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•«»5-i»-ĵ  j v f l ^ ' i ; • 



ARCHITECTURAL DESIGN THESIS 

TEXAS TECH UNIVERSITY 

LUBBOCK, TEXAS 

PALL I97I4- SPRING 197^ 

SUBMITTED BY: 

JOHN MORGAN REESER 

M^ 



DVeRa. 

^6 

ms 

I would like to dedicate this thesis project to mj parents, whose guidance and financial 

assistance made my college education possible. 



1-



TABLE OF CONTENTS 

INTRODUCTION 

HISTORY 
The Automobile 
Dealerships 

GENERAL MOTORS 
History 
Franchise Agreements 
Brochures 

CLIENT 
Background 
Marketing 
Financing 
Dealership Image 

SITE 
General 
Feasibility 
Natural Environment 
Zoning Ordinances 
Building Codes 
Photographs 

ACTIVITIES, FACILITIES, AND RELATIONSHIPS 
Organizational Chart 
Organization 
Employees and Their Responsibilities 
Facilities and Relationships 

ENVIRONMENTAL 

2 
4 

6 
9 
12 

13 
15 
21 
25 

27 
28 
37 
46 
48 
51 

56 
57 
58 
70 

91 



TABLE OF CONTENTS 

TECHNICAL 

BIBLIOGRAPHY 

CORRESPONDENCE 

THESIS 

97 

107 

115 





m 
•S 

This thesis is to be a General Motors Dealership for Mr. James A. O'Connor, Jr. in the 

Parkway Central development of Arlington, Texas. He will specialize in the sale of Buick and 

Pontiac automobiles, and will service all makes of General Motors cars. 

It is to be designed to be a modern dealership which is a distinctive improvement over 

present day dealerships. It should be a creative departure, using ideas and relationships 

which will create a unique, efficient, and profitable automobile dealership of the future •••• 
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THE AUTOMOBILE 

The automobile like many products in our society today has come from a series of evolutions 

and improvements rather than from one momentous invention. Therefore, it is difficult to narrow 

down an exact date for the first automobile. Private transportation by use of machine started 

during the eighteenth century when Watts' many improvements to the steam engine made it possible 

for it to be adapted to vehicular use. These early forms of transportation were steam powered 

however, and the automobile as we know it today, with an internal combustion engine, started see

ing development in the mid 1800's, with the invention of kerosene and gasoline. In 1865, a French

man named Lenoir produced a gas driven "horseless" carriage. However, at about the same time, a 

German, Siegfried Markus, also invented a vehicle which ran on gasoline. Hence, throughout history 

there has been a dispute as to which of these men actually holds the title of the inventor of the 

automobile. . ^ - -- -

In the late 1800's many different men made important improvements in the automobile. Otto 

invented the engine which compressed the gas before it ignited it, thus giving its explosion and 

propulsion exceedingly great power. Daimler and Benz introduced innovative new designs for the 

automobile, and Levassor developed many improvements in the design and structure of the basic 

frame. Hence, all of these men at one time or another have been called father of the automobile. 

During this period the United States fell behind the rest of the world in developing and 



improving the automobile. Various factors contributed to this lack of interest. Europe(France 

in particular) had excellent highways on which to drive, while the United States had rocky, 

rutted, often muddy paths. The French had a sporting attitude about these new cars and every

one enjoyed them; whereas in America farmers and others were infuriated by those contraptions 

that went speeding around making loud noises and scaring the horses. 

However, there were some individuals in the United States who were interested in the auto

mobile, and in the late nineteenth century America started to catch up with the rest of the 

world by producing innovative new automobiles. The first gasoline powered car in the United 

States was built by Charles and Frank Duryea in Springfield, Massachusetts in 1892. In 1893 

Henry Ford developed his first auto and the trend started catching on. Many companies had pro

gressed to the stage of commercial production by 1900 when R. E. Olds produced the Oldsmobile 

Curved-Dash, the vehicle which became the first mass-produced automobile in America. 

By 1904 the automobile was on its way to success and acceptance with the American public; 

having proven itself in many highly publicized endurance tests and races. However, the success 

and finesse of the present day automobile we know is due to the myriad of inventors and inventions 

that have all worked together to make the automobile the highly refined and efficient machine that 

it is today.^ 

^ Pound, Arthur, The Turning Wheel, The Story of General Motors Through Twenty-Five 
Years. 1908-1933. Doubleday, Doran, and Company, Garden City, New York, 1934. 
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DEALERSHIPS 

The first automobile franchise agreements atarted concurrently with the first automobile 

manufacturing in the late 1800's. The auto industry was very risky and speculative at this time 

and with its dangerously short amount of excess capitol, each industry set up franchise agree

ments for its own benefit. With all the existing problems, industries could not afford to bother 

with financing and managing separate dealerships also. So, in their own interests, they arranged 

franchise agreements with individuals who were interested in selling their product. Originally 

these agreements had to be renewed once a year, and they were very one-sided to the advantage of 

the manufacturer. Manufacturers could cancel the dealer's franchise without previous notice, yet 

the dealer could not cancel his franchise himself without legal repercussions. Manufacturers had 

no obligation to deliver automobiles by a deadline, and were not held financially responsible to 

the dealer if they did not deliver at all. These practices continued through the late 1920's 

until ideas finally began to change. The manufacturers realized that the supply of cars had in

creased beyond the amount of customers, and excess used cars had caused many dealerships to declare 

bankruptcy. The industry hied now discovered their main problem was in the area of distribution, 

and it started devoting its time to this problem instead of unimportant franchise squabbles. 

When several antitrust suits were pressed against auto manufacturers in the late 1930's, many 

courts declared that these franchise agreements were unfair and one-sided. This bad publicity 

P*K:'?.-aiK"v/ 



brought on an effort by the manufacturers to try and form , î greements that were beneficial to 

both the industry and the dealer. Many improvements have been made in this direction to the 

present day, an example of which is the fact that most manufacturers will buy back all new cars 

and parts if they do decide to cancel a franchise for necessary reasons, even if it is because 

of a dealer default in the contract. Today a feeling of mutual understanding is more prevalent 

with much less hostility between the dealer and manufacturer, and the system is better organized 

to try to be fair to both the manufacturer and the dealer^!see"General Motors--Franchise Agree

ments" ) . 

. 

2 Hewitt, Charles Mason,Jr., Automobile Franchise Agreements, Richard D. Irwin,Inc., 
Homewood, Illinois,1956. 
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HISTORY 

In 1908, William C. Durant instigated the plans for combining several automobile manufac

turers into one giant corporation. Durant, who had made a large fortune building horse drawn 

carriages, realized what a risky and speculative business the automobile industry was. Most of 

the companies had such a small amount of uninvested capitol, that even one model that was unpop

ular with the public and did not sell, could cause them to go bankrupt. He believed that success 

in automobile manufacturing required an organization large enough to offer the public a great 

variety of models so that if one of these was unsuccessful and did not bring in profits, the 

business could still survive and make substantial profits. This was the founding ideal of General 

Motors, and Durant has been honored as the "Father of General Motors." 

In September of 1908, Durant started fulfilling his dream,and in two years he had acquired 

eleven auto manufacturers and various parts companies under the name of General Motors. Four of 

the automobile manufacturers were especially important acquisitions as they have lasted to present 

day as major divisions of General Motors: Buick Motor Company, Cadillac Motor Car Company, Oakland 

Pontiac Motor Company> and Oldsmobile Motor Works. 

The Buick Motor Company was Durant's biggest asset because it was the largest auto manufac

turer in the United States at the time. It had been his private project to build this company 

up over the past few years to make it the successful business it was. His power that he achieved 



from being in control of Buick was what enabled him to acquire the funds necessary to create 

General Motors. 

Cadillac Motor Car Company was another important acquistion because it was the third largest 

producer of cars in the United States. It has survived up to the present, bringing with it a 

reputation of excellence and eliteness. 

' The Oakland Motor Company was another of the original companies that Durant purchased. This 

was an old carriage business that had approached financial disaster with the advent of the auto

mobile. However, he managed to set it on its feet, and the Oakland became a popular car. In 

1926, the Pontiac was introduced as a low priced model in the Oakland line, and it was so popular 

that in i931 General Motors discontinued the Oakland and concentrated on improving the Pontiac. 

The division was changed to the Pontiac Motor Division and it has lasted to present as a success

ful product of General Motors. 

The acquisition of Oldsmobile Motor Works was considered by many to be a foolish move by 

Durant. It had been a leading manufacturer in the past when it offered the inexpensive curved-

dash Olds to the public, but when this model was replaced by a much more expensive Oldsmobile, 

the company fell into a state of bankruptcy. Durant purchased it just because of its popularity 

and good reputation with the American people, and proved the scoffers wrong when he used the 

profits of the other divisions to finance this business and bring it back to a successful divi

sion that still exists today. 



Chevrolet was not one of the automobiles associated with the original General Motors, but 

it did become associated with the corporation in 1909 when Durant personally financed Louis and 

Arthur Chevrolet, two racing drivers who were working on improving an automobile of their own 

invention. With Durant's personal funding, this unobtrusive car grew and improved in only a 

few years to reach great popularity with the American public. The Chevrolet Motor Company which 

Durant privately owned grew to have a volume larger than any other auto manufacturer in the world. 

In 1918, Chevrolet merged with General Motors, and over the years has continued to provide an 

automobile that is popular with the American people.3 

3 Pound, Arthur, The Turning Wheel, The Story of General Motors Through Twenty-Five 

Years 1908-1933. Doubleday and Company, Garden City, New York,1934. 
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FRANCHISE AGREEMENTS 

The purpose of this section is to provide a basic understanding of how dealerships of General 

Motors divisions are established, and of the responsibilities of the dealership and General Motors 

to best serve the needs of the motoring public. 

The term franchise itself means the specific grant of a franchise to the dealer under the 

provisions of the dealer agreement. It includes the non-exclusive privilege of buying from the 

division the motor vehicles specified in the agreement. It also includes the non-exclusive priv

ilege of displaying in connection with the dealership operations the trademarks and service marks 

that are used on or in reference to motor vehicles produced by General Motors. 

It is the responsibility of General Motors Corporation to conceive, design, manufacture, as

semble, and distribute the motor vehicles that are sold to dealers. When General Motors relies 

upon independently owned and operated dealerships for the sale and service of the products it 

manufactures, its own success becomes largely dependent upon how effectively the dealerships are 

operated. Each dealership, in turn, is dependent to a great extent for its success on the qual

ity of sales and services offered by other like dealerships, as well as on the activities and 

operations of General Motors. 

These circumstances therefore require that the granting o£ franchises to dealerships be 

coupled with reasonable requirements relating to the qualifications of those who will own and 



operate them and to the manner in which they will be operated. It is the responsibility of each 

car division of General Motors to establish and maintain an effective franchise system that is 

strategically located(see Site--Feasibility) to handle the sales and service of the motor vehicles 

marketed by the division, and served by appropriately located divisional offices. 

In competing for business^ each dealership is expected to obtain business through proper 

and effective sales and service promotion efforts that make people want to buy their vehicles 

and have them serviced at that dealership. No dealer should expect to be protected from compe-

tetion offered by other dealers. 

Also, under General Motors' marketing plan, dealers are franchised to conduct dealership 

operations only at specified and approved locations. No dealer may establish a place of busi

ness for any of its dealership operations at any location that is not specifically covered and 

approved under the franchise agreement. 

General Motors will not participate in or interfere with a franchised dealer's pricing of 

the products the dealer sells. General Motors does, however, provide dealers with manufacturers' 

suggested retail prices for automobiles. These and suggested prices for parts and accessories 

serve only as guides. 

A dealer pays no franchise fee to General Motors for the franchise granted. To organize 

effective franchise systems and to protect the goodwill that attaches to the products covered 

by the franchise agreement and to the trademarks used on them, the General Motors' divisions must 

10 



continue to be able to pass upon the locations that will be franchised,and upon the qualifications 

of each proposed dealership entity,and of those who will own and operate it. This franchise is 

distinctive from many others by the fact that it is granted to one individual and is not trans

ferable or assignable. A new franchise agreement must be assigned if the dealership is to be sold 

or change hands to another owner. 

In return for the grant of the franchise and the privileges and other benefits and assistance 

that General Motors gives the dealer, the dealer agrees to establish an appropriate sales and ser

vice outlet, to effectively fulfill sales and service responsibilities, and to operate the dealer-

ship in accordance with certain minimum standards and requirements. A franchised dealer who con

tinues to satisfactorily perform his responsibilities is given the opportunity of signing succes

sive five year agreements.4 

^ "Dealerships and New Opportunities," published by General Motors Corporation,1974, 
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BROCHURES 

The following section contains brochures of the Buick and Pontiac models which will 

be available to the public through this dealership. 

12 
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1975 Skylark/ApoUo. 

The initial impression of the 1975 
Buick Skylark and its immediate 
cousin, Apollo, is that of two European 
touring cars. And for good reason. 
Both cars have been designed from 
the European philosophy that small, 
economical cars can be both richly 
appointed and genuinely fun to drive. 

There is a curious double benefit 
to Skylark's and Apollo's new design, 
in that both cars are capable of appeal
ing to one's aesthetic sense, while at 
the same time, serving one's practical 
needs. There is generous glass area 
above the beltline, which helps provide 
an airy feeling, as well as increased 
visibility for the driver. The Coupe side 
glass is divided by bold roof pillars. 
(A la Skyhawk, our designers made 

them functional. They house vents that 
keep a quiet flow of outside air moving 
through the car.) Other noteworthy 
design points are large, wraparound 
parking lamps in front. A crisply-styled 
grille. Larger, more visible taillamps. 

Standard power is supplied by 
six cylinders. Standard on the four 
Skylark models (two Hatchback 
Coupes and two two-door Coupes) is 
Buick's new 3.8 liter V-6, while the two 
Apollo models (four-door Sedans) 
have the 4.1 liter Straight-6 as standard 
equipment. If you prefer a V-8 engine, 
there are three available. There's 
the newly-engineered, small 4.3 liter V-8. 
And 2-barrel and 4-barrel versions of 
our 5.7 liter V-8 engine. 

The front track has been widened, 
resulting in a smooth ride and 
responsive handling. Coupled with 
this are suspension components tuned 
to work together to help efficiently 
absorb and smooth even the roughest 
of roads. The front coil springs respond 
independently to the pavement, as do 
the shock absorbers positioned at each 
wheel. And a front stabilizer bar helps 
add to the handling response through 
turns. Naturally, GM-specification steel-
belted radial tires are standard items 
on every Skylark and Apollo. 

The Skylark S/R (Sport Rallye): American in its character; European in its spirit. Buick 



3uick ^"6 powered, witii a touring car interior: 



Ji.: 
The Skylark two-door Hardtop Coupe. The essence of the Skylark S/R, at a lower price. 
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In thp W.oround. the Skvlark Hatchback. Three doors and lots of cargo-carrying room 
. In back, the Apollo Sedan. Four doors and lots of people-canying room. 
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Inside the finely-appointed Skylark S/R, the look, the feel of a European touring car. 



Inside Skylark/Apollo. 

The cockpit of a car must cater even 
to the most minor needs of driver and 
passenger. The Skylark S/R interior 
you see at left was conceived to do 
just that. The bucket seats, as well as 
the rear bench, are upholstered in a 
sporty cloth and vinyl motif. The front 
seat passenger (or navigator, if you like) 
has the luxury of enjoying the passing 
scenery or reclining the seat and 
resting for a turn at the wheel. Between 
driver and passenger is a storage 
console and the transmission lever. 
The instrumentation is clean and 
simple. The dials big. The controls 
handy. (An example: the switch for 
putting the headlamps on low or high 
beam is nicely located in the turn 
signal lever.) Thick rubber insulation 
tightly seals the windows to help keep 
wind whistle outside. And for the 
navigator, maps can be tucked away in 
pockets built into the doors. 

Interior Trim Availability 
Skylark Hatchback Coupe 

Apollo Anioor Sedan 

Skylark S/R Hatchback Coupe 

Apollo S/R A^door Sedan 

Skylark 2-door Coupe 

Skylark S/R 2-door Coupe 

o > <J > o 

S S A A 

S S A A 

S 

S 

S S A A 

S 

' W i t h passenger reclining seatback 

w 

S—Standard A—Available Skylark/Apollo Custom Cloth Bench Seat Skylark/Apollo Vinyl Bucket Seats 



The Inner Spirit of Skylark/Apollo. 

Now that we have surveyed the design 
of the 1975 Buick Skylark and Apollo, 
we'd like to examine them with you in 
greater depth. The way they are built. 

Skylark and Apollo have unitized 
bodies. Which means simply that body 
and frame are welded together into a 
solid, tight unit. Cradling the engine is 
a sturdy front frame, which is attached 
to the unitized body. Thick rubber 
bushings and pads are used to help 
isolate the cockpit from engine noise 
and vibration. The design is simple 
and strong. 

Considerable attention is paid to 
rust prevention. Every Skylark and 
Apollo body is cleaned and rinsed 
with a phosphate spray to prepare the 
surface for finishing. Then each body 
is charged with electricity (for the 
moment turning it into an electro
magnet) and dipped into a huge vat 
of primer. The primer is electronically 
attracted into the nooks and crannies 
of the car's body, giving it a thorough 
covering inside and out. This is 
followed by a complete coating of 
sealant with special attention given to 
wheelwells, doors and window areas. 

Then, and only then, are the final 
three coats of acrylic lacquer applied 
to your car. 

Lavish attention is paid to the 
interior finish of these cars, as well. 
Thick padding is laid on the floor 
before the plush, cut-pile carpeting 
is stretched and fitted into place. The 
seats are of full-foam construction. 
This technique allows us to design a 
seat that forsakes the sharp, right 
angles of a wooden chair and embraces 
the gentle contours of the human 
body. The result is a seat that provides 
support and is comfortable even on 
the longest trips. 

As important as the way we put 
these cars together is the engine we 
put inside them. Six-cylinder engines 
are standard on Skylark and Apollo, 
and they strike a practical balance 
between performance and economy. 
Buick's new 3.8 liter V-6 engine is the 
standard engine for the four Skylark 
models. This is the same engine that 
powers Buick's Skyhawk. Because the 
cylinders are placed in a V-formation, 
the crankshaft is shorter, the engine 
weighs less and peak torque is 
delivered at low engine speed. The 
standard engine for the two Buick 
Apollo models is a 4.1 liter Straight-6. 
This is a proven, durable engine that 
has powered literally millions of 
General Motors cars. 



The tires of every 1975 Skylark 
and Apollo are special, too. They are 
GM-specification steel-belted radials. 
You probably know the benefits of 
steel-belted radial tires—their high 
resistance to punctures and their 
ability to help save gas. But when you 
buy a Skylark or Apollo (or any other 
1975 Buick, for that matter) you get 
GM-specification steel-belted radial 
tires. These are tires specially designed 
by a team of engineers from both 
General Motors and the major 
American tire manufacturers. These 
tires are specifically made for your 
Buick. The tread configuration is 
different frOm conventional tires for 
improved traction, acceleration and 
braking under wet or slippery 
road conditions. 

In true touring car fashion, the 
1975 Buick Skylark and Apollo offer 
many luxury items. In fact, this year a 
new level of creature comfort in the 
world of small cars is achieved. There 
are five features available on Skylark 
and Apollo that are new for 1975. 
Power windows, electric door locks, an 
automatic trunk release. Cruise Master 
speed control and a stereo system 
consisting of an AM/FM radio or an 
AM/FM radio with an 8-hrack tape deck. 

Another available item you may 
be interested in is Buick's new Fuel 
Usage Indicator. It is a sensing device 
that detects when you're "leadfooting" 
it. A light on the instrument panel of 
your Skylark or Apollo lets you know 
that by backing off on the accelerator, 
better gas mileage can be achieved. 

For your comfort while driving, 
you may order a tilt steering wheel. 
The wheel moves to seven different 
angles, enabling you to put the wheel 
in your favorite driving position. 

For the extended comfort of rear 
seat passengers, swing-out rear quarter 
windows are now available on all four 
Skylark models. And speaking of rear 
seat passengers—sometimes you may 
not have any. So, if yours is a 
Hatchback Coupe, you'll be able to 
flip down the rear seat and have a 
cargo area over six feet long. In all, 
there's over 28 cubic feet of space. 
If you're in need of a versatile car—a 
car that's as much at home carrying 
cargo as it is carrying people—the 
Skylark and Skylark S/R Hatchback 
Coupes are for you. 



1975 Skylark/Apollo specifications and chassis. 

STANDARD EQUIPMENT 

D Six models available—two Skylark Hatchback 
Coupes, two Skylark 2-door Coupes and two Apollo 
4-door Sedans 
Engine 
• 3.8 liter V-6 (231 C.I.D.) on Skylark 
n 4.1 IKer L-6 (250 C.I.D.) on Apollo 
• Improved fuel economy wKh Maximum Mileage 
System 
• Catalytic converter 
• Cool air/fuel induction (L-6 & V-8 engines) 
• Quick Engine Warm-up System with fast-acting 
choke 
• Unleaded fuel required 
a Seml-closed cooling system 
• High Energy Ignition 
Chassis 
a 3-speed manual transmission fully synchronized in 
all forward gears (available only with six-cylinder 
engines) 
D Manual steering 
• Manual brakes with front discs 
• Coil spring front suspension with stabilizer bar 
• Forward mounted steering gear and linkage 
• Wide span front lower control arms 
D Multiple leaf spring rear suspension 
a Separate front frame unit cushion-mounted to 
unitized body 
D Side Guard Beam construction 
D Step-on parking brake 
a Computer-selected springs 
a Space-saver spare tire (Hatchback Coupes) 
• Steel-belted radial-ply tires 
D Extensive use of insulation and sound-deadening 
materials 
Q Trued tires and concentric wheels 
Comfort and Convenience 
• Choice of vinyl bench seat or cloth bench seat 
• Special Prado Cloth and vinyl bucket seats with 
reclining feature on passenger side (Skylark 
S/R-ApolloS/R) 
• Carpeted door trim with map pocket and reflector 
(Skylark S/R-Apollo S/R) 
• Combination turn signal and high/low beam control 
(Skylark S/R-Apollo S/R) 
• Sports shifting console (Std. on Skylark 
S/R-Apollo S/R) 
a GM Set-and-Close door locking system 
• Full-Flo ventilation 
D Front door operated interior light 
• Full-foam seat construction 
D Rear door or quarter armrests 
D Front and rear ashtrays 
D 4-jet windshield washer 
D Wide-view, inside day/night mirror 
Appearance and Protection 
a Front and rear wtieel opening moldings 

D Reinforced front and rear bumpers with energy 
absorbers 
D Cut-pile carpeting front and rear 
D Load floor carpeting (Hatchback Coupes) 
D Single buckle, three-point seat and non-detachable 
shoulder belt system with ignition interlock, warning 
buzzer and inertia reel shoulder belt retractors 
n Deluxe steering wheel 
• Stand-up hood ornament (Skylark S/R-Apollo S/R) 
O Cargo Guard luggage compartment bulkhead 
(except Hatchback Coupes) 
D Roof drip moldings 

AVAILABLE EQUIPMENT 

Engines 
• 4.3 liter V-8 (260 C.I.D.) 
a 5.7 liter 2-barrel V-8 (350 C.I.D.) (NA. in California) 
a 5.7 liter 4-barrel v-8 (350 C.ID.) 
• Fuel usage indicator 
Chassis 
a Turbo Hydra-matic automatic transmission (required 
with 260 and 350 V-8 engines) (required in California) 
D Variable-ratio power steering 
a Power brake assist 
D Heavy-duty cooling 
D Positive traction differential 
Comfort and Convenience 
• Custom cloth bench seat and vinyl bucket seats 
D Convenience Center storage compartment 
• AM or AM-FM, or AM-FM stereo radio 
U Rear seat speaker 
• Cruise Master speed control for maintaining constant 
speed (V-6 or V-8 engine required) 
Q Tilt steering wtieel 
D Glove compartment, ashtray, courtesy, trunk (except 
Hatchback Coupes), rear compartment (Hatchback 
Coupes) and engine compartment lights 
• Electric door locks 
D Electric clock 
• Swing-out rear quarter window 
• Electric trunk release 
• Improved Climate Control air conditioning witfi 
low-freon detector 
a Rear window defogger (blower) 
D Remote control outside rear view mirror 
n Tinted glass 
D Visor vanity mirror (included in convenience group) 
D Sport mirrors—left remote and right manual 
• Power windows 
D Luggage rack (2-door models) 
Appearance and Protection 
D Bumper guard.-!-front and rear 
D Door guards 
• Wide rocker appearance treatment 
D Side window reveal moldings 
a Deluxe wheel covers 
n Deluxe wire wheel covers 

D Chrome-plated styled wheels 
a Carpet savers and Handi-mats 
a Custom vinyl top 
a Wide body protective side moldings 
D Bumper protective strips with white accent stripes 
Skylark S/R—Apollo S/R includes: 
• Special Prado cloth and vinyl bucket seats with 
reclining feature on passenger side 
• Operating console (Turbo Hydra-matic transmission 
required) 
• Combination turn signal and high/lpw beam 
headlamp control 
• Door map pockets, carpeting and reflectors 
• Stand-up hood ornament and S/R identification 
• Rallye firm ride and handling suspension 
• Steel-belted radial-ply whltewall tires 
• All Skylark/Apollo standard equipment 

SPECIFICATIONS 

• 3.8 liter V-6 standard on Skylark; 4.1 liter L-6 
standard on Apollo; 4.3 liter V-8, 5.7 liter 2-barrel 
V-8, 5.7 liter 4-barrel V-8 available all models 
a 3-speed manual transmission standard; Turbo 
Hydra-matic automatic transmission available 

Dimensions 
(inches, unless 
otherwise noted) 

Wheelbase 
Tread, front 

Tread, rear 

Length 

Width 

Height 

Head room, front 
Head room, rear 

Leg room, front 

Leg room, rear 

Shoulder room, front 

Shoulder room, rear 

Hip room, front 

Hip room, rear 

Trunk volume (cu. ft.) 

Cargo volume index 
(cu. ft.) 

Length of load floor 
(rear seat folded down) 

Hatchback 2-door 
Coupes Coupes 
111.0 
59.1 

59.7 

200 .3 

69 .9 

53 .2 

36 .3 

36 .6 

41 .7 
33 .4 

55 .6 

55.3 

55 .2 

55 .0 

28.4-

76 .3 

111.0 
59.1 

59.7 

200 .3 

69 .9 

53.2 

38 .3 

36 .6 

41 .7 
33 .4 

55 .6 

55.3 

55.2 

55 .0 
14 .6 ' 

4-door 

111.0 
59.1 

59.7 

200 .3 

69 .9 

54.2 

39 .3 

36 .6 

41 .7 

35 .3 

56 .6 

56.2 

55 .9 

54 .9 
1 3 . 8 ' 

'Estimated 

Tires 

Standard: steel-belted radial-ply blackwall FR78-14 

Available: steel-l>elted radial-ply whitewall FR78-14 
steel-belted radial-ply white lettered FR78-14 
blackwall bias-belted E78-14 
whitewall bias-belted E7S-14 

Wheel size 1 4 x 6 . 0 0 

Full-Flo ventilation quietly propels a continuous 
flow of outside air through the passenger com
partment after engine warmup. Windows may be 
kept closed to help keep outside noise outside, fs'. 

3.8 liter V-6 is standard on Skylark. This new '^jj 
compact "V^ design delivers smooth, economical 
power. 4.1 liter L-6 engine is standard on Apolk). 
Both engines include High Energy Ignition for 
improved starting power and reliability, as 
well as integrated emission control equipment. 

Three-speed manual transmission is standard 
on Skylark and Apollo and available only with 
six-cylinder engines. Fully synchronized 
forward gearing tailors engine output to 
existing road conditions. Turbo Hydra-matic 
automatic transmission available. 

Semiclosed cooling system collects hot 
coolant overflow in a translucent container and 
returns it to the radiator during cooldown. 
Coolant supply is checked visually wKhout 
removing the radiator cap. 

Computer-selected springs for individual 
wheels of e^ch car help assure better height 
control and consistent ride and handling 
characteristics. A computer determines 
exact springs for each individual automobile 
after figuring in weight of all accessories. 
Standard on Skylark and Apollo. ' 

Front and rear bumper systems retract upon 
minor impact. Bumper protective strips with 
white accent stripes are available front and rear. 
Front and rear bumper guards are also available. 

Front disc brakes are fade-resistant, smooth 
operating and shed water rapidly. Heat is quickly 
dissipated. Standard on Skylark and Apollo 

Steel-belted radial-ply tires, built to GM specifi-
catk]ns, provide a desirable combinatk>n of 
important performance characteristics. Among 
these are handling, ride, tread life, endurance, 
hazard resistance and tractkm on wet and 
snowy roads. Standard on Skylark and Apolto. 

• New 1975 Feature 
N>V.—Not Availat>le 



A catalytic converter is 
an integral part of the 
emission control sys
tem. It is essentially a 
chemical reactor that 
removes undesired emis
sions from the exhaust. 
Because leaded gasoline 
will contaminate the 
converter, lead-free fuel 
must t>e used. Standard 
on Skylark and Apollo. 

Double-panel roof con
struction helps isolate 
noise and strengthens 
roof structure. A con
toured full-roof inner 
panel is bonded firmly 
to the outer panel and 
forms an air gap. 

Side Guard Beam con
struction affords pro
tection in the event of 
side impact. Box-type 
beanris are integral to 
door (and quarter panel 
on Coupes) design. 

Semi-unit construction 
is similar to unit body 
construction. Body 
assemt>ly is similar up 
to the dash panel. A 
subframe is attached 
from the firewall for
ward. Engine and front 
suspension are 
mounted on the sub-
frame, whk:h helps 
absorb vibration and 
road shocks. 
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Skyhawk. The smallest Buick in 
60 years. And the sportiest. 

Skyhawk Hatchback Coupe 

Skylark/Apollo. Sporty coupes and 
sedans with a European influence. 

Skylark Coupe (Skylark S/R Model available) 

Skylark Hatchback Coupu (Skylark S/R Model available) 

Century. The timely mid-sized Buick. 
In its shape. In its size. In its look. 

LeSabre. For families. Businessmen. Riviera. A luxury car of a 
Anyone who needs a full-sized Buick. most personal nature. 

Regal Hardtop Coupe LeSabre Custom Hardtop Coupe Riviera Hardtop Coupe 

Electra. A luxury car of the fine 
quality you expect from Buick. 

Apollo Sedan (Apollo S/R Model available) 

Century Wagons. Finely styled Buicks 
w i t h 8 5 cubic feet o f ca rgo space. century special Hardtop Coupe 

€:_. t!Si,-ii# - -̂  » i 

Century 2- or 3-seat Station Wdgon 

,„..-.-^d!!V-

Century Custom 2 or 3-seat Station Wagon 

Electra 225 Hardtop Sedan 

Estate Wagon. The comforts of a full-
sized Buick with the utility of a wagon. 

Century Hardtop Sedan LeSabre 4-cloor Sedan Estate Wagon 2- or 3-seat Station Wagon 



1975 Century. 

A measure of any fine car is its ability 
to make a statement. The 1975 Buick 
Century is such a car. It expresses 
with its styling, interior comforts and 
mechanical prowess that it is an 
automobile of outstanding caliber. 

If you go by specifications alone, 
you will find Century is a mid-sized 
car. (The two-door models have a 
112-inch wheelbase; the four-doors a 
116-inch wheelbase —all powered by 
Buick's new V-6 engine.) But to really 
appreciate Century you must go 
beyond a simple linear definition. Pay 
particular attention to its design. Very 
contemporary. The wheelwells are 
wide-mouthed. The fenders flared. 
The hood is long and imposing. The 
roofline modem. 

There are 11 Buick Century 
models. The instant you begin to 
drive one you know you are behind 
the wheel of a substantial car. A car 
with a ride of envious comfort. A car 
with stability to its stance. A car that 
serves its owner long and well. In all, 
a car very much in tune with the times. 

One of the first things that strikes 
you about Century is its smoothness 
underway. The standard variable ratio 
power steering helps you proceed 
through traffic with ease. The suspen
sion system, with its four shock 
absorbers and computer-selected coil 
springs, works to cushion imperfec
tions in the road. The front stabilizer 
bar helps to keep Century level through 
curves and comers. While GM-specifi
cation steel-belted radial tires help to 
further enhance the car's readability. 

Other timely features that come 
standard on Century are: Buick's High 
Energy Ignition system that helps 
lower the frequency and cost of tune 
ups, a refreshing Full-Flo power ven
tilation system and an economical 
powerplant—Buick's new 3.8 liter 
V-6 engine. 

The Century Regal Hardtop Coupe is Buick's ultimate mid-sized car. With the style 



\d elegance expected of a top-of-the-line Buick. 
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Regal Landau. A touch of class for the leader of the Century line. 
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The Century Regal Hardtop Sedan. Function, with the spirit of a European touring sedan. 



The Century Custom Hardtop Sedan. The family car redefined, in typical Buick fashion. 



The Century Custom Hardtop Coupe. A contemporary-styled, finely-tuned car, at an affordable price 



11H r^'^AUlwV^^HHH 

The Century Hardtop Coupe (foreground). The Century Hardtop 
Sedan (background).Two fine automobiles in the basic Century spirit. 



The Century Speda). A new, lightweight, gas-saving edition of the Century Hardtop Coupe. (See page 33 for details.) 



yua ,^ and comfort abound inside every Cenh„y. A W is the luxuriously uphoktered 60/40 
fiont seat available on Century Regal. 
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Inside Centuiy. 

Don't let Century's handsome exterior 
prevent you for one moment from 
enjov4ng its great interior. Take the 
Century Regal shown at left. 

Settle back into the seat and try 
to remember that you're sitting in your 
car and not in your favorite chair. The 
seats are of full-foam construction. 
They hold you firmly. There is a fold-
down center armrest. Plush cut-pile 
carpeting covers the floor. The instru
ment panel is faced with wood-grained 
vinî  with every gauge and control 
clustered neatly in front of you. Check 
the spaciousness. Despite its trim 
exterior dimensions, Century offers 
ample room to stretch out and relax. 
Because when you're not outside 
looking at your Century, we want you 
to be inside enjoj^ng it. 

o o * 
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Immrior Trim Availability o > o > o 
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Century Special Coupe S S A A A A 

Century Hardtop Coupe S S A A A A 

Century Hardtop Sedan S S A A A A 

Century Custom Hardtop Coupe S S A A 

Century Custom Hardtop Sedan S S A A 

Regal Hardtop Coupe S S A A 

Regal Hardtop Sedan S S A A 

S —Standard A—Available Century Custom Vinyl Bucket Seats Regal Cloth Notchback Seat Regal Vinyl 6 0 / 4 0 Notchback Seat 



The 1975 Buicks. 
Dedicated to the free spirit in just about everyone. Index. 

A fresh, new spirit is emerging in 
America. A spirit of honesty. A spirit of 
integrity. A spirit of fireedom. A free 
spirit. One that embraces new thoughts, 
new ideas, new concepts. 

We at Buick recognize this free 
spirit. For we, like many Americans, 
have been moved by it, too. More 
important, we believe it is reflected 
most clearly in our 1975 products. 

Our design ideeis are new and 
refreshing. The Buick Skyhawk bears 
witness to that 

Our engineering concepts are 
timely and solid. Buick's new 3.8 liter 
V-6 engine bears witness to that As 
does the fact that every 1975 Buick 
has GM-specification steel-belted radial 
tires and a High Energy Ignition 
System. 

Our interiors eure bold and con
temporary. The elegance of the Buick 
Electra Park Avenue and, likewise, the 
touring car atmosphere of the Skylarit 
S/R bccur witness to that 

Buick's free spirit is contained in 
many things. Big and small. It is 
reflected in the thoughtful blending 
of utility and style in the Buick Wagons. 

In the rectangular headlamps of the 
Buick Riviera. In the digital timepiece 
of the Buick Electra. It is present in the 
practicality of the Buick LeSabre, in 
the ride of the Buick Century, in the 
vigor of Buick Skyhawk. 

The 1975 Buicks are dedicated 
to the free spirit in just about everyone. 
For people who seek something a 
little beti:et 

The 1975 Buicks: dedicated to 
the free spirit in just about everyone. 

And we hope that includes you. 

All illustrations and specifications contained in this cat
alog are based on the latest product information available 

at time of publication approval. The right 
is reserved to make changes at any time 
without notice, in prices, colors, materials, 
equipment, specifications and models, 
and to discontinue models. Some of the 
equipment shown or described through
out this catalog is available at extra cost. 
See the back cover for more information 
and check with your Buick dealer for 
complete information. 

mOflKtllUtCL 
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Century. Its Inner Spirit. 

The personality of Century varies 
from car to car almost as much as 
from owner to owner. There are two 
major reasons for this. 

The first is the number of Century 
models Buick offers. 11 in all. Four 
two-door Hardtop Coupes, three 
four-door Hardtop Sedans and four 
Station Wagons. 

The second reason is the wide 
array of equipment available for your 
Century. So wide is the selection we 
hardly ever build two Centuries that 
are exactly alike. 

You may opt for Automatic 
Climate Control. This enables you to 
preselect the temperature you want 
inside your car and then forget about it. 
Your Century will take care of the 
rest. Dehumidifying while cooling or 
heating the air to the temperature 
you desire. 

You can further automate your 
Century by ordering Cruise Master 
speed control. Accelerate to your 
desired speed, push the button at the 
end of the turn signal lever, release 
your foot, and your Century cruises 
along smoothly. Maintaining a constant 
speed whether you're driving up hills, 
down hills, or on the level. (The 
moment you touch the brake pedal 
the system is deactivated.) 

To further increase your 
comfort behind the wheel, consider 
Century's 6-way power seat. With a 
flick of your finger you can move the 
seat forward or backward, up or down, 
tilt it toward the wheel or away from 
the wheel. And if you order the tilt 
steering wheel you'll be able to move 
the wheel to your favorite position. 

Century's 3-speed windshield 
wiper allows you to have your wind
shield wiped from once a second to 
once every fifteen seconds. The higher 
the lever is moved up the more 
frequent your windshield will be 
cleaned. Great for days when it's 
raining hard one minute and hardly 
raining the next. 

To make driving your Century 
even more of a joy, order the AM/FM 
stereo radio with an 8-track tape deck. 
This system is fully transistorized, gives 
fine stereo reproduction from four 
speakers, and is completely integrated 
with the dashboard to deter theft. 

If you're after the sportiest 
Century of all, order the Gran Sport 
option on your 1975 Century Hardtop 
CouF>e. You'll get a firm ride and 
handling package (heavy duty springs, 
shocks, and stabilizer bars front and 
rear.) GR70 wide oval steel-belted 
radials. Courtesy lights inside. An 
electric clock. Oil pressure and engine 
tempjerature gauges. And Gran Sport 
paint treatment and markings. 



This year, a new addition to the 
Century line-up is the 1975 Century 
Special. It's an economy version of the 
Century Hardtop Coupe. It features 
Buick's new 3.8 liter V-6 engine. A 
High Energy Ignition System. A 3-
speed manual transmission. And 
gas-saving GM-specification steel-
belted radial tires. Another thing that 
makes the Century Special economical 
is its weight. It weighs less than the 
standard Century Hardtop Coupe. 
And as you know, the less a car weighs 
the better its economy can be. For 
those of you who want basic, 
economical transportation, the 
Century Special is for you. And you 
get a bonus. The contemporary styling 
of the 1975 Buick Century. 

This year, every Buick will have 
an energy-saving package as standard 
equipment. It's called Buick's Maximum 
Mileage System. We call it our 
Maximum Mileage System because it 
represents the most advanced 
engineering and technology Buick can 
offer for 1975. For the Meiximum 
Mileage System to be effective, 
unleaded gasoline is a must. It's a 
cleaner fuel which contributes to 
reduced maintenance and a more 
economical Buick. 

GM-specification steel-belted 
radial tires are part of Buick's Maximum 
Mileage System. The radial construc
tion offers long tread life and lower 
rolling resistance for improved fuel 
economy. A catalytic converter is also 
part of the package. It's basically an 
emissions control device that works in 
the exhaust system of your Buick. By 
working there, rather than as an "add
on" piece of equipment to your engine, 
Buick engineers have been able to 
recalibrate all 1975 engines to give 
better performance. On all engines, 
except Buick's new V-6, a cool air/fuel 
induction system is incorporated. It 
draws cooler outside air into your 
carburetor to help assure smooth, 
economical operation. Buick's High 
Energy Ignition is also part of Buick's 
Maximum Mileage System. This is an 
electronic ignition that eliminates the 
points and the ignition condenser. 
High Energy Ignition, along with the 
use of unleaded fuel, greatiy increases 
your sparkplug life (recommended 
sparkplug changes have gone from 
once every 6,000 miles to once every 
22,500 miles). The Maximum Mileage 
System—standard on every 1975 Buick. 



1975 Century specifications and chassis. 

STANDARD EQUIPMENT 

D Eleven models available: Century Special Hardtop 
Coupe, Century Hardtop Coupe, Century Hardtop 
Sedan, Century Custom Hardtop Coupe, Century 
Custom Hardtop Sedan, Regal Hardtop Coupe, 
Regal Hardtop Sedan; four Century Station Wagon 
models are described beginning on page 60. 
Engine 
• 3.8 liter V-6 (231 C.I.D.) 
• High Energy Ignition 
• Improved fuel economy with Maximum Mileage 
System 
• Cool air/fuel induction (V-8 engines) 
• Catalytic converter 
• Lead-free fuel required 
Chassis 
p T <..p,.p,l rn;^nii,^! »r^n'^f"i'^=^">r' f'.'lly synchronized 
m ail rorwaro gears (avaiiaoie oniy with V-6 engine) 
D Variable ratio power steering 
• Steel-belted radial-ply tires 
• Brake proportioning valve 
n Front disc brakes for smooth, stable stopping and 
resistance to fade—with audible pad wear indicator 
D Coil spring suspension—front and rear 
D Side terminal energizer to eliminate corrosion 
build-up on the terminals and provide full starting 
power 
U Forward-mounted steering gear .md linkage 
D Computer-selected chassis springs for consistent 
ride and handling 
D Trued tires and concentric wheels 
a Extensive use of insulation for quietness 
Comfort and Convenience 
• Choice of vinyl bench seat or cloth bench seat 
(Century/Century Special) 
• Choice of expanded vinyl notchback seat or cloth 
notchback seat (Century Custom) 
• Choice of cloth notchback seat or expanded 
vinyl notchback seat (Regal) 
• Full-Flo ventilation 
n Windshield washer and radiator overflow coolant 
reservoirs integrated with the fan shroud 
n Windshield wiper system with single wipe feature 
for misty conditions 
D Lights: ashtray, courtesy and glove compartment 
(Century Custom and Regal) 
D Full-foam construction seat design 
D Rear door or quarter armrests 
Q Front and rear ashtrays 
D 4-iet windshield washer 
D Wide-view inside day/night mirror 
Appearance and Protection 
D Bumper protective strips with white accent stripes-
front and rear (available on Century Special) 
• Cut-pile carpeting front and rear (except Century 
Special) 
D Depressed park windshield wipers 

D Inside hood lock release offers theft protection 
a Single buckle, three-point seat and non-
detachable shoulder belt system for driver and right 
front passenger (with inertia retractors, ignition 
interlock, reminder light and harmonic beep warning) 

AVAILABLE EQUIPMENT 

Engine 
D 5.7 liter 2-barrel V-8 (350 C.I.D.) (except Century 
Special) (N.A. in California) 
D 5.7 liter 4-barrel V-8 (350 C.1.0.) (except Century 
Special) 
• Fuel usage gauge 
Chassis 
D Turbo Hydra-matic automatic transmission 
(required in California) 
n Power brakp assist 
D Sealed, inaiiiiBiiance-free energizer •"""""'" '""* "'" 
O Positive traction differential 
Comfort and Convenience 
• Cloth notchback, expanded vinyl notchback or 
expanded vinyl bucket seat interiors (Century/ 
Century Special) 
• Expanded vinyl bucket seat interiors (except 
Regal) 
• Cloth 60 /40 notchback or expanded vinyl 60 /40 
notchback seat interiors (Regal) 
• "Headlamps on" warning indicator 
D Short non-shift console available with bucket seats 
D Long operating console available with bucket seats 
• Cruise Master speed control for maintaining 
constant speed 
a Electric door locks allow locking all doors with 
one button 
D Electric trunk release allows opening the trunk 
from inside the car 
n AM, AM-FM, stereo radio (with four speakers) 
and tape player combinations 
LI 6-way power seat for personalized seating comfort 
D Sliding metal sun roof for Hardtop Coupes— 
electrically operated 
n Power windows 

: Tilt steering wheel 
D Lights: ashtray, courtesy, glove compartment, 
trunk and sunshade map (Century/Century Special): 
trunk and sunshade map (Century Custom and Regal). 
Note: sunshade map light not available with sun roof 
• 3-speed windshield wiper system with variable 
delay low speed feature 
U Electric clock and Instrument gauges 
D Remote control outside rear view mirror (left side) 
D Sport mirrors—driver's side remote adjustable, 
passenger side conventional adjustment 
D Automatic Climate Control 
n Rear window defogger (blower) 
D Rear window defogger (electric) 
• Combination dome and reading lamp 

Appearance and Protection 
• Gran Sport package (option Code AS on Century 
Coupe Model 4AD37) includes: wheel opening 
moldings, instrument gauges and electric clock, 
glove compartment light, courtesy light, ashtray 
light, specific rallye firm ride and handling, GS 
grille and headlamp treatment, GS accent stripes 
and GS ornamentation 
D Bumper guards—front and rear 
D Protective side moldings 
D Door guards 
D Exterior decor moldings 
D Carpet savers and Handi-mats 
n Custom vinyl top (full) 
• Landau top for Coupes 
D Sport vinyl top (Century/Century Special Coupes) 
D Custom steering wheel 
D Rallye steering wheel 

SPECIFICATIONS 

• 3.8 liter V-6 standard; 5.7 liter 2-barrel and 
5.7 liter 4-barrel V-8, available (except Century Special) 
• 3-speed manual transmission standard; Turbo 
Hydra-matic automatic transmission available 

(inches, unless 
otherwise noted) 
Wheelbase 
Tread, front 
Tread,rear 
Length 
Width 
Height 

Head room, front 

Head room, rear 

Leg room, front 
Leg room, rear 
Shoulder room, front 

Shoulder room, rear 

Hip room, front 
Hip room, rear 

Century/ 
Century Custom Regal 
Hardtop Hardtop Hardtop Hardtop 
Coupes Sedans Coupe Sedan 
112.0 
61.5 
60.7 
209.5 
79.0 
53.5/ 
53.3* 
37.7/ 
37.5-
37.0/ 
37.4' 
42.4 
32.9 
59.6/ 
58.8' 
57.9/ 
58.1 • 
54.9 
52.7 

Trunk capacity (cu. ft.) 15.1 

116.0 
61.5 
6 0 7 

213.5 
79.0 

54.1 

38.3 

37.5 
42.4 
37.0 

59.6 

58.9 
54.7 
57.7 
14.6 

112.0 
61.5 
60.7 
212.0 
79.0 

53.3 

37.5 

37.4 
42.4 
32.9 

58.8 

58.1 
54.9 
52.7 
15.1 

116.0 
61.5 
60.7 
216.0 
79.0 

54.1 

3 8 3 

37.5 
42.4 
37.0 

59.6 

58.9 
54.7 
57.7 
14.6 

Century Custom 

Tiros 
Standard: steel-belted radial-ply blackwall 
Available: steel-belted radial-ply whitewall 

steel-belted radial-ply 
white billboard lettered 

Wheel size 

GR78-15 
GR78-15 

GR70-15 
1 5 x 6.00 

Full-Flo ventilation quietly propels a continuous 
flow of outside air through the passenger com
partment after engine warmup. Windows may be 
kept closed to help keep outside noise outside. 

3.8 liter V-6 is standard on all Century Coupes 
and Sedans. This new compact "V" design 
delivers smooth, economical power. Advanced 
design features incluide High Energy Ignition 
for improved starting power and reliability, as 
well as integrated emission control equipment. 
Buick's new Quick Engine Warm-up System 
improves engine response under cold engine 
operating conditions. 

Three-speed manual transmission is standard 
on all Century Coupes and Sedans and 
available only with the V-6 engine. Fully 
synchronized forward gearing tailors engine 
output to existing road conditions. Turbo 
Hydra-matic automatic transmission available. 

Semiclosed cooling system collects hot 
coolant overflow in a translucent container 
and returns it to the radiator during cooldown. 
Coolant supply is checked visually without 
removing the radiator cap. 

Computer-selected springs for individual 
wheels of each car help assure better height 
control and consistent ride and handling 
characteristics. A computer determines 
exact springs for each individual automobile 
after figuring In weight of all accessories. 
Standard on all Century models. 

Front and rear bumper systems retract upon 
minor impact. Bumper protective strips with 
white accent stripes are standard, front and rear. 
Front and rear bumper guards are available. 

Front disc brakes are fade-resistant, smooth 
operating and shed water rapidly. Heat is 
quickly dissipated. Braking is proportioned, 
front to rear, to help prevent premature rear 
wheel lockup. Standard on all Century modelr.. 

Steel-belted radial-ply tires, built to GM specifi
cations, provide a desirable combination of 
important performance characteristics. Among 
these are handling, ride, tread life, enduranc , 
hazard resistance and traction on wet and 
snowy roads. Standard on all Century models. 

• New 1975 Feature 
N A.—Not Available 
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A catalytic converter is 
an integral part of the 
emission control sys
tem. It is essentially a 
chemical reactor that 
removes undesired emis
sions from the exhaust. 
Because leaded gasoline 
will contaminate the 
converter, lead-free fuel 
must be used. Standard 
on all Century models. 

Side Guard Beam con
struction affords pro
tection in the event of 
side impact. Box-type 
beams are integral to 
door (and quarter panel 
on Coupes) design. 

Double-panel roof con
struction helps isolate 
noise and strengthens 
roof structure. A con
toured full-roof inner 
panel is bonded firmly 
to the outer panel and 
forms an air gap. 

Full-perimeter frame 
construction forms a 
solid foundation for 
fitted and welded body 
components. Engine 
and suspension units 
are cushioned and 
mounted to the frame. 

By isolating the body 
from the chassis 
through rubber body 
mounts, the frame is 
allowed to twist and 
flex slightly to at>sorb 
vibrations and road 
noise. 
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1975 Riviera. 

Man's love of car is exceeded by few 
things. Each man develops an attach
ment for his car. A strong, personal 
attachment. In a reeJly fine car, even 
a simple drive in the country becomes 
a new experience. The rolling hills, 
the animals, the people, the lure of 
the open road revitalize the spirit as 
few things can. Especially when the car 
being driven is a 1975 Buick Riviera. 

There's something extraordinary 
about a Riviera. A feeling, an emotion, 
a character that can only be sensed 
when you actually see and drive one. 
Your first insight into the character of 
this automobile is its styling. Clean and 
sculptured. Note the classic grille, the 
four rectangular headlamps, the 
monogrammed hood ornament, the 

large opera windows. 
When you're driving for pleasure's 

sake you want your car to do certain 
things that will add to your pleasure. 
Riviera does this. You'll be cruising 
effortlessly, thanks to its 7.5 liter V-8 
engine and Turbo Hydra-matic 
transmission. The standard GM-
specification steel-belted radial tires 
will be gripping the roadway as you go. 
The firont stabilizer bar will be at work 
through the curves. (As will the variable 
ratio power steering which is standard.) 
The four coil springs, which were 
individually selected by a computer 
specifically for your car, will be 
constantly flexing and absorbing to 
give you a smooth and quiet ride. You 
feel right because, for you, you're 
driving the right car. 

The next day, when you're 
getting ready for work, your Riviera 
will be in your garage waiting to make 
Monday morning a littie more tolerable. 
Buick doesn't build Riviera solely for 
forays in the country. 

You will know this is a special automobile the instant you get behind the wheel. 
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I ' The union between a Buick Riviera and its owner must be felt to be appreciated. 
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What could possibly serve as the final touch for a car such as this? A deeply padded Landau roof covering, perhaps. 
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1 lie i;(iciracier or rne lyio DuicK Kiviera is evidenced by its interior. Luxurious. Richly appointed. Personally satisfying. (Above, the Riviera Cloth 60/40 Seat.) 
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Inside Riviera. 

Buick Riviera is built for the supreme 
comfort of its inhabitants. That 
becomes evident the moment you 
settle into the driver's seat. The seat, 
avciilable in any one of a number of 
cloths, vinyls and leathers, presses 
firmly against your back. The steering 
wheel tilts to the angle that suits you 
best that day. The windows are power 
operated with the switches located in 
each door's armrest. And as you drive 
along, see if your wristwatch is keeping 
proper time. Check it against your 
Riviera's digital clock. It's controlled 
by the vibrations of a tiny quartz crystal. 

Interior Trim Availability 
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1975 Skyhawk. 

To begin by calling Skyhawk the totally 
new Buick is to begin with under
statement. For Buick, the Skyhawk is 
a significant advance into a new worid 
of automotive transportation. 

First off, Skyhawk is the smallest 
Buick in sixty years. And the sportiest 
ever, obviously. Its short, 97-inch wheel-
base makes for a nimble, tight-
turning automobile.Then there's 
Skyhawk's design. Rakish and gutsy. 
The stance of a European road 
machine. 

The Skyhawk look is the culmina
tion of many artfully executed indi
vidual designs. Notice, for instance, 
the wind-cutting low silhouette of this 
car. Skyhawk stands a mere 50.2 inches 
tall, with its roofline sloping off quickly 

to meet the wraparound taillamps. 
Notice the center pillars. They not only 
boldly divide the side window areas, 
they provide an excellent location for 
the Skyhawk's Full-Flo ventilation 
vents. On the following pages, take 
note of the Skyhawk's unobtrusive 
bumpers. Its four rectangular head
lamps. Its sharply canted grille. These 
are the individual niceties that, when 
fused together, form the shape of the 
1975 Buick Skyhawk. 

Underneath Skyhawk's surface 
metal, however, lies its true mettle. A 
finely tuned machine. A turn of the 
key and Skyhawk's High Energy Igni
tion System goes to work, setting the 
spirited 3.8 liter V-6 engine in motion. 
A press of the accelerator, a quick 
glance at the tachometer, a flick of 
the stubby floor-mounted stick and 
you're off. Leaving time and distance 
behind you. 

As you go, and heads turn, the 
satisfaction of owning a 1975 Buick 
Skyhawk will be purely yours. Enjoy it. 

Skyhawk. An accurately named car. For embodied within is the spirit of a hawk. Bold 



1975 Riviera specifications and chassis. 

STANDARD EQUIPMENT 

a One Hardtop Coupe model available 
Engine 
D 7.5 liter v-8 (455 C.I.D.) 
• High-Energy Ignition 
• Improved fuel economy with Maximum Mileage 
System 
a Semi-closed cooling system helps 
protect against coolant loss 
• Cool air/fuel induction 
a Nickel-plated exhaust valves provide excellent 
valve durability 
• Catalytic converter 
G Durable stamped steel rocker arms 
D Integral voltage regulator and Delcotron 
• Lead-free fuel required 
Chassis 
D Turbo Hydra-matic automatic transmission 
D Variable ratio power steering 
a Power front disc brakes for smooth, stable stopping 
and resistance to fade—with audible pad wear indicator 
• Steel-belted radial-ply tires 
D Coil spring suspension—front and rear 
D Side guard tieam construction 
D Side terminal energizer to eliminate corrosion 
build-up on the terminals and provide full 
starting power 
• Forward-mounted steering gear and linkage 
a Brake proportioning valve to vary braking force 
front to rear, contributing to smooth, safe stops 
D AKitude compensated transmission controls 
n Compute^selected chassis springs matched for 
consistent ride and handling 
D Trued tires and concentric wheels 
D Extensive use of insulation for quietness 
a Dual horns 
D Heavy-duty energizer 
Comfort and Convenience 
• Cloth notchback seat 
• Power windows 
n GM Set-and-Close door locking system works by 
simply depressing the door lock button and closing 
the door A one-hand operation 
• Restyled instrument panel 
D Full-Flo ventilation 
D Semi-suspended accelerator pedal for good pedal 
feel and ease of cleaning 
• Electronic, quartz-crystal controlled digital clock 
D Lights: ashtray, courtesy and glove compartment 
D Full-foam construction seat design 
a Windshield washer and radiator overflow coolant 
reservoirs integrated with the fan shroud 
G Windshield wiper system with single wipe feature 
for misty conditions 
D Front lighted ashtray 
D 4-jet windshield washer 
D Wide-view inside day/night mirror 

D Short non-operating console (40/40 seats required) 
a Remote control outside rear view mirror (left side) 
D Luggage compartment light 
n Tilt steering wheel (not available with air 
restraint system) 
Appearance and Protection 
• Rectangular headlamps 
D Strong, reinforced bumpers with energy absorbers 
a Bumper protective strips with white accent s t r ipes-
front and rear 
a Windshield-imbedded antenna improves car 
appearance while maintaining good station-pulling 
power 
D Double-panel roof construction 
D Cut-pile carpeting front and rear 
D Additional insulation for a quiet ride 
a Depressed park windshield wipers 
D Positive engaging jack and bumper 
D Inside hood lock release offers theft protection 
a Single buckle, three-point seat and non-detachable 
shoulder belt system for driver and right front 
passenger (with inertia retractors, ignition interlock, 
reminder light and harmonic beep warning) 
D Custom steering wheel 
D Deluxe wheel covers 
D Spare tire cover 
D License plate frame 
D Front bumper guards 

AVAILABLE EQUIPMENT 

Engine 
• Fuel usage gauge 
Chassis 
D Riviera GS handling package including firm ride and 
handling suspension and specific GS ornamentation 
a Sealed, maintenance-free energizer 
a Positive traction differential 
a Automatic level control adjusts to load conditions 
Comfort and Convenience 
• Cloth 60/40 notchback seat, expanded vinyl 60/40 
notchback seat or expanded vinyl 40/40 seats 
D Convenience Center storage compartment 
D Speed alert and trip odometer 
D Sunshade map light (not available with sun roof) 
D Cruise Master speed control for maintaining 
constant speed 
D Electric seat back locks 
a Combination dome and reading lamp 
• Automatic power door locks 
[J Electric trunk release allows opening the trunk 
from inside the car 
D Automatic Climate Control 
D AM, AM-FM, stereo radio and tape player 
combinations 
• "Headlamps on" warning indicator 
D Door entrance courtesy lights 
D 6-way power seat for personalized seating comfort 

D Sliding metal sun roof—electrically operated 
D Outside thermometer with remote control rear 
view mirror (left) 
D Lighted vanity mirror 
O 3-speed windshield wiper system with variable 
delay low-speed feature 
a Tilt and telescoping steering wheel 
D Tinted glass 
a Heated glass rear window defogger 
a Rear window defogger (blower) 
D Litter pocket (standard with custom interior trims) 
D Front and rear light monitors 
D Cornering lights 
D "Low Fuel" indicator light 
D Long, operating console (40/40 seats required) 
D Right hand side remote control rear view mirror 
D Automatic power antenna for fringe area reception 
Appearance and Protection 
D Air restraint system 
D Bumper guards—rear (front standard) 
D Protective body side moldings 
a Door guards 
O Special wheel covers and styled wheels 
D Exterior decor moldings 
a Carpet savers and Handi-mats 
a Custom vinyl top (full) 
D Landau vinyl top 

SPECIFICATIONS 

D 7.5 liter V-8 standard 
a Turbo Hydra-matic automatic transmission standard 

Dimensions 
(inches, unless otherwise noted) 
Wheelbase 

Tread, f ront 

Tread,rear 

Length 

Wid th 

Height 

Head room, front 

Head room, rear 

Leg room, front 

Leg room, rear 

Shoulder room, front 

Shoulder room, rear 

Hip room, front 

Hip room, rear 

Trunk capacity (cu. ft.) 

1 
Riviera 

122.0 

63 .6 

64 .0 

223 .0 

80 .0 

53.7 

38.1 

37.1 

42 .2 

35 .4 

63 .6 

62 .4 

57 .6 

56 .0 

15.1 

Tires 
Standard: steel-belted radial-ply blackwall 

Available: steel-belted radial-ply whitewall 

Wheel Size 

JR78-15 

JR78-15 

1 5 X 6 .00 

Full-Flo ventilation quietly propels a continuous ' 
flow of outside air through the passenger com
partment after engine warmup. Windows may be 
kept closed to help keep outside noise outside. 

7.5 liter V-8 engine is standard on Riviera. 
Advanced design features include High Energy 
Ignition for improved starting power and 
reliability, as well as integrated emission control 
equipment. Buick's new Quick Engine Warm-
up System improves engine response under 
cold engine starting conditions. 

Turbo Hydra-matic automatic transmission 
offers responsive performance and driver 
convenience. Smooth response results from 
close match of transmission to engine output. 
Standard on Riviera. 

Semiclosed cooling system collects hot 
coolant overflow in a translucent container 
and returns it to the radiator during cooldown. 
Coolant supply is checked visually without 
removing the radiator cap. 

Computer-selected springs for 
individual wheels of each car help assure 
better height control and consistent ride and 
handling characteristics. A computer 
determines exact springs for each individual 
automobile after figuring in weight of all 
accessories. Standard on Riviera. 

Front and rear bumper systems retract upon ;;}î  ' 
minor impact. Bumper protective strips with 
white accent stripes are standard, front and rear. 
Front bumper guards are standard, rear 
bumper guards available. j _ 

Power front disc brakes are fade-resistant, 
smooth operating and shed water rapidly. Heat 
is quickly dissipated. Braking is proportioned, i 
front to rear, to help prevent premature rear .,.;. J 
wheel lockup. Standard on Riviera. "-'"•' 

Steel-belted radial-ply tires, built to GM 
specifications, provide a desirable combination 
of important performance characteristics. 
Among these are handling, ride, tread life, 
endurance, hazard resistance and traction on 
wet and snowy roads. Standard on Riviera. 

New 1975 Feature 



A catalytic converter 
is an integral part of 
the emission control 
system. It is essentially 
a chemical reactor that 
removes undesired 
emissions from the 
exhaust. Because 
leaded gasoline will 
contaminate the con
verter, lead-free fuel 
must be used. 
Standard on Riviera. 

Side Guard Beam con
struction affords pro
tection in the event of 
side impact. Box-type 
beams are integral to 
door and quarter 
panel design. 

Double-panel roof con
struction helps isolate 
noise and strengthens 
roof structure. A con
toured full-roof inner 
panel is bonded firmly 
to the outer panel and 
forms an air gap. 

Full-perimeter frame 
construction forms a 
solid foundation for 
fitted and welded body 
components. Engine 
and suspension units 
are cushioned and 
mounted to the frame. 

By isolating the body 
from the chassis 
through rubber body 
mounts, the frame is 
allowed to twist and 
flex slightly to absorb 
vibrations and road 



1975 LeSabre. 

To be fully appreciated, an automobile 
must be driven. No matter how sleek 
its shape, shiny its brightwork or 
elegant its looks, the true personality of 
a car only comes to the surface when 
you set it in motion. And the 1975 
Buick LeSabre is no exception. 

To be sure, LeSabre's exterior is 
the first thing that will attract you. It is 
truly an elegant looking automobile. 
With a new front end. A new lighting 
arrangement in the rear. And, on four-
door Hardtop models, a new formal 
roofline, highlighted by opera windows 
on either side. But, again, on the road 
is where LeSabre shines. 

Begin, if you like in city traffic. A 
turn of the key and LeSabre's High 
Energy Ignition System brings the 5.7 

liter V-8 engine confidentiy to life. And 
you're away. As the city bustles outside, 
you relax in the quiet comfort of 
LeSabre. Note the smoothness of the 
ride. Tar strips and cracked pavement 
almost disappear into the four 
computer-selected coil springs and 
matching shock absorbers. The ride is 
further smoothed by LeSabre's 124-
inch wheelbase. Altogether, stop-
and-go traffic is a lot easier to take. 
Additional credit goes to LeSabre's 
Turbo Hydra-matic transmission and 
power front disc brakes. Both are 
standard. And you maneuver easily 
because variable ratio power steering 
is also a standard LeSabre item. 

Now point LeSabre toward the 
winding roads beyond the city limits. 
Put LeSabre's suspension system to 
the test again. LeSabre's forward-
mounted steering linkage, front 
stabilizer bar and steel-belted radial 
tires help give responsive handling 
through curves and corners. 

When the drive is over, step out 
and look into the deep, liquid surface 
of the car's hood. You'll see a 
reflection. A reflection of you. Which is 
exactly what LeSabre is. 

The Buick LeSabre Hardtop Sedan. Its ride, its design, the comfort of its interior andl'ts affordat 



mm. 

. 1 .̂.;. " ..̂  \ t 

••.f«., 'r « ' y l ^ ^I'^i 

:>r • " l i ^ 

I "s affordability make it an outstanding value 
"^•™*'«*^->'--



The 1975 LeSabre Custom Coupe. It's everything the LeSabre Custom Sedan is, but with two less doors. 



wf---. . ,_'it. 

• I t - . • • • . - •̂ ^ • : >•; 

^ * ^ - V ?**,','«' 

.7^;.:v; 

< ' - ^ - ^ : ^ ' . A . ^^ • ' : 

: 1 ^ < ' ^ » ^ ^ ^ -

W % ' ' ' • • - ' • ' n : . ^ , ^ ^ ' ^ ^ ' ^ ^ . • : * ^ ; * ^ . - ' - ^ ' ^ • . • ; -

m f 
fr:- " • -> 

^;. ' .Aic .»- i • ' - — • - ' 

There are only six con' 
Zm^>^ tn America. The LeSabre Custom ,s an 

excellent example. In the 
foreground, the LeSabre four-door Sedan. 
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- o c very substantial automobile. With an interior that i: 
IS spacious, comfortable and, as you can see, very luxurious. 

Inter 
LeSa 
LeSa 

LeSa 
LeSa 
LeSa 

LeSa 
LeSaJ 
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Inside LeSabre. 

11 

Inside LeSabre, life's little problems 
take on a more pleasant perspective. 
Surrounding you is a car whose sole 
purpose is to accommodate its owner 
—comfortably, reliably, enduringly. If 
yours is a LeSabre Custom, you may 
opt for the 60/40 front seating arrange
ment at left. The upholstery shown is 
a velvety-soft fabric we call Berwick 
cloth. And for your leaning pleasure, a 
folding center armrest is supplied. As 
you motor along, turn on the available 
AM/FM stereo radio and let the strains 
of Beethoven or the Beaties relax or 
inspire, as your mood dictates. Set the 
thermostat and let the air inside be 
controlled and conditioned by the 
available Automatic Climate Control. 
Every now and then, you may wish to 
monitor what's happening outside. So 
you glance at the thermometer that's 
neatly built into your left outside 
mirror. It's available and nice to have. 
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Interior Trim Availability 
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LeSabre Hardtop Coupe S S 

LeSabre Hardtop Sedan S S 

LeSabre 4-door Sedan S S 

LeSabre Custom Hardtop Coupe S A S A 

LeSabre Custom Hardtop Sedan S A S A 

LeSabre Custom Convertible S A 

LeSabre Custom 4-door Sedan S A S A 

S—Star>dard A—Available LeSabre Custom Vinyl Notchback Seat LeSabre Custom Vinyl 6 0 / 4 0 Notchback Seat 



1975 LeSabre specifications and chassis. 

STANDARD EQUIPMENT 

• Seven models available—Two Hardtop Coupes, two 
Hardtop Sedans, two 4-door Sedans and one 
Convertible 
Engine 
• 5.7 liter 4-barrel V-8 (350 C.I.D.) 
• High Energy Ignition 
• Improved fuel economy with Maximum Mileage 
System 
a Semi-closed cooling system helps protect against 
coolant loss 
• Cool air/fuel induction 
a Nickel-plated exhaust valves provide excellent 
valve durability 
• Catalytic converter 
• Integral voltage regulator and Delcotron 
• Lead-free fuel required 
Chassis 
D Turbo Hydra-matic automatic transmission 
n Variable ratio power steering 
n Power front disc brakes for smooth, stable stopping 
and resistance to fade—with audible pad wear indicator 
• Steel-belted radial-ply tires 
L) Coil spring suspension—front and rear 
• Side Guard Beam construction 
D Side terminal energizer to eliminate corrosion 
build-up on the terminals and provide full 
starting power 
a Forward-mounted steering gear and linkage 
a Brake proportioning valve to vary braking force 
front to rear, contributing to smooth, safe stops 
D Altitude compensated transmission controls 
D Computer-selected chassis springs matched for 
consistent ride and handling 
D Trued tires and concentric wheels 
i:i Extensive use of insulation for quietness 
D Dual horns 
Comfort and Convenience 
• Choice of cloth bench or vinyl bench seats (LeSabre) 
• Choice of cloth notchback or expanded vinyl 
notchback seats (LeSabre Custom Hardtop Coupe 
and Hardtop Sedan). Expanded vinyl notchback seat 
(LeSabre Custom Convertible) 
D GM Set-and-Close door locking system works by 
simply depressing the door lock button and closing 
the door A one-hand operation 
• Restyled instrument panel 
n Full-Flo ventilation 
D Semi-suspended accelerator pedal for good pedal 
feel and ease of cleaning 
a Lights: ashtray and glove compartment 
n Windshield washer and radiator overflow coolant 
reservoirs integrated with the fan shroud 
G Windshield wiper system with single wipe feature 
for misty conditions 
a Full-foam construction seat design 
D Front lighted ashtray 

D 4-jet windshield washer 
a Wide-view inside day/night mirror 
Appearance and Protection 
• Strong, reinforced bumpers—with energy absorbers 
a Bumper protective strips with white accent s t r ipes-
front and rear 
D Windshield-imbedded antenna improves car 
appearance while maintaining good station-pulling 
power 
a Double-panel roof construction (except Convertible) 
n Cut-pile carpeting front and rear 
D Inside hood lock release offers theft protection 
D Single buckle, three-point seat and non-detachable 
shoulder belt system for driver and right front 
passenger (with inertia retractors, ignition interiock, 
reminder light and harmonic beep warning) 
D Deluxe steering wheel 
D Deluxe wheel covers (LeSabre Custom) 

AVAILABLE EQUIPMENT 

Engine 
D 7.5 liter V-8 (455 C.I.D.) 
• Fuel usage gauge 
Chassis 
D Sealed, maintenance-free energizer 
D Engine block heater 
D Positive traction differential 
n Automatic level control adjusts to load conditions 
Comfort and Convenience 
• Cloth notchback seat, cloth 60/40 notchback seat, 
expanded vinyl notchback seat or expanded vinyl 
60/40 notchback seat (LeSabre Custom) 
D Convenience Center storage compartment 
D Speed alert and trip odometer 
D Cruise Master speed control for maintaining 
constant speed 
a 3-speed windshield wiper system with variable 
delay low speed 
D Electric door locks allow locking all doors with 
one button 
a Electric seat back locks (Coupe models only) 
n Electric trunk release allows opening the trunk 
from inside the car 
D Automatic Climate Control 
• "Headlamps on" warning indicator 
Q Door entrance courtesy lights 
D AM, AM-FM, stereophonic radio and tape player 
combinations 
D 6-way power seat for personalized seating comfort 
D Power windows 
D Outside thermometer with remote control rear 
view mirror 
a Tilt or tilt and telescoping steering wheel 
D Lighted vanity mirror 
a Accessory group: trunk and courtesy lights, license 
plate frame, electric clock and sunshade map light 
D Electronic, quartz-crystal controlled digital clock 

D Dome reading lamp (except Convertible) 
a Remote control outside rear view mirror (left) 
D Right hand side remote control rear view mirror 
D Rear window defogger (blower) (except Convertible) 
D Heated glass rear window defogger (except 
Convertible) 
P Litter pocket 
D Front light monitors 
D Cornering lights 
a "Low fuel" indicator light 
D Automatic power antenna for fringe area reception 
Appearance and Protection 
a Front and rear bumper guards 
D Protective side moldings 
D Door guards 
D Special wheel covers and styled wheels 
D Exterior decor moldings 
a Carpet savers and Handi-mats 
• Landau vinyl top (LeSabre and LeSabre Custom 
Hardtop Coupes) 
D Custom vinyl top 
a Custom steering wheel 
• Air restraint system (Sedans and Coupes) 

SPECIFICATIONS 

• 5.7 liter 4-barrel V-8 standard; 7.5 liter V-8 available 
D Turbo Hydra-matic automatic transmission standard 

Dimensions 
(inches, unless 
otherwise noted) 

Wheelbase 
Tread, front 
Tread, rear 
Length 
Width 
Height 
Head room, front 
Head room, rear 
Leg room, front 
Leg room, rear 
Shoulder room, front 

Shoulder room, rear 

Hip room, front 
Hip room, rear 
Trunk capacity (cu. ft.; 

LeSabre/LeSabre Custom 
Hardtop Hardtop 4-door 
Coupe Sedan Sedan 
124.0 
63.6 
64.0 
226.9 
79.9 
53.8 
38.1 
36.5 
42.1 
35.8 
64.4/ 
64.3t 
62.2 

62.0 
56.2 
18.6/ 
17.5t 

124.0 
63.6 
64.0 
226.9 
79.9 
54.0 
38.4 
37.4 
42.1 
38.8 
64.4/ 
64.3t 
63.5/ 
63.3t 
62.0 
61.9 
19.7 
16.8t 

124.0 
63.6 
64.0 
226.9 
79.9 
54.6 
38.9 
38.0 
42.1 
38.8 
64.4/ 
64.3-h 
63.5/ 
63.3t 
62.0 
61.9 
19.7 
16.8t 

Convert
ible 
124.0 
63.6 
64.0 
226.9 
79.9 
54.1 
38.9 
38.1 
42.1 
35.8 
64.3 

61.7 

62.0 
56.2 
14.0 

t—LeSabre Custom 

Tires 
Standard; steel-belted radial-ply 
Available: steel-belted radial-ply 
Wheel size 

blackwall 
whitewall 

HR78-15 
HR78-15 
1 5 X 6.00 

Full-Flo ventilation quietly propels a continuous 
flow of outside air through the passenger com
partment after engine warmup. Windows may be 
kept closed to help keep outside noise outside. 

5.7 liter 4-barrel V-8 engine is standard on 
LeSabre. Advanced design features include High 
Energy Ignition for improved starting power 
and reliability, as well as integrated emission 
control equipment. Buick's new Quick Engine 
Warm-up System improves engine response 
under cold engine starting conditions. 

Turbo Hydra-matic automatic transmission 
offers responsive performance and driver 
convenience. Smooth response results from 
close match of transmission to engine output.. 
Standard on LeSabre models. 

Semiclosed cooling system collects hot 
coolant overflow in a translucent container 
and returns it to the radiator during cooldown. | 
Coolant supply is checked visually without 
removing the radiator cap. 

Computer-selected springs for individual 
wheels of each car help assure better height 
control and consistent ride and handling 
characteristics. A computer determines exact 
springs for each individual automobile after 
figuring in weight of all accessories. Standard 
on LeSabre models. 

Front and rear bumper systems retract upon 
minor impact. Bumper protective strips with 
white accent stripes are standard, front and rear. 
Front and rear bumper guards are available. 

Power front disc brakes are fade-resistant, 
smooth operating and shed water rapidly. Heat 
is quickly dissipated. Braking is proportioned, 
front to rear, to help prevent premature rear 
wheel lockup. Standard on LeSabre models. 

Steel-belted radial-ply tires, built to GM 
specifications, provide a desirable combination 
of important performance characteristics. 
Among these are handling, ride, tread life, 
endurance, hazard resistance and traction on 
wet and snowy roads. Standard on LeSabre. 

New 1975 Feature 



A catalytic converter is 
an integral part of the 
emission control sys
tem. It is essentially a 
chemical reactor that 
removes undesired emis
sions from the exhaust. 
Because leaded gasoline 
will contaminate the 
converter, lead-free fuel 
must be used. Standard 
on LeSabre models. 

Side Guard Beam con
struction affords pro
tection in the event of 
side impact. Box-type 
t>eams are integral to 
door (and quarter panel 
on Coupes) design. 

Double-panel roof con
struction helps isolate 
noise and strengthens 
roof structure. A con
toured full-roof inner 
panel is bonded firmly 
to the outer panel and 
forms an air gap. 

Full-perimeter frame 
construction forms a 
solid foundation for 
fitted and welded body 
components. Engine 
and suspension units 
are cushioned and 
mounted to the frame. 

By isolating the body 
from the chassis 
through rubber body 
mounts, the frame Is 
allowed to twist and 
flex slightly to absorb 
vibrations and road 
noise. 
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Boli Quick. Dominating. Graceftil in flight. Alert even when stiU 



1975 Electra. 

As luxury cars go, Buick Electra is 
something of a sleeper. That is to say, 
it delivers what a luxury car should 
deliver—superb luxury, superb com
fort, superb convenience—but without, 
well, flaunting the fact. Like an iceberg, 
most of Electra's substance is beneath 
the surface. Inside. Underneath. Con
tained within. Where it really matters. 

The 1975 Electra Park Avenue 
you see on the right is the most 
elegant Electra of all. The headlamps 
are rectangular. The roof is covered 
with special vinyl in a halo motif. 
Inside, shag carpeting and soft velour 
reside. The seats are upholstered with 
velour; likewise, the mammoth 
executive center console. Even the 
ceiling is lined with velour. Of course 

you may equip your Park Avenue to 
suit your tastes, desires, needs, and 
whims. Availabilities include Automatic 
Climate Control, remote-controlled 
exterior mirrors on both sides, a tilt and 
telescoping steering wheel, an 
AM/FM stereophonic radio (there's 
a power radio antenna, too, if you like), 
and the list goes on and on . . . 

In addition to the Park Avenue 
are the Electra Limited and the 
Electra 225. Both are available in two-
and four-door models. All are truly 
fine American luxury cars. 

Electra's chassis exudes character. 
With computer-selected coil springs 
and large shock absorbers at all four 
wheels. 15" GM-specification steel-
belted radial tires. A front stabilizer bar. 
A 7.5 liter V-8 engine. Turbo Hydra-
matic transmission. Variable ratio 
power steering. And power firont disc 
brakes. All standard. 

Inside Electra, luxury abounds. 
Power windows are standard, of 
course. The Full-Flo ventilation system 
is power operated so that it quietly 
brings outside air through your car, 
even when you're standing in traffic. 
Depending on the model, there are at 
least four, sometimes five, sometimes 
six armrests convenientiy placed inside 
every 1975 Buick Electira. And the 
ticking of a conventional electric clock 
is absent. An extremely accurate digital 
timepiece is standard. It is controlled 
by a tiny quartz crystal vibrating at just 
a shade under two million times per 
second. 

1 ^ 
The Electra Park Avenue. Anytime you can get this much luxury in a Buick, going iClanythii 
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Ti,e tlectta 22s Hardtop Coupe and Sedan. For those who prefer An-InT.^^ 
car without being pretentious about it. 



,: ̂ m 
>^^V - . , . ^ ^ ' • ^ : ^ " ^ ^ ^ l ^ ' ; ^ 

. - . ' - . a ^ 1 • - ^. » « i . i . . 

!*'V' 

"*fl^' 

t.llSM 

' ^ J ^ ^ S S S ^ Z ^ ^ ^ t a T S ^ a Windows: And a Landau top that ^ves you a luxury car with real sp,nt. 



"V.I-.', "'•riiiaeaiSHSij 

. w ^ * ^ ' ^ ^ ' ^ 

' ^ ' - " • . • ^ • • r i f * . : ^ * ; ^ 

. us^R-Sfei^SK-

Few interiors are as richly appointed as the 1975 Oectra Umited's. Standard 
are power seats, power windows and the cut-corduroy upholstery you see above. 



Inside Electra. 

To understand the extent to which 
Buick has gone in creating outstanding 
luxury for the 1975 Electra, all you 
need do is look at the picture on the 
left. The interior shown is not a sf)ecial, 
deluxe, super-oqDcnsive option. It is 
the standard interior for the 1975 
Electra Limited. 

The seats are upholstered in a 
cut-corduroy material. Both sides of 
the 60/40 front seat adjust forward 
and backward independent of one 
another. (The driver has the luxury of 
adjusting his side electrically.) There 
are power windows. Positioned in the 
ceiling are two reading lamps (for the 
driver as well as the front seat pas
senger). The steering wheel is our most 
expensive model. The instrumentation 
is new. The dials are large and very 
readable. The controls are well-lit 
and handy. 

When you think about it, one of 
the best measurements of any fine 
car is how many features are included 
as standard equipment. The 1975 
Buick Electra is truly a fine car. ^ „ 

z 
o 

Interior Trim Availability 

03 Z to z 

O O <J > > 

Electra 225 Hardtop Coupe S A S A 

Electra 225 Hardtop Sedan S A A A A 

Electra Limited Hardtop Coupe S A 

Electra Limited Hardtop Sedan S A 

Electra Park Avenue 

Electra Ins t rument Panel Electra 2 2 5 Cloth Bench Seat 

S—Standard A—Available Electra 2 2 5 V iny l 6 0 / 4 0 Notchback Seat Electra Limited Leather 6 0 / 4 0 Notchback Seat Electra Park Avenue Cloth 4 0 / 4 0 Seats 



1975 Electra specifications and chassis. 

STANDARD EQUIPMENT 

D Two Electra 225 models available—Hardtop 
Coupe and Hardtop Sedan 
a Two Electra Limited models available-
Hardtop Coupe and Hardtop Sedan 
Eftgin* 
n 7.5 liter v-8 (455 C.I.D.) 
• High Eriergy Ignition 
• Improved fuel economy with Maximum Mileage 
System 
D Semi-closed cooling system helps protect against 
coolant loss 
• Cod air/fuel induction 
a Nickel-plated exhaust vahws provide excellent 
valve durability 
• Catalytic converter 
• Lead-free fuel required 
Chassis 
D Turbo Hydra-matic automatic transmission 
D Variable ratio power steering 
n Power front disc brakes for smooth, stable stopping 
ar)d resistance to fade—with audible pad wear indicator 
• Steel-belted radial-ply tires 
D Coilsprir>g suspension—front and rear 
D Side Guard Beam construction 
D Side terminal energizer to eliminate corrosion 
buikJ-up on the terminals and provide full starting 
power 
D Brake proportioning valve to vary braking force 
front to rear, contributing to smooth, safe stops 
D Computer-selected chassis springs matched for 
cortsistent ride and handling 
D Trued tires and concentric wheels 
n Extensive use of insulation for quietness 
Comfort and Convenience 
• Cloth bench seat (225 Sedan) 
• Choice of cloth or expanded vinyl notchback seat 
(225 Coupe) 
• Cloth 60/40 notchback seat (Limited) 
D FokJ-down rear seat center armrest 
(Hardtop Sedans) 
n Power windows 
D Tv«)-way power seat (Limited) 
• Restyled instrument panel 
D Full-Flo ventilation 
D Windshield wiper system with single wipe feature 
for misty conditions 
O Lights: ashtray, courtesy and glove compartment 
D Full-foam construction seat design 
a 4-jet windshield washer 
• Custom seat and shoulder belts—color coordinated 
a Remote control outside rear view mirror (left side) 
D Luggage compartment light 
D Fold-down front seat center armrest 
• Velour covered center console (Park Avenue) 
• Electronic, quartz-crystal controlled digital clock 
O Dome reading lamp (Limited Sedan) 

Appearance and Protection 
• Rectangular headlamps 
D Bumper protective strips with white accent s t r ipes-
front and rear 
a Windshield-imbedded antenna improves car 
appearance while maintaining good station-pulling 
power 
• Padded full vinyl top with halo moldings (Park 
Avenue) 
D Cut-pile carpeting front and rear 
D Positive engaging jack and bumper 
D Inside hood lock release offers theft protection 
D Single buckle, three-point seat and non-detachable 
shoulder belt system for driver and right front 
passenger (with inertia retractors, ignition interlock, 
reminder light and harmonic beep warning) 
D Wider rocker appearance moldings (Limited) 
D Super deluxe wheel covers 
D Rear wheel opening covers 
D Spare tire cover 

AVAILABLE EQUIPMENT 

Engine 
• Fuel usage gauge 
Chassis 
D Sealed, maintenance-free energizer 
a Positive traction differential 
Q Automatic level control adjusts to load conditions 
Comfort and Convenience 
• Cloth notchback seat or expanded vinyl notcht>ack. 
seat (225 Sedan) 
• Cloth 60 /40 notchback seat (both 225 models) 
• Cloth 60/40 seat (Limited Sedan) or expanded vinyl 
60/40 notchback seat (both Limited models) 
• Lombardy cloth 40 /40 seats (Park Avenue) 
• Leather 60/40 notchback seat (Limited) 
D Speed alert and trip odometer 
D Sunshade map light (225 models) 
D Cruise Master speed control for maintaining 
constant speed 
• Automatic power door locks 
a Electric door locks allow locking all doors with 
one button 
a Electric seat locks (Coupe models only) 
• "Headlamps on" warning indicator 
O Door entrance courtesy lights 
D Outside thermometer with remote control rear 
view mirror (left) 
U Electric trunk release allows opening the trunk 
from inside the car 
D Automatic Climate Control 
D 3-speed windshield wiper system with variable 
delay low speed 
D AM, AM-FM, stereo radio and tape player 
combinations 
D Sliding metal sun roof for Coupe—electrically 
operated 

a 6-way power seat for personalized seating comfort 
D Lighted vanity mirror 
D Tilt or tilt and telescoping steering wheel 
D Rear window defogger (blower) 
D Heated glass rear window defogger 
D Combination dome and reading lamp (standard 
on Limited) 
D Litter pocket (standard on Limited) 
D Front and rear light monitors 
D Cornering lights 
D "Low fuel" indicator light 
O Right hand side remote control rear view mirrt>r 
D Automatic power antenna for fringe area reception 
Appearance and Protection 
D Air restraint system 
D Bumper guards—front and rear 
D Protective side moldings 
D Custom vinyl top 
D Landau vinyl top (Coupes) 
a Door guards 
D Styled wheels and wire wheel covers 
a Exterior decor moldings 
D Carpet savers and Handi-mats 
D Trunk trim carpet 
• Full vinyl top with halo moldings (Park Avenue) 
(Padded top available) 

SPECIFICATIONS 

D 7.5 liter V-8 standard 
D Turbo Hydra-matic automatic transmission standard 

Dimensions 
(inches, unless 
otherwise noted) 
Wheelbase 
Tread, front 
Tread, rear 
Length 
Width 
Height 
Head room, front 
Head room, rear 
Leg room, front 
Leg room, rear 
Shoulder room, front 
Shoulder room, rear 
Hip room, front 
Hip room, rear 
Trunk capacity (cu. ft.) 

Electra 225/Limited 

Hardtop Hardtop 
Coupe Sedan 
127.0 
63.6 
64.0 
233.4 
79.9 
54.6 
38.8 
38.1 
42.2 
40.0 
64.0 
63.4 
57.5 
56.0 
20.7 

127.0 
63.6 
6 4 0 

233.4 
79.9 
55.1 
39.3 
38.2 
42.2 
40.8 
64.0 
63.1 
57.5 
57.7 
20.3 

Tires 
Standard: steel-belted radial-ply blackwall 
Available: steel-belted radial-ply whitewall 
Wheel Size 

JR78-1 5 
JR78-15 

15x6.00 

Full-Flo ventilation quietly propels a continuous 
flow of outside air througli the passenger com
partment after engine warmup. Windows may be 
kept closed to help keep outside noise outside. 

7.5 liter V-8 engine is standard on Electra 
models. Advanced design features include High 
Energy Ignition for improved starting power 
and reliability, as well as integrated emission 
control equipment. Buick's new Quick Engine 
Warm-up System improves engine response 
under cold engine starting conditions. 

Turbo Hydra-matic automatic transmission 
offers responsive performance and driver 
convenience. Smooth response results from 
close match of transmission to engine output. 
Standard on Electra models. 

Semiclosed cooling system collects hot 
coolant overflow in a translucent container 
and returns it to the radiator during cooldown. 
Coolant supply is checked visually witf>out 
removing the radiator cap. 

Computer-selected springs for individual 
wheels of each car help assure better height 
control and consistent ride and handling 
characteristics. A computer determines exact 
springs for each individual automobile after 
figuring in weight of all accessories. Standard 
on Electra models. 

Front and rear bumper systems retract upon 
minor impact. Bumper protective strips with 
white accent stripes are standard, front and rear. 
Front and rear bumper guards are available. 

Power front disc brakes are fade-resistant, 
smooth operating and shed water rapidly. Heat 
is quickly dissipated. Braking is proportioned 
front to rear, <o help prevent premature rear 
wheel lockup. Standard on Electra models. 

Steel-belted radial-ply tires, built to GM 
specifications, provide a desirable combination 
of important performance characteristics. 
Among these are handling, ride, tread life, 
endurance, hazard resistance and traction on 
wet and snowy roads. Standard on Electra. 

New 1975 Feature 



A catalytic converter is 
an integral part of the 
emission control sys
tem. It is essentially a 
chemical reactor that 
removes undesired emis
sions from the exhaust. 
Because leaded gasoline 
will contaminate the 
converter, lead-free fuel 
must be used. Standard 
on Electra models. 

Side Guard Beam con
struction affords pro
tection in the event of 
side impact. Box-type 
beams are integral to 
door (and quarter panel 
on Coupes) design. 

Double-panel roof con
struction helps isolate 
noise and strengthens 
roof structure. A con
toured full-roof inner 
panel is bonded firmly 
to the outer panel and 
forms an air gap. 

Full-perimeter frame 
construction forms a 
solid foundation for 
fitted and welded tx>dy 
components. Engine 
and suspension units 
are cushioned and 
mounted to the frame. 

By isolating the body 
from the chassis 
through rubbe* body 
mounts, the frame is 
allowed to twist and 
flex slightly to absorb 
vibrations and road 
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1975 Buick Wagons. 

A successful station wagon must, 
of necessity, be a melding of form and 
function. Not simply a Spartan work
horse that acts and rides like a truck. 
Nor can it be a pampered "dockside 
darling" that shies from a heavy load 
or a hard day's work. In a Buick Wagon, 
we think you'll find form and function 
work in pleasant harmony. 

There are six Buick Station 
Wagon models for 1975. Four mid
sized Century and Century Custom 
Wagons (each with a 116-inch wheel-
base and a 5.7 liter V-8 engine). And 
two full-sized Buick Estate Wagons (with 
a longer 127-inch wheelbase and a 7.5 
liter V-8 engine). All are designed to be 
as much at home at the country club as 
at some remote backwoods retreat. 
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When there's hauling to be done, 
the functional side of a Buick Wagon 
becomes evident. Century Wagons 
have over 85 cubic feet of room in 
back while the Buick Estate Wagons 
ofter 106 (room enough to lay 4 ' x 8' 
sheets of plywood flat on the floor). 
Then there's passenger-carrying 
capacity. The Century, Century 
Custom and Estate Wagon each come 
in 3-seat models. They'll accommodate 
up to eight people comfortably. 

Something you won't find on 
your Buick Wagon is an old-fashioned 
tailgate. If yours is a Century Wagon, 
a one-piece hatchback door lifts easily 
out of the way for full-height access 
to the cargo area. If yours is an Estate 
Wagon, a most ingenious configuration 
replaces the tailgate. At the turn of a 
key, the glass portion recedes into the 
roof. The lower half glides back into 
the floor. 

But enough about work. Let's 
talk creature comfort for a moment. 
Smoothness underway is provided by 
Buick's velvety suspension which, in 
this case, is specially engineered for 
heavy-duty wagon use. For ease of 
travel, power steering, power front 
disc brakes and Turbo Hydra-matic 
transmission are all standard. Speaking 
of transmissions, ours has a built-in 
altitude compensator. Which means a 
Buick Wagon shifts as smoothly in 
Denver as it does in Death Valley. A 
feature you heavy-travelers will applaud. 

The Buick Estate Waqon (foreqround), and the Centurv Custom Waqon (backcroundThink 
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^^lus-2 Hatchback Coupe. Small in size. With the performance, economy and road manners to match its daring appearance. 
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Inside Buick Wagons. 

The moment you settle into the driver's 
seat of a Buick Wagon you begin to 
understand what a superb conveyance 
it is. Underhood, finely-tuned 
machinery effortlessly goes about its 
work. In front of you, an impressive 
instrument panel with conveniently-
placed controls, dials and gauges. All 
around you there is quality. The cut-pile 
carpeting feels plush to your feet. The 
full-foam seats embrace your back. 
And behind you, a cargo compartment 
of most generous dimensions. The 
liberal glass area helps provide 
excellent visibility, while Buick's long 
list of available equipment further adds 
to the enjoyment level. Here are just a 
few examples: 6-way power seat. 
Automatic Climate Control, Cruise 
Master speed control, automatic level 
control, positive traction differential, 
tilt steering wheel and an AM/FM 
stereo system with or without an 
8-track tape deck. 

z 
o 

Interior Trim Availability 
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Century 2-seat Station Wagon 

Century 3-seat Station Wagon 

Century Custom 2-seat Station Wagon 

Century Custom 3-seat Station Wagon 

Estate Wagon 2-seat 

Estate Wagon 3-seat 

S 

S 

s 
s 

s 
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A 

A 

S 

S 

A 

A 

A A 

A A 

A 

A 

A 
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The available notchback seat of the Buick Estate Wagon is covered in ejqaanded vinyl. It's practical and luxurious. 
S —Standard A—Available 
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Their specifications. 

STANDARD EQUIPMENT 

a Six models available—Two 2-seat and two 3-seat 
Century/Century Custom Station Wagons and a 2-seat 
and 3-seat Estate Wagon 
Engine 
• 5.7 liter 4-barrel V-8 (350 C.I.D.) (Century Wagons) 
D 7.5 liter V-8 (455 C.I.D.) (Estate Wagons) 
• High Energy Ignition 
• Lead-free fuel required 
• Cool air/fuel induction 
• Improved fuel economy with Buick's Maximum 
Mileage System 
• Catalytic converter 

Chassis 
D Turbo Hydra-matic automatic transmission 
D Power front disc brakes for smooth, stable stopping 
and resistance to fade—yvith audible pad wear indicator 
D Variable ratio power steering 
• Steel-belted radial-ply tires 
a Computer-selected chassis springs for consistent 
ride and handling 
D Strong, reinforced bumpers with energy absorbers 
Comfort and Convenience 
D Lift-up hatchback rear door design allows easy 
cargo loading (Century Wagons) 
a Lights: ashtray, courtesy and glove compartment 
(Century Custom Wagon and Estate Wagon) 
D Power-tailgate window (Estate Wagon) 
D Glide-away tailgate (Estate Wagon) 
D Hidden storage compartment (2-seat Century 
Wagons and Estate Wagon) 
n "Tailgate ajar" indicator light (Century Wagons) 
Appearance and Protection 

D Bumper protective strips with white accent str ipes-
front and rear 
D Double-panel roof construction 
D Cut-pile carpeting front and rear 

AVAILABLE EQUIPMENT 

Engine 
• Fuel usage gauge 
Chassis 
D Automatic level control adjusts to load conditions 
D Positive traction differential 
a Sealed, maintenance-free energizer 
a Firm ride and handling package 
D Heavy-duty engine and transmission cooling 
Comfort and Convenience 
D Short, non-operating console available with bucket 
seats (Century Custom Wagon) 
a Long operating console available with bucket seats 
(Century Custom Wagon) 
• "Headlamps on" warning indicator 
D Light combinations: glove compartment, ashtray, 
courtesy, rear compartment courtesy and sunshade 

map (Century Wagon): rear compartment, courtesy 
and sunshade map (Century Custom Wagon) 
a Accessory group: license plate frame, electric 
clock, sunshade map light and rear door jamb switches 
(Estate Wagon) 
a Automatic Climate Control air conditioning with 
low-freon detector 
D Rear window air deflector (Century Wagons) 
a Luggage rack 
D Luggage locker with lock (2-seat Century Wagons 
and Estate Wagon) 
n Heated glass rear window defogger 
n Remote control electric tailgate lock (Century 
Wagons) 
D Flip-open rear window (standard on 3-seat 
Century Wagons) 
a Power tailgate door (Estate Wagon) 
D Three speed windshield wiper with variable delay 
low speed 
a Combination dome and reading light 

SPECIFICATIONS 

Dimensions 
(inches, unless 
otherwise noted) 
Wheelbase 
Tread, front 
Tread, rear 
Length 
Width 
Height 
Head room, front 
Head room, rear 
Head room, third seat 
Leg room, front 
Leg room, rear 
Leg room, third seat 
Shoulder room, front 
Shoulder room, rear 
Hip room, front 
Hip room, rear 
Cargo volume (cu. ft.) 
Hidden storage 
compartment 
volume (cu. ft.) 

Century/Custom 
Station Wagons 
2-seat 
116.0 
61.5 
60.7 
2182 
79.0 
5 5 3 

38.8 
39 4 

42.3 
36.8 

59.6 
58.9 
54.7 
55.1 
85.1 

3-seat 
116.0 
61.5 
6 0 7 

218.2 
79.0 
55.3 
38.8 
39.4 
37.8 
42.3 
36.8 
27.8 
59.6 
58.9 
54.7 
55.1 
85.1 

Estate Wagon 
2-seat 
127.0 
63.6 
64.0 
231.8 
79.9 
58.4 
39 6 
39.3 

42.1 
3 9 4 

64.0 
63.1 
59 4 
59.0 
105.7 

5.5 

3-seat 
127.0 
6 3 6 

64.0 
231.8 
79.9 
58.4 
39.6 
39.4 
37.8 
42.1 
37.4 
35.6 
64.0 
63.1 
59.4 
59.0 
1057 

2.9 

Tires 
Standard: 
steel-belted radial-ply blackwall 
Available: 
steel-belted radial-ply whitewall 
Wheel size 

Century 
Wagons 
HR78-15 

HR78-15 

15x7.00 

Estate 
Wagon 
LR78-15 
(Load Ranged 
LR78-15 
ILoad Ranged 
15 X 6.00 

Estate Wagon Cloth 60 /40 Notchback Seat • New 1975 Feature 



The Inner Spirit of Riviera, Electra, LeSabre and Estate Wagon. 

One would expect Buick's full-sized 
automobiles to be impressive in 
performance, style and comfort. That 
they are. But it's the extra touches that 
make these fine automobiles truly a 
joy to drive. 

Consider the times you've driven 
in a light mist or right after a rainstorm. 
Buick's available 3-speed windshield 
wiper is the answer. In the delay posi
tion, wipers sweep as slowly as once 
every 15 seconds. Ideal. 

That power windows are avail
able is no surprise, but electric door 
locks and seatback locks ofter a new 
dimension in convenience. One switch 
locks or unlocks all doors, a real plus 
for the lone driver. And seatback locks 
operate when either door is opened, 
for easier rear seat entrance or exit. 

Suppose you choose Buick's 
available Automatic Climate Control 
air conditioning. And you want to 
know what the outside temperature is. 
Specify the available outside thermom
eter and you know at a glance. It's 
securely mounted to the driver's re
mote-control mirror (right side mirrors 

are available, too). And note that 
there's a new "economy" position for 
air conditioning. It ventilates the car 
without working the engine excessively. 

Suppose you want to know what 
time it is. Just glance at the available 
electronic digital clock (standard on 
Electra and Riviera). It's quartz-crystal-
controlled for accuracy to within two-
and-a-half minutes per month. 

Getting behind the steering wheel 
of a full-size Buick is very easy. Thanks 
to the available tilt and telescoping 
steering column. Just lift the steering 
wheel up above normal for more con
venient entry and exit. And while 
you're driving, you can adjust the 
steering wheel for comfort through 
seven positions. Even while the car 
is moving. 

Long hours behind the wheel can 
be lightened with music. Besides avail
able AM/FM and AM/FM stereo 
radios, you can choose the music you 
want when you want it with an avail
able stereo tape player. It plays 8-track 
cartridges through dual front and rear 
speakers. And when you want to listen 
to the radio, added station-pulling 
power results from Buick's avail
able power mast antenna. It raises 
automatically when the radio is turned 
on, and is adjustable to various heights. 
Retracts fully to help protect against 
vandalism. 

Buick's full complement of light
ing amenities allows you to see and be 
seen. Available cornering lights work 
with turn signals for increased side 
visibility. Helpful when turning in un
familiar surroundings. Turn signals 
working? You know with the available 
light monitor system. Located on top 
of each front fender, and inside above 
the back window for rear view mirror 
viewing. And you should never be 
caught leaving your headlamps on 
with Buick's available new "headlamps 
on" warning indicator. If lights are left 
on when the door is opened, a light 
near the headlamp switch glows and a 
warning buzzer sounds. And when the 
door is opened, an available door-
entrance courtesy light not only illumi
nates the door sill, but also features a 
red light to warn approaching drivers. 
Outside dariiness won't curtail inside 
activities when available lighted vanity 
mirror and combination dome and 
reading lamp are ordered. 
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The Inner Spirit continued. 

A bright, sunny day was made for 
Buick's available electiric sun roof. Of 
sliding steel (or matched vinyl) design, 
it operates at the touch of a control. 

All Buicks feature available vinyl 
tops, but the smartest is the Landau, 
or peurtietl, vinyl top. Available in a wide 
choice of colors. For that final touch, 
Buick offers many available wheel 
cover designs. 

The word "elegance" takes on 
new meaning when applied to the all-
new Buick Electra Park Avenue. A 
special edition motorcar, this Hardtop 
Sedan features a special halo vinyl roof 
and a unique interior. The floor is 
carpeted in deep shag. The seats are 
upholstered with soft velour. There's a 
large executive console between the 
two front seats also covered with 
velour, and likewise, the ceiling. In 
etll, it's a treat to sit in. Quite relaxing. 

Talk is cheap, fuel isn't. So Buick 
is doing something about improving 
gasoline mileage. Unleaded gasoline, 
that is. Buick's new catalytic converter 
has cillowed recalibration of the engine 
for greater efficiency. Buick's High 
Energy Ignition System, cool air/fuel 
induction and steel-belted radial-ply 
tires are all standctrd. And an available 
fuel usage gauge alerts the driver to 
high fuel usage conditions. 

Constant speed can be main
tained through use of Buick's avaiiaole 
Cruise Master speed control. The touch 
of a button maintains desired speed. 
Easily deactivated by a light touch on 
the brake. Plus available Speed Alert 
helps maintain speed limits by warning 
of excessive speed. May be pre-set to 
any desired speed. And that long wedk 
back to the gas station may be a thing 
of the past when you order the available 
low-fuel indicator light. It warns visually 
when fuel supply runs low. 

Buick's available Air Restraint 
System provides passive passenger 
restrctint. Completely automatic, it 
helps protect front-seat petssengers 
through use of inflatable air cushions. 
No ignition interlocking seat and 
shoulder belt systems are required. 
Front seat lap belts are provided and 
should be used. 



1975 Buick safety features. 

Occupant Protection 
Seat belts with pushbutton buckles for 
all passenger positions. 
Two front combination seat and 
shoulder belts for driver and right 
front passenger (with reminder light 
and buzzer, inertia reel and starter 
interlock). 
Two front seat head restraints. 
Energy absorbing steering column. 
Passenger guard door locks. 
Safety door latches and hinges. 
Folding seat back latches. 
Energy absorbing padded instrument 
panel and front seat back tops. * 
Contoured windshield header 
(except Convertibles). 
Thick laminate windshield. 
Padded sun visors. 
Safety armrests. 
Safety steering wheel. 
Cargo Guard (except Skyhawk and 
Skylark Hatchbacks, and Station 
Wagons). 
Side Guard Door Beam. 
Contoured roof inner panel (except 
LeSabre Custom Convertible). 
Glove box and console door latch 
impact security. 
Smooth contoured door and window 
regulator handles. 
Soft, low profile window control 
knobs, coat hooks, dome lamp. 
Automatic locking front and rear 
outboard seat belt retractors. 
Shoulder belt anchorages for rear 
seat outboard occupants. 
Pressure lock radiator cap. 
Stamped steel door hinges. 

High strength front seat anchorages 
and construction. 
High strength rear seat retention. 
Air Cushion Restraint System for front 
seat occupants (available at extra cost 
on Riviera, Electra and LeSabre 
Coupes and Sedans). 

Accident Prevention 
Side marker lights and reflectors 
(front side marker lights flash with 
directional signal). 
Parking lamps that illuminate with 
headlamps. 
Four-way hazard warning flasher. 
Backup lights. 
Lane change feature in direction 
signal control. 
Windshield defrosters, washer and 
dual speed wipers. 
Wide view inside day/night mirror 
(vinyl edged, shatter resistant glass 
and deflecting support).^ 
Outside rear view mirror (driver side 
and passenger side on full-size wagons). 
Dual master cylinder brake system with 
warning light. 
Starter Safety Switch. 
Dual action safety hood latches. 
Headlamp aiming access provision. 
Low glare instrument panel top, 
inside windshield moldings, wiper 
arms and blades and steering wheel 
metallic surfaces. 
Safety wheel rims. 
Uniform shift quadrant. 
No winged wheel nuts, discs and caps. 
Front disc brakes with audible wear 
indicators. 

Self-adjusting brakes. 
Illumination of windshield wiper and 
washer, heater and defroster controls. 
Flame arresting battery vent caps. 
Flame retardant interior materials. 
Pressure relief gas cap. 

Anti-Theft 
Anti-theft ignition key reminder buzzer. 
Anti-theft steering column lock. 
Inside hood latch release (except 
Skyhawk, Skylark/Apollo). 
Anti-theft key system (one key for 
ignition only, other key for glove 
compartments, doors, trunk and 
tailgate). 
Visible vehicle identification. 
Tamper resistant odometer with 
telltale feature. 

'Including intermediate seat back tops 
on three-seat Station Wagons. 

tDay/night feature at extra cost 
on Skyhawk. 



11975 Buick options. 
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Tiodels 
57 only. Available on other r?ioclcls except Station Wagons 
stom: A on LeSabre 

Power windows 
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Front fender-light monitors 

Sport mirrors (left side remote control) 

Remote-control outside rear view mirror 

Remote-control outside rear view mirror 

Rear-window defogger (blower) 

Rear-window defogger (electric) 

Carpet savers and Handi-mats 

(left) 

(right) 
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A 

A 

A 

A 
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Litter pocket 

6-way power seat 

Cornering lights 

3-speed windshield wiper with low-speed delay feature 

2-speed windshield wiper with low-speed delay feature 

Soft Ray tinted glass 

Bumper guards 
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Outside thermometer 

Convenience Center 

Full-length operating console 

Short, nonshift floor console 

AM radio, AM-FM radio 

AM-FM stereo radio with single front and rear speakers 

Rear seat speaker (single) 

AM or AM-FM stereo radio and stereo tape player 

AM-FM stereo radio with front and rear dual speakers 
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Automatic power mast antenna 

Positive traction rear axle 
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Oil pressure and temperature gauges 

"Headlamps on" indicator 

Bumper protective strips 

Protective side moldings 
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Lighted visor vanity mirror 

Dome reading light 

Door courtesy & warning lights 

A—Available 
S—Standard 

Ident. Nc 
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Appropriate to the times, Skyhawk's design is eclectic: a blend of European and American, function and romance. 
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Asue SJ Hatchback Coupe 

Astra GT Hatchback Coupe. 

Astre Hatchback Coupe. The hatch pops up, the rear seat folds down to give you lots of easy-to-load cargo space. Believe it or not, this is the standard interior of Astre SJ. Cloth and Morrokide buckets shown in burgundy-also available in blue and black. 



Now the Wide-Track people have a 
way with subcompacts, too. 

Now there's Pontiac's new 
subcompact Astre. 

The Astre Hatchback antd Safari 
wagon come standard with an 
overhead cam engine, floor-shifted 
3-speed, front disc brakes and a 
standard interior that looks like 
extra cost. 

The sporty Astre GT Hatchback 
and Safari get a 2-bbl. carburetor, 
front and rear stabilizer bars. 
Rally wheels, steel-belted radial 
tires, sport mirrors and Pontiac's 
new Maximum Mileage System. 

Inside, look for a tach, an electric 
clock, a custom cushion steering 
wheel and an adjustable back 
support on the driver's seat. 

The Astre SJ is Pontiac's most 
luxurious subcompact. 

Hatchback or Safari, the bucket 
seats are standard. Covered in a 
fabric usually reserved for much 
more expensive cars. 

The cut-pile carpet is as fine as 
anything we put in an automobile. 

A custom cushion steering wheel. 
Rally gauges, tachometer and clock 
are set off by the rich look of 
African crossfire mahogany on the 
instrument panel. 

New finned Rally III wheels. 
Radial Tuned Suspension with 
steel-belted radial tires, 2-bbl. 
carburetor and 4-speed are 
standard, too. 

Astre. Astre GT. Astre SJ. A few 
minutes behind the wheel of any 
new Astre, and you'll know you're 
driving a Pontiac. 

DIMENSIONS (Inches) 

Oveiall length 

Overall width 

Wheelbase 

Track, fiont/rear 

Head room, lionl/rear 

Leg room, Irool/rcat 

Shoulder room, Ironi/reai 

Hip room, Ironi/rear 

Hatchback 
Coupe 

175.4 

65.4 

97.0 

54.7/53.6 

37.1/35.3 

43.5/29.6 

51.3/49.2 

47.2/42.5 

Safari 
Wagon 

175.4» 

65.4 

97.0 

54.7/53.6 

38.9/38.3 

43.5/30.2 

51.3/49.2 

46.9/42.5 

Astre's all-Morrokide upholstery. Shown in saddle-also available in black, burgundy, sandstone and white. 2-Seat Astre Safari Wagon. 

•176.4 on Astre SJ. 

Shown on the cars on these pages are some options and 
accessories ottered by Pontiac at extra cost. 

2-Seat Astre SJ Safari Wagon. 
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It used to be you bought a compact 
car for three reasons. Size. Price. 
And economy. 

Pontiac's '75 Ventura gives you 
all three. And a lot more. Even our 
lowest priced Ventura has cut-pile 
carpeting. Front disc brakes. 
A Radial Tuned Suspension with 
steel-belted radial tires. Your choice 
of a 2-Door Coupe, Hatchback or 
4-Door Sedan. And a thrifty 250-
cu.-in. Six that Pontiac's Maximum 
Mileage System helps make even 
thriftier. 

Of course, if you want more, we 
offer a little nicer Ventura called 
Custom. With special interior and 
exterior trim. Plus added sound 
insulation. So you get more than 
a name. 

If the thought of a super plush 
compact turns you on, our new 
Ventura SJ is just what you're after. 
It's our most luxurious compact ever. 

Which explains the deeply 
contoured front bucket seats, 
convenient center console and 
woodlike vinyl accent trim inside. As 
well as the custom finned wheel 
covers and special accent trim out
side. And options you can order. 
Like air conditioning. Now available 
even with a Six. 

Our sporty Ventura with the Sprint 
option is obviously a driver's car. 
So order the 2-Door Coupe or 
Hatchback and get Rally II wheels. 
Front disc brakes. A front suspen
sion design like Firebird's. And a 
responsive 250-cu.-in. Six. Or one 
of three V-8 options you can order. 

That's Pontiac's compact lineup 
for '75 . If you still don't see what ' 
you want, maybe you don't want | 
a compact after all. 

Ventura's standard instrument panel. The custom cushion steering wheel is 
standard on Ventura Custom, Sprint and SJ. It's available on Ventura 

Ventura SJ's standard cloth and Morrokide interior. Shown in burgundy—also available in black. 
Remind you of other great Pontiacs? 

DIMENSIONS (inches) 

Overall length 

Overall width 

Wheelbase 

Track, (rant/rear 

Head room, front/rear 

leg room, from/rear 

Shoulder room, Iront/rear 

Hip room, Iront/rear 

Z-Door 
Coupe a 

Hatchback 

199.6 

72.4 

111.1 

61.2/59.0 

38.5/36.3 

41.7/33.4 

56.6/55.3 

53.3/44.8 

4-Door 
Sadan 

199.6 

72.4 

111.1 

61.2/59.0 

39.5/36.5 

41.7/35.3 

56.6/56.7 

53.3/46.4 



Vemura 2-DDor Hatchback Coupe. 

B B B B 

Radial Tuned Suspension 

Our RTS-i i 's standard on every Ventura. 

Ventura Custom full-width seat upholstered in cloth and Morrokide. Shown 
in black-also available in sandstone. 

All-Morrokide bucket seats are available on Ventura. Shown in white-also available In saddle and black 
Burgundy and blue buckets also available on Z-Door Coupes. 

( 4 M Ventura Custom 4-DoQr Sedan. Ventura Sprint 2-Door Hatchback Coupe. 



Firebird Trans Am's flight deck. The full rally instrumentation and Formula Pontiac's Maximum Mileage System with High Energy 
wheel are standard. Electronic Ignition is standard on all Firebirds. 

Firebird Hardtop Coupe 



Got some pretty definite ideas about 
what you want in a sports car ? So 
has Pontiac. And there are four great 
'75 Firebirds to back them up. 

Our basic Firebird has the styling 
you'd expect in a sports car. And a 
lot you wouldn't. Including stan
dard features like a Radial Tuned 
Suspension with steel-belted radial 
tires. Power steering. Pontiac's 
Maximum Mileage System. And a 
thrifty 250-cu.-in. Six. 

Then there's Esprit. Our plushest 
Firebird. With body colored sport 
mirrors, deluxe wheel covers and 
attractive accent trim on the out
side. A plusher custom interior and 
added sound insulation inside. 
They help make Esprit one of our 
most popular Firebirds. 

If your idea of a sports car is 
based on performance, there are 
two Formula Firebirds to choose 
from. The Firebird Formula 350 and 
Formula 400. With a V-8 to match 
both numbers. And a long list of 
standard performance equipment 
that includes a 4-speed, front disc 
brakes, front and rear stabilizer bars. 

The 1975 Trans Am is our ultimate 
Firebird. 

It's equipped with a standard 400 
4-bbl. A 4-speed transmission. 
A shaker hood. And enough func
tional air dams, extractors, deflectors 
and spoilers to help keep this 'Bird 
hugging the road. (Even if the 
supergraphic Firebird hood decal 
you can order does suggest 
otherwise.) 

Economy, luxurious appoint
ments, a little performance or a lot. 
There's a '75 Firebird that's got it. 

DIMENSIONS (inches) 

Overall lengih 

Overall width 

Wheelbase 

Track, Iront/rear 

Head room, front/rear 

Leg room, Ironi/rear 

Shoulder room, Iront/rear 

Hip room, from/tear 

Firebird, 
Esprit 

196.0 

73.0 

108.1 

60.9/60.0 

37.5/35.9 

44.1/29.6 

57.4/54.4 

52.4/45.8 

Formula 

196.0 

73.0 

108.1 

61.3/60.4 

37.5/35.9 

44.1/29.6 

57.4/54.4 

52.4/45.8 

Trans 
Am 

196.0 

73.0 

108.1 

61.2/60.3 

37.5/35.9 

44.1/29.6 

57.4/54.4 

52.4/45.8 

Firebird's custom interior. Standard on Esprit, available on Formula Firebird and 
Trans Am. Shown in saddle—also available in burgundy, white, blue and black 

Standard Firebird, Formula Firebird and Firebird Trans Am interior. Shown in black-
also available in white and saddle. Everybody should have standards like this. 

Firebird Esprit. 



Grand Am 2-Door Colonnade Hardtop Coupe. 

Grand Am 4-Door Colonnade Hardtop Sedan. 
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Some cars belong at home, sitting 
in the driveway. Pontiac's new 
Grand Am belongs out on the road. 

Because the 1975 Grand Am 
ranks among Pontiac's finest road 
cars. With impressive handling from 
our Radial Tuned Suspension 
with steel-belted radial tires. 

In a turn. Grand Am is agile. 
Yet, the straightaways are Pontiac 
smooth. 

There's great response from a 
400 V-8 and Turbo Hydra-matic. 
There's even a new Maximum 
Mileage System, including High 
Energy Electronic Ignition. 

You can count on fast-rate, 
variable-ratio power steering, too. 
And power front disc brakes. 

The new Grand Am even looks 
like a great road car. The unique 
nose and sloped front end panel 
are made of squeezable Endura. 
And louvered rear quarter windows 
on the 2-door add to a real 
performance look. 
There are special front and rear 
body colored bumpers, too. And 
color-keyed stripes shooting back 
from across the nose. 

Sitting behind the wheel, you'll 
detect an expensive European 
accent. In front of you lies a bevy of 
gauges. And the look of African 
crossfire mahogany that continues 
down to the console at your side. 

Special bucket seats give you 
lateral support. And you can order 
them in fine cloth or all-Morrokide 
if you like. The passenger bucket 
reclines. 

A Pontiac showroom is the best 
place to see the new Grand Am. 
But seeing isn't feeling. For that, 
you've got to put it on the road. 
Where this new Grand Am belongs. 

Grand Am's luxurious cloth and Morrokide bucket seats. Shown In burgundy-
"!-n available in saddle. 

DIMENSIONS (inches) 

Overall length 

Overall width 

Wheelbase 

Track. Iront/rear 

Head room. Iront/rear 

Leg room, Iront/rear 

Shoulder room, (ront/rear 

Hip room, Iront/rear 

2-Door 

211.0 

77.0 

112.0 

61.6/61.1 

37.7/37.0 

42.5/33.5 

59.6/57.9 

54.B/52.7 

4-Door 

215.0 

77.0 

116.0 

61.6/61.1 

38.3/37.5 

42.5/38.6 

59.6/58.9 

54.7/57.8 



LeMans means quality. And 
sportiness. And value. But this 
year, it also means an elegant new 
top-of-the-line mid-sized 
car . . . Grand LeMans. 

The new Grand LeMans joins 
company with Pontiac's finest cars. 
Grand Prix . . . Grand Am . . . Grand 
Ville Brougham. 

Grand LeMans has a look all its 
own. Distinctive front grille wi th 
inset parking lamps. Elegant hood 
ornament. And formal rear quarter 
windows on the coupe. 

The Grand LeMans interior is a 
real standout. The fully padded 
notchback front seat is covered 
with fine cloth or leatherlike 
Morrokide. And bucket seats are 
available at no extra cost. 

There's a handsome new instru
ment panel. Even a custom cushion 
steering wheel. 

Under the hood, Pontiac per
formance is linked to a Turbo 
Hydra-matic transmission. 

Pontiac 350 and 400 V-8s. 
variable-ratio power steering and 
power front disc brakes are available. 

And Pontiac's new Maximum 
Mileage System not only helps 
improve mileage, but gives you 
improved cold-weather starting. 

Of course, the ride is smooth. 
With steel-belted radial tires and 
Radial Tuned Suspension. 

The name says it. Grand LeMans. 

DIMENSIONS (inches) 

Overall lengih 

Overall width 

Wheelbase 

Track, Iront/rear 

Head room, Iront/rear 

leg room, Iront/rear 

Shoulder room, Iront/rear 

Hip room, Ironi/reer 

2-Door 

208.0 

77.4 

112.0 

61.2/60.7 

37.7/37.0 

42.5/32.9 

59.6/57.9 

54.8/52.7 

4-Door 

212.0 

77.4 

116.0 

61.2/60.7 

38.3/37.5 

42.5/37.0 

59.6/58.9 

54.7/57.8 

Catch a likeness to more expensive luxury sedans? It's the Grand LeMans 
4-Door Colonnade Hardtop Sedan. 

Sort of makes you feel right at home. Grand LeMans' standard clolh and Morrokide notchback seat 
Shown in burgundy-also available in saddle and blue. 



LeMans Sport Coupe 2-Door Colonnade Hardtop Coupe. 
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LeMans Sport Coupe's standard all-Morrokide notchback seat. With armrest up, you seat three. Pull it down and it's 
tike having two spony seats. Shown in black-also available in white, saddle, blue, green and burqundy 

These bucket seats are standard on LeMans Sport Coupe. Shown sitting tall in saddle-also available in black, white, 
blue, green and burgundy. 



We put a lot into our low-priced 
LeMans models this year. And made 
them some of the best LeMans 
values ever to come down the pike. 

Sporty is what the 1975 LeMans 
Sport Coupe is all about. 2-door 
Colonnade styling. New front end. 
And Pontiac's exclusive louvered 
rear quarter window design. 

This year. Sport Coupe has a new 
RTS suspension with steel-belted 
radials standard. And disc brakes 
up front. 

Want an even sportier Sport 
Coupe? The available GT option 
gets you things like a blacked out 
grille. Hood scoops. Body colored 
sport mirrors. Special Rally II 
wheels. GR70-15 steel-belted 
radials. New strobelike stripes. 
And more. 

Even our lowest priced LeMans 
is pretty sporty this year. 

The 1975 LeMans comes standard 
with front disc brakes. And our 
Radial Tuned Suspension with 
steel-belted radial tires. 

LeMans starts wi th a tough 6-
cylinder engine, manual transmis
sion and lower axle ratio. To help 
you get good gas mileage. 

Pontiac's new Maximum Mileage 
System is also standard on every 
low-priced LeMans. It's designed to 
lengthen spark plug life, lower 
operating costs and help save gas. 
And improve cold-start driveability. 

The 1975 LeMans comes with 
sporty 2- or 4-door Colonnade 
styling, too. And handsome new 
grillwork. 

You can also add the GT option 
to the LeMans 2-door. 

Sure, we put a lot into the 1 975 
LeMans. And the new LeMans 
Sport Coupe. To make today's 
driving something special. 

DIMENSIONS (inches) 2-Door 4-Door 

Overall length 

Overall width 

Wheelbase 

Track, Ironi/rear 

Head room, Iront/rear 

Leg room, front/rear 

Shoulder room, Iront/rear 

208.0 
77.4 

112.0 

61.2/60.7 

37.7/37.0 
42.5/32.9 

59.6/57.9 

212.0 
77.4 

iffe.O 
61.2/60.7 

38.3/37.5 

42.5/37.0 

59.6/58.9 
Hip room, from/rear 54.8/52.7 54.7/57.8 

LeMans 2-Door Colonnade Hardtop Coupe, featuring the available new cordovan 
vinyl top. 

LeMans 2-Door's standard full-width seat comes upholstered with this handsome fabric. Shown in 
saddle—also available in black and blue. 



Skyhawk. Its Inner Spirit 

A road car is in its best element in 
motion. The powerplant, therefore, is 
of vital import. That is why a V-6 
engine, made by Buick, powers every 
Skyhawk. It shares design features 
with our V-8's, but with two less 
cylinders. 

The crankshaft is shorter. The 
piston stroke is shorter. The engine 
weighs less. And peak torque is 
delivered at low engine speed. The 
displacement of the Buick Skyhawk 
V-6 is 3.8 liters. The block is of cast 
iron. The valves are nickel-plated. And 
the pistons and piston rings are 
identical to those used in our 5.7 liter 
V-8 engine. 

The suspension system of a road 
car is equally important. Skyhawk's is 

comprised of four computer-selected 
coil springs with stabilizer bars in the 
front and rear. There is a tube shock 
absorber at each wheel. And, of course, 
GM-specification steel-belted radial 
tires arc standard. 

In the cockpit area, information 
is delivered to the driver through six 
dials set in a simulated wood-grained 
instrument panel. To the left, engine 
temperature and fuel level are 
monitored. On the right, an ammeter 
and an electric clock. In the middle 
are two large dials. One houses a 
7,000-rpm tachometer; the other, an 
odometer and speedometer marked 
in both miles and kilometers. (White 
numerals for miles per hour. Blue 
numerals for kilometers per hour.) 

Dimangjont 
(indies, unless otherwise noted) 
Wheelbase 

Tread, front 

Tread,rear 

Length 

Width 

Height 
Head room, front 
Head room, rear 

Leg room, front 

Leg room, rear 

Shoulder room, front 

Shoulder room, rear 

Hip room, front 

Hip room, rear 

Cargo volume index (cu. ft.) 

Length of load floor (rear seat folded down) 

Hatchback 
Coupe 
97 .0 

54.7 

53.6 

179.3 

65 .4 

50.2 
37 .7 

35 .3 

42 .9 

29.9 

51 .0 

51.2 

48 .0 
42 .0 

28.1 

63.0 

T i re * 
Standard: steel-belted radial-ply blackwall 

Available: steel-belted radial-ply whitewall 
steel-belted radial-ply white 
billboard lettered 

Wheel size 

BR78-13 

BR78-13 

BR78-13 

1 3 x 5 . 0 0 

Full-Flo ventilation quietly propels a continuous 
flow of outside air through the passenger com
partment after engine warmup. Windows may be 
kept closed to help keep outside noise outside. 

3.8 liter V-6 is standard on Skyhawk. This new 
compact "V" design delivers smooth, economical 
power. Advanced design features include High 
Energy Ignition for improved starting power and 
reliability, as well as integrated emission control 
equipment. Buick's new Quick Engine Warm-up 
System improves engine response under cold 
engine starting conditions. 

Four-speed manual transmission is standard on 
Skyhawk and available on no other Buick. Fully 
synchronized forward gearing tailors engine 
output to existing road conditions. Turbo Hydra 
matic automatic transmission available. 

Semiclosed cooling system collects hot 
coolant overflow in a translucent container 
and returns it to the radiator during cooldown. 
Coolant supply is checked visually without 
removing the radiator cap. 

Computer-selected springs for individual wheels 
of each car help assure better height control 
and consistent ride and handling characteristics. 
A computer rates exact springs for each indi
vidual automobile- after figuring in weight of all 
accessories. Standard on Skyhawk. 

Front and rear bumper systems retract upon 
minor impact. Front and rear bumper guards 
and bumper protective strips are standard. 

Power front disc brakes are fade-resistant, 
smooth operating and shed water rapidly. Heat 
is quickly dissipated. Standard on Skyhawk. 

Steel-belted radial-ply tires, built to GM specifi
cations, provide a desirable combination of 
important performance characteristics. Amon 
these are handling, ride, tread life, endurance, 
hazard resistance and traction on wet and 
snowy roads. 



Grand LeMans Safari & LeMans Safari 
Pontiac's mid-sized station wagons. 
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2-Seat Grand LeMans Safari Wagon. 

Grand LeMans Safari's available 60/40 seal. Shown in saddle-also avail- 3-Seat LeMans Safari Wagon, 
able in white, blue and burgundy. 

like having two sporty seats. Shown in black-also available in white, saddle, blue, green and bur < 

What's SO grand about our brand-
new Grand LeMans Safari wagon? 

If it were any more luxurious, 
we'd have to call it a limousine. The 
new seats, carpet, instrument panel 
and sound insulation are the finest 
we've ever put in a mid-sized 
wagon. You can even order bucket 
seats, a center console and wood-
grain vinyl siding. 

But all that elegance won't 
interfere with your driving. Grand 
LeMans Safari is a Pontiac 
all the way. A 400 V-8, Turbo Hydra-
matic, power front disc brakes, 
power steering, a new Maximum 
Mileage System and our Radial 
Tuned Suspension with steel-belted 
radial tires are all standard. 

Which means it takes on roads 
like a Pontiac should. 

For taking on cargo, there are 
85.1 cu. ft. to fil l. In 2- or 3-seat 
models. 

Now, if Grand LeMans Safari is a 
little more than you need, take a 
close look at our LeMans Safari. 

The room and running gear are 
the same. It just comes with a few 
less frills. And a lower price. 

LeMans Safari or Grand LeMans 
Safari. Either way, you'll get the 
room of a wagon . . . and the 
performance of a Pontiac. 

DIWEH5I0NS (JnchBs) 

Grand LsMans 
& LeMans 

Safari 
Wheelbase 

Overall lengih 

Overall width 

Front tread 

Rear tread 

Cargo volume (cu. It.} 

Undeilloor comparimem 2-seal |cu.lt.) (est.) 

Undeilloor comparmieni 3-seat |cu.lt.| (esi.| 

Top ol liont seatback to closed tailgate 

Top ol second seatback to closed tailgate |2-seat) 
J3-seat| 

Front seat at lloor to closed lailgate 

Second seal at lloor to end ol closed 
lailgate |2-seat| 

js-seat) 

Front width ol cargo space at lloor 

Minimum distance between wheelhouses at lloor 

Rear-end opening width at floor 

Rear-end opening width at bell 

Maximum cargo height 

Maximum height at rear opening (tailgaie open) 

116.0 

215.4 

77.4 

61.6 

61.1 

85.1 

9.8 

5.8 

82.9 

48.7 
48.7 

90.2 

53.9 
53.9 

55.0 

44.5 

61.2 

62.8 

30.1 

27.4 

oiue, yieeii <IMU uuiyuiiuy. 



1975 Grand Vilie Brougham. 
Don't even consider it unless 

you have a taste for luxury. A well-
cultivated taste. 

Because this is Pontiac's most 
luxurious car. Ever. 

You sit on thick, foam seats 
which have been hand-fitted with a 
new, rich textured velour. 

You look at an instrument panel 
that surrounds you with handsome 
dark flame chestnut woodgrain 
applique. 

You find power windows, power 
steering. Turbo Hydra-matic trans
mission, and power front disc 
brakes. All standard. 

You can stretch your legs out for 
more than a yard. 

You can sink your feet down into 
the thick, cut-pile carpeting. 

You can even pull down a relaxing 
center armrest right next to you. 

Very luxurious, indeed. 
Like the exterior. With its new 

grille. New rectangular headlamps. 
New wraparound parking and signal 
lights. New sweeping roof line. 
New double-level tail lamps. And 
new distinctive hood ornament. 

But let's be honest. 
There's only one way to appre

ciate the elegance of Grand Ville 
Brougham. 

Drive it. 
You feel the responsiveness of its 

400-cubic-inch V-8. The smooth
ness of its ride. The agility of its 
remarkable new Radial Tuned 
Suspension. And the hush of its 
performance. 

1975 Grand Ville Brougham. 
A very luxurious automobile. 
For those who won't have their 

driving any other way. 

DIMENSIONS (inches) 

Overall length 

Overall widih 

Wheelbase 

Track, front/rear 

Mead room, from/rear 

Leg room, Iront/rear 

Shoulder room, front/rear 

Hip room, Iront/rear 

Hardtop 
Coupe 

226.0 

79.6 

123.4 

63.8/64.0 

38.9/37.6 

42.7/38.8 

63.9/62.9 

59.4/56.2 

4-Door Con-
Hdtp. Sedan vertible 

226.0 

79.6 

123.4 

63.8/64.0 

38.6/37.6 

42.7/38.8 

63.9/63.0 

59.4/59.6 

226.0 

79.6 

123.4 

63.8/64.0 

39.1/38.1 

42.7/35.8 

63.9/61.7 

59.4/56.2 

Available 60/40 seat. Trimmed in a luxurious velour. Shown in burgundy-
also available in blue, saddle and black. 

Grand Ville Brougham 2-Ooor Hardtop Coupe. 



Remember the first time you drove? 
That beautiful feeling of actually 

making a car go where you wanted. 
That very special feeling. 

Pontiac remembers. 
And offers you a way to make 

driving that special again. 
1975 Bonneville. 
You see, Bonneville is above all, a 

Wide-Track Pontiac. It smooths 
you over rough spots. But these 
days driving a Bonneville feels even 
better thanks to Radial Tuned 
Suspension. RTS includes steel-
belted radial tires, firm shocks 
plus stabilizers. 

The inside makes driving special, 
too. You get big comfortable seats. 
Rich fabrics. Thick carpeting. Plus 
power steering. Turbo Hydra-matic 
and power front disc brakes. 
Standard. 

Even the styling is special. A 
distinctive new grille. New rec
tangular headlamps. New sporty 
roof line. And new side window 
treatment. 

But the best Bonneville news is 
Pontiac's Maximum Mileage Sys
tem. It helps improve gas mileage. 
And it's also designed to improve 
spark plug life and give you up to 
22,500 miles between spark plug 
changes. Yes, up to 22,500 miles. 

1975 Pontiac Bonneville. 
For the person who's just plain 

tired of just plain driving. 

DIMENSIONS (inches) 

Overall length 

Overall width 

Wheelbase 

Track, front/rear 

Head room, Iront/rear 

Leg room, Ironl/rear 

Shoulder room, Iront/rear 

Hip room, Iront/rear 

Hardtop 
Coupe 

226.0 

79.6 

123.4 

63.8/64.0 

36.9/37.6 

42.7/38.8 

63.9/62.9 

59.4/56.2 

4-Door 
Hdtp. 
Sedan 

226.0 

79.6 

123.4 

63.8/64.0 

38.6/37.6 

42.7/38.8 

63.9/63.0 

69.4/59.6 

Bonneville 4-Door Hardtop Sedan 
Bonneville full-width seat upholstered in tweed cloth. Shown in black and white-also available in 
blue, green and burgundy. 



Let's talk about what you want in a 
less expensive full-sized car. 

Like big room and a not-so-big 
price. 

1975 Catalina gives you both. 
It's Pontiac's lowest priced 

full-sized car. 
You want a car that's agile, too. 
Not a two-ton marshmallow. 
Catalina gives you Pontiac's 

Radial Tuned Suspension—steel-
belted radials, firm shocks and 
stabilizers. 

You want easy driving. 
Catalina gives you power steer

ing. Turbo Hydra-matic transmis
sion, power front disc brakes and a 
400-cubic-inch V-8. As standard 
equipment. 

You want a car that looks a cut 
above. 

Catalina gives it to you. Outside, 
thanks to a distinguished new front 
end, new grille, new roof styling 
and new rear end. Inside, thanks to 
big roomy seats, soft cloth and 
Morrokide upholstery, thick 
carpeting and dark flame chestnut 
woodgrain applique on the 
instrument panel. 

And, of course, you want improved 
gas mileage. Plus longer spark 
plug life. 

Pontiac's new Maximum Mileage 
System is designed to help give 
Catalina improved gas mileage and 
longer spark plug life. 

1975 Pontiac Catalina. 
If you get the idea it's a lot more 

car for the money this year, you get 
the idea. 

Now get the car. 

DIMENSIONS (inches) 

Overall lengih 

Overall width 

Wheelbase 

Track, (ront/rear 

Head room, Ironi/rear 

Leg room. Iront/rear 

Shoulder room, Iront/rear 

Hip room, Iront/rear 

Hardtop 
Coupe 

226.0 

79.6 

123.4 

63.8/64.0 

38.3/37.4 

42.7/35.8 

63.9/62.9 

59.4/56.2 

4-Door 
Sedan 

226.0 

79.6 

123.4 

63.8/64.0 

39.1/37.9 

42.7/38.8 

63.9/63.0 

59.4/59.6 

Catalina 2-Ooor Hardtop Coupe. Catalina's available all-Morrokide Interior In saddle. Also available in blue, 
white, green and burgundy. 



This year, there are two beautiful 
new ways to go with a full-sized 
Pontiac wagon. 

Go elegant. With our new 1975 
Grand Safari. It has the luxurious 
appointments of our top-of-the-line 
Grand Ville Brougham. Plush, hand-
fitted seats and carpet. Chestnut 
woodgrain vinyl applique. Even 
a new stand-up hood ornament. 
And new rectangular headlamps. 

Or go more economical. With our 
1975 Catalina Safari. It comes with 
a little less luxury than Grand Safari. 
But with a lower price. Yet it has 
105.7 cu. ft. for cargo. Two or 
three seats for up to nine passengers. 
And a Glide-away tailgate that 
never gets in the way. Like Grand 
Safari. 

No matter which new Safari you 
choose, you'll be getting a wagon 
with the kind of style, stability and 
response you expect from a Pontiac. 
A 400 V-8, power front disc brakes, 
power steering. Turbo Hydra-
matic, Pontiac's new Maximum 
Mileage System and our Radial 
Tuned Suspension with steel-belted 
radial tires. 

1975 Grand Safari or Catalina 
Safari. Both are full-sized wagons 
that never forget they're Pontiacs. 

DIMENSIONS (inches) 

Wheelbase 

Oveiall lengih 

Overall width 

Front tread 

Rear tread 

Cargo volume (cu. ft.) 

Underlloor compartment 2-seat (cu.ft.) |esi 

Underfloor comparimem 3-seat (cu.lt.) (est 

Top ol front seatback to closed tailgate 

) 
) 

Top ol second seatback to closed tailgaie |2-seat) 
|3-seai| 

Front seal at floor to closed tailgate 

Second seat at floor to end of closed 
tailgate |2-seat) 

|3-seat| 

Front width ol cargo space atifloor 

Minimum distance between wheelhouses at 

Rear-end opening width at floor 

Rear-end opening width at belt 

Maximum cargo heighi 

Maximum height at rear opening (tailgate 

floor 

ipenl 

Grand Safari 
& Catalina 

Safari 

127.0 

231.3 

79.6 

63.8 

64.0 

105.7 

5.6 

3.0 

94.6 

55.6 
57.6 

100.5 

58.9 
65.7 

63.4 

48.8 

48.8 

42.0 

30.6 

29.5 

3-Seat Catalina Safari Wagon. All this elegance in a station wagon? Grand Safari's standard cloth and 
Morrokide upholstery in saddle tweed. 

iifto iiavi iiiutirvu jpuitf ooaio. oiiiiwii m uiaur aiou av' aiiauic 111 tfViiiio, oouuic, uiuc, yiccii 



If Pontiac built only one car in 
1975, it would be a Grand Prix. 
Because G.P. combines what we 
know about styling, performance 
and comfort in one classic road car. 

In a world of galloping similarity. 
Grand Prix has a look all its own. 
Not because of the new grille. Or 
the new hood ornament. Or even 
the two-tone paint on our super 
luxurious new LJ version. 

It's the totality that makes Grand 
Prix styling unique. 

And it's a totality that gives the '75 
Grand Prix its own kind of moves. 
Variable-ratio power steering. 
Power front disc brakes. Turbo 
Hydra-matic. A 400-cu.-in. V-8. 

Plus a Maximum Mileage System. 
It includes steel-belted radial tires, 
improved torque converter. High 
Energy Electronic Ignition and a 
catalytic converter. 

Our Grand Prix SJ has a few 
moves of its own. Among other 
things, a 455 V-8, stripes. Rally II 
wheels, GR70-15 radials and a rally 
gauge cluster are standard. 

If trifles were ever tremendous. 
Grand Prix's are. Items like a new 
speedometer that reads kilometres, 
as well as miles per hour. A head
lamp dimmer switch in the turn 
signal lever. And a reclining pas
senger bucket seat to order. 

Insignificant individually. But 
together they make up a cockpit 
that's very driver oriented. 

That's why Grand Prix's the most 
distinctive car we build . . . one of 
the most distinctive you can buy. 

Grand Prix LJ. Two-tone paint, body colored remote-
controlled mirrors (r.h. mirror with bucket seats only). 
Cordova top, stripes, custom finned wheel covers, 
cornering lamps, bumper guards, velour seat trim, deluxe 
carpeting, power door locks, power windows, door 
courtesy lamps, dome reading lamp, visor mirrors, 
velour trunk trim and added acoustical insulation. , 

DIMENSIONS (inches) 
Overall length 212.7 
Overall width 77.8 

Wheelbase 116.0 

Track, Iront/rear 61.6/61.1 
Head room, Iront/rear 37.5/37.4 

Leg room, Iront/rear 42.5/33.5 

Shoulder room, Ironi/rear 
Mln ranm Irnnt/rpnr 

^°-°/58.i Grand Prix LJ Hardtop Coupe. 
54.9/52.7 

As if Grand Prix weren't luxurious enough, this is Grand Prix LJ. The velour upholstery is available in 
black or burgundy. 



This year, there are two beautiful 
new ways to go with a full-sized 
Pontiac wagon. 

Go elegant. With our new 1975 
Grand Safari. It has the luxurious 
appointments of our top-of-the-line 
Grand Ville Brougham. Plush, hand-
fitted seats and carpet. Chestnut 
woodgrain vinyl applique. Even 
a new stand-up hood ornament. 
And new rectangular headlamps. 

Or go more economical. With our 
1 975 Catalina Safari. It comes with 
a little less luxury than Grand Safari. 
But with a lower price. Yet it has 
105.7 cu. ft. for cargo. Two or 
three seats for up to nine passengers. 
And a Glide-away tailgate that 
never gets in the way. Like Grand 
Safari. 

No matter which new Safari you 
choose, you'll be getting a wagon 
with the kind of style, stability and 
response you expect from a Pontiac. 
A 400 V-8, power front disc brakes, 
power steering. Turbo Hydra-
matic, Pontiac's new Maximum 
Mileage System and our Radial 
Tuned Suspension with steel-belted 
radial tires. 

1975 Grand Safari or Catalina 
Safari. Both are full-sized wagons 
that never forget they're Pontiacs. 

DIMENSIONS (Inches) 

Wheelbase 

Overall length 

Overall width 

Front tread 

Rear tread 

Cargo volume |cu. I| . | 

Underlloor compartment 2-seai (cu.lt.) (est.) 

Underlloor compartment 3-seaI (cu.lt.) jest.) 

Top ol front seatback lo closed tailgate 

Top ol second seatback to closed tailgate (2-seat) 
|3-seat) 

From seal at lloor to closed tailgate 

Second seat at lloor to end ol closed 
tailgate (2-seat| 

J3-seat| 

Front width ol cargo space ai*lloor 

Minimum distance between wheelhouses at lloor 

Rear-end opening width at lloor 

Rear-end opening width at belt 

Maximum cargo height 

Maximum height at rear opening (tailgate open) 

Grand Safar i 
ft Catalina 

Safari 

127.0 

231.3 

79.6 

63.8 

64.0 

105.7 

5.6 

3.0 

94.6 

55.6 
57.6 

100.5 

58.9 
65.7 

63.4 

48.8 

48.8 

42.0 

30.6 

29.5 

3-Seat Catalina Safari Wagon. All this elegance in a station wagon? Giand Safari's standard cloth and 
Morrokide upholstery in saddle tweed. 

iiKe Having two sporty seats. anown in oiacK-aiso avaiiaoie in wniie, saoote, uiue. yteeii anu uuigmiuy. 



If Pontiac built only one car in 
1975, it would be a Grand Prix. 
Because G.P. combines what we 
know about styling, performance 
and comfort in one classic road car. 

In a world of galloping similarity. 
Grand Prix has a look all its own. 
Not because of the new grille. Or 
the new hood ornament. Or even 
the two-tone paint on our super 
luxurious new LJ version. 

It's the totality that makes Grand 
Prix styling unique. 

And it's a totality that gives the '75 
Grand Prix its own kind of moves. 
Variable-ratio power steering. 
Power front disc brakes. Turbo 
Hydra-matic. A 400-cu.-in. V-8. 

Plus a Maximum Mileage System. 
It includes steel-belted radial tires, 
improved torque converter. High 
Energy Electronic Ignition and a 
catalytic converter. 

Our Grand Prix SJ has a few 
moves of its own. Among other 
things, a 455 V-8, stripes. Rally 11 
wheels, GR70-15 radials and a rally 
gauge cluster are standard. 

If trifles were ever tremendous. 
Grand Prix's are. Items like a new 
speedometer that reads kilometres, 
as well as miles per hour. A head
lamp dimmer switch in the turn 
signal lever. And a reclining pas
senger bucket seat to order. 

Insignificant individually. But 
together they make up a cockpit 
that's very driver oriented. 

That's why Grand Prix's the most 
distinctive car we build . . . one of 
the most distinctive you can buy. 

Grand Prix LJ. Two-tone paint, body colored remote-
controlled mirrors (r.h. mirror with bucket seats only). 
Cordova top, stripes, custom finned wheel covers, 
cornering lamps, bumper guards, velour seat trim, deluxe 
carpeting, power door locks, power windows, door 
courtesy lamps, dome reading lamp, visor mirrors, 
velour trunk trim and added acoustical insulation. , 

DIMENSIONS (inches) 
Overall lengih 

Overall widih 

Wheelbase 

Track. Iront/rear 

Head room. Iront/rear 

Leg room. Iront/rear 

Shoulder room, Ironi/rear 

212.7 

77.8 

116.0 

61.6/61.1 

37.5/37.4 

42.5/33.5 

58.8/58.1 
Hin rnnm frnnt/rpar 54.9/52.7 

Grand Prix LJ Hardtop Coupe. As If Gtand Prix weren't luxurious enough, this is Grand Prix LJ. The velour upholstery is available In 
black or burgundy. 

^i -sp^mr 



Option^R ccessories 
Add a personal touch to your 75 Pontiac. 

Wheels and Wheel Covers 

A - R a l l y III wheels. Standard on Astre SJ. 
Available on all other Astre models. 

B—15" deluxe wheel covers. Standard 
on Grand Prix, Bonneville, Grand Safari, 
Grand LeMans, Grand LeMans Safari and 
Firebird Esprit. Available on all other 
Pontiacs except Astres, Venturas. Grand 
Am and Firebird Trans Am. 

C—Finned wheel covers. Standard on 
Grand Prix LJ, Grand Am, Grand Ville 
Brougham and Ventura SJ. Available 
on all other Pontiacs except Grand Pnx SJ, 
Firebird Trans Am and Astre. 

D-Ra l l y II wheels. Standard on Grand 
Prix SJ and Firebird Trans Am. Available 
on all other models except Astres. 

E-Honeycomb wheels. Available on a 
Grand Prix, Grand Am, LeMans and 
Firebird models. 

'F—13" deluxe wheel covers. Available 
on all Astres. 

Tilt Steering Wheel 

Tilts to any one of seven positions to 
fit your driving style. Also makes it easier 
for you to get into and out of 
your new Pontiac. Avail
able on all Pontiacs with 
power steering. Not 
available with 
column shift 
manual transmission. 

Steering Wheels 

A—Custom cushion wheel. 
Standard on Grand Prix, 
Grand Ville Brougham, 
Bonneville, Grand Safari, 
Grand LeMans, Grand 
LeMans Safari, Firebird 
Esprit and Formula, Ventura 
Custom and SJ and Astre 
SJ. Available on all other 
models except Grand Am 
and Firebird Trans Am. 

B —Formula wheel. Stan
dard on Firebird Trans Am. 
Available on all other 
Firebirds, Astre and Astre SJ 

C—Custom sport wheel. 
Standard on Grand Am. 
Available on Grand Prix 
and all LeMans and Ventura 
models. 

Power Windows 

Open or close any window in your car 
with the touch of a finger. Master controls 
for driver. Individual window controls 
for passengers. Standard on Grand Ville 
Brougham. Available on all other models 
except Astre. 

Sound Systems 

Drive to the music of an AM, A M / F M or 
A M / F M stereo radio. There's also an 
integral radio and 8-track stereo tape unit. 
And a separate console-mounted 8-track 
stereo unit for Firebird. Stereo radio and 
tape players include rear speakers, which 
are available for other units in all models. 

A - A M , A M / F M and A M / F M stereo 
available on all models. Full-sized Pontiacs 
feature FM slide tuner with 10-station 
pushbutton settings. Integral radio and 
8-track stereo tape units are available on 
every LeMans, Grand Prix. Grand Am and 
all full-sized Pontiacs. 

B—Separate 8-track 
stereo tape player 
available only on Firebirds 
with front console. 

Adjustable Pedal Option 

Helps you select the driving position that's 
best for you. Flip a small lever to adjust 
the accelerator and brake pedals upward 
over a 4-inch arc. Ideal for shorter people. 
People of average height wil l find the 
various driving positions helpful in 
relieving the fatigue of long trips. 
Pontiac's exclusive adjustable pedal option 
IS available on all full-sized models. 

Sunroof 

The front section of the roof slides back 
to give fresh air, blue skies and sunshine. 
Manual or electrically operated sunroof 
available on Grand Prix, Grand Am, 
Grand LeMans, LeMans Sport Coupe and 
LeMans. 2-door models only. 

Electric Door Locks 

Separate fingertip controls for driver and 
front seat passenger lock or unlock all 
doors at once. 
Available on all 
models except 
Astre. 

Added Acoustical Insulation 

Includes added insulation in areas like 
doors, floors, rear seats, rear shelves 
and roofs. (Amount and location of 
insulating material depends on model.) 
Standard on Grand Prix, Grand Am, 
Grand LeMans, Grand Ville Brougham, 
Bonneville, Grand Safari, Grand LeMans 
Safari, Firebird Esprit, Ventura Custom 
and SJ and Astre SJ. Available on all 
other Pontiacs. 

"Headlamp O n " Warning System 

You'll never have to worry about leaving 
your headlights on. Or draining your 
battery's power because of it. A warning 
buzzer reminds you if your headlights are 
left on as you open the door to leave. 
Available on all models except Astres. 

Cruise Control 

Once you reach your desired speed, just 
touch the button located on the end of the 
turn signal lever. Cruise Control wil l 
maintain that speed. A touch on the brake 
disengages it. Available on all models 
with V-8 and Turbo Hydra-matic except 
Ventura FirfihirrH anri Actro 



Electric Rear Window Defroster 

Thin wires embedded in the glass conduct 
electnc current toTrecrOvrndow and 
remove fog and frost. Available on all 
Pontiacs except Grand Ville Convertible 
and Ventura. 

Bumper Guards 

Extra protection in parking situations is 
provided by front and rear rubber-faced 
guards. Available on all Pontiacs except 
Grand Am and all Firebirds. Front and rear 
guards standard on Grand Prix LJ. Front 
guards standard on LeMans Safari and 
Grand LeMans Safari. (Rear bumper guards 
not available on LeMans Safari, Grand 
LeMans Safari and all Astres.) 

6-Way Power Seat 

Raise, lower, move forward, backward or 
tilt the front seats on your new Pontiac. 
Available on Grand Prix, 
Grand Am, Grand LeMans, 
LeMans Sport Coupe. t i l 
LeMans, Grand LeMans Safari, 
LeMans Safari and all 
full-sized Pontiacs. 

Automatic Temperature Control 

New features allow you to provide constant 
temperature balance. Maintain year-round 
comfort. Or select fan speeds or new econ
omy settings manually. Available on 
Grand Prix, 
Grand Am, 
mid-sized • 
al l ful l -
Pontiacs. 

-sized 

Automatic Level Control 

Heavy loads don't have to get your new 
Pontiac down. A vacuum-operated com
pressor expands air bag shock absorbers to 
keep it level by compensating for load 
weight. Helps prevent bottoming out. 
Available on all full-sized Pontiacs. 

Trailer-Towing Packages 

There are four different trailer-towing 
packages specifically designed for the 
loaded weight of your trailer and the 
1 975 Pontiac you'll be hauling it with. 

Base equipment for three of these pack
ages includes a heavy-duty directional 
signal flasher and a 5-wire trailer light 
harness. The heavy trailer package for ful l-
sized Pontiacs features a 7-wire harness. 

You don't need anything extra to pull 
light trailers* with a full-sized Pontiac. 

Towing a medium-weight trailer** with 
a full-sized Pontiac ? You get a higher axle 
ratio, greater cooling using a heavy-duty 
5-blade fan (7-blade clutch fan with air 
conditioning) and a heavy-duty radiator 
and transmission oil cooler, as well as a 
heavy-duty transmission, a specially 
tuned heavy-duty suspension and heavy-
duty wheels. 

Grand Prixs and mid-sized Pontiacs 
hauling light* and medium-weight** 
trailers get a heavy-duty radiator and 
transmission oil cooler, along with a 
specially tuned heavy-duty suspension. 

For heavy trailer towing,*** only full-
sized Pontiacs are recommended. Full-
sized Pontiacs (except convertibles and 
wagons) get a heavy-duty frame to go 
along with everything in the medium-
weight trailer package. 

A good way to save the extra cost and 
trouble of adding these items later is to 
order the specific package you want when 
ordering your new Pontiac. They're built 
in right at the factory. 

Pontiac trailer-towing packages are 
designed to give you comfortable, trouble-
free service. For further information, consult 
Pontiac's special Trailer-towing Catalog. 
Ask your Pontiac dealer for a copy. 

*Up to 2,000 lbs./Tongue load up to 200 lbs. 
**2,000 to 3,500 Ibs./Tongue load up to 350 lbs. 

• on Grand Prix and mid-sized Pontiacs. 
2,000 to 4,000 Ibs./Tongue load up to 400 lbs. 
on full-sized Pontiacs. 

***4.000 to 7,000 Ibs./Tongue load up to 700 lbs 
on full-sized Pontiacs. 
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Safe-T-Track Differential 

Transfers torque to rear wheel with best 
traction. To give you better traction in ice, 
snow, sand and n;.«-*r?^Vij;:-ableon all models. 

Pontiac Safety Features 

Occupant Protection 
Seat belts with pushbutton buckles for all 
passenger positions. Two front combi
nation seat and shoulder belts for driver 
and nght front passenger (with reminder 
light and buzzer, inertia reel and starter 
interlock). Two front-seat head restraints. 
Energy-absorbing steering column. 
Passenger-guard door locks. Safety door 
latches and hinges. Folding seat-back 
latches. Energy-absorbing padded 
instrument panel and front seat-back tops 
(front and intermediate seat-back tops on 
all Safaris). Contoured windshield header 
(except Grand Ville Convertible), Thick 
laminate windshield. Padded sun visors. 
Safety armrests. Safety steering wheel. 
Cargo-Guard (except hatchbacks and 
Safari wagons). Side-Guard beams. 
Contoured roof inner panel (except 
Grand Ville Convertible). 

Accident Prevention 
Side marker lights and reflectors (front side 
marker lights flash with directional signal). 
Parking lamps that illuminate with 
headlamps. Four-way hazard warning 
flasher. Backup lights. Lane-change 
feature in direction signal control. Wind
shield defrosters, washers and dual-speed 
wipers. Wide-view inside mirrors (vinyl 
edged, shatter-resistant glass and deflect
ing support). Outside rearview mirror. 
Dual master cylinder brake system with 
warning light. Starter Safety Switch. Dual-
action safety hood latches (except Astre). 

Anti-Theft 
Anti-theft ignition key reminder buzzer. 
Anti-theft steering column lock. Inside 
hood latch release (except Firebirds and 
Venturas). 
Shown on the cars and described in this 
catalog are some of the many options and 
accessones offered by Pontiac. They're 
available at extra cost, and well worth it 
in dnving comfort and convenience. 
Pontiac Motor Division of General Motors 
Corporation reserves the right to make 
changes at any time, without notice, in 
colors, equipment, specifications, prices 
and models—and also to discontinue 
models. The right is also reserved to change 
any specifications, parts or equipment at 
any time without incurring any obligation 
to equip same on cars built prior to 
date of such change. 
Pontiac Motor Division, General Motors 
Corporation, One Pontiac Plaza, Pontiac, 
Michigan 48053. 



Unit body constnjctkxr 
combir>es ligfit weight 
witfi structural 
strength. Fenders, 
roof and inner l>ody 
panels are welded to a 
strong platform base. 
Precision wetding 
techniques help assure^ 
excellent fit of doors, 
hood and decklid. 

A catalytic converter is 
an integral part of the 
emission control sys
tem. It is essentially a 
chemical reactor that 
removes undesired emis
sions from the exhaust. 
Because leaded gasoline 
will contaminate the 
converter, lead-free fuel 
must be used. 
Standard on Skyhawk. 

Double-panel roof con
struction helps isolate 
noise and strengtfiens 
roof structure. A con
toured full-roof inner 
panel is bonded firmly 
to the outer panel artd 
forms an air gap. 

Side Guard Beam con
struction affords pro
tection in the event of 
side impact. Box-type 
beams are integral to 
door and quarter 
panel design. 

Space-saver spare tire 
is quickly and easily 
inflated with an accom
panying can of com
pressed gas. Once in 
service, the space-saver 
spare is adequate for 
short-distance travel to 
the nearest tire repair 
center. Standard on 
Skyhawk. 



IS & Acces 
onal touch to your 

Nobody's perfect...but we're trying. 
At Pontiac, we think you have the right to 
expect a car that's designed and engineered for 
reliability. A car that's assembled with care and 
thoroughly inspected. We think you should be 
able to depend on your dealer for fair treatment 
and good service. And we're doing everything 
we can to see you get what you deserve. 

For example, we have a new Maximum 
Mileage System. It requires unleaded fuel and 
includes items like steel-belted radial tires, a 
High Energy Electronic Ignition and a catalytic 
converter. It's designed to help give you quick 
starts. Get improved mileage. And go up to 7,500 
miles between oil changes and up to 22,500 
miles between spark plug changes. (We call it 
our Maximum Mileage System because it 

represents the most advanced engineering and 
technology we can offer on our 1 975 Pontiacs.) 

Our assembly lines are constantly being 
improved to produce better-built automobiles. 
The Pontiacs coming off those lines are 
thoroughly inspected. 

100 days after you buy a new Pontiac, you'll 
receive a comprehensive questionnaire asking 
how you like your car and your Pontiac dealer. 
Your response wil l help us improve our product 
and service. 

With a piece of machinery as complex as the 
automobile, no manufacturer has as yet been 
able to build the perfect car. But at Pontiac, 
we're sure trying. 

eel Covers 

s. Standard on Astre SJ. 
Iher Astre models. 

!el covers. Standard 
Inneville. Grand Safari, 
land LeMans Safari and 
lilable on all other 
(tres, Venturas, Grand 
lans Am. 

Dvers. Standard on 
Id Am, Grand Ville 
Itura SJ. Available 
; except Grand Prix SJ, 
bnd Astre. 

[standard on Grand 
iTrans Am. Available 
except Astres. 

pels. Available on all 
LeMans and 

Pontiac Motor Division, General Motors Corporation, One Pontiac Plaza, Pontiac, Mich. 48053. 

I covers. Available 
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BACKGROUND 

The client for whom this project is to be designed is Mr. James O'Connor, Jr. He is 

the • son o£ Mr. James A. O'Connor, ST., the owner of O'Connor Motors Datsun Sales of Lubbock, 

Texas. Being the son of a franchised automobile dealer, he has been associated with the 

automobile business his entire life. His father has worked as the manager of finance sales 

for General Motors Acceptance Corporation, and as General Manager of Wayne Wallace Olds-

Cadillac :in Clovis, New Mexico. He has also been the owner and franchise holder of two 

dealerships: Jim O'Connor Volkswagen in Clovis, New Mexico, and O'Connor Motors ;in Lubbock, 

Texas. James O'Connor, Jr. has worked for several years at these dealerships, originally with 

Jim O'Connor Volkswagen, presently with O'Connor Motors. He has received a good background 

and understanding of all aspects affecting the operation of a dealership. He originally start

ed working in the parts department, and through the years he has also gained experience by 

working in the service department and the administrative accounting area of the dealership. 

He is presently a senior salesman at O'Connor Motors, and is involved with both new and used 

car sales. His father has guided and taught him from the experience he has gained with his 

successful career, and has provided him with the necessary background information, knowledge, 

and actual on-the-job experience that is necessary if he is to become the future owner of the 

family business. His role as future owner of the business, and his experience and knowledge. 
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qualifies him to work with the architect giving him requirements, proposals, and recommenda

tions to make his future dealership a successful and profitable business. He will henceforth 

be referred to as the client in this program. 
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MARKETING INFORMATION 

Planning Potential 

The planning potential (also referred to as sales potential) has been established by 

General Motors to give dealers a common denominator on which to plan their business activi

ties. A dealership planning potential is a reasonably expected monthly new car sales potential 

which a properly located dealership with adequate facilities and effective manpower manage

ment should be expected to retail. The client, after studying the marketing factors of the 

area, has designated a planning potential of 200, which means that he expects to sell 200 new 

cars per month at the proposed dealership. 

Hours of Operation 

The dealership will be open from 8:00 AM to 6:00 PM, Monday through Friday year round, 

providing new and used automobile sales, parts sales, and automobile service for the public 

during these hours. The service and parts department will also be open from 8:00 AM to 12:00 

noon on Saturdays. The sales department will be open from 9:00 AM to 5:00 PM on Saturdays. 

The entire dealership will be closed on Sundays. The owner also allows certain senior sales

men to bring prospective customers to the dealership after hours for a private showing in hopes 

of making a sale. The dealership should be designed so that it is constantly advertising itself 

ms^iSprriiXEZsf^'X^ 
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to the public even after business hours. If possible it should be designed so the cars can 

be seen from a distance but not entered by after-hour shoppers in-order to prevent vandalism 

and stealing. 

Types of Customers 

In promoting publicity and sales campaigns, the dealership employees must realize that 

customers may be divided into four different groups according to their preferences. Adver

tising must be controlled so that it appeals to all four of these types of customers which 

are: 

1. Those who prefer to buy one particular make of car from one particular dealer, 

(approximately ^b% of automobile customers place themselves in this category). 

2. Those who prefer to but one particular make of car but have no preference as 

to which dealer they but it from, (approximately 20% of automobile customers 

place themselves in this category). 

3. Those who have no preference for a particular make of car, but do prefer to 

buy from one particular dealer, (approximately 20% of automobile customers 

place themselves in this category). 

4. Those who have no preference for a particular make of car, or a particular 

dealer from which to purchase it, (approximately 15% of automobile customers 
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Considerations 

There are four factors recommended by General Motors that should be taken into considera

tion in order to achieve a more profitable automobile dealership. These are: 

1. Appearance 

The good appearance of the building will attract new customers. Some of these 

will stay on as regular customers. A bad appearance will not only fail to attract 

new people, but may encourage present steady customers to look around for cleaner, 

more efficient,and more businesslike surroundings. 

2.. Efficiency 

If the dealership is efficiently planned, it reduces the time required to per

form any job. This increases the profit available in that job. Many things in

crease the usefulness of a facility to customers: easy access, ample parking, 

room to maneuver, parts availability when and where needed, proper tools and equip

ment,correct work flow, and adequate lighting to reduce errors. Everything that 

makes a job harder to do decreases the profit, whereas everything that improves 

Ayres, Edward, What's Good for General Motors, Aurora Publishers, Inc., Nashville, 
Tennessee, 1970. 
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efficiency increases the profit. 

3. Maintenance 

Maintenance is a necessary expense that comes out of the profits of the dealer

ship. However, designing a new dealership provides the opportunity to reduce the 

requirements and costs of building maintenance. Materia!-§,fixtures, and equipment 

that wear least, require cleaning less frequently, clean easily, and repair most 

rapidly when damaged, should be selected. 

4. Expandability 

The possibility of expansion is a key factor in all areas of the dealership. 

Future sales and service and customer demands rarely stay at the same level they 

are at present, and often increase to an unpredicted maximum. Therefore, the 

dealership should be designed so that it will not be restricted from any needed 

future expansion. Ceiling height, column spacing, and placing of utilities should 

all be considered, not only for today's needs, but in line with what may be needed 

in the future.° 

^ Profitable Dealership Expansion. Published by Dealer Facilities Section, General 
Motors Corporation, Pontiac, Michigan, 1973. 
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U.S. Dealerships 
as of December 31 

Average Sales 
Per Outlet 

Population 

250 

Monthly 
Income Levels 
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FINANCING 

The dealership is an independently owned and operated enterprise that is responsible for 

maintaining minimum operating capital requirements and for furnishing adequate facilities and 

equipment. Standards and capital requirements are predetermined by the General Motors' Divisions 

based on many years of experience and analysis of dealer financial and sales and service data that 

determine what is needed to merchandise and service the product effectively. It is reasonable to 

expect that a person who is entrusted with the responsibility for operating a business which could 

generate millions of dollars in sales, should have already demonstrated his ability to manage his 

own personal finances by accumulating a substantial initial investment. This personal investment 

provides a measure of assurance to General Motors that the potential dealer operator will make a 

sincere effort to operate the business successfully. The balance of the initially required capi

tal may be provided by an approved financial participant. The participant in this case will be a 

Savings and Loan Association. A preliminary cost estimate will be made for the dealership, and 

bids will then be accepted from several Savings and Loan Associations before a decision is made 

on the association which the most advantageous loan offer. 

General Motors also has a means of providing dealer operators with a portion of the needed 

investment capital through the services of its Motors Holding Division. Motors Holding Division 

will invest funds in certain General Motors' dealerships and become a financial participant in 

IJ 
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the dealership with the dealer operator having the opportunity to buy out its interest over a 

period of several years. It is important to note, however, that profits and/or losses are 

shared by the dealer operator as well as by Motors Holding Division under these arrangements. 

Therefore, the dealer must be a competant businessman with the ability to merchandise automotive 

products and services in volume. The need for management skills is underscored above all else 

when all elements of the highly complex and fast moving retail auto business are considered. 

Unusual in modern retailing is the fact that high value trade-ins are involved in a majority of 

new vehicle sales, and that profits on new unit sales are not realized until subsequent sales of 

trade-ins are made. Because of the extremely competetive nature of the business, profits from 

new vehicle., sales alone are not enough to support the average dealership expense structure. 

For this reason, income from parts, service, and other departments are all vital to produce ade

quate return on the overall investment. 

There are three areas of investment in an automobile dealership. These are: 

1. Working Capital 

2. Fixed Capital 

3. Land and Buildings Investment 

Working Capital is that which is used in the operation of the dealership for inventories 

receivables, and cash. The amount required is based proportionately on the Planning Potential 

of the dealership. Three hundred dollars is required for each sales potential unit up to two 

22 
-pr 



hundred, two hundred dollars for each sales potential unit over two hundred and up to four hundred, 

and one hundred and twenty-five dollars for each sales potential unit above four hundred. This 

means that the required Working Capital of this dealership would be: 

$300.00 
Sales Potential -X 200 

TOTAL— $60,000.00 

The Fixed Capital is that which is used to house, furnish, and display merchandise exclusive 

of land and buildings. The amount recommended is 35% of the Working Capital requirement. This 

means that the required Fixed Capital of this dealership would be: 

Working Capital $60,000.00 
_X .35 

TOTAL $21,000.00 

The Land and Building Investment is that which is used to purchase land and buildings. This 

amount places a limit on the cost of the planned facilities to be designed by the architect. The 

recommended guideline for General Motors' dealerships is that they should pay monthly installments 

on their loan which are equal to 1% of the entire cost of the dealership. The client feels he 

can afford to pay monthly installments ranging to a maximum of $15,000. This means that the 

budget for the proposed dealership can reach a maximum of $1,500,000. The manufacturer further 
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recommends that dealership installments can be equal to $100 per each new car sold, and still be 

within the parameters of an acceptable economic factor for profitability. This means the amount 

the client could feasibly afford to pay in installments each month would be: 

$100 
Planning Potential X 200 

TOTAL $20,000 

The $15,000 figure he would be paying monthly for a $1,500,000 dealership is still $5,000 under 

what he could feasibly afford to pay, and this leaves him a considerable safety factor in case 

of reduced sales or other unforeseen business problems. 
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DEALERSHIP IMAGE 

The concept of this project is based on the fact that the client demands a dealership that 

is a vivid departure from "the everyday dealership with an aluminum building and huge asphalt lot 

packed with cars bumper to bumper." He feels this dealership should be one that will attract 

people simply because of this distinction and individuality. He feels buyers will choose to come 

here over another dealer because of the different and more pleasant atmosphere that it provides. 

The client strongly stresses that he wants the architecture of the dealership to be a compliment 

of the magnetic power of his friendly business in which he has the responsibility of creating 

competetive prices, special bargains, enthusiastic employee attitudes, and efficient service. 

It is conceivable that this structure could also be so exciting architecturally that it 

attracts people simply because they are curious to go in and experience it on the interior. Then 

perhaps once there, they would become interested in buying a car. This dealership, however should 

appeal to all economic levels of people. It should not scare off some people by its pompousness, 

making them feel that they could not possibly afford anything that was sold there. The key idea 

here is an architecture that is very exciting to look at, but one that is still friendly and in

viting in character. 

The client also wishes that all planning be done with a contemporary approach, including 

advertising, displays, maintenance, etc. The car he is selling is a brand new product, and the 
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dealership should suggest these contemporary and innovative expressions of a new automobile. 

In conclusion, the clients main request is that this be a departure from the average dealer

ship, so that the individuality and change of pace it offers, will be the factor that will cause 

people automatically to come to his dealership as opposed to others,in order to experience the 

friendly and modern atmosphere of a successful business. 
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GENERAL 

The site for the dealership is located between Dallas and Fort.Worth in the Parkway Central 

development of Arlington, Texas (see Map A). The site is north of the Dallas-Fort Worth Turn

pike and is bordered on the south by East Lamar Boulevard and on the north by Polk Drive. 

Its eastern boundary extends to Madison Drive and its western edge is bordered by Lincoln Drive 

(see Map B). This site was chosen both because of its pleasant visual aspects and its economi

cally feasible location. The land is presently owned by Mr. E.G. Greene of Dallas,and encom

passes 15.02 acres. It would hypothetically be purchased by the client for this project. 
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FEASIBILITY 

CRITERIA AND ANALYSIS 

The following criteria and its accompanying analysis were used in proving the feasibility 

of the site for this dealership. 

Criteria: 

The site should be located on and accessible from at least one major street. 

It also should be easily accessible from other main arteries extending throughout 

Arlington and Dallas and Fort Worth. 

Analysis: 

(See Map C for an explanation of this analysis) 

The ?ite fronts on Lamar Boulevard, a major artery used for east and west 

movement in the area of Arlington north of the Dallas-Fort Worth Turnpike. Cooper 

Street is located just west of the site, and Collins Avenue is located to the east 

of the site. These are two major north-south arteries of Arlington that make the 

dealership a 4î  -5 minute drive from the central business district. The people of 

Arlington merely need to take either of these streets from any area of Arlington 

to drive to the dealership to either shop for an automobile or obtain service. 

Also there is a turnpike exit at Collins Avenue. The turnpike is the major artery 
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link from the dealership to Dallas and Fort Worth. The site is approximately a 

15 minute drive from the central business district of Fort Worth, and approximately 

a 20 minute drive from the central business district of Dallas. This nearby turn

pike exit allows customers to easily and quickly proceed on Collins Ave. to Lamar 

Blvd. and the dealership 

Criteria: 

The amount, direction, and speed of traffic should be favorable for the dealer

ship to be easily seen and entered. 

Analysis: 

Lamar Blvd. is a four lane divided boulevard that is sixty feet wide. The 

other three streets surrounding the site are forty feet wide,and are undivided 

streets. The speed limit for Lincoln Dr., Polk Dr., and Madison Dr. is 30 miles 

per hour, and the speed limit on Lamar Blvd. is 35 miles per hour. This is a pre

ferred speed rather than a higher speed limit that allows the potential customer 

to pass by so quickly that he does not get a good view of the business. This 35 

miles per hour speed limit instead allows the customer to get a good look at the 

dealership and become familiar with its visual image and location. The lower 

speed also allows him to easily turn off the street and into the dealership for 
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spur of the moment shopping. Lamar Blvd. has left turn lanes in the boulevard 

islands at the intersections of Lamar and Lincoln, and Lamar and Madison, and the 

Arlington Zoning and Planning Department will allow left hand lanes to be added 

if main entrances to the dealership are placed in the middle of the block between 

Lincoln and Madison. The other three streets, Lincoln, Polk, and Madison, do not 

have islands so any entrances to the dealership on these streets would cause no 

left turn problems. No on street parking is allowed on Lamar Blvd., which pre

serves good visibility to the dealership from Lamar. 

Criteria; 

The site should provide wide frontage for display purposes. 

Analysis; 

This lot provides much frontage for advertising and display as the length of 

the boundary adjacent to Lamar Blvd. is 990 feet. 

Criteria: 

The site should be of sufficient size and efficient shape for future growth 

and expansion with minor difficulty and expense. 

30 



Analysis; 

The site for the dealership encompasses 15.02 acres which fulfills minimum 

recommended requirements by General Motors (GM recommends a minimum of approxi

mately 5 acres for a dealership with a planning potential of 200), and leaves a 

generous amount of land for future expansion. The client wishes to hypothetically 

purchase all of this land as an investment, and after several years, if he feels 

he does not need all of it for expansion, he will sell or lease part of the land 

to other businesses. This site is also roughly rectangular in shape with no sharp 

angles or protrusions, and can be efficiently used without wasting space. 

Criteria; 

Zoning Regulations should be investigated to be sure they protect the value 

of surrounding property. 

Analysis: 

The zoning to the south and east of the site is type "LB",or Local Business 

which encompasses banks, restaurants, cafeterias, theaters, laundries, bakeries, 

motels, supermarkets, and other such retail stores and businesses as this which 

will be allowed to operate in the future. The area directly to the west of the 

site is a deep ravine that is zoned for a future park area. The area directly 
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to the north is zoned for type "A3" or multi-family medium density housing. All 

presently existing buildings in the area surrounding the site are of high quality 

design and construction with generous setbacks. 

Criteria: 

The site should be located in a metropolitan or secondary market area. 

Analysis: 

The site is in Arlington near the location of the Greater Southwest Industrial 

District the world's largest planned industrial development. This district has 

caused the successful growth of Arlington as a business center of the Southwest. 

Not only is it an industrial center, but also an area for retail sales. Retailers 

have located on the outer edges of the district and found it profitable to prosper 

off of the great numbers of people who frequent this area. Also, being directly 

between Dallas and Fort Worth, the site is located to draw business from both of 

these cities. Arlington has doubled in its population in ten years, and its re

tail sales have tripled. This reflects the growing convenience of shopping in 

Arlington that has attracted the people of the populated areas to the east and 

west. 
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Criteria: 

Other dealerships in the vicinity can stimulate healthy competition and can 

help to increase the amount of business. 

Analysis; 

Another dealership, Moritz Oldsmobile-Cadillac, is located in the immediate 

locale of the site, and it will work together with this future dealership, along 

with the other dealerships in town to attract customers who are shopping for a car 

but have not decided on a definite make to the Arlington area (see Map D). General 

Motors feels it improves dealership potential to be located in an area with other 

General Motors' dealerships because it increases the number of customers in one 

particular area. Also these shopping customers who have not decided o.n .a make .of car, 

will usually decide on the dealer with the best sales offer and the best service 

after purchasing. This keeps the dealers alert and interested, offering the best 

possible service to clientele, which is a good reflection on and advertising for 

General Motors. 

Criteria: 

Population Trends should be favorable to support a dealership in the particular 

area. 
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Analysis: 

The population centers of Dallas and Fort Worth will provide many customers 

that drive to Arlington seeking a better deal. However, the city of Arlington it

self has more than enough inhabitants to support this dealership , and it is growing 

and expanding both to the north and the south of the dealership steadily. In 1960 

Arlington had a population of 44,775, and in 1970 its population had more than 

doubled to 90,032. The present population of Arlington is 118,640 and the present 

growth rate is 6.8% a year. Arlington is clearly a booming city of both the present 

and future by its attraction to many individuals who enjoy living in the less hec

tic suburb, but still want to be close to either Dallas or Fort Worth. 

Cri t eri a; 

The Purchasing Potential of the people of the surrounding area should be fa

vorable to support a dealership. 

Analysis; 

The various incomes of the population of Arlington shows that a good percen

tage of the population could feasibly afford to buy an automobile of Pontiac or 

Buick make. The following is an income breakdown of the people of Arlington by 

percentage of total population in a particular income bracket. 
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Income Per Cent of Total Population 

$0 - $2,999 6.9% 

$3,000 - $4,999 5.7% 

$5,000 - $7,999 17.1% 

$8,000 - $9,999 16.8% 

$10,000 - $14,999 30.2% 

$15,000 and over 23.3% 

The 1973 mean annual average family income in the United States was $12,050,which 

means that approximately 38% of all residents in Arlington, or 5083 people, are 

in the upper middle class economic bracket. 

Criteria: 

All utilities should be available and adequate for the needs a dealership 

will require. 

Analysis: 

All electrical and telephone utility lines are underground in this area 

which is a pleasant aesthetic compliment to the site. Gas lines, water lines. 
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and sanitary sewer systems are also located near the site and merely need to be 

tapped for use on the site. The site slopes down to the street on all sides and 

is well drained by storm sewers located on the streets surrounding the site. 

Crit eri a; 

The soil conditions of the site should be acceptable for present construction 

or any construction that might be planned in the future. 

Analysis; 

The soil conditions on the site are suitable for feasible construction of the 

dealership buildings and surrounding facilities (see "Site--Natural Environment--

Soil Survey"). The soft rolling hills also add' beauty and interest to the site, 

thus adding to the over-all effect of the business-.potential of this dealership. 
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NATURAL ENVIRONMENT 

Topographical Maps: 

(See Map E and Map F) 

Climate; 

(See Climate Chart) 

Soil Survey; 

This site is covered by a top layer one to three feet deep of dark brown sandy clay. Beneath 

this are alternating layers of limestone and clay the clay layers being more predominant than 

the limestone above the seven foot level and limestone dominating the clay in the areas below the 

seven foot mark. Sound limestone or shale is encountered at lower levels of the site, but the 

fact that the heighth of the lot varies as much as sixteen feet, causes this limestone to be deeper 

in some areas. However, it will be necessary to support the structure of this project with drilled 

piers, and these piers must extend to the sound limestone below. The shafts should penetrate the 

limestone a minimum of twelve inches, and should exert a maximum bearing pressure of 25,000 pounds 

per square foot. 

Many of the soil elements on this site have a significant volume change that is induced by 
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the presence or lack of moisture. Hydrated lime should be added to the surface soil to improve 

its performance and stability as a sub-grade beneath paved areas. 
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CLIMATE CHART 

MONTH 

January 

February 

March 

April 

May 

June 

July 

August 

September 

October 

November 

December 

TEMPERATURE 
NORMAL RECORD 

MAX. MIN. MAX. MIN. 

55 

60 

68 

77 

84 

92 

95 

96 

89 

80 

66 

58 

36 

40 

47 

56 

64 

72 

76 

76 

69 

58 

45 

39 

88 

88 

96 

96 

99 

105 

111 

109 

105 

99 

89 

89 

2 

7 

11 

11 

39 

53 

61 

61 

36 

30 

17 

12 

RELATIVE 
HUMIDITY 

62% 

61% 

54% 

56% 

56% 

53% 

50% 

48% 

49% 

51% 

51% 

58% 

PRECIPITATION 
RAIN SNOW 

1" 

2^" 

2^" 

4" 

5" 

3" 

2" 

2" 

3" 

3" 

1/." 

2)^" 

1" 

Vo-

Vo" 

0" 

0" 

0" 

0" 

0" 

0" 

0" 

/ ." 

y." 

MPH 

10 

11 

13 

13 

XZ 

12 

10 

10 

09 

09 

10 

10 

WIND 
DIRECTION 

S 

S 

S 

SSE 

S 

S 

S 

SSE 

SE 

SE 

S 

SSE 

SUNRISE 
ON 15th 

7:30 

7:11 

6:38 

5:58 

5:29 

5:19 

5:30 

5:50 

6:11 

6:31 

6:57 

7:22 

SUNSET 
ON 15th 

5:44 

6:13 

6:35 

6:57 

7:19 

7:37 

7:37 

7:13 

6:34 

5:55 

5:26 

5:23 

Year 77 56 111 2 54% 32" 3'1 11 S 
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ZONING REQUIREMENTS 

ARLINGTON ZONING ORDINANCES 

This dealership will require a Type "B" or Business District Zoning. It is classified as a 

business whose purpose is the showroom display and sale of new automobiles by an authorized dealer 

with used car sales, repair work, and storage facilities on the same premises. 

Height Regulations; 

There shall be no maximum height restrictions in this district. 

Yard Regulations: 

The minimum yard abutting a public street shall not be less than ten feet. 

When a multi-story commercial structure is erected upon a lot in this district, 

the mimimum yard shall be increased five feet for each story more than one,with 

no yard being required to exceed twenty-five feet. 

Off Street Parking; 

A maximum of 40% of the curb line adjacent to the property in this district 

may be used for vehicular access openings to such property. There is no maximum 

number of openings or minimum spacing of openings required , as long as the openings 

do not cover more than 40% of the entire curb area around the property. One off 

street parking place is required for each 500 feet of floor area. 
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Exterior Signage; 

There shall be no required minimum or maximum area in square feet for exterior 

signs. There shall be a maximum height restriction of 50 feet. Groun<̂  signs, roof 

signs, wall signs, marquee signs, pole signs, shingle signs, and projection signs 

may be used. If ground signs are used they shall be spaced no less than 100 feet 

from all other ground signs, and shall not exceed in number one sign per use per 

street frontage. There shall be no setback required for signs in this zoning dis

trict, but all signs must be of a permanent nature. Lighting, flashing lighting, 

and motion shall be allowed for use in conjunction with these signs. 

Special Conditions: 

Outside storage(exclusive of display automobiles), shall be enclosed by a 

permanent screening device and shall not be located in a required front yard or 

side yard. 
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BUILDING CODES 

UNIFORM BUILDING CODES 

This dealership will require a mixed occupancy that of "F-2" for the sales, administrative, 

and parts department area, and that of "E-4" for the auto garage and service department area. There 

must be a one hour fire wall located between these two areas. The Type of Construction shall be 

"Type I" with unlimited floor area. The structural elements in "Type I" Buildings shall be of 

steel, iron, concrete, or masonry. Walls and permanent partitions shall be of noncombustible 

fire-resistive construction except that permanent nonbearing partitions of one hour fire-resistive 

construction, which are not part of a shaft enclosure, may have fire-retardant treated wood within 

the assembly. 

Structural Framework: 

The structural framework shall be of steel or iron or reinforced concrete or 

reinforced masonry. 

Exterior Walls: 

Both occupancies "E-4" and "F-2" require a one hour fire protection rating 

on all exterior walls. 

Exception: Nonbearing walls fronting on streets or on yards having a width 

of at least fifty feet, may be of unprotected noncombustible construction. 
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Openings In Walls: 

Both occupancies "E-4" and «F-2" require all openings in exterior walls to be 

protected by a fire assembly having a three-fourths hour fire protection rating 

when they are less than twenty feet from an adjacent property line. 

Floors; 

If wood flooring or wood sleepers are used, the space between the flooring 

and the concrete slab must be filled with non-combustible material. Mezzanine 

floors may be of wood or unprotected steel. No more than two separate mezzanine 

floors are allowed in any one room, and no mezzanine floor or floors shall cover 

more than thirty-three and one-third percent of the floor area of any room. 

Fire Stairs: 

Fire stairs must be constructed of reinforced concrete, iron, or steel, with 

treads and risers of concrete, iron, or steel. Brick, marble, tile, or other hard 

non-combustible materials may be used for the finish of such treads and risers. 

Roofs: 

Roofs and their members other than the structural frame, which are more than 

twenty-five feet above any floor, balcony, or gallery, may be of unprotected non

combustible materials. When every part of the structural steel framework of the 

roof is more than eighteen feet and less than twenty-five feet above any floor, 

49 



the roof construction shall be protected by a ceiling of not less than one hour 

fire resistive construction. Roofs may be sheathed by wood planks of two and one-

half inch nominal thickness when such sheathing is thirty feet above any floor 

area, and when such sheathing is protected on the underside by a ceiling of not 

less than one hour fire resistive construction. Roof covering shall be fire-

retardant roofing. 
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PHOTOGRAPHS 

The following section contains photographs showing views of the site and views from the 

site selected for the dealership. 

?S;JrS:*S¥^. 
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VIEW OF SOUTHWEST CORNER OF SITE VIEW OF NORTHWEST CORNER OF SITE 
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V 
VIEW OF NORTHEAST CORNER OF SITE VIEW OF SOUTHEAST CORNER OF SITE 
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VIEW OF SOUTHERN SITE FRONTAGE 
ON LAMAR BOULEVARD 

VIEW OF PARK AREA TO WEST OF SITE 
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VIEW OF MOTEL AND "LOCAL BUSINESS" 
DISTRICT TO SOUTH OF SITE 

VIEW OF OFFICE BUILDING AND "LOCAL 
BUSINESS" DISTRICT SOUTHWEST OF SITE 
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ORGANIZATIONAL CHART OF DEALERSHIP 

OWNER 

GENERAL MANAGER 

sales administrative parts service 

CASHIER 

NEW CAR FIR & INS. U/C _ 
SALES MGR. SALES MGR. SALES MGR. 

10 SALESMEN 4 SALESMEN 

HEAD ACCOUNTANT 
BOOKKEEPERS (2) 
TYPIST 
RECEPTIONIST 

PARTS MGR. 

PARTS SALESMEN(2) 

USED CAR MECH. 

DETAIL MEN(2) 

SERVICE MGR. 

SHQP 
-î OREMAN 

BODY SHOP MGR. 

METALW0RKERS(4) SERVICE 
PAINTERS (2) WRITERS(3) 

CLEAN UP 
& ERRAND 
BOYS(5) 

15 MECH. 

5 ASSIST.MECH. 
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ORGANIZATION 

On the preceding page, the organizational structure of a typical dealership is charted 

to show the interrelationship of personnel in various operating departments. It graphically 

illustrates that each department must be a profit center on its own and make an adequate con

tribution to the dealership profits as a whole. Departments for new car sales, used car sales, 

parts sales, and service constitute in actuality, four businesses that are separate but inter

related. Failure of any department to make a contribution of profit to the total dealership 

set-up, therefore, could offset the profit results of other departments. By careful budgeting, 

forecasting realistic objectives, controlling expenses, analyzing periodic results in the re

cords of each department, using experienced judgment to reach decisions, and taking decisive 

action promptly on needed charges, the dealer operator must successfully coordinate the efforts 

of each department manager if he is to achieve the desired results. 

HMJIIII ^ ^ ^ 
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EMPLOYEES AND THEIR RESPONSIBILITIES 

Dealer; 

The dealer must be a merchant with a strong sense of business management, and he has the 

responsibility of attracting, selecting, hiring, training, directing, motivating, and retaining 

a strong management team^with each member working towards a common goal as well as towards indi

vidual departmental objectives. He must be a leader that can organize and lead the dealership 

in fulfilling specific goals and objectives in order to provide efficient and proper sales and 

service to the public. He is in charge of controlling and overseeing every department and he 

is responsible for making all of the key decisions. 

General Manager; 

•̂  Organizes and coordinates activities for each department in the dealership. 

* Establishes annual and monthly sales forecasts for sales department. 

* Develops new and used vehicle advertising, and prepares budgets. 

•5̂  Develops effective prospecting systems. 

•̂  Establishes policies and controls for demonstrators including expense controls. 

* Evaluates the effectiveness of all advertising and sales programs once adopted. 

•̂  Selects, trains, and supervises(with owner approval), new and used vehicle sales 

ijlHii^Hl 
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managers, parts manager, and service manager, and assists these managers in the selection 

and training of employees. 

^ Prepares and revises new car inventory lists and on-order schedules. 

^ Conducts regular meetings of department managers. 

•̂  Acts as liaison between department managers and owner. 

* Carries out dealership's basic personnel policies in all dealings with department managers 

and employees. 

New Car Sales Manager; 

* Is responsible for new car sales quota. 

•̂  Assigns individual sales quota to new car salesmen. 

^ Schedules floor duty. 

^ Appraises used cars offered in trade. 

•̂  Prepares agenda and conducts regular sales training meetings. 

•̂  Works with various media in use of local advertising, sales promotion and publicity. 

•̂  Records and evaluates salesmen's daily activities. 

•̂  Maintains up-to-date list of all equipment suppliers, together with catalogs, prices, etc. 

•I 
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Used Car Sales Manager; 

•̂  Is responsible for used car sales quotas. 

•5̂  Establishes policies for buying, pricing, reconditioning, advertising, wholesaling, and 

displaying used cars. 

•̂  Prices all used cars ready for sale. 

•̂  Assigns individual sales quotas to used car salesmen. 

•̂  Schedules used car lot duty. 

•̂  Advises new car manager of used cars needed to balance inventory. 

^ Prepares advertising and works with local media. 

^ Prepares agendas and conducts regular sales meetings. 

•̂  Records and evualates salesmen's daily activities. 

Finance and Insurance Manager; 

•̂  Supervises extension of credit. 

* Checks prospects' financial status. 

* Secures approval under conditional sales contracts. 

^ Assists sales managers in closing deals. 

* Sells the dealership's financing and insurance plans to customers. 
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New Car Salesmen (lO); 

* Sell quota of new cars. 

•̂  Use all reasonable methods of prospecting for new car customers. 

* Demonstrate new cars. 

•* Close new car deals. 

* Write complete sales orders, and process paper work in accordance with prescribed 

dealership policies. 

* Make delivery of new cars and explain new car warranty and service policies. 

•̂  Attend sales and training meetings. 

•̂  Maintain demonstrator in top operating condition. 

^ Continually develop product knowledge. 

Used Car Salesmen (4); 

•̂  Sell quota of used cars. 

* Use all reasonable methods of prospecting for used car customers. 

* Demonstrate used cars. 

* Close used car deals. 

* Write complete sales orders, and process . paper work in accordance with prescribed 

dealership policies. 
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New Car Salesmen (lO); 

* Sell quota of new cars. 

* Use all reasonable methods of prospecting for new car customers. 

* Demonstrate new cars. 

•̂  Close new car deals. 

* Write complete sales orders, and process . paper work in accordance with prescribed 

dealership policies. 

•̂  Make delivery of new cars and explain new car warranty and service policies. 

* Attend sales and training meetings. 

* Maintain demonstrator in top operating condition. 

•̂  Continually develop product knowledge. 

Used Car Salesmen (4): 

* Sell quota of used cars. 

^ Use all reasonable methods of prospecting for used car customers. 

^ Demonstrate used cars. 

•̂  Close used car deals. 

^ Write complete sales orders, and process . paper work in accordance with prescribed 

dealership policies. 
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* Make delivery of used cars and explain used car guarantee and service policies. 

•̂  Notify used car manager of essential reconditioning needs. 

Head Accountant; 

•̂  Organizes all office operations. 

* Supervises the preparation of all financial statements, budgets, and tax reports. 

* insures correct and prompt distribution of all payrolls. 

•5<- Approves all office expenditures which are unusual or exceed certain limits. 

•5̂  Spot-checks all other dealership purchases, except for cars. 

* Supervises monthly and periodic physical inventory procedures. 

Bookkeepers; (2) 

* Maintain all subsidiary ledgers. 

* Reconcile all bank accounts. 

^ Prepare Social Security and sales tax reports. 

* Prepare payrolls. 

* Maintain daily operating control records. 
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Typist; 

* Accomplishes all stenographic work or other assignments made by executives 

^ Assists in general office work as assigned. 

Receptionist; 

* Operates telephone switchboard. 

* Keeps log of all long-distance calls. 

* Operates intracompany communication system. 

^ Assists in general office work as assigned. 

I 
I 
> 

Cashier; 

•5̂  Receives and records all cash receipts. 

* Makes approved petty cash payments. 

* Prepares daily bank deposits. 

•̂  Prepares daily cash receipts summary for bookkeepers. 

Parts Manager; 

* Establishes sales quotas. 

* Sells quota of parts and accessories. 

^ Organizes and supervises a l l parts department ac t iv i t ies 
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* Approves purchase and stock orders. 

•̂  Maintains effective stock control inventory. 

•̂  Arranges merchandise displays of parts and accessories. 

* Uses factory and local advertising and sales promotion plans. 

* Assigns individual sales quotas to parts salesmen. 

^ Selects, trains, and supervises parts department personnel. 

^ Maintains perpetual inventory cards. 

•̂  Keeps parts catalogs, price books, etc., current. 

* Maintains adequate stock control and customer back-order systems. 

Parts Counter Salesmen (2): 

* Fill and bill materials sales. 

* Issue parts and accessories to mechanics. 

•* Solicit customers for parts and accessories sales. 

^ Prepare handwritten invoices for all over-the-counter sales. 

•̂  Maintain customer back-order files. 

•5̂  Maintain master parts and price books. 

•5̂  Sell quotas of parts and accessories. 

^ Check incoming and outgoing shipments, item by item, and quantity by quantity. 

^ 
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* Confirm accuracy of packing slips, shipping invoices, vouchers and back-orders. 

^ Maintain all files of invoices, vouchers, shipping orders and packing slips. 

* Report parts and materials damaged in shipment to department manager. 

^ Assist in coding parts and accessories for inventory control. 

* Place incoming parts and other materials in storage. 

Service Manager: 

* Sells quota of customer labor sales. 

^ Selects, trains, and supervises all service department employees. 

•̂  Organizes and maintains effective system for recording all work in shop. 

* Organizes and maintains all service department activities. 

•̂  Purchases tools and special equipment used in service department. 

•5^ Approves requisitions for material and expendables not resold to customers. 

* Provides customer pick-up and delivery service in accordance with dealership policies, 

* Develops local advertising and sales promotion plans as approved by dealer. 

•̂  Plans and conducts meetings for all service personnel. 

^ Handles customer complaints and policy adjustment matters. 
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Shop Foreman: 

•̂  Assigns work to mechanics. 

•5«- Expedites movement of cars among mechanics. 

*• Maintains records of service performed. 

* Advises service writers of delays encountered in completing in-shop work on time. 

^ Directs activities for delivering cars to customers. 

* Dispatches service vehicles such as wreckers. 

* Maintains controls which assure quality work in shop. 

•̂  Supervises work of all mechanics. 

^ Trains mechanics and other shop employees. 

•̂  Assists mechanics when they run into problems. 

•̂  Conducts tests of completed work to assure proper handling. 

* Studies problems of "comebacks" and devises and methods to avoid them. 

Service Writers^ ,(3); 

* Greet service customers promptly and courteously. 

* Write repair orders selling needed service, parts, and accessories. 

^ Determine time work will be completed and advise customer. 

^ Insure that no work is started until repair order is properly executed and customer's 
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signature obtained. 

* Deliver car to shop foreman. 

•5̂  Deliver car to customer when work is completed. 

* Solicit outside customers for service work. 

* Approve adjustments on new or used units within standard warranty periods 

* Secure customer's approval before add-on work is done. 

* Maintain customer follow-up according to dealership policy. 

Mechanics (15): 

•̂  Perform work designated on repair order. 

* Advise service writers if additional work is needed or advised. 

* Assist in training and supervising mechanic apprentices. 

^ Attend all training sessions and meetings. 

•̂  Maintain a neat and orderly working area. 

Mechanic Apprentices (5); 

•̂  Perform work as directed by mechanic or shop foreman. 

^ Attend all training sessions and meetings. 
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Used Car Mechanic; 

•̂  Performs repair work designated on used cars. 

•̂  Thoroughly services new car arrivals. 

* Advises used car sales manager if additional work is needed or advised on used cars, 

•̂  Attends all training sessions and meetings. 

•5̂  Maintains a neat and orderly working area. 

Detail Men (2); 

* Perform all work as directed by used car mechanic. 

^ Clean up new cars for delivery. 

•^ Perform appearance conditioning and cleaning on used cars. 

^ Attend all training sessions and meetings. 

Body Shop Manager; 

^ Prepares estimates on body repair work. 

•5̂  Maintains daily contact with insurance companies. 

•̂  Selects, trains, and supervises all body shop personnel. 

^ Organizes and maintains effective system for quality control in the body shop. 

* Inspects completed work before it is released to customers. 

68 

'i-riAii't VhvK'-.- aSm mBssssmmm •^mgrnmsagssm 



Metalworkers (4).: 

* Perform all body and fender repairs. 

* Perform welding, soldering, body alignment, and other related operations in preparation 

of painting. 

* Operate all equipment in body shop. 

Painters ,(,2),: 

•̂  Repaint cars or damaged places on cars. 

•̂  Mix paint, matching colors. 

* Operate all equipment in paint area. 

Clean-up and Errand Boys (5); 

* Deliver and pick up parts at various locations such as other dealerships, gas stations, 

and repair establishments. 

* Prepare or obtain receipts for deliveries and pick-ups. 

^ Perform daily cleaning chores of dealership offices, showroom, service department, 

rest rooms, customer reception areas, etc. 

•̂  Perform miscellaneous jobs within the dealership.7 

"̂  Sullivan, Ray Anthony, The Automobile Dealer and His Employees, National Automobile 
Dealers Association, Washington D. C., 1966. 
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SALES AREA 

NEW CAR SALES 

Showroom 

This is the display area for new automobiles and it should be designed to present the 

most impressive and appealing views of the car. This facility should be located in a position 

of unobstructed visibility in a manner that attracts the attention of people driving by and in

vites potential customers. This showroom highly influences the customers' original evaluation 

of the business and especially affects their continuing impression of the dealership if they 

drive by it often. The client requests that the showroom shall have space to display seven 

cars, and as much space as possible Should be allowed around each car so the customers can 

stand back and get an overall view of the car from all angles. Exterior color charts, interior 

colors and materials, vinyl top colors, and other options will also be displayed here. Bro

chures, (see General Motors-Brochures), telling of all models that are available should be lo

cated so that the customer can easily pick one up to browse through and even take home with him 

if he desires. A few additional outdoor automobile displays may also be added in conjunction 

with the dealership as mini-display areas. Instead of requiring a set number of these exterior 

displays, that could tend to look forced or randomly added on, the client prefers that the 

^_^ii^ MKfiiaiMai 
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number of these be dictated by their relationship with the final design of the dealership. 

They should be involved with the inherent design scheme of the project, and should be added 

where they can become an integral part that relates to the entire dealership. 

Closing Offices 

New car salesmen spend much of their time away from the dealership, but in closing a sale 

they may wish to bring customers to the dealership to see additional models or displays and to 

write up the order. The closing office is provided as a private space in which these customers 

and the salesman may go to make the final decisions regarding a sale. It is also used by sales

men working on the sales floor and customers who are interested in buying a new car on the spot. 

It is provided as a private space in which the customer and salesman may bargain and decide on 

the price to be paid for a new car. The office should be located with very easy access to and 

from the display floor, and should provide a business-like atmoshere in which the customer can 

converse without being embarrassed by other customers overhearing him. It should have an attrac

tive and comfortable atmosphere conducive to making a sale. There shall be five closing offices 

required, one for every two salesmen. These will serve as semi-private offices which the sales

men may consider their headquarters or place of operation. Equipment required will be an office 

desk and chair for the shared use of the salesmen, and four chairs and a table for the customers 

and salesman to bargain and converse around. Twenty-five cubic feet of shelves and cabinet 

m^Sl^!rW< 'v-t^iniiii.: ^^^^^^sssm 
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storage should be provided for sales literature, base price information, optional equipment 

price listings, etc. Private storage should be provided for each salesman's personal records 

and effects. 

Customer Courtesy Room 

This area should provide easy access to and from the showroom, but does not necessarily 

have to be located immediately adjacent to it. It should provide an area for a maximum of 10 

customers to relax in and decide whether or not to purchase an automobile. It should have a 

couch and comfortable chairs, various throw tables, reading materials and television,(for 

children and other people accompanying the customer who need to be entertained while the cus

tomer is making the deal), a refreshment area, and rest rooms. 

New Car Storage 

Storage space shall be provided for 100 new cars. This number is half of the monthly 

planning potential of the dealership, and will therefore allow the dealer to acquire a complete 

new line of cars at least twice a month. This twice-monthly restocking assures the dealer of 

variety in the automobiles which he offers the public, and also keeps him from getting over

stocked with too many cars that will not sell. The client requests that it should be covered 

storage that in some manner protects the cars from the weather so they will stay clean and 
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polished. This area is provided for customers who prefer to choose an existing car that is 

ready to take home instead of ordering one from the manufacturer and waiting for it to be deli

vered. Most customers do prefer to choose a car on sight, and this area ahould be designed so 

they can easily walk and browse through it and pick out a car of their choice. If possible 

this area should be designed so that after business hours these cars can be seen from a distance 

but not entered, in order to cater to the after-hour shoppers and still insure protection from 

vandalism and theft. 

USED CAR SALES 

Display and Storage Area 

The client requests that space be provided to store as many used cars as there are new cars 

stored on the premises, because most new car sales are accompanied by a trade-in which must be 

sold in the used car area. Also, sales are not as plentiful in the used car area as they are in 

the new car sales area, and cars often stay in the used car area quite a while before being sold. 

Hence, space should be provided for 100 used cars. This area should present the used cars in a 

most appealing and impressive manner. It should be well identified for potential customers 

passing by, and should be easily accesible and inviting. The client requests that this area be 

covered in some manner that protects the cars from the weather so they will stay clean and polished. 
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This area should be designed so customers can easily walk and browse through it and pick out a 

car of their choice. Many customers shop after hours and find a car they like, and then come 

back and get more specific information on it during business hours. If possible, this area 

should be designed so that after business hours the cars can be seen but not entered, in order 

to cater to these after-hour shoppers, and still insure protection from vandalism and theft. 

I 

t 

Closing Offices 

Used car salesmen spend more of their time at the dealership and less time out prospecting 

for customers than new car salesmen do. Therefore each used car salesman has his own private 

closing office in which he can talk and bargain with customers and close the deal on the sale 

of a used car. The office should be located to provide easy access to and from the display and 

storage area, and should provide a private atmosphere in which the customer can converse without 

being embarassed by other customers overhearing him. It should have an attractive and comfortable 

atmosphere which impresses the customer on the quality of the dealership and is conducive to making 

a sale. There shall be four closing offices required, and the salesmen may consider the office 

their headquarters or place of operation where they may keep their personal records and effects. 

Equipment required will be an office desk and chair for the salesman, chairs for two or three 

customers, a small amount of bookshelf and cabinet storage for records and forms and various infor

mation regarding sales, and storage for the salesman's personal effects and records. 
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Used Car Sales Manager's Office 

This office is used by the used car sales manager as a headquarters to perform his job re

sponsibilities (see "Employees and Their Responsibilities"), and also by customers (usually 1-3) 

in making the final decisions in a sale and signing the necessary legal papers. It should have 

easy acces to the used car display and storage area and if possible should allow ease in move

ment from this office to the administrative office area. It should provide an attractive, com

fortable, and private atmosphere, so the customer will feel the sales agreements are being made 

in a proper and legal manner. Equipment required is an office desk and chair for the salesman, 

and chairs and table on which the customers may sign papers. A small bookshelf and cabinet space 

should be provided for legal papers and records, and storage for the sales manager's personal 

effects and records should also be provided. 
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ADMINISTRATIVE AREA 

Administrative offices should be designed to increase the efficiency of those who plan and 

administer the affairs of the business. An office can make more human energy available for the 

problems of business by providing conditions that save time and reduce effort. The size of an 

office is a very crucial factor for successful business functions and three factors should be 

considered in determining the size: 

1. Space for People. 

2. Space for equipment and activities related to the office. 

3. Space for Atmosphere. 

Space for People 

Private offices in dealerships should be planned to accomodate the occupant of the 

office and two to four visitors. 

Space for Equipment and Activities 

The equipment of a private office usually consists of an office desk, chairs, and 

private files. However, often bookshelves, tables, storage, and other individual items 

are needed for certain offices, and care must be taken to provide each office with the 

adequate equipment and space needed to perform individual activities. 
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Space for Atmosphere 

Private offices frequently provide more space than the minimum required for people and 

office equipment. The additional space is provided to lend prestige to the occupant and is 

justified by the psychological advantage it affords in handling dealership affairs. Com

fortable, well appointed offices help a dealer to hire and retain desirable employees. 

Good offices act as a constant reminder that the dealer considers the activity important 

and deserving of the employees' best efforts. An attractive office of adequate size also 

s- : helps to impress customers with the importance attached to their call.8 

Dealer's Office 

This is the private work area for the owner of the dealership and it should be located with 

easy access to the general office and stenographic assistance from the secretaries. It should 

also provide easy access to and from all the other offices in the administrative area. It should 

be designed to express the stature of the owner, and the fact that it is the office of the most 

important individual of the dealership. Equipment required is a large office desk and chair, a 

couch and various chairs and tables, bookshelves, a large table and chair, and storage space. 

8 Planning Automobile Dealer Properties, Published by Service Section, General Motors 
Corporation, Detroit, Michigan, 1948. 
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General Manager's Office 

This is provided as a space in which the general manager can perform his job responsibilities 

(see "Employees and Their Responsibilities"). This area should have a comfortable, attractive 

atmosphere. This helps the dealer to hire the type of general manager that is needed for the 

job, and expresses to the general manager the importance that is attached to his activity. The 

office should also help to sell the general manager to his salesmen and customers. A good at

mosphere is complimentary to customers and stimulates a favorable response. The office should 

be located so that it provides easy access to the administrative offices, particularly the " •' 

dealer's office since there is frequent communication between the general manager and the dealer. 

Equipment required includes an office desk and chair, various chairs and tables for visitors, a 

table and chairs, bookshelves and cabinets for legal papers, sales information,management infor

mation, etc. Private storage should also be provided for the general manager's personal records 

and effects. 

New Car Sales Manager's Office 

This office is used by the new car sales manager and customers to officially close the deal 

and sign the legal papers necessary for the sale of a new car. It should be more separated from 

the sales floor than the closing offices, and should be located in the administrative office area 

to give the customer the feeling that the final closing of the sale is serious and is being done 



in a proper and official manner. Equipment required is an office desk and chair for the salesman 

four chairs and a table on which customers may sign papers, bookshelves and cabinets for legal 

papers and records, and storage for the sales manager's personal records and effects. 

Financing and Insurance Manager's Office 

This area is used by both customers and the financing and insurance manager for arranging 

possible financing and insurance policies which are offered by the dealer for a new or used car 

that is sold. It should be located in the administrative office area and should provide easy 

access to and from both the new car showroom area and the used car display area. Customers are 

encouraged to take advantage of the financing rates and insurance offered by the dealership, as 

this is another area of income for the business. Equipment required includes an office desk and 

chair for the manager, a table and four chairs for conversing with customers, and bookshelves 

and cabinets for information and brochures regarding loans and insurance. Since some of the in

formation is confidential and valuable, locked storage of some type should be provided. Storage 

should also be provided for personal records and effects of the financing and insurance manager. 

General Office 

This is the area provided for the secretaries of the dealership and should provide space 

for adequate desks, chairs, files, business machines, and other equipment. This requires an 
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area that provides flexibility in arrangement of personnel and equipment. Future business may 

call for more secretaries to be hired or for more equipment to be used so sufficient flexible 

space should be provided for this possible expansion. It should be located with easy access 

to the file and storage room and all other offices in the administrative area. 

Cashier's Office 

This should be located with some form of communication existing between this office and the 

service and parts departments in order to keep all money flow centralized and in one area. It 

should also have easy access to the file and storage room so money may be stored in the vault 

which is located in that area. 

File and Storage Room 

This area should accomodate current and future operating records, old and infrequently 

used records, stationery, promotional literature, and daily office supplies. Permanent files 

and records from all departments should be kept in this area. More recent records and data in 

present use by the department managers may be kept in limited quantities in these managers' 

private offices. This area should provide space for a fire resistant vault for cash and valu

able business records. It should be easily accessible from the general office and the cashier's 

office. 
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Conference Room 

In new and used car selling it is a common practice to hold meetings to stimualte and inform 

salesmen. Sales presentations often are made in this area with the use of charts, motion pictures, 

and slide presentations. Some business conferences are held here between the dealer or general 

manager and many of the employees, but usually the area is only used for instructional sessions 

between department managers and their employees. Seating space should be provided for 20 people, 

with generous standing space provided for the instances when many employees use the room at once. 

Employee Lounge 

This area is for the benefit of the employees, the philosophy being that better accomodations 

stimulate better work attitudes and improve employee morale. It is provided as a place for them 

to relax during breaks, and a place for them to eat lunch if they choose to bring their lunch. 

Restrooms, a sink and counter area, a small refrigerator, and coffee making equipment should be 

provided. Vending and refreshment machines should also be present. 
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PARTS AREA 

Sales Counter and Waiting Room 

This area should be located where it can efficiently serve both the service department 

and the retail sales customers. A separate counter to serve the service department is re

commended so workers or technicians do not have to pass through the customer reception area. 

A public waiting area with seating should be provided for people waiting to receive parts. 

This reception may be used in common with the service department customer waiting room, but 

this is not required. This retail area must have some relationship with the cashier that 

provides convenient payment and centralized control of all money in the dealership. 

Parts Storage Room 

This room must have areas set aside for bin equipment and aisles, supplies and warranty 

parts storage, and bulky parts storage. It should also have a separate storage room with a 

fire door for storage of flammable materials. Flexibility âid expansion capability are prime 

requirements of this area. Flexibility of storage space is important because of changing in

ventory demands for different parts. A profitable parts department of the future can only be 

developed if it has sufficient capacity to serve the expanded needs of the future. Expansion 

is a major factor in this department. 
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Shipping and Receiving Area 

This area should be closely related with the parts storage room, and the loading dock 

should be placed so that a delivery truck will not interfere with service operations or traf

fic movement. Storage space should be provided for large crates and cartons until they can 

be opened and unloaded and placed in bins or designated areas in the parts storage area. 

Parts Managers Office 

This is provided as a private space in which the parts manager can perform his responsi

bilities, (see "Employees and Responsibilities"). Equipment required will be an office desk 

and chair, one extra chair and table, bookshelves and cabinet storage, and storage for the 

manager's personal records and effects. 
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Shipping and Receiving Area 
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and chair, one extra chair and table, bookshelves and cabinet storage, and storage for the 

manager's personal records and effects. 
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SERVICE AREA 

Customer Reception Area 

The customers' first impression of service is received in this area and it should be treated 

to sell the customer on the idea of dealership efficiency and good workmanship on car repair. The 

entrance to this area should be well identified and easily approached from the street, and should 

allow the customer to drive his car directly into the reception area. Space should be provided 

to allow three cars to easily park in the reception area so the three service writers can write 

up the service order on three separate cars simultaneously. This area should be located on the 

outskirts of the actual service stalls to keep the automobiles out of the shop area until they 

are ready to be worked on, and also to keep the customers in a clean quiet atmosphere away from 

noise, dirt, and congestion. 

Service Write-Up Area 

The servioe.'wuiters should be located immediately adjacent to the customer reception area 

so they can efficiently find out what is wrong with the car and write up a service order to have 

it repaired. 
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Service Manager's Office 

This office is provided as a private base of operations for the service manager (see Employees 

and Their Responsibilities). However, this office should be located with easy access to all areas 

of productive service so he can easily oversee the entire operations of the service department. 

Required equipment includes an office desk and chair, bookshelves and cabinet storage, a table 

and chair, and storage for personal records and effects of the service manager. 

Shop Foreman's Office Area 

This is provided as a headquarters for the shop foreman (see Employees and Their Responsi -

bilities). However he spends much of his time in the shop itself so this area should be located 

with easy access to all areas of productive service. This area serves as a central control area 

where the shop foreman allocates work to specific mechanics. Finished work orders are then 

brought back to this area for a final OK by the shop foreman. Equipment required includes an 

office desk and chair, bookshelves and cabinet storage, a table and chair, and storage for per

sonal records and effects of the shop foreman. 

Customer Waiting Room 

This should be provided for customers who prefer to wait while their car is being repaired. 

Chairs, various tables, television and reading material should be provided. This waiting room 
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should be easily accessible from the service customer reception area. It may be used in con

junction with the waiting room for the parts department in order to save space, but this is 

not required. This area must have some relationship with the cashier, so that a customer may 

easily and conveniently pay the bill after his car has been repaired. 

Minor Repair Area 

The service in this area involves engine tune-up, cooling systems, exhaust systems, clutch 

adjustments, brake adjustments, transmission adjustments, front end alignment, brake linings, 

wheel balancing, wheel bearings, shock absorbers, universal joints, electrical check-outs, tires, 

lubrication, and other such minor repairs that have very high merchandising and public relations 

values. Stalls for these services should be closely related with the customer reception area 

for both easy visibility by the customers and also easy access for the quick service it provides. 

The flow in and out of this area is frequent so placing these stalls near the reception area cuts 

down on confusion and internal traffic problems, and increases the efficiency of the dealership. 

The parts counter for the service department should also be easily accessible .from: :thisffiino£. and 

quick service repair. Arrangement of these stalls along with major repair stalls and body shop 

stalls is of major importance in order to achieve efficient traffic patterns and convenient loca

tion of entrances and exits. Ten minor repair stalls shall be supplied along with storage space 

for equipment used in this area. Five of the stalls shall have hydraulld5~lifts(for more'information 
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see Technical). 

Major Repair Area 

This area encompasses all repairs that are too serious and require too much time to be 

handled by the minor repair area. These repairs are more precise and expensive, and require 

more labor in order to be performed. This area should be located farther away from the customer 

reception area so the heavy repair work, noise, and conjestion is restricted to a minimum view 

by the customer. This area has much less in and out traffic than the minor service area, so it 

does not require first priority to the stalls most convenient to the reception area. However, 

tool rooms and storage rooms for equipment should be conveniently located with priority to 

this area. The area shall have ten stalls, and five of these shall have hydraulic lifts (for 

more information see Technical). 

New Car Preparation and Used Car Reconditioning Area 

This area is provided for the use of both new and used cars, and the used car mechanic and 

the two detail men work in this area. New cars just arriving must be washed, mechanically 

checked, and put in top condition for viewing by customers. This area should include one minor 

work and repair stall, one wash area, and a dry polishing and cleaning area. The used cars use 

the same facilities for minor repairs and washing and cleaning. If something is seriously wrong 
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with the used car that cannot be fixed in the minor repair stall, it can than be sent to be re

paired in the major repair area or the body shop. 

Body Shop Manager's Office 

This office is provided as a private base of operations for the body shop manager (see 

Employees and Their Responsibilities). It should be located with easy access to all areas of 

the body shop area so he can easily oversee the entire operations of the body shop. Required 

equipment includes an office desk and chair, bookshelves and cabinet storage, and storage for 

personal records and effects of the body shop manager. 

Body Shop 

This area should be isolated from the rest of the service area in some manner because of its 

generation of noise, odor, and dust. The area shall have four body repair stalls, two for sheet 

metal repairs, and two for heavy metal work and straightening frames. Two painting booths, and 

one drying booth shall also be provided,(for more information see Technical). 

Dynamometer Test Center 

This facility consists of modern diagnosis equipment which electronically and mechanically 

analyzes an automobile in less time and with more accuracy than a serviceman. The dynamometer 
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checks wheel balance and alignment, frame alignment, wheel bearing and brake adjustments, brake 

performance, the power train, rear axle, engine power losses, rate of deceleration, and upshift 

and downshift points of automatic transmissions. Use of the modern oscilloscope with the dynamo

meter provides for complete engine testing; spark plugs heat-tested under firing load, coils, 

distributor, wiring, cam dwell angle, condenser, and the individual performance of every cylinder. 

It also measures the total horsepower lost through the drag of friction, and gives a composite 

picture of the total power of the engine itself, as well as the power finally developed at the 

rear wheels. 

A good dynamometer test area must a carefully designed installation. In addition to having 

the required power and space, the area must look right. There must be windows so that the cus

tomer can look into the area and see the electronic diagnosis equipment in action and read the 

results himself. The area must be clean, modern, and scientific looking. It should be near the 

service customer reception area but isolated acoustically by sound-deadening material. Most 

dynamometers require approximately a 25' x 30' area. 

Mechanics Locker Room 

This area should be located so all employees of the service department may use it during 

the work day with a minimum amount of difficulty. It should be provided with a locker and 

dressing bench area for each service department employee, shower facilities, and toilet facili-
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ties. A large sink should also be provided for washing.-

Janitorial Room 

This space is used for storage of maintenance and cleaning utensils used in the up-keep 

of the dealership. It will be frequented most often by the five boys who are hired as clean-up 

and errand boys (see Employees and Their Responsibilities). It should be located to be incon

spicuous, but should provide as much ease in movement to all areas of the dealership as possible, 

because all areas must receive cleaning and maintenance in order to create a good dealership image 
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MECHNICAL 

A heating and air conditioning system should be supplied that will keep the interior of 

the dealership at a comfortable room temperature of 72 F with approximately 55% relative humid

ity. Heating and air conditioning for the show room, office area, and part sales area is usually 

controlled by a sing le.thermost at. The parts stock area, restrooms, and service department usually 

operate from separate thermostats. The service department is usually on a separate thermostat 

because it is more difficult to heat and cool because of frequent opening of service garage doors 

and exhaust fans. Relative humidity is also difficult to control in a service area with open 

doors. A range from 40% - 70% relative humidity is recommended as a comfortable environment. 

VENTILATION 

Mechanical ventilation will be necessary for all inside rooms. The showroom and sales area, 

administrative area, and parts sales area could possibly be slightly pressurized to help keep the 

dirt and carbon monoxide from entering from the service department. The air constantly escaping 

from the sales, administrative, and parts area will then help replace the air lost by the service 

department through its exhaust and paint booth ventilation systems. Minimum service department 

ventilation must be based on the number of vehicles that can be in motion inside and therefore 

not hooked up to individual exhaust ducts. Also, conditioned air must be brought into the build

ing to replace that exhausted by fans and that consumed by gas and 0il-fired appliances. 
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EXHAUST 

A new building should have an in-the-floor exhaust system. Control fans move the exhaust 

through the roof or an exterior wall. Blower and fans must provide exhaust power for 200 - 300 

CFM per stall. With in-the-floor systems, 12' x 4" stainless steel flexible hose with fittings 

and vertical exhaust stack adaptors are necessary. 

WATER 

A main water pipe with feeder lines to each pair of stalls should be provided. This will 

prevent time wasting trips across the shop when servicemen need water. A hot water heater with 

an adequate recovery rate should be provided for restrooms, showers, lounge areas, and wash rack 

needs. Provisions for drinking water fountains should also be considered. 

ELECTRICITY 

Electrical outlets must be provided for each stall in the service department, and all areas 

of the entire dealership. Since some shdp equipment requires 220 volt power, outlets should be 

provided for both 220 volts and 110 volts at each stall. All 110 volt outlets should be duplex 
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outlets with a grounded third wire. All electrical outlets in the service department should be 

at least three feet above the floor. Gasoline fumes can accumulate below this level and cause 

an explosion hazard. Waterproof and non-explosive electrical switches should be installed in the 

paint booth and wash rack area. Both 110 and 220 volt outlets should be provided in the administra

tive office area to allow the use of various types of office machines. 

INTERIOR LIGHTING 

Lighting should be one of the primary considerations in planning a completely new dealer

ship, because people prefer to visit or work in areas that are attractively lighted. A compromise 

with good lighting should not be made in areas of customer response, or where critical visual 

work is performed. Natural lighting in the showroom is best for reflecting the true colors of 

display automobiles. However, it is necessary to supplement natural light with artificial light 

to provide the level of illumination needed for an effective visual environment for potential 

customers. The environment of the office areas is of great importance because of its effect on 

employee performance. Efficient lighting can provide significantly more illumination of good 

quality and can stimulate improvements in employee performance by reducing fatigue, helping 

morale, increasing work quality, and adding to profit. Although the general lighting system 

for the service department may be adequate for normal vision, certain jobs such as those done 

under hoists may require a supplemental source of light. Therefore, supplementary lighting may 
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be added to fulfill the specific requirements of visibility that cannot be met by general light

ing alone. 

EXTERIOR LIGHTING 

Exterior lights are needed for several reasons; to identify and attract attention to the 

dealership, to provide night display and merchandising for new automobiles, to allow customers 

to drive in and park at night, and to provide security for the dealership and grounds. Possible 

lighting methods include floodlighting of the exterior, lighting to emphasize architectural 

forms and features, interior security lighting for after-hour illumination, or an interior light

ing system designed specifically for after-dark merchandising. There are many types of lighting 

techniques that are suitable for exterior lighting, and the cost of electric power, ireplacement 

lamps, and maintenance should be considered. Many times, high initial installation costs of some 

lighting systems are overcome by lower operating expenses. Selecting lighting equipment with 

maintenance in mind includes such considerations as how easily dust and dirt that collect on 

future surfaces can be removed, how well the unit reacts to disassembly over years of regular 

cleaning, and how convenient ; it is to replace lamps in the fixtures. 

EXTERIOR SIGNAGE 

Signs should do more than simply identify the dealership as another place to buy and service 
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cars. Signs should provide a favorable visual impression for merchandising effectiveness. The 

dealership should be well identified with a sign or signs that are easily readable, and they should 

be placed to- allow a driver ample time to pull over and enter the dealership after he has seen the 

signs. Different dealership departments should also be clearly indicated with proper signage. 

General Motor requires the dealership to have both a product sign and service sign that have been 

authorized as appropriate and satisfactory by both General Motors and the dealer. These must be 

located in a suitable location on the outside of the facilities, but still on the dealership pre

mises (siee "Site--Zoning Ordinances--Exterior Signage"). 

PARKING 

Sufficient and convenient parking is a necessity for all functions of the dealership. It 

has a direct effect on new car, used car, parts, and service, sales. Parking areas should have 

a hard, well drained surface which can be kept clean and clear in all weather, and minimize the 

tracking of dirt into the building. Clearly marked aisles and spaces with efficient traffic 

patterns will provide the best space utilization and save time and effort. Minimum employee 

parking should equal one parking space for each employee, figured for the highest number of 

employees who will eventually work at the dealership. This is quite difficult to predict, 

so flexibility and possible expansion should be a key factor in this parking area. For minimum 

customer parking, provisions should be made for at least as many outside parking spaces as there 
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are customer service stalls. 

LANDSCAPING 

The use of trees should be considered as they act as screens and windbreaks, and add to 

the established look of the building. Limited landscaping, however, can increase the dominance 

and emphasize the beauty of the structure itself. Plants and trees should be chosen that will 

grow well in the natural environment. This will cut down on gardening, up-keep, and special 

plant care, and will also give the setting a more natural effect that is homogeneous with the 

area surrounding the site. 
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TECHNICAL 

BIN STORAGE 

Two sizes of bins are usually provided to contain parts. Smaller, fast moving parts can 

be stored in 3 x 1 x 7-foot bins. It is important that these bins have very strong shelves, 

since the combined weight of the many small parts is considerable. Larger items can be stored 

in 3 X 2 X 7-foot bins. Parts bins should be the adjustable shelf type for easier re-arrange

ment of inventory, and flexibility in future expansion. A second floor of bins can often be • 

added. Flooring for the second tier can be provided by a steel grating or planking placed on 

top of the lower racks. Where the ceiling is not high enough to allow a second floor, the area 

over the bins can be used by bridging alternate aisles with reinforced shelving and porviding 

ac9es« ladders. A steel grating floor may also be used with bulk items simply being piled on 

top. 

HEIGHTS OVER SERVICE AREAS 

Overhead clearance in the service area must be at least 12'6" in order to provide room for 

lifts. Additional clearance is necessary for overhead lighting fixtures, heating and plumbing, 

etc. Production and parking areas, where the car does not have to be raised can be as low as 

8'6". 
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HYDRAULIC LIFTS 

General Motors recommends that dealers utilize one lift for every two mechanical stalls. 

Not only are a sufficient number of lifts an economical necessity, but it is equally important 

to have them located properly and of the right type. Lifts should be located where they do not 

restrict traffic flow and far enough apart to provide adequate working space. They should be 

arranged within the service area to obtain maximum flexibility. The preferred type of hoist 

for lifting General Motors' cars is one that engages the front suspension and rear axle, or all 

four wheels. Dual post lifts will be used in the service area with movable front posts and rear 

axle contact. The maximum capacity of these type lifts is 11,000 pounds. 

COMPRESSED AIR 

Air drops should be provided between every other service stall or at every other large serv

ice door. They should also be provided for the paint and body area, and the new car preparation 

and used car reconditioning area. Also outlets should in any area where tires will be inflated. 

Shop requirements, number of lifts, power tools, individual air outlets, and items of this nature 

determine needed compressor capacity. Once requirements are determined, it is better to provide 

two compressors connected to a single tank, instead of just one single compressor. This will 

keep the system running during compressor repair or overhaul. 
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SERVICE DEPARTMENT FLOOR 

The service department floor should be given special attention since it receives more wear 

and abuse than any other part of the building. It must resist oil, grease, and water, and be 

dust free. While the installation of a service floor with desirable hard finish qualities will 

be more expensive initially, it will prove to be a more economical investment in the future. 

SERVICE DEPARTMENT FLOOR DRAINS 

An open, trench type drain, with standard grating, catch basin and inlet for flushing, is 

very effective. The floor should pitch approximately 1^" per 10' of horizontal distance to the 

drain. This system can quickly dispose of mud, water, and snow dropped by incoming vehicles. 

The open trench drain should be connected to a sand trap to trap all solids. 

S^^^w^s^^mm li* dMMIIMC mm i^^^sesateaES-.i* 
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BODY REPAIR STALLS-Body repairs require ample 
space between cars to permit manipulating repairequip-
mentand handling sheet metal. The illustration indicates 
satisfactory dimensions. 

MECHANICAL REPAIR STALLS—These must be wide 
enough to allow the mechanic room to move about and 
to use any necessary tools or equipment. 
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PARKING HEAVY REPAIR 

LIGHT REPAIR 
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PASSENGER CAR AND LIGHT TRUCK TYPE \ 
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PAINT SPRAY BOOTH PLAN 

Paint Spray Booth 

A paint spray booth should be designeci to 
satisfy several requirements. It should 
provide ventilation to carry off toxic 
fumes. The incoming air should be filtered 
to provide a dust-free atmosphere. The 
booth should meet the requirements of 
local building and safety codes. Good 
lighting is necessary for quality work. 
Easy in and out travel encourages work
men to use the booth on small jobs. 

Small particles of paint are carried in 
the air exhausted from a paint spray booth, 
so care should be exercised in the location 
of the exhaust outlet and if necessary, the 
conduits should be baffled to avoid dam
age to other property. 

Spray booths intended for tall trucks 
should have an inside height of 15' to per-
r.iit spraying of tops, .^n inside height of 
Q'e' is adequate for passenger cars. 

INSIDE FRONT ELEVATION 

0\ : 

s 

H H 
u 

AIR INTAKE 
FILTERS 

INSIDE REAR ELEVATION 
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SERVICE EQUIPMENT 

EQUIPMENT 

Battery Charger 

Battery Cell Tester 

Pneumatic Sander 

Fire Extinguishers 

Spray Gun 

Paint Shaker 

Disc Cutter 

Battery Service Kit 

Battery Starter Tester 

Volt-Amp Tester 

Spark Plug Cleaner Tester 

Compression Tester 

Cooling System Leak Tester 

Air Impact Wrenches 

Portable Hydraulic Lift 

DYNAMOMETER 

x 

MINOR 
REPAIR 

X 

X 

MAJOR 
REPAIR 

X 

NEW CAR/ 
USED CAR 

PREPARATION 

X 

BODY SHOP 

X 

X 

X 

X 

X 

X 

X 

X 

X 

X 

X 

X 

X 

X 

X 

X 

X 

X 

X 

X 

X 

X 

X 

X 
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EQUIPMENT DYNAMOMETER 

4 Ton Hydraulic Jack 

iĴ  Ton Hydraulic Jack 

Floor Crane 

1 Ton Transmission Jack 

Hydraulic Brake Bleeder 

Brake Bleeding Tank 

Brake Shoe Tool Kit 

Wheel Balancer x 

Pneumatic Tire Changer 

Tire Leak Test Water Tank 

Adjustable Safety Stands 

High Pressure Chassis Lubricator 

Tac-Dwell Tester x 

Caster Cambridge Gauge x 

Various Size Vises 

Electric Welding Outfit 

Acetylene Welding Outfit 

MINOR 
REPAIR 

X 

X 

X 

X 

X 

X 

X 

X 

X 

X 

X 

MAJOR 
REPAIR 

X 

X 

X 

X 

X 

X 

X 

X 

X 

X 

X 

X 

NEW CAR/ 
USED CAR 

PREPARATION 

BODY SHOP 

X 

X 

X 

X 

X 

X 

X X 

X 

X 
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BOOKS 

Arbingast, Stanley, Michael Bonine and L. Kennamer, The Atlas of Texas, Bureau of Business 
Research of the University of Texas, Austin, Texas, 1967. 

(Used for natural environment information) 

Ayres, Edward, What's Good for General Motors, Aurora Publishers, Inc., Nashville, Tennessee, 
1970. 

(Used for history of General Motors, franchise information, and marketing information) 

Chandler, Alfred D., Jr., Giant Enterprise—Ford, General Motors, and the Automobile Industry, 
Harcourt, Brace, and World, Inc., New York, 1964. 

(Used for history of General Motors) 

Grouse, William H., Automotive Service Business; Operation and Management, M^raw-Hill Book 
Company, New York, 1973. 

(Used for technical information) 

Grouse, William H., Workbook for Automotive Tools. McGraw-Hill Book Company, New York, 1951. 
(Used for technical information) 

Denison, Merrill, The Power to Go, Doubleday and Company, Inc., Garden City, New York, 1956. 
(Used for history of automobile) 

Drucker, Peter F., Concept of the Corporation. John Day Company, New York, 1972. 
(Used for history of General Motors) 

Edwards, Charles E., Dynamics of the United States Automobile Industry. University of South 
Carolina Press, Columbia, South Carolina, 1966. 

(Used for history of auto dealerships, and marketing information) 
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Hewitt, Charles Mason, Jr., Automobile Franchise Agreements. Richard D. Irwin, Inc., Homewood, 
Illinois, 1956. 

(Used for history of dealership franchises, and general franchise information) 

Pashigian, Bedros Peter, The Distribution of Automobiles, An Economic Analysis of the Franchise 
System. Prentice Hall, Inc., Englewood Cliffs, New Jersey, 1961. 

Tused for marketing and finance information) 

Planning Automobile Dealer Properties. Published by Service Section, General Motors Corporation, 
Detroit, Michigan, 1948. 

(Used for activities, facilities; and relationships) 

Pound, Arthur, The Turning Wheel, The Story of General Motors Through Twenty-Five Years, 1908-
19,33, Doubleday,Doran, and Company, Garden City, New York, 1934. 

(Used for history of automobile, dealerships, and General Motors) 

Smith, Philip Hillyer, Wheels Within Wheels, A Short History of American Motor Car Manufacturing, 
Funk and Wagnalls, New York, 1970. 

(Used for history of automobile) 

Sullivan, Ray Anthony, The Automobile Dealer and His Employees. National Automobile Dealers 
Association, Washington D. C , 1966. 

(Used for activities, facilities, and relationships) 

White, Lawrence J., The Automobile Industry Since 1945. Harvard University Press, Cambridge, 
Massachusetts, 1971. 

(Used for history of automobile dealerships and franchise information) 
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PERIODICALS 

"An Effective Background for Auto Sales," Architectural Record. Volume 126, December, 1959, 
pp. 133-134. 

(Used for activities, facilities, and relationships) 

"Automobile Agency in Long Beach California Killingsworth - Brady - Smith and Associates, 
Architects," Arts and Architecture, Volume 82, May, 1965. pp. 18-19. 

(Used for activities, facilities, and relationships) 

"Champion Automobile Salesman, Joe Girard," Newsweek, Volume 82, July 2, 1973, pp. 62-64. 
(Used for marketing and employee responsibilities) 

"Crisp Small Building for an Auto Dealership," Architectural Record, Volume 144, October, 1968, 
pp. 158-159. 

)Used for activities, facilities, and relationships) 

"Lifting the Lid on Autos," Time, Volume 102, December 24, 1973, p. 76. 
)Used for marketing and finance information) 

"Lubry Volkswagen, Mirrored Walls Turn a Brick Warehouse Into an Infinite Versailles for VW's," 
Interiors, by Luss, Kaplan, and Associates, Limited, Volume 129, October, 1969, pp. 136-137 

(Used for activities, facilities, and relationships) 

"VW Sales Under the Trees," Progressive Architecture. Volume 45, March, 1964, pp. 138-143. 
(Used for facilities and relationships] 
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PAMPHLETS 

Arlington. Texas. Arlington Chamber of Commerce, Windsor Publications, Inc., Arlington, Texas, 
1973. 

(Used for site criteria and analysis) 

Arlington Texas, Arlington Chamber of Commerce, Published by Lone Star Gas Company, Arlington, 
Texas. 1973. 

(Used for site criteria and analysis, and natural environment) 

American Motors Corporation; 

A Better Way To Go . . . In Facilities, Space Planning, and Decor. 
(Used for faciiities and relationships," and environmental information) 

American Motors^ A Corporate Profile. 
(Used for marketing information) 

American Motors Corporation Annual Report 1973. 
(Used for marketing information) 

The American Motors Corporation Franchise. Automobile Retailing; A Growth Opportunity. 
(Used for marketing information) 

The American Motors Corporation Franchise. Dealership Facilities. 
(Used for activities, facilities, and relationships) 

110 

^^gy^jgXgjj 
f"ff53 f{ t;ir̂ '• •'r-*̂ -'•" I* ^ 1 

^^^^ififiH»^^^^wMMHiMiiiiiHM«iiBiiii 



The American Motors Corporation Franchise. Excellent Investment. 
(Used for financing information) 

American Motors Dealership Facilities Design Concepts. 
(Used for marketing information, activities, facilities, and relationships, and en
vironmental information) 

Chrysler Corporation; 

Contemporary Style Dealership. 
(Used for activities, facilities, and relationships) 

Dealership Planning Guide. 
(Used for marketing information, and financing information) 

Ford Motor Company; 

Mercury Sales Agreement. 
(Used for franchise, marketing, and financing information) 

General Motors Corporation: 

Cadillac Dealership Building and Lot Space Guides. . • N 
(Used for site feasibility, and activities, facilities, and relationships; 

iJSSS&gs: ^^^—HBMiaiAMitfl 
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Cadillac Dealership Planning Guide. 
(Used for activities, facilities, and relationships, site feasibility, environmental 
information, and technical information) 

Dealerships and New Opportunities. General Motors. 
(Used for franchise information, marketing, financing, and site feasibility) 

General Mo-tors Dealer Sales and Service Agreement. 
(Used for franchise information, marketing, and financing information) 

Oldsmobile Planning Guide. 
(Used for activities, facilities, and relationships, and technical information) 

Oldsmobile Tendem-Type Service Facility With Efficient Equipment Placement. 
(Used for technical information) 

Profitable Dealership Expansion, Published by Dealer Facilities Section, General Motors 
Corporation, Pontiac, Michigan, 1973. 

(Used for marketing information,activities, facilities, and relationships, technical 
and environmental information) 

CODES AND ORDINANCES 

Uniform Building Code, International Conference of Building Officials, Whittier, California,1973 
(Used for building code requirements) 

Zoning Ordinance. City of Arlington. Texas, 1974. 
(used for zoning ordinance requirements) 
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INTERVIEWS 

Mr. James A. O'Connor, Sr., Owner of O'Connor Motors Inc., Lubbock, Texas, October 10, 1974. 

Mr. James A. O'Connor, Jr., Senior Salesman, 0'Connor Motors inc., Lubbock, Texas, Septem
ber 23, 1974, October 10, 1974, October 14, 1974, and November 25, 1974. 

DEALERSHIPS VISITED 

O'Connor Motors Inc., Lubbock, Texas. 

Scoggin-Dickey Buick Co., Lubbock, Texas. 

Frank Brown Pontiac, Lubbock, Texas. 

Villa Oldsmobile Inc., Lubbock, Texas. 

Alderson Cadillac Co., Inc., Lubbock, Texas. 

Don Crow Chevrolet Inc., Lubbock, Texas. 

Turner Ford, Lubbock, Texas. 

Tyson Buick Inc., Fort Worth, Texas. 

Bill MCDavid Pontiac Inc., Fort Worth, Texas. 

Pernell Motor Company,(Buick and Pontiac Dealer), Cleburne, Texas, 

113 



OTHER SOURCES 

Arlington Chamber of Commerce 

Arlington.Tax Office Department, City Hall 

Arlington Traffic Study Department 

Arlington Zoning Office Department, City Hall 
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CORRESPONDENCE SENT 

The following section contains letters written to various individuals and organizations 

requesting pertinent information concerning the programming and designing of an automobile 

dealership. 
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John M. Reeser 
Apt. D-117 
229 Indiana Ave. 
Lubbock, Texas 79^15 
October 12, 197^-

Buick Motor Division 
General Motors Corporation 
Zone Office 
33117 Hamilton Blvd. 
Farmington, Michigan 

GentlemenI 

I am a senior architectural design student at Texas 
Tech University. I am designing a hypothetical Auto
mobile Dealershlp(encompasslng both sales and service) 
for General Motors for my senior design thesis. As 
this^ is to be designed for a realistic and feasible 
type situation, I would appreciate any information 
you could supply on the following 1 

1. Important considerations for a successful 
location of the dealership. 

2. Required facilities and equipment. 
3. Possible suggested arrangement for effi

cient interaction between these facilities. 
4. Information regarding Francnise Agreements. 

I would be very grateful for any information on these 
subjects which you could possibly send me, or any other 
recommendations you feel are Important for a successful 
dealership. 

Sincerely, 

Cl/^-j/^. (^y^L^:i^^ 

ijotiii VI. xieetier 



John M. Reeser 
Apt. D-117 
229 Indiana Ave, 
Lubbock, Texas 79̂ 1-15 
October 12, 197/1 

Cadillac Motor Car Division 
General Motors Corporation 
General Office 
2860 Clark 
Detroit, Michigan 

Dear Slrsi 

I am a senior architectural design student at Texas 
Tech University. I am deslgnins a hypothetical Auto
mobile Dealership(encompassing both sales and service) 
for General Motors for my senior design thesis. As 
this is to be designed for a realistic and feasible 
type situation, I would appreciate any information 
you could supply on the following 1 

1. 

3. 

4. 

Important considerations for a successful 
location of the dealership. 
Required facilities and equipment. 
Possible suggested arrangement for effi
cient interaction between these facilities. 
Information regarding Franchise Agreements. 

I would be very gratefiil 
subjects which you could 
recommendations you feel 
dealership. 

for any information on these 
possibly send me, or any other 
are important for a successful 

Sincerely, 

John M. Reeser 



'ijistku 

John M. Reeser 
Apt, D-117 
229 Indiana Ave, 
Lubbock, Texas 79^15 
October 12, 197^ 

Cadillac-Motor Car Division • • . . 
General Motors Corporation 
Zone Office 
15565 Northland Drive 
.Southfield, Michigan 

Gentlemeni 

I am a senior architectural design student at Texas 
Tech University. I am designing a hypothetical Auto
mobile Dealership(encompassing both sales and service) 
for General Motors for my senior design thesis. As 
this is to be designed for a realistic and feasible 
type situation, I would appreciate any information 
you could supply on thê  followingj 

1. Important considerations for a successful 
location of the dealership, 

2. Required facilities and equipment. 
3. Possible suggested arrangement for effi

cient interaction between these facilities. 
k. Information regarding Franchise Agreements, 

I 

I v/ould be very grateful for any information on these 
subjects which you could possibly send me, or any other 
recommendations you feel are important for a successful 
dealership. 

Sincerely, 

^ . .. -
oonii n . xnjeoox' 



John M. Reeser 
Apt. D-117 
229 Indiana Ave, 
Lubbock, Texas 79^15 
October 12, 1974 

Chevrolet Motor Division • . 
General Motors Corporation 
General Office 
General Motors Building 
304î  West Grand Blvd. 
Detroit, Michigan 48202 
Gentlemeni 

ie^ Sni'^ersltr'^r''^"'?''^^ ̂ f"'^^ ^^^^^"^ ^^ ̂ ^̂ '̂̂  
mobll^ nl r L* / "̂̂  designing a hypothetical Auto-
?or Gene?S'Moto^^'r°"^'"''"-^ ̂ ° ' ' '^''^^ ^"^ ^^^^^^e) 
fhfo f r V ^ ° ^ ^ ̂ "^ ™y senior design thesis. As 
tyje situat?on^'?'^"'?/°^ " realisti? and feasible 
vor.onnr ; ^ """̂ ^̂  appreciate any Infoiaat.un 
you could supply on the following, 

1. Important considerations: for a successful 
location of the dealership. 

2. Required facilities and equipment, 
jJ. Possible suggested arrangement for effl-
h riV^ interaction between these facilities. 
4. Information regarding Franchise Agreements. 

I would be very grateful for any information on f-ĥ co 
subjects which you could possibly send Se.Sr any o^he. 

d::i:r:h?p!'°"^^ ^"^ ' ' ' ' ^'^ ^---^^-^ ^ - TsucLss^uI 

Sincerely, 

John M, Reeser 



T 

U., 

John M. Reeser 
Apt. D-117 
229 Indiana Ave. 
Lubbock,. Texas 79^15 
October 12, 197^ 

If 

i 

w 
Chevrolet Motor Division 
General Motors Corporation 
Zone Office 
800 Northland Tower 
Southfield, Michigan 

Gentlemeni 

I am a senior architectural design student at Texas 
Tech University. I am designing a hypothetical Auto
mobile Dealershlp(encompassing both sales and service) 
for General Motors for my senior design thesisc As 
this Is to be designed for a realistic and feasible 
type situation, I would appreciate any information 
you could supply on the followingi 

1. Important considerations for a successful 
location of the dealership. 

2. Required facilities and equipment. 
3. Possible suggested arrangement for effi

cient interaction between these facilities. 
^•, Information regarding Franchise Agreements. 

I would be very grateful for any information on thesê  
subjects which you could possibly send me, or any other-
recommendations you feel are important for a successful 
dealership. 

Sincerely, 

John M. Reeser 



John M. Reeser 
Apt . D-117 
229 I n d i a n a Ave. 
Lubbock, Texas 79'4l5 
October 12 , 197/j. 

Mrc Anthony D*Lorenzo 
Vice President of Public Relations 
General Motors Building 
Westi Grand Blvd. 
Detroit, Michigan ̂ 1-8202 

Dear Sin 

I am a senior architectural design student at Texas Tech 
University. I am designing a hypothetical Automobile 
DealershipCencompassing both sales and service) for General 
Motors for my senior design thesis. As this is to be de
signed- for a realistic and feasible type situation, I 
would appreciate any information you could supply about 
the following J 

1. Important considerations for a success
ful location of the dealership. 

2. Required facilities and equipment. 
3. Possible suggested arrangement for effi

cient interaction between these facilities. 
4o Information regarding Franchise Agreements. 

I would be very grateful for any information on these 
subjects which you could possibly send me, or any other 
recommendations you feel are important for a successful 
dealership. 

Sincerely, 

6^ 
John M. Reeser 



John M, Reeser 
Apt, D-117 
229 Indiana Ave, 
Lubbock, Texas 79^15 
October 12, 197^ 

Mr. John J. Hartnett 
Regional Manager for Public Relations 
General Motors 
3OO8 Southland Center 
Dallas, Texas 

Dear Sin 

I sun a senior architectural design student at Texas 
Tech University. I am designing a hypothetical Auto
mobile Dealership(encompassing both sales and service) 
for General Motors for my senior design thesis. As 
this is to be designed for a realistic and feasible 
type situation, I would appreciate any Information 
you could supply on the followingi 

1. Important considerations for a successful 
location of the dealership. 

2". Required facilities and equipment. 
3. Possible suggested arrangement for effi

cient Interaction between these facilities, 
4. Information regarding Franchise Agreements. 

I would be very grateful for any information on these 
subjects which you could possibly send me, or any other 
recommendations you feel are Important for a successful 
dealership. 

Sincerely, 

^ohn M". Reeser 



John M. Reeser 
Apt, D-117 
229 Indiana Ave. 
Lubbock, Texas 79^15 
October 12, 197/4. 

Oldsmobile Division 
General Motors Corporation ' ' 
Zone Office 
15565 Northland Drive 
Southfield, Michigan 
Gentlemeni 

TeSh S n i ^ e i s ^ t r ' ^ T ' ^ " ' ^ ' ' ^ ^ ^ ? " ' ^ " '^'''''^^'^^ ^^ ^«^-s m o M l ^ n l o i f ^ ; / "̂̂  aesigning a hypothet ical Auto-
?or Gene?S J S ^ ^ ^ ^ ? " ^ ' ^ ^ ^ ' " ' " ^ ^°^^'^ '^^^'^ ^"<i serv ice) 
t h L i s to hi H°ff ^ °^ ?^ ^^^^^°^ ^"^^^Sn t h e s i s . As 
t y i ^ s i t u a t i o n ? ^ ' ' ^ ? / ° ' ' ^ r e a l i s t i c and feas ib le-
^ o ^ t ^ i / ^ ^ ? S S : : i S ^ : ^"^ information 

;*-s?:??ror??rse2j^?s^,^^^ 
2. Required facilities and equipment. 
J. Possible suggested arrangement for e-ff̂ i-

Sincerely, 

John h. keeser 



'.Uu. 

John M. Reeser 
Apt. D-117 
229 Indiana Ave. 
Lubbock, Texas 79^15 
October 12, 1974 

Pontiac Motor Division 
General Motors Corporation 
General Office 
One Pontiac Plaza 
Pontiac, Michigan 

Gentlemeni 

I am a senior architectural design student at Texas 
Tech University. I am designing a hypothetical Auto
mobile Dealershlp(encompassing both sales and service) 
for General Motars for my senior design thesis. As 
this is to be designed for a realistic and feasible 
type situation, I would appreciate any infor„iatlon 
you could supply on the following 1 

1. Important considerations for a successful 
location of the dealership, 

2. Required facilities and equipment. 
3» Possible suggested arrangement for effi

cient interaction between these facilities. 
4. Information regarding Franchise Agreements. 

I >rould be very grateful for any Information on these 
subjects vjhlch you could possibly send me, or any other 
recommendations you feel are important for a successful 
dealership. 

Sincerely, 

John M. Reeser 



.Ĵ  

John M. Reeser 
Apt. D-117 
229 Indiana Ave. 
Lubbock, Texas 79^15 
October 27, 197/1-

Department of Public Relations , . 
American Motors Corporation 
1^250 Plymouth 
Detroit, Michigan 

Gentlemeni 

I am a senior architectural design student at Texas 
Tech University. I am designing a hypothetic*:)! Auto
mobile DealershipCencompassing both sal-s and S'-rvice) 
for my senior design thesis. As this is to be designed 
for a realistic and feasible type situation, I would 
appreciate any information you could supp]y on the 
following I 

I 
1. Important considerations for a successful 

location of the dealership, 
2. Required facilities and equipment, 
3» Possible suggested arrangement for effi

cient interaction between these facilities. 
/4-. Information regarding Franchise Agreements, 

I would be very grateful for any information on these 
subjects which you could possibly send me, or any other 
recommendations you feel are Important for a successful 
dealership. 

Sincerely 

John M. Reeser 

' W ;̂̂  



John M, Reeser 
Apt. D-117 
229 Indiana Ave, 
Lubbock, Texas 79^15 
October 27, i97it-

Chrysler Corporation 
General Office Building 
12000 Oakland 
Highland Park, Michigan 

Gentlemeni 

I am a senior architectural design student at Texas 
Tech University, I am designing a hypothetical Auto
mobile DealershipCencompassing both sales and service) 
for my senior design thesis. As this is to be aeslgned 
for a realistic and feasible type situation, 1 would 
appreciate any information you could supply on the 
following I 

I 

1. Important considerations for a successful 
location of the dealership, 

2. Required facilities and equipment. 
3. Possible suggested arrangement for effi

cient Interaction between these facilities. 
k. Information regarding Franchise .(Agreements. 

I would be very grateful for any Information on these 
sublects which you could possibly send me, or any other 
recommendations you feel are important for a successful 
dealership. ! 

Sincerely, 

'•^ohn Reeser 



John M, Reeser 
Apt. D-117 
229 Indiana Ave. 
Lubbock, Texas 79/4-15 
October ?7, 197/4. 

Chrysler Corporation 
Sales and Service Training Center "' *' 
26001 Lav;rence 
Center Line, Michigan 
Gentlemeni 

I am a senior architectural design student at Texas 
Tech University. I am designing a hypothetical Auto
mobile DealershipCencompassing both sales and service) 
for my senior design thesis. As this is to be desi'gned 
for a realistic and feasible type situation, I would 
appreciate any information you could supply on the 
following} ' 

1. 

2. 
3. 

/!-. 

Important considerations for a successful 
location of the dea]ershi-D. 
Required facilities and equipment. 
Possible suggested arrangement for effi
cient interaction between these facilities. 
Information regarding Franchise Agreements. 

I would be very grateful for any Information on these 
subjects which you could possibly send me, or any oth.*r 
recommendations you feel are Important for a successful 

Sincerely, 

Kjhn M. Reeser 



\ 

John M. Reeser 
Apt, D-117 
229 Indiana Ave. 
Lubbock, Texas 79^15 
October 27, 197^ 

Ford Division 
General Office 
17101 Rotunda 
Dearborn, Michigan 

Gentlemeni 

I am a senior architectural design student at Texas 
Tech University. I am designing a hypothetical Auto
mobile Dealership(encompassins both sales and service) 
for my senior design thesis. As this is to be designed 
for a realistic and feasible type situation, I would 
appreciate any information you could supply on the 
following! 

1. 

2, 
3. 

/4-. 

Important considerations for a successful 
location of the dealership. 
Required facilities and equipment. 
Possible suggested arrangement for effi
cient inteructlon between these facilities. 
Information regarding Franchise Agreements. 

I would be very grateful for any information on these 
subjects which you could possibly send me, or any other 
recommendations you fî el are important for a successful 
dealership. j 

Sincerely, 

y/ 
'<j o h n ii, Reeser 
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John M. Reeser 
Apt. D-117 
229 Indiana Ave. 
Lubbock, Texas 79^15 
October 27, 197^ 

Ford Marketing Corporation 
3000 Schaefer Road 
Dearborn, Michigan 

Gentlemeni 

I am a senior architectural design student at Texas 
Tech University, I am designing a hypothetical Auto
mobile DealershipCencompassing both sales and service) 
?or my senior design thesis. As this is to be designed 
for a realistic and feasible type situation, I would 
appreciate any information you could supply on the 
following! 

1. Important considerations for a cucccssful 
location of the dealership. 

2. Required facilities and equipment, _ 
3. Possible suggested arrangement for ciil-

cient interaction between these facilities. 
/;. Information regarding Franchise Agreements, 

I would be very grateful for any information on these 
subjects w.hlch you could possibly send me, or any other 
reccm-endatlons you feel are important for a successful 
dealership. j 

I 

' Sincerely, 

M, Reeser 
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John M. Reeser 
Apt. D-117 
229 Indiana Ave, 
Lubbock, Texas 79/M5 
October 27, 197/4. 

Lincoln Mercury Division 
General Office 
3000 Schaefer Road 
Dearborn, Michigan 

Gentlemeni 

I am a senior architectural design student at Texas 
Tech University. I am designing a hypothetical Auto
mobile DealershipCencompassing both sales and service) 
for my senior design thesis. As this is to be designed 
for a realistic and feasible type situation, I would 
appreciate any information you could supply on the 
following! 

1. Important considerations for a successful 
location of the dealership. 

2. Required facilities and equipment. 
3. Possible suggested arrangement for effi

cient interaction between these facilities. 
/4-. Information regarding Fr,anchise Agreements. 

1 would be very grateful for any information on these 
subjects which you could possibly send me, or any other 
recommendations you feel are important for a successful 
dealership. 

Sincerely, 

y/ 
'<rohn M. Reeser 



CORRESPONDENCE RECEIVED 

The following section contains letters received from various individuals and organizations 

supplying pertinent information concerning the programming and designing of an automobile 

dealership. 
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.TANOARD OF THE WOR1.D 

CADILLAC MOTOR CAR D I V I S I O N 
G E N E R A L M O T O R S C O R P O R A T I O N 

D E T R O I T , M I C H I G A N 4 8 2 3 2 

October 23 , 1974 

Mr. John M. Reeser 
Apt. D-117 
229 Indiana Avenue 
Lubbock, Texas 79415 

Dear Mr. Reeser: 

te'lTsluloTcl'gl L 1 o ° r : 1 ' ™ °? " P ^ ^ " " " " ' ^ dea lersh ip . 
General Motors I n ^ ^ l S t e " ' " ™ • ^ ; : " M i e h i g ' ^ l " " " " " ° " " "» 

Very truly yours. 

bb 
Enclosure 

'T. W.Wemier ' ~ '̂  " - - ^ 
Service Promotion Supervisor 

' 



C H E V R O L E T M O T O R D I V I S I O N 

General Motors Corporation 

October 23, 1974 
Central Olfice 

General Motors Building 
Detroit, Michigan 43202 

Mr. John M. R e e s e r 
229 Indiana Avenue 
Apar tment D-117 
Lubbock, Texas 79415 

Dear Mr . R e e s e r : 

b : o U : . f ' n l u : l V a V o ? e : ' " ' " • ' ^"^ = " - • - ' " "^ - > ^ - " « < ' ^y ' » ^ ' - o 

Point 1 - cons idera t ions for a succeaaftil l,̂ r>o*• 
follows: A des i r ab l e location provides ,Uv^^^^^^^ " ' " ^" " ° ' " ' ^ ^ ' ^^ 
and owners of the product .n the a r e t o b T s e . ' d ' T r ^ ^ r ^ ^ - ^ ^ — ^ 
should be so si tuated to have good Wsibxlity bv I h ^ nf ^T^^ ^ ' ' '^ ' '* '^ 
a c c e s s by automobile (for examr^l. i ^. ̂  P""^^'^' ^^ ' ^^^^ ^^sy 

busy freeway ^-thout i : : n : r r r e ' n t " x t t r^Im^T^ ^'"^^^^^^ ^° ^ 
Visibility but poor a c c e s s ) , ^ "* dea le r sh ip p rov ides 

We a r e happy to hav^ been able to a s s i s t vou ;.r.ri «,- u 
with your pro jec t . ^^"* ^ ^ "^^^^ y<>^ go<?d success 

Very t ru ly y o u r s . 

FLS/ndc 
enc losurea 

F . h, Sharkey. J r . , Manager 
Dealer Development Department 

J 



G E N E R A L M O T O R S C O R P O R A T I O N 

November 18, 1974 

Mr. John M. Reeser 
Apt. D-117 
229 Indiana Avenue 
Lubbock, Texas 79415 

Dear Mr. Reeser-

In response to your letter of October 7 9 .̂ >̂-

Guardian Maintenance Business Builder r̂ ast 8 «H.-̂ - ^ 
Planning Automobile Dealer Properties ^dxtxons) 

Than. ,o„ ,„, „,,„, ̂ , ̂ „„̂  ̂ „̂ ^̂ ^̂ ^ ̂ ^ ̂^̂ ^̂ ^̂  ̂^̂ ^̂ ^ ̂^̂ ^̂ ^̂ ^̂ ^̂ ^ 

Very truly yours. 

William DeRoo 
Service Section 

fc 

enclosures 

General Motors Building 3044 West Grand Boulevard 
Detroit, Michigan 48202 



/|s| OLDeiMiaieDLE 
D I V I S I O N O F G E N E R A L M O T O R S C O R P O R A T I O N 

October 31, 1974 

Mr. John M. Reeser 
Apt. D-117 
229 Indiana Avenue 
Lubbock, Texas 79415 

Dear Mr. Reeser: 

and service asree„e„. shoula-aL^e^'^n.tes^SnfirLarir^a!^'^^ 

I trust this information will be helnf,,! o-,̂  J -, , 
thesis. neipful and good luck with your 

f 

KES/jj 
enclosures 

Sincerely, 

K. E. Slabotsky 
Zone Service Manager 

.o. o„,„ . .„„... ,„„„„„,„. „„^ ̂ ,^_ . ,̂^̂  ̂^̂_ ̂ ^̂  ̂^̂ ^̂ ^ _ ̂^̂ ^̂  ̂  _ ̂ ^̂ ^̂ ^̂  ̂^̂^̂  ̂ ^̂ ^̂ ^̂  ̂  ̂^̂^̂  



Ford Marketing Corporation 
Lincoln-Mercury Division 

3000 Schaefer l=ioad 
Dearborn, Michigan 48121 

November 6 , 197̂ 4-

Mr. John M. Reeser 
Apt. D-117 
229 Indiana Avenue 
Lubbock, Texas 79U15 

Dear Mr. Reeser: 

designing WZlZ^^dT^LlZT'T 'T^''°^ °^ 

Mercury Biv'JS.r" '°" " " " " ^ " * '""̂  "'i'*^'* "^ I'l""!-

Sincerely yours. 

Thomas P. Rhoades, Jr. 
Public Relations 



Ford Motor Company 
The American Road 
Dearborn, Michigan 48121 

November 7, 1974 

Mr. John M. Reeser 
Apt. D-117 
229 Indiana Avenue 
Lubbock, Texas 79^15 

Dear Mr. Reeser: 

"Ford Listens" omoeforXSJiing!" "'""* *"= '°^'' '°™«^^^ *° *"« 

Sincerely, 
y 

7 
Patricia G. Bagchi 

Ford Motor Company Listens 

x-jr-cXo 

PGB:j 

-t. 



American Motors 
Sales Corporation 
14250 Plymouth Road 
Detroit, Michigan 48232 

November 1, 1974 

Mr. John M. Reeser 
Apt. D-117 
229 Indiana Avenue 
Lubbock, Texas 79415 

Dear Mr. Reeser: 

We appreciate your request for information concerning our standards 
and requirements in establishing an American Motors dealership. The 
information you have requested regarding facilities, equipment*and 
functional relationships between areas in the dealership has been 
forwarded to you by our Dealership Facilities Department. 

Enclosed is a brochure of general information regarding our franchise 
which I hope will be helpful to you for your senior design thesis. 

The major points of emphasis in establishing a dealership are capital, 
facilities and location. Generally you would want to locate in an 
auto-row area in a growth trend market so you would benefit from both 
customer shopping convenience and visibility. 

Good luck with your project. 

Sincerely, 

R V ^ ; Schuelke' 
Franchise & Project 
Coordinator 
Market Representation 

•ym. 

Attachments 



ra American Motors 
Realty Corporation 

14250 Plymouth Road 
Detroit, Michigan 482J^ 

November 5, 1974 

Mr. JohnM. Reeser 
Apt. D-117 
229 Indiana Avenue 
Lubbock, Texas 79415 

Mr. Reeser: 
f iPttPr I hope that what I have enclosed will be of 

Thank you for your recent letter. I hope tna 
value to yovir thesis. 

T.e Dealership FaciUUes Design C ^ n c ^ 

r r a r f i ^ S T a : e ^ - " v V ^ 
(the number of vehicles per ^ / J ' ^ a t ^ m e " c a n ^^^ ^^^ ^ ^ 
Dealer to sell). There ^^J^"^^^"^^'?" jf;'?ypical dealership equipment. 

experiencing. 

I have enclosed the handout from a recent ^ - e n t a t l ^ n ^o AMC^^^l Je^ep 

Dealers giving them basic '!f.°{-f,^''°" ° \ f ^^r? basic-, however, it is ditficult 
expanding their existing labilities This is J ^ individual dealership 
to determine hatio.^1 standards or criteria that PP ^ ^^ .^igtlng buildings, 

^ ^ ^ ' : ^ , a v S S ^ y Of m V S s and personal preferences. 

^our letter also requested i n ^ ° - , f ^ I ^ S ? n f T ^ e ^ l d e : S " - ' ' 
m general, I would -^^f^^y"" ° ' f ^ ^ ^ ^ ^ of 300 feeFof frontage; however. rgrs^i^/.srnshra^^=3™^^^ 
i t e s t r o r c r S r i : ; ' ' ^ ^ : U a . " ¥ h e y câ n give you first-hand 

information With specific examples. 

American Motors i ^ - r e n U y c - s t r u a i n g a^^^^^^^ 

X'^:^'^orT£^s^"^^^^"«>- - ^ - construction. H you require 

f.>'^:'-
•^^i 

.:.% 



Mr. John M, Reeser 
Page 2 
November 5, 1974 

further information, we would be happy to send you more specific building 
plans for this facility showing the site, the location of the building on the 
site, the layout of the building and working drawings. I hope that the above 
is of value to you, and if you require any further information, please advise, 

/^A<^^^ 
Neil K. Hitz, Manager 
Dealership Facilit ies Department 

/ jm 

Attachments 





DESIGN CONCEPTS 

Efficiency 

This dealership has been desisned to develop the concept of efficiency to its max

imum potential. The ability to function efficiently is very important for a dealership 

of this size, and the physical movement relationships required in the everyday operation 

of this business should stronglv dictate the flow and movement patterns which the designer 

will create. This is quite important for a successful architectural creation because any 

efficiency gained by the employee improves his morale and also increases the amount of work 

he can do in a period of time. As the amount of work increases,.the dealership profits also 

increase. To achieve a most efficient floor plan layout, this designer thoroughly analyzed 

all of the functional requirements of this dealership in order to perceive a lavout which 

would most comprehensively benefit all areas of the iealership. A horizontal relationship 

was created, and it placed th<» central administrative area so that it could have direct ac

cess to all other areas of the dealership. The Parts Department and Service Department also 

needed to have direct access to one another? as also did the New Car Showroom and Sales Area 

require easy access to the Storage Are-' for all of the new cars waitin*^ to be sold. The 

Parts Department and Service Department also renuired an open are^ ^d.iacent to them to which 

they could expand in the future, because g'-owth in thes" areas i'̂  quite probable. The result-

liil 



ing diagram (S'ee diagram A) allowed all of these relationships to take place. The natural 

contours of the site sloped up to a crest at the center of the site and seemed to lend them

selves to a dealership that was designed with many levels. Therefore, a vertical relation

ship diagram was developed (See diagram B) on the concept of bringing the different areas of 

the dealership up closer to each other by placing them at different levels and letting them 

overlap with direct access by elevators. This would be much more efficient than spreading 

them all out on the same level and thus increasing the distance and decreasing the access 

efficiency between the areas. The final floor plans were developed in strict accordance 

with these relationship diagrams. 

Beauty 

Aesthetics is also very important for a successful dealership of the future. A beau

tiful environment not only helps to improve employee morale and the quality of work they do, 

but it also attracts clientele who prefer going to a dealership with a pleasant and exciting 

atmosphere as opposed to one with a poor design and unpleasant physical environment. This 

building is designed to be beautiful on all sides with no ugly rear side as is often cus--

tomary with buildings. It is designed to be a piece of sculpture on its own pedestal, with 

its sharp angular and geometric lines capturing the interest of a potential customer. Not 

only the fact that it is beautiful, but the fact that it is unique and a different experience 

IU2 
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diagram a 
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from the everyday dealership is a good marketing factor, because it helps to draw customers 

who prefer it simply because it is different from every other dealership in town. This aspect 

of supplying a building which was a step out of the ordinary was a very strong request by 

the client for his successful dealership. All designing for this dealership was done with 

a very contemporary approach (another client request) because the dealership is selling a 

brand new product and it is felt that the building itself should help to compliment the con

temporary and innovative expressions of a new automobile. 

Site Development 

The site of this dealership was also developed to achieve the greatest amount of effi

ciency. The relationship diagram allowed an entrance and exit for customers at both of the 

main streets on which the dealership is located. Customers may enter from either Lincoln 

Drive to the west of the site or from Lamar Boulevard to the south of the site. (See Site 

Drawings listed under "Site" in this program for reference to the location of these streets.) 

From here they can proceed to the parking area for new car customers, the parking area for 

used car customers, the service reception area, or the retail parts sales customer parking 

area. They may also exit from each of these areas to either Lincoln Dr. or Lamar Blvd. Em

ployees may enter from either Lincoln Dr. or Lamar Blvd., or at the rear entrance on Polk Dr. 

to the north of the site, and then proceed to their employee parking area. Service vehicles 

II4.5 

MHHiiiiMmMiriM aa 



shall enter from Polk Dr. and customers that are test drivinc automobiles may also exit 

and re-enter at Polk Dr.. The horizontal and vertical relationships also allow the service 

reception area to be located underneath the administrative area so that this receiving area 

in which the service writers determine what needs to be repaired on an automobile is covered 

and protected from rain and inclement weather. Service Department parking is often an eye

sore with damaged cars waiting to be repaired. Therefore, it was placed as far away as 

possible from the street on the parking lot which was also elevated one level above the 

street, thus cutting down on the viewing of this area by potential customers driving down 

the streets surrounding the site. The showroom displays are located so that no matter where 

a person is traveling on Lamar Blvd. or Lincoln Dr., when he looks up he will be able to see 

at least one of the exterior display focal points, i.e., the dome under which a car is re

volving on a pedestal, or one of the two triangulated glass areas which each contain one car. 

The New Car Storage Area is located at street level and is designed so that it can easily 

be viewed from Lincoln Dr. or Lamar Blvd. The Used Car Sales and Storage Area may also be 

seen by potential customers on Lamar Blvd. However this area is set back and is not as 

dominant as the new car displays, because it is of secondary importance to the advertising 

and sale of their most profitable item—the new car. Attractive graphics on the building 

itself immediately inform the customer as to where he should go to receive the service or 

assistance he requires. A new car customer will automatically drive up the large sloping 

lk6 
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curve to the showroom which is the focal point of the dealership. All other departments--

the Service Area, the Parts Sales Area, and the Used Car Sales Area, are obviously labeled 

and immediately let the customer know where to go if he wishes to receive the services of one 

of these areas. The large open area on the eastern half of the site is also owned by the 

client and will be leased to other businesses in the future. 

The Showroom Area 

In designing the Showroom, this designer approached it in the s^me manner he would if 

he was designing an art gallery or museum. Its purpose is to display a design, a work of 

art--the automobile. This area was designed to compliment the carj to pop it out to the eyes 

of the viewers, and make it a pompous center of attraction. The architecture is exciting 

with its forms, yet these forms work to force a focal point on the automobile on display. 

Instead of designing a large open room with several cars lined up in it, this designer 

designed the area so that each car had its o-n space in which to become the single focal 

point. Every car in the showroom is placed so that it can be viewed both in the showroom 

and from a distance away on the exterior of the building. Two cars on the showroom floor 

are angled so that their exterior viewing comes from the service reception area—thus ex

tending new car advertising to service customers also. The Showroom was designed with im

mediate access to the New Car Storage Area by elevator and decorative stairway. The concrete 
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beams in the ceiling of the showroom are radiating inŵ ird and flowing down to form a colon

nade around the elevator and stair (See showroom perspective in slides). This is a design 

element that was developed to stress the importance of the customer going down to the level 

below to see every car in stock on display, instead of ,iust the cars in the showroom. The 

New Car Storage Area becomes an extended showroom in which a customer can see every new car 

in stock without ever going outdoors. This environmentally controlled area also allows the 

cars to stay clean and polished once they are parked in here and put on display. The out

door stairways going down to the window displays of the New Car Storage Area are provided 

for nighttime customers who wish to view the automobiles through the windows after dealer

ship operating hours. A great number of sales are made to people who have come by at night 

and have seen a car that they like. Therefore, this design element is one that also improves 

the marketing potential of the dealership. 

Color Scheme 

The black and white theme of this dealership was chosen in order to give the architecture 

of the dealership an attractive character, and at the same time keep it from clashing with 

any color car. With the stark values of the exact opposites--black and white--interesting 

form relationships were developed that centered on the play between positive and negative 

forms, protrusions and recesses, rough textured concrete and smooth shiny gl^ss. Also this 

lUS 
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theme allows the automobile to immediately become a focal point simply because of its color 

which automatically becomes an accented focal color in the black and white background. 

Lighting 

Lighting for the Showroom consists of a large chandelier which hangs in the center of 

the colonnade surrounding the elevator, and provides elegant, subdued atmosphere, lighting. 

Also, located on each concrete ceiling beam are spot lights on tracks which can be adjusted 

to spotlight the automobiles and dramatically shower them with a bath of light that expresses 

their newness and shininess. There shall be no exterior night spotlighting allowed for this 

structure, except for the lighting placed in the wall behind the projecting bronzed aluminum 

letters which form the sign identifying the dealership as "Parkway Central Pontiac Buick." 

All other exterior lighting shall be provided by leaving the interior lights of the dealer

ship on and therefore flooding the light through the many large glass areas of the dealership 

to the exterior. Leaving these interior lights on uses no more energy than leaving exterior 

lights on, and it has certain advantages. One, the brightly lit interior provides the deal

ership with a vandalism and robbery deterrent. Two, it con+inues to make the display cars 

easily visible from the outside during the night. The light flooding out from the clere

story of windows and large glass entry area in the Service Department will provide the neces

sary lighting to discourage vandalism on any cars waiting to receive service that must be 

pa'-ked outside all night. This concept of lighting also provides an interesting design change 
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for the dealership that again expresses the theme of positive and negative. During the day

time the dealership is a white sculptural form with the darker glass areas, causing an inter

esting play of geometrical forms. At night, with this form of lighting, the building becomes 

a negative and the viewer sees the glass geometrical forms as light areas and the concrete 

walls as darker subdued areas. This concept gives the building two completely opposite and 

exciting images throughout its everyday cycle of existance. 

Landscaping 

No trees or shrubs are allowed at the advertising or display sides of this dealership 

so there will be no interruption of a potential customer's view of the cars as he is driving 

by. St. Augustine grass shall be planted on the entire grounds because it thrives in the 

natural environment of the Arlington area, and merely needs to be mowed and watered period

ically by the five clean-up and errand boys hired by the dealership. An underground sprinkler 

system shall be added to aid in the watering of the grass, A few trees have been added for 

shade around the areas of the dealership where an unobstructed view is not a crucial require

ment . 

1̂ 0 
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MATERIAL SELECTION 

Showroom 

The Showroom floor shall be composed of black terrazzo polished to a very high shine. 

This material will pick up many reflections and give a shiny, shimmering, mirror-like charac

teristic to the floor. Also this deep black floor will look nice with any color (including 

black) automobile that might be parked on it. The walls shall be rough plaster painted white. 

The large glass areas shall be slightly tinted to a smoky grey to prevent glare. As stated 

earlier, rough white concrete exposed bearns shall be located in the ceiling and these shall 

angle down sharply to form a colonnade around the elevator and stair. Tall vertical smoked 

glass panels shall be placed between the columns which form the colonnade, thus enclosing the 

the stairway area except for the entrance to the stair and elevator on the northeast side of 

the colonnade. The rounded partition at the front of each closing office (see 3rd level floor 

plan in slides) which forms a niche for a table and chairs, shall also be composed of verti

cal smoked glass panels (see showroom perspective in slides). 

New Car Storage Area 

This area shall have rought plaster walls painted white, smoked glass windows, and a 

polished concrete floor. It shall have a white suspended acoustical ceiling v/ith deeply 
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recessed black framework supporting the acoustical panels, recessed spotlights, and track 

spotlights. 

Used Car Sales and Storage Area 

This area shall have rough plaster walls painted white, smoked glass windows and a 

polished concrete floor. It shall have a white suspended acoustical ceiling with deeply re

cessed black framework supporting the acoustical panels, recessed spotlights, and track spot

lights. The office area shall have the same ceiling with flourescent recessed lighting in

stead of spotlighting. There shall be coral colored carpeting, soft pastel accent colors 

painted on various walls, and the same style closing office with vertical smoked glass panels 

as is in the showroom. 

Administrative Area 

This area includes the office area, the Customer Courtesy Room, and the Employee Lounge. 

It shall have coral colored carpeting, rough plaster walls painted white with soft pastel ac

cent colors added to some walls in the enclosed offices, and smoked glass windows. It shall 

also have a white suspended ceiling with deeply recessed black framework supporting the acous

tical panels and recessed flourescent lighting. 

Parts Department 
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The Retail Part Sales Area shall have coral carpeting, rough plaster walls painted white, 

smoked glass windows, and white suspended ceiling with recessed flourescent lighting. The 

Parts Storage Room shall have a concrete floor, white plaster walls, and a waffle slab con

crete ceiling with hanging flourescent lighting. 

Service Department 

The Service Department shall have rought white plaster walls and a concrete floor. The 

windows and glass entry garage doors shall be smoked glass and the ceiling shall be concrete 

waffle slab with suspended flourescent lighting. 
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STRUCTURE 

Concrete was chosen for the framework of this structure because this method of con-

struction was the easiest and least expensive way to achieve the angular geometric forms 

expressed by the wall and roof systems of this dealership. Various types of concrete con

struction are used to give the different areas of the dealership different characteristics. 

The exterior walls shall be poured into forms, then sandblasted to give them texture, and 

finally painted white. The radiating angular beams in the Showroom shall be left exposed 

to serve as a design element for the area. All concrete structural framework in the Ad

ministrative Area, however, shall be covered by other materials to give the area a lux

urious businesslike atmosphere. In the Parts Storage Room and the Service Department, 

the concrete shall be poured to form a waffle slab ceilin̂ .̂ In the New Car Storage Area 

and Used Car Sales and Storage Area, the concrete framework of columns and beams shall be 

spanned by concrete "double T's," This roofing system shall then be hidden from view by 

a suspended ceiling. 
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MECHANICAL 

The various areas of this dealership shall be heated and cooled by a central mech

anical system of five zones that are operating from the central mechanical room on the 

first level. Zone "1" conditions the New Car Storage Area with ducts running above the 

suspended ceiling. Zone "2" conditions the Showroom with ducts running under the floor. 

Zone "3" conditions the Administrative Area with ducts running above the suspended ceiling. 

Zone "k" conditions the Parts Department, Employee Lounge, and Mechanics Locker Room, by 

ducts running above the suspended ceiling, except in the Parts Storage Room where the ducts 

are exposed. Zone "5" conditions the Used Car Sales and Storage Area -ith ducts running 

above the suspended ceiling. The Service Department is not heated or cooled by this cen

tral system. It is heated by space heaters which are suspended from the ceiling. It is 

cooled by natural ventilation from-open garage doors and from intake fans located in the 

roof. The Service Department also has a complex mechanical svstem located in the frame

work of its floor system, and a separate mechanical room in the service garage is provided 

for this equipment. An exhaust system is located in the floor with a flexible hose at each 

stall which attaches to the exhaust pipe of an automobile. These fumes are then exhausted 

at the base of the north wall of the Service Garage into the large grassy area. This area 

provides a buffer space where people will not be walking or parking so they will not get 
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hit by a blast of contaminated air. A floor drain system, water pipes with faucets at 

each stall, compressed air lines, hydraulic automobile lifts, and electrical circuits 

with outlets at each stall, are all located in the floor system. The Painting & Drying 

Booths in the Body Shop also have exhaust fans with filters in their exterior walls, and 

these are located on the east wall of the Service Department, and exhaust air out to the 

grassy area located adjacent to it. Again, this provides a buffer area so people will 

not get a face full of contaminated air. The intake fans and filtration system for these 

booths are located in the roof over each booth. 
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SLIDES. 

The following slides show each drawing of the graphic presentation, and various 

view-g of the architectural model of the dealership. 
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