »
Farmer or farm manager . . . .
Business (proprietor, mapager) B
Clerical, saleswork ., . . . . . .
Craftsmen, foremen, and similar
WOTK o o« o v o v ¢ e o o & ¢ a o
Machine operatives . . + . « « « .
Service workers . . . « 4 o 4 . o
1aborers . ¢« ¢ . o v s e 0 4 4 . s
Not ascertained . . . . . . . ..

Respondent!s education. More of the

Loyalists had been to college:

Eight grades or less . . . . . .
Some high school . . . . . + &
Graduated from high school . . .
Some college o o o o ¢ o o o o
Not ascertained . « « ¢ « « . &

* e e ¢ o

Father's education, More of the

Switchers reported their fathers had
not gone beyond the sixth grade:

Six grades or 1685 4 4 o » o o .
Seven or eight grades . . . . .
Some or completed high school .
Some CcOLleEe « o ¢ o o o o 0 o
Not ascertained . . . « . + . .

» * . ® [ ]

Grand
Loyalists Switchers Total
_(N=120) (11=107) (N=518)

16% 23% 23%
9 12 8
55 Ll 52
18 21 17
2 - *

L% L% 5%
15 17 1k
17 13 18
6 5 6
21 30 2h
il 15 13
5 b 3
10 9 11
8 3 o)

26% 25% 22%
1k 22 20
28 31 30
30 22 27
2 - 1

21% 31% 28%
33 31 32
16 19 15
10 3 9
20 16 16
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(rahd
Loyalists Switchers Total
(§=120) (11=107) (N=548)
t. Membership in organizations.2 The
two groups differed little in the
proportions belonging to some
group (three-fourths of each group),
and alse little in the types of
organizations in which they held
membership:
Veterans, military, patriotic ., . 5% L% 6%
Lebor UnionsS o o o o v o o 5 o 27 28 26
Civie or service (Xiwanis, etc,) 9 15 12
Political or pressure groups . . 1 - 1
Lodges, fraternal or secret
societies, sick benefit associ-
ations & 4 4 v 4 b e e e e e . 22 22 28
Church, religious organizations , 17 19 15
Economic, occupational, profes-
sioral . . . . . e e e e e e 15 11 13
Cultural, educational, alumni
as50Ciations & « « o« . o o o 2 5 3
Social, sports, hobby, recreation-
al ® - L - . o * 2 . . . . - - 9 8 9
Miscellaneous + o « o« o o « o o o 7 13 9
Belong t0 no organizations . . . 26 26 2
Not ascertained « + - » « v v o »  _3 _ L _3
(Some belonged to more than one S -
LIPE) ¢ o o o 4 o v o o o o o u 1437% 155% 1h9%
u. Offices held in organizations, Dif-
Terences were slight:
Never held office in an organi- :
2atI0N . v 4 v e e e e e e e 75% 70% L%
Office in one organization . . . 13 19 15
Office in two or more organizations 8 7 7
Not ascertained . . . . . . « . . N b L

eThe question asked: "Do you belong te any organizations--like civic groups,

lodges, church groups, unions, and so on? What organizations?"
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TABLE 7=--Continued Grand

Loyalists OSwitchers Total

(%=120)  _(N=107) _(N=EL8)

v. Recency of foreign origin. There
was 1o difference in proportion
of native-born in the two groups:

Native—bOTN « o « v o v w v u v 92% 90% ' 92%

But, a larger proportion of Switche
ers! parents had been emigrants:

Self or parent foreign-born . , 32% Lo 3L%
Grandparents foreign-bormn . . , 21 19 19
Great-grandparents or earlier . 10 1k 13
Don't know what generation . . 37 25 26

we Length of time in the neighborhocd.
Loyalists showed a slight (not sig-
nificant) tendency to have lived in
their neighborhoods a longer time:

Less than tWo 7ars « o« o o « « » 15% 20% 17%
THO 10 FOUP TEATS o + o o o » « o 16 15 16
Four to five years .« o « + « « & 7 6 8
Five tO ten years ¢ o « « o o o o 16 18 20
liore than ten vears . . . « « » L6 11 39
x, Where had respondent lived previous-
1ly? A larger proportion of Switchers
had never lived beyond their present
city or its suburbs:
Only in present city or its suburbs 59% 70% 66%
Other cities or towns in I1linois 15 13 13
States bordering on Illinois ., . 10 6 6
States not bordering on I1linois;
abroad . . . . e e 4 e e e e 16 1 1k
Not ascertained , . . + + « « . & - - 1
y. Religious preference and church at-
tendance: Differences according to
religious preference were slight.
Switchers reported slightly more
frequent church attendance (the
difference is not signifiecant):
Protestant religious preference .. 59% 52% 60%
CatholiC o v v w v o o o « o v & 35 36 31
Other; no preference . ... .. _6 _1o _9
100% 100% 100%
Attended services within a week . Lh% 50% L0%
More than a week through s month 21 18 23
More than a month up to a year . 16 2l 19
One year or longer; don't know 19 8 18

100% 100% 1002
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TABIE T-~Continued arand

Loyalists Switchers Total
(1¥=120) (1=107) (W=548)

z. Race. Both groups had an equal
proportion of white respondents: oL oL - 9L%

aa., Presidential preference.® There
was 1ittle difference of conse-

quence:
Eisenhower « « « « v v « &+ .+ & 60% 65% 62%
Stevenson . « . . 4 . . . . 27 2l 27
No preference; refused\to say 13 11 1k

bb, Interest in who will win the
election.@ Differences were nomi-
nal on this item, also:

Very interested o o o o « « 56% 52% 55%
Somewhat interested . . . . . 27 28 30
Not very interested . . . . . 16 20 1
Not ascertained o+ . ¢ « = . & 1 - 1

- SThe questions were, "Jhich man would you prefer to see win the presidential
election this year: OStevenson or Fisenhower?" and "How interested are you
~-in who will win the election--very interested, somewhat interested, or not
very interested?" ‘

These questions were not asked in interviews conducted after election day,
The numbers who were asked the question were: ILoyalists 79, Switchers
70, and Grand Total, 337. ’

It is recognized that presidential preference and interest in elections do
not quite belong in this table of "objective" characteristics.
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Summary of Differences in Objective Characteristics

Loyalists and Switchers were found to he similar in many respects, The

]

.o

principal differencss in this two-clty study are listed below

a., Differences in Aulo Ownership:

A larger proportion of Loyalists were Chevrolet owners
n n " " " had later models

noon n " Switchers had bought used cars in the past

v n n n had upgraded their most recent cars

L u % Loyalists bought an in-between series of car:
rneither the most, nor least, ex-
pensive series of their make of car

] " n " Switchers owned two--door hardtops

v U " Loyalists had accessories that contribute to
driving ease (avtomatic transmission,
power steering, power brakes). But--

" n " " Syitchers had white sidewall tires on their car

nooon n n i bought their cars on credit

b. Differences in Group Characteristics:

A larger propoxrtion of Lo&alists were older auto owners

" n n LA " had smaller households and ch1¢aren

living away from home
v " " n had incomes of {10,000 or more, But--

" n " " Switechers expected to be in a higher inconme
‘ bracket three years from now

oo n " Loyalists owned their oun homes. (Home owner-
ship was correlated with loyalty, re-
gardless of income level.)

v no " " were in the higher-status business
and professional occupationse-al-
though differences are not signifi-
cant

ren n n n had worked for longer periods in

both their present and most recent
jobs

won n n n did not have wives working
n " n n n had been to college

" " " n n were of ancestry that had been in
the U, S. many generations

A few more of Loyalists had lived in their neighborhoods for a longer
period of time; but a larger per-
centage of Switchers had never lived
outside their present city or its
suburbs.
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It is seen that the Loyalists and Switchers differed on some elements
in their recent auto ownership patterns and in their background char-
acteristics, The next section indicates that they differed even more
in their attitudes and tastes.

C. DIFFERENCES TN ATTITUDES AND EXPERIENCES

Farlier studies, particularly a recent one conducted by the Bureau of Applied
Social Research of Columbia University,® have shown that many auto owners '
have well-established and fairly sharply differentiated imageries concerning
various attributes of the different makes of automobiles, Most auto ouwners
have definite ideas even concerning the type of occupation and social class
of people who would be likely to drive the various makes of autos., It is not
surprising that the auto, as an object which has been so intimately associ=- |
ated with the daily lives of many million Americans and which has become so .
important in our economy in the last fifty years, has become endowed with a
personality to a degree that apparently does not apply to many other kinds

of material possessions, The process of personification of autos no doubt

is speeded up by the fact that it is the most highly visible and mobile pos~
session through which an owner can convey his tastes and style of living to
. .anyone he may meet,

This section of the report first delineates the differences between Loyalists
(again, those who have stayed with the same make for the last ten years) and
Switchers (those who never bought the same make twice in a row during that
period) in attitudes .that are rather directly related to the issue of auto
loyalty. 3

1. Attitudes Concerning Loyalty to Make of Auto

a. Reasons for purchasing one's make in preference to last make

A11 owners who had owned a previous car were asked, "When you got
your present car,”™ why did you get a ..., instead of (some other
make) (another ...)?" Follow-up questions included "What experiences
might have had some effect on your choice?” and "What other things
might have had some effect on your choice?”

Table 8 presents the reasons given by four groups of owners: the
separate Loyalist and Switcher groups, defined by their car-buying
behavior over the last ten years; and those who bought the same
make last time as the one just previous, as against those who had
bought a different make last time,

1\‘LRepcwI'teol in part in "The Market and Personality Objectives of the E-Car," reporﬁ
of the Marketing Research Department, Merchandising and Product Planning Office,
Speeial Products Division, Ford Motor Company, 1956.

rhe 12 per cent who owned two cars were asked these guestions regarding the car
that cost the most., Again, the Loyalist and Switcher groups are composed en-
tirely of one-car owners. Results for two-car owners are included in the Grand
Total, and are reported separately in Appendix tables,




Purchase price, trade-in,

‘ Prestige reasons: impres-
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In inspecting these figures, it must be remembered that the "Same®
colunn includes the Loyalists, and the "Different" column includes
the Switchers.

Answers in a given category may have been given in terms unfavorable
to the former make,. or in terms favorable to the current make owned.

TABLE 8
REASONS FOR BUYING PRESENT MAKE RATHER THANM ANOTHER' MAKE
Different : QGrand

Loyalists Switchers | Same lMake lake Total
(N=119)  (N=107) (N=270)  (N=257) (N=527)

good deal ¢ 4 o 4 . .+ . . ng li2% L5% 18% Lé%
+ Mechanical qualities or
performance « « « « o« o 57 30 51 35 Ll
- Styling, appearance, up-
holstery, colors . . . 25 39 29 35 32
" Handling or riding quali- )
ties; TOOM & & « & » o 17 35 2l 31 27
" Economy in maintenance;
mileage . . . . - . . 26 15 22 18 20
* Dealer or manufacturer
C factors . . . . . . e 20 12 18 16 | 17
- Influenced by others or %
advertising « + . . . . 6 39 6 27 ! 16
Specific features (e.g.,
power brakes) . . . . . 8 7 8 9 8
Habit; fear of the unknown % - 8 1

SIiVEe CAT ¢ 4 v o 4 o & 2 2 l 3 2 2
Miscellaneous other reasons - 5 - L 2
Not. ascertained or unclassi- §

fiable s & 8o o a2 e & o __-_: 2 ____l ___2_ ‘( --—-2—
(Some gave more than one ;

type of reason) . . . . 211% 228% ; 216% 228% v 2219

In interpreting the relative emphasis auto owners gave %o the
various reasons why they bought their current make of car rather
than some other make, it is of course entirely possible that the
actual motives may not have corresponded exactly with the expressed
motives, even though it appeared most guto owners attempted to an-
swer the question candidly, It is difficult for persons to analyze
their own motives correctly; and it is presumed that misinterpreting

one's own motives--or being unaware of certain influences on motives--
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will lead more often than not to an emphasis on the motives that the
person thinks he "ought to have," (For example, only two per cent
mentioned explicit prestige reasons--that they wonted to get an im=,
pressive cax--gven though it is established later that most anto
owners are somewhat sensitive to prestige considerations. )

fnother factor that can influence the expression of motives is tae
salience of a particular type of motive, For example, while a faive
1y well~to-do man actually might take eccoriomic factors into account
in his car purchases, he might tend to emphasize motives that are
of more concern to him than money.

However, at the very least the reasons given should tell us a good
deal about the values that are prevalernt among the significant refer-
ence groups (family, friends, social class) of Loyalists and Switche
ers,

In the aggregate, it is of interest to note that economic consider-
ations (purchase price, trade-in, good deal) were mentioned most
often, closely followed by mentions of mechanical gualities cor per-
formance. Styling and handling qualities were also mentioned by more
than one-fourth of the total.

Differences between Loyalists and Switchers that appear noteworthy:

Loyalists stressed relatively more often such factors as mechani-
Tal qualities or performance, economy in maintenance or mileage,
and dealer or manufacturer factors (good service, reliability,
personal relations or obligations involving 2 dealer or mante
facturer),

Switchers more often mentioned styling, handling or riding quali-
+ies, and the influence of other persons or of advertising.

It might be possible to characterize the Qggg}ists as stressing

reasons of an economic or "rational" character, and Switchers as
emphasizing reasons involving personal taste or personal influence.

Owners were also asked the reasons for their next-to-last purchase:
why they chcese that make rather than some othér. oince the results
were much the same as for the most recent purchase, the responses

on next-to-last purchase are not presented here; they appear in the
Appendix. -

Assumed reasons why "some people" are Loyalists

To measure the projection of Loyalists'and Switchers! views onto
"other people,’ as well as to get the benefit of auto owners' cbe
servations of car-buying behavior, the question was asked, "What do
vou think are the main reasons why some people will stick to one
nake of car for a long time?" The question was followed up by the
queries, "Jhat kinds of people tend to stick to one make of car?"
and "What else might make a person stick to one make--aside from
the kind of person he is?" The results are presented in Table 9.
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CHARACTERIZATION OF LOYALTY AND LOYALISTS ‘
By By Grand
Loyalists OSwitchers Total

(N=120) (N=107) 1=548)

Answers. in terms of reasons:

* Mechanical qualities or performance
" Purchase price, trade-in, good ded
- Habit, fear of the unknown . . . .
- Dealer or manufacturer factors . .
Economy in maintenance; mileage . .
. Styling, appesrance, colors . . . .
. Prestige reasons. « « v « o o« o « »
. Handling or riding qualities ., . .
Influence of others or advertising
Specific features (e.g., brakes) .

Miscellaneous other reasons . . . .

Don't know; not ascertained , . . . .

(Some gave more than one reason) .

Answers in terms of kinds of people:

Comments favorable to Loyalists . .
Unfavorable characterizations . . .
Specific but neutral comments . . .

Loyalists not characterized . . . .

73%
Il
30
21
19

!MHF—JI—'J:"\.AJOO

n
[®)
=
B

27%
L
1
28

1007%

56%
2
30
19
27

N w3

E..J

ate
3%

32
100%

61%
L2
29
2l

.22

[\»I—JHF'\"LO\OO

206%

215

10

37
3
100%

In the aggregate, the assumed reasons given by the total sample for
"loyal' behavior (Table 9) conform fairly closely in rank order to
the Loyalists! statements as to the reasons for their own behavior
on their most recent repurchase of their make of car (Table 8), at
least insofar as "mechanical qualities or performance" being first

and "purchase price, trade-in, good deal" being second,

"Habit!

was mentioned more often in talking about the loyalty of "other
people" than in talking about oneself; and "styling" was mentioned
more often in talking about one's own purchase behavior than in talk-

ing about others,

Loyalists mentioned relatively more often than Switchers the factor

of "™mechanical qualities or performance" as a reason for "ot

peoplets" sticking to one make.

mentioned "economy" as a presumed motive for loyalty.

her
Switchers more often than Loyalists
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It appears that Loyalists are viewed more often favorably then une
favorably, even by Switchers, although the general tendency among
Tespondents in both grouvps was not to pass a value-judgment upon
Loyalists. Even among the minority who s&id that they felt that
the person who switches makes fairly ofteén is using '"better judg-
ment," less than one~third ventured unfavorable comments about
Loyalists as people.

c. Assumed reasons why "some people" are Switchers

Paralleling the guestions regarding Loyalists, all respondents were
asked, "What do you thirk are the main reasons why some people will
switch from one make of car to another fairly often?" Follow-up sub-
questions were: "What kinds of people tend to switch fairly often
from one make of car to another?" and "What else might make a person
switch makes--aside from the kind of person he is?" The results
appear in Table 10,

TABLE 10
CHARACTERIZATION CF SWITCHING AND SWITCHERS
Dy By Grand

Loyaiists Swit hers .?ptal
(N=120) (N=107) (¥=54L8)

Answers in terms of reasons:

" Mechanical qualities or performance . . . 58% 50% 52%
Purchase price, trade-in, good deal . . . 30 3h 32
Styling, appearance, COlOrS « o« « + o + o 22 .36 26
One gets tired of the same car . « « .« o 23 28 26
Prestige reasons . . « « o« o o o o o « » 25 15 18
Dealer or manutacturer factors « . « « « S 12 11 12
Influenced by others or ads . e e e 8 13 g
Economy in maintenance; mileage . » . . . 7 8 7
Handling or riding qualities . . . . « » 3 3 3

. gpecific features preferred or disliked

(eege, Brakes) « o o« ¢ o v 0 o 0 0 1 3 3
Miscellaneous other reasons . + » « « « » - - 1
Don't know; not ascertained « o o+ » « o o _0 1 _6
(Some gave more than one reason) . . . « 195% 202% 194%

Answers in terms of kinds of peoﬁle:

Comments favorable to Switchers . « . . 5% 13% - 10%
Unfavorable characterizations , « « « 4 » L8 25 3L
Specific but neutral comments . . . .+ . . 28 .25 27
Switchers not characterized . . . . . . . 19 37 29

1009  100% 100%
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The two leading types of presumed reasons for switching~~"mechanical
- qualities or performance," "purchase price, trade-in, good deal,"
are the same as for the presumed reasons for loyalty, presented
earlier in Table 9, "Styling" and "prestige" were mentioned nore
often as & reason for switching than for remaining loyal, "Styling"
was mentioned relatively more often by Switchers, and "mechanical
qualities or performance" and "prestige" more often by Loyalists as
a presumed motive for "other people's" switching makes,

Apparently loyalty to make of automobile is a positive value, not only
to Loyalists but aiso to Switchers, A larger proportion of both groups
characterized Switchers unfavorably (Table 10) than had characterized’
Lovalists unfavorably (Table 9). :

Relative advantages of loyalty and switching

The results of this study indicate that there is an approximately
equal number of Loyalists and Switchers in the car-owning population,
Even so, questions on the principle of loyalty show that the majority
of Switchers, as well as Loyalists, feel that the Loyalist is exhibits
ing better judgment:

TABLE 11
IS LOYALIST OR SWITCHER USING ETTER JUDGHENT

"Generally spealting, who do you thinik is using better judgment--
the person who sticks to one make of car for a long time, or the
person who switches from one make to another fairly cften?"
, Grand
Loyalists Switchers Total

(W0=120) (¥=107) (11=5L8)

The person who SticksS o o o o + o & » 8L% 56% 65%
The person who switches . . . « . . . 9 29 22
Undecided 4 « v « o o & & ; e e e 6 1 12
Wot ascertained ¢« o o v ¢ « « o » o » . _ 1L _1 _1
100% 100% 100%

On a related question, regarding the relative financial advantages
of trade-ins, again a majority of Switchers as well as Loyalists
reported that loyalty was an advantage:



TABLE 12
RELATIVE ADVANTAGE OF TRADING SAME OR DIFFLREIT HAKE

"Some people say you generally get a better trade~-in when you go
+o a dealer who sells the same make, Others say you generally
get a better trade when you go to a dealer who sells a competitive
make, What do you think about this?

Grand
Loyalists Switchers Total
(N=120) (1=107) (w=5h8)

Generally better to trade same make 66% 63% 60%
Makes little or no difference « « o 8 8 13
Generally better to trade for a
different MaKe ¢ o s « o o ¢ + 19 23 20
It depends; no opinion; not ascer-
tained 4 » o » o ¢ & a ¢ o o s @ __Z __é __Z
100% 100% 100%

Makes that will be considered on next purchase

As a preliminary to asking what make of ecar they would be most likely
to buy next, respondents were handed a card on which were listed the!
names of all eight makes that were being studied, plus DeSoto, and the
interviewer asked, "When you buy your next car, which makes will you
consider at all?" Results are arranged in Table 13 by manufacturer
and then by price of car, '

TABLE 13

MAKES THAT WOULD BE CONSIDERED IN NEXT PURCHASE Grand

Loyalists Switchers Total
(N=120) (M=107) (W=5L8)

B.uj- Ck *« 5 ®. 8 ® & & * & & s » & & O 23% 32% 3 3 % h
OldsmObile 8 & € € s o A& s o e B 38 ‘ 3 8 LLO
POn'biaC . o L] - » L d * . 3 . - . * 18 16 17 i
Chevrolet o o o o o o s « o ¢ v = » g 37 - Lo
Mercury - - * L - L] - . L] - . . L L[] 20 2)4‘ ‘ 2 5l
Ford - S - L ] - L d L - L] L] - - a®n a 2 9 29 30
Des Otoa L J - L L. - - . - L ] * . + . 7 20 15
Dodge . L * * . - - [ 2 [ > * L3 * - 11 19 1’"’
Ply’nlouth L ] L 4 - -» L . - . . e - . * 211— 32 26
Other mfgrs.; not ascertained . . . _6 _5 8
(Many wovld consider more than one

make) s 8 a e 8 ¢ a2 ® & 8 & » o 223% 252% 2h8%

3peSoto is at a disadvantage in this comparison, because DeSoto own=-
ers were not included in the sample.
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Switchers said they would consider more makes than Loyalists. IMore
Switchers would consider Buick, LeSoto, and Plymouth, Leyalists!
relatively greater consideration of Chevrolet may merely reflect
the greater proportion of Loyalists! owning Chevrolevs (see Table 6,
eariier),

Oldsmobile and Chevrolet led in makes that would be considered,
foilowed, in order, by Buick, Ford, Plymouth, and lercury, with then
a distinctly smaller number of mentions of Pontiac, DeSoto, and Dodggq

These results are obviously affected by the presen’, make of car owned--
it was shown (Table 2) that Chevrolet and Ford owners together consti-
tuted about half the total sample, when properly weighted in propor--
tion to the relative sales of the eight autos, On a basis of what
proportion of present owners would consider their own make, the fol-
lowing ranlk order emerges: :

Per cent Would Consider No. of
Make Currently Owned Seme Make Next Time Intervieus
Buick 5% (75)
Oldsmobile g5 (67)
Plymouth 8L (69}
Chevrolet 83 (68)
Mercury 83 (70)
Pontiac 78 (64)
Ford 76 (67)
Dodge 68 (68)

(These differences must be interpreted with extreme caution,
because of the small numbers of interviews with owners of
each make of auto.)

After determining what makes would be considered for the person's
next purchase, the interviewer asked, "Which make of car will you
actually be the most likely to buy?" Results appear in Teble 1h.
TABIE 1l
MAKE MOST LIKELY TO BUY NEXT TIME Grand

Loyalists Switchers Total
(N=120)  (N=107) _(N:5L8)

BUICK o « o ¢ o« ¢ o o o o v o o o @ 3% 10% 12%
01GSMODILE & o 4 ¢ o « o o o o « o 11 1L 12
PonbiaC v v 4 4 v o o 4 0 s 6 s a0 s 10 9 6
Chevrolet v ¢« v v ¢ ¢ o s o o s s o« = 36 22 22
METCUTY o o o ¢ o o o o o o o o o » » 8 6 8
Ford.....-........... lh lo 15
DeSoto (no owners interviewed) . . . 1 5 3
DOAZE v« v o o o + o o « o o o s o o o 5 L L
Plymouth . . . . . . . .. ... .. 7 13 10
Other mfgrs.; not ascertaimed . . . . _ 5 _1 _8

100% 100% 100%
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More Loyalists than Switchers said they would be most likely to buy
a Chevrolet next time--again in part this reflects the fact that
more of the Loyalists were Chevrolet owners, Switchers were rela-
tively more inclined than Loyalists to menticn Buick and Flymouth,

The rank order ¢f the proportion of present owners who will be
the most 1ikely to buy" the same make is as follows:

Per cent "Most Likely to No. of

Make Currently Owned Buy" Same Make Intervieys
Buick 76% (75)
Oldsmobile 70 (67)
Plymouth 69 (69)
Chevrolet 69 (68)
Hercury 66 (70)
Pontiac 59 (6L)
Ford 57 . €67)
Dodge 57 £8)

(Again, these differences must not be taken too literally,
because of the small numbers of interviews with owners of
each make of auto.,)

The rank order of present owners! intentions of buying is identical
to the rank order of the makes they would consider, presented earller.

The general finding that about two-thirds say they would be "the most
likely to buy" the same make next time are consistent with the Crowel]-
Collier 1956 AutomotiveSurvey findings.® It is obvious, however, from
past repurchase behavior data in this and other studies that only ¢
about half, rather than about two-thirds, actually will repurchase the
same make,

Loyalists and Switchers were classified as such on the basis of thelr
past car-buying behavior, over the last ten years, Both groups were:

‘composed of owners of fairly new (1955 or 1956) automobiles; and it °

would not be expected they would differ a great deal in their satis~.
faction with their present cars. BEven so, Switchers were consistent:
in being appreciably less likely than Loyalists to say they would buy
the same make next time: .

Of those specifying a preferred make:
Grand
Loyalists oSwitchers Total
(N=116) (N=103) (N=521)

Plan to get same make they

have now . s o 8 & * & 9 @ 78% 58% 68%
Plan to get a different make  _22 _h2 32
100% 100% 100%

*0p eit., pa 15.
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f. Reasons for next-car preference

In much the same way as they were asked why they bought their present
make, auto owners were asked their reasons for their preference of the
car they would be most likely to buy next:

instead of (some other make) (another ,..)?",

"Why would you get a ..,-
the proper azlternative .

phrase varving according to whether the respondent planned to buy the’

same make as he had currently, or a different make.

summarized in Table 15,

TABLE 15

REASON FOR PLANNING TO BUY CERTAIN MAKE WEXT TIME

Mechanical qualities or performance .
Handling or riding qualities; room .
Purchase price, trade-in, good deal .
Economy in maintenance; mileage . ,
Styling, appearance, colors . . , . .
Dealer or manufacturer facéors . ..
Specific features (e.g., pushbuttons)
Habit; fear of the unknown . . . ..
Influenced by others or advertising ,

Prestige reasons: (new or expensive car,

iMpresSsive) « . v o 4 s o 0 o e s -
Miscellaneous other reasons ., . . . .

Not ascertained or unclassifiable . .

(Some gave more than one type of reason)

Responses are

Grand
Loyalists Switchers Total
(N=116) _(N=103) (W=521)
56% 57% 56%
37 L0 Lo
37 27 3h
30 31 28
25 32 28
15 12 15
5 7 10
13 - 7
3 10 6
1 3 L
% 1 1
- - 1
223% 220% 230%

Differences between Switchers and Loyalists on the reasons given for
their next-car preference were not as marked as the differences on
why members of the two groups bought their current make of car
(Table 8). As regards the next car, Loyalists put relatively more
emphasis on purchase price and trade-in value; and relatively more

Switchers mentioned styling.

Below is summarized the rank order of mentions of six leading reasons,
for Loyalists and Switchers, for buying their present make (Table 8)
and for buying their next car (Table 15). ' '
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Loyalists ' Switchers Grand Total

Present Make Next Make Present Make Next Make Present Make  Next Make
Performance Performance Price Performance Price - Performance
Price ~ Price Styling . Handling Performance Handling -
Economy Handling ‘People, ads Styling Styling Price
Styling Economy Handling Economy Handling Economy
Dealer, Mfg, Styling Performance Price Economy Styling
Handling Dealer, Mfg, Economy =~ Dealer, Mfg. Dealer, lifg., Dealer, IM;

The differences in aggregate emphasis upon various reasons for buying.
one's current car in contrast to those given for buying one's next car
(see "Grand Total" figures above) are understandable because of the !
greater emphasis upon price as regards last purchase. One may infer
that most respondents had done more comparison-shopping on their last,
car than they had on their next car. The greater emphasis on "handling
or riding qualities" regarding one's next car may reflect merely a difw
ference in one's point of view in talking about the future in contrasg

to the past--or it may reflect an actual change in potential customers'

interests in What they want most in a car,

. It appears the Loyalists were somewhat more consistent than were Switgh—
ers in their stated reasons why they bought the last and plan to buy °
the next car, This may reflect merely the fact that more Loyalists ip-
tend to buy the same make again. In any case, more Switchers mentiongd
styling and the influence of other people and advertising.

M8 L

g. Make and year of car liked most in the past

All auto owners in the sample were asked, "Of all the cars you've evér
owned, which one did vou like the most?" The makes and years are pré-
sented in Table 16, ' '

TABLE 16
MAKE AND YEAR LIKED BEST OF ALL CARS EVER OWNED
Grand
, Loyalists Switchers Total i
Make liked most: (¥=120). _(N=107) (=5h8). = -
Buj-ck [ 3 L) . L ] ® - - - - - - u% 7% 10%
Oldsmobile . . v o « o & » 6 7 9
Pontiac 4 o v o 4 4 s e 0 10 6 6
Chevrolet « « « « o o o 4 & 38 19 21
METCULY 4 & o o o o o o ¢ » 3 5 5
Forda . ... ... .. .. 22 16 19
DOGEE o« « « v o o o o« o » & 6 5 5
Plymouth . . . . . . ... 8 13 10
Some other make . . . . . . * 19 12
Owned no other cars;
lake not ascertained . . . _ 3 3 3
100% 100% 100%

Year of car liked most:
19I5 or earlier . « + « o 9% 10% 10%

1946 through 1954 . . . . . 18 28 25
1955-56 model respondent

NOW OWNS o + o + o o o & 70 62 6L
Some other 1955-56 car ., . 1 - *

Not ascertained . . . . .. _2 U .
100% 100% 100%
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As regards make of car liked best of all cars ever owned: Loyalists'
relatively higher p“eference for Chevrolets may well be attributable
_ in part to Loyalists' ownlng more Chevrolets., Switchers' greater
preference for Plymouths is in line with their greater ownership of
Plymouths., Switchers' greater preference for some other car than the
nakes listed, and their liking for older models of Tars, indicates
that more QWltcners than Loyalists had a nostalgia for formerly-owned
makes which no longer commnand much of a share of the total car warket

The foliowing listing, of the percentages liking their current makes - -
(not necessarily their current cars) the most, provides additional
perspective on owner satisfaction with his own makes; There was rela-
tively little difference among owners of the various makes:

, : v Per cent naming same make . Na;. of
Make Currently Quned - as liked most of all owned Interviews
Budek ElajA (75)
Metrctry 79 (70)
Oldsmobile 78 -§67)
Plymouth 78 £9)
Chevrolet ‘ 7h (68)
Dodge 7h (68)
Forg 69 (67)
Pontiac 68 (6L)

(Caution is needed in interpreting these findings; the number of
interviews are small.)

As to the year of car liked best of all the cars one has ever owned,
several implications are apparent:

Relatively few owners of fairly new (1955-56) cars were think-

ing of pre-World War II cars as somehow "Better.," Only ten per
cent of this two-city sample mentioned a 19L5-or-earlier model

as liked best among all the cars they had ever owned.

More of the Sv1tchers than Loya¢1sts mentloped a 1946-5L model
of car,

That most owners of fairly new cars are quite well pleased with
their current makes of car is indicated by the fact that two-
thirds mentioned their current car as the one they liked best
of all the cars they ever had,

The reasons people gave for liking most the meke-liked-most-of-all-
ever-owned are presented in Table 17.
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TABLE 17

REASON FOR LIKING CERTAIN IIAKE BEST OF ALL MAKES EVER OWNED

Grand
Loyalists Switchers Total
(N=116) (W=105) (¥=531)
Mechanical qualities or performance €0% 50% 60%
Handling or riding qualities . . . s 6l 57
Economy in maintenance; mileage . 27 - 36 37
Styling, appearance, colors . . . 32 18 22
Specifit features (e,g,, overdrive) 19 . 19 21
Purchase price, trade-in, good deal 6 10 7
A1l other reasons . . + v « « .+ . 12 9 9
Not ascertained ., ., .. . . .. _2 - 1
(Some gave more than one reason) . 203% 206% 21h%

h,

As in the:reasons for buying their present makes rather than another
nake (Table 8), the reasons offered by Loyalists for liking a certain
make best of all they had ever owned were similar in that the Loyal-
ists mentioned performance a little more often than Switchers did.
However, one reversal in responses is that whereas Switchers mentioned
styling more cften in talking sbout their present make, Loyalists :
mentioned styling more often in talking sbout the make they had 11ked
best of all the cars they had ever owned.

Make and vear of car liked least in the past

The makes and years specified by Loyalists and Switchers as liked
least of 21l cars ever owned are presented in Table 18.

On meke of car liked least, the principal differences between Loyal-.
ists and Switchers were that more Loyalists were unable to single out
any make they had owned as liked least (it must be remembered that
they have had only the one make for the last ten years), and that more
Switchers mentioned some make other than the eight primary ones that
were under study--mostly "minor league" makes,

Relatively few (only nine per cent of the total) mentioned a 1955 or
1956 model as liked least. A majorlty mentioned pre-war or wartime
models, This is still another indication that the present-day auto-
mobile is, in general, considered to be a pretty good one.

Sixty per cent of Loyalists, as against L1 per cent of Switchers,
mentioned liking least some model prior to 19L6.
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TASIE 18
MAKE AND YEAR LIZFD LEAST OF ALL CARS OWIED

Grand
Loralists Switchers To?al
Hake liked least: (W=120) (10=107) (W=50,8)
BUuick o v o o o ¢ s o s v o 3% 1% v
Oldsmobile o ¢ v o s o 2 o 5 1 .2
Pontlac « v o o ¢ ¢ o o oo a 6 3 6
Chevrolet + v v v ¢ v ¢ & + & 15 20 17
VerCUry v v + o 4 o o o o « o 1 2 3
Forda , . . .. .. ..... 21 21 20
DOGEE v v ¢ v v v v v o e e s 3 11 6
Plyr‘ﬂ~outh * . . - . - - s - L] 12 8 10
Some other make . . . . . . . 9 25 17
Owned only one make . . . . . - - 2
Can't say; no answer . . . . _25 8 13
100% 1007 100%

oe

Year of car liled least (1= 90) (= 96) (N=L6L)

Model prior to I%W0 . . . . . L8% 35% 38%
194G through 19U . . o .. . 12 6 13
1946 through 1949 . . . . . . 25 2l 20
1950 through 195L .+ . . + . . 5 29 20
1955 0r 1956 . . v . . . . . 9 6 9
Mot ascertained . . . . . . . __;} - ok
100% 100% 1007

Taille 19 summarizes the reasons given for liking a particular make
least,

TABLE 19

REASON FOR LIKING CERTATN MARKE LEAST OF ALL MAKES FVZR OWNED

Grand
Loyalists Switchers Total
(W=120) (§=107) (1=16h)

A M"lemon" mechanically or in

its performence . . « . + . 7% 71% 76%
Expensive maintenance; poor

mileage o o v o v 4 e 4 e .o 19 31 25
Difficult to handle; poor ride 19 28 2l
Poor styling, vision, colors . L 13 10
Disliked specific features

(eeg., Ooverdrive) . . . . . 10 9 9
Problems with dealer or nmanu- v

facturer . . .+ ¢« o o ¢ « o 2 3 L
A11 other reasons . . . . . . 3 3 3
Not ascertained . . . . . . . . o 2 2
(Some gave more than one reason)  138% 160% - 153¢%
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Toyalists had fewer complaints than Switchers. Tnhis tendency is con-
sistent with the finding (Table 18) that une-fourth of the Loyalists
were unable to single out some make as liked least among the cars
they have owred. ’

i, Rating of "Big 3" manufacturers on cars and service

Attitndes toward the three principasl manufacturers were touched on
briefiy in the interview through the question, "Now, Itd like you
to compare the Chrysler Corporation, the Ford Hotor Company, and
Ceneral Motors on %wo points: Which one of the three do you think
makes the best cars? Which one do you think has the best dealer
service departments?"* The answers are presented in Tabie 20.

L
<

TABLE 20

RATINGS OF BIG 3 MANUFACTURERS ON CARS AND DEALER SERVICE

Grand
Toyalists Switchers Total
(N=120) (N=107) (N=5138)

~--makes the best cars:

~ Chrysler Corporation . . . 23% 27% 21%
Ford Hotor Company . . . . 17 14 15
General iotors . . . . . 58 51 57
Can't decide o v v » « 2 6 7
Not ascertained . . . . . _ = A _2 _®

100% 100% 100%

--has the best dealer
service department:

Chrysler Corporation . . . 4% 12% 11%
Ford Motor Company , . . . 20 23 23
General Motors o « & + @ 51 L0 Lk
Can't decide ¢ . « « + & 15 20 20
Not ascertained . . . . . _ = _5 _2
100% 100% 100%

General Motors was rated best by a majority on the question of cars,
and by a plurality on the question of dealer service departments. "
Tn part this advantage in esteen is related to the distribution of
the makes of the three manufacturers in the total market: of the

"Questions on the "next best! cars and dealer service departments were also
asked, thus making possible some kind of 1-2-3 ranking of each of the companies
on both points. Because the 1-2-3 rankings resulted in a large number of "not
ascertained" for persons who could give their first choice but not their second,
the rankings are not utilized in Table 20, They appear in the Zppendix,

*Tt is recognized that the dealer service departments are not the direct responsi- | .

&

bility of the manufacturers, although certain service standards are prescribed
in dealers! franchises.
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eipght makes covered in the survey, more than half the cars owned were
.Genaral Motors cars, 30 per cent were Ford Motor Company cars, and

15 per cent were Chrysler products (see Table & a., earlier). It is-
seen that the Chrysler Corporation fared r2latively better than the
Ford Motor Company in the rating of which mapufastarer makes the besty
cars; and that in the rating of dealer service departments, Ford and’
Chrysler stood in approximately the same relationship as the disbri-
bution of their makes (Mercury and Ford, Dodge and Plymouth) in 195
sales,

Relatively more of the Loyalists than Switchers rated General lotors
best on both cars and dealer service departments; the differences are
not significant, and may merely reflect the fact that move of the
Loyalists (60 per cent) had General ilotors cars than did Switchiers
(53 per cent).

The following tebulation of ratings by owners of the three companies!
cars show that: :

General Motors was rated best on both counts by more of the
owners of Genersl liotors cars than was true cf own-conpany
ratings of owners of other cars, Owners of Ford Motor Company
cars were least "loyal' to the company on the question of which
company makes the best cars. Owners of Chrysler Corporation
cors were least "loyal" to the manufacturer of their make re-
parding the cuestion of dealer service departmentS,_

Cwners of makes mamufactured by:

Chrysler Ford Hotor Ceneral Motors
Corporation Company (Buick, Olds,
(Dodge, Plymouth) . (ifercury, Ford) FPontiac, Chev, )
(W=13L) (N=13L) (¥=275)
--makes the best cars:
Chrysler Corporation . (68%) 19% 11%
Ford Motor Company . . . 9 (L2) 2
General Motors . . . « 17 30 (81)
Can't decide; not ascert. _6 9 _6
100% 100% 100%
--has the best dealer
service departments: :
Chrysler Corporation . . (32%) 8% 7%
Ford Motor Company . . . 15 (52) 10
General Motors . « . . 2L 18 (63)
Can't decide; not ascert. _29 22 _20
100% 100% 1C0%

j» Right length of time between trades

The issue of time-between-trades is relevant to an analysis of auto
loyalty in that a rapid turnover should lead to an increase in loyalty
because of more frequent reinforcement of dealers' relationships with
the same customers and lessened customer dissatisfaction because of
repair bills or lower trade-in values on cars kept beyond some opti-
mun trade-in point. If the majority of auto owners become convinced



k.

) ~hb=

that a relatively short time-between-trades ig to their advantage,
sales would ircrease and it is assumed that loyalty would aiso ine
crease,

Earlier (Table 6 e.), Loyalists were seen to keep their cars for a

slightly shorter period vetween trace-ins than.Switchers; the results
were not statistically significant, :

Table 21 presents a comparison of Loyalists' and Switchers! views
on the optimum trade-in period,

TABLE 21
OPTIIWF PERIOD BLTWEER TRADES

"What would you consider to be about the right length
of time for you to keepr a new car before trading it in?"

Grand
Leyzalists  Switchers Total
(11=120) {W=107) (li=548)

One year or 1858 . « . « + ..» » 10% % 7%
More than one year through two , 28 2h 31
More than two through three . , 28 66 25 56 28 66
““>re than three through four . . 13 8 10
Yore than four through five . . 13 20 1
Six yeérs orlonger . . . ... 3 8 Ly
Don't know; not ascertained . . 5 _8 _6

' 100% 100% 100%

Sixty-six per cent of Loyalists, compared to 56 per cent of the
Switchers, mentioned three years or less.

Sixteen per cent of Loyalists, and 28 per cent of Switchers, men=
#ioned a period longer than four vears.

Loyalists did appear to approve in principle a shorter time-~between-
trades than did Switchers, This, of course, does not in itselfl
prove the assumption that shortening the trade-in period will in-
crease owner loyalty; but at least the findings are not inconsistent
with that assumption.

Best time to buy a new car

Another assumption was that more Lovalists than Switchers would buy
their cars soon after the new models come out, primarily because
those who are already "sold" on a given make of car would have less
motivation than others to take a longer time to shop around or to
see whether any "bugs" would develop in the new model, However,

no differences between Loyalists and Switchers in this particular
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sample (composed largely--78 per cent--of owners of 1955 models) were
found as regards time of purchase (see Table 6 f.) About 85 per cent
of both Loyalists and Switchers bought their cars during the model
year: e,gs, a 1955 medel, usually released in late 19%h, was usually.
bought in 1953.

The following question was asked, "What do you think is the best time
to buy a new car: when they first come out in the fall, or just before

the next new modsls come out, oF some time in between?" Responses
appear in Table 22,

TABLE 22

BEST TIME TO BUY A NEW CAR

» Grand
Loyalists Switchers Total
(W=120) (w=a07)  (m=5LB)

When they first come out « o + 1L% 10% 13%

Just before the next new models 33 L5 L2

(Volunteered) After next model

T8 OUL 4 0 v e s e e s e e s 1 L 2

Sometime in between .+ 4+ « o o 38 3L 37

Mo OPifion o o « v « o » o o « o _9 T _6
1003 100% 100%

Switchers and Toyalists here show no grealt difference on what is

the best time to buy a new car, Forty-nine per cent of the Switch=
ers, in contrast to 39 per cent of Loyalists, say they think the
best time is either just before the new models come out or to geb

a car from leftover stocks after the new models are out, The find-
ings, then, appear to be in line with the assumption that Loyalists
might tend to buy earlier in the model year. '

The most important finding from this question is that only 13 per
cent said they thought the "best time to buy a new car" was when
the new models first come out in the fall.

A follow-up question was asked, "Why is that the best time to buy
a new car?" Table 23 presents the reasons given, divided accord-
ing to the time specified as "best."
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TABIE 23

REASONS FOR BEST TIME TO BUY A NEW CAR

Those saying Those saying "Just before Those saying :
"When they first come cut" next new medels" "Some time in between”
(N= 65) (N=222) o (N=212)

Less depreciation .. ..L2% Better deal then . . . 93% Better-made car . . . 5“%

Have "new" car longer .35 DBetter-made car . .. 8 Better deal . . . . L7

Better deal then . . . 34 Depreciation advantage

Prestige considerations 10 Would have "new car! .

Avcid seasonal trouble 1 Avoid the rush . . . .

Avoid seasonal trouble 15

Depreciatior advantage 9

Avoid the rush o . . ﬂ

7
2
Better-made car . . .+ 3 Avoid seasonal trouble 1  Would have "new" car §
1
1

Other reasonsy MA . . 10  Prestige . . . . . . .

Other reasons: NA é

Wo answer o+ o« ¢« & « &

(Some offered more
than one type of

reason)

o v e .. 41357 113% 1337

The reasons given by the small group (65 persons) saying '"When they
first come cut" are not religble statistically because of the small
mumber in the group. One may infer that if we take their answers

at face value, those advocating early buying are at least as con-
cerned about having a car that is factory-fresh as they are concerned
about getting a better deal. ’

Almost all of those saying "Just before the next new models" mentioned
the "better deal" they thought they would get by buying late,

It appears that the majority of the car-buying public remains to be
convinced that they can get just as good a deal on a car if they buy
when the models first come out. Most of the owners in this study
said they thought they would do better if they waited a while,

Summary of attitudes concerning loyalty to make

In the reasons they gave for buying their present make of car:

Loyalists emphasized mechanical qualities or performance, price,
and economy of operation, in that order,

Switchers laid relatively greater emphasis than Loyalists on
style, the influence of other people or advertisements, and
handling or riding qualities.

The Loyalists' responses appeared to emphasize reasons that might be
given by a rather logical "economic man," while the Switchers! re-
sponges showed less conmistency--and relatively more influence of
rather immediate envirommental factors and of personal taste or whim.
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The ideal of auto lovalty (as reflecting "better judgment“) was accept-
ed in principle even by a majority of Switchers; and comments about
the kinds of pecple who stick to one make were generally more favor= . .
able than comments aboub people who switch makes rather frequently.
Even so, 42 per cent of those classified as Switchers on the basis of
their past buying behavior still intended to switch again on their
next purchase,

More Switchers than Loyalists appeared to have a nostalgic feeling for
formerly-owned makes which no longer are prominent in the auto market,
However, majorities of both groups said they liked their present make!
Uthe best! of all makes they had ever owned; and all evidence indi-
cates that the consensus among this sample of auto owners was that

the present-day automobile is Jjust generally a well-regarded product.

General Motors was rated by a majority of both groups as making "the
best cars," and by a plurality (4O per cent among Switchers, 51 per
cent among Loyalists) as having "the best dealer service departments.'
The Chrysler Corporation was rated second on its makes of cars, and
the Ford Motor Company second on its dealer service departments. Own-
ers of Ford Motor Company cars were least "loyal! on the question of
which company makes the best cars; and owners of Chrysler Corporation
cars were least "loyal" regarding dealer service departments,

Relatively few (less than 15 per cent) of either Loyalists or Switch-
ers said they thought the best time to buy a new car was when the new .
models first come out in the fall., lost persons in the majority that
regarded it wiser to buy later, gave as their principal reasons that .
they could get a better deal later, or that they would run less risk*
of buying a car with early-model "bugs" in it.

Dealer Factors and Car-Buying Experiences

Theoretically, lLoyalists should tend to be more loyal to particular deal-
ers, and should shop around less, than would be true of Switchers,. To -
examine differences between Loyalists and Switchers in their car-shopping
behavior and their relationships with dealers, a number of questions were
asked about their most recent purchase, supplemented by attitude questions
regarding dealers and car-shopping in general, ;

=38

Number and sequence of dealer visits

The data in Table 2L were derived from responses to the question,

" "Now, getting back to your present car (that cost the most): Which

dealers! places did you visit before you bought the car? Try to
remember every dealer. Let's start with the very first place you
went to, and take the visits in order. Count as separate visits
the various times you may have gone back to a place you had visited
before. Where did you buy the car?"
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TABLE 24

PLACE OF PURCHASE IN RELATION TO SEQUENCE OF VISITS

Grand
Loyalists Switchers Total
(1=120) (N=107) (N=5h8)

Visited only one dealer, bought

THETE o o o o = o o o o o o+ » 36% 15% 27%
Visited two dealers, bought from

fj—I‘St » . £ ] * L - - - - - ~ . L] , 7 l“ h
Visited three dealers, bought :

from first . « « o ¢ ¢« o o o . 3 1 2
Visited four or more, bought

from first . . . . . ... .. F 3 3
(Total buying from first dealer) - L6% 23% ‘ 36%
Visited two dealers, bought at

e T O 1.1 16 1k
Visited three, bought at second . 2 5 3
Visited three, bought at third . 8 17 12
Visited four or more, bought at

second to next-to-last dealer 3 11 7
Visited four or more, bought from :

lost dealer « o 4 o « o o o s 25 28 27
(Total buying from other than

the first dealer visited) . . 53% 7% 63%
Bought from private party; lot

ascertained « « . « » o o 4 o o __1 - _1

100% 100% 100%

A substantially larger proportion of Loyalists visited only one.
dealer and bought their car from him, Further, recombining data
from Table 2l in another way, it is seen that of those who visited
more than one dealer, more of the Switchers bought their cars in
~ the last place they visited:
Grand
Loyalists OSwitchers _Total

Visited two dealers, bought at

SECONA 4 + 4 4 v b e e e e e s 15% 16% 1%
Visited three dealers, bought at

third L . * . . . . L] L L ® . . 8 17 12
Visited four or more, bought at ,

1aS'b e » 8 o w & ¢ » & 2 o . e 25 28 27

8% 1% 939
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Another recombination of the dealer-visit data shows that the modal
or most usual behavior of Lovalists was to visit only one dealer;

and the most usual practice.of Switchers was to call on four or
more dealers:

Grand

Loyalists Switchers Total

Visited one dealer o + o . « . . (36%) 15% 27%
Two dealers « v ¢« v o o o o o 22 20 18
Three dealers .+ ¢« v o ¢ s+ 4 o a4 13 23 17
Four ormore . . « « o« o o o « « 28 (42) 37
Private party; not ascertained . _ 1 - _1

100% 100% 100%

»

That the average car-buyer deoes at least some shopping around is
indicated by the finding that three-fourths of the perscrs inter-

viewed visited more than one dealer, and 53 per cent did not return

“to buy their car in the first place they visited.

Other findings, presented later in this section, indicate that
dealer loyalty was a factor in Loyalists' one-stop purchases,
However, it appears certain basic differences in outlook on how

to go about buying a car are largely responsible for the Switcherts

making more dealer visits and tending to buy in the last place he
visits. The rest of this section describes these differences.

Table 25 shows that while about the same proportion (half) of
Loyalists and Switchers visited other dealers that sold the same
make they purchased, fewer Loyalists visited dealers that sold
other makes:

TABLE -25

SHOPTING FOR OTHER MAKLS

Grand
Loyalists Switchers Total
(N=120) (N=107) (9=548)

Visited ore dealer, bought there , -  36% 15% 27%
Visited other dealers selling same

make as purchased . « o « o o c1 53 52
Visited dealers not selling same

MEKE & v o o v v 4 o o o o v . 30 58 Ll
No dealersj; not ascertainable , . 1 - : 1

(Some visited both types of dealers) 118% 126% 12L%
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b.  Out-of-town buying

One would assvme that more Lovalists would have bought their cars in
their own cities, since most Switchers shopped around a good dsal
more than Loyalists. However, Table 26 shows there was no material .

difference,
TABLE 26
OUT-0F-TCWN SHOPPING
Grand
Loyalists Switchers Total
Bought in his own city . . . . + . 83% §3% 83%
Bought out of tOWR 4 4 o o + ¢ « & 16 12 16
Not ascertained . . « « v « + « & _ 1 - 1
100% 1003 100%

It has been noted earlier that, contrary to expectations, a slightly
larger percentage of Rockford respondents (in comparison to Chicagoans)
were qutchers, even though it had been supposed that with the limit-
ed number of dealers in Rockford, more of the residents of Rockford
would be Loyalists because of lesser compebition for their purchases.
While it is true that a larger proportion of Rockford owners (26 per
cent) had bought their cars out of town, in compariscn to six per cent
out-of-town buying among Chicagoans in the sample, out-of-town bujlng
could not account for the Rockford people's lesser loyalty--because,
as we have just noted, Loyalists and Switchers differed little in the
proportion buying out of town.

¢, Previous purchases from last dealer

Forty-one per cent of the Loyalists, 15 per cent of the Switchers,
and 29 per cent of the total persons interviewed, said they had
bought one or more other cars from the same dealer that sold them
their present car,*

%
Twenty-one per cent of the Chicago, and 37 per cent of the Rockford, respondents
were "repeat' customers.,
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TABLE 27

PREVIOUS PURCHASES FROM DZALER

: Grand
Toyslists Switchers Total
Bought from first dealer visited,
had bought from him before o « « »  26% 7% 167
Bought from dealer visited later, :
had bought from him before . . . 15 8 13
Bought from first dealer visited,
had not bought from him before . . 20 16 20
Bought from dealer visited later,
had not bought from him before . . 38 69 50
All O'bheI'S o 5 & & & & & b e 8 o+ e __1- ____: ____"_]_:
| 100% 100% 100%

To summarize--the Loyalists:

~--bought more frequently on the first visit, and from a
dealer they had bought from before.

d. Reason for buying present car from certain dealer

Responses to the guestion "Why did you buy it there instead of
somewhere else?" are summaried in Table 28.

TABLE 28

REASON FOR BUYING FROM CERTAIN DEALER

Grand
Loyalists Switchers Total
(N=119) (N=107) (N=540)

Good financial deal; prices clear , 60% 75% 70%
Connections, obligations to dealer 23 15 21
Dealer proxXimity o+ o o o o o » o o 16 18 17

Behavior of dealer personnel (poiite,

low-pressure, friendly) . . . « « 7 10
Service department reputation . . . 13 1 9
Reliability: they stick to their word 9 3 8
Dealer reputation; referred by others 9 L 8
Advertising, salesroom displays . . 3 1 3
Dealt there previously; used to them 6 - 2
A1l other YeasonsS « « « « o o + « 3 I L
Not ascertained + « o « « ¢ « & . _2 3 1

(Some gave more than one type of .
TEASON) o o o« o o o o o » o o o o 152% 131% 153%
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These reasons cannot be taken entirely at face value: as with all
questions asking someone to introspect regarding his motivations, -
responses may be slanted toward socially acceptable reasons. How=
ever, the distribution of reasons is consisient with the general
interpretaticn that the Loyalist tends to'he influenced consideradbly
by considerations other than price, while a Switcher tends to mini-
mize considesrations other than short-term financial ones,

Loyalists, in genmeral, thought up more reasons why they bought their
present car from a certain dealer, and they gave relatively more em-
phasis to connections or obligations, the dealer's gervice department,
and the dealer’s reliabliity and reputation, Switchers materially
exceeded Loyalists oniy in their mentioming the good financial deal,

e. Satisfaction with last "deal"
Table 29 shows that a few more Loyalists rated the deal they got when
they bought their present car as either "Very good" or "Bebter than
average," Two-thirds of the total persons rated their deal as at
least "Better than average."
TABLE 29
SATISFACTION WITH LAST DTEAL
"What kind of deal do you think you got when you
bought your present car--very good, better than
average, about avérage, or somewhat poorer than
average?!
Grand
Loyalists Switchers Total
{W=120) (N=107) (N=548)
Very g00d v v v o v ¢ ¢ o 0 v + .+ & 36% 26% 32%
Better than average &+ + o + « « o & 33 32 33
About average « « ¢ ¢ 4 4 4 4 . . W 29 36 - 32
Poorer than average « o « o« o » o « 1 6 3
1\.!0 opini on [ ] . . - L3 . L . . . * * 1 - 'X‘
100% 100% 100%
Hardly any in either group would concede that they had made a "Poorer
than agverage" deal.
f. Service departments

Table 30 presents answers to two questions: where did Loyalists
and Switchers take their car for repairs; and how did they rate
the service departments of dealers that sold the make of car
they omwned,
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TARLE 30
SERVICE DEPARTMENTS OF DEALERS

Grand
Loyalists Switchers Total
(W=120) (5=107) (N=548)

"Where do you generally take your car for
repairs--to (NAME OF HIS MAKE) agency, or
somewhere eise?

Authorized agency for that make , . . 75% 50% 62%
Somewhere €1S€ . + « o o « ¢ o s o o 19 Lo 26
Equally divided + » v « & & « 4 o o » It L 5
Had had no repairs oncar . . . . . . _2 _6 7
100% 100% 100%

"Would you expect the service department
of a (NAME OF HIS MAKE) agency to do
better, not as good, or about the same
quality of work on your car, compared
to other garages?

Expect authorized agency better . . . 78% 6L% 75%
Mot 25 2008 o v ¢ v v o o ¢ 4 o 4 o u L 14 6
About same quality of work . . . . . 15 20 17
No opinion; not ascertained .'. « e _3 _2 2
100% 100% 100%

Although majorities of both groups patronized and thought better of,
authorized dealers, fewer Switchers either patronized such dealers?
service departments or rated their work better than that of other
garages., Thus the evidence accumulates that the Switcher tends more
than the Loyalist to regard the dealer as only a middleman between
him and the manufacturer, and to have less faith in dealers' services,

ge Who are the "good" dealers?

Table 31 shows the makes sold by local dealers who were rated "good,"
and indicates the relative proportions of Loyalists and Switchers
who named the dealer from whom they bought their current car as a
"good" dealer, '
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DEALERS NAMED AS "GOOD" DEALERS

Grand
Loyalists Switchers Total

(N=120) {W=107) (§=51L8)

ho are the good dealers, of any make,
in (WAME OF CITY)?2

Buick dealer named o + o o o o ¢ o o o 13% 13% 15%
0LASMODILE o « s o o o o = s = o o o o 10 8 10
Pol-ltiac L ] . » L] ° . L] L ] » . » - L . L ] 11 9 11
Chevrolel o v o o « o o o o o o o o » il 28 30
Mercury e v e e e s s e e e e 1 10 iz
Ford . . - . . L] . ° » » * A4 . - . . - 26 2)‘1 26
) b
DESOLO. o a o b v e e e e e e s 5 12 7
DOdge o o ® 8 ¢ s 8 ¢ v 3 e ¢ e = .« . 9 19 11
PLYMOUE o o o o o o o o o o o o o o o 16 2L 17

Other mokes--same mamufacturer as for

hisowmn car . . . + « « . . 7 11 8
Other makes—udlflerent mamifacturer . 11 13 13
Can't think of any good dealers ., . . 15 25 21
Not ascertained 4+ « o o o« o « o o o o _ 6 2 _5
(Some mentioned more than one make) ., 181% 198% 186%

(N=119)  (N=107) _(¥=5L0)

Mentioned as "good" the dealer from

whom he bought his Ccar « + o = o » & 59% Loz L6%
Did not mention his dealer as tgood, "
bul mentioned others . . . . . » 21 33 28
Can't think of any good dealers; not
ascertained . . 4 0 4 e e e e e v _20 27 _26
100% 1C0% 100%

ere respondent was new to his city, he was asked about the dealers in the
last towm in which he lived,

bAgaln, DeSoto was at a disadvantage in this question, since the sampllng
plan provided only for coverage of owners of the elght other makes speci-
fied.
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As to makes of cars sold by dealers termed "good": differences be-
tween Toyalists and Switchers may reflect primarily the differences
in ownership patterns in these two groups., ZLoyalists, more of whom
mentioned Chevrolet dealers, nurbered a great proportion of Chevrolet
cwners; and more Switchers owned Dodges or Plymouths and also named
dealers of these makes as "good,"*

Fewer Switchers than Loyalists mentioned as "good" the dealer from
whom they bought their current car, evem though Switchers tended
to name a great number of dealers and thus more of them might have
mentioned their "own" dealer if they had so desired. One infers
that Switchers simply had less confidence in the dealer with whom
they did business,

h., RBeasons why certain dealers are called "good"

Table 32 delineates the reasons given by Loyalists and Switchers for
thinking of certain dealers as "good" ones., The table is based only
on those respondents who could think of dezlers they would call 'good!
-=79 per cent of the Loyalists, 73 per cent of the Switchers, and Tl
per cent of the total persons interviewed,

| TABLE 32
REASONS FOR RATING CERTAIIN DEALERS AS mGCODM

"What is there about these dealers that makes you call them fgood! dealers?
(FOLIOW-UPS: Vhy might you like to trade with them? What kinds of exper-
ience have you had with them? What have you heard about them?)"

Based on those rating a dealer as "good":
Grand

Loyalists Switchers Total
(M= 93) (8= 80) (9=L01)

Their service departments . . . . . . L5% 51% L8%
Stand behind product, keep promises . 53 L7 L7
Behavior; low-pressure, friendly . . 26 Lo 31
Good deal, charge what they say . . . 36 33 28
Hearsay, general reputation .« « . . . 22 18 20
Have connections there . . . . . « . L 3 6
Advertising, displays « « « o o o » 8 1 3
Special services (e.g., courtesy car) 2 3 2
Habit; used to them « + « &+ « « + . & 1 3 1
A1] other reasonsS 4 o« o o « o « « « & b 1 3
Not ascertained . + ¢« « v o + v o & & 3 _- 2
(Some gave more than one reason) ., . 20h% 200% 191%

*As mentioned before, DeSoto was at a disadvantage becavse current DeSoto owners
were not covered in the survey. The mention of Plymouth dealers, however, may
have been somewhat inflated by the fact that at the time of this survey the usual
practice was for all dealers in Chrysler Corporation cars to be "dual dealerships":
all sold Plymouths along with a higher-priced make (Chrysler, DeSoto, or Dodge).
Thus in Rockford, where there was only one dealership for each of the Ceneral
lotors or Ford lMotor Company makes, there were three dealers who sold Plymouths.
This may account for. 21 per cent of the Rockford respondents! mentioning a Ply-
mouth agency as “good," in contrast to 13 per cent among Chicago respondents,
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Differences between Loyalists and Switchers in their reasons for
nominating certain dealers as "good" were not substantial anc are
subject to fairly hich unreliability because of the relatively few
intarricws on which a compariscn might be based, It is possible
that the Switchers? tendency to meniion somewhat more often the
behavior of dealer personnel may be an indication of a greater
Tendency among Switchers to be more sensitive or wary in their
relaticons with dealers! representatives,

The chief point in the results in Table 32 is that customers
in general emphasize service departments and standing behind
the product to a greater extent than considerations sucn as
the price of the car, when they are thinking about toe char-
acteristics that distinguish "gocd" dealers from other dealers.

i, Who are the undesirable dealers?

Paralleling the cuestions on "good" dealers, respondents were asked
whether they knew of any dealers in their city with whom they would
not want to trade. Table 33 shows the makes sold by dealers termed
Wndesirable, and alsc the proportions who named the dealer from whom
they bought their current car as one with whom they would not want
to trade again,

TABIE 33
UNDESIRABLE DFALERS

"Are there any dealers here in (NAME OF CITY, OR PREVIOUS TOWN IF NEW IN
CITY) you wouldn't want to trade with? Who?"

Grand
Loyalists Switchers Total
(N=120) (N=107) (11=5L8)

Buick dealer named o« « « o o o o »

. 6% 5% 5%
O1ldsmobile o v v o o + ¢ « « o o 2 11 8 11
PontiaC . » ¢ v o o s o s o o o o @ 2 3 3
Chevrolet W v v o o « o o « o o o o 6 5 7
HMETCULY o « « o o o + o o o s s « o 6 2 h
FOd 4 o v o o« n s 0 0 e e e 19 22 20
DeSO'bO e * - . - » 3 * . . * . . . l 2 l
DOGEE o« o o o o = a o o o o o o o o 3 5 5
PLymouth o o o o o « o o o s « o o = 3 6 6
Other makes--same manufacturer as
fOr NisS OWN CaT + v v « & 4 o & & 5 6 7
Other makes--different marufacturer 9 - 8
Can't think of any » « « o« o « + « ok L5 b5
Not ascertained o« « « o « o o o » » _ L _9 _8
(Some mentioned dealers for more
thar orne TAKE) o v o o o « o o + » 125% 127% 130%

(N=119) (¥=107) (¥=5L0)

Would not want to trade with dealer

from whom he bought car ... . . . 3% 11% 6%
Mentioned only other dealers as un-
 desirable . 7 . s s e s e e e e il 36 h3
Can't think of any undesirable deal-

ers; not ascertained . 4+ + . + .+ 56 53 51

100% 100% 100%
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Loyalists and Switchers differed little in the relative frecuency witﬁ
which they mentioned their not wanting to trade with rcrtain dealers :
who sold specified makes.

It is noteworthy that sbout half of this sample of auto owners were
unable or unwilling to name some dealer as undesirable,

Mmong specific makes, Ford dealers were mentioned most often as un-
desirable, It should be pointed out, so as not to reflect unfairly
upon the Ford agency in Rockford, that the majority of those mention-
ing a Ford agency were from Chicago,

That individual agencies do develop reputations, good or bad, that

circulate among the general car-buying public is indicated by this

comparison of Rockford and Chicago responses {(Rockford had only one
primary agency for each meke):

For one make, only three per cent of Rockford respondents named
a dealer of that make as one with whom they would not want to do
business, in contrast to 12 per cent mentions for dealers of that
malze in Chicago,

For another make, 21 per cent of Rockford respondents named a
dealer of that make as undesirable, in contrast to only one per
cent in Chicago.

Reasons why certain dealers are considered undesirable

Table 3L summarizes the reasons given for not wanting to trade with
certain deslers. Since less than half named some dealer as unce-
sirable, the differences between Loyalists and Switchers are hased
on too few interviews to enable one to make any hard-and-fast comn-
parisons. "

The summary of types of responses (in Table 3L) as well as the gen-
eral color of the detailed ccmments from which the summary has been
prepared, is that most people said they would avoid a dealer because
they thought he was dishonest or unreliable, and nobt just because of
his prices.

As regards advertising: while the total number mentioning advertis-
ing in an adverse way was relatively small, it may be of some signi-
ficance that most such mentions concerned television advertising.

A number cormented that "all" the dealers who advertised on TV were
to be given a wide berth,

Again, comparisons of Loyalists and Switchers on these reasons is
illeadvised because of the small number of persons in each group
who naned some dealer as undesirable., It may be that Loyalists
depend relatively more on hearsay in deciding to avoid certain
dealers. ‘
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TABIE 3L
REASONS FOR. CCNSIDERING CERTAIN DEATERS AS UNDESIRABLE

"fhy wouldn't you want to trade with these dealers? (FOLLOW-UPS: TWhat

kinds of experiences have you had with them? What have you heard about
them? )"

Based on those rating a dealer

as one with whom he would not
want to trade:

Grand

Lovalists Switchers Total

(n= 47) (N= 53) (N=267)

Don't keep promises; don't stand

behind their product . , . . . . 1,8% L5% L2%
Service departments unreliable or

EXPENSIVE 4 @ o o o« o o o o o » 28 3k 35
Bad financial deal: overcharging,

gyp al‘tiS'tS a & e ¢ @ [ ] . . . 32 35 Bh
General reputation, hearsay . . . 38 21 30
Personnel: . high-pressure, dis-

COUTEEOUS o v o o o o o s o o o 2l 15 2l
Advertising media (e.g., TV) or

type of advertising ., . . . . 16 13 12
A11 other reaSonS o + o o o » » 2 L 3
Not ascertained . . . .« . « . . . - - _1
(Some gave more than one response) 1882 167% 181%

k. Responsibility of the dealer beyond the warranty period

New cars are sold with a warranty that the dealer will make adjuste
ments that are necessary because of existing defects, without cost
to the buyer if drawn to his attention within a certain specified
reriod or prior to the accumulation of a specified mileage. Since
it was suspected that a good many people would expect a dealer to

. 'make it good!" even after the warranty had expired--and that more
Loyalists than Switchers would feel that way--a question was included
to cover the point. See Table 35,
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ABLE 35
RESPONSIBILITY AFTER EXPTRATION OF WARRANTY

"Suppose you bought a new car and something went wrong with it after the
warranty period was over, Hew much responsibility do you think the dealer
ought to take--full responsibility, some responsibility, or no responsi-
kility?"
‘ Grand
Loyalists OSwitchers Total
(N=120) (N=107) (N=51,8)

Full responsibility « o o o o o » o &« 17% 11% 16%
Some responsibility v v « 4 o a4 . . . 55 62 59
No responsibility « o o o o o o o « & 21 21 20
No opinion; not ascertained . . « . . _ 7 _6 _5
| 100% 100% 100%

About three~-fourths of both groups said they felt the dealer "ought
to" teke at least some responsibility, even after expiration of the
formal warranty period.

The aggregate results imply that dealers who attempt to hold their
customers to the formal terms of the warranty are likely to find
that most customers feel that the dealer's moral responsibility
extends somewhat beyond the specifications in the warranty.

1. Dealer-switching on a price basis

Conversations with dealers prior to the survey indicated there zre
some notions prevalent among dealers that the "average" customer
will switch from a favorite dealer to another dealer if the price
differential exceeds a certain small amount., To test whether
Switchers would be more inclined than Toyalists to switch dealers
on a price basis, the question was asked: at what point would
customers switch? Results appear in Table 36,

The question is an hypothetical ore. It assumes that car owners
have a favorite dealer; and we have seen that many do not. Further,
it does not take into account the many factors other than price
that operate to determine one's choice of a make and a dealer;
consequently, the results cannot be used directly to predict the
exact price differential ab which the average custore r would switch
dealers. However, results should give some indication of the rela-
tive price-mindedness of Loyalists and Switchers.

AN
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TABLE 36

DEALER~SWITCHING ON A PRICE BASIS

"Suppose you got a price on a new car from a dealer you liked to do business

withe

How much cheaper would another dealer's offer have to be to make you

do business with him?"

Grand
Loyalists Switchers Total
(N=120) - (8=107) (y=548)

Tess than 50 o o v o o o e « o o o 5% 9% 7%
$50 50 $99 4 4 4 v b w s b e e e e 17 12 - 1l
100 10 $199 4 .k e e v e e e e e 26 31 29
$200 10 $299 4 4 4 e e e e e e e 20 18 03
$300 10 $399 v v v e b e e e e e e 9 5
UOO 10 $H99 v v v e e e e e e e e 1 3
B500 OT MOTE v 4 o o o o o o o o o o 7 7 7
DON'S KNOW 4 v o o o o o o 2 « o s o 19 9 9
Not @Sked v v v v o o 4 0 o a0 o _ 2 b _3
100% 100% 100%

m.

The modal, or most-often-mentioned, figure was between 100 and
$200., Loyalists and Switchers did not differ greatly in the
dollar amounts they mentioned; but considerably more Loyalists
just were unable to name a figure., The inference is that the
question of price is somewhat more salient to the Switcher, who
has revealed his greater price-consciocusness earlier, when asked
his reasons for past purchases.

Self-rating of one's bargaining sbilities

In the report for the Phase I qualitative study preceding the two-
city survey, it was hypothesized that Switchers, by and large, would
enjoy bargairing with dealers more--and would be better at bargaining
--than Loyalists, on the grounds that bargaining would be more dis-
tasteful to the Loyalist for reasons of status and a difference in
values.® Tt was beyond the scope of this particular study to develop
ways of assessing the actual relative bargaining prowess of Loyalists
and Switchers; but they were asked to rate their own abilities. See
Table 37. ‘

ats
b

« Cit., Pe 29.




SELF-RATING OF ABTLITY TO BARZAIN WITH DEALERS

YHow gocd do you think yvou are at bargaining with car dealers, compared to
the people you know--better than average, about average, or not as good as
average?"
Grand
Loyalists Switchers Total
(N=120) (11=107) (N=5L8)

Better than average . « « « « o « o « 11% 15% 16%
AbOut AVETAEe « « o ¢ o » o o 0 0 o o 56 g6 56
ot as good a5 AVEYAZE .+ « o « o « o 26 28 25
Noopinion + . o ¢ ¢ v ¢ v s o o o &« T 1 _3
100% 100% 100%

A few more Loyalists are seen to be uncertain about their bargaining
abilities than is observed for Switchers; the difference is not sig-
nificant,

Results of this self-rating may not reflect the actual relative bar-
gaining abilities of Loyalists and Switchers. One may tend to give
oneself the benefit of the doubt when challenged by such a guestion.
Also, it may be that some rather wretched bargainers associate pri-
marily with others who are equally poor at car-bargaining, and thus
have in mind a low standard of bargaining ability in rating themselves.

It is of interest to observe that more persons rated themselves "not
as good as average" than responded "better than average," perhaps
indicating that quite a few auto owners feel at a disadvantage in
negotiating with dealers,

n, Sumary of dealer factors and car-buying experiences

Tyice as many Loyalists as Switchers visited only one dealer when
purchasing their last car. Further, Loyalists who had gone to
several dealers tended more often than Switchers to return to the
first dealer visited to purchase their car. Typical behavior among
Switchers, on the other hand, was to visit a number of dealers (in-
cluding those selling makes other than the ones they finally bought),
and to buy their cars from the last dealer visited.

Forty-one per cent of Loyalists, and 15 per cent of Switchers, re=
ported previous purchases of other cars from the dealer who sold
them their present cars,

In their reasons for buying their present car from a certain dealer,
Loyalists gave greater relative emphasis to the connections or obli-
gations they had had vis-a-vis the dealer, the dealer's service, and
his reliability and reputation. Switchers' reasons centersd heavily
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upon the good financial deal they had made with the dealer.

Few (less than ten per cent) among either group would concede that
they had made a "poorer-than-average” deal in buying their current
car,

Switchers appeared more than Loyalists to view the dealer as merely
a middleman between himself and the manufacturer. Switchers had
less confidence in authorized dealers! service deparirments,

In describing the charascteristics of specific dealers they called
"good," and other dealers they would not want to itrade with, both
Loyalists and Switchers put more emphasis upon service departments
and integrity in living vwp to commitments more than other consider-
aticns, such as the price of the car,

Most owners said they would expect dealers to take at least "some"
responsibility if something went wrong with a new car after the
formal warranty had expired,

Reference Group and Identity Factors Involved in Lovalty

The analysis of the differences betwesn Loyalists and Switchers described
in this section involve issues which have reasonsbly clear implications
as to the avto ouner's significant reference groups and his conceptions
of himself: his identity. Admittedly, since man is a social being and
car-buying is a social phenomenon, almost any question related to auto-
mobiles might be classified as having "reference group" or "identity"
implications; thus the selection of items for this section has been
rather arbitrary,

a, Self-rating of level of information about autos

The assumption is that loyalists will be actually less well informed

© than Switchers about the features of the later models of cars, be-
cause loyalty and lack of informaticn should be reciprocally related
--a person who has finally decided upon a make of car will have less
motivation to keep himself up-to-date on other makes; and a person
whose knowledge about the various makes is limited will be likely to
cling to the make with which he is faniliar rather than to take
chances with unknown makes. Properly, an "information quiz" would
be needed to establish how well~informed a person is regarding cars;
but such a quiz was ruled out because of the length of the interview,
Instead, an effort was made to get some idea of relative levels of
information by asking respondents to rate themselves, Their answers
appear in Table 38.

Thirty-two per cent of the Switchers, in contrast to 21 per cent of
the Loyalists, rated themselves as at least "somewhat better informed"
than average about the late models of cars,
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‘TABLE 38

SELF-PATING OF LEVEL OF INFORMATION ABOUT CARS

"Tn comparison with the people you know, how well-informed about the late
models of cars would you say you were—-much better informed, somewhat
better informed, about average, or somewhat less well informed?"

. Grand
Loyalists Switchers Total
(N=120) (1=107) (W=548)

Huch better informed o« o o o o o o + » 10% 11% 11%
Somewnat better . . v 4 0 v o o 4 .. 11 21 18
ADOUL BVEYage v o o o o o o » o o 4 65 55 58
Somewhat less well informed . . . . . 1L 13 13
No opinion o v o s o o o s v v o o o = _- "
100% 100% 100%

The question arises: might the difference between Loyalists and -
Switchers have been a function of age oniy, since Loyalists tended
to be older, and older people tend to be less well-informed ahout
the late models? Separation of the responses of older and younger
Loyslists and Switchers shows that about an equal proportion of
vounger and older Loyalists rated themselves as above average in

their level of information, whereas materially more of the younger
Switchers than the older Switchers said they were well-informed.

Proportion rating selves "much"
Number or "somewhat" better-informed
Interviewed on the late models of cars:

Under 45, all persons . « « « » (316) 32%
" Toyalists .. ... . (5W) 20

" SUitohers o « « o .+ ( 68) L5

- L5 or older, all persons . . . (223) 2k
n Loyalists « « o o « & ( 65) 26

u Switchers + + « &+ « & ( 35 11

The older Switchers thus are seen, on the basis of evidence gathered
through a very few interviews, to have been the group least well-
informed on late-model cars--if one takes their self-ratings at face
value; and it is plausible that a person who will admit he is not
better-informed than the average actually has some grounds for his
self-estimate, since the normal temptation would be to say one is
"average" or better in level of information. The older Switchers
in this survey thus were either less well informed or more modest
than others, -
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Thus it appears as though younger and older Switchers may differ
more in their characteristics than the younger and older Loyalists:
at least, the two Switcher groups differed more in their self-
ratings ¢f fevel of informatlon on'newsr cars than did the young~- .
er and older Loyalists, It will be seen that other evidence, pre-
sented later, bears out the existence of other differences between
younger and older Switchers, '

Exardining the self-ratings of level of information of respondernts
when rearranged in other groupings, it is seen that relatively more
men and college graduates gave themselves a higher rating on infor-
Tation about late-model cars; but that those above and below 7530
in last year's income rated themselves about the same:

Proportion rating selves "much"
Number or "somewhat® better-informed
Interviewed on the late modeis of cars:

MENl o« o o o o o o « o o s o {Lhs9) 31%
WOMEN « o v o e o « o o o o ( L) 1l

Less than nine years! i L
5¢hooling + « + .o 4w o s (111) 23

Some high school to some

college o « v « v o 4 4 s (355) 18
College graduate . « . . . ( 79) 35
Income less than $7500

TearlY « v v o o o o o . (25L) 30
‘Income $7500 or higher . . (277) 28

b. The terms in which Loyalists and Switchers describe themselves

Tt already has been established that Loyalists tended to be older,
more settled in their jobs, more well-to-do, married for a longer
time, living in smaller households, and betier-educated than were
the Switchers (see Section B). So much for the establishment of
objective differences; the question is, are there any differences
in the subjective ways in which Loyalists and Switchers view them-
selves?

A partial self-description was provided by Loyalists and Switchers
in response to a word-choice question, The respondent was handed a
1ist of seven occupations (Doctor, Plumber, etc,®), and asked to
underline any of the 17 words "that would seem to go with a person
in that occupation." He then was asked to underline any of the 17
words he would be "most likely to think of' in connection with hirme
self, The responses of the 32}y persons who described themselves
Through ‘this word-choice procedure are presented in Table 39,

"See Section D for a fuller description of the technioue, and for word choices
on the seven occupations. This technique was experimental in nature, and was
dropped in mid~-survey after enough interviews had been obtained to vield pre~ -
liminary findings. Thus the results in Table 39 are based on 32 interviews
rather than 5}8.
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TARLE 39
SELF-DESCRIPTION THROUCGH WORD-CHOICE
"Here is a l1list of eight occupations. There is a 1ist of words under each occu-

raticn.  Please rsad these words quickly and underdine the words that would seem

to go with a person in that occupation, You may underline as many words as yow
like,"

+ss "As you think of VOUPSFUF which words are you most likely to think of?

Loyalists Switchers ~ Grand Total®
(M= _77) (= 6L) (=320)
Per cent Per cent rer cent
Words Chosen Choosing Words Chosen Choosing Words Chosen Choosipg
Dependable 63% Dependable 70% Hard worker - 69%
Hard worker €2 Hard worker 70 Dependable 63
Family man 53 Family‘man 60 Family man 63
Cautious 51 Respected 58 Respected 50
Conservative b7 Cautious \ Lo Cautious L9
Respected L6 Plain L5 Regular guy i
Regular guy L5 Regular guy L3 Mature Lo
Mature 36 Conservative Il Conservative Lo
Plain 35 Mature 3L Plain ko
Aggressive 23 Successful 28 Aggressive 27
Well-educated 20 Young - 28 Successful 25
Leader 19 Agoressive 2h Young 22
Successful 19 Rugged 16 Wellmeducated 18
Rugged 18 Well~educated 14 Rugged 16
Young 16 Leader 9 Leader 15
Sports car owner 6 Attractive It Sports car owner 6
Attractive h Sports car owner 2 Attractive I

¥Aga1n, this question was asked only in 32h interviews rather than in the full
sample of 548, Please see footnote on preceding page.

. In the aggregate, the 32} respondents who participated in describing
themselves, through choosing appropriate words from the 17 descrip-
tive terms provided, put a heavy emrhasis on terms connoting incons-
spicuous yet solidly virtuous attributes: thard worker,' "dependable "
"family man," "respected,” "cautious." To what degree these were the
respondents! most candid self-identifications, and to what degree the
responses might have been influenced by a desire to appear modest
cannot be determined,
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In comparing self-descriptions of Loyalists and Switchers, responses
carnot be taken very literally because of the small number of re-
spondents to be compared (77 Loyalists, 6l Switchers). These dif-
ferences did appeer; to what extent they were occasioned by chance
could only be determined by accumulating more interviews:

More Loyalists than Switchers described themselves as:

"Jell-educated" (Loyalists 20%, Switchers 1h%, It was shown
earlier that more Loyalists were well-educated. )

"Leader" (Loyalists 19%, Switchers 9%.)

Fewer Loyalists than Switchers described themselves as:
"plain® (Loyalists 35%, Switchers L5%.)
uSuccessful" (Loyalists 19%, Switchers 28%.)

"Young" (Loyalists 167, Switchers 28%. It was shown
carlier that more Switchers were young.)

While this experiment in asking respondents to describe themselves
by choosing applicable words from a 1list does not aprear to provide
information that points up the differences between floyalists and

Switchers in dimensions that were not covered by other items in the
survey, at least the findings are consistent with the other infor-

mation that is available on the differences between the two groups.

A more extensive application of the word-choice technique in the
future would serve to delineate self-images more sharply than was
ppssible in this limited number of interviews.

Rating of car’'in relation to other cars in neighborhood

It already has been shown (Section B) that Loyalists and Switchers
owned cars of approximately the same vintage--about eight out of ten
in each group ouning 1955 models, with Loyalists having a slightly
higher percentage of 1956 models; that a few more Loyalists owned
the medium~priced series of their make while a few more of the.

- Switchers owned either the most expensive or the least expensive

series; and that the proportions owning medium-priced and lower-
priced makes were virtwally identical. In short, the objective
facts were that Loyalists! and Switchers' cars in the aggregate were

Tather similar in their age and cost. An analysis of the differences

in opinions on how one's car compares to others in the neighborhood”
may contribute to a better understanding of the ways in which Loyals
ists and Switchers may differ in their conceptions of their status °
in the neighborhood,

Three questions were asked concerning the respondents! car 1in re-
lation to "most of the cars in your neighborhood." Answers are
presented in Table 4O,
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TABLE LO

ONE'S CAR IN COMPARISON TO OTMER CARS IN NEIGHBORHOOD

Grand
Loyalists Switchers Total
(11=120) (11=107) (N=548)

" "Is your present car newer, or older,
than most of the cars in your neighbor-
hood?" ‘

I\Iewer. ® 4 e 5 8 S e s &+ s + s 2+ h?% )-LB?; M%
Apout the same .+ « o o 4o 4 4 s . . L8 I L9
Older » . » -» . L] . L] . -* . L4 L ] - o 3 3 5
No opinion; not ascertained . . . . _2 3 _2
- 100% 100% 100%
"Do you think your car cost more, or
less, than most of the cars in your
neighborhood?"
Cost mOre v v v ¢ v 6 o « o.s o o & 3L% 20% 27%
About the same . ., . . . « « . . . _ 30 50 ‘ L3
Cost 1es5 4o o v &« o v & o o« v e s 32 28 27
No opinion; not ascerteined . . . . L _2 3
100% 100% 100%
"Does your car have more, or fewer,
optional or extra features thai most of
the cars in your neighborhood?"
More features + + o & v « o o o« + & 287% 25% 27%
About the same number . . . « « . o i1 L3 L2
FEWET v 4 v v 4 o o o o o o o o o o 28 24 2l
No opinion; not ascertained . . . . 3 8 _1
100% 100% 100%

d.

The only difference of any consequence that can be discerned is that
a somewhat greater proportion of Loyalists said they thought their
cars cost more than most of the other cars in the neighborhood,
While this difference might possibly have been a reflection of the
actual facts, it is interpreted--for reasons that will be presented
further on~--as a reflection of greater pride or status-conscicusness
on the part of the Loyalists., '

Fathers! automobiles

Bespondents were asked what makes of cars their fathers owned while
they were still living with their fathers, which of their fathers!
makes of cars they had liked the most, and which had they liked the
least, Findings based on these questions appear in Table l1,
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TABLE L1

FATHERS' AUTOMOBILES

CGrand
Loyalists Switchers Total

"Did your father own any cars while you Zﬁxcludes cases where father did

were living at home? (IF "YES") TWhat not have a car,/

makes? Please start with the first car v o -

of his you can remember," (= 12) (n= 61) (11=310)
Father owned a Buick . . . . o o0 29%. 1L% 25%
Oldsmobile w. v v o o & o s o o o s » 1C 10 9
Pon'biac.......... » 2 @ 16 13 11
Chevrolet o v @ o o o o « o o o o o 35 29 32
I‘[-[ercury * * L] [ ] . - @ - . * 1.4 L ] .. [ ] 6 ll' h
FOrd o o oo o s o o s o o o o o o 35 60 55
Desoto ] » * - L) - L ] L] e - . Ll L] L) L] h 7 h
DOdge e & 0 e @ & e o @& ® e ¢ o o ® 19 19 21
PLYMOUEH & o « o o o o o o o o « » & 17 15 15
Qther make of same manufacturer as

son's present car . . . . . ¢ . . 9 - 5

Other "Big 3" manufacturer . . . . . 12 1 12
Some other manufacturer . . . . . . _h3 .48 _bb
(Some named more than one make) . . 235% 233% 237%

(Mumber of different makes father owmed

while respondent lived at home): (N=120) (W=107) (W=5L8)
Father did not have a car at that

time * ® - - . L ] 9 1 - .. L] . £l > * 56% Bh% 37%

One make Of CAT o o o o o o + o o« o 10 1l 1L
Tiro or three MaKeS o o o o o « o o o 16 23 26
FOUY OF 7107 NMAKES &+ o « « + o o o « 12 17 18
Not ascertained .« « o o o « o « o = _6 12 _5

100% 100% 100%
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TABLE l1-~Continued

Grand
Loyalists Switchers Total

"ihich make did you like the most among Zﬁxcludes cases where father had

vour father's cars?" , no car or the mske was not ascerr
taine@é7 :
(N= 28) (= 16) (N=229)
BUICK o o o o « o o o o s s o o « » 15% 13% 11%
OLASMOBILle & o v v & o o o o » o o 6 8 5
Pontiac o v v v ¢ 0 o o o o « < a e 3* 3 3
Chevrolet o v v v o v o o o s o o & 20 8 12
MGI'CU.I‘y L Y S N L R Y T - - 2
L 9 13 15
DeSOtO ® 5 ¢ e & & + s & e B s s+ @ hal 2 2
DOAEE o = o = o « o+ o o o ¢ « o -a 16 12 9
Plymoubh o o 4 o « 4 + s o « o o 4 5 2 2
Other make of same manufacturer .
as son's presenh ¢ar . ¢ o v o 10 - 5
Other "Big 3" manmufacturer . . . . 11 32 9
Some other manufacturer » o « « « o 8 2k 20
Not ascertained « + « o o v & « & & - 3 _5
100% 100% 100%
Mfhich make did you like the least?
BuiCk . % s & o o+ e s s s s o PR ) "‘% \L% 5%
OldsmObile LT R I R * . o @ had 2 2
Pontiac . . . . . . . 7 8 3
Chevrolet « v v 4 v @ o o o « o o o 8 22 9
errcury-.ooooo-o ----- . - - -
Ford , « . « « . . 14 12 22
DESOt0 v v s o o o o o o o =+ o o & 6 2 1
Dodge e ¢ - . » - - L] . * - L] . L * 1Ll' 5 8
Plymouth . . ¢ o o o o ¢ v v o v 13 L 8
Other makes of same manufacturer
as son's present car . . . . . . - - *
Other "Big 3" manufacturer . . . . 8 - 1
Some other manufacturer . . . . . 29 Lo 33
Nob ascertained . « v « o o o 2 o @ 1 5 8

100% 100% 100%
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To summarize the differences between loyalists and Switchers in the
cars they reported their fathers as owning while they were still
living at home:

Materially more 'of the Loyvalists reported that their fathers

did not have a car while they were living at home. The chief
apparent reason for this is that more of the Loyalists were i
older, thus were living at home when automobile owmership was ‘ |
less common. (The difference apparently is not attributable to
economic causes: Lqgyalists were somewhat more re well-to-do than

Syitchers, )

Although generalizations are based on shaky evidence, since the
comparison is based on so few cases, it appears that there may
be a connection between the father's ownership of a Buick and
one's being a Loyalist--not necessarily a Buick-owning Loyalist,
but loyal to some make of car, {There appears to be a similar
connection between one's father's owning a Ford and one's being
~a Switcher,)

Although there is some correlation between the malkes of cars -
one's father owned and the makes of cars one owns now, the i
connection was a relatively weak one among present owners of \
the eight makes being studied., In six of the eight owner-groups,
a larger-than-average proportion said that thelr father had the
same malkes; even in these cases (see detailed tables in Appendlx)the
correlatlon was not high, The general lack of continuity of make
of car from one generation to the next is hardly surprising, in
view of the disappearance of so many makes from the market during
“the last thirty years, as well as changes over the years in makes
_bearing the same name throughout an extended period.

Responses on which makes owned by respondents' fathers did the
respondents like best and least are of questionable reliability,
because of the very small number of interviews among Loyalists
and Switchers reporting that their fathers had automobiles while
they were still living at home, The findings are also of ques-
tionable validity, since how one felt about an auto’ many years
ago is subject to being slanted by how one feels now about
either the make of car or the father who owned it. -About all
one can say is that somewhat more of the Loyalwsts reporied
themselves as having liked best their father's Chevrolets or
some unlisted make that had the same manufacturer as their pres-
‘ent makes and that they liked least their father's Dodge or
Plymouth. As for Switchers, relatively more of them reported
that they had liked best & make of some manufacturer other than
the "Big Three" (General Motors, Ford, Chrysler); and that they
had liked least some other non—vBig;Three" make or a Chevrolet,

e. One's "closest friends" and their cars

To assess whether patterns of ownership were similar among members of
friendship groups, and to establish whether Loyalists and Switchers
differed in the kinds of friends they had, respondents were asked,

~ "Now, please think of your two closest frlends whom you see at least
fairly often., (ASK ABOUT EACH) What is his occupation? Does he
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work at the same place you do? What make of car does he have?

Year?n

Table 2 presents findings on the friends' mesi~frequently-mentioned
occupations, whether they werked in tne same place as the respondent,

what year of car they owned, and whether the friends! make of car
was the same as the respondent'is. :

TABLE L2
RESPCNDENT!S "0 CLOSEST FRIENDS™ AND THEIR CARS

Lovalists Switchers Grand Total
(1=120) (§=107) (W=5L8)
Friend Men- Friend Men- Friend Men-
tioned: tioned: tioned:
ist . 2nd st 2nd 1st 2nd
The five most frequently-mentioned -
occupations:2
Professional, semi-professional  (20%) ( 9%) 10% % 17% 13%
Business (proprietors, officials) 17/ 23 22 17 1 20
Clerical, sales work . . . « . . 17. 11 13, 15 16 17
Craftsmen, foremen, sirilar work 26+ 18 2L, 24 25 2k
Machine operatives . . . . . . . (11) (18) 21 22 13 13
Work at same place as respondents:
YOS @ v a e 0 a0 o o o s - .. 303 29%  33% 3285  33% 29%
NO & e v o s o o v o ooc0a. . 68 66 63 6l 66 68
Not ascertained . . . ... .. _2 _5 _ 4 _ L _31 _3
1007 100% 100% 100%  100% 100%
Year of car owned by friend:
Farlier than 1955 model . . . . L7% L1% L L% 2% 140%
1955 or later model . . . . . . 51 B2 55 61 58 59
Don't know; has no car; not _
ascertained + . .+ .. ... _3 _7 _3 _2 _3 _L
(Some friends had more than
one model) . . . . . . .. . 1013 1003 102% 105% 103% 103%
~ Same or different make of car as
‘owned by respondent:
Same moke of Car « « o o . . o o 25% 19% - 23%
Different make « . « « o « . . . _T5 81 _17
100% 100% 100%

%petailed tabulations on the other
appear in the Appendix.

occupations of respondents! friends

*These questions were adapted from the
survey.

carlier Bureau of Applied Social Research
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As regards friends! occupetions' if the respondents had a strong
tendency to name friends in toeir own occupations, the persons named
as friends by Loyalists and Switchers would be found to be similar
in occupations, fov it was shown eariy in this report {(Table 7 m.)
that Loyalists and Switchers were rather similarly distributed among
the five leading types of occupations,

The friends! occupations mentioned by Loyalists and Switchers were
rather similar in many respects. The exceptions that appear of inter-

.est involve dleerences in the occupations of first-named and second-

named friends:

Switchers! listings of their first-named and second-named friends!
occupations were very uniform as to type of work.

Loyalists listed a higher-status occupation (professionzl or semi-
professional) much more Zfrequently for their first-named friend
than for their second; and they also listed a lower-status occu=
pation (machine operator) a little more frequently for their
second—mentloaea friend than for thelr first.

This finding lends weight to the growing 1mpress .on that Loyalists
are somewhat more status-conscious than the Switchers.

There was no difference in the two groups on whether their friends
worked in the same establishment as they did, Tw -thirds in both

grovps said their two closest friends did not work at the same place.
Nor was there any difference in their friends! car models: between
50 and 60 per cent of Loyalists and Switchers reported their two
closest’ friends had cars that were 1955 or later models,

A few more Loyalists (25 per cent) than Switchers (19 per cent) had
the same make of car as they reported as being owned by a friend
{the first-mentioned of "two closest frlends"). The difference is
not significant.’ In any case, the aggregate findings show that, at
least in the areas covered in this study, there is a connection be-
tween the make of one'!s own car and one's friends' cars, although the
connection is not strong. :

Identification with,social class

As an aid in establishing the dlfferences in class-identifications of
Loyalists and Switchers, the question was asked, "In general, do you
think of yourself at present as being in the upper class, the upper
middle class, the lower middle class, or the lower c]ass°" Results
appear in Table L3.
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TABLE L3
CLASS IDENTIFICATION
Grand

‘ Loyalists Switchers Total
(N=120) (N=107) (W=548)

Upper €1ass o o v + o « « & 3% 1% 2%
Upper middle . . .« « . .. 59 L9 56
- 62 50 58
Lower middle . ... . ... 30 L2 35
Iower ¢lass  « v 4 o o o o . 5 1 2
T35 b3 37
No opinion; not ascertained . _ 3 1 _~§
100% 100% 100%

Table L3 shows that more of the Loyalists than the Switchers identi-
fied themselves as belonging to the upper or upper middle classes.
The question is: wmight not this difference be based merely on econ-
omic factors, since it was shown (Section B, Table 7 g.) that Loyal-
ists are somewhat more well-to-do than Switchers? An answer on that
point is provided by dividing tentatively negative Loyalists. and
Switchers into those reporting a last-year income of less than $7,500,
and those whose families earned 7,500 or more:

Pef cent identifying self as

Number member of the "upper" or
Interviewed "ypper middle" class

A1l persons with

incomes of lesg than

$7,500: . T ... .. (25L) 51%
Loyalists . . .. ( 65) 59%
Switchers . . . . (61) 50%

All persons, with in=

comes of $7,500 or more (277) 72%
Loyalists . . .. (L8) 71%
Switchers . . . . ( L3) 61%

Ee

Within each of the two particular income groups utilized, it is seen
that a larger proportion of the Loyalists than Switchers described
themselves as "upper class" or "upper middle" people. (The differ-
ences are not statistically significant; further, a subdivision of

2 larger sample into a larger number of income groups might show
somewhat different relationships between Loyalists'! and Switchers?
social class identifications and income levels.)

Agreement with general statements related to loyalty

Table lli shows the differences between Loyalists and Switchers on
their agreement or disagreement with four generalizations, The first
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two generalizations do not mention automobiles; they were intended to
get at basic differences in values regarding job-switching and product-
switching,

TABLE ll

AGREEMENT WITH CGENERAL STATEMENTS

Grand
Loyalists Switchers Total
(N=120) _(N=107) _(M=5L8)

"I am going to read you four statements,
I'd like you to tell me, for each state-
ment, whether you would tend to agree
or disagree with it.

A, "In general, a person is better off
to keep working for one company,
rather than to charge jobs when~
ever he thinks he sees a better
opportunity in another company."

Agree « v v o 4 4 . 62% A 58%

Disagree . . . . .. 38 h5 Il

Don't know . . . . . - 1 1
100% 100% 1003

- B. "If a person likes a certain brand
of product, he's usually better
off %o keep on buring it instead
of tryving other products in the
hope of finding something better."

Agree « . v v 4w . 75% 52% 6L

Disagree . . . . . . 2L L7 35

Don't know . . . . . 1 _1 _ 1
100% 100% 100%

C. "The make of car you buy is gener-
ally more important than the dealer
you buy it from."

Agree & . . . . . .. 75% 72% 72%
Disagree . . . . . . 23 23 25
Don't kmow ., . ... 2 _5 _3

100% 100% - 100%

D. "You can usually save enough money
by shopping around for a car at
several agencies to make it worth
the bother."

Agree « o v o o . . . 5L% 81% 67%
Disagree . . . . . . Ll 17 31
Don't know . . . . . 2 2 2

100% 100% 100%
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On three of the four generslizations, Loyalists and Switchers showed
the expected difference in reactions: more of the Loyalists agreed
that a person was better off to keep working for the same company and
to stick to ore's favorite product, and more Loyalists disagreed with
the statement that shopping around for a car at several agencies was
worth the bother, On one generalization--"the make of car you buy is
generally more important than the dealer you buy it from"--about three.
fourths of both Loyvalists and Switchers agreed, indicating (1) that
lovalties to makes may be generally stronger than loyalties to dealers.
and (2) that even Switchers (who had never bought the same nake tidice
in a row during the last ten years) conceded that in principle loyalty
to make i1s more important than dealer loyalvuy.

The age factor: +to rule out the possibility that the relatively great-
er take-a-chance spirit showed by Switchers was not occasioned merely
by the fact that more of the Switchers were younger people, the follow-
ing sumrary shows the responses of Loyalists and Switchers when each
group is divided into two age sub-grouvps:

Number Proportion agreeing
Interviewed with the statement

A, ...2 person is better off to keep
working for one Company...

A11 persons under L5 years old (316) 5%
Loyalists under 15 . . . ( 5L) 637%
Switchers uvnder LS . . . ( 68) 1,85

211 persons L5 or older . . . (223) 66%
Loyalists L5 or older . ( 65) €15%
Switchers L5 or older . ( 35) 69%

B. ...better off to keep on buying
it [Favorite brand/

A1l persons under L5 years old (316) 615
Loyalists under U5 +..... ( 51) 68%
Switchers under 45 . . . ( 68 39%

A1l persons L5 or older . . . (223) 70%
Loyalists L5 or older . ( 65) 81%

‘ Switchers L5 or older . ( 35) 7h%
C. ...the make of car...more importent
than the dealer..,

211 persons under L5 years old (316) 67%

Loyalists under L5 . . . ( 5L) 69%
~ Switchers under b5 W . W ( 68) 67%

A11 persons L5 or older ., . . (223) 1%
Loyalists L5 or older ., ( 65) 78%
Switchers L5 or older ., ( 35) 80%

De w..can usually save enough...oy
shorring around for car ...to make
it worth the bother

A11 persons under L5 vears old (316) _ 72%
Lovalists under U5 « . « ( 54) 57%
Switchers under L5 . . . ( 68) 86%

A1 persons L5 or older . . . (223) 59%
Loyalists L5 or older ., { 65) 50%

Switchers L5 or older . ( 35) 7%
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On the one item on which no Loyalist/Switcher differences were found
(make-of—car—more-important-than-dealer), Loyalists and Switchers
within each of the two age groups responded similarly, although more
older persons as a whole agreed that the make of car was more impor~
tant than the dealer,

On the other three generalizations (sticking to one company,
sticking to favorite brands, whether one saves enough by shopping
around for cars to make it worth the bother), younger persons

as a whole gave more itake-a-chance and worth-the-bother answers,
Hewever, it appears that the younger Loyalists were just sbout

as conservative on these questions as the older Loyalists.

The conservatism of the younger Loyalists will be examined in further
detall on other issues later in this section,

Neighborliness and preferred neighborhocods

Barlier it was shown that a very slightly larger proportion of Loyal-
ists than Switchers had lived in their neighborhoods a longer time
(Table 7 w.), but that more Switchers had never lived beyond their

- present city or its suburbs (Table 7 x.). As regards attitudes and

behavior that might reflect a preference for neighborhoods and the
extent to which friendships had been built up, we would expect
Loyalists 1o have among their ranks a larger number of "stand-
patters" (those who would want to stay in their present neighborhoods).

Table L5 presents comparisons of Loyalists and Switchers on points
concerned with neighborhoods and neighborliness.

On questions about the neighborhood, the Loyalists are seen to have

been:

~~More inclined to answer that they would prefer to live in
" their present neighborhoody

--No different from Switchers in the advantages they listed
for the area they would prefer to live in, except that fewer
Loyalists mentioned "convenient to schools, churches, other
institutions" (perhaps this difference may be attributable

to %oyalists' being older, and having fewer children of school
age); "

~~A trifle less inclined to rate the people in their present
neighborhood as "very friendly" or "fairly friendly" (the
difference is not significant);

--BUT:

~-More neighborly, in terms of visits to homes in their neigh-
borhood within the last month,



NETGHBORLINESS AND PREFERRED MNEIGHBORHOODS

Grand
Lovalists Switchers Total
(§=120) (N=107) (N=5L8)
nIf you could live anywhere in the '
(NAME OF CITY, AREA), where would
you prefer to live?¥ .
Present neighborhood or area . o . 67% 53% ' 61%
Zrea 1ived in previously « « « « o . N 2 h
Some other area ., . . « « o o « , 27 11 33
Don't know; not ascertaired . . . . 2 _L _2
' 100% 100% 100%
"Jhat advantages would you say ‘there ‘
were to living there?!
Physical features (residentialj
quiet; well-kepts; spacious; ‘ p
2CCeSSibIE) » e s v e v o . 6 4w 62% 62% 63%
Convenient to transportation,
Wwork, ShODPINg « « o « o + + » « ° 38 36 L2
Social-psychological: class of
people, ethnic composition, com-
mnity spirit, respect for pri- v
vacy, mind business . , a . o o . 29 29 3h
Convenient to schools, churches,
other institutions . . . + « « . & 10 22 18
Near friends or relatives . ., . . . 11 8 8
Lived here &1 my life; am used to it 6 5 6
Property values o « o o o o » s o o 7 3 I
Recreational facilities . . + . + & 3 1 3
A11 other specific advantages .+ « « i 1 2
Don't know; not ascerfained . . .. _L _5 _3
(Some gave more than one reason) . . 71% 172% 183%
"How would vou rate most of the people in
this neighborhood--very friendly, fairly
friendly, or rather unfriendly?" ,
Very friendly .« « « o o o o o « o & 37% hod 38%
Fairly friendly . 4 o « « o o « o o U8 5L 5k
Neithel' & ¢ o o « v s o« o o o o o = L 2 3
Rather unfriendly "+ « « « o « « + » 5 2 3
Mo opinior; not ascertained , . .. _6 - 2
100% 100% 100%
n"TIn about how many homes in the (NAME OF
AREA) neighborhood have you visited withe
in the last month, aside from relatives!
homes? (Social, non-business visits,)"
HOME o o o o o o o« o o o o ¢ o o o o 35% 39% 347
One or tWO « v o o & « o + o ¢ o « o 2L 28 26
Three or four « . + o « + ¢ v o - 18 21 20
FIVE O MOTE 4 o « s + o » + o s s o 21 12 19
Don't know; not ascertained . . . . _ 2 - 1
100% 100% 100%
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A slight paradox is apparent: how does it happen that fewer of the
Loyalists rated the neighbors as friendly, yet more of the Loyalists
had visited in five or more homes in the neighborhood within the
last month? If these findings did not happen by chance, they may
reflect a tendency on the part of some Loyalists to have reservations
about the neighbors' friendliness because they know more neighbors,
or because Loyalists have higher expectations or needs regarding
neighborliness,

The following division of Loyalists and Switchers into two age groups
reveals differences in the traits of the younger and older Switchers
in this sample. (Comparisons are based on a limited number of cases. )

Number _
Interviewed Per cent of group

Prefer to live in present area:

A1l persons under 45 years , . . (316) 57%
LOyalists v v v « + 0 o o ( 5k) 57%
SWitchers o o o« o s o o « s ( 68) 51%

A1l persons U5 or older . . . . (223) 69%
Lovalists o o o o « o v + ( 65) 76%
SWAtCHETS o o o o v « o o o ( 35) 57%

Rate most people in neighborhood as
"yery friendiy":

411 persons under L5 years . . . (316) 31%
LoyaliSts o o o o ¢ « o o o ( 5L) 28%
SWitChers + o o o « » o o ( 68) 37%

A1l persons 15 or older . . . . (223) Lo
Loyalists & o « o o o ¢ o o ( 65) 118%
SWItChErS o o « o o o o o o ( 35) Lo%

Visited five or more homes in neigh-
borhood within the last month:

A1l persons under L5 years , . . (316) : 17%
Loyalists + « v o « ¢ o o« ( 5h) 20%
Switchers . . . « « . . .« & ( 68) 1%

A1 persons 45 or older . . . . (223) 21%
Loyalists 4 o o o « o « 4 & ( 65) 2Lk
Switchers . » v o s o o « « ( 35) %

These<figures show that the younger persons, in the aggregate, were
less inclined to prefer to live in their present neighborhoods, to
rate most people in the neighborhood "very friendly," or to have
visited extensively in their neighborhocod recently. (Perhaps the
younger people, being less committed to their own neighborhoods,
were 1§ss likely to get extensively acquainted in their neighbor-
hoods,

Fewer Switchers of either age group were committed to their present
neighborhoods, More of the younger Switchers than younger Loyalists
rated the neighborhood as "friendly"; but a few more of the younger
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Loyalists had visited extensively in the neighborhood in the last
month.

This may indicate that the younger Loyalists may not like people as
well as the younger Switchers do, but visit more within the neighbor-
hood hecause of status-related reasons or obligations.

The older Switchers did not visit extensively, even though their
views on the friendliness of the neighborhood were about the same as
for other persons L5 or older, We have noted earlier that few of
these older Switchers rated themselves as well-informed on the late
models of aubcmobiles: perhaps the limited visiting of these older
Switchers may have a connection with their self-admitted lower level

"~ of information. As we will see a little later, they also appeared
to be less well satisfied than other older persons with their pro-
gress in reaching their main goals in life. It appears the older
Switchers tend to be isolates.

i, Life goals and satisfactions

One might expect Switchers to be more dissatisfied than Loyalists
with their progress in achieving their life goals, as evidenced by
their inferred restlessness as reflected by their never getting the
same make of car twice in a row during the last ten years, Also,
Switchers tended to be somewhat younger than Loyalists; and another
study reported by Lansing ané Horgar’® found that satisfaction with
standard of living was slightly lower among persons under L5 than
among older persons.

Questions on one's 1life goals and one's satisfactions in achieving
them may have quite different implications to the young and to the
0ld. To the younger person who is concerned aboub maintaining the
process of upward mobility, his expressions of discontent serve a
real function in reinforcing his own levels of aspiration; and it
appears to be part of the social norm for expressions of discontent
to be socially approved if expressed by younger persons. Cn the
other hand, expressions of satisfaction with one's achievements have
more functlonal utility to older persons, and appear to be more in
conformity with what society expects of the older person, Thus, it
is expected that the relatively simple and direct questions asked in
this survey about life goals and satisfactions would measure the more
superficial reactions of people when asked by strangers~-and not nec-
essarily one's private feelirngs about how well one has done in life.
However, the measure of "public" attitudes on life goals and satis-
factions have relevance here, because it is one's "public" rather
than one's "private" attitudes that people are most likely to reflect
in their relations w1thgplder people--including purchases of articles
with social 1mp11catlons, sgch g§ automcbiles,

Table L6 compares the answers of Loyalists and Switchers regarding
their life goals and how well-satisfied they are in having achieved
then,

*John B. Lansing and James N, Horgan, "Consumer Finances over the Life Cycle,"
pp. 36-51, Consumer Behavior, Vol. II: The Life Cycle and Consumer Bebav1or,
ed. by Llncoln H. Clark, New York Umiversity Press, 1955,
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TABLE 16

LIFE GOALS ANMD SATISFACTIONS

Grand
Loyalists Switchers Total
(N=120) (N=107) (W=548)

"What are some of the main things you
(want) (have wanted) out of life?"@

Pinancial and/or job security . .X  57% 65% 6h%
Family aspirations (good family

life, ambitions for children) . L5 L2 Lk
Health (family or self) « + « + & 36 37 37
Material possessions (home, nice %

car, luxuries) o o« o o » + o o 33 37 36
Emotional security: contentment . 25 .15 2b
Recreation or leisure; travel . .x. i1 17 13
Religious or altruistic goalss :

be a good citizen « « o + « o o 13 3 8
Prestige or status o+ « « o o & » L 5 5
A11 other Teasons . + « o « o o » 2 1 3
Don't know; not ascertained . . . _3 _6 _3
(Some gave more than one goal) . 2313 228% 237%

"ow satisfied are you in your pro-
gress (so far) in reaching these goals
--very satisfied, fairly satisfied, or
not very satisfied?"®

Very satisfied o« o » o o « o - = w 383 36% 39%
Fairly satisfied . . . . .. . . % 57 5k 53
Not very satisfied , . , . . . . 5 8 8
Not ascertained . . . . . . . . « - _2 i
100% 100% 100%
"If you were starting all over again,
what line of work would you want to
get into?"
Same 1ine of WOrk « « « o o o .+ o & 50% A 1i9%
Similar line in same industry, '
profession, or craft . . . . . b 9 5
Different line of work . . « . » Wi 37 38
Don't know; not ascertained . . . _5 _10 8
100% ~ 100% 100%

8The first parenthetical phrase ("want") was used with younger persons;
the second phrase ("have wanted") was used with persons near retirement
age, ' :

bThe parenthetical phrase ("so far") was used with persons in their early
twenties who may not yvet have settled into full-time work,
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On life goals, Loyalists and Switchers did not differ a great deal
in their responses., Loyalists appeared a little less concerned with
financial and job security (the difference is not significant); this
may be because Loyalists were, on the average, more well-to-do than
Switchers, More of the Loyalists expressed the non-materialistic
responses "emotional security and contentment" and religious, altru-
istic, and good-citizenship goals. This may mean that more Loyalists
than Switchers are concerned about social approval, although the
evidence is slender,

On level of satisfaction in achieving life goals, 92 per cent of the
total said thev were at least "fairly satisfied," Loyalists and
Switchers differed little--in the apgregate. However, we will see
that differences do appear when Loyalists and Switchers are divided
into two age groups.

On line of work one would choose if one were starting all over again,
a few more Loyalists than Switchers said they would choose the same
line of work. (Since reasons given by the two groups for their
choice of a line of work showed no differences of consequence, the
table presenting their reasons is relegated to the Appendix.)

The following summary compares the level of satisfaction of Loyalists
and Switchers when each group is divided into two small sub=groups
as to age.

Per cent saying "very sate
Number isfied" in progress toward
Interviewed achieving 1ife goals

411 persons under li5: (316) 34%
Loyalists « . . . . ( 5L) 25%
Switchers . . . . . ( 68) 37%
A11 persons L5 or over: (223) L5%
- Loyalists . + . . « ( 65) L7% ’
( 35) 36%

Switchers » « . «

More of the older persons, in the aggregate, said they were "very
satisfied" with the progress toward achieving their life goals.
(This is in consonance with the Lansing and Morgan findings on sate
isfaction in standard of living, referred to earlier,)

More of the younger Switchers than younger Loyalists said they were
yery satisfied.” Any number of causes may be responsible for the
difference: the younger Lovalists may have had a higher level of
aspiration, or more of them may have been thwarted in their goals,

or more of them may have been chafing under the greater conformity
that has been observed among this group in terms of sticking to the
same job, Vhatever the reason, more of the younger Loyalists appeared
discontented,

Fewer of the small sample of older Switchers than older Loyalists
'said they were "very satisfied, " even though the norm for older
persons appears to be one of expressing satisfaction. This finding
is consistent with other evidence, given earlier, that the older
Switcher tends to be an isolate., From a theoretical standpoint,




~82a

one might expect the chances of being an isclate to be greater for
older Switchers, since the apparent norm for persons over L5 is o

‘find a favorite make of automobile and to stick with it for an ex~-

tended period, Older Switchers did not conform to the norm for their
age group, either because they were not aware of the norms, or re-
jeeted the norms, or perhaps because for various reasons . they were
unable to achieve the norms. '

Summary of reference group and identity factors

The available evidence suggests that Loyalists are more status-
conscious than Switchers. ¢n this two-city study, it was found
thats

More of the Loyalists reported they thought their cars cost
more than other cars in the neighborhood, even though the
facts indicate that Loyalists and Switchers paid about the
. same amounts for their cars,

In thirking of their two best friends, Loyalists tended to
mention first a person in a blgh-stauus (professional) occupa-
tion ano.second a persea in a 1ower-status occupation,

More Loyalists thought of themselves as menbers of the Upper or
Upper Middle classes. That this tendency was not attributable
merely to the somewhat higher income of Loyalists is indicated
by the finding that more Loyalists than Switchers rated them-
selves as members of the upper stratum regardless of whether
their income was higher (§7,500 or more) or lower.

In describing their chief goals in life, relatively more Loyal-
ists cited non-materisl goals of emotional security and content-
ment, religious or altruistic motivations, and a concern over
good citizenship. It appears the Loyalists' goals were more in
line with the obtaining of seocial approval than were the goals
expressed by Switchers.

Loyalists appeared to be more conservative than Switchers:

More Loyalists than Zwitchers said they thought a person is
better off to stick with the same company rather than to switch
companies whenever an apparently better opportunity elsewhere
presents itself; and more Loyalists also thought a person was
generally better off to stick to a favorite brand of product
rather than to try others in hopes of finding something better,

More Loyvalists than Switchers said they would choose the same line
of work if they were starting over again., This reaction is consist-
ent with the earlier findings that Loyalists have stuck to their
present job--and their last previous job--longer than the Switchers.

Two special sub-groups apneared to deviate from the norm for their
age groups., They were the younger (under L5) Loyalists, and the
older Switchers. (Comparisdns were based on a very small mimber
of interviews in each sub-group.)
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The youvnger Loyalists appeared to be almost as conservative as
the older lLoyalists as regards the wisdom of sticking to a Job
in one company or sticking to one's favorite brands of products,
Fewer of the younger Loyalists than younger Switchers were sat-
isfied with their progress toward their life goals, and fewer
rated most of the people in their neighborhcods as being very
friendly. One interpretation would be that the younger Loyal-
ists' higher level of aspiration is in conflict with their tend-
ency to stick to one job, thus resulting in tension.

The older Switchers, relative to older Loyalists, were found to
visit less in the neighborhood, to prefer to live in some other
neighborhood, and to be less satisfied with their progress toward
their 1ife goals. These findings lead to the inference that rela-
tively more of the older Switchers are isolates~-an impression

that is consistent with the finding that very few of them rate
themselves as well-informed on the latest models of cars.

D. IHAGES AND STEREQTYPES ARQUT VARIOUS MAKES OF AUTCMOBILES

This section of the report is concerned less directly with comparisons of
Loyalists and Switchers. Rather, its purpose is to illustrate that the aver-
age automobile owner has gquite a detailed imagery about the various makes,
not only regarding their intrinsic mechanical and economic merits, but also
concerning their relative prestige, and even the kinds of people who drive
them. The findings in this section are in general consistent with similar
findings in an earlier study conducted by the Bureau of Applied Social Re-
search, Columbia University,*

1, Estimated Costs of the Various Makes ===

1t would appear that the suto industry tends to view the car-buying pub-
lic &s a rather cost~conscious one, in view of the publicity that is

- given to price cuts when they occur, and the apparent efforts on the part
of manufacturers to have the various makes in a line represent a grad-
ation of costs so as to appeal to all groups as well as to present a
ready opportunity for upgrading within a manufacturer!s line. However,
the price structure of the autc market has become complicated in recent
years by the great range in series and available “"extras" within almost
all makes, so that some price "overlap" occurs between all of the cars
termed medium-priced; and there is even some "overlap" between the lower=
priced makes (Chevrolet, Ford, Plymouth) and some of the medium-priced
makes, Further, seasonal and other variations in retail prices and trade-
in allowances are considerable, Consequently, it was suspected that the
average owner would have a rather hazy concevtion of the rank order of
prices of the various nm=zkes,

Table L7 shows that while the auto owners in this study tended to havea
general idea of differences in average costs of the various makes, as
evidenced by the existence of a fairly distinct modal or most-frequent
rank for each make (indicated by parentheses), there is a rather consider-
able overlap in estimates of the rank order of prices,

“Reported in "The Market and Personality Objectives of the E-Car," the Ford Motor
Company report cited earlier,



TABLE L7

ESTIMATED RANK ORDER OF COSTS OF VARIOUS MALTS

{HAWD RESFONDENT CAR-TITLE CARDS.) '"We'lre interested in knowing pecple's im-
pressions about the cost of cars, Please put the car that you think costs
the most--on *the average--ab the top, and rank all the rest of them, putling
the car that costs the least on the bottom.!

(Modal or most-frequent responses are indicated by parentheses. )

Medimm-Priced lakes: Lower-Priced liakes:

Rank Buick Olds. Desoto Iferc. Fcnb. bLodge Iord Chev. Flym.
1 (highest)  (Lb3) 32% 16% u% 1% 1% -3 -7 -%
2 26 (h1) 17 7 3 2 - - 3
3 1L 19 (29) 23 11 3 1 1 -
h 3 18 (32) 2k 10 1 1 1
5 1 10 22 (3L) 21 3 2 *

.- 2 Y ___3._ 8 20 @) _5_ W3
1 - 1 1 L 5 (35 27 26
s - 1 - # 5 33 (35) 21

9 {lowest) - % 2 % 3% 1 19 27 - (l6)
Don't know 3 _3 3 3 _3 2 3 3 _3

100%  100% 1004  100%  100% 1003 100%  100%  100%

£

It is scen that among the medium-priced makes, Buick and Oldsmobile were
relatively better-established than the other four makes as higher-priced,
and that Dodge was regarded as the lowsst-priced. The placement of De-
Soto appeared to be the most difficult, as deduced by its having the
smallest percentage of responses at the modal value (third rank); per-
haps the cause of this dispersion of responses is the fact that DeSoto
owners were not included in this study., Mercury and Pontiac also appeared
to have relatively ambiguous positions on the relative-price hierarchy.

Among the three lgygETpricgg_makes, Plymouth emerges as mos? consistently
ranked lowest in price. Ford was raaked as higher in price’ than Chevro-
let by a slight margin, , S -
\[r
It is difficult at this point to establish a general principle on whethéf
a relatively high or relatively low ranking of costs reflects either $§%

favorable or unfavorable reactions boward a given make of car:

Tt is presumed that if a medium-priced make is to be well-esteemed,
the general conceptions of its cost relative to other medium-priced
mekes should not be concentrated at the lowest ranks for medium-
priced cars., However, on the other hand, for a medium priced make
to appeal to a mass market, it should not be regarded by almost all
persons as being the highest-priced in its merket, or else a sub-
stantial proportion of buyers may reject it as being beyond their
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reach, Applying these criteria, Oldsmobile appears to be in an ex-

cellent position as regards conceptions of | Ats price position, where-——

as Dodge appears in a relatively weak position among the mediume-
prlved “makes,

4s %o the lower-priced cars, aprlylng the same crwterd_a Chevrolet
appears to be in a bevter conception-of-price position tian “Plymouth,
The modal rank of Chevrolet was between Ford and Plymouth, while
almost half (45 per cent) of the total respondents lsbeied Plymouth

the lowest-priced make.

The follcwing summary shows that the owners of the mediun-priced makes
tended to rank their own mske as higher in price than ¢id all persons in
the total sample, It also appeared thet Ford owners tended to rank their
cars as higher in cost than did the general sample, whereas Chevrolet
ovners tended to rank their cars lower in cost.

Per cent Hanking Hake
Highest or 2nds

o, of By Br
Medimm-Priced Makes Interviews Ownere AL psrsons
Buick (75} 768% 70%
Oldsmobile (67) 8l 73
DeSoto (Owners not interviewed) 33
Mercury (70) 17 11
Pontiac (6l) 6 L
Dodge (68) 4 3
Per cent Ranking :tlake
Lct‘«re;;t-?riced Makes as One of 3 ILowest:

Ford (67) 78 87
Chevrolet (€8) 89 89
Plymouth (69) 90 93

Becavse of the small rumbers involved in the various owner-groups, these
differences in price conceptions between ownhers of the varlous mekes are
not to be relied upon. Host of the differences between the owners' rank-
ing of their own rxalfes and the ranking given that meke by all persons

(including owners) are consistent with the expectation that ow: mers' pride

would induce them to represent their make as higher-priced than non-owners
would,

Attributes of the Various Makes

Respondents were asked, concerning nmine makes, which two would:
-=have the highest and lowest social standing or prestige

-~have the best and poorest trade-in-value

--have the best and poorest style
~--might be bought by a single man, and by a married man

~-might be bought to try to impress people, or _I_‘;E)"E to try to impress

--might be bought by a wonman, and by a man

Table L8 presents the aggregate responses on these attributes. The makes
are arranged in order by manufacturer; they appeared alphabetically on
the list that was used by the respondent.



TABLE L8
ATTRIBUTES OF THE VARIOUS FAKES
(HAND RUSFONDENT CARDY '"inich two of those makes would be the most likely to

be ouned by people with hish social standing or prestige? Which two would
be owned by people with low standing or prestige?"

"Mhich two do you think have the best trade-in value in proportion to their
cost? Which two have the poorest trade-ln value?"

"Which two do you think have the best style? Which two do you think have
poorest style?"

"Now L want to get your opinion on the types of * peopie who drive different
makes of cars. I just want your first impressions,

"fhich two makes might a single men buy? Which two might a married
man buy?"

"MThich two might a person buy to try to impress peopls? Wthich two
might a person who is not trying to impress people bu 72"

Mdhich two might a woman buy? Which two might a man buy?"
L= .

High Best Best Trying to
Prestige Tralde-in Style Single Tmpress Woman
BUiCk o o o « o « + o  T75% 17% 323 2h? 73% - 23%
Oldsmobile .+ « + o+ & 73 18 37 39 h 21
PontiaC o o o o o + & L 5 11 5 5 10
Chevrolet .+ « .+ o . 3 69 2L 30 - 2. I
Mercury o « o « o o & 1L 8 26 37 17 - 13
Ford « v v v v o o 3 60 18- L6 2 36
DeSoto® . . . ... 20 2 20 2 17 - 8
Dodge v v v o o « o » 2 10 2 1 9
Plymouth . . . . . . * 7 11 i 1 19
Not ascertained . . . _ 3 _1 _5 5 _5 _10
196% 195%  19h%  19L% 157% 190%
Low Poorest Poorest Hot try

Prestige Trade-in Style Married Impress lan

BUick o v v v 4 b e s 2% - 16% 12% ohd % 6%
Oldsmobile ., o « » & 1 8 11 17 L 40
Pontiac o v v « o o o L 27 33 8 % 8
Chevrolet o+ v « o . & 60 5 10 58" - 56 26
Mercury . « « « + « » 1 15 9 9 7 23
Ford . . . .« . «. 65 7 1k L6 - 5L 27
DeSoto o v ¢ v o v 3 38 16 5 L 8
DOGEE & o o o o « o & 6 37 31 6 15 6
Plymouth ... . « . . 2 26 37 16 3L 5
Not ascertained . . . _ 8 11 1k _6 _6 _1

192, 190% 1879  195% 196% 196%

8DeSoto owners were not interviewed as part of the sample,
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Table L8 is rather unwieldy, consisting as it does of two sets of figures
for each of the six attributes. In a moment these figures will be re-
duced to one single figure for each make for the various attributes; see
Table 19 below, Howsver, certain differences are readily apparent from
inspection of Table 48:

Relatively few respondents were unable to express a judgwent on
the variocus attributes, even on such questions as which make
might be owned by a SLugle man, or by a woman,

On prestige, Buick and Oldsmobile appeared high among mediur-
priced cars,

On trade-in, Oldsmobile appeared high among medium-priced cars,
and Chevrolet and Ford among lower-priced makes,

On style, by a close margin Uldsmobile appeax red to be the leader
among medlumyprwced makes, and Chevrclet among the lower~priced
cars.

To express the standing of each make on each at‘ribute as a single index,
the nrocedure that was utllwzed in the analysis of the Dureau of Applied
SocLal Research survey data’ was adopted. Indices were computed as
follows:

The percentage of "High" {or "Best") mentions™ was divided by the
sum of porueniaaes for "High' {or ”Bes:"\ mentions plus "Low" or
"Poorest! mentions. In short, the index is the proportion of "High"
{or "Best") mentions in relation to total mentions of the same make
regarding the same attribute,

we

wt
i
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See page 31 of the Ford Motor Company report, "The Market and Personality Ob-
jectives of the E-Car."

nSingle" and "an" were substituted for "Iigh" in the Marital Status and Sex
indices., The arrangement of terms in the computation of these two indices was
completely arbitrary.

These indices have the advantage of simplicity of computation, They have the
limitations of any unorthodox proecedure which does not readily lend itself 1o
computations of the statistical reliability of differences. Such indices have
the further limitation that they do not take into account the phenomenon of
relative neglect of respondents to mention a make as sither high or low in an
attribute. Tor example, Pontiac was mentioned by only v eight per cent of the
total as either "high® or "low" (four per cent "L1ﬁh " four per cent "low"),
vet Pontiac gets a "prestige index" of ,50, not far remcved fron DeSoto (.87),
which was nentloned as either "high" or "low" by 23 per cent. It might be
argued that DeSoto's prestige index should be even higher in relation to
Pontiac's, since DeSoto was mentioned three times as often as was Pontiac,

Even so, the indexing procedure should give a fairly clear indication of rela-
tive rank, even though the differences in the index values are not to be taken
too 1iterally,
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Table !9 presents data (from Table 48) in index form. For "prestige,"
"trade-in," and "style" indices, the higher the index, the higher were
the proportions of "High" or "Best! responses in relation to the total
mentions of the same make, For "Single/Harrizd" indices, the higher
the index, the higher the proportion of those selecting the make as
one that a single man (rather than a married man) would buy; and for
"Man/Woman® indices, the higher the index, the higher the proportion
‘selecting the make as one a man (rather thar a woman) would buy,¥

TABLE L9

INDICES OF ATTRIBUIES COF THE VARIOUS MAKES

Prestige Trade-in Style Single/Married  Man/Woman
Mak Index Make Index Make Index Make Index Make  Index
0lds. - .99 Chev, . .93 01cs. . .77. Hercury .B0 Buick . 67

Buick . .98 Torda . .89 lercury .7h 0Olds, . .69 0lds. . .66
tercury .93 Olds, . .69 Buwick . ,73 Buick . .50 lercury .6L
DeSoto .87 Buick . ,52 Chev. . ,L,71 Ford . .50 DeSoto .50
Pontiac .50 Hercury .35 Ford . .56  Pentisec .38  Pontiac Wl
Dodge . .1l Piymouth .21 DeSoto .55 Chev. . 34 JFord . .43
Chev, .05 Pontiac .16 Pontiac .25 DeSoto .29  Dodge . W10
Ford L0 Dodge .05 Dodge 2l Dodge . .25  Chev. . .39
Plymouth .00 DeSoto .05 Plymouth .23 DPiymouth .20 Plymouth .21

Among the six medium-priced makes, Oldsmobile and Buick were ranked
among the top three as regards prestige, trade-in value, and style,
They also ranked among the top three in the "index of singleness" and
"index of maleness." Dodge and Pontiac ranked near the bottom on pres-
tige, trade~in value, and style: Dodge also ranked relatively low as

a tsingle-man's car" and a "man's car," while Pontiac held a medium
position on the single/married and man/woman indices.

Among the three lower-priced makes, all rated about the same (low) in
prestige. Chevrolet and Ford were considerably in the lead over Flymouth
as regards trezde-in value and style, as seen by respondents in this par-
ticular survey. rord was viewed more often as a single man'!s car and a
man's car; Plymouth was viewed more often as a married man's car and a
woman's car; Chevrolet occupied an intermediate position on both the
single/married and man/woman indices.

The owners! images of their own makes are sharn in index form in Table
50, Tor contrast with ratings on the same attributes by all persons in
the sample (showm in Table 19). The number of interviews on which the
results for the various owner-groups were computed were small, ranging
from 6l to 75 per owner-group; and another study in which the number of
interviews were tripled might produce gquite different results on owner
images for the various makes, However, the owner images are presented
because at least they illustrate how all owner groups rated their own
makes considerably higher than did the total sample on trade-in value
and style.

"The index on the makes that would be bought by a person "to try to impress
people" is omitted, since the results were almost the same as for the "prestige"
index, ‘
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TABLE 50
INDICES OF ATTRIBUTES OF ONE'S OWN MAKE

Single/ Man/

No, of Prestige Tradesin  Style Married Woman

Interviews Make Tndex- Index index Index Index
(67) 01cs. .99 91 .88 .55 .59
(75) Buick .97 Nl .9l .28 L7k
(70) Hercury .87 91 .95 .57 .68
(6L) Pontiac .82 1.00 .87 .16 .57
(68) Dodge .50 .32 .96 .18 .66
(67) Ford A1 .99 .93 hi W56
(68) Chev. .09 .97 9k .28 L2
(69) Plymouth  .C6 .82 .85 .20 .29

Among mediuwm-priced cars, owner-ratings of Doage were relatively lower
on the attributes of prestige and trade-in, but higher on style, Dodge
was considered relatively often by its owners as a married man's car,
Qldsmobile had a fairly high owner index on prestige, trade-in, and
style; snd it occupied an intermediate position on the 31ng1e/marrled
and man/wcman indices, As will be discussed in & moment, an intermedi-
ate position on these two indices appears to be a favorable sign in terms
of mass appeal,

Anong the lower-priced cars, Plymouth had the lowest ranking on all
attributes, '

A highly relevant issue is: while these data may be of intrinsic
interest in that thev reveal considerable variation in the kinds
of images people hold regarding the various makes, to what degree
are such findings of value in predicting repurchases?

This survey camot provide a definite answer on prediction of repurchases;
but data were obtained on intended repurchase. As presented earlier in
this report, about two-thirds of all respondents said they would be most
likely to buy the same make next time. Table 51 presents information

on own-make-of-car images for those who intended to buy.the same meke
next time, in contrast to the own-car images of those wno did not intend
to buy the same make,

Two different eriteria were utilized in the Table 51 comparisons of those
planning, and not planning, repurchases of the same mekes, It is assumed
that "high prestige," "high trade-in value," and "better style" are
favorable per se; so Table 51 simply lists the averages of the "high"

(or "better™ percentages of the various make-of-Car OWNeI-groups for
each of these three attributes., On the other hand, it is assumed that
for the other two attributes (whether it is a make that would be owned
by men or women, or by married or single men), it wovrld be likely that
an owner who was intending to repurchase his current make of car would
nominate it as a car which would be owned by botn men and women, or by
married men and single men. Therefore, for these two attributes the
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table presents the average of ommer-groups! mentions of men and women,
and single and married men,

TABLE 51
COMPARISON OF ATTRIBUTES OF OWi MAKE OF CAR OF THOSE
INTENDING OR NOT INTENDING TO REPURCHASE

Those Intending to
Repurchase the Those Not Tntending

Same Make to Repurchase
(11=358) (11=163)

Prestige: average of percent~

ages mentioning own car as

"high" . . . . . ¢ o 0. . 29% 2L
Trade-in value: average of per-

centages mentioning own car as

Mhigh . . .. .. ... ., L97 36%
Style: average of percentages

mentioning cwn car as "best? 66% 33%
Single/married: average of per-

centages choosing own car as

one that might be owned by

single or married men (Single

and larried responses combined) 68% 53%
Men/women: average of combined

percentages of mentions of omn

car as one that might be owned . '

by men, or by women . . . . . 8L% 57%

(HOTE: This table should be read as follows: of those who intended to
repurchase the same make, 29 per cent mentioned the make as
having "high" prestige.)

One may compare the average percentages for the first three attributes
(prestige, trade-in value, and style) with each other, because they

are on the same basis: each would have a maximum value of 100 per cent,
if all respondents had nominated their own make as "high' or "best" in
the attribute. The single/married and men/women average percentages may
be compared to each other because they have the same base: each would
have a maximum value of 200 per cent, if all respondents had nominated
their own meke as one which both men and women {or married or ummarried
men) might buy.

Any generalizations on the basis of these findings should be made on a

- highly tentative basis, because of the small number of interviews in
the group that did not intend to repurchase the same make, However, as
a guide to any later more extensive study of the relationship between
the images people hold regarding various mekes and their intentions to
repurchase the same makes, it appears that:
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Prestige, in and of 1tse11, may not be a very good indicator of
reDLrohaqe intentions, since the average percentage of mentions
of one's own car as having "high" prestige did not vary signifi-
cantly for those intending to repurchase in comparison with those
not intending to repurchase, (This is a reflection of the fact
that the intended repurchase rate was fairly high on the lower-
priced cars, even though they rated relatlvely lower in prestige
in "competltlon" with medlum-prlced cars,) 4it is expected that
prestige would be a better indicator of repurchase intentions if
lower-priced cars were compared only with each other,

Trade-in value appears to have fairly high promise as an indicator of

repurchase intentions. It has the advantage of being an objectively=-
definable attribute, although no doubt influenced by subjective reac-
tions: that is, if a person becomes convinced that his make of car has
high trade-in value, it is likely to result in a repurchase regardless
of whether the owner's oplnlon on trade-in value is based upon objective
facts,

Style appears to have high predictive value in indicating repurchase

intentions: an aversge of 66 per cent of those plamning to repurchase

the same make rated their make as one of the two "best" in stle, in
contrast to an average of 33 per cent among those not intending to re-
purchase the same make next time, Style~related images are viewed as
highly subjective and generalized--an amalgam which is the resultant of
perhaps many favorable (or unfavorable) actual experiences with the make
of auto, plus hearsay regarding others! experiences with the make, plus
positiveé or negative influences of many varieties., In short, when an
owner says he 1s "tired of the style" of his meke of auto, he means he
no longer identifies himself with it; and there is a high 1Tkelil hood of

his buying another make if he finds the newer models of the same make
are not in keeping with his changes in identity,

Slngle/marrled the make that is seen as a car for both single and

narried people appears to have at least a slight advantage in owrers!
repurchase intentions.

Men/women: the make that is viewed as suitable for both men and women
seems to have a considerable advantage.

The inference that a manmufacturer who is attempting to sell to a
nass market is fortunate if he can avoid extremes {having his auto
considered either strongly masculine or strongly feminine, or as
a car primarily for single men) is certainly consistent with the
data from this two-city study.

Images of Seven Occupations

The earlier Bureau of Applied Social Research study had established that
auto owners quite readily associate certain makes of cars with certain
occupations,*  Additional information was desired regarding thcir images

See "The tarket and Personality Objectives of the B-Car," op. op., cit., p. 28.
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of the kinds of people who would own various kinds, and makes, of cars.

Accordingly, seven occupations were selected which reprssented a range

in social status, and the following questions were asked about each
occupation:

~=Which of a list of 17 descriptive terms would seem to go with a
person in that occupation

--llould a person in that occupation have a new, or used, car

--Would he have a flashy, or consérvative, car |

~-Which of nire makes of car would he be most likely to have
These questions were asked of the first 32l respondents interviewed,
thus providing enough data for preliminary purposes, They were then

daropped in order to concentrate on other items in the lengthy interview,

a, Choice of words to describe occupations

Table 52 shows the words which were selected to desecribe persons in
the seven occupations. The words have been arranged according to
the frequency with which they were selected to describe a person in
the occupation of highest status, "Doctor."*

The words most often selected to describe a person in the higheste
status occupation, "Doctor," were: "respected," "well~educated,"
"successful," and "dependable." If one were to choose among these
seven occupations one which car owners in general regard fairly
highly, yet one with which they could fairly readily identify theme
selves if a person representing a certain oceupation were shown in

>

"a nation-wide study on the social status of occupations, directed by the writer
of this present report, found "Physician" to rank second in prestige among 90
occupations: on a par with '"State Governor." In the national study (NORC Survey
No, 2lhl, "National Opinion on Occupations," April 22, 1947), the ranking of occu~-
pations which were very similar to the ones used in this present study, was as
follows:

Present Study 1947 WORC Study Status Rank
uDoctor! "Physician" 2
"Construction

engineer! "Civil engineer? . 23
"Airline pilot" "Airline pilot! 2l
"Welfare worker for

a city government® . "Social worker! Ll
"Bookkeeper! "Bookkeeper" 50
"Plumber” "Plumber" 59

"HMachine operator in
a factory" "Factory worker" 6L
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auto advertisements, one would guess that "Doctor" might be less
readily identified w1th than some of the other occupations:
"Doctor" might be an ideal in terms of status, but would be per-
haps too far above the average person in stetus to permit of ready
identification with him, Among the other six occupations, "Con-
struction engineer" appears to have been associated most strongly
with the terms that were used in describing the high-status "Doctor!;
and "Factory worker" appears to have been 1east stronglv associated
with high-status terms,

ABLE 52
CHOICE OF WORDS TO DESCRIBE OCCUPATIONS

"Here is a list of eight occupations, There is a list of words under each occue
paticn, Please read these words quickly and underline the words that would seem
to go with a person in that occupaticn., You may underline as many words as you
like,"

i . ‘Constr.” Booke Airline; Fectory Social | "Your-
| Doctor |Plunber Engineer keeper; Pilot = Worker Worker | self'®

Words: '% Rank % Rank % Rank % Bank|  Rank; ¢ Pank| ¢ Rank; % Rank
"??Spected" o (8L (1) {17 (19)138 ( )3 (T LE (5)22 ( 8)[63 ( 1)iz0 (L)
"Well-educated" {83 (2) 3 @572 (1)ig6 ( 2){56 ( 3) 3 (16160 ( 2)!18 (13)
"Successtul" " . 161 ( 3) |20 ( 7){Lk ( L)i22 (1032 ¢ o) 7 (13)/16 (1)|25 (11)

"Dependable” . 159 (L) 137 ( 6){L3 ( 5){5L ( 3){57 ( 2)|Lo ( 6)! 50 ( 3)163 ( 2)
"Famdily men® , L6 ( 5) [57 ( 3)[30 (A)|L6 ( S)|20 (2|73 ( 2)133 ( 9)163 ( 3)
"Hard worker" . 111 (6) 178 ( 1)[52 ( 2){L1 ( 8){13 (16)]80 ( 1)ik6 ( L)i69 ( 1)
Mature® L., 138 (7) {19 ( 8)|25 (12)|27 ( 9)|28 (1)|2k ( T)|35 ¢ 7)lko ¢ 7)

"Cautious™ . . 132 ( 8) 116 (11)|35 ( 9)160 ( 1)|58 ( 1)]19 (10)|3h ( 8)lL9 ( 5)
"Leader'™ . . . 127 (9) | 5 (LI ( 6)| 8 (1L)| 3k { 8)] 3 (1)137 ( 5)|15 (15)
"Conservative" |2l (10) 111 (12){15 (13)|L6 ( L)|18 (15)]20 ( 9)135 ( 6)iko ( 8)

"Ageressive" , 120 (11) [17 (10)|h9 ( 3){15 (11)]30 (10){11 (11){21 (11)]27 (11)
" Sports-carp

ownert . ., 115 (12) (A7))13 (25} 3 (36)}36 (1) 3 (1)} 1 (36)| 6 (16)
"Begular guy" . 113 (13) |16 ( 4){30 (20)i12 (13)|39 ( 6)158 ( 3){19 (12)!11 ( 6)
"Plain® ... 18 (k) (40 (5)] 8 (16)15 ( 6) 6 a7)5h ( L){33 (10) (k0 ( 9)
"Mttractive" , 18 (15) | 2 16)! 7 (7)) 5 (15)[26 (12)] 1 (a7)l10 (15)] L (17)
"Toung" .. . 1L (16) | 6 (13)[13 (14)113 (12)I47 (L) 8 (12)116 (13)i22 (12)
"R“gged" s 2 A7) 62 (2)}37 ( 8 - - |2k (13),48 (5)] 1 anls @

o]

-

Thls table should be read as follovs' of the total of 32h anto owmers asked
this question, 8L per cent underlined the word "Respected," and 83 per cent
underlined the word "F%ll~educated " for the occupation of Doctor,

a
The r33ponses for "Yourself" were also presented earlier in this report (Section
C-3, "Reference Group and Identity Factors Tnvolved in Loyalty"),
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As pointed out in an earlier section (C-3), in choosing words %o
describe themselves, respondents put a relatively heavy emphasis

on attributes that connoted inconspicuous vet solidly virtuous
qualities: '"hard worker," "Jependable, " "family man, " "respected,"
and "cautious," Since the respondents in degcribing thenselves may
have desired to represent themselves as rather nodest as well as
virtuous, such terms as "hard worker" and "family men" are not
interpreted as necessarily reflecting the attributes that peopie
admire most in other people,

Newness and flashiness of cars associated with occupations

Table 53 shows that almost all respondents found it possible to
guess whether a person in one of the seven occupations would have
a new or used car, or a flashy or conservative car,* and that
there were considersble differences in the responses for the seven
occupations,

TABLE 53
WEWNESS AND FLASHINESS OF GARS

(W=324)
"ould a ... have a new, or used, car?"
"Would he have a flashy, or conservative, car?”

Constr, Book- Airline Factory Social

Doctor Plumber Eng. keeper Pilot Worker Worker
New or used:
New o o . . . 93%. L% 88% 35% 90% 37% 37%
Used ..., 5 - 50 10 61 . 6 59 59 .
No idea; no
answer . , 2 3 2 L L L L

|

———— - e—

1!
Q
Q
32

100% 100% 100% 100% 1007 100%

Flashy or con-

servative:
Flashy . . . 23% 152 L5% 12% 789 22% 8%
Conservative 73 81 51 8l 18 73 88
 No idea; no :
answer . , N b L L N 5 n

100%  100% 100% 100%  100% 1004  100%

“The terms "flashy" and "conservative" were left for the re
they pleased,

spondents to define as
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Buick . . .
Oldsmobile
Pontiac . .
Chevrolet .

Hercury . .
Ford . . .

DeSote . .
Dodge . . &
Plymouth
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The hlgher—status occupations (Doctor, Construction Ingineer, Air=
line Pilot) tended to have new cars associated with them. The
Doctor was generally associated with a conservative car and the
Alrllne_Pllot with a flashy car; and the Construction Eaginecr was
visualized by about an equal number as having a flashy or conserva-
tive car,

Makes of cars associated with occupations

Most of the 32}y respondents who were asked the question were able to
say which make a person in one of the seven occupations would be most
likely to have, The associations of the occupations with makes of
cars appear in Table 5k, The makes are arranged in order by the
manufacturer,

TBLL 5h
MAKE OF CAR ASSOCIATED WITH VARIOUS OCCUPATIONS

(HAND RESFONDENT CARD) "Which one of these makes would ...
be most likely to have?" -

Constr,' Book~ Airline Factory Social

Mo idea; not asecer-

tained .

Doctor Plumber Ing, keeper Pilot Worker Worker

B ) 7% 22% 3% 15% 5% 3%
e s e e 22 7 27 3 27 3 2
e e 3 5 3 2 3 2 2
« e 5 20 9 35 5 3L 31
c e e 5 10 19 5 22 - 2 3
... 3 25 7 2l 9 39 27
e s e s 3 2 3 2 9 - 3
e v e a 2 11 3 7 2 3 3

. .. 2 7 2 15 3 10 21
ce.. _6 6 5 L 5 - 5 5

———— e e e el e e

100% 100% 100% 100% 100% 100% 100%

To sumarize the associations of certain occupations with certaln
makes of cars:

Among medium-priced makes:

Buick was most often associated with Doctor, Construction
ngineer, and Airline Pilot, in that order,

Oldsmobile was mentioned by approx1matelj equal numbers as
associgted with Constructlon Engineer, Airline Pilot, and
Doctor--all fairly high-status occupations.

Pont%§c was associated by verv few people with any of

these occupations--another indication that the Pontiae
tended to be "overlooked" by respondents.

Mercggg was most often seen as a car that would be owned
by an Airline Pilot or a Construction Engineer,
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DeSoto was infrequently associated with any of the occu-~
pations, (It cannot preperly be compared to the other
medium~nriced makes on this question, because no DeSoto
ommers were interviewed in this surver,) Nine ver cent

did associate DeSoto with Airline Pilot,

Dodge was mentioned infrequently, most often (11 per cent)
as a car a Plumber would have.

Among the three lower~-priced makes:

Chevrolet was most often chosen as a cor for a Bookkeeper,
a Factory Worker, and a Social Worker,

Ford was mentioned most often as a car for a Factory Torker,
Social Worker, or Plumber--which one infers to Jave been a
greater association of Ford with "outdoor" and "masculine®
occupations than was true of Chevrolet,

Plymouth was associated with the seven occupations, in gen-
eral, less frequently than was either Chevrolet or Ford,

It was most frequently associated with Social Worker and
Booklkeeper--occupations that are in keeping with Plymouth's
more "feminine profile" as indieated earlier in Section D-2,
"Attributes of the Various Makes,"

L. Sumary on Images and Stereotypes

Most respondents were readily able to elicit stereotypes about the var-
ious makes of cars' attributes, even on such points as which make would
be more likely to be owned by persons in various specific occupations,

Hstimated costs of the various makes: while most respondents were able
to rank nine makes as to estimated average cost, there was a considersble
range in the estimates, For only four of the makes did as many as 4O
per cent assign the make to the same price rank, Among the mediume
priced makes, Buick and Oldsmobile were relatively better-established in
respondents' thinking as relatively higher-priced, and Dodge as the low=
est-priced among the six medium makes, Mercury and Pontiac had rather
amblguous positions in the price hierarchy.) Among the lower-priced
three makes, Plymouth was more consistently ranked as the lowest in
price, co

If it is better, in appesling to a mass market, not to have a make
considered as either the highest-priced or lowest-priced in its
class, Oldsmobile and Chevrolet would aprear to be the makes in the
most favorable situation as regards the price rankings attributed
to them by persons interviewed in this two-city study.
Ltributes of the various makes, as seen by ‘the respondents, indicated
that among medium-priced makes, Oldsmobile and Buick ranked relatively
high as regards prestige, trade-in value, and style; they also were
seen relatively often as cars that would be driven by men, Dodge and
Pontiac ranked near the bottom on prestige, trade-in value, and style.
Among +the lower-priced makes, Chevrolet and Ford fared much better than
Plymouth in trade-in and style ratings, Ford was viewed relatively more
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often as a single man's car, and Plymouth as a married man's car and a
woman's car.

As indicators of repurchase intentions, ratings on trade-in value and
style were found to be fairly highly related to whether the person in-
tended to repurchase the same make, A make of car thatw"s seen as suit-
able for both married and single people, and for both men and women,
appeared to fare better than other makes in owners! repurchase intentions.

Host respondents were able to express themselves when asked to associate
persons in seven occupations with whether they wonld drive new or used,
flashy or conservative, cars; and with what meke of car they would have,
Buick and Oldsmobile were more often associated with the apparently high-
er-status occupations, and Mercury with "active" occupations (Airline
Pilot, Construction Engineer). Among the medium-priced makes, Dodge

and Pontiac were relatively seldom selected as the make of car that
would be owned by persons in any of the seven occupations, :

Among the lower-priced makes, Ford was most often associated with Mout-
door" and "masculine" occupations (FactorV'Wbrker, Plumber), and Ply-
mouth with the more "feminine! occupations (Social Worker, Bookkeeper)

The following "profiles" of the images and stereotypes respondents had
concerning nine makes of automobiles have been drawn up from the find-
ings in this section of the report:

Cost
Most Single/ Man/ Status of
Often Married VWoman Ocecupation
len- Prestige Trade-In Style Index Index tost Often
tioned Index Index Index 1= 1=)Mas~ Associsted
Make (1=High) (1=High) (1=High) (1=High) Single) culine) With ilake
Buick . 1 2 L 3 3 1 High
Olds, . 2 1 3 1 2 2 Quite high
Pontiac 5 5 7 7 5 5 Seldom as~
sociated
with any
occupation
Chevrolet 8 7 1 L 6 8 Lower;
"feminine"
Mercury L 3 5 2 1 3 Fairly high;
masculine”
Ford . 7 8 2 5 ly 6 Lower;
"masculine"
DeSoto 3 L 9 6 7 L Seldom
nentionedi
Dodge . 6 6 8 8 8 7 Lower; ine
frequently
, mentioned
Plymouth 9 9 6 9 9 9 Low mediumg

"feminine!

As mentioned earlier, DeSoto was at a disadvantage. in these comparlsons because
DeSoto owners were not included in the sample,
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The findings are interpreted as indicating this approximate order of
favorableness of images on the part of respondents in this particular
study:

Among medium-priced makes, Oldsmobile and Buick appear most highly
regarded, and Dodge least favorably considered,

Among the three lower-priced makes,vChévrolet is interpreted as
most highly regarded, and Piymouth as the least,

2gain, these findings must be considered tentative, coming as they did
from limited-sample coverage of auto owners in two cities, But they do
illustrate that auto owners have stereotypes about the various attributes
of these makes, and that a make that is considered high in one attribute

may be ranked somewhat differently on another.



III. AFPENDIX

A. SAVPLING AND FIELD ADMINISTRATION

Because of time and cost considerations, it was decided to limit the study
to a sampling in two localities, so chosen as to increase the likelihood
that auto owners in the two localities would be different in the proportions
who have been "loyal" to one make of ecar over a reriod of time.

With this in mind, it was decided to select one large city and one small or
medium-sized ¢ity, since people who live in large cities have a wide range

of choice of makes that are sold by many dealers , While auto choice in some
smaller cities might be limited to only the major makes, with only one dealer
for each make. The two cities decided upon were: -

For the larger city, Chicago was chosen, Chicago itself represents a
substantial share of the U, S, auto market; and the relative sales of
the various makes in Chiecago is quite similar to total sales within the

» United States,

For the smaller city, the choice was narrowed to cities in the midwest,
S0 as not to introduce a geographical variable in addition to the size-
of-town variable, The smaller city also had to have a minimum number of
dealers for each of the eight makes of autos that were being studied,
Another consideration in choosing the smaller city was that it be isolated
from larger metropolitan areas by a distance sufficient to insure that
most auto owners would procure their autos locally, Roeckford, Illinois,
fitted these criteria; and its final choice was suggested by the Markete
ing Research Department of the Special Products Division, Ford Motor
Company, on the grounds that Rockford represented a "growth" community
of a kind that would be of special interest to an auto manufacturer

o was plenning to put & new moke of car on the rarket. (foc™ford

is a city of more than 100,007 porulation today, as compared to 93,000
in 1950; it is the trading eenter for a.metropolitan area of about
175,000 persons, It was considered: sufficiently isolated from the near-
est large city, being some 80 miles from Chicago, to make it likely
that most auto owmers would buy their cars locallysy and the survey
verified that most Rockford ovmers did make their purchases locally.)

1. Sampling ProcoBures

The population to be sampled was defined generally as the owners of
"fairly new" autos of the eight makes that comprise about 85 per cent of
the U, S. new-car market,* since the objectives of the study included an
inquiry into the circumstances surrounding the more recent purchase of
an auto, and consequently the inquiry would have to be limited to those
owners whose purchase of a new car were sufficiently recent that they
could remember the major details.

*R. L. Polk report on the national distribution of new-car sales during 1955.
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“a, In drawing samples of recent car purchases in these two cities, cer-

tain modifications in the definition of the population of recent car
purchasers were introduced in the interest of the special requirements
of the study and to facilitate the field work. Differences in pro-
cedures in the two cities were as follows: ‘

(1) In Chicago, owners of cars who were listed as living in the

(2)

central "Loop" area were excluded from the sample on the grounds
that they would be too highly transient., Ten Postal Zones were
selected for the Chicago interviewing, FEach Zone had a proba~
bility of being selected which was in proportion to the total
1955 new-car registrations within the various Zones. A geograph-
ic distribution was obtained by ordering the Zones geographically
prior to selection. Within each selected Zone, two clusters were
mapped out, separated geographically within the Zone, each clus-
ter consisting of a number of blocks along each of two contiguous
streets, and a nunber of blocks ‘along each of two other contigue
ous streets that were at right angles to the first pair of
streets, (Exception: in three of the 20 clusters the procedure
was modified, because of the narrowness of the Zone or its mixed
business-and-residential character, by having the cluster cone
sist of four or five contiguous parallel streets.) Names of
owners of the eight makes were then drawn at random from each of
the 20 clusters,

In Rockford, in order to insure the primarily "residential®
sample required, names of owners living in areas designated as
industrial or busiress by the Rockford Flanning Commission, or
in areas showing a decrease in population from 1940 to 1952, or
in areas that had a density (1952) of 9,000 or more per square
mile, were excluded from the sample, Names of owners of the
eight makes who lived cutside the excluded areas were drawn at
randoms this included some owners who lived outside the Rockford
city limits but who were served by the Rockford postal svstem,

The final sampling procedure consisted of these steps:

(1)

(2)

Obtaining lists of auto owners' names and addresses, The most
recent lists available were the R. L, Polk and Company's List 1
for Rockford and Chicago purchases of 1955-1956 autos.

Selecting from these lists by random methods the specific auto
owners to be interviewed, For both cities, the sampling pro-
cedure provided for the selection of an equal number of owners
of the various makes, so that there would be sufficient inter-
views to do some limited analyses of responses dmong the various
owner-groups, inecluding owmers of makes that comprise such a
small proportion of the total auto market that a proportionate
representation of owners of those makes would have resulted in
too few interviews for any analysis., Procedures in the two
cities resulted in a selection of a sample from the various
areas of each city in relation to the distribution of the eight
makes. '
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Field Administration

Selected auto owners were assigned to interviewers in approximately equal
numbers for each of the eight makes, Interviewers' choice of respondents
was limited to the individual who was listed as the auto's owmer, with
the infrequently-exercised option of substituting another individual in
the same household, but only if the listed auto was de facto the car of
the other individual (e.g.,, a wife or a son in a two-car family would be
interviewed if the wife or son were the primary driver, even though the
auto was listed in the name of the male head of the household),

Interviews were conducted in the respondent's home,after the prospective
respondent had been notified by letter that his name had been drawn in
the sample and that an interviewer would call on him within a few days,
Interviewers were instructed to make at least two attempts to reach the
specified auto owner before listing him as "unavailable" during the per-
iod of the survey,

Five hundred forty-eight interviews were completed during October and
November, 1956, Interviews were equally distributed between Chicago
and Rockford auto owners, and were fairly evenly divided among owm-
ers of the eight makes, the range being from 8l to 75 completed inter=
views with owners of each of the various makes,

Interviews were completed with 68 per cent of the owners who were
called upon, (Fifteen per cent of the owners who were approached
refused to be interviewed; most of the remaining 17 per cent had
moved and could not be located within the city, were temporarily out
of towmn, were deceased, or were ineligible because they no longer
owned the autos that were listed in their names,)

0f the eligible respondents, 82 per cent were interviewed,

The Weighting Proecess

A1l responses of the owners of the various makes were assigned weights

in proportion to the relative sales of these eight makes in 1955, e,g,,
Chevrolet sales were 25,7 per cent of the eight-car total in 1955, and

so the responses of Chevrolet owners were given this weight in the final
tabulations., While owners of each of the makes were interviewed in ape
proximately equal numbers in order to make it possible to analyze the
responses of owners of makes which constitute a relatively small propor-
tion of the market, the weighting process was necessary to give an approxi-
mation of the results that would have been obtained had owners been in-
terviewed in proportion to each make's share-of-the-market.

Statistical Reliability

As stated in the Introduction, any percentage based on the total of 548
interviews would, in 95 instances out of 100, not vary more than about
four percentage points from the percentage that would have been obtained
if all of the auto owners of the eight makes in the base populations had

L PR
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been interviewed,*
Illustrations of the reliability of results based on sub-groups:

If comparison of the percentage of Loyalists (numbering 120) and
the percentage of Switchers (numbering 107) is involved, differ-
ences of less than 13 percentage points should be con81dered as
suggestive of a possible difference in the indicated direction,
rather than conclusive.

In the same way, differences between ouners of two different mekes
of cars in the percentages giving any response would have to oe 17
percentage points or more in order to be esteblished as statisti-
cally significant, in view of the relatively small number (average
of 70) of interviews with owners of each make.

B. DETATLED TABLES

The tables that follow are arranged in the same general order as the items
appeared in the questionnaire. In many tables, in addition to the aggre=-
gate response of all persons askeu.the question, findings for three sub~-
groupings are provided:

For persons in the four categories of auto purchases during the last
ten years--the "lLoyalist," "in-between," "Switcher" and "two-car-owner”
groups, (These groups were defined at the begimming of Section I-B.)

For owners of the eight makes of cars. In some instances, the grouplng
is in terms of the designated make, e.g., a Buick owner who was sought
out as a Buick owner, In other 1nstances, the grouping is in terms of
the make of car that cost the respondent the most. Since only 7l re-
spondents owned two cars, in nost instances the "designated make" and
the "make that cost most" were identical,

For residents of the two cities, Chicago and Rockford,

The IBM card, column, and row'designations have been retained in the Appendix
" tables for reference purposes,

“These statements of statistical reliability are based on the most conservative
comparison: where the observed distribution of responses on & guestion would
be 50-50. Computations are based upon the eriterion of "smgnlllcance" as being
the ,05 level.

Statements of statistical reliability are, of course, distinct from issues cone
cerning the representativeness of the sample or regarding the validity of the
questions in terms of whether they measured what they were supposed to measure,
On both counts, due efforts were exercised to minimize inaccuracies.
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TABLE A-1

Q. 1. Make of car owned (and listed for that household):

1 Buick é Mercury
2 Chevrolet 7 Oldsmebile
i Dodge 8 Plymouth
5 Ford 9 Pontiac
Per cent giving each Card IV
of the above answers: Col. b
Groups Yumber 1 2 L 5 &6 7 8 2
Totsl auto owmers . . (5h8) 11 26 5 25 6 9 10 8
*Loyalty to make
since 1916; _ )
Loyalty throughout (120) 6 39 7 22 3 6 9
Ioyal on and off , (229) 15 22 5 26 7 9 9 7
Never same make twice (107) ¢ 28 2 26 6 7 1k
Two-car family . . (74) 16 15 3 24 5 19 8 10
City:
Chicago . . . « . » (271) 12 25 5 25 6 9 10
Rockford ., . . ., (277) 11 26 L 25 5 10 10 9

(Number of autos owned by respondent)

0 One
X Two
Groups Mober o X
Total auto owners o »  (5h8) 8 12
*Loyalty to make
since 19L6:
Loyalty throughout (220) 00 -
Loyal on and off . (229) 100 -
Never same make twice (107) 100 -
Two-car family . . ( 7h) - 100
Citys
Chicago . + « « « (271) oL
Rockford . . . . . (277) 81 19

*omits the 18 persons who owned only one car since 1916,
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TABLE A~2

Q. 2, "Are any cars owned by anybody else who lives in your
household?" (Multiple responses are possible.)
1 Buick 7 "dsmobile
2 Chevrolet 8 Plymouth
L Dodge - 9 Pontiac
5 Ford 3,4,Y Other makes
6 Mercury 0 No other cars
Per cent giving each of
the above answers:
Groups Number 1 2 L4 5 6 7. 8 9
Total auto owners  (5L8) 3 3 % 3 2 1 2 1
Hake of cars
Buiok « . . . (7511 - - 1 1 1 - 1
Oldsmobile . (67)7 | 2 o & w - 3 -
Chevrolet . . (6824 9 - -« 1 - 3 -
Mercury . . (706~ 3 - 6 L4 - 1 1
Ford. . o (67)5¢{3 -« - 5 3 3 1 =
DOdge L - - ( 68)h 1 - 3 3 - - l -
Plymouth , , (69812 - « 3 - 1 1 1

Card 1V
Col, 5
3,X,Y 0 =

2 86 103%
6 89 100%
3 85 103%
- 96  100%
- 83 100%
1 87 103%
3 82 100%
2 90  100%
87 100%
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TABLE A-3

Q. L. "On the average, about how many miles do you yourself
drive during a year?®

L, Less than 5,000 miles 8 15,000-19,999
5 5,000-7,Lh99 9 20,000 miles or more
6 7,500-9,999 Y ot ascertained
-7 10,000-1k,999
Per cent giving each Card IV
of the above answers: Col, 6
Groups Number | K 5 6 7. 8 & ¥
Total auto owners . (5L8) ! 5 1y 1 3% 13 21 1
#Loyalty to make , ‘
since 1946: ;
Loyal throughout (120)'§ 8 24 7T 3% 13 12 1
Loyal on and off (29) 4 11 11 37 12 25 *
Never same make " :
Ctwice , ., . . ao7). 8 16 1k 31 13 16 2
Two=car family . _( ) 2 L 8 3k 16 36 -
lake of car:
Buick » . . . . . ( 75)1 5 127 g8 39 11 2l 1
Oldsmobile ., . . ( 671)7 6 8 37 12 28 -
Pontiac . . . . . ( 6h)9l 2 13 5 L9 18 13 -
Chevrolet . . . . ( 68)2 9 18 13 35 11 1L -
Mercury . . . . (70061 2 7 L W 20 21
Ford . . . ... ( 67)5 5 16 9 25 15 28
Dodge o « o o o W (68)L} 6 13 12 3, 13 20
Plymouth . . . . (698 L 1 20 35 9 16 2
City: ’
Chicago » « « . . (271) 7 18 8 37 9 20 1
Rockford , . . . (277) Yy 11 13 33 16 22 1
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TABLE A-l

"Of all the cars you've ever owned, which one did you

0]
X

o

Has owned no other cars

Another make of same manue
facturer £s cuyrent car

Make of some other manu-
facturer

Not ascertained

Per cent giving each
of the above answers:

Q. 5.
like the most?"
1 Buick
2 Chevrolet
3 DeSoto
L Dodge
5 Ford
6 HMereury
7 Oldsmobile
8 Plymouth
9 Pontiac
Groups Number |1 2
Total auto owners , (548) |10 21
stloyalty to make
Si%ce 19hg:
Loyal throughout (120) L 38
Loyal on and off (229) 12 18
Never same make
twice . ... . . (107) 7 19
Two-car family . (7h) |20 11
Make of car: |
Buick . . . . ., (7518 4
Oldsmobile . . . (67)7] - 1
Pontiac . . . . . { 6kL)9 5
Chevrolet . . . . ( 68)2] 2 7h
I‘/Iercuz'y e o » ¢ @ ( 70)6 5 -
FOI'd e & o &+ & o (67)5 - 3
Dodge « o « o . . (68} 1
Plumouth s s s 8 ( 69)8 -

w = o

o

% 5 713 6 - 2
2 618 7 6 -

3 - 1. 1 - -1
- 118 1 - L 5
- - 1 68 1 -
3 - 3 2 - 1 1
5 19 - 2 - -
[ 3 - 3 -
- 1 6 1 3 6

Y

9

10

ih
15

1y

Card IV
Col, 7
R =X0%

1
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TABLE A~5

Q. 5. Year (model) of car liked most of all cars ever owned

1 Hodel year prior to 1940
2 19L0-19h5
3 19h6-1949
L 1950-1954
5 1955 or 1956 model that respondent now owns
6 1955 or 1956 model he no longer ouns
Y,R Don't know; not ascertained
. Per cent giving each Card VI
of the above answers: Col, L
Groups Number 1 2 3 L éi 6 IR
Total auto ovmers , (531) . 6 I 9 16 6L % 1
'%Loyalty to make
since 19L46:
Loyalty throughout = (116) 5 Iy 6 12 70 1 2
Loyal on and off (228) 6 3 8 17 6L 1
Never same make
twice . . . . .  (105) 7 3 1L 1 62 -

Two-car family , ( 74) 7 L 9 28 51 - 1

=100%
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TABLE A=6

"Why did you like that one the most?" (of all cars

HOM O~ ONWLE W N

respondent has ever owned)

Fechanical qualities or performance, workmanship
Economy in maintenance or mileage

Purchase price, trade-in, good deal

Fasy to handle, good ride

Styling: design, lines, colors

Prestlge reasons: new car, impressive, conservative
Dealer or company factors

Habit :

Had specifie features (e.g., overdrive)
Influenced by others, advertising, reputation
Don't know; not ascertained

Per cent giving each fard VI
of the above answers: Col, 5

Total auto owners .

*Loyalty to make

since 19)6:

Loyal throughout
Loyal on and off

Never same make
twice . . . .

Two=~car family

Make of car liked

‘mosts
Buick . .
Oldsmobile
Pontiac .
Chevrolet

lercury .
Forda . .

Dodge +
Plymouth

umber . 1 2 3 L 5 6 7.8 2 0 X 4
{(531) {60 37 7 57 22 3 2 1 21 1 2 1 =211%

(116) {60 27 6 45 32 2 3 - 19 2 5 2 =203%
(228) {65 W6 6 57 19 3 2 o 24 % 1 1 =221%

(105) {50 36 10 6L 18 L =~ 3 19 2 % <

206%
(7h) {62 30 9 69 17 L 6 -~ 22 1 1 1 =p21%

(67)1L| 5L 23 7h 12 3 5 -« 38 - 2 = =213%
(61)74 71 26 61 27 11 2 - 29 2 - 2 =23l
(L6)9173 30 11 59 34 3 2 =~ 35 =« - =2, 7%
(63)2163 27 11 5 25 - 2 2 11 2 2 2 =192%
(59)6168 30 2 59 27 8 2 - 28 2 2 - =228%
(55)5{50 L8 10 53 26 L - - 26 - L =221%
( sk} 56 L2 52 19 3 - 26 2 3 2 =209%
( 63)81 59 59 W6 11 5 - 17 L - 2 =21)1%
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TABLE A7
Q. 7. "Of all the cars you've ever owned, which one did you like
least?"
1 Buick 0 Has owned no other car
2 Chevrolet X Other make by same manu-
3 DeSoto _ facturer as for current
L Dodge car .
5 Ford Y Other make by a different
6 Mercury manufacturer
7 Oldsmobile R Not ascertained
6 Plymouth
9 Pontiac

Groups

Per cent giving each
of the above answers:

Momber:1 2 3 L 5 6 7 8 9 0 X ¥

Total auto owners

*onalty to make
since 19l6:

Loyal throughout
Loyal on and off

Never same make
twice . . . ,

- Two-car family

Make of car:
‘Buick . . . . .
Oldsmobile , ,
Pontiac . . . .
Chevrolet , . ,

Mereury . . . .
Ford . . ...

Dodge « o . . &
Plymouth . . .

o——te ——eve e a——— i ————— - v

48) |4 17 1 6 20 3 2 10 6 2 % 16

(0) 1315 1 321 1 5 12 6 - - 8
(229) |6 19 % 6 17 5 1 12 7 - % 17

(107) {1 20 - 11 21 2 1 8 3 - - 25

(7h) 16 12 2 6 20 1 6 9 - 1 18
(751411 11 1 8 20 3 5 5 - - 16
(67)7)3 10 2 5 25 2 10 6 3 =~ 18
(éh)gj 2 15 2 5 15 - 3 8 23 2 - 17
(68)2)1 26 ~ 919 3 - 10 2 2 - 15
(706 L b - 3 14 11 2 10 7 - - 19
(67)51 6 18 - 5 19 2 2 13 6 3 < 13
(684 3 10 1 22 13 3 - 7 5 3 =~ 10

(69)8/ 3 10 1 - 20 3 1 10 6 3 3 25

Card TV
Col. B

R =100% .. -

ot

13

25
10

11

12

13

16
13

23
15
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Table A8

Qs 7. Year (model) of car liked least (of all cars ever
owned by respondent)

Model prior to 1940

19L0-1945

191,6-1949

1950-195 .

1955 or 1956 model respendent now owns

1955 or 1956 model respondent no longer owns
Doritt know

OV W

Per cent giving each
of the above answers:

Groups Number 1 2 L 5

L 2 &
3

3
Total auto owners (L6 38 13 20 20 6

*loyalty to make
since 1946:
Loyal throughout ( 90) L8 12 25 5 5 I
Loyal on and off  (203) 37 17 16 19 7 I
Never same make

twice o . . . ( $6) 35 6 2L 29 5 1
Tyo-car family ( 67) 27 12 19 33 8 1

Card VI
Col, 6

L

=100%
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TABLE A-9

Q. 8, '"Why did you like that one the least?" (of all cars
respondent has ever owned)
1 lechanical or performance reasons; poor workmanship
2 Expensive maintenance or poor mileage
3 Purchase price: poor deal, trade-in; not worth the money
L Difficult to handle, poor ride
5 Poor styling: design, colors; outmoded
6 Poor prestige
7 Dealer or manufacturer factors
9 Disliked specific features (e.g., overdrive, hand shift)
X,Y,R All other reasons; not ascertained
Per cent giving each Card VI
of the above answers: Col, 7
Groups Mmber |1 2 3 4 5 6 7 9 ELLR =
Total auto owners (k6h) |76 25 1 24 10 1 L 9 3 153%
*Loyalty to make |
since 19463 : .
Loyal throughout ( 90) |77 19 =~ 19 L4 - 2 10 7 138%
Loyal on and off (203) 8 26 2 25 11 1 5 10 1 162%
Never same make
twice » o . . (96) 171 31 1 28 13 # 3 9 L 160%
Two-car family (67) 1712 25 - 27 8 % 3 &5 L 143%
Make of car liked
least:
Buick v o v o o (23)2}6k 7 - 25 13 - L 16 - 196%
Oldsmobile .., (16)7488, 9 - 11 6 =~ - 12 - ‘ 126%
Pontiac . , . . (Lo)9|68 WL - 3k 7 - 6 9 - 165%
Chevrolet . . . (79)2{76 1 1 23 7 3 L4 13 3 1Lh%
Mercury . . .. (18)6177 17 -« 3 26 - 3 9 - 135%
Ford .. ... (101)5}78 24 =~ 32 12 =~ 2 8 1} 160%
Dodge . . . .. (38418 322 - 8 6 - 5 6 - 1L3%
Plymouth . .. (51)8|84 20 5 28 3 1 6 11 &6 1547
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TABLE A-10

"hat would you consider to be about the right length of

time for you to keep a new car before trading it in?"

Per cent giving each

of the gbove answers:

N w =W\

Q. 9.
3 One year or less
b
5
6
7
8 Six years or more
9 No opinion
Y Not ascertained
Groups Humber
Total auto owners  (548)
*Loyalty to make
'since 19L6: :
Loyal throughout (120)
Loyal on and off (229)
Never same make
th.ce ¢ 0 o o (107)
Two-car family (7h)
Make of car:
B'UiCk L I I N 4 ( 75)1
Oldsmobile . . ( 67)7
Pontiac , + . » ( 6L)9
Chevrolet . . . ( 68)2
Mercury . « . » ( 70)6]
Ford 2 » L ] - » ( 67)5
Dodge « » » . » (68
Plymouth . . . ( 69)8
City:
Chicago o » o+ & (271)

Rockford .+ .

(277)

28
3k

2L
34

28
Lo
28
Lo

29
21

27
33

31
30

28
31

25
23

27
2k
36
25

3L
31

25
21

32
2l

12
12

13
10

16

11

More than one year through two years
More than two years through three
Hore than three years through four
Hore than four through five

13
1}

20

13

15
10

13
18

21
21

13
15

= w

= o

W Ui 0

— m— e g meate v mmme ewwme

OO

ON oW

=

Carg IV
Col. 9

=100%
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TABLE A=11 -

Q. 10, (HAND RESPONDENT CARD) ihen you buy your next car,
which makes will you consider at all?"

Buick

DeSoto
Dodge
Ford

[NV W rad WE S RS

Groups Nunber

Total auto owners (shL8)
*onalty to make
since 1916
Loyal throughout (120)
Loyal on and off (229)

Never same make
tvaice L ] » . . (107 )

Twowcar family ( 7h)

Make of car:
Buick . ... (751
Oldsmobile . . ( 67)7
Pontiac » . . . { 6L)9
Chevrolet . . . ( 68)2¢

Mercury . » . « ( 70)6

Ford .. ... (67)5

Dodge o . . . . (68)L

Plymouth . . . ( 69)8
City:

Chicago . . . . (271)

Rockford ., . . (277)

Mercury

Chevrolet

Per cent giving each
of the above answers:

X,Y,

7
8
9
R
0

0Oldsmobile
Plymouth .
Pontiac
Some other make or makes

Have no idea

Ot s e Wew  omaww  pute s— enawe a0

23
35

32
51

83
37
51

26

30
21

19
9

29
37

L7
38

37

Lo

15
2k
28
83

——

23

v3h

16
20

37
L3

17

20
16

19
15
19

17
12

37
28

22

11
1L

19

o
ol

12
10
17

16

68
2c

12
16

29
28

29
35

16
16

19
76

15
25

33
28

20
26

2k
28

16
16
20
18

83
36

18

20
29

33 Lo 15 1k 30 25 ko

38
37

38
53

by
85

53
32

L6
31

2L
23

38

2L
2l

32
21

12
20
21

10

27.

26
8Ly

25
26

18
16

16
20

16
78
1l

16

15

1
38

Card IV
Co0l.10
YR O =

7 1
6 -
8 2
5 -
13 -
16 3
15 -
2 -
h -
10 3
u -
h -
11 1
10 1
A 1

2L6%

223%
2L5%

252%
287%

229%
237%
30L%
227%

273%
255%

2L2%
237%

T 227%

267%
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TABLE A-12

Q. 10A, "Which make of car will you actually be the most
(next purchase}

likely to buy?"

[OARN, g VU VT

Groups Number

Total auwto owners (5L8)

*Loyalty to make
since 1946;

Loyal throughout (120)
Loyal on and off (229)

Never same make
twice « . . o (207)

Two-~car family ( 74)

Make of car cost

nost:
Buick . « . . « ( 76)1
Oldsmobile . . ( 66)7
Pontiac . . . . ( 6L)9
Chevrolet . . . (.69)2
Mercury . . . { 69)6
Ford e « o+ (65)5
Dodge « . . . » (67)
Plymouth . . . ( 66)8

Citys
Chicago * o - * (271)
Rockford , . . (277)

Buick

Chevrolet

DeSoto
Dodge

Ford

¥ercury

16

10
21

= 13

1

11
12

XY,

Oldsmoebile
Plymouth

7
8
9 Pontiac
R
0

Some other make
Have no idea

Per cent giving each
of the above answers:

36
18

22
10

IO\
[l = O WU -

-t

20
23

[\ T Y o N

O

— s mie  w— ——

L 5 6
L 15 8
5 1 8
L 17 10
L 10 6
1 18
Ly 3 -
1 L 3
- 3 2
2 - k4
2 66
57. 10
57 1 2
3 3 -
L 19

vl

12

12 10

11
11

O~

i 13
6 5

,"\1
w oW

13 9
11 10

b

L

w o Oy O

N 3

L

wmnN

Eow oW o



"Why would you get a ... (MAKE HE WOULD BE MOST LIKELY
T0 BUY) instead of (some cther make (ancther ,..)37"

Mechanical qualities or performance, workmanship

=115~

TABLE A-13

Economy in maintenance or nileage
Purchase price, trade~in, deal
Ease in handling or riding
Styling, lines, design, colors
Prestige reasons: new or expensive car, impressive
Dealer or company factors

Habit, fear of unknown; used to certain make
Presence or absence of specific features

Inflvenced by others, advertising, reputation
Miscellaneous, or not ascertsined

Q. 11,
1l
2
3
L
5
6
7
8
9
0
LR
Groups Number
Total auto owmers  (521)
*Loyalty to make
since 19L6;
Loyal throughout (116)
Loyal on and off (21l;)
Never same make
tWice L I N (103)
Two-car family { 71)
Make of car most
likely buy:
Buick . . ., . (7701
Oldsmobile . . ( 75)7
Pontiac o . . . ( 15)9
Chevrolet . ., ( 6h)2|
Mercury « « . » ( 61)6
Ford . .... (L47)5
Dodge v o o o« - { UT)L
Plymouth , ., ( 62)8

Per cent giving each

of the above answers:

10
11

12

12

1l

i1

21
11

12

17

Ll 2 3 L4 5 6 178 9
56 28 3 Lo 28 L 15
56 30 37 37 25 1 15
57 27 37 k2 32 7 18
57 31 27 L0 32 3 12
57 25 37 36 19 L 15
62 19 16 h9 25 8§ 17
65 23 22 63 36 3 12
59 31 31 Ly 30 8 21
43 34 53 24 29 2 ¢
57 25 23 5L 43 6 14
55 34 51 22 19 2l
60 21 28 L7 45 3 13
59 L2 33 29 20 2 14

oy W

10

Card VI
Col, 8
LR
2 230%
1 223%
2L9%
1 220%
5 221%
- 228
1 250%
2 255%
5 220%
- 230%
1 236%
2 2L9%
- 220%
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TABLE A-1l

Q, 12A, Make of car (for two-car families, the make that cost the most)

1 Buick 7 Oldsmobile

2 Chevrolet 8 Plymouth

L Dodge 9 Fontiac

5 Ford 3,%,¥ Other makes

6 Mercury
Per cent giving each Card 1V
of the above answers: Col, 12

Groups Number 1 2 L 5 6 7 & 9 3,5Y =100%

Total auto owners (548) 11 25 5 24, 6 10 10 8 1

'*Loyalty to make
since 1946:

Loval throughout (120) 6 39 7 22 3 6 8 9 -
Loyal on and off (229) 15 21 5 27 7 9 9

Never same make
twice . . . o  (107) 9 28 2 25 6 7 1 ¢ -

Two=car family (7h) 16 16 3 18 L 20 5 10 8

City:
Chicago . . . » (271) 12 26 5 2, 6 8 10 & 1
Rockford . , . (277) 11 26 L 2l 11 10 9 3

\S2%



Q. 124,

-117-

TABLE A=15

Model year of present car that cost most,

Q0 1950 or earlier
1 1951
L 195k
5 1955
6 1956
Per cent giving each
of the above answers:
Groups Bumber { 0 1 [
Total auto owners (5L8) | 1 % 1

*Loyalty to make
since 1946:

Loyal throughout (120) - - 2

Loyal on and off (229) F - -

Never same make
'bWiCG e ¢ o @ (107) 3 - -

Two-car family (7h) - 3 2

Hake of car
cost most:

Buick . . . . (76)1) - « 1
Oldsmobile , . (66)71 = = =
Pontiac » . , o+ (6L)9] ~ - =
Chevrolet . . . (692 - - 1

Mercury . . . ., (696 1 - -
Ford « s s e s (65)5 2 - -

Dodge o o e+ » (67)h - - -
Plymouth . .. (66)8f 2 « =

City:
Chj.cago ¢ 3+ o @ (271) *
Rockford , . . (277) 1 - 1

[}
%

78
77

89
65

78
75
89
78

75
8o

85
77

80
77

20

23

30

21

11
21

2l

15
21

19
21

Carg IV
Col, 13
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TABLE A-16

Q. 12A, (Time of purchase of car, in relation to its
model year: for car thet cost most.)

1 Purchased before model year (e.g., '56
purchased late in 1955)
2 Purchased during model year (e.g., '55 in 1955)
3 . After model year (e.g., '5h4 in 1955
X Not ascertained
Per cent giving each Cara 1V
of the above answers: Col, 15
Groups Mumber., 1 2 3 X =100%
iy
Total auto owners (548) 117 81 2 s
{
*Loyalty to make i
since 19H: :
Loyal throughout  (120) @ 16 8L - -

Loyal on and off (229)

17 81 2 -

Never same make
twice « . o .

Two-car family

Make of car cost
most:

Buick » . . . .
Cldsmobile . .
Pontiac . . . .
Chevrolet . . .

Mercury . . o «
Ford . .. ..

Dodge + « « . .
Plymouth . . .

City:
Chicago . + + &

Rockford . . .

(107) i 12 83 5 -
(7)) ; 24 11 L 1
( 76)1 12 88 - -
(66)rh 16 8y - -
(694 19 8 - -
(69)2] 16 82 2 -
( 69>6§ 19 17 L -
(6550 15 8 5 -
-
(6mh) 16 & 3 -
(66)ef 26 T 3 -
(271) 17 81 -
(277) 7 8 -
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TABLE A=17
Q. 12. Present car: series

1 Host expensive series for that
make that year

2 Medium cost, of three or more
series
3 Least expensive series
X Not ascertained
Per cent giving each Cara IV
of the above answers: Col. 1k
Groups Number 1 2 3 X = 100%
Total auto owners ~ (5L8) | 23 5 18 5
*Loyalty to make
gince 196
Loyal throughout (120) 19 66 10 5
Loval on and off (229) 23 g2 20 5

Never same make
tHICE o o o o o7y 1 25 L8 23 L

Two-car family ( 7h) 23 53 18 6

Make of car
cost most:

Buick o « 4 o . (7601 7 Lo 18 5
Oldsmobile . . (66)7] - 56 39 &8
Pontiac . . . ( 6l)9 31 39 22 8
Chevrolet . . . ( 69)2 25 63 9 3
Mercury ., . . . ( 69)6 36 Lo 15 9
Ford . .... (65)51 38 5, 2 6

Dodge o o o » & (67)L{ 15 Lo 37 8
Plymouth . . . ( 66)8 6 76 i8 -
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TABLE A-18
Q. 12 C, Present car: PRody type

Tyo-door sedan
Two=-door hardtop
Four-door sedan
Four-door ‘hardtop
Station wagon
Donvertible
Other bedy type
Not ascertd ned

B~ OV N 1

Per cent giving each Carg LV
of the above answers, Col. 16

Groups Number{ 1. 2 3 L &5 6 7 X =100%

—— G semm— maee e mae s e

Total auto owners (5L8) {19 25 37 8 6 q % 1

*Loyalty to make
since 1946:

Loyal throughout (120) | 2h 19 38 11 2 2 - L
Loyal on and off (229) 1 16 30 33 9 7 5 = =

Never same make
twice o .« . . »{(207) } 21 27 W3 2 4 2 1 =

Two-car family (74) |15 21 32 9 b 9 - =

Make of car
cost most:

Buick o o » o o (76)1{ 8 33 27 23 3 5 - 1
Oldsmobile . . (66)7] 7 37 29 25 - 2 = =
Pontiac . . » o (64)9119 34 33 8 3 3 - -
 Chevrolet « . . (69)2422 22 38 3 8 N4 ~ 3

Mercury « » o o ( 69)6‘ 11 k2 29 6 6 4 2 =
Ford ... .. (65)512h 20 33 &5 11 5 - =

Dodge v o o« . . (67)4j16 27 50 L4 3 =« = =
Plymouth . . . (66)8i{27 8 51 L &5 5 « =

City:
Chicago , . . . (271) {21 27 34, 8 3 5
Rockford . . . (277) 117 23 39 9 9 3. - -
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Q. 12 D, Present car:
: accessories?!

M OWLImWw N

TABLE A-19

Automatic transmission
Power steering

Power brakes
White sidewall tires
Safety belts

None of these accessories
Not ascertained

Per cent giving each
of the above answers:

Groups

Number

Total auto owners

%Loyalty to make
since 19L6:

Loyal throughout
Loyal on and off

Hever same make
'tWi Ce . o - »

Twow-car family

Yiake of car cost
most:

Buick + + .« . .
Oldsmobile .,
Pontiac . . . .
Chevrolet . . .

Mercury « + « o«

Ford . . . . .

Dodge v o« o o
Plymouth . . .

City:
Chicago « « « &

Rockford . . .

(5L8)

(320)
(229)

(x07)
( 7h)

( 76)1
( 66)7
( 6h)9
( 69)2

( 69)6
( 65)5

( 67)L
(66)8

(271)
(277)

1

————

(i

79
79

67
77

98
99
90
58

88
73

82
W6

75
78

2

27

2l
30

19
38

25
29

3

o——

28

23
28

22

50
80
i
13

38
1

12

27
29

2 |-

58
72

62
65

87
89
70
L7

69
66

65

53

70
62

o

o i

&G o

12
13

23
13

25

1k

10
26

1
15

"Does it have any of these

=

=]

Card IV
Col. 17

- 220%

203%
230%

196%
2hh

301%
3L9%
213%
152%

233%
201%

195%
142%

216%
220%
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TABLE A~20

Q. 12 G, Present car: "How did you finance it--through a

finance company, or a bank loan?”

3 T[inance company
i Bank loan
5 Paid cash
6 Some other arrangement
Y Not ascertained
Per cent glving each
of the above answers:
Groups Wumber : 3 4 &5 6 ¥

—— — — ——— a—

Total auto owmers (Sh8) 129 23 Lo 7 1

*Loyalty to make
since 1916:

Loysl throughout (120) 125 18 L9 6 2
Loyal on and off (229) {29 26 37 & %

Mever same make
tuice ... . o (107) (32 22 38 8 =

Two-car family (7h) 123 23 W6 7 1

Make of car cost
most:

Buick « o » o » (76)1}2h 18 53 5 =~
Oldsmobile . . (66)7ji2h 22 51 1 2
Pontiac . . . . (6L)9;27 25 Lo 8 =
Chevrolet . . . (69)2125 22 LW 8 1
Mercury . . . . (69)6129 25 37 9 =

Ford . .. .. (65)5{38 31 26 5 -

Dodge o « - « » (67)hi2h 1 52 9 1
Plymouth .. . (66)8}30 18 35 17 =~

Card IV
Col, 21



Qs 12 H.

Groups

=123

TABLE A-21

Present car:

on it now?"

VUL O

Less than 5,000 miles
5,00C-7,L29
7,500-9,999
10,000~1k, 999
15,000-19,999

Per cent giving each

of the above answers:

Number

Total auto owners

*Loyalty to make
since 1946

Loyal throughout
Loyal on and off

Never same make
tWice o » o o

Twoecar family

Make of car cost
most:

Buick + o & o« &
Oldsmobile . .
Pontiac ., . . .
Chevrolet . . .

Hercury o » » o
Ford .. .. .

Dodge . . . . .
Plymouth . . .

City:
Chicago « o s
Rockford 4 o »

{(5L8)

(120)
(229)

(1c7)
( 7h)

(760
( 66)7
( 6Lh)9
( 69)2

( 69)6
( 65)5

( 67)L
( 66)8

(271)
(277)

S
5

o3}

=

-3

2
9

11
11

AS2 U So BN @ ]

15

11

10

3

11

10

18
10

16

10
15

10
11

1

N

26

25
26

28
2k

27
26

5

19

17

17
19

20
27
28
13

29
18

18
17

19
19

HW m=-3 O

20,000-29,999
30,000-39, 999
40,000-L9,999
50,000 or more
Not ascertained

"About how many miles are there

Card IV
Ccl, 22

15
21

22

20
25
19

19
17

32
20

19
22

co \0

12

Oy W o

11

oW N

= 100%
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TABLE A=22
Q. 13 (Most recent purchase compared - (Miost recent six purchases, 1947 and

to last previous purchase.) later.)

1 Same make o

2 Different make of the same é g??; ?aff ;Zioughgutnl N6 manu-
manufacturer ;aci;§2; €es oi oniy o ns

3 A make of a different el a -
manufacturer 6 Different mfgrs,; but did buy two cf

some make twice in a row
Different mfgrs.; but did buy two of
some manufacturerts makes twlce in
a row
8 Never bought cars from same migr.
twice in a row
Not applicable (has owned only one
car since 1946
R Not ascertained

0 Not applicable (has cwmed
~only qne car since 1946)

-~

Per cent giving each Card TV
of the above answers: col. 3L

(Most recent pur-
chase compared to

last previous pur- é (Most recent six purchases,
chase.) : 1947 and later.)
Groups Wumber/{ 1 2 3 O I L 5 6 7 8 0 R =100%

Total auto owners (5h8) | L7 12 38 3 - 25 12 3% 7 18 3 -

Make of car cost
mosts

Buick o o o « o (76)1] W7 24 29 - 113 27 39 7 1 - =

Oldsmobile . . ({(66)7{ 36 31 20 3 415 20 37 12 13 3 =
Pontiac . . . . (él)st 47 19 31 3 28 20 24, 8 17 3 =~
Chevrolet . . (69)2{ 5. 7 35. 2 37 6 32 3 20, 2 =
Mercury . . . . (69)6} 8 9 13 - 113 21 36 9 21 - -
Ford «.... (65)5] 45 3 L49. 3 22 L k5 8 18 3 -
Dodge o « o » » (6TLy 57 12 25 6 ‘ 38 18 25 3 10 6 =~
Plymouth .. . (66)8 43 10 38 9 l20 9 30 10 22 9 =~
: |
Citys !
i
Chicago « . . o (271) | 54 8 32 6 127 11 35 6 i, 6 1

Rockford , . . (277) 1 b3 15 k2

sk

22 13 37 7 21 % -
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TABLE A~-23

Q. 12-13. (Number of autos owned sinse 1946.)

1 One 6 six

2 Two 7 Seven

3  Three 8 Eight

L Four -9 Nine

5  Five 0 Ten or more
Per cent giving each Card VI
of the above answers: Col, 9

Groups Number 11 2 3 L 5 6 7 8 9 0 = 100%

Total auto owners (5438} 3 22 30 22 10 6 5 1 % 1
*Loyalty to make

since 1946:

Loyal throughout  (120) - 4y 37 7 L - 7 - - 1

Loyal on and off (29) |- 8 29 36 12 9 3 2 =x 1

Never same mske :
twice « . . . (1c7) - 42 34 W L 1 2 =

B3

Two-car family (7 - 2 17 23 24 14 13 5 1 1
Make of car:
Buick + + . . (75)L {~ 16 28 30 16 8 1 1 - -~
Oldsmobile . . (67713 22 18 22 17 L 9 3 = 3
- Pontiae . . . (64)9 13 19 37 17 9 2 6 5 2 =~
Chevrolet . . (682 2 25 31. 22 7 6 7 - = =
Mereury . . . . (70611 16 3 23 11 7 3 - 3 =
Ford o « o o » (67)5 |3 21 28 28 6 6 L 2 - 2
Dodge & « « « & (68)y 6 25 2 12 9 6 - « - =
‘Plymouth ., . . (69)8 19 3 26 15 12 5 1 - - =
City:
Chicago « . . . (271) 16 22 29 25 11 L4 3 - =~ =

Rockford . . . (277) |- 23 30 21 9 7 6 2 1 1




TABLE A=2hL

Per cent giving each of the answers below
Card VI Col. 16 i Card VI Col, 17

Q. 12-13. (Whether six most recently-purchased cars were bought new, or used.)

oSt Hecent ;2nd rost fecent (3rd TMost Recent LLth wost Recent | 5th Tost Reeent

No No No No No Yo No No

b%th Most Hecent

- New Used AnsilNew Used Wﬁm mm.m New Used Ans MWM.E Used Ans Car! New Used Ans Car!New Used Ans Car

s | R,

Groups . - Nomber 1L 2 3 5 6 7 8 9 0 X ¥ .v.w 2 3 b 5 6 7

Yot — ——— ——tora — U P e —— [P, ————— P s o —r— ——

i
1

3 1k 32 % 26§20 24 1 55| 12 10

s
pd

Total auto owmers . (5L48) 91 9 % | é7 30

#Loyvalty ‘to make
since 1946:
Loyal throughout (120) 98 2 -1} 72 28 - = 137 19 - L f15 3 - 82 9 2
Loyal on and off (229) 9k 6 = = 78 22 - = {55 37 - 8112k 38 2 361 12 15
Never same make : !
twice . . . . (107) 93 7 -1 k7 53 - - |18 39 2 wml k20 - 70 - 1T =
Two-car family ( 7L) 62 36 2 68 29 3 - |60 38 - 2§51 30 - 19 Lo 18 -

b
b

e
prid

~126-

s ot | ot it i S ——— oA— | W—_c

No No No
819 o0 X I
78 & 7 - 87
89 5 2 - 93
73 L 11 - 85
93 - 3 = 91
b {23 11 - 66
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Q. 12-13.

TABLE A=25

(Upgrading and downgrading in six most
recent purcheses of cars.)

Per cent giving each of the answers below:

N=
NC=

Neither, Not ascertained

No car

Card VI Col. 18 Card VI Col, 19
ond m 3rd | Tih ﬁ pgas &th
Most Recent @ Most Recent | Most Recent {: Most Recent m HMost Recent lost Recent
T N ] i N N
U} DF NF ci UF DF MF OGF| U# DF NF c#ll UF DF NP G _ U# D N# CF U# DF N# Cf
Groups Mamber 1 2 3 L 5 6 7 8!9 0 X ¥ w.wwwww.htmbww
|
Total auto owners (531) L7 20 30 3 33 16 26 25{21 9 15 55, 7 7 8 7 2 4 3 1 3
s*Loyalty to make ; ‘
since 196 i
Loysl throughout (120) L7 6 L7 116 5 35 L 5 - 13 62 2 2 8 88 2 - 5 93|~ - 7
Loyal on and off (229) 43 20 37 -}l 19 32 8,3L 10 19 37, 11 7 9 8 2 5 L % 2
Never same make
twlce o & . W (107) 67 23 10 =~ 33 15 10 k2! 8 9 7 76 2 5 % 3 % - - 2
Two~car family (7h) k2 L6 12 -1 b2 35 21 2i35 26 20 19 16 22 20 19 9 6 66 10 3 6
%mmmawbm symbols: U= Upgraded
D= Downgraded



Groups
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TABLE A-26

J‘eng’slrl of time last previous auto was kept.

One year or less

1
2 More than 1 up to 3
3 Three to L years

i Four years

5

Total auto owners

*Loyalty to make
since 196

Loyal throughout
Loyal on and off

Never same make
twice o« ¢« o o

Two-car family

H OO 0~ O

Six

Seven

Eight

Mine

Ten years or longer

Had no car (since 1946)

Not ascertained

Per cent giving each
of the above answers:

Five
Number jL
(5h8) 26
(120) 19
(229) 31
(107) 23
(7h) 3

2

26

25
29

18
3k

3 L
1 127
16 11
13 13
15 17
16 9

n

56 1k
9 & 1
13 12 2
6 6 2
13 12 1
2 2 -

C

srd VI
Col. 20

— — p—— o
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TABLE A=~27

Q, 1, Make of car which was replaced by current car.

— et s e mevns mmatw rmeeam et eemtmamGemeeSomee e

DWW W

w i

11

W Ul O

15

o2 W
Vi oo oW

AV g

2 10

1 Buick
2 Chevrolet
Ly Dodge
5  Ford
6 Mercury
7 OUldsmobile
8 Plymouth
9 Pontiac
3,0,X,Y Other makes
R MNot ascertained
Per cent giving sach
of the above answers:
Groups Number {1 2 L &
Total auto owners  (531) 8 23 5 19
*Loyalty to nake
since 1916:
Loyal throughout (120) 5 39 7 21
Loyal on and off (229) 110 23 3 20
Never same make ‘
twice . . » . (107) 3 12 8 19
Two-car family (7h) 113 13 5 15
iake of car cost
most:
Buick . « « . & ( 76)1 ‘ggf 13 3 9
Oldsmobile .. (6W)713 9 3 12
Pontiac » » « « (62)91 2 14 2 3
Chevrolet . . . (68)2] 1 60 3 15
Mercury » . « » (696! L 10 7
Ford « . ... (63)5;3 11 L7
-
DOdge . v . . . ( 6).’)’-’. - S ég 2
Plymouth . .. (60)8f{1 5 2 7

> %2

10 -

Card VI

Col, 25

3,0,X,Y R = 100%
15 1
- 2
12 -
33 -
21 L
13 -
13 6
16 -
11 -
11 -
17 2
16 -
22 -
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TABLE A-28

Q. 1L4A, "When you got your present car, why did you get 2 ..
instead of (some other make) (another ,..)%"

(PROBES: "What experience might have had some effect

on your choice? What other things might have had some

effect on your choice?™)

¥echanical qualities or performance, workmanship
Economy in meintenance or mileage

Purchase price low or reasonable, good deal, trade-in
Ease in handling or riding

Styling, including upholstery, geod vision, colors
Prestige reasons; expensive car, attention-getting or attention-avoiding
Dealer or company: service, or persormel

Habit; fear of the unknown

Specific features (power steering, overdrive, etc.)
Influenced by others, advertising, general reputation
A1l other ressors

Don't know; not ascertained

(VLI Lo

g MO0 oo~3 v\

<
-

Per cent giving each Card VI

of the above answers: Col. 26

Groups Waber {1 2 3 L 5 6 7 8 9 0 X YR=
Total avto owners (527) 1Lk 20 L6 27 32 2 17 5 8 16 2 2 221%

*Loyalty to make
since 19L6:

Loyal throughout (119) {57 26 W1 17 25 2 20 9 8 6 =~ = 211%

Loyal on and off (229) |Lk 20 51 29 37 3 1 5 10 11 1 3 2332

Never same make
twice » « . o (107) {30 15 k2 35 39 2 12 - 7 39 5 2 228%

Tyo-car family (72) |38 17 L9 30 16 - 12 5 6 1 6 3 1%

YMake of car cost
most:

- 2287

Buick » » . .. (7601153 8 L0 L2 28 5 23 3 16 9 1
Oldsmobile . . (62)7|%2 13 37 L8 23 2 10 5 6 19 3 -  218%
Pontiac o . o . (62)91Lh2 18 53 3 3% 3 16 6 8 18 2 =~ 239%
Chevrolet . . . (68)2|39 25 16 15 39 - 0 1 7 19 3 - 20l%
Vercury . . . . (68)6]13 10 0 32 5 3 19 L 6 12 6 -  225%
CFord ... .. (62)5|45 23 52 18 26 5 24, 8 8 16 =~ 2 227%
Dodge o » o » . (63)4)5h 16 52 29 22 2 14 6 5 10 3 =~  213%
Plymouth . . . (60)8{25 3 L5 35 32 - 13 7 5 17 5 - 217
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TABLE A=29

Q. 15, "Is your present car newer, or older, than
most of the cars in your ne’.ghborhood?

1 HNewer
2 ibout the same
3 Older

L No opinion
X Wot ascertained

Per cent giving each Card IV

of the above answers: Col. 35

Groups Wugmber{ 1 2 3 L X = 100%
Total auto owners  (548) hiy L9 5 2 #

*Loyalty to make
since 19L6:

Loyal throughout (120) L7 L8 3 2 *
Loyal on and off (229} Lo 5l 5 1 -

Never same make
twice . . . . (107) L8 16 3 3 -

Two-car family (7h) | L3 16 10 1

Make of car cost
most:

Buick « v « . » (7)1} 57 38 1 b -
Oldsmobile . . ( 66)7 49 L8 2
Pontiac . . . o (6L)9| L8 L7 5 - -
Chevrolet . . . (69)2} 39 5k

[
]

-~
! w
R

Mercury . . . . (696} L8 L8 2
Ford ..... (65)5) 38 5L 8 - -
7

Dodge « » « . » {67)b} L5 L8
Plymouth . . . (66)8 L7 50 - 3 -




~132~
TABLE 4-30

Q. 16, "Do you think your car cost more. or less, than
most of the cars in your neighocrlinod?"

5 Cost more

6 About the same

7 Cost less

8 No opinion

¥ Not ascertained
ier cent giving each Card IV
of the above answers: i, 36

6 7 8 v = 1007

Grouns Nunber 5
Total auto owners  (5L8) 27 - I3 27 3 %

%onalty to make
since 19l6:

Loyal throughout (120) 34 30 32 N 2

Loyal on and off (229) 25 b7 25 3 -
Never same make

twice . . . .  (107) 20 50 28 2 -
Tyo-car family ( 7h) 31 L8 17 b -

Make of car cost
most:

Buick + . . . » ( 76)1 Lk 12 8. 6 -
Oldsmobile . . ( 66)7 L7 L3 Iy 6 -
Pontiac » . . . (6L)91 37 18 13 2 -
Chevrolet . . . ( 69)2 15 Ll Lo 1 -
Mercury . . . . (69)6} L9 39 6 5 1

Ford ... .. (65)5 20 5 35 - -

Dodge « o » « « (671 28 L6 23
Plymouth . .. (66)8 9 L5 1 5 -

W
I
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TABLE A-31

Q. 17. "Does your car have more, or fewer, optional or extra
features than most of the cars in your neighborhood?!

6 UYore features

7 About the same muber

8 Fewer

9 No opinion

Y Not ascertained
Per cent giving each
of the above answers:

Groups Wumber; 6 T 8 2 ¥
Total avto owners (548) 27 L2 2L 7
*Loyalty to make

since 1906
Loyal throughout (120) 26 1 28 3 *
Loyal on and off (229) 27 L3 20 10° -

Never same make

twice .

. .. (307) 25 L3 2k 8 -

Two-car family ( 74) 28 36 28 8 -

Make of car
most:

Buick . .
Oldsmobile
Pontiac .,
Chevrolet

Mercury .

Ford . .

Dodge . .
Plymouth

cost
e e (761 L6 38 7 9 -
.. (66)7 51 38 5 6 -
e . (69 33 Lk 17 6 -
v oo (69)2 18 i 31 7 -
e e s (69 32 1 20 6 1
. .. (65)8 26 31 25 8 -
e .. (6L} 15 51 27 7 -
. e o (66)8 10 35 L7 8 -

Card IV
Col. 37

. 100%
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TABLE A=-32

Q, 184, Make of car which was replaced by next-to-last car
P

O W= oNLETN

3,0,%,Y
R

Groups

Buick
Chevrolet
Dodge
Ford

“Mercury

Oldsmobile
Plymouth
Fontiac

Other makes
Not ascertained

Per cent giving each

of the above answers:

Total auto owners

%Loyalty to make
since 1916
Loyal throughout
Loyval onband off

Never same make
twice o« . . .

Two-car fémily

(L10)

( 63)
(208)

( 67)
{ 72)

1l 2 L 5 6
8 25 L 17
6 %0 7 17
8 20 5 16

16 2 1k
8 17 20

3

i

16

b

30
26

sk

VI
27

=100%



Q. 184, (COMPARE LAST CAR TO NEXT-TO-LAST CAR)

~135=-
TABLE A~33

"ihy did you get a ... instead of (some other make)

(another ,..)?" (PROBES:

have had some effect on your choice?"
LAST AND ALL CARS SINCE THEN WERE OF SAME MAKE):
"ow did you get started buying (NAME OF MAKE)?"

"What experiences might

(IF NEXT-TO=

o
12

19

(o]

18

C

£
2

ard VI
Col., 28

Y, R

e

6 191%

3 211%
5 193%

8 16L%

1 Mechanical qualities or performance, workmanship
2 Economy in maintenance or milcage
3 Purchase price low or reasonable, gocd deal, trade-in
L, Ease in handling or riding
5 Styling, including upholstery, good vision, colors
6 Prestige reasons: expensive car, attention-getting or attenticn~avoiding
7 Dealer or company: service, or personnel :
8 Habit; fear of the unknown :
9 Specific features (power steering, overdrive, etc,)
0 Influenced by others, advertising, general reputation
X All other reasons
Y,R Ton't know; not ascertained
Per cent giving each
of the above answers:

Groups Mmber 1 2 3 L 5 6 1 8 9
Total auto owners (LO3) 35 20 45 22 18 3 20 5
*Loyalty to make

since 19L6:
Loyal throuwghout (63) LL 26 h1 8 17 3 32 10
Loyal on and off (207) 3k 27 L5 25 21 3 17 b
Never same make

twice . . ., (6y) 21 212 46 21 13 3 8 2
Two-car family  (69) 39 21 48 25 13 1 22 5

10

3 195%



=136m
TABLE A-3L
Q. 19. [{HAUD RESPONDENT CARD,) '"Which two of those makes would

be the most likely to be owned by people with high soecilal
standing or prestige?"

1 Buick 7 Oldsmobile
2 Chevrolet 8 Plymouth
3 DeSoto 9 Pontiac
Ly Dodge 0 Have no idea
5 Ford X Not ascertained
6 Yercury
Per cent giving each Card IV
of the above answers: Col, 38
Groups Nomber |1 2 3 L 5 6 7 8 9 0 X =
Total auto cwners (5L3) {75 3 20 1 3 1 73 % L 3 % 196%
*Loyalty to make |
since 1916: -
Loyal throughout (120) |75 "2 18 % 5 11 77 - T 3 =* 198%
Loyal on and off (229) {71 L4 20 % 3 15 72 % 3 5 1 19L%

Never same make

twice . ... (107) 176 5 24, 3 1 17 65 1 6 1 -  199%
Two-car family  (7h) |88 2 16 - L4 7 78 - -~ 3 -  198%

Male of car:

-~ 1976

Buick « » « » o« (7501 88 51 - 1 7 73 - &5 3

Oldsmobile . . (67)7|8, - % 3 2 L5 8. - 2 3 2 2383
Pontiac + . . . (6L)9] 8y 2 16 - 5 11 64 2 1 2 - 200%
Chevrolet . . . (68)2175 6 16 - - 21 74 - 6 1 - 199%
Mercury . . . . (7006179 - 20 - 3 20 72 - 1 1 .1 197%
Ford . .... (675}67 1 24k 1 7 15 73 -« 1 L - 1937
Dodge « « - . . (68)4)55 7 28 3 L 15 68 - 1 7 1  189%
Plymouth ... (69)8}70 327 1 1 12 68 3 L4 6 - 195%




Q‘ 19. -

Groups

~137-

TABLE A=~35

.. "Which two would be owned by people with low
standing or prestige?"

[ g W

Buick 7 Oldsmobile
Chevrolet 8 Pliymouth

DeSoto 9 Pontiac

Dodge 0 Have no idea
Fora X Not ascertained
Hercury

Per cent giving each

of the above answerss

Total auto owners

1\cLoyalty to make
since 19L6:

Loyal throughout
Loyal on and off

Hever same make
twice . . . .

Two~car family

Make of car:
Buick “ o .
Oldsmobile . . .
Pontiac . . . ,

Chevrolet . .‘.

Mercury - + o »
Ford . . . . .

Dodge o« . . . .
Piymouth ., . .

L7
Lo

L5
36

Lo
51
38
35

3L
L8

L9

Nuymber; 1. 2 3 L 5 6 7 8 9
(su8) § 2 60 3 65 1
(120) 59 2 8 61 5
(229) 1 55 69 =
(107) 3 66 - 6 b2
(7l 36 5 L 71 -
(75)4 3 8 1 7 75 -
(éen7 - 51 L L4 70 -
(69l 2 62 - 3 771 2
(68)2] - 56 L 10 67 3
(70)6 - 70 - 7 69 3
(67)5 3 66 3 %2 -
(68l 6 57 - 3 63 1
(698 3 57 - 7 59 1

L6

R w0 W W Ww

s = Oy O Oy 2

[ |

-t

|

= o

192%

193%
189%

19L%
192%

193%

191%
195%
188%

193%
189%

190%
189%



Q. 20.

to the cost?"

- Groups

MO o=3 ON\WLITW O M

Buick
Chevrolet
DeSoto
Dodge
Ford
Hercury
Oldsmobile
Plymouth
Pontiac
Have no idea
Yot ascertained

«138~

TARLE A-36

Per cent giving each
of the above answers:

Humber

Total auto owners

*Loyalty to make

since 19h§:

Loyal throughout
Loyal on and off

Never same make
tidice o o & &

Two=-car family

Make of car:
Buick . .
Oldsmobile
Pontiac .
Chevrolet

liercury .

Fora ., .

Dodge . .
Plymouth

.

-

(5L8)

(120)
{229)

(107)
(7l

( 7501
( 6737
( 6L)9
( 68)2

( 70)6
( 67)5

( 68)L
( 69)8

27
1k

17
11

32

15
17
19

13
10

19

wooWw

e}

52
62

62
66

55

L2
57

8%

Lo
Lg

20
19

19
12

16
L2
17
12
20
19

16

11

- W P oW

19
32

Ww v = o

ON

o W ()|

G et e o e wOSGe G meeasn Gebeemt e Sar

"Which two do you think have the EEEE trade-in value in proportion

Cara IV

Col. 40O
2 195%
1 193%
2 156%
3 192%
1 192%
3 189%
3 1912
- 195%
3 193%
- 200%
- 19275
2 126%
1 192%



COroups

Q. 20,

~139~
TABLE A-37
ees "Which two have the R‘Eﬁ%ﬁ.t trade-in value?

Buick
Chevrolet
DeSoto
Dodge

Ford
Hercury
Oidsmobile
Plymouth
Pontiac
Have no idea
Not ascertained

PO Co~1 OV W N

Per cent giving each Card IV
of the above answers: Col, L1

Mumber; 1 2 3 4 5 6 7 8 9 0 X =

Total auto owners

7‘%I-xcgfaiL‘c;y‘ to make

since 1946:

—— w—t—— —— et e e vt e e e Seeaea

(518) 116 5 38 37 7 15 8 26 27 9 2

~ Loyal throughout (220) | 1L 10 35 32 14 16 6 26 17 15

Loyal on and off

Never same
twice .

nake

Tyo~car family

Make of car:
Buick . .
Oldsmobile
Pontiac .
Chevrolet

Mercury .
Ford . .

Dodge . .
Plymouth

(229) {12 3 Lo L5 6 12 7 27 28 7 3
(Lo7) t 22 3 43 29 3 17 7 22 30 6 5
(7h) 122 1 32 38 L 16 9 28 29 9 1
(75)1i13 3 o Lo 5 15 11 25 23 9 3
(677! 9 3 52 57 L 11 2 19 22 7 3
(69l 11 6 47 39 14 23 8 33 - 8 3
(68)2l 15 3 32 35 13 18 7 32 23 6 L
(7006117 13 3L 36 6 L 7 1 27 7 -
(67)51 19 1 k2 k2 1 10 7 25 30 9 =
(68} 22 6 25 15 1 18 16 12 h3 19 3
( 69)8g 28 6 29 20 7 16 9 7 L7 15 3

!

190%

185%
150%

187%
188%

186%
189%
192%
188%
192%
189%

179%
18L%



Groups

Q. 21,

Number!

Total autoc ouwners

*Loyalty to make
since 196

Loyal throughout
Loyal on and cff

Never same make
t'Wice - * L[] ]

Tyo=-car family

Make of car:
Buick . . + . .
Oldsmobile . .
Pontiac . « s

Chevrolet . . .

Mercury . . . .

Ford . . . «

Do dge L ] - L4 L4 .
Flymouth , . .

(5L8)

(120)
(229)

(107)
(7h)

( 731
( 67)7
( 6L)9
( 68)2

( 70)6}

( 6755

( 68)L
( 69)8

HMOW ool o

~1140-
TABLE A=38

best style?®

"which two do you think have the

Buick
Chevrolet
DeSoto
Dodge
Ford
Hercury
Oldsmobile
Plymouth
Pontiac
Have no idea
Net ascertained
Per cent giving each Card IV
of the above answers: Col, L2
12 3 L4 5 6 7 8 2 0 X =
32 24 20 10 18 26 37 11 11 3 2 194%
33 23 13 9 21 25 k3 9 8 5 3 192%
29 28 21 9 20 26 38 10°11 3 1 195
35 21 28 14 10 26 26 11 18 L 1 . 196%
b3 23 17 8 15 32 Lo 14, 7 - 1  200%
65 15 20 7 9 25 28 8 12 L 1 19L%
33 19 16 8 16 22 66 6 11 2 - 199
27 25 1 3 9 20 31 6 55 2 3 195%
37 kg 12 7 9 22 3 L 10 L 2 19k
28 10 18 10 9 63 34 7 6 - 2  187%
22 15 21 8 k2 30 37 11 3 5 2  19%%
24, 11 36 g5 11 24 18 8 5 2 2  1%6%
19 39 16 10 18 23 W1 L 2 3 195%

20



Groups

21. ...

Number

Total auto cwners

*Loyalty to make
since 1946

Loyal throughout
Loyal on and off

Hever same make
twice . . . .

Two=-car fandily

Make of car:
Buick o« o & + .
Oldsmokile

"Pontiac 4 « o

Chevrolet . «

Vercury o + + &
FOI'd 2 L] L] * L 4

Dodge v« ¢ 5 « &

Plymouth . . .

(5L48)

(1.20)
(229)

(107)
(7L)

(7501
{ 67)7
( 6L)9
{ 68)2

( 706

( 67)5

( 68)L
( 6918

~1li1-

TABLE A-39

"hich two do you think have the poorest

style?!

Buick
Chevrolet
DeSoto

Dodge

Ford
Mercury
Oldsmobile
Plymouth
Pontiae

Have no idea
Kot ascertained

MO GO~ O\ N -

Per cent giving each

of the above answers:

12 3 L s

12 10 16 31 1k

11 13 16 31 1o
10 10 16 32 16

6 6 11 27 1L

8 9 18 31 19
L 9 11 35 15
8 6 19 34 12
6 8§ 22 38 27
9 3 18 37 16

11 11 1k 29 10
15 17 17 30 3

2% 1, 6 2 18

21 16 10 1 26

11

o ~3

12
ie
19

Ul W

12
13

12

13
11

15

10
16
10

23
8

37 25
39 33

38 39
31 35

35 36
L6 33

Wy 31

39 38

23 35
7 36

10
11

15
18

Card IV
Col. L3

X
3 187%
5 179%
2 19C%
1 185%
5 185%
3 1879
2 190%
3 192%
2 188%
3 187%
3 188%
6 175%
6 175%



QO 22.

Groups

~1h2-
TABLE A-LO

Now, I want to get your opinion on the types of
people who drive different makes of cars. I just
want your first impressions.

A. "Which two makes might a single man buy?"

Buick
Chevrolet
DeSoto

Dodge

Ferad
Hercury
0Oldsmobile
Plymouth
Pontiac

Have no idea
Not ascertained

PO N D~ OWILIZTW o =

Per cent giving each Card IV
of the above answers: A Col., Lk

Wumber; 1. 2 3 L 5 6 7 B8 9 0 X =

Total auto cwners

~'VcLo;greJ.’oy to make
since 196

Loyal throughcut
Loyal on and off

Never same make
twice o o + o

Tyo-car family

liake of cars
Buick . + & + «.
Oldsmobile . .
Pontiac . . . &
Chevrolet . . .

Mercury o« « o »

FOrd..o.o'

Dodge 5 » o + »
leou’bh e o e

— ———— —— Av— — i o —— —r —— o

(sh8) {24 30 2 2 U6 37 39 L 5 L 1 19L%

(120) {2, 28 2 3 45 31 38 7 3 7 3 191%
(229) 123 33 3 1 L9 34 38 5 L 5 195%

Il

(107) 127 27 3 2 11 Lo W 2 6 2 1 197%

(7by 126 31 1 3 Lo L8 3 1 7 3 = 19%
(7501} 17 39 1 3 U8 33 32 573 6 3  190%
(67)7) 31 39 - 3 45 30 34 - 9 5 ~  196%
(6l)9l 22 3% 2 2 L8 30 38 8 6 3 2 197%
(68)2] 31 28 2 2 Ly I3 W - 2 3 = 199%
(70)6{ 28 3 L 2 57 25 30 6 6 L - 198%
(67)51°18 25 2 - L9 Lo o 5 6 6 2 193%
(68)L] 19 37 8 6 38 33 38 11 5 2 - 197%
(69)8] 25 21 6 L L1 37 38 10 L 3 1927




~1l3-
TABLE A-l1
Q. 22A, ,.. "Which two might a narried man buy?

Buick
Chevrolet
DeSoto

Dodge

Ford
Mercury
0ldsmobile
Plymouth
Pontiac
Have no idea
Not ascertained

B OO =3 NS 1 R

Per cent giving each Card 1v
of the above answers: Cel, U5
6 7 8 9 0 X

ama— g - - ———— — ——

L 5
6 b 9 17 16 8 5 1 195%

L]

- Groups Number ;L 2

3
Total auto owners (548) | 24 58 &5

*Loyalty to make
since 1946

Loyal throughout (120) |23 52 2 5 Lh 10 18 15 13 6 3 191%
Loyal on and off (229) | 25 59 % 17 9 i % 1505

Never same make

bwice » .. . (107) 118 62 7 7 L8 9 1 18 3 6 1 193
Two-car family (74} |23 59 L 2 L7 11 21 11 7 6 =~ 19i%

M~

o
=
Ul
[e2]

Make of car:

Buick . « « . . (75)1] k9 bs 9 1 2k 7 2b 11 7 2 - 150%

ldsmobile . . (67)7}{25 55 3 s 9 28 16 6 3 193%
Pontiac « . . . (6L)9} 31 50 6 27 9 16 16 31 3 2  19%%
hevrolet . . . (68)2y18 72 L L 52 L 13 10 10 6 - 193%
Mercury . « « » (70)6119 51 L 11 k0 19 16 20 9 6 -  19%
Ford o . ... (67)5{21L 58 2 3 63 12 16 9 2 6 2 19L%
Dodge o o o o » (68)hy15 L9 7 28 32 6 13 35 9 3 - 197%
Plymouth ., . . (69)8{16 43 12 12 37 10 I L1 3 2 L 1947



Groups

Qe 22 B,

Number

Total auto owners (5L8)

*Loyalty to make
since 1946:

Loyal throughout (120)

Loyal on and of

Never same make
Tf»’j—ce 5 o o 8

Twomcar family

Make of car:
Buick « « v .+ &
Uldsmobile . .
Pontiac . . . .,

Chevrolet . . .

HMercury « « « »

Fora .. ...

Dodge « . . . .
Piymouth . . .

£ (229)

(107)
{ 74)

( 75)1
( 67)7
( 6L)9

{ 68)2
( 70061

( 67)5

( 68k
( 69)8

1l
TABLE A=)2

"Which two might a person buy to try to

impress people?!

Buick
Chevrolet
DeSoto

Dodge

Ford
lercury
Oldsmobile
Pilymouth
Pontiac

Have no idea
Wot ascertained

PO - OV N

‘Per cent giving each
of the above answers:

aan— ——— [evey ma——— ——.—

69 2 13 2
™% 20 1 2

70 L 18 1 2
80 2 13 1 -

68 - 19 1 -
8, 2 11 - 2
72 3 1L '3 3
77 2 15 - 2
68 - 22 . 2
72 3 15 2 5
65 2 27 3 2
69 - 26 2 -

17

22
1

20

16

21
12
18

19
23

15
21

7h

75
72

70
77

68

L]

70
82

70
76

66

2
5

-3 N

=~ O Oy w \n

:\54:— Ul N

9

3

\rn \o

N

Y o

()Y

= W~

Caxd

Iv

Col, U6

X

2

oW



..1).;5-.
TABLE A-}3

Q. 22 By ,., "Which two might a person who is not
trying to impress people buy?!

Buick
Chevrolet
DeSoto
Dodge
Ford
Mercury
Cldsmobile
Plymouth
Pontiac
have no idea
Not ascertained

MOV O~ ONWLE W N -

Per cent glving each Card IV
of the above answers: Col. L7

Grows  Mwweril 2 3 b 5 6 1
5 L 15 54 7 L

o
[o

w fe

W I

Total auto owners  (548)

—-J

196%

%Loyalty to make
since 19L6:

Loyal throughout (120) 13 54 2 17 Lk
Loyal on and off (229) h 52 6 13 55 7

Never same make
twice o o . . (207) | 5 61 L 1Lh 57 10 2 32 9 3 1 1983

1 3 2 1944

= O
W W
(U2 R Xa]
0]
-1
=
\02
&,

Tyc-.cor family ( 7h) 9 66 - 13 60 5 7 23 12 3 = 1957
Malze of car:
Buick « « o .. (75)1}12 k9 Lk 22 53 7 5 35 6 6 1  150%
Oldsmobile ., (67)7; 5 51 6 18 LY & 9 30 11 8 = 1957
Pontiac . . . (64)9111 L2 5 19 L9 11 - 26 28 3 2 1667
Chevrolet . . . (68)2} 7 75 3 10 5 L L 29 7 2 -~ 197%
Mercury . . . . (70)6} =~ 63' 313 5613 3 1 6 1 -~ 1927
Ford . .... (67)5{ 7 54 4 15 60 8 3 33 L L 2  1gL¥
Dodge o « » .o (68)4] -~ 53 3 21 L6 3 6 112 7 9 2 1917
Plymouth . .. (69)8f L 33 2 18 k2 5 L 52 13 9 L 18




Q, 22 C.
Groups Nurber
Total auto owners (548)

*Loyalty to make
since 1946:

Loval throughout (120)
Loyal on and off (229)

Never same make

Ctwice . . . . (107)
Two-car family  ( 7L)
Make of car:

Buick « .« » . o ( 75)1
Oldsmobile . . ( 67)7
Pontiac . . . » ( 6L)9
Chevrolet , . . (68)2
Hercury . . . » ( 70)6
Ford + ... . (67)5
DOdge » 2 e e (68)1‘-
Plymouth ., . . ( 69)8

~1)i6m

TABLE A-Ll

"which tw might a woman buy?"

1 Buick

2 Chevrolet

3 DeSoto

! Dodge

5 Ford

6 Mercury

7 Oldswmobile

8 Plymouth

9 Pontiac

0 Have no idea

X Npt ascertained

Per cent giving each Cari IV

of the above answers: Sos. 48
1 2 3 L 5 6 1 8 9 0 X =
23 113 8 9 3% 13 21 19 10 8 2
7 45 7 10 33 1 21 25 9 5 kL

t2h b3 7 10 35 11 20 i5 11 10 2

2y 39 10 11 Lo 10 17 23 7 9 1
32 27 9 L4 33 25 34 13 9 7 -
2h 47 5 9 WO 7T 19 20 11 9 =
2 2 8 6 ko 12 33 15 12 3 2
31 36 9 3 30 13 22 17 23 6 2
27 53 6 12 3L 12 19 15 6 7 2
20 39 16 L 11 21 23 7 9 10 =
21 31 8 5 43 16 19 16 8 12 5
18 Ly 2 21 28 12 24 3/ 10 L =
15 33 11 17 16 15 21 Lo 10 7

190%



Q¢22 Co vae

Groups Number

Total auto owhéis (54,8)

*Loyalty to make
since 19L6:

Loyal throughout (120)
Loyal on and off (229)

Never same make
twice .

(107)
( L)

» o o

Tw-car family

Make of car:

( 751
(677
( 6L)9
( 68)2

( 70)6
( 67)5

( 68))
( 69)8

Buj- ck K] - 3 . -
Oldsmobile . .
Pontiae = « »

Chevrolet . . .

Mercury ¢ o« o o

Ford . . .. .

Dodge ¢ o = « »
Plymouth . . .

55
L3

39
L5

68
52
58
50

29

36

31
35

‘Per ‘Fent givihg each

2 3 4

17~
TABLE A-LS
"hich two might a man buy?"

Buick
Chevrolet
DeSoto

Dodge

Ford
Mercury
0ldsmobile
Plymouth
Pontiac

Have no idea
Not ascertained

HOWwW o~ OE W

of the above answers:

CmE Seenen | amndUs e Wweaann  emeas s

26 8 6

P—— —

27 83 ko 5 8 5 2

2h 4 6 23 20 k2 5 9 2 L
25 8 8 29 21 k2 5 6 6 -

27 10 L4 25 30 38 L4 8 6 1

34, 10 3 32 1 32 L 10 7 -
% 7 L4 16 18 52 3 7 7 -
18 L L 22 22 8 L4 15 L 2
13 6 - 11 16 53 3 31 3 2
38 6 2 16 29 W 2 L L -
23 L 9 26 4y 3% L4 7 10 =
30 5 6 55 19 25 & 2 6 3
19 19 Lo 17 22 29 6 6 6 .=
17 20 10 22 22 3% 16 1 3

19.%
1937

192%
193%

195%
193%

156%

195%

190%
192%

195%

192%



Q. 23. (HAND RESPONDENT WORD~-LIST AND PENCIL.) "Here is a list of eight occupations--'Doctor,' 'Plumber,' and so on.
Itd like you to underline the words that vovld seex to go with a person in that occupation, You may underline

as many words as you like," o
. ~-For results, see Table 52, Section D,

TABIE A-L6

Q. 2L A, Ask for each of the above occupations: "Would a ...... have a new, or used car?

1 New . 3 No idea
2 Used X Not ascertained
Per cent giving each Card IV
of the above answers:
L Factory Social
Doctor Plumber Const. Eng.! Bookkeeper Pilot Worker Worker
Col. 50 Col, 51 Col., 52 Col. 53 Col. 5h | GCol. 55 Col. 56
Groups Numbery 1 2 3 X |1 2 3 X{1 2 3X}1 23 X123 X/12 3 X412 3 X-100%
&  Total auto owners (329) | 93 5 -.. 2/ L7 50 2 1/ 8810 - 2/ 3561 2 2|9 6 2 2{3759 2 23759 2 2
AR ,
1 Loyalty to make
since 19L6:
Loyal throughout ( 77) | 93 6 1 = 3069 1 -} 8416 = = 3565 % =|% L % =]3067 ~ 314551 1 3
Loyal on and off (136) | 96 L « «{SBhh5 1 «} 9010 - =] 3266 2 ~|91 6 3 -!3761L 2 -|3267 1 =
Never same make
twice o o . (66) 193 L - 3{5242 3 3{8 6 3 3/ ko2 3 3185 9 3 3/3955 L 2/l153 3 3
Two-car family (37) | 96 2 -~ 2456k - 2196 2 - 2| b355 - 2|89 9 - 2{b652 - 2{k255 1 2
Make of car: . .
Buick « v o oo (LO)I{I00 = = «f53L47 - =195 5 = «f 3862 ~ 190 8 2 -13855 7 -}3857 5 =
Oldsmobile . . (39)71 87 7 3 316730 ~ 3190 8 - 2/ 385 3 3|94 3 « 3/306L 3 3{3859 - 3
Pontiac » « . « (35)9]100 = = «{}6 5L =« /8911 « = 2071 = =|97 3 = ={3763 =« w|{2971 = =
Chevrolet . . . (33)2] 8812 - -|2770 3 -1 8512 3 -/ 3364 3 ~[91 3 6 {3955 3 3]L252 3 -
Mercury « « « . (52)6] 96 L = -|50L8 2 -{9010 - -f 3169 = ~-192 6 2 «|Lh0O56 L4 {2769 L =
Ford . . ... (U5)5 98 - - 215145 2 2/87121 -~ 21360 2 2180 9 - 213662 - 2/3860 - 2
Dodge « « « » o (LO)4 97 3 -« -1L0OS7 3 ={95 5 « <1 358 6 -19 5 5§ {227 - 3!/53L2 5 =
Plymouth . . . (L5)8} 91 7 - 2|53L5 - 2,89 7 - L L352 - 5i8h11 - 5, 4055 - 5{3162 ~ 7
; i




TABLE A-L7

Q. 2L B. "Would he--(Doctor) (Plumber) (Construction Engineer) (Bookkesper) (Pilot) (Factory Worker) (Social Worker)--
have a flashy, or conservative, car?"

L, Flashy 6 No idea
5 Conservative Y Yot ascertained
Per cent giving each of the above answers: . Card IV
. i  Factory Social
Doctor Plumber Const. Eng.| Bookkeeper Pilot M Workexr Worker
_ Col. 57 Col. 58 Col. 59 Col. 60 Col, 61 . Col, 62 Col, 63
Grows _ Muberilh 56 Y|4 56 Y| L5 6'YI LS 6T k56 YiLS56TNLE 6 Y1008
Total auto owners (329) |23 73 2 2| 15681 2 2 L551 2 2/ 128 2 2/ 7818 2 2, 2273 3 2 886 2 2
*H.o%.mw&% to nake
since 19L6: :
Loyal throughout ( 77) {2179 #* -y1L 8L 1 1; 57 L2 1 - 1384 2 2y 7623 1 ~j247h 2 -1 1387 - -
Loyal on and off (136) 42373 3 1j1287 1 | L356 1 + 1188 1 % 8019 1 =} 2274 3 1 891 1 =~
o Never same make . .
L twice « o o o (66) {2871 - 111578 L 3| L350 L 33 138 3 31 8 1k 3 3,1777 3 3 68 3 3
Two-car family ( 37) 13365 - 2{27 71 - 2/ 3068 - 2/ 593 -~ 2/ 7919 - 2;2666 6 2 L93 1 2
Make of car: . :
Buick s + . o o (L0)2j1585 - -} 1880 2 -} L553 2 - 1087 - 3] 7820 2 -13068 2 -} -98 2 -
Oldsmobile . . (39)7{237h - 31237k - 313658 3 3 1579 3 3/ 8710 -~ 3)306L 3 31138 -~ 2
Pontiac « » . o ( 35)9{1780 - 3} 1L 77 6 3; hos57 - 3 118 - 317126 - 32866 3 31 ~97 - 3
Chevrolet . . . (33)2]2767 6 -] 1582 3 =-j 4255 3 -~ 691 3 ~f 8215 3 «;20176 3 ~|1582 3 =
Mercury . . . . (52)6]2371L 2 L1385 2 -} 5343 L4 - 128 2 - 7624 - -1 2575 - -| Lok 2 =
Ford o « ... (L5)5{2773 - ! 989 - 2; L4553 - 2/ 168 - 2 816 - 2187 L 2! - 888 L
Dodge o o oo (LO)L11882 - -/ 1585 - -1 L4156 3 -/ 108 8 - 7028 2 -;1878 2 2| 790 3 =~
Plymouth . . . (L5)8{2967 2 2/ 1876 - 6! 5838 - L 1185 - L 6927 - L2076 - Li 789 - L
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TABLE A-L8

Q. 2h C, (HAND RESPONDENT CARD.) "Which one of these makes would he /a Doctor/
be most likely to have?"

1 Buick 7 Oldsmobile

2 Chevrolet 8 Plymouth

3 DeSoto ¢ Pontiac

li Dodge 0 Have no idea

5 Ford X Not ascertained

6. Hercury
Per cent giving each Cara IV
of the above answers: Col., 6L

Groups Mumber! 1 2 3 L 5 6 7 8 9 0 X =100%

— — w—— —— o i o otmate  maerieb e

Total auto owners (329} L9 & 3 2 3 &5 22 2 3 3 3

*Loyalty to make |
since 1916
Loyal throughout ( 77) ! 52 L L % 3 2 26 =~ 3 3 3
loyal onand off (136) | 52 L. % 1 6 6 20 L 5 '
Never same make

twice o v oo (66) {51 9 9 - % L 1 = 1 L 6
Two-car family (37) L2 6 7 2 « 6 29 2 - 2

W

Make of car:

25 =~

Buick o o . . . (LO)1y L7 8 - - 5 2 5 -
Oldsmobile . . (397 64 - « 5 3 13 « 5 7 =
Pontiac o+ « . . (35)91 54, 3 -« - 6 - 20 6 & 3 -~
Chevrolet « « » (33)2{52 3 3 « - 321 - 3 9 6
Mercury « o « o (52)6J Lk 2 9 2 L 6 29 L - - =
Ford & ...+ (LB)5{50 9 7 - L L 20 2 2 - 2
Dodge o v &+ « . . (WO 60 - 8§ 5 8 18 = - -
Plymouth . .. (L5)8jL0 5 2 2 2 9 29 5 2 2 2




~151-

TABLE A-L9
Q. 2y C, "Which one of these makes would he /a Plumber/ be most likely
to have?" :
1 Buick 7 Oldsmobile
2 Chevrolet 8 FPlymouth
3 DeSoto 9 Pontiac
I, Dodge 0 Have no idea
5 TFord X Not ascertained
6 lMercury
Per cent giving each | Card IV
of the above answers: Col. 65
Croups Wober!l 2 3 L 5 6 7 8 2 0 X
Total awto owners (329) | 7 20 2 11 25 10 7 7 5 3 3
*Loyalty to make
since 19163 ,
Loyal throughout (77) | 6 22 - 7 31 9 11 5 6 L =
Loyal on and off (136) 52 L 1 24 10 6 8 L 3 -
Never same make ' :
twice « . . . ( 66) L 22 % 9 2 10 5 7 7 6 9
Tyomcar family (37) |16 20 % 8 22 &5 10 6 2 L
Make of car:
Buiek o o . .o (MOJI} 5 WO 3 © 23 7 7 3 - 7 -
Oldsmobile . . (39)7! 5 21 8 13 13 10 5 8 10 2 5
Pontiae , . . . (35)%{11 24, 3 9 ¥ 9 13 9 3 3 =~
Chevrolet . ... (33)2) 3 27 - 6 31 12 6 3 6 3 3
Bereury o . . o (52)6] 15 13 1 17 22 6 6 6 8 =
Ford . . ... (L5)5 L 13 2 15 27 7 12 7 - L
Dodge » . « » » (LO)4j12 18 - 15 25 12 10 3 5 « =
Plymouth . . . (L5)8] 7 13 - 9 26 11 7 7 7 9 L
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TABLE A-50

Q. 2L C. "Which one of these makes would he 15 Construction Enginqu7
be most Tikely to have?"

Groups

Number

Total auto owners
*onalty to make
since 1946:
Loyal throughout
Loyal on and off

Never same make
tuice o & & o

Tw=-car family

Make of car:

Bui ck . . L]

Oldsmobile

Pontiac . .

Chevrolet

Mercury
forda

Dodge .

Plymouth

.

»

(329)

( 77)
(136)

{ 66)
( 37)

( Lo
( 39)7
( 35)9
( 33)2

( 52)6
( L5)s

( Lo)L
( Ls)8

O\ o

KOV

Oldsmobile
Plymouth

Pontiac
Have no idea
Not ascertained

Per cent giving each

Buick
Chevrolet
DeSoto
Dodge
Ford
Mercury
L2 3
2 9 3
2 7 5
23 10 3
19 8§ 3
21 6
3% 7 3
25 3 5
39 6 3
2 9 3
27 - 6
11 11 -
20 10 7
20 11 11

o O W

i N

- of the above answers:

e . g— e Gawa— e —

13

13
1k

10

20
19

33

1k
23
1k
18

15

22

18
17

32
27

32
15

22
17
1k
28

33
37

28
26

FEu S TEe NEEVCR

U

W

[AV T U B O

Cara 1Iv

Col. 66

X = 100%
3
6
Ly
3
5
3
2
5
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TABLE A4-51

Q. 24 C, "Which one of these makes would he ZE Boolkesper/ be most likely
- to have?" - ' '

1 Buick 7 Oldsmobile

2 Chevrolet 8 Flymouth

3 DeSoto 9 Pontiac

L, Dodge 0 Have no idea

5 Ford X Not ascertained

6 lercury :
Per cent giving each Cara IV
of the above answers: Col. 67

Groups Bumberf 1 2 3 L 5 6 7 8 9 0 X =100%

Total auto owners (329) 3 3% 2 72 5 315 2 2 2
*onalty to make
since 1516:
Loyal throughout ( 77)
Loyal on and off (136)

Never same make
tw_ice s & b 4 ( 66)

Two~car family ( 37)

37 - 827 3 11 2 2 =~
30 2 L 28 6 3 18 3 2 =

33 02 11 17 L L 17 - L 6
51 L 6 16 6 - L 6 1 L

o =

Make of car:

Buick o o o « o (LO)1} - 32 - 33 3 31 7 5 -
Oldsmobile . . (3971 3 28 10 10 18 5 - 18 3 =~ &5
) Pon'tiac &« @ o o ( 35)9 6 37 - 3 28 11 6 3 6 - -
Chevrolet o . . (33)2}] 3 b9 - 3 18 - - 18 - 6 3
Hercury . . . . (52)6 b2y - 1129 2 217 L L -
Ford e e 4 e @ (}45)5 7 31 - 9 25 9 h— 13 - - 2
Dodge ¢« « o« » o (LOJ4Yi - 35 2 10 9 9 2 22 9 2 -
Plymouth . . . (W5)8f{ 2 29 5 6 2, 2 5 18 2 2 5
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TABLE A-52

Q. 2 C. "Which one of these makes would he /a Pilot/ be most likely to
have?" - T

ODULETW o -

Groups Number
Total auto owners { 329)
%Loyalty to make

since 19l6:
Loyal throughout ( 77)
Loyal on and off (136)
Never same make |
twlice e + & o (66)
Twoecar family ( 37)
lake of ecar:
Buick « o « « « { LO)1!
Oldsmobile . o ( 39)7
Pontiac . . . ., ( 35)9
Chevrolet , . ( 33)2
Mercury . « » » ( 52)6
Ford o . ... (Lk5)5
Dodge « » « = » { LO)
Plymouth . . . {( L5)8

Buick
Chevrolet

DeSoto

Dodge
Ford
Mercury

PO N0 03

Oldsmobile
Plymouth

Pontiac

Have no idea

Not ascertained

Per cent giving each
of the above answers:

e i wgmmes e g opmns | Gmewm . memtm | wmt— omtwnt ——

13

1l

16
20

26
20

15

15

15

W

N DN

13

w Oy W

19

13

L 5 6
2 9 22
3 L 29
L 11 19
1 6 19
- 1 29
- 5 25
3 3 28
5 6 25
- 9 18
- L 22
2 15 23
9 12 20
7 2 24

29
27

28
30

27
26
31
Lo

27
19

27
27

NN W W

[AS]

13

=

= W

gl el O 2 |

Carg IV
Col, 68
X = 100%
3 2
1 -
3 -
L 6
3 L
7 -
3 L
3 3
6 =
2 2
T
- 5
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TABIT A-53

Q. 24 C, M"Which one of these makes would he ZE Factory'WOrkg£7be most
likely to have?

1 Buick 7 Oldsmobile

2 Chevrolet € Plymouth

3 DeSoto 9 Pontiac

Ly Dodge 0 Have no idea

5 Ford X' Not ascertained

6 Mercury '
Per cernt giving each Carda 1Iv
of the above answers: Col, 69

Groups Number{1 2 3 L 5 6 7 8 9 0 X =100%

Total auto owners (329) | 5 31 - 3 39 2 3 10 2 2 3
*Loyalty to make

since 1946: .
Loyal throughout ( 77) 1 o % 2 k-3 2 L 3 % 3
Loyal on and off (136) 6 29 % 5 3 1 4L 7 3 1 1

Never same make ' -
twice o o .. (66) | 2 300 - 2 38 - 5 13 - L 6

Two~car family (37) 113 31 - 2 33 - L 11 - 2 L
Make of car: .
Buick o « o .o (lbO)1l20 1 - 5 25 - 2 2 8 5 2
Oldsmobile . . (39)7} - 20 - S 43 - 8 13 3 3 &
Pontiac v « . » (35)%}1 6 23 2 9 3, - 6 11 9 « =
Chevrolet . . 4+ (33)2f 3 55 « « 27 - 3 3 - 3 6
Mercury , . . . (52)6] 3 33 2 8§ 37 2 2 12 2 2 =
Ford ¢+ . ... (LB)S} 7 18 - =~ 58 - L 13 - =~ 2
Dodge . . ... (lWO)4jy 2 33 « 5 33 5§ 2 13 =~ 2 5§
“Plymouth , .. (L5)8] - 24 2 5 33 6 2 18 5 - 5




2L C, (
to have?™
1
2
3
L
5
6
Groups Mumber
Total auto owners (329)
*Loyalty 1o make
since 1946
Loyal throughout ( 77)
Loyal on and off (136}
Never same make
twice » .« . » { 66)
Two-car family ( 37)
Make of car:
BuiCk o & ( h-o)l
Oldsmobile ( 39)7
Pontiac . . ( 35)9
Chevrolet . ( 33)2
YMereury . . ( 52)6
Fora . . . ( L5)5
Dodge o « ( Lo)L
Plymouth ( L5)8

«156=

TABLE A=-5l

Buick

Chevrolet

DeSoto
Dodge
Ford
Hercury

Per cent giving each
of the zbove answers:

< O\ CO~3

Oldsmobile

Plymouth
Pontiac

Have no idea

Not ascertained

"Which ore of these makes would he ZE Social Wbrkqf? be most likely

Card IV
Col. 70

39

1 3L
5 1A
- 34

- 31
2 38

2 25

AV 2 R V2 S )

O o =

12

31
27

21
21

15
26

26
13

2k
21
29
27

i5
18

22

20

N w W

= 0



TABLE 455

"What do you think are the main reasons why some people will stick

Q. 25.
to one make of car for a long time?"
1 DMechanical qualities or performance, workmanship
2 FEconomy in maintenance or mileage
3 Purchase price low or reasonable, trade-in deal
L, Easé in handling or riding
5 Styling: lines, upholstery, vision, design, colors
6 Prestige reasonsi to have new car, expensive car, attention-getting
car
7 Dealer or company factors
8 Habit, fear of the unknown
9 Specific features (e,g., power steering, overdrive)
0 1nfluenced by others, advertising, reputation
X,Y,R lMiscellaneous or not ascertained
Per cent giving each Carg VI
of the above answers: Col, 29

oL

1n . : . [

. -Groups - Number 1 2.3 mw 5 ;MV MV_RM|@ 9 0 XYR=
Total auto owners (848) 61 22 L2 5 8 6 24 (29 1 L L  206%
*bo%mwd% to make :

since 1916 H
Loyal throughout (120) 73 19 2 L 8 3 21 30 1 1 3 204
Loyal on and off (229) 54 21 15 5 8 7 28 28 1 & 5 207%
Never same make o

twice « . . . (107) 56 27 L2 6 7 3 19 30 % 1. 1  192%
Two-car family ( 7L) 68 25 39 2 6 7 3023 3 8 3 219%

Q. 25.

3
X,Y

Comments about the

kinds of

people who tend to stick to
one make. (PROBE: "What kinds
of people will tend to stick to
one make of car?")
1 Favorable comments
2 Unfavorable ccmments

Specific but neutral

Don't know; not ascertained

Per cent giving each Card VI
of the above answers: Col. 30
L2 3 LY-1008
21 10 37 32
27 L 1 28
21 12 33 3k
19 12 30 39
12 1 L9 25




TABLE A-56
— g |
Q. 26. "What do you think are the main reasons why some people will switch Q. 26, Comments about the kinds of

from one make of car to another fairly often?! . people who will tend to switch,
(PROBE: "What kinds of people

1 DMechanical qualities or performance, workmanship will tend to switeh fairly
2 Economy in maintance or mileage - often from one make of car o
3 Purchase price, trade-in, ¢ al another?®
l, Handling cr riding quelitics
w mw%wwﬁmv mmmumsy colors, lines -1 Favorable comments
Prestige reasons 2 Unfavorable comments
7 Dealer or company factors 3 Specific but neutral
8 - Prefer a change s os : X,Y Don't know; not ascertained
9 FPresence or absence of specific features
0 Influenced by others, reputation .
X,Y,R HMiscellaneous or not ascertained
Per cent giving each Card VI Per cent-giving each Card VI
\ of above answers: Col 31 of above answers: Col 32
e8] .
= Groups Nber 1 2 3 L 5 6 7 8 9 0 XV,R= 1 2 3 Z,Yr="100%
Total auto owners (5L8) S2 7 32 3 26 18 12 26 3 8 7 19h% 10 3k 27 R9

*Ho%mwd% to make
since 19L6: .

Loyal throughout (120) 58 7 30 3 22 25 12 23 1 8 6 195% 5 8 - 28 19
Loyal on and off (229) L9 7 30 3 25 16 12 28 L 6 9 189% 12 28 28 32
Never same make

twice . . . . (107) 50 8 34 3 36 15 11 28 3 13 1 202% 13 25 25 37

Two-car family (7L) 56 3 ko 5 21 17 15 22 1 7 6  193% 11 37 26 26

PR A B e A e i S



Qe 27, “Genenally speaking, who do you think is using better

=159~

TABLE A-57

judgment--the person who sticks to one make of car for

a long time, or the person who switches from one make
. to another fairly often?"

Groups

ON o

The person who sticks
The person who switches
Undecided
Not ascertained

Per cent giving each
of the above answers:

Number

Total auto owners

*Loyalty\to make
since 1946

Loyal throughout
Loyal on and off

Never same make
twice . . . .

Two ~car family

Make of car:
Buick « o « +
Oldsmobile . .
Pontisc . . . .

Chevrolet . . .

Fercury « « «

Ford . . . .

Dodge + « . ., .

Plymouth . . .

(518)

(120)
(229)

(207)
( 74)

(751
( 67)7
( 6L)9
( 68)2

( 70)6
( 67)5

( 68)h

( 69)8°

e
6

Ul

8L
63

56
55

55
57
58

61
67

66

59

8

m——

22

.23

29
3k

2l
25
30
16

30
19

28
28

2

12

1k

1k
10

20
16
11

12

12

Cara 1V
Col, 71
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TABLE A~58

Q. 28. (HAND RESPONDENT CAR TITLE CARDS) "We're interested
in knowing people's impressions about the cost of cars,
Please put the car that you think costs the most--on the
average--at the top, and rank all the rest of them,
putting the car that costs the least on the bottom,"
Ranking of relative cost of Buick:
1 Buick 6 Hercury
2 Chevrolet 7 Oldsmobile
3 DeSoto 8 Plymouth
L Dodge 9 Pontiae
5 Ford X Not ascertained
Per cent giving each Card V
of the above answers: Col. O
Groups Mamber i1 2 3 L 5 6 7 8 9 I =100%

Total auto owners

liake of car:
Buick . .

1dsmobile

4

Pontiaec , . .

Chevrolet
Mercury .

Ford ., .

Dodge . .

Plymouth

. .

e .

.

(Sh8) jlh 26 14 7 3 2 1 % - 3

(7501 57 21 11 1 6 - - - =

=

(67)7151 30 12 3 = 1 = <=« =

jot}

(69l 28 9 6 6 - - 2 - o

(68)2i34 26 16 13 5 5 -« - - 1
(70615 34 16 3 1 - - « <« 1

(67)5| L2 27 1B 6 2 2 3 - - 3

(68)hil9 220 19 3 6 - - - - 2
(69)8{L5 20 11 9 8 2 - - - 5§
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TABLE A-59
Q. 28, (HAND RESPONDENT CAR-TITLE CARDS) "We're interested in
knowing people'!s impressions about the cost of cars,
Please put the car that you think costs the most--on the
average--at the top, and rank all the rest of then,
putting the car that costs the least on the bottom,”
Ranking of relative cost of Chevrolet
1 Buick é lercury
2 Chevrolet 7 Oldsmobile
3 DeSoto 8 Plymouth
Ly Dodge 9 Pontiac
5 Ford X Not ascertained
Per cent giving each of - Card V
the above answers: ‘ Col, 5
Groups Numbert 1 2 3 L 5 6 7 8 9 X =100%

Total auto owners (548) - - 1 1 2 L 27 35 27 3

Make of car:

Buick .
Oldsmobi

Pontiac

R (7801 = - -« -« - 9 29 36 22 L
le . (67)7] - - =~ - 3 6 37 30 21 3
. .. (6o} - - =« - L 8 33 31 22 2
Chevrolet . . (68)2] - - - 3 3 3 28 35 '26 2
. . (70)6f = - - - 4 3 27 37 27 2

Fercury

Ford . .

" Dodge .

Plymouth

.. (€7)57 « -~ 3 - - 3 20 I3 28 3

cew {6B] - - - - 1 3 27 Lk 24 12
.. (€9)81 = =« -« < 2 3 23 29 39 L
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TABIL 4-60

Q, 28, (HAND RESPONTENT CAR-TITLE CARD,) "elre interested in
: knowing peoplel?s impressions about the cost of cars.
Please put the car that yvou think costs the moste-on the
average--at the top, and rank all the rest of them,
putting the car that costs the least on the bottom,"

Ranking of relative cost of DeSoto

1 Buick 6 Mercury
2 Chevrolet 7 Oldsmobile
3 DeSoto 8 Plymouth
L, Dodge 9 Pontiac
5 TFord X Not ascertained
Per cent giving each
of the above answers:
Groups Ngtbery 1 2 3. 4 5 6 7 8 9 X

Smas g s e et e G cmgese et St

Total auto owners (548) | 16 17 29 18 10 3 1 1 2 3

Make of car:

v
=
=

Buick . . ... (791 19 9 31 24 9 - -
Oldsmobile . . ( é7)7 8 15°3 18 15 3 1 1 - 3
Pontiac . . . . (6W9 6 17 39 19 W 3 - - - 2
Chevrolet . .. (68)2 18 21 23 15 15 3 - 3 1 1

Mercury « . - » (70)6 17 20 29 19 7 6 1 - - 1
Ford . .... (67)5\ 2 1, 25 19 6 6 3 - 2 3

Dodge « » « » « ( 68)if 15 28 31‘ ik 9 1 1 - - 1
Plymouth . . , (69)8 12 23 31 20 5 3 - 1 =~ §
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TABLE A-HL

Q. 28, (HMAND RESPONTENT CAR-TITLE CARD.) "We're interested in

‘knowing people's impressions about the cost of cars.
Please put the car that you think costs the most--on
average~--at the top, and rank all the rest of them,

putting the car that costs the least on the bottom,"

Ranking of relative cost of Dodge

Buick

1 é Mercury

2 Chevrolet 7 Oldsmobile

3 DeSoto 8 Plymouth

L Dodge 9 Pontiac

5 TFord X Mot ascertal ned
Per cent giving each
of the above answers:

Groups Nurber; 1 2 3 L 5 6

Total auto owmers  (548) 1 2 3 10 21 L9

Make of car:

Buick « o « oo (7501 - - - 9 23 53 7 3 1
Oldsmobile ., (67)7f 1 - 5 3 19 588 6 5 -
Pontiac . » .+ (6W)9 - 2 - 14 12 58 7 §5 -
Chevrolet . . . (68)2f - 3 L4 12 25 L3 L L 3
Mercury .. . . (706 - - 313 17 57 7 1 1

Fora .. ... (67)5¢ 1 5 3 9 20 W6 3 9 1

" Dodge » . . a.. (6B 2 2 L4 6 31 50 - 3
Plymouth. . . . (69)8] - = 7 12 20 U6 7 3 =

the

S

3

Card V
Col, 7

= 100%



Q. 28, (HAND RESPONDENT CAR-TITLE CARD.)
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TABLE A-62

knowing people's impressions about the cost of cars.
Please put the car that you think costs the most--on
average--at the top, and rank all the rest of them,

putting the car that costs the least on the bottom."

Ranking of relative cost of Ford

Groups

Total auto owners

Make of car:
Buick « &« » . .
Oldsmobile . .
Pontiac . . . .

Chevrolet . . .

Mercury o o . .

Ford . .. ..

Dodge o v . . .

Plymouth , . .

1 Buicek 6 Mercury
2 Chevrolet 7 Oldsmobile
3 DeSoto 8 Plymouth
i Dodge 9 Pontiac
5 TFord X  Not ascertained
Per cent giving each
of the above answers:
Mwber;l 2 3 L 5 6 1 8
(548) § = -~ 1 1 3 5 35 33
(7)1 - - - - - L 313
(677} = - -« -~ - 9 3% 3
(6L)9t = - - -~ 2 6 32 3%
(68)2f = - - 3 3 L4 37 30
(70)6f = =~ « 3 1 7 L5 27
(67)5y = = 2 - 9 8 31 3
(68)L} = - = = - 3 35 29
(69)8] = - 1 = ¢ 3 28 34

2z
16
22

21

16

10

31
30

MWe're intervested in

the

Card V
Col, 8

X = 100%
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TABLE A~63

Q. 28, (HAFD RESPONDENT CAR-TITLE CARD.) "We're interested in

knouing people's impressions about the cost of cars.

Please put the car that you think costs the most--on the

average--at the top, and rank all the rest of thenm,

putting the car that costs the leagt on the botitom." .

R 1. . ; - ,
anking of relativé cost of Meroury

1 Buick 6 HMercury

2 Chevrolet 7 Oldsmobile

3 DeSoto 8 Plymouth

i Dodge 9 Pontiac

5 Ford X Not ascertained
Per cent giving each
of the above answers:

Groups Number ;2 2 3 L4k 5 6 7 8 9

Total auto owners  (548) ; L 7 23 32 22 8 1 - =

Make of car:
BUiCk & & ¢ o o ( ?S)l
Oldsmobile . . ( 67)7

Pontiac , . . . {( 64)9

o @
[

Chevrolet .., « ( 68)2

Yercury ., . ., (70)61 7 20 1h LO 23 L - - =
Ford . . ... (67)5{2 L4 23 31 28 7 2 - -

Dodge + o . . . (68)hi1 8 18 3 23 15 - - -

Plymouth . .. (69)813 13 16 20 26 17 1 - -

7 21 35 21 10 1 - =
23 6 23 3 - =~ =

11 30 28 22 9 - - 1

w =

Card V
Col, 9

= 100%
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TABLE A-6l

Q. 28, (HAND RESPONDENT CAR-TITLE CARD,) "We're interested in
knowing people'’s impressions about the cost of cars,
Please put the car that you think costs the most--on the
average--at the top, and rank all the rest of them,
putting the car that costs the least on the bottom,"

Groups

Ranking

Total auto owners

Make of car:
Buick , . .
-Oldsmobile
Pontiac . .

Chevrolet .

Mercury . .

Forda , . .

Dodge o . .

Plymouth .

of relative cost ofA9}§§mobile

1 Buick 6 Mercury

2 Chevrolet 7 QOldsmobile

3 DeSoto 8 Plymouth

i Dodge 9 Pontiac

5 Ford X Not ascertained
Per cent giving each of Card V
the above answers: Col,10

Mmber 12 3 L 5 6 7 8 2 X =1008

(548) { 32 11 19 3 1 1 & - % 3

(75)1} 21 55 19 = 1 - <« - - L

(67)71 37 L7 12 1 - - - - - 3

(691 37 by 11 6 + - - - - 2

(68)2 37 35 22 5 1 - - - = 1

(70)6} 31 31 27 6 3 - - - - 2

(67)5} 28 o 19 2 2 L - - 2 3

(683h 32 1 19 6 2 - - - - 1

(69)8] 35 36 19 6 - - - - - L
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TABLE A-65

Q. 28. (HAND'RESPONDENT'CAR~TITLE CARD,) '"We're interssted in
knowing people's impressions esbout the cost =i nars,
Please put the car that you think costs the mosi--on the
average--at the top, and rank all the rest of them,
putting the car that costs the least on the bottom,"
Ranking of relative cost of Plymouth
1 Buick 6 Hercury
2 Chevrolet 7 Oldsmobile
3 DeSoto 8 Plymouth
Ly Dodge 9 Pontiac
5 TFord L Yot ascertained
Per cent giving each Carda V
of the above answers: Col, 11
Groups Naber| 1 2 3 L 5 6 7 8 9 X =2100%
Total auto owners  (548) - % = 1 % 3 2 21 L5 3

Make of car:

Buick o « o o + (7501 - - - ~ 1 7 27 15 L6 L
Oldsmobile .., (67)7 - - - - - - 18 21 58 3
Pontiac + « + o (6W)9] = -« - - - - 20 27 52 1
Chevrolet . ., .» (68)2] = - - - 2 3 23 26 Lk 2

Merecury .,

Ford . . .

Dodge , .

Plymouth

e .. (706} = - - - 1 1 20 23 53 2

. (6750 - - - 1 - 527 13 51 3

e e e (BB -~ -« 4 = -« L 34 19 k2 1
“ e 0. ( 69)8 - 3 - 2 - 1 36 28 26 b
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TABLE A~-66
Q. 28, (HAND PESPONDENT CAR~TITLE CARD,) "We're interested in

knowing people's impressions about the cos? of czrs,
Plezse put the car that you think costs las

- average--at the top, and rank all the rsst cf Ghem,
putting the car that costs the least on the bottom,"

Ranking of relative cost of Pontiac

1 Buick 6 lievcury
2 Chsvrolet 7 Oldsmobile
3 DeSoto 8 Plymouth
li Dodge 9 Pontiac
5 Ford X Not ascertained
Per cent giving each
of the above answers:
Groups Maberj 1 2 3 L 5 6 1 8 3 X
Total auto owners  (548) 1 3 11 24 34 200 L % % 3

Make of car:

Buick o o » o« (75)1} -~ 3 13 28 35 13 1 1 1 5
Oldsmobile . . (67)74 - 3 14 2L 37 15 3 1 = 3
Pontiac . . . . (6L)9] - 6 17 20 36 16 3 - = 2
Chevrolet , . . (68)2] 3 3 5 19 33 29 7 - =« 1

Mercury . . . . (70)6] - - 10 17 43 22 1 6 - 1

Ford . . ... (67)5) - 6 15 27 31 15 3 - = 3

Dodge o o « « ( 68)L

]
[
O~

38 27 24 - 1 1 1
Plymouth .. ., . (69)8f = = 10 26 3 21 3 = = L

Cara V
Col, 12
= 100%
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TABLE A~67

Q. 29 "Now, getting back to your present car (that cos® the most):
’ Which dealers! places did you visit before you hought the
car? Try toc remember every dealer, Letis start with the
very first place you went to, and take the visits in order.
Where did you buy the car?"

Visited one dealer, bought there

Visited two, bought at first visited

Visited two, bought at second visited

Visited three, bought at first visited

Visited three, bought at second visited

Visited three, bought at third visited

Visited four or more, bought at first visited

Visited four or more, bought at second through next-
to-last dealer visited ‘

Visited four or more, bought at last visited

Bought from private party, or not ascertained

i~ pNe] co=3 OV E W o -

o
]
-

Per cent giving each Carda V
of the above answers: - Col, 13

Groups Wamberi 1 2 3 kb 5 6 7 8 2 OXLE = 1007

Total auto owners (548) 1 27 L 14 2 3 12 3 7 27 1

*Loyal to make
since 1946:

Loyal throughout (120) | 36 7 15 3
Loyal on and off (229) | 26 3 15 2

lever same make
twice + o » & (107) 15 L 16 1

Two~car family (7)) }30 3 L &L

mw 3 6 29 1

i _m

17 3 11 28 -
15 6 1h 13 7

=

Make of car cost
most:

Buick ¢ o « o » (76)11 27 L 9 5 - 16 5 10 23 1

Oldsmobile .. (66)7}3% - 15 - 3 7 - 9 25 6
Pontiac . . . » (649128 10 9 3 - 1 3 9 2k -
Chevrolet . . . (69)2t2h 6 13 - 7 9 2 6 33 -
Mercury » » . » (69)61 28 3 10 1 1 1, 9 6 28 -
Ford ., .... (65)5129 3 17 3 3 12 2 9. 22 -
Dodge « o « » » (67W131 6 16 2 - 13 3 3 26 -
Plymouth ... (66)8f17 3 16 6 3 15 3 5 30 2
City:

Chicago . . . . (271) 28 1 13 2 2 W 2 L4 32 2
Roekford . . . (277) 26 7 14 3 L4 10 10 21

-
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TABLE A-68

Q. 29, Visits to dealers selling same/different make than the one
purchased,

1 Visited one dealer, made purchase there

-2 Visited other dealers selling same meke

3 Visited dealers who did not sell same make
L,5 Visited no dealers, nor Vot ascertained

NCTE: Multiple answers fitting into Codes 2
and 3 occurred frequently,

Per cent giving each Card VI
of the above answers: Col, 33
Groups Mamber 1 2 3 £h§ o=
Total auto owners (548) 27 52 L 1 120%
*Loyalty to make
since 15L6:
 Loyal throughout  (120) 35 51 30 1 117%
Loyal on and off - (229) 27 55 L2 1 125%
Never gsame make
twice o o o o (107) 1l 53 58 - 125%
Two=car family (74 30 39 56 5 130%
Make of car cost
mosts
Buick « « . . . 76)1 1 27 58 39 - 124%
Oldsmobile . . ( 66)7 35 L7 38 L 12L%
Pontiac . . . . ( 6L)9 28 b5 L5 2 120%
Chevrolet . . . ( 69)2 2, 50 N - 118%
Mercury o « . . ( 69)6 26 5, 54 - 134%
FOrd o o o « ( 65)5 31 52 L5 - 128%
Dodge . . . . (67)L} 30 b6 h3 1 120%
Plymouth . . . ( 6638 15 65 L8 2 130
City: ‘
Chicago . . » « (271) 28 61 32 1 122%
Roeckford . . . 277) 25 L3 oL 1 163%
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TABLE A-69
Q. 29, ‘Was current auto purchased outside respondent!s city?
6 Bought car in respondentis own city

7 Bought car outside his city
8 Mot ascertained :

Per cent giving each Card VI
of the above answers: Col. 33
Groups Number| & 7 8 = 100%
Total auto owners (5L8) 83 16 1

*Loyalty to make
since 1916:

Loyal throughout (120) 83 16 1
Loyal on and off (229) 82 18 -

Never same make

tWice o o o (107) 88 - 12
Two—car.family ( 7h) i 22 L
liake of car cost
most: _
Buick . . . . . ( 76)1 81 19 -
Oldsmobile ., . (66)r] 1 22 2
Pontiae . . . . ( 6L)9 86 1 -
Chevrolet . . . ( 69)2 886 12 -
Mercury , « . . ( 69)6 83 17 -
Ford . . . .. ( 65)51 82 18 -
Dodge » . . . . {67l 79 19 2
Plymouth , . . ( 66)8 85 15 -
City:
Chicago . . . (271) 93 6 1

Rockford ., . . (277) ¢ 7h 26 -
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TABLE A-70
Q. 30. "Why did you buy it feurrent auto/ there instead of somewhere
else?”
1 Dealer stands behind product; horest, dependable
2 Dealer reputation--referred by others
3 Good financial deal: trade-in, no vrice padding
L Good reputation of service department
5 Dealer personnel: no pressure, friendly
6 Advertising: newspaper, radio, TV, salesroom display
7 Special services: 1lend you courtesy car
8 Dealt there previcusly; used to them
9 Personal relationships: cornections, business obligations
0 Dealer proximity, only dealer around who sells make
X All other specific reasons
Y,R Don't know, not ascertained, or didn't buy from dedler
Per cent giving each Card VI
of the above answers: Col. 3L
Groups Muber! 1 2 3 4 5 6 7.8 9 o X Ip
Total auto owners  {5L0) 8 8 70 9 10 3 1 2 21 17 3 1 153
*,
Loyalty to make
since 19L6:
Loyal throughout (119) 9 9 60 13 8 3 1 6 23 16 2 2 1520
Loyal on and off (227) {10 10 73 11 13 2 1 2 20 17 1 16z
Never same make o
twice . . .. (WO7) "3 L 75 1 7 1 - - 15 18 L4 3 133%
Two-car family ( 69) |10 6 64 11 9 6 - L 27 20 5 1 163
Make of car cost
mosts
Buick . » . .. (7501! 8 L 71 12 7 - - 5 16 34 L - 161%
Oldsmobile . . (62)7{ 6 5 72 8 9 2 - 2 19 - 3 135¢
Pontiac o o . » (6h)9] 3 2 69 12 17 6 2 5 19 17 - = 152,
Chevrolet . . . (69)2]10 6 69 7 6 3 - 3 22 15 1 1 1h3.
Mereury ., . .. (69)6f 9 10 75 7 16 1 - - 18 23 6 1 165%
Ford .. ... (65)5] 6 12 69 9 12 2 2 =« 28 1L, 5 3 1625
Dodge o « . . . (64}l 9 7 60 12 10 6 - 9 12 17 1 1 143
Plymouth , . . (65)8} 9 122 70 9 10 7 1 1 19 9 3 1 152%
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TABLE A-T1

Q. 31. "Had you ever bought any cars there /from dealer who sold

respondent his current car/ before that time??

1 Yes
2 Yo

X DNot ascertained

Per cent giving each
of the above answers:

CGroups Number
Total auto owners (518)
*Loyalty to make

since 19l6:
Loyal throughout (120)
Loyal on and off (229)
Never same make
twice 4 o o & (107)
- Tyo~car family (7L
lMake of car cost
most: '
Buick . . (76)1|
Oldsmobile ( 66)7
Pontiac . ( 6k)9
Chevrolet . ( 69)2
Hercury . . ( 69)6
Forda . .. ( 65)5
Dodge . . . ( 67)4
Plymouth ., ( 66)8
City:
Chicago . . (271)
Rockford . (277)

29

ik
28

16
L2

21
37

2
L

e

8L
58

67
72
72
69
71
72
61
79

79
62

e

Cara V

Colo lb
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TABLE A-72

Qe 32, "What kind of deal do you think you got when you bought your
.present car--very good, better than average,
or somevhat poorer than average?"

Groups

Very good

Better than average
About average
Poorer than average
No opimion

UliE=—w o

Per cent giving each
of the above answers:

Thamber 1 2

Total auto owners

%Loyalty to make
since 1916:

Loyal throughout
Loyal on and off

Never same make
twice » « «

Two=car family
Mzke of car dbst
most:

Buick « 4 « + &

Cldsmobile . .

Pontiac . . . .

Chevrolet . . «

Mercury « o « »

FO rd ¢ © s & @

Dodge . . . . .

Plyvmouth , . .
City:
~ Chicago « + +
Rockford . . .

(548) 32 33 32

(120) 36 33 29
(229) 31 3k 3

(107) 26 32 36
(7 3, 30 3k

( 61 32 29 3L
( 66)7 o 37 21

(6o | 30 31 37
(6921 35 39 22

(696§ 39 32 26
( 65)5 29 26 L2

(67 2k 28 L3
(66)81 23 36 38

(271) 30 32 33

(277) 3.0 33 3

about average,

Card V
Col, 15
100%



Q, 33, "Where do you generally take your car for repairs--
Vg Y ¥
to a (name of his make) agency, or somewhere else?"

Per cent giving cach
of the above ansvers:

1
2 Somewhere else
3
L
X UNot ascertained
Groups Number
Total auto owners (518)
%Loyalty to make
since 19L6:
Loyal throughout (120)
Loyal on and off (229)
Never same make .
twice . o . . (1e7)
Two-car family (7h)
Make of car cost V
mosts
Buick . . . . .  ( 76)1
Oldsmobile . . ( 66)7
Pontiac « « » & ( 6L)9
Chevrolet . . . ( 69)2
Nércury . - s { 69)6
Ford . . . . & ( 65)5
Dodge . « « « - {67
Plymouth . . . ( 66)8
City: |
Chicago . . . (271)

Rockford . . .

(277)

~175=-
TABLE A-T73

L

-

02

75

59

50
58

78
56
79

78
55

6l
51

67
56

19
2L

Lo
28

16
27
1k
26

35
19

35
21
31

Authorized agency for that make of car

Ul

b

ro N oo -~

[a T

12

N

10

-3 Vi Ww M

w o \w

11

Equally divided bhetween authorized agency and others
Never have had any repairs on present car
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TABLE A-Th

Q. 3L, ™"Jould you expect the service department of a (name of
his make) agency to do better, not as good, or about
the same quality of work on your car, compared to
other garages?"

5 Expect (name of his make) agency would do better
6 Wot as good
7 About the same quality of work
8 MNo opinion
'Y Not ascertained
Per cent giving ezch Card V
of the above answers: Col. 17
Groups Mumber{ 5 6 7. 8 I = 100%
Total auto owners (548) 75 6 17 1 1
*Loyalty to make
since 19L6:
Loyal throughout  (120) 78 15 1 2
Loyal on and off (229) 75 3 18 2 2
Never same make
Tyomcar family { 71 83 7 10 - -
Hake of car cost
most:
Buick « + + . . (76)1| 8o 5 1 1 3
Oldsmobile , , ( 66)7 82 6 12 - -
Pontiac . + . . { 6L)9 8L 5 9 - 2
Chevrolet . . . ( 69)2 68 6 20 3 3
Mercury . . . . ( 69)6 86 3 10 - 1
Ford . . « + « ( 65)5 75 5 19 - 1
Dodge [ RSN ( 67)h 72 lO 16 - 2
Plymouth . . . (66)81) 67 9 22 2 -
City:
Chicago . . . (271) 77 6 14 1 2
Rockford ., . . (277) 73 6 19 1
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TIRLE A-75
Q. 35, "Who are the good dealers,-of any make, in (name of city)?"
(IF)RESPONDENT IS NEW IN TOWN, ASK ABOUT LAST TOWN HE LIVED
in,
1 Buick dealers named
2 Chevrolet
3 DeSoto
L Dodge
5 Ford
6 Mercury
7 Oldsmobile
8 Plymouth
9 Pontiac
X Other dealer for makes made by same manufacturer as respond-
ent's current make of car
Y Other dealer for makes made by other manufacturers
0 No good dealers; can't think of specific ones
R Not ascertained
NOTE: Interviewers were instmeted to obtain the names and
locations, and makes, for three dealers whenever
possible, .
Per cent giving each Card V
of the above answers: Col.,1&
Croups Bumber| 1 2 3 4 5 6 1 8 2 X I O R=
Total auto owners (5L48) ! 15 30 7 11 26 12 10 17 11 8 13 21 & 185
%Loyalty to make
since 19L6: v
Loyal throughout (120) { 13 M1 5 9 26 11 10 16 1} 7 11 15 6 181%
Loyal on and off (229) { 16 28 5 7 29 13 11 1, 1} 7 16 21 6 18L%
Never same make
twice o+ . . . (207) {13 28 12 19 24 0 8 24 9 11 13 25 2 198%
Twomcar family (7h) f21 25 8 8 27 16 11 13 11 11 10 20 7 188%
Make of car cost
moste
Buick « » o o » (76)1160 12 3 L4 17 5 12 5 7 7 12 27 L 175%
Oldsmobile . (66)7F 6 18 7 L4 19 12 l3 9 12 19 12 25 10 194%
Pontiac o . ., (6L)9j 16 17 6 12 16 14 8 22 67 2 1Lh 11 5 210%
Chevrolet , . . €(69)2] 8 63 L L 16 312 6 7 6 L 13 20 L 167%
Mercury . . » . (69)6/13 14 3 9 20 66 L 3 10 36 16 16 7 217%
Ford . ..., (6551 26 5 9 85, 6 6 15 3 &5 14 18 6 173%
Dodge « + . . . (67)4f 6 15 10 51 21 9.9 k6 2 L 13 25 L 215%
Plymouth ., . (66)8] 8 18 21 2, 15 &5 8 60 11 1L 2L 5 216%
Citys
Chicago . .. (271) {17 28 2 9 27 7 10 13 11 L 8 20 ) 160%
Rockford . ., (277) |1h 33 10 10 25 16 11 21 11 13 18 21 7 210%




Groups

<
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TABLE A-76

"What is there about these dealers that makes
you call them 'good! dealers?" (PROBES: "ihy
might vou like to trade with them? What kinds
of experiences have you had with them? What
have you heard about them?")

Total auto‘owners

*onalty to make

since 196

Loyal . thiroughout
Loyal on and off

Never same make
TWice o o o o

Two=car family

Hake of car cost

riosts

Buick . .

Oldsmobile
Pontiac .
Chevrolet

Mercury .
Ford . .
Dodge . .
Plymouth

»

1 Stand behind the product; honest, dependable

2 Dealer reputation; referred by others

3 Good financial deal: trade-in, no padding

L, Service department reputation

5 Personnel: no pressure, courteous, businesslike

6 Advertising: newspaper, radio, TV, salesroom

displays

7 OSpecial services: courtesy cars, travel booklets, ete,
8 Dealt there previously; used to them

9 Personal relationships: conrections, business

obligations
X  All other specific reasons
R Don't know; not ascertained
Per cent giving each Card VI
of the above answers: Col, 36

fber) 1 2 3 L 5 6 7 8 9 X YLR=
(bo1) { L7 20 28 18 31 3 2 1 6 3 2 19%
(93) {53 22 36 45 26 8 2 1 kL L 3 20h#
(62) |43 23 22 43 33 1 3 - 5 3 2 178%
(60) {47 18 33 53 kO 1 3 3 3 1 -  200%
(53) |55 9 1bh 65 23 % =~ 1 16 L 1  188%
(52)1{48 13 19 54 37 - 6 L4 L L - 1897
(LW)7}39 7 21 60 37 5 2 - 11 2 2  186%
(sWgjbk 19 24 57 39 - L 2 6 L - 1998
(52)2{Lh9 16 35 b5 24 - 2 - L - = 175%
(53)6{3L 15 26 57 36 L4 L - L 6 2  190%
(L9)Si55 31 29 1 2y 8 - 2 6 L L 207%
(LPpbhi28 32 11 L7 28 2 2 2 L4 13 L 173%
( u7)8; 36 21 32 L7 kL3 L - - 2 2 189



TABLE A-77

Q, 35, Whether dealer who sold respondent his current car was
listed as a "gocd" dealer

1 Dealer was mentioned as "good"

2 That dealer not mentioned, but other dealers were

3 Can't think of any "good" dealers by name, think
all are good, and not ascertained

Per cent giving each Card VI
of the above answers: Col. 35
Groups Number y 2 3 = 100%
Total auto owners (5L0) L6 28 26

*Loyalty to make
since 196

Loyal throughout (119) 59 21 20
Loyal on and off (227) L2 31 27
Never same make

twice + . . . . (107) Lo 33 27
Tyo-car family ( 69) L8 25 27
Make of car cost
moste
Buick + » . . . (715)1 52 19 29
Oldsmobile . . ( 62)7 31 36 33
Pontiac . . . . (69} 53 31 16
Chevrolet , . . (69)2 53 22 25
CMercury . . . ( 69)6 L9 28 23

Ford . . ... ( 65)5 L2 32 26

Dodge o « o . . (67)hf 38 34 28
Plymouth . . . ( 65)8 by 31 25




Groups

Q. 37.
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TABLE A-78
"Are there any dealers here in (name of city; or
previous town, if new to city) you wouldn't want

to trade with?

Ford

PO 0= N\ N

Mereury
Oldsmobile
Plymouth
Pontiac
Other dealers for other makes of same manufacturer

Who?t

Buick dealer mentioned
Chevrolet
Desoto
Dodge

as for respondent's present make

O

Other dealers for makes of other manufacturers

No dealers wouldn't want to trade with; can't
think of any specifically

R HNot ascertained

Nove: Interviewers were instructed to obtain the

Number

Total auto owners

*Loyalty to make

since 1946

Loyal throughout
Loyal on and off

Never same make
twice  « .

Two~car family

Make of car cost

mosts

BU.iCk @ * » o 0

Oldsmobile
Pontiac .
Chevrolet

Mercury .
Ford . .
Dodge . .
Plymouth
City:
Chicago .
Rockford

-

L

.

- .

- (5L8)

(7h)

(12¢)
(229)

(107)

( 76)1
( 66)7
( 6L)9
( 69)2
( 69)6
( 65)5
(67)L
( 66)8

(271)
(277)

names and locations, and makes, of three

dealers whenever possible,

Per cent giving each

[ASIRN A Ul o

15

NN N 0w

w

of the above answers:

2

il o

~J

12

13

Vi~ N O

12

AV2 RNV |

~ ON = o

22
18

13
28
20
18

26
27

10

28
12

W W w = =N

o=

@ O =3 W

Nw W o N

£~ w

TN N WE W R

W=

12

13
12

¥

NNy

12

Card V
Col.19
Y 0 R=
8 L5 817
5 Bl L125%
9 LO 10135%
9 L5 9127%
7 W 1113%5%
7 3 513.%
3 35 1313%
12 30 5157%
L L3 13124%
17 36 L g
11 52 8 124
9 51 913
9 59 6 12%¢
6 L2 7125¢
10 L8 11 136%
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TABLE A-79

37. Uhether dealer for respondent's current car was
[t
mentioned as one with whom he would not want to
~trade,

I} His dealer mentioned unfavorably

5 His dealer not mentioned unfavorably, although
other dealers were specified

6 No dealers wouldn't want to trade with; can't
think of any specifically

Per cent giving each Card VI ©
of the above answers: Col. 37
Groups Mumber ¢ L 5 6 = 100%

Total auto owners (5h0) 6 L3 51
*Loyalty to make

since 1946

Loyal throughout (119) 3 L1 %

Loyal on and off (227) 6 L5 L9’

Mever same make i

tWice o o .+ (207) 11 3% 53

Two~-car family ( 69) L L7 L9
lMake of car cost
mosts

Buick o o « o (7501 7T W L7

Oldsmobile . . ( 62)7 5 L7 L8

Pontiac ., . . . ( 6L)9 8 58 34

Chevrolet . . » ( 69)2 7 L2 3

Mercury . . . . ( 69)6 6 55 39

" Ford .. . . . (65)5 3 Lo 57

" Dodge o » . . . ( 67)k 9 33 58
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TABLE A=-80
Qe 38, "Why wouldn't you want to trade with those dealers?"
(PROBES: "What kinds of experiences have you had with
them? What have you heard about them?")

1 They don't stand behind the product; dishonest,
undependable '

2 (Ceneral reputation, hearsay
3 Poor financial deal: over-charging, price-changing,
padding, turning back speedometers
ly Service department slow, unreliable, expensive
5 Personnel unfriendly, high-pressure, attitude
changes for the worse after car is bought
6 Aversion to dealer s advertising (media or content);
advertising adds to cost of car
X All other explicit reasons
Y,R Don't know; not ascertained
Per cent giving each Card VI
of the above answers: "~ Col. 38
Groups Nuamber 1 2 3 L 5 6 X YR =

| Total auto owners (267) L2 30 34 35 24 12 3 1 181%

1“LLoyal'l:y to make
since 1946:

Loyal throughout ( L7).. L8 38 32 28 24 16 2 = 168%
Loyal on and off (121) M1 30 33 ko 22 8 2 2 178%

Never séme make
twice « » « » (53) 45 21 35 3k 15 13 L = 167%

Twocar family  ( 38) L2 17 35 k2 S0 16 9 -~ 211%



183~

TABLE A-81

Q. 39. "Suppose vou bought & new car and something went wrong
How much
resporsibility do you think the dealer ought to take--

with it after the warrarntv period was over,

full responsibility, some responsibility, or no re-

sponsibility?

1 Full responsibility
2 Sone responsibility
3 No responsibility

L Yo opinion
X Tot ascertained

FPer cent giving each
of the above snswers:

Groups uriber:
Total auto owners  (5L8)
*Loyalty to make

since 19L6:
Loyal throughout (120)
Loyal on and off (229)
Never same make
twice « » . o  (107)
Two=car family (71
Make of car cost
most:
Buick . . . . . (7)1
Oldsmobile , . ( 66)7
Pontiae . . . » ( 6L)9
Chevrolet . . . ( 69)2
Mercury . . . « ( 69)6
Ford o« .+ o o & ( 65)5
Dodge (2 - . - - ( 67)h
Plymouth . . . ( 66)8
City:
Chicago . . . (271)

Rockford . . .

(277)

Wi e st wvem— w——

17

11
17

19
20
22

13

1y

12
17

18
1k

I
2

al

62
61

60
61
54
60

6l
51
70
71

60
59

Ut

N W NN W W

Ny

Card V
Col, 20
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TABLE A-82
Q, LO. "Svppose you got a price on a new car from a dealer you liked

to do business with, How much cheaper would another dealer's
offer have to be to make wou do business with the other dealer?"

1 Less than 50 6 GL00-Eh99
2 L50-$99 7 &$500 or more
3 §100-5199 0 Don't know
L $200-5299 X Dlot ascertained
5 $300-%399
Per cent giving each , Card V
of the above answers: Cold. 21
Groups Warber! 1 2 3 L 3 6 7 0 X = 100%
Total auto owners (518} 7 14 29 23 5 3 7 9 3
*onalty to make
since 19l6:
Loyal throughout (120) 5 17 2 20 2 2 7 19 2
Loyal on and off (229) { 8 14 31 25 5 L 5 5 3
Vever same make
twice o « » . (107) 9 12 31 18 9 1 7 9 L
Two-car family  ( 7h) L 7 29 30 2 L4 10 8 6
lake of car:
Buick . . o oo (7511 L 9 34 20 3 3 11 8 8
Oldsmobile . . (67)7{ L 14 2, 27 6 L4 8 10 3
Pontiac , . . . (6h)9y 9 € 27 2L 9 3 8 9 3
Chevrolet , . . (68)21 9 22 30 19 -~ - 7 10 3
Mercury . . . . (7061 9 6 25 33 6 6 6 10 1
Ford .. ..  (67)5] 6 13 28 25 8 5 3 9 3
Dodge « o v o o (684} L 15 28 28 7 3 3 9 6
Plymouth . .. (69)81 9 11 32 19 6 3 10 9 1
City:
Chicago « « « . (271) 8§ 18 27 22 3 3 5 11 3
Rockford , . . (277) 6 10 31 23 6 3 9 8 L
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TABLE A-83

1. w good do rou think you are at bargaining with car

Q, 11, "How good do ou think y t barg g with car
dealers, compared to the people you kanow--better than
averzge, about average, or not as good as average?"

Groups

Better thar average
About average

Not as good as average
No opinion

Hot ascertained

Per cent giving each Card V
of the above answers: Col, 22
Number 1 2 3 X = 100%

Total auto owners

%Loyalty to make

since 1946

Loyal throughout

Loyal on and off

Never same make
twice . . .

Two~-car family

tMake of car:
Buick . .
Oldsmobile
Pontiac .
Chevrolet

Hercury .
Fora . .

Dodge . &
Plymouth

.

.

(5L8) 16 5 25

(120) 1 %% 26 7 -
(229) 17 58 21 3 1

(107) 15 56 28 1 -
( 78) 2, L6 28 2 -

(7)1 V16 57 17 10 -
(67)7 | 31 39 27
(6L)9 | 12 50 36
(68)2 | 13 62 19

{ 70)6 21 55 21
(61)5 | 17 54 28

(684 110 59 31 - -
(69)8 | 12 59 26 3 -

Howo o oW
-t




. Make of car:
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TABLE A-8hL

Q. L2, "Some people say you generally get a better
trade~in when you go to a dealer who sells
the same make., Others say you gererally geb
a better trade when you go to a dealer who
sells a competitive make, What do you think
about this?™

5 Generally better to trade same make

6 lakes little or no difference

7 Generally better to trade for different mak
8,9 It depends; no opinion

Y Not ascertained

Per cent giving each Card V
of the above answers: Col. 23
Groups Number{ 5 6 7 8,9 Y = 1007

Total auto owmers (5L8) | 60 13 20 7 *

*Loyalty to make
since 1946:
Loyal throughout (120) | 66 8 19 7 %
Loyal on and off (229) 1 5 18 19 7 -

Never same make
twice . . .. (107) 163 8 23 &5 1

Two-car family  ( 74) | 58 15 18 8 1

Buick » » » . . (75)3i1 60 10 20 9 1
Olgsmobile , . ( 67)71 54 13 23 10 -

Pontiac . . . . ( 6Lh)e4 588 12 18 10 2
Chevrolet ., . . (68)2] 57 12 23 &8 -
Mercury . . . » { 70)6; 58 7 26 9 -
Ford . .... (675166 1y 16 L =
Dodge o o o » » (684} 60 16 19 L4 1
Flymouth . . . (69)8{58 22 13 7 =~




new car:
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TABLE A-85

Q. 13, "When do you think is the best time to buy a
when they first come out in the fall,

=

or just before the next new modéls come oub, or
some time in between?"

[@sFOARY; Rany

When they first come out

Just before the next new models
Some time in between
{(Volunteered):

the previous model year

-3

No opinion
Not ascertained

Per cent giving each
of the above answers:

Groups

Humber

Total auto owners

*oyalty to make
since 1946

(548)

Loyal throughout (120)
Loyal on and off (229)

Never same mzke
tTWice o ¢ « »

Two-car family

Make of car:
Buick . o . . &
Oldsmobile . .
Pontiae . . . .

Chevrolet . .

Mereury . « «

Ford + 4 « «

Docdge o« v « + &

Plymouth . . .

Citys:

Chicago « « o «

Rockford . . .

(107)
{7l

(751
( 677
( 6L)9
( 68)2

(70)6]

(67)5

( 68)k
( 69)8

(271)
(277)

Buy a "new" car

left over from

L 5 6
13 L2 37
i 38 38
1 i 38
10 L5 3L
12 47 3L
12 33 k2
13 L5 38
12 L3 36
12 L 35
10 39 Lo
17 L5 31
10 Lk2 Lo
9 36 15
0 Lo 38
11 43 36

NI

w R w

w o W e

10

o

BRI =R e A

<%
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TABLE A-86

compare the Chrysler
Corporation, the Ford Hotor Company, and

points:

4, "Which one of the three do you think

makes the best ears?”

—— i w——— e a——

Q. L. "Now, I'd like you to
General Motors on two
1 Chrvsler
2 Tora
3 CGeneral Motors
L Can't decide
X Not ascertal ned
Groups Numcer
Total auto owners  (5h8)

*
Loyalty to make
since 1946:

Loyal throughout {(120)
Toyel on and off (229)

Never same make
t"ﬁ_ Ce e . » »

‘Two-car family
Make of car cost
mosts

Buick o o « & &

0ldsmobile , .

Pontiac, . .

Chevrolet . .

Mercury . . . .
Ford o o o ..0

Dodge , » « « &
Plymouth . . .

(107)
( 7L

( 76)1
{ 66)7
~{ 6h)9
( 69)2

( 6936
( 65)5

( 6704
( 66)8

23
18

27

15

17
15

1L
11

»
81

88

33
29
i2
20



TABLE A-87

Q: Lk A, Ranking of Chrysler Corporation, Ford Motor Company,
‘ and General Motors on "Which do vou think makes the
best cars?"

;Groups

e RAR ¥~ WV

CC first, MMC second; GM third
CC first, M second, FC third
FMC first, G4 second, CC third
FHC first, CC second, GM third
GM first, CC second, EFiC third
G first, FMC second, CC third

Did not rank all three companies
NOTF;

to rarnk the other two companries,
first-choice table for Q. Lk A.

Per cent giving each

of the above answers:

Mumben

Total avto ovmers (548)

*Ldyalty to make

since 19L6:

Loyal throughouﬁ (120)
Loval on and off (229)

Never same make
twice « » . o (207)

Two~-car family (7

Make of car cost

mosts
Buick . . .
Oldsmobile
Pontiac .+
Chevrolet .

Mereury . .

Ford & & o

Dodge « . .
Plymouth .,

.

o (76)1
o (667
N N
. (69)2
o (696
s (65)5
. (674

( 66)8

L

7

11

O

11
11

19

2

——

13

NO

19
13

ic

Sk
13

3 L
8 6
8 7
g8 6

io L
L 6
3 -

.
3 -

26 10

21 19
2 5
6 5

)
25

25
2h

2l
33
2L
Lo
16
21

11

19

10
12

11
1k
10

12

Some who gave a first choice were unable
See

Card V
Col. 75

= 100%
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TABLE A-88

Q. Ll B. "Which one /Chrysier Corp., Ford Motor Co., General
ﬁotoré7 do you think has the best dezler service

— —— p—— p——— s——

15
23

20
22

26
29

13

26
18

26
29

departments? "
1v Chrvsler
2 TFord
3 General iiotors
I, Can't decide
X DNot ascertained
Per-cent giving each
of the above answers:
Groups Numberi 1 2 3
Total avto owners (548) | 11 23 Lk
*Loyalty to make
since 19L6: ,
Loyal throughout (120) | 1L 20 51
Loyal on and off (229) 8 26 U2
Hever same make
twice « » . o (107) {12 23 Lo
Two=car family ( 7h) 8 22 U6
lake of car cost
mesthe
Buick o « o« o o (76)1] 7 13 5
Oldsmobile . . (66)7] 1 11 58
Pontiac » . . . (6L)9| 8 1k 6k
Chevrolet . . ., (69)2] 9 6 70
Mercury . . . . ( 69)6] 7 L5 22
Fora .. ... (655! 8 5h 17
Dodge . . .-o v (6T L2 16 16
Plymouth . .. (66)8}27 14 27




Q. ULk B,

Groups

~191

TABLE A-89

Ranking of Chrysler Corporation, Ford Motor Company,
and General Motors on "Which ... do you think has the
best dealer service departments?”

CC first, PG second, GM third
CC first, GM second, FMC third
FMC first, G second, CC third
FMC first, CC second, GM third
GM first, CC second, FMC third
GM first, FiC second, CC third

~ ONULETLW N 2

ROTE: Some who gave a first choice were

Did not rank all three companies

unable to rank the other two

companies.
for G,

Ll B.

Per cent giving each
of the above answers:

Number

Total auto owners  (548)

%Loyalty to make

since 1946+

Loyal throughout (120)
Loyal on and off (229)

Never same make
t‘f?j.ce e & » o (107)

Two~car fanily ( 7h)

Make of car cost

most:
Buick , .
Oldsmobile
Pontiac
Chevrolet

Hercury .
Ford . ,

Dodge . .
Plymouth

.

»

» .

. (7en
. (661
. (69
. (69)2
. (69)6
. (65)s
. (67)h
. (66)8

See first-choice table

vt wummin St g et ate e

1 2
3 6
5
L 2
3 9
3 5
5 1
- 1
5 3
- 7
3 L
1 6

21 15

11 11

12
15

16
13

Vi N0 Yo @

(o]

~N N o

1k

D

16
17

17

22
28
19
25

15

26
22

20
36

30
32

32
26

37
3L

.25

22

3k
31

33

Card V
Col, 76
= 100%
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TABLE A-90

Q. L5, "Did your father own any cars while you were living at home?
(IF nYES") What mekes? Please start with the first car of
his you can remember,"

Mumber of makes specified:
0 Ouned no cars while respondent was at home

s

Eight
Mine or more makes
T 3

R Not ascertained

Per cent giving each Card VI
of the sbove answerss Col, L0

Groups Munmber o 1
Total auto owners (5L8) 37 1L 15 11 12 L 2 % % % 5§

*Loyalty to make
since 19l6:

Loyal throughout (120) 5 10 9 7 7 1 3 1 « =
& .
Loyal on and off (229) 33 14 22 10 12 5 1 - - =

Never same make
twice . . . . (107) 34 14 11 12 12 4 1 - - = 12

Two-car family  ( 7h) 17 37 13 20 19 § 1 - L 1 -3



Groups

Q, b5.

Specific makes of cars respondent's father had

~193-

TABLE A-91

while respondent was stiil living at home

-3 O\~ W o

NOTE::

Nurber

Total auto owners

s
Loyalty to make

since 19li6s

Loyal throughout

Loyal on and off

Hever same make
twice « . . .

Two-car family

Make of car cost

mosts
Buick . .
Oldsmobile
Pontiac .
Chevrolet

Mercury .
Ford . .

Dodge . .
Plymouth

(310)

(L)
(1h3)

(61)
( 56)

(L5
( Lo)7
( 36)9
( 38)2

( k2)6
( 39)5

( 31k
( 35)8

Buick
Chevrolet
DeSoto
Dodge
Ford
Mercury
Oldsmobile

Excludes those whose fathers had no car,

8

9
0

Y Other manufacturer

Plymouth
Pontiac
Other makes of same manu-

Othier makes of another "Big

facturer as respondent's

car

,3" mapufacturer (M, FIC, .

cC)

or not ascertained.

25
29

1k
2L

22
2h
11
30

10
33

16
11

2
32

35
31

29
31

27
38
33
Lo
33
26

32
26

Per cent giving each
of the above answersi:

— om— G m—— —

L 5 6
by 21 55 4
L 19 35
1 19 57 3
7 19 60 L
6 26 61 L
2 24 60 2
5 92 69 2
6 19 61 -
5 22 3 8
2 19 60 7
- 23 sh 3
3 26 L8 -
9 6 3

€3

17
15

15
12

10
17
17

12
13

19
23

11
16
1l
13

14

13

Card VI
Col., l1

X

T

———— eamaa wm—

Ly 237%

o~ e

11

W ow W

12

12
13

1k
12

12

1l
26

L3
1

18
51

51
57
36
36

45
LL

39
L9

235%
230%

233%
252%

228%
276%
217%
235%

223%
2l3%

215%
211%
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ABLE A-92
Q. k6. Mihich make did you like the most among your father's
cars?"
1 Buick 0 Other makes of same manu-
2 Chevrolet facturer as respondent's
3 DeSoto car
L Dodge X Other makes of another "Big
5 Ford 3" manufacturer (G, FMC,
6 Hercury ce)
7 Oldsmobile Y Other manufacturer
8 Plymouth R Wot epplicable (father had
9 Pontiac no car)
Per cent giving each Card VI
of the above answers: Col., L2
Groups Mumber 1 2 3 L 5 6 7 8 9 0 X Y R=100%

Total auto owners (229) 1r 12 2 9 15 2 5 2 3 § 9 20 §

%Loyalty to make
since 19)6:

Loyal throughout ( 28) 15 20 -~ 16 9 - 6 5 % 10 11 8 =
Loyal on and off (106) 9 11 1 7 1% 2 3 1 3 10 7 23 7

Never same make
twice o » o »  ( W6) 13 8

Pyomcar family (h3) 131 11

(%)

12 13 - 8 2 3 - 12 24 3
3 18 6 2 3 L 2 6 19 7T

je8)
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TABLE

A-93

Q. h7. "Which make [of father's cap§7 did you like
the least?"

O O~ LW N

Groups Nunber

Total auto owners  (229)

*Loyaity to make
since 19l6:

Loyal throughout ( 28)
Loyal on and off (106)

Never same malke
'tWiCG ® & s ( hé)

Two-car family ( L3)

Buick

Chevrolet
DeSoto

Dodge
Ford

Mercury
Oldsmobile
Plymouth
Pontiac

S s wvdnes  gaweien g

0 Other makes of same manu-
facturer as respoadentts
car

X Other mekes of another "Big
3" manufacturer (G, FMC,
ce)

Y Other manuTacturer

R HNot applicable {father had
no car)

Per cent giving each

12
5 9
- 8
5 6
% 22
7 L

of the a

- 827 - 2 9

bove answers:

]
N
ot

512 -~ 2 4 8 -
2 523 - 5 5§ 1 - a

c

ard VI
Col. L3
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TABLE A-9l

Q. U8, Occupation of first-mentioned of "your two closest
- - e - Uad :
friends whom you see at least fairly often"

Professional, semi~professional

Farner, farm manager

Business (proprietor, manager, official)
Clerical, sales work

Craftsman, foreman, or similar work
Machine operator

Service worker

Farm laborer, foreman

Other laborer

0,X No specific occupation given; housewife, student; has
no occupation

Vo~ W

Per cent giving each Card VI

of the above answers: Col. hh

rOUpS Number 1 2 3 L4 5 6 7 8 9 0XR =100%
Total auto owners (548) 17 % 19 16 25 13 3 % 3 L

3¢
Lovalty to make
since 19li6:

Loyal throughout (120) 20 - 17 17 26 11 1 =~ 2 6

Loyal on and off  (229) 19 - 17 16 27 10 L4 - 3 L

Never same make
twice o o . . (107) 10 - 22 13 24 21 L - L

Two-car family (74) 14 - 29 20 17 13 1 - L




Q. L8,

O
\s

>4
-

Groups

~197=
TABLE A=95

Ceccupation of second-mentioned of "vour two
closest friends whor you see at least fairly
often"

Professional, semi-professional

Farmer, farm manager

Business (proprietor, manager, official)

Clerical, sales work

Craftsman, foreman, or similar work

Machine operator

Service worker

Farm laborer, foreman

Other laborer

No specific occupation given; housewife,
student; has no occupation

N0 o= ONULES\W RO bt

Per cent gziving each Card VI
of the above answers: Col. L5

NMgber 1 2 3 4 5 6 7 8 9 0,XR=100%

Total auto owners

*Loyalty to make
since 1946 .
Loyal throughout
Loyal on and off

Never same make
twice . . . .

Tyo-car family

~~~~~~~~ e
(5L8) 13 % 20 17 24 13 2 - 3 8

(120) g 2 23 11 18 18 3 - 7
(229) 15 1 17 19 29 8

(107) 9 - 17 15 24 22 3 - 1 9
(7h) 18 2 29 17 20 7 2 - 1 L
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TABLE A~96

Q. L8, Whether "two closest friends whom yousee at least fairly often"
work at the same place as respondent

. Firstementioned friend Second-mentioned friend

e

1 Yes, works at same place % L Yes, works at same place
{
3

2 No T Mo
3 Not ascertained 6 Not ascertained
Card VI Per cent giving each Card VI
Col, L6 of the above answers: Col., L7
!
Groups Mumber 1 2 3=1008 L4 5 6 = 100%
Total auto owners -(5L48) 33 66 1 29 68 3

%Loyalty to make
since 19L6:

Loyal throughout (120) 30 68 2 | 29 66 5
Loyal on and off (229) 37 63 28 70 2
Never same make :

twice , . . . (107) 33 63 L [ 32 6l L

Twoecar family ( 7h) 28 72 =~ P23 7h 3



Q. LS.

Croups

o O N0 o OV NS R
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TABLE A~97

liakes of cars owned by first-mentioned of "two closest

friends..."

Buick
Chevrolet
DeSoto
Dodge
Ford
Yercury
Oidsmobile
Piymouth
Pontiac

Some other manufacturer
Not ascertained; or friend owns no car

Per cent giving each
of the above answers:

Ty :‘;:‘{ini‘ \
N

Total auto owners
fake of car cost
most:
Buick » « & .
Oldsmobile .
Pontize , . .
Chevrolet . e

Mercury . . ,
Ford .. . .

Dodge o . . .
Plymouth , .

g yb W gl A
Nomber| 1 2 3 L 5 6 7 8 9
(548) 115 19 3 L 13 8 11 6 5
(76)1{30 15 © 1 9 L 19 3 5
(66)7)10 15 - 2 9 9 26 L 3
(69} 13 12 5 3 9 8 8 6 17
(69)218 25 3 L 6 12 7 9 L
(69619 26 1 3 10 ;é g 3 1
(65)512 15 3 5 26 8 8 3 2
(674l 9 18 6 10 9 9 10 & 6
(66)8f 5 26 8 5 13 3 6 12 3

| I e G A IR X0 BN 4§

N

W

Other make, same manufacturer as respondent's car
Other make of "Big 3" manufacturer (@, FHC, CC)

o =~ B~ 0N 3

Ui =

103%
2 103%
- 100%
1 101%

1 103%
- 106%

3 100%
9'103%



Groups
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TABLE A-98

Q. h8. Makes of cars owned by second-mentioned of "two
closest friends..."

bk P OO o= ONULEW D e

Humber

Total auto owners  (548)

Make of car cost

most:
Buick . .
Oldsmobile

Pontiae , .

Chevrolet

Yercury ,
Ford ., .

. Dodge . .
Pilymouth

. (761
.. (667
. (6h)9
« s (692
.. (69)6)
.. (65)s
. . ( 67)1
.. ( 66)8

Buick

Chevrolet

DeSoto

Dodge

Ford

Mercury

Oldsmobile

Plymouth

Pontiac

Other make, same manufacturer as respondent's car
Other make of "Big 3" manufacturer (Gif, F.C, CC)
Some other manufacturer

Not ascertained; or friend owns noc car

Per cent giving each Card VI
of the above answers: Col. L9

——— et mmme smemes et Sweaes  madhan  mewe  Game e v e et

i 22 2 5 15 5 9 5 7 3 8 5 3102%

17 13 3 920 L 8 7 5 3 5 7 =
9 W 4 L 9 kL 13 8 10 k4 10 .3
2 23 - 2 9 312 21 5 3 5 3
9 33 1 415 3 12 3 6 6 6 1 3
715 b L 16 7 9 313 - 13 7 2
15 23 2 517 8 3 3 8 -1 5 2
b b - 712215 7 7 9 2 L 7 3
27 12 L L 20 2 8 13 -~ 2 3 6

101%
100%
1007
100%

100%
105%
101%
103%
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TABLE A-99

Q, 18, Hodel years of cars owned by first-mentioned of ™two
closest friends..."

Hodel year prior to 1951
1951
1952
1953
1954
1955
1956
1957

Hot ascertained; or friend owns no car

B ounsw N O

=
&

Per cent giving each Card VI
of the above answers: Col, 50

Groups Number 0 1 2 3 L 5 6 7 8 9 XYR=

—— —— — — — —n

Total auto owners (548) 9 7 3 11 12 28 29 1 -~ - 3 103%

*Loyalty ‘to make
since 1946:

Loyal throughout (120) 10 7 1 16 13 30 20 1 - - 3 101%
Loyal on and off (229) 8 5 2 10 12 27 35 - - - 1 1009

Never. same make
twice » o . » (307) 1y 6 N4 10 10 27 26 2 - - 3 102%

Two-car family (W) 7 5 9 5 15 29 31 « .= = 3 1044



Q. h8. Iodel years of cars owned by second-mentioned of
"two closest friends..,®

Groups

XY,

Nymber

Total auto owners

.x. )
Loyalty to make
since 19L6:

Loyal throughout
Loyal on and off

Never same make
twice o . .« .

Two-car family

(518)

(120)

(229)

(107)
( 71)

T~ OWIEW N RO

=202

TABLE A-100

1951
1952
1953
1954
1955
1956
1957

‘Model year prior to 1951

Not ascertained; or friend owns no car

Per cent giving each
of the gbove answers:

0

e e Gt e ety agees  mitmant

10

13

L

11

11
1k

17
10

33
28

38
38

18
29

22

30

Card VI

Col. 51

103%

100%

100%

105%
107%
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TABLE A-101

Qs 49, "In comparison with the people you know, how well-informed
sbout the late models of cars would you say you were=-mich
better informed, somewhat better informed, about average,
or somewhat less well informed?"

5 Iuch better informed

4  Somevhat better

7 tbout average

8 Somewhat less well informed
9,Y Ho opinion; not ascertained

Per cent givingveach Card V
of the sbove answers: Col. 29

Groups Number

n

8 9, =100%

\n }\7
o5}

5
Total auto owners  (5LB) | 11 18 13

*Loyalty to make ;
since 19L6: i
Loyal throughout (120) | 10 11 65 14 =

Loyal on and off (229) { 10 19 5 12 3

Hever same make v
twice . . . . (107) 11 21 55 13 -

Two-car family (7h) | 16 16 55 13 -

Make of car:
Buick « « « . » (751} L 19 68 5
Oldsmobile . . (67)7{13 18 58 9 2
Pontiac . . . . (6L)9] 11 14 64 11 -
Chevrolet . . . (68)2! 15 18 51 15 1

Mercury . . . » (70)6f 12 20 54 14 -
Ford ... .. (67)5}12 18 57 13 =

Dodge . . . ., (6810 15 63 10 2
Plymouth .. . (69)81 L 19 57 20 =
City: ,
Chicago o . » « (271) | 12 15 58 14 1
RBockford . . . (277) 110 20 57 12 1
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TABLE A-102

Q, 50, "I am going to read you four statements.
you to tell me, for each statement, whether you

would tend to agree or disagree with it,"

A, M"In general, a person is better off to keep

- working for one company, rather than to
change jobs whenever he thinks he seses a
better opportunity in another company,”

1 Agree
2 Disagree

3 Don't know

Per cent giving each
R of the above answers:

Groups fumber

Total auto owners  (5L3)

*Loyalty to make
since 19L6:

Loyal throughout (120)
Loval on and off (229)

Never same make
twice o o . o (107)

Two=car family ()
City:
Chicago « » « » (271)

Rockford . . . (277)

1

58

62
60

Sk
52

6l

2

36
38

L
16

6
35

Itd like

Card V
Col, 30
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TABLE A-103
Q, 50, (Agree/disagree with four statements)

B, "If a person likes a certain brand
of product, he's usually better off
to keep on buying it instead of try-
ing. other products in the hope of
finding something better,"

I Agree

5 Disagree

6 Don't know
Per cent giving each Card V
of the above answers: Col. 31 .

Groups Number L 5 6 =100%

Total auto owners (548) 6L 35 1

*Loyalty to make
since 19L6:

Loyal throughout (320) 75 24 1
Loyal on and off (229) 66 3k =

Never same make
twice . . . (107) 52 L7 1

Two-car family ~( 7h) 59 l1 =
City:

Chicago . . . . (271) 6k 35 1

Rockford . . . (277) 65 3L 1
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TABLE A~10L
Q, 50. (Agrec/disagree with four statements)

C. "The make of car you buy is generally
more important than the dealer you buy
it from,"

7 Agree
8 Disagree

9 Dontt know

Per cent giving each
of the above answers:

Groups Number 7 8 9 = 1007%

Total auto owners (548) 72 25 3

%Loyalty to make
since 1946¢

Loyal throughout (120) 75 23 2
Loyal on and off (229) 69 27 L

Never same make
TWICE o o o« « (107) 72 23 5

Two~car family (74) 68 32 =
City:

Chicago o « » » (271) 68 25 7

Rockford ., . » (277) 72 25 3

Card V
Col. 32
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TABLE A-105

Q. 50. (Agree/disagree with four statements)

D. "You ean usually save enough money

by shopiing around for a car at

several agencies to make it worth

the bother."

0 Agree

X Disagree

Y Don't know

Per cent giving each
of the above answers:

Groups Number O

Total auto owners  (5L48)

*Loyalty to make
since 1916;

Loyal throughout (120)
Loyal on and off (229)

Never same make
twice . « . . (107)

Two-car family ( 74)
City:
Chicago , « . . (271)

Rockford , . . (277)

67

5L
67

81

69

69

67

X

3

Lk
31

17

30

29
31

Ny

100%

Card V
Col, 33
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TABLE A~106

Q, 51. "How many people are there in your household?"

Per cent giving each Cara ¥
of the answers below: Col. 3L
Groups Number 1 2 3 L 5 6 7 8 9 = 100%

Total auto owners  (548) h 29 25 23 13 4 1 1 =

*onalty to make
since 1946:

Loyal throughout (120) ) 37 24 19 13 2 - 1 =

Loyal on and off (229) - L 31 19 1 3 3 1 %

1
N
ul

'Never same make
twice » « . o (107) L 2L 29 221, 5 - 2 -

Two~car family  ( 74) 3 18 22 36 10 11 - =~ =
City:
Chicago « « « »  (271) 6 32 26 19 13 2 1 1 =

Rockford . . . (277) 2 286 24 2L 15 6 1 x =



TABLE A-107

=209=

Q. 51 B. Sex of respondent

1
2

HMale
Female

Per cent giving each

of the above answers:

Groups

Number

Total auto owners

#*

Loyalty to make
since 19162
Loyal throughout

Loval on and off

Never same make
tWicenooo

Two-car family
City:
Chicago ¢ o+ » @

Rockford , . o

(51:8)

(120)
(229)

(107)

( 7h)

(271)
(277)

S0

85

91
89

ok

89
90

15

\O

11

10

100%

Card V
Col. 35
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TABLE A-108

Q. 51, Inventory of members of respondent's household

Groups

Respondent has one child at home
two -
three
four
five
8ix
Husband or wife :
Father, mother, stepfather, stepmother
Brothers or sisters '
Other relatives
Other persons (boarders, etc.)
Single, or not ascertained

Hid RMON coOVNLET W N

Per cent giving each Card VI
of the above answers: Col. 52

Nﬁmber 1 2 3 4 5 6 8 9 0 X Y R =

Total auto owners

%Loyalty to make
since 19L6:

Loyal throughout
Loyal on and off

Never same make
twice o« ¢« o o

Two~car family

(GLBY 21 21 10 3 1 1 83 11 6 9 2 L 172%

(120) 21 16 9 2 - -8 9 7 8 L 7 163%

(229) 19 19 10 2 1 1 8 12 10 - L 168%

A%

(107) 26 22 11 2 - = 78 13 9 10 3 L 178%
(74) 22 3, 11 11 - =~ S 3 - 2 - 3 18%
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TABLE A-109

Q. 52, "Do you have any children who are not
now living in your household?"

1 Yes; one child
2 two
3 three
h,5,6,7 Four or more children
0 No children not now in household
R TNot ascertained

Per cent giving each

of the above answers:

Groups Number 1 2 3 L,5,6,7 O R

Total auto owners (5L8) 11 7 3 2 h 3

*Loyalty to make
since 19L6:

Loyal throughout (120) 10 15 3 2 66 L
Loyal on and off (229) 11 6 3 3 73 L

Never same make
twice » . o« o (107) 15 2 2 3 78 -

Two~car family ( 71) 7 3 3 - 83 L
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TABLE A-110

Q. 53, "How long have vou been living in this
neighborhood?"

Groups

=~ OvLEA IO

Ten

Per
the

Number

Total auto owners

*Loyalty to make
since 1946:

Loyal throughout
Loyal on and off

Never same make
Twice ¢ o o o

Two~-car family
City:
Chicagod + « « «

Rockford . . .

(548)

(120)

(229)
(107)

( 7h)

(271)
(277)

Less than one year
Cne year up to two
Two years up to three
Three years up to four
Four years up to five
Five years up to ten

years or longer

cent giving each of
above answers:

3 L 5 6
8§ 8 8 20
5 11 7 16
9 8 13 22
9 6 6 18
B3 7 3 25
9 6 8 19
8 10 9 22

L6

33

27

31

Card V
Col. 39

100%
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TABLE 4-111

nWhere did you live previously?"

Only in present city or its suburbs
(Rockford respondents) Larger towns in

I11inois
Lived in other towns within Illinois
Lived in states bordering Illinois
Lived in other states
Lived in foreign country
Not ascertained

NOTE: - Categories are mutually exclusive,
with this order of precedence:
Codes 6,5,4,3,2,1.

Per cent giving each
of the above answers:

Q- Sh.
1
2
3
l
5
6
R
Groups Number
Total auto owners (s5L8)

*
Loyalty to make

since 1946:

Loyal throughout (120)
Loyal on and off (229)

Never same make
twice , « o &

Two~car family

Make of car cost

nosts
Buieck ,
Oldsmobile
Pontiae .
Chevrolet

Mercury .
Ford . .

Dodge . .
Plymouth
City:
Chicago .
Rockford

E J

(107)
( 7)

(761
( 66)7
( 6k4)9
( 69)2

( 69)6
( 65)5

( 67)k |

( 66)8

(271)
277)

L
66

59
70

70
62

6L
68
67
68

sk
61

69
h

75
57

2.
3

3

10

10

13
17

o O =~

13
13

10

o~

L

an——

6

10

13

15

15

19
16

17

17

16
10

£ R
1 1
l -
1l -
2 -
l -
-
- 1
3 -
2 -
L 1
3 P
1 -
1 1

Card VI
Col. 53



Q. 55.

=< O\ ™

Groups

=21}

Table A-112

Present neighborhood or area
Previous neighborhood or area
Some other area
Don't know; not ascertained

Per cent giving each
of the above answers:

R -
Fumber

Total auto owners

%Loyalty to make

since 19Lé:

Loyal throughout
Loyal on and off

Never same make

twice ., .

« »

Tyo-car family

City:

Chicagl ¢ « « &

Roekford

* - 2

(5L8)

(120)
(229)

(107)
(71

(271)
(277)

8

9

——— p———

61

67
62

53
58

60
61

L

33

27
31

L1
36

36
30

"If you could live anywhere in the (name of city)
area, where would you prefer to live?v

Card V
Col. 4O



Q. 56.

Croups
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TABLE A-113

"hat advantages would you say there were to

living there /area in city in which he would
prefer to live/?"

1
2

WO O o~IONWT W

>4
-

[
.

Number 1 2 3 L 5 6 7 8 9 0 XLY,R-=

Physical features: residential, quiet, well-
kept, space, new area, far or near from city

Socio-psychological features: social, ethnic,
economic, intellectual class; community
spirit, sociability, respect for privacy;
more flexible local admiristration

Near friends or family

Convenient to transportation, work, business,
or shopping

Schools, churches, other institutiors

Police and fire protection

Recreationsl facilities

Property values

Cost of living: cheaper utilities, taxes, more
for your money

Used to it; lived here all my life

Miscellaneous; don't know; not ascertained

Per cent giving each Card VI
of the above answers: Col. Sk

Total auto owners

*Loyalty to make
since 1916:

Loyal throughout
Loyal on and off

Never same make

twice o « .

Two-car family

(5Lo)

(119)
(227)

(10L)
( 72)

——— a—p—n. a— ——— o —

63 34, 8 L2 18 1 3 L 1 6 3

62 29 11 38 100 - 3 7
60 W 8 L5 16 2 L 3 2 8

62 29 8 36 22 - 1 3 1 5' 5

72 1 6 6 38 - 2 1 1 4 1

1837%

1715
190%

172%
212%
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TABLE A-11l

"How would you rate most of the people in this

neighborhood-~very friendly, fairly friendly,

Q. 57.
or rather unfriendly?"
5 Very friendiy
6 Fairly friendly
7 Neither
8 Rather unfriendly
9. No opinion
Y HNot ascertained
Per cent giving each
of the zbove answers:
Groups Number 5 &6 7
Total auto owners (548) 38 5L 3

WLoyalty to make
since 19)6:

Loyal throughout
Loyal on and off

Never same make
twice » » & »

Two=car family
City:
Chicagod « « « »

Rockford . . .

(120) 37 L8 L
(229) 36 53 L

(107) L2 54
(7h) 37 60

(271) 35 sy 3
(277) 11 53 3

=

%

P e e



Q. 58,

Groups

-217-
TARLE A-115

"In about how many homes in the (name of area)
neighborhood have vou visited within the last

month, aside from relatives' homes? (Social,

non-business visits).

0 DMNone ‘
1-9 (the number indicated)
X Ten or more homes
Y,R HNumber not ascertained

Per’ cent giving each Card V
of the above answers: ' Col. 42

Meber 0 1 2 3 L 5 6 7 8 9 X LR=10%

Total auto owners
%Loyalty to make
since 19l6:
Loyal throughout
Loyal on and off

Never same make
twice « & o

Two-car family
City:
Chicago « + « &

Rockford . . .

(5b8) 34 11 15 10 1 6 6 1 1 1 L 1

(120) 35 11k 139 9 8 6 - 2 - 5
(229) 33 10 13 & 11

el
]
[
w
W

(07) 39 0 18 1, 7 3 2 - - - 7 =
(74) 23 13 16 1h 12 11 2 2 - 1 3 3

(271) 37 0 12 9 9 7 6 1 1 1 5 2
(277) 32 11 18 11 10 5 6 1 1

Y
w
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TABLE A-116

Q. 59. "What are some of the main things you (want) (have wanted)
out of 1life?" '

ROTE:

%,Y,

The phrase "(have wanted)" was used when respondent
was at or beyond retirement age.

Financial and/or job security

W N

Prestige or status: be looked up to, pillar in
the community, be a professional man, advance
nyself

Heglth for family or self

Fanily life aspirations: happy home, decent neigh-

L
5
borhood, children, friends

6 Citigenship, religious, and altruistic goals

7 Have material possessions: home, car, luxuries
8 Recreztion or leisure, social clubs

9 Self-improvement: education, change in jobs

R

Emotional security: pleasure, happiness, contentment

Miscellaneous; dont't know; not ascertained
Fer cent giving each Card VI
of the above answers: Col. 55
Groups Mumber 1 2 3 L 5 6 7 8 9 XY0B&=

Total auto owners (548) 6L 2 5 37 by 8 36 13 2 Lk

w——— g ge—e e Qe G eweeww  Ses e

*Loyalty to make

since 19L6:

‘Loyal throughdut (120) 57 25- L 38 45 13 33 11 2 3

Never same make

twice .
Two~car family (7h) 64 L2

Loyal on and off (229) 67 23 5 37 1 5 37 12 2 3
.. (107) 65.15 5 37 k2 3 37 17 1 6
5

37 59 13 32 9 1 1

2314
232¢

208%
263%



Q. 6o0.
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TABLE A-117

fied, or not very satisfied?"

Groups

1 Very satisfied

2 Fairly satisfied

3 Not very satisfied
X Not ascertained

Number |

Total auto owners

*Loyalty to make

since 1946:

Loyal throughout
Loyal on and off

Never same make
twice « o . o

Two=car family

Make of car:

Buick . ., .

Uldsmobile
- Pontiac .
Chevrolet

Merecury .
Ford . .

Dodge o . . . .

Flymouth
City:

Chicago .

Rockford

(5L8)

(120)
(229)

(107)
(7L)

(7501
( 67)7
( 6l)9
( 68)2

( 70)6
(67)5

( 68)4
( 69)8

(271)
(277)

38
3k

36
5L

L3
39
48
32
37
39

39

Lo
36

57

56

5k
L2

52
52
il
é3

53
52

53
L5

51
58

Per cent giving each
of the above answers:

2 L
8
5 L
10 -
8 2
h -
g -
9 -
8
5 -
10 -
7 2
6 -

16 -
9 -
g 2

"How satisfied are you in your progress (so far) in
reaching those goals--very satisfied, fairly satis-

100%

Card V
Col, i3
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TABLE A-118
Q. 61, "What is your (husband's) occupation?"

Professional, semi-professional
Farmer, farm manager .
Business (proprietor, manager, officisl)
Clerical, sales

Craftsman, foreman, and similar worker
Machine operative

Service worker

inborer

Retired, unemployed, pensioner

Other (student; not in labor market)
Not ascertained

NOTE: Hesponses add to more than 100 per cent because
those coded 0 were also coded in another category.

i OO~ VLW R

Per cent giving each Carc. V
of the above answers: Col., Lk

Groups Mmber 1 2 3 L 5 6 7 9 0 X R=
Total auto owmers (548) 13 % 20 15 26 15 5 1 1 2 .2 100%

%Loyalty to make
since 19L6:

Loyal throughout (120) 17 1 18 17 21 21 3 1 2 1 = 102%
Loyal on and off (229) 11 - 19 17 31 11 2 2 1 2 L 100%

Never same make
twice , . . . (107) 13 - 1 11 27 20 10 1 - L % 100%

Two~car family (7h) 16 <« 39 10 20 7 6 - 2 - .~ 100%
City: v

Chicago . . ., (271) 212 - 16 20 26 15 &8 1 1 - 1 100%

Rockford ., ., (277) 15 % 23 10 26 1 2 1 2 L 3 100%
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TABLE A-119

Q. 63. How long has respondent (or main earner in family)
been working for the same concern

0 Less than one year

1 One to two years

2 Two to three years

3 Three to four years

L Four to five years

5 ®ve to ten years

6 Ten vo 15 years

7 TFifteen to 20 years

8 Twenty vears or more

X Hot ascertained

Per cent giving each Card V

of the above answers: Col L5
Groups Bumber O 1 2 3 L 5 6 7 8 I =100%

— — et aeme e wewhe e Swweee e g

Total auto owners (s51:8) 6 8 3 46 6 22 12 13 20 L

'X-Loyalty' to make
since 19L6:
Loyal throughout (120) 5 3 2 7 6 2017 7 30 3
Lovel on and off {229) b 9 2 7 9 26 12 10 1 5

Hever same make
twice o+ . . . {107) 10 7 7 6 L 19 12 16 15 L

Twomcar family  { 7h) 7 9 3 2 6 19 9 2L 19 2
City:

Chicago . . . . (271} 6 7 3 6 5 26 14 11 19 3
Rockford . . . (277) 6 9 L 6 9 17 9 1h 21

L
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TABLE A-120

Q. 6li. Longest time respondent (or main earner in family)
worked in any previous job '

Less than one year

One up to two vears
Two up to three

Three up to four

Four up to five

Five up to ten

Ten up to 15

Fifteen up to 20
Twenty years or longer
Did not have any previous job
Not ascertained

[
'Y
RO~ OWE WD O

Per cent giving each Card VI
of the above answers: Col. 56

Groups Nurber O 1 2 3 4 &5 6 7 8,9 X Y=

—— v mewms  mmma— awme e ehSwes  wbten Buiaas  meaewn ameeww

Total auto owners  (548) 2 L 6 8 5 19 11 6 22 10 7

N ‘
*,

Loyalty to make

since 1946:

Loyal throughout (120) 2 L 2 L L 17 Wy 5 3N 10 7
Loyal on and off (229) 11 5 19 e 7

Never same make
twice « . . o (107) 3 8 3 8 7 18 8 9 18 11

Two-car family  ( 74) 1 10 22 11 5 24 11 5

o
W
@
]
(@]
o
bt
0

-3

W
-3
3



Q. 65. (ASE HUSBANDS
SELVES):
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TABLE 4-121

ABOUT WIVES, MARRIED WOMEINM ABCUT THEMe=

A. "Does your wife (Do you) have a regular job out-
side the home?

Groups

Yes; a full-time job
A part-time job

No ,

Respondent not married
Not ascertained

FG\O CO 3 O

Per cent giving each
of the above answers:

Narber 6 7 8 9 Y = 100%

Total auto owners

“Loyalty to make
since 1916:

Loyal throughout (120) 16

Loyal on and off

Never same make
Twice « » o

Two-car family
City:

Chicago . . . .

Rockford . . .

i asn p— ot ———

(5L8) 23 8 52 17

55 18 2
(229) 28 6 50 15 1

0

(x07) 23 12 L4 21 -
(7)) 20 3 73 L =

(271) 26 8 L7 19 =
c(e77) 20 7 57 15 1

Card V
Col U6
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+TABLE A-122

Q. 65 B, liarital status of respondent and mumber of

years married,

0 Less than one year

1 One to five vears

2 Five to ten years

3 Ten to 15 vears

iy Tifteen to 20 years

5 Twenty to 25 years

6 Twenty-five vears or more

X Married; length of time not ascertained

R Not married

NOTE: The nurber "net married" may vary
one per cent from the figures shown
for ¥, 65 A, because percentages
were rounded to 100 per cent.
Per cent giving each
cf the above answers:

Groups Humber 0 1 2 3 L 5 6 X R
Total auto owners (548) 2 9 15 11 1L 11 19 3 16
%Loyalty to make

since 1946:
Loyal throughout (120) 8§ 12 8 12 10 27 L 18
Loval on and off (229) 2 10 19 11 1 10 16 2 16
Never same make

twlce . .« . . (207) 2 10 12 10 11 12 20 1 22
Two~car family  ( 7h) 1112 16 2k 12 1k 6 L

Card V
Col. L8

= 100%
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TABLE A-123

W, 66, "If you wers starting all over again, what line of
work would vou want to get into?"

1 Same lire of work he has been in most recently
2 OSimilar: same industry, profession, or craft
3 Differsnt in industry, profession, or craft
'L Don!'t krnow; no idea
5,% Hot in labor market; not ascertained
Per cent giving each Cora V
of the above answers: Col, L9
Groups Wumber 1 2 3 5,X = 100%
e

h
Total auto owners (5L48) L9 5 38 L L

*Loyalty to make
since 19L6:

Loyal throughout (120) 50 L4 11 % §
Loyal on and off {229) L& 5 39 L L
Never same make :

t‘w’ice L TR 3 (107) hh 9 37 6 b-

Two-car family (7)) 58 6 28 5 3
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TABLE A-12l

"ihy would you choose that line of work?"

Lins he would prefer if he were starting
all over again)

Qo 66 A‘

1

2

3

L

5

6

7

8

9

OSX)YJR

Groups Number
Total auto owners {(508)
*Loyalty to make

gsince 19U6:

Loyal throughout (11h)

Loyal on and off (213)

Never same make
twice o« o . o ( 98)
Two~-car family ( 66)

ot

forking conditions

g org

hy O

0

La2)
¢

=EN @dus)

o)

e o
w Q.

ers a challenge

rrestige

spendence, being one's own boss
a Yuture

Altrulstic aspects: helps people
Securitcy

Suited to my perscnality, aptitudes

Miscellaneous; -unclassifiables not

ascertained

)

Per cent glving each
of the above answers:

1 2 3 L 5 6 7 8 39

°6 31 22 3 5 11 7 L 12

28 27 20 % 5 8 7 6 8
21-33 24y 2 L 11 5 3 12

29 27 24 3 9 11 9 L4 18
30 31 22 10 3 15 11 2 16

Card VI
Col. 57
0,5L,Y,R =

27 148%
30 139%
28 143%
23 157%
22 162%



Q. 67

R

Groups

227~

TABLE A-125

(HAMD RESPONDENT CARD.)

AN Wi WU JE \O RN 0

Under 2,500
$2,500-3L,999
$55000=57,1199
$7,500=59,999
$10,000~$11y, 999

6
7
8

X

hich one of these groups
best fits vour family's combined income last year?"

$15,000 or more
Just can't guess
Refused to say

Not ascertained

Per cent giving each
of the above answers:

Furmbe

Total auto owners  (548)

30
Loyalty to make

since 19L46:

Loyal throughout (12C)
Loyal on and off (229)

Never same make
TWICE o o » o (107)

Two-car family ( 7h)

-Meke of car:
Buick . + .
Oldemobile
Pontiac . .

Chevrolet ,

Mercury .
Fora , . .

Dodge 4 «
Plymouth .

City:
Chicago , .
Rockford .

. (751
. (6n7
. (69
.. (68)2!
. (70)6
. (6715
. (68
. (69)8
.. (271)

. @)

——— d— ym—— o mi—tat S e e

12

15

Ut

12

15

10

20

12
10

19
22
39
L9

32
37

30
52

Lo
36

22 1 6 2
26 16 9

28 6 3 -

20 20 27 =~

30 26 17 - 1

27 16

3 21
31 12

3
30 16 7 - 3
% 6 3 - 2

23 12 8 2
%6 1, 10 =~ 3
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TABLE 4-126

"Thinking realistically, in which group do you

think your family's combined income will he three

Per cent giving each
of the ahove answers:

1

S

i

w =

Q. 68.
years from now?"
1 Under 2,500
2 42,500-il,999
3 §5,000-57,499
L $7,500-59,999
5 $10,000-:1k, 999
Groups Muber
Total auto owners  (5L8)
*Loyalty to make
since 19l
Loyal throughout (120)
Loyal on and off (229)
Never same make
twice « o . o (107)
Two~car family (7L4)
Make of car:
Buick . . . . . (751
Oldsmobile . . ( 67)7
Pontiac , . . . ( 6L)9
Chevrolet , . . ( 68)2
YMercury . . . . ( 70)6
Fora .. ... (675
Dodge . . . .. (68
Plymouth . . . ( 69)8
City:
Chicago . . . . (271)
Rockford , . . (277)

2

8

Cp
O WV B 9 VW

o}
O~

< Cco~3 On

30
21

12
19
25

23
19

22
32

27
18

$15,000 or more

Just can't guess

Refused to say
Not ascertained

—— — —— —— — ———

26
23

22
18

15
18

25
13
16
19

2l
16

21

15
21

17

39

27
20

13
17

15

10

\O

vio#

RO W

Vi W

Carg V
Col. 51
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TABLE A-127

Qe 70. "hat was your father's occupation at the time
you were growing up?"

N0 o 'CVLETW N

Groups

Professional, semi-professional

Farmer or farm manager

Business (proprietor, manager, official)
Clerical, sales

Craftsman, foreman, similar work
Machine operator

Service worker

Farm laborer or foreman

Laborer, except farm or mine

Not ascertained

Per cent giving each Card V
Col, 52

of the above answers:

Nurber 1 2 3 4 5 6 7 8 9

Total auto owners
3¢
Loyalty to make
since 19L6:
Loyal throughout
Loyal on and off

Never same make
tuice , . . .

Two-car family

City:
Chicago . « . «

Rockford , . .

¢

W— p— d—— ot aain Watm w—

(5L8) 5 14 18 6 24 13 3 1 10

(120) Ly 15 17 6 21 1, 5 - 10
(229) 5 13 1 7 26 10 2 2 13

(07} L 17 13 5 30 15 L %
( 7h) 7 15 3% 2 16 17 1 - 2

{271} 6 7 15 7 28 14 L s 13
(277) L 22 20 5 23 122 1 1 8

R

6

= 100%
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TABLE A-128
Q. 71. Education of respondent's father

Completed O-l years

7-8

9-11

12

One to three years college
Completed L years college
lgre than li years college
Hot ascertained

P oo~ oNnEt\Ww o

Per cent giving each Carq V
of the above answers: Col, 53

Groups Wgber 1 2 3 4L 5 6 7- 8 X

— ————— — O co— wem——ct —— . po—— ——

Total auto owners (Sh8) 13 15 32 6 9 3 L 2 16
*Loyal ty to make
since 1946:
Loyal throughout (120) 10 11 33 7 9 L L 2 20
Loyal onand off (229) 10 21 31 L 8 3 L 2 17

Never same make
twice , . . o (307) 18 13 31 10 9 2 1 - 16

Two-car family  ( 7L) 18 10 3L 7 6,2?7,6 10



-231-
TABLE A-129°

Q. 71. Respondent's education

1 Completed 0-L years

2 -

3 7-8

i $-11

5 12

6 One to three years college

7 Completed L years college

8 More than L years college

X Not ascertained
Fer cent giving each Card V
of the above answers: Col 55

Groups Nusber! 1 2 3 L S5 6 7 8 X =100%
Total auto owners  (548) 2 3 17 20 30 13 9 5 1

*Loyalty to make
since 19L6:

Loyal throughout (120) L 2 20 14 28 16 9 5 2
Loyal on and off (229) 1 5 16 21 32 11 11

Never same make
twice , , . . (107)} 1 1 23 2 31 1 3 5 -

(OS]
)
(

Two-car family  (74) |} 1 1 10 24 35 10 8 11 -
Make of car:
Buick , . . .. (75)1} 1 3 11 25 37 8 8 7 =
Oldsmobile . . (67)71 - 3 13 20 3k 12 10 8 =~
Pontiac . . . . {(6h)9f 2 - 8 27 33 25 9 & 1
" Chevrolet ., . . (68)2] 2 3 22 19 29 10 10 5 =
Mercury . . . . (70)6| 3 3 16 21 24 13 9 10 1
Ford . ..., (67} 2 2 21 18 28 15 9 L4 1
Dodge . « . . . (68} 2 2 19 16 32 19 9 1 -
Plymouth . .., (69)8) 3 10 1h 20 32 9 9 3 -

Citys
Chicago » » «» » (271) 2 L4 17 18 32 14 9 L
Rockford . . . (277) 1 2 18 21 30 12 9 6 1




Groups
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TABLE A-13C

"In general, do you think of yourself at present
as being in the upper class, the upper middle

class, the lower middle class, or the lower

class?"

Upper class
Upper middle
Lower middle
Lower class

No opinion

Not ascertained

BANO O3 OVUL

Per cent giving each
of the above answers:

Nurber] 5 6 7

Total auto owmers

"Loyalty to make

since 1946

(sL8) | 2 56 35

Loyal throughout (120) | 3 59 30
Loyal on and off (229) 3 53 38

Never same make
tWiCe » 4 & o

Two~car family

Make of car:

Buick . .
Oldsmobil
Pontiac .
Chevrolet

Mercury .
Ford . .

Dodge ., .
Plymouth

City:
Chicago .,
Rockford

*

e

*

L]

(07) | 1 L9 k2

(7)) { L 68 20
(75)1] L 53 31
(67)7] 7 54 35
(6L)91 3 62 30
(68)2f 1 59 31
(7061 3 L8 L3
(67)51 2 60 31
(68)4} 2 W6 50

(69)8F 2 39 19

(271) { 3 50 la
277) 2 60 29

[

R W W

Ul W UL W w2

<o



Q. 73 A,

Groups

b4 OO o= O W N B
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TABLE A-131

"Do vou belong to any organizations--like civie groups,
jodges, church groups, unions, and so on?"

Number

Total auto owners

*Loyalty 10 make

since 1946

Loyal throughout
Loyal on and off

Never same meke
twice « . . .

Two=~car family

liake of car:
Buick . .
Oldsmobile
Pontiac .
Chevrolet

Mereury .
Ford . .

Dodge . .
Plymouth

City:
Chicago .
Rockford

« e

(5L8)

(120)

(229)

(107)
(74

(75)1]

( 671)7
{ 61,)9
( 68)2

( 70)6

( 613

( 68)L
( 69)8

(271)
(277)

Per cent giving each
of the above answers:

1 2 3 L 5
6 26 12 1 28
5 27 9 22
8§ 24 10 1 27
L 28 15 - 22
7 26 24 2 L5
7 23 15 1 33
7 22 15 - 37
3 25 19 - 36
6 29 7 = 24

13 35 13 23
8 22 13 2 25
- 14 11 - 33
2 25 8 3 25
5 33 6 1 23
7 19 17 1 32

Veterans, military, patriotic (and auxiliaries)

Labor unions

Civic or service

Political or pressure groups

Lodges, fraternal, secret societies, mutual benefit
associations @nd auxiliaries)

Church, religious

Economic, occupational, professional (other than unions)

Cultural, educational, alumni '

Social, sports, hobby, recreational (non-church-connected)

Uncodable above (including too vague)

Noj helong to none ' ' ’

Not ascertained

— a— a—— otmes  ewamon e e

17
11
20
13

ik
18

13
16

15

11
28

15
17
17

13

13

(o]

10
1L

AN2 %

ot

R w wow W o

O O

=t
= o

11

13
15

13

26
26

26
11

23
25
13
31

23
21

25
29

29
20

Cara V
Col.58

R =

3 1L9%
3 1h3%
5  135%
L 1559
-  201%
5 160%
1 1L6%
3 167%
1 139%
3 15L%
8 153%
3 125%
1 131%
5 137%
3 158%
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TABLE A-132

Q. 73 B, "Did you ever hold any office in any organi-
zation? Which organizations?"

0 No

1 One

2 Two

5 Three or more

X Not ascertained

Per cent giving each
of the above answers:

Groups Number! O 1 2 3,l,5 X = 100%

Total auto owners  (SL8) | 7L 15 5 2 L

*LOYalty to make
since 19l6:
Loyal throughout (120) { 75 13 6 2 L
Loyal on and off (229) | 77 11

Never same make
twice « « o » (107) {70 19 L 3 L

N
w
(@)

Two-car family (7)) | 60 22 12 6 -
Make of car: : |
Buick ., . ... (75)1} 73 15 L 1 7
Oldsmobile . . (67371 75 17 3 2 3
Pontiac , . . . ( 6L4)9} 69 1L 11 3 3
Chevrolet . . . (68)2f 80 15 3 1 1
I‘fiercur'y' © ¢ e o ( 70)6 78 11 S 3 3
Fora .. ... (67)5] 70 13 6 3 8
Dodge o +» . . . (68t 76 8 6 6 L
Plymouth . . . (698 70 24 Lk 1 1

City: !
Chicago . » . . (271) {81 11 2 1 5
- Roekford . . . (277) { 68 19 7 3 3
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TABLE A=-133

Q. 7L, "Were wou born in the United States?"

1 TYes
2 No
Per cent giving each Card ¥
of the above answers: _ Col. 60 -
Groups Sumber 1 2 = 100%

w

Total auto owmers  (5L38) 92

%onalty to make
since 1946
Loyal throughout (120) 92 8
Loyal on and off (229) 52 8

Hever same make
twice . . . . (107) 90 10

Two~cer family  ( 7h) g% L
Citys

Chicago . . . . (271) 93 7

Rockford . . . (21 91
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TABLE A~13L

Q. 74 A, Generation of emigration from abroad

Card V
Col. 60

3 ZEdither parent born abroad
i Any grandparent born abroau
5 (Great~grandparents or earlier
6 Generation of emigration not ascertained

NOTE: Percentages represent answers

: from persons born in U. &,
only.

Per cent giving each

of the above answers:

Groups Number 3 L ji 6
Total auto owners (548) 37 21 1L 28
*Loyalty to make

ince 1946:

Loyal throughout (120) 32 21 10 37

-Loyal on and off (229) 39 21 1L =26
 Never same make

twice o . . . (107) L2 19 14 25

Two-car family ( 7h) 35 25 18 22
City:

Chicago . . » o (271) L3 20 11 26

Rockford . . . (277) 30 23 17 30
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TABLE A-135

Q. 75. "What is your religious preference?"

1 Protestant
2 Cgatholic
3 Jewish
i Other religion or none
Per cent giving each
of the above answers:
Groups Wmber 1 2 3 L = 1005
Total auto owners (548) 60 31 5 h
*Loyalty to make
since 19L6:
Loyal throughout (120) 59 35 L 2
Loyal on and off (229) 59 30 6 5

Never same make
twice . . . » (107) 52.383 2 8

Two-car family  (7L) 80 14 L 2
City:

Chicago » . . . (271) 39 L6 8 7

Rockford . .. (277) 8 17 1 2

Card V
Col. 61
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TABLE A-136

Q. 76. "ibout how long has it been since you
attended a religious service?"

5 Within a week; lest Sunday
6 Not within week but within a month; about
a month
7 Hore than a month up to one year
8 One year or more
9 Don't know how long; long tine
Y Uot ascertained
Per cent giving each
of the above answers:

Groups Naber 5 6 7 8 9 ¥
Total auto owners (548) L0 23 19 13 5 =
*Loyalty to make

since 19L6:
Loyal throughout (120) Lk 21 16 22 7 =~
Loyal on and off (229) 32 24 21 15 7 1

Hever same make
tuice o« « .« » (107) 50 18 2L 6 2

Two~-car family ( 7h) 39 31 12 17 1

Card V
Col, 62
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TABLE A-137

Q. 77. "Which man would you prefer to see win the
presidential election this year: Stevenson
or Eisenhower?"

S

‘1 OStevenson

2 FHisenhower

3 DNo preference

I Refused to say

- X Not ascertained
WOTE: This question was not included in
interviews conducted after election
day.
Fer cent giving each
of the zbove answers:
Groups Mumber 1 2 3 X = 100%

Total auto owners

*Loyalty to make
since 19l6:

Loyal throughout
Loyal on and off

Never same make
twice & o o »

Two=car family
City:
Chicago « o « »

Rockford . . .

3 A X
3

(337) 27 62 8

(79) 27 60 9 3 1
(137) 31 59

-~J
w
3

( 70) 2L 65
(38) 19 75 6 =~ =

[@a]
W
1

(171) 35 56 7 2
(166) 19 69 9 3 =

Card V
Col, 63
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TABLE A-138

Q. 76. "How interested are vou in who will win
the election=--very interested, sonewhat
interested, or not very interested?"

This question was not included in
interviews conducted after electicn

5 Very interested
6 Somewhat interested
7 Not very interested
Y Not ascertained
NOTE s
day.
Per cent giving each
of the above answers:
Groups Nurber 5 = 6
Totzl auto owners  (337) 55 30
mLoyalty to nmske
since 19L6s
Loyal throughout ( 79) 56 27
Loyal on and off (137) 57 31
Never same make
twice « . . . (70) 52 28
Two-car family (38) 57 33
City:
Chicago « . . » (171) L3 35
Rockford . . . (166) 67 26

z
1

=

16

10

20

10

21

Carda V
Col. 6k
EL = 100%
1
1
2
1

s
bid
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TABLE A-139

"Do you rent, or own, your place?"

Rented epariment or flat
Rented house or duplex

Some other arrangement

1

2 .

3 House or duplex owned by member of housenold
n

of the above answers:

Q. 79‘
Not ascertained
Per cent giving each
Groups

Number 1 2 3 L X

Total auto owners

%onalty to make
since 19L6:

Ldyal throughout
Loyal on and off

Never same make
twice , . . .

Two=~car family
City:
Chicago o « « .

Rockforda . . .

(548)

(120)

(229)
(107)

(7l

(271)
(277)

—c— . —_in —— — ———

23 3 6L 3 7
32 8 53 L4 3

26 10 53 &5 4

10 6 1 1

-3

9 5 39 5 2

Cara

v

Col, 65
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TABLE A-1LO
Q. 8L, Socio-economic level of respondent

1 4 (highest socio-economic status)
2 B

3 C

L D (lowest)

X Mot ascertained

Per cent giving each
of the above answers:

Groups NMurber: 1 2 3 L X

o p— — ———— m——

Total auto owmers  (548) L 3% 50 8 2

*onalty to make
since 1946:

Loyal. throughout (120) 5 3, 51
Loyal on and off (229) L 36 L8 9 3

Never same make
twice . . . . (107) L 28 61 6 1

Two-car family ( 71 5 57 29 7 2

take of car:
Buick w . « .o (75)11 7 L3 LO 10 =

Oldsmobile . o (67)7[10 5h 29 L 3
Pontiac . . . « (6L)9} 3 35 53 3 6
Chevrolet . . » (68)2} 6 29 55 3
Hercury « « « o (70)6} L 36 53 6 1
Ford . ..., (675} « 36 52 10 2
Dodge . . . .. (684 2 29 54 13 2
Plymouth . .. (69)8}1 3 32 55 9 1
City: |
Chicago . . . . (271) 5 32 54y 6 3

Rockford . . . (277) 3 ko b 11 2

Card V
Colo 73



Q. 8lL.

~2)3-
TABLE A-111

which respondent lives

A (highest socio-economic

Per cent giving each
of the above ansiwers:

5

b

5
6 B
7 C
8 D (lowest)
Y DMNot ascertained
Groups Number
Total auto owners  (5L8)
%Loyalty to make
since 19463
Loyal throughout (120)
Loyal on and off (229)
Never same maie
twice . . . .  (107)
Two-car family (7h)
Make of car:
Buick , » . . ( 751
Oldsmobile . . ( 67)7
Pontiac . . . . ( 6L)9
Chevrolet . . . ( 68)2
Hercury . . . . ( 70)6
Ford .. .. (67)5
Dodge « v « . .« ( 68)4
Plymouth . . . ( 69)8
City:
Chicago . . . . (271)
Rockford . . . (277)

6

7

32

29
3k

28
L6

33

Vd
0]

31
26

31
33
31
38

29
35

50

52
50

56
37

Lk
33
51
52

56
5k

56
51

53
L7

Socio~economic level of block in

status)

10

10

10

13

10

10

12

1k

W wWow ol O W

Carda V
Col. Th



