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The most productive time for a
salesman is when he is face to
face with the prospect and the
deal is being closed. All other
efforts are but in preparation for
the closing or in hunting suspects
who may be prepared.



The aggressive salesman is
therefore the man who develops
constant sources of prospects so
the major portion of his time
may be devoted to closing rather
than hunting purchasers.



It is as important that you keep
your prospect files crowded to
capacity as it is for the factory,
behind you, to keep you amply
supplied with merchandise.



You cannct enjoy any great velume or profit if your source |
of prospective purchasers is allowed to dwindle.




stocked with
“material” if it is to maintain or Increase its production
schedule. Aggressiveness is the cnly solution.




This fillm has been prepared to

visualize, for you, various sources

of prospects; how to develop

themn and why they are essen-

tial to increased and continuous
sales.
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§ A new car owner is always proud of his
and demonstrates its appealing feature
and acguaintonces. Thus others are made n

and desire for ownership is arouse
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rF!.r.t aggressive. Keep an active list of new owners. Follow
— - therm up systematically
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your calls on new owners inquire whether every phase |
= {
of his purchase is satisfactory |
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| You will find it profitable

to continue selling the new

owner on your products, your firm and yvourself. It
will net yvou increased businezs.
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Secure the names of those
friends and acquaintances to
whom the new owner has been
demonstrating his car. Cash in
on the selling he has been doing
for you in his neighborhood.
That’s being aggressive.



Iy sold, carefully
fed-up and kept sold, establishes a
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f it is giving satisfoction make a few suggestions on care |
and operation. The advisability of occassional inspections

in your service department is alsa in order.
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”I-I_IF there is some dissatisfoction wyour call will be doubly
Y beneficial. It gives you an opportunity to correct wrong
_i-u! irmpressions and moke satisfied customers. lmany event
x "i you can lead up to the question of prospects
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With a few diplomatic questions
you can learn something about
the neighbors and their cars - -
how long they have had them
- - the trouble they are having - -
their financial position and end-
less valuable information.



Methods of securing prospects

such as we have shown, will

place you, if you are aggressive,

in line with a volume of new

business which you can enjoy

only through constant personal
contact.



Properly planned and conducted interviews with old owners |
[ will establish another invaluable “out post™ - - a source of
| prospects for your future business file
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| The independent neighborhood garage owner and his |
migchanics know is in the maorket for a new car.
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"Hlass (s oy name, Il'm
the Willys.-Overland
represenialive

this neighborhood"

i
i
L5
L
L)
E
=)
T
. »
o
n
T

19 ¥ 9 e

LR

A
P ELE L LE LBl LR R B )

an dacquaintance and contact with the garage Eﬂ:’
CWner In your Lgrritory. i




Make a legitimate, clean-cut,
proposition to garage owners
regarding prospects they might
furnish. Place them in the posi-
tion of sales representatives
for you.



e of ong r

cidering o new car., He agreed with me that

re-Rnight TO-B is a good buy. | suggest you call an him




The aggressive salesman care-
fully cultivates “tipsters” similar
to this garage owner. Such
information places you in direct
contact with likely buyers. Repair
men and mechanics know of
such people. Add them to your
list of “out posts”.
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Make the same contact with battery station proprietors
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Arnd the tire shop operator is alsg in contact with owners
wiho are ||?-'.c|:,-' prospects For Wi ¥s "':_r'llgh'.'_- ar Whippets
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Proper cultivation ond oggressiveness will put the gasolineg
station operators on the alert for suspects whom you can
convert inta live prospechts




The realtor knows persons who have sold property and

cleared o substantiaol margin of profit. They also know

families who have moved to suburban districts and need
additional tramsportation - - a second Car




Fut “tipsters
plants. They will
Wil




Manage and develop your terri-
tory just as the successful Sales
Manager operates the activities
of his force. Be constantly alert to
every possible sales opportunity
whether it means an immediate
sale or future business.
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Direct your selling activities. Aim
with a definite purpose. Keep
ample material in your prospect
file. The aggressive, successful
salesmnan does not wait for the
“breaks” -- he makes them.
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