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This film will show you the

advisability of putting forth an

extra effort to secure a greater

number of sales during the
winter months.



If you will follow, develop and

apply the suggestions herein,

your efforts will be rewarded
with increased profits.



In the surmmer an automobile is g convenignce
but in the winter it is @ necessify.
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Time was when with the first chilled breath of fall, the

family car "hibernated.”






When this condition existed, it
was true that the demand for
motor cars was indeed
seasonabile.



Time and engineering development howve brought about a
new method of merchandising mator cars.




Today finds a constant demond for gutomotive transpor-
tation. Autormobiles are universally occepted as a ukility
which knows no segson
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To enjoy sustained sales, how-
ever, there MUST be a season-
able selling method, one which
has seasonable influence and
appeal. The chief difference be-
tween selling automobiles in
summer and winter is this - - -






reation provides anothe tural appeal which

stimulate your business during the summer.
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about a certain amount of almost veluntary business
b during the summer rmonths. "




The many desires which ac-
company the summer season
arouse motor car desire in the
minds of many. Sales are al-
most inevitable and it depends
largely on your ability and ag-
gressiveness as to whether or
not they will buy your
automobile.



When wmter comes, however,




While a uniform, well established

sales procedure should be exer-

cised the year around, there are

certain phases of selling which

are more effective and appeal-

ing in the winter. Observe what
some of them are.



net wunpleasant in bright, warm weather., On
| the contrary, it is enjoyved by many. The office worker
' craves the exercise it aoffords. )




reeable weather, the |
ght ! individual transportation

be constantly at his command, |
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desires for a pe 1al car are stimulate
: raw, cold days of winter. Thus the argument for

cond family car arises



And the Ffarmer who haos been content to drive an ;:-p::-ﬁ_l
model is more easily sold on closed car comfort in the Ffall
and winter months.
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These children need no transportation facilities in Fair
weather - -
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weather a child’'s health must be guarded
pnr‘n..r'.._ﬂl protechion opens the way o man)
sales apportunities




Closed car comforts and con-

veniences are appealing to your

prospects the year around, but

in the winter is when they

need them most. Acclimate
your selling methods.



Many people in your community rely on public transpor-
tation facilities. And they do not thrill to long waits in cold,
| disogreeable weather. THESE ARE YOUR PROSPECTS.




Concentrate your selling efforts

in the fall and winter on out-

lying districts, suburbs, addi-

tions, etc. These are fruitful fields
at this time of year.
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Public conveyances in the winter ore crowded, congested,|

unsatisfactory. They only help to convince your prospects
on the convenience of independent, individual transportation.




would yvou choose - - the street car or a personal car?




Draw these comparisons for

your prospects and use the

seasonable appeals inspired by
winter.



Doubtless you salesmen are say-
ing to yourselves, “Fine, but how
are all these facts going to
help us sell more automobiles?”
We have shown you the appeals
provided by winter and now
we will suggest their application.



Many prospects are hopeful of using transportation provided i
by these old cars which have already served their purpose. |




It is your job, as salesmen, to
prove where these old cars
might not give dependable,
economical service when their
owners need it most.



Emphasize the Foct thaot your pre
fail under the strain of anothes




If your prospect offers resist-
ance by stating that an over-
haul job will put his car in
dependable running order, do not
hesitate to show him how he
cannot afford such an unwise
investment.
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ong can allord Lo experignce tire trouble in the
jure new tirgs for yvour prospect’s old car ot o

price of %1500 each




Point out for your prospect the
fact that if he wishes to realize
the greatest possible trade in
value on his present car that it
should be repainted. This means
an additional investment of
approximately $30.00.



further by show

haoul job to put his car
winter will




lkegmize the repairs, adjustments, replocements and main-
tenance of your prospect’s old car and show him in black |
and white that it will cost him a considerable sum to drive |

his through-out the winter. j
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Having represented the coming winter months as months |
of constant expenditures on his ald car. start then b3 im-
press him with the advantages of a new Willys-Knight h




Point out for your prospect that
the sum invested in his old car
could be more wisely invested
in a new one which would bring
him dependable, comfortable
and economical transportation
for many months to come.



All the modern and advanced improvernents offered in our
products will make a powerful appeal to your prospects who
are relying on ofd car transportation this winter !




NOW is the time to contact the

owners of old cars and offer

them the relief and convenience

provided by Willys-Knights and
Whippets.
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Instead of looking upon winter

weather as a limitation to your

sales possibilities USE winter
weather as a sales aid.
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| Your personal expenses and the expenses of your f—
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| dealer are NOT reduced in the winter so why
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A product used every month in
the year by millions can be sold
every month of the year. Get
your share of this winter’s
profits.



Make the coming months the
most profitable in your
history.
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