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We’re back in the business
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LET'S GET IT BACK
INTO CIRCULATION

THE MORE PEOPLE WE SELL ON
US, THE MORE CARS WE'LL SELL!
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A PROSPECT q Y
is a person who =

has NEED of our
product and has
the MONEY or I"lle
with
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“Jeday MORE PEOPLE

have the need!

...andd. MORE PEOPLE

have the money!



PROSPECTIVE BUYERS

B w,'l,l BE SHOPPING
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to Sell Them
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SIGNED ORDERS
aze our BIG OBJECTIVE
Bud THEY DON'T MEAN SALES!
Pnless YOU CAN GET
THE CUSTOMER TO

WAIT FOR DELIVERY!

@ to overcome today's
tendency to drift away
from long-standing brand
loyalties.

@ to combat the influence of
"'Share-the-Ride” drivers
of other cars on Chevrolet
owners.

@ toregainthe confidence of
the Chevrolet owner who
thinks the vpkeep of his
old car is running tee high.

@ s0 every one of your
customers can talk
Chevrolet to his friends.
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