taxes.

FRED DEELEY, SENIOR.

. .. & race against time and

The Racing Deeleys Ride a Winner

Fast Cycling, Business Initiative and A-40s
Write a New Chapter in BC Automobile Sales

ON JUNE 1, four Englishmen, driv-
ing a small convertible automobile
accompanied overhead by a special
transport airplane for water hops,
set out from Heath Row in an at-
tempt to drive around the world
before the first of July.

There is nothing unusual about
Europeans driving furiously about
the country in motor cars; they have
been doing it since the first cars
were built. But when an Englishman
drives a car along a highway at
breakneck speed, he often has a
useful purpose. The purpose of this
four-man dash against time is to sell
more Austin cars.

Actually, it is doubtful if the
Austin Motor Company of England
could produce more cars even if
there were an expanding market.
Steel and other shortages are closing
in to bedevil production in the United
Kingdom. But Austin cars are tra-
velling high on a wave of popularity
and hard driving, brilliant Leonard
Lord is not one to sit back and free
wheel on the momentum of a job
well done. He wants to consolidate
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and further extend a world-wide
gain.

Twenty years ago, the name
Austin was not taken very seriously
in Western Canada. It was probably
unknown east of the Coast Mountain
Range. Between the Coast moun-
tains and the Pacific Ocean it stood
for a little seven horsepower English
car that was forever creeping up
hills in low gear.

This beetle-like import with its
almost floor-level driver's seat and
(by any American standard)
cramped accommodation, gave rise
to many stories. A very popular one
concerned the six-foot-four, 150-
pound Englishman who insisted on
English-car quality. The eager sales-
man cut the back seat in half to
allow the driver’s seat to retract far
enough to take the prospect's stilt-
like legs. When the Englishman was

finally able to squeeze in and sit
down, he could manipulate the pedals
without great discomfort but he
couldn’'t reach the steering wheel.
Despite the car’s physical limita-
tions, it is claimed that most of the
Austin Sevens sold throughout the
depression years are still on the
road.

The man who brought the Austin
Seven to Vancouverites, or anyone
else on the mainland of British Col-
umbia who would buy one, was Fred
Deeley.

Actually, Fred Deeley Ltd got int®
the automobile business almost by
accident. That accident made H}(‘
company an outstanding success in
the field of automobile distribution
and sales in Britsh Columbia.

As anyone in the businoss_‘."m
admit, success in merchandising
automobiles is reached by a "'ea"hl'
erous and slippery road, Iraugh'
with the perils of economics f“‘
gineering errors and g""m.nmﬁnr
taxes. Automobile row in \-“"C“u‘is
is lined with impressive momlm‘f“re
to failure. Fred Deeley Ltd is 8 T
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model—a success who by all ex-
erior indications and available
statistics is solidly established.

However, Mr Deeley has been a
cuccess for a long time, although in
the less conspicuous fields of bicycles
and motor cycles. He is less inter-
ested today in achievement as a
measure of personal accomplishment
than in the work of trying to trans-
fer his success intact to his succes-
sors; a heroic task in this age of
succession duties which carve the
innards out of most privately owned
companies. Fred Deeley’s problem
nere is that success on a big scale
has been achieved only in the past
few years,

The first pier for today's success-
ful commercial structure was laid
by Deeley before the turn of the
century. Fame, limited to a radius
of about 25 miles of Birmingham,
England, came to him as an amateur
bicycle rider. Many a bettor put a
shilling or two on Freddie at the
Saturday races, and a two-bob bet
was to pay off handsomely for him
over thirty years later.

Fred Deeley was born in Birming-
ham. The loss of his father at an
early age deprived him of advan-
lages he might otherwise have en-
joyed. He went to work when most
Canadian youngsters are thinking
about high school.

His interest in bicycle racing
brought him employment in the
tyele industry. Shortly after he had
married (at the age of 22) he saw
i opportunity in Bromsgrove,
Worcestershire, for a small cycle
store,

The local manager of the Rover
Cycle Company assisted him in
ttaining stock and credit. With no
fnancial assets to start with, he
Secame the owner of a business and
*en years later could boast moderate
fuccess and a stomach ulcer.

On his physician’s advice, he
“dertook a sea voyage to Canada
Nd to help finance this curative
*eursion he obtained commissions

® do business for BSA and other
English firms.

bCanada intrigued the cycle dealer
ha"m Bromsgrove. By the time he
d seen Victoria he had decided to
sablish himself in this new land.
€50ld out and returned to Victoria,

hi?n thanged his mind and moved
v:nfamlly, his tools and himself to

‘ouver. He opened his first cycle

e on Granville Street in 1914.

Des;me the war, business pros-
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Eighty - one thousand
square feet of busy
automotive sales and
service floor space.

The Austin 7, despite
its detractors, had
staying ability.

pered and for the next 15 years the
growing firm was kept busy moving
from location to location to keep
pace with sales. In 1916 it took on

British motorcycles, added US
motorcycles when war dried up the
overseas supply, and became widely
known as distributor of Harley
Davidson machines. In 1927 the re-
tail bicycle outlet was discontinued
and the firm wholesaled only.

In 1929, a building was constructed
at 915 West Broadway for the
growing retail motorcycle business.

Shortly afterwards, Austin Motor
Company’s George H. Crane - Wil-
liams, on his forty-second trip around
the world in his role of ace salesman,
spotted Canada for the first time as
a possible car market. Overcoming
the objections of his employer, he
took about twenty-four cars to Can-

—WB&I
Photographs.

The Austin A-40 swept
its mainland distribu-
tor into a select group
in Western Canada’s
automotive field.

ada and set to work to establish dis-
tributorships across the country.

The going was tough. It was 1931,
N0 year to try to introduce new cars
to North America, but he succeeded
in dropping off pairs of Austins
until he hit Vancouver. There he
drew a blank.

In a final, desperate effort, he
headed for Fred Deeley who had
been described to him as “the man
who pioneers everything.” He suc-
ceeded in talking the Deeleys into a
tentative deal. However, uncertain
about the wisdom of his move, he
dropped in on an old business
acquaintance to talk things over.

The friend was not enthusiastic.
However, he conceded that Fred
Deeley was “straight as a die,” and

(Please turn to Page 154)
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