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SELLING
TO YEAR-END
BUYERS



Use these apecial, methoda
OF OVERCOMING A
PROSPECT’S INTEREST IN A
NEW COMPETITIVE MAKE

It would make a difference

it
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would make o difference in his down payment.




YOUR DEAL anc

right now.

I can't remember getting
the color | wanted

.un your prospect about the limited selection of
models, colors and equipment available during
early new model production. “I can't remembor
getting the color | wanty




YOUR PRODUCT

ALL-OVER NEWNESS

o 1
Sell the Motoramic Chevrolet for all it's worth.
Point out Il newness that d

off in a single year. Sell your pr

rolet's economy, dej ty and durability.

WA TASTE .
OF OWNERSHIP 7




USE THESE
PRINCIPLES OF

BASIC, TIME-PROVED
CLEANUP SELLING

.KNOW WHO ARE YOUR BEST PROSPECTS FOR
YEAR-END SALES

() The deal-conscious buyer who's affer a deal—
a car at the lowest possible cost.

(b) The fall-income buyer who's in his by
cial shape around model change-over time.

finan-

.KIIOW WHERE AND HOW TO FIND THE BEST
PROSPECTS FOR YEAR-END SALES
(a) Check through your satisfied customer file.
(b) Set your “bird dogs” loose.
() Go back over your dealership’s sales records.
(d) Check through past appraisal records.
{e) Run through your registration lists.

.KNOW THE BEST WAYS TO SELL TO YEAR-END
PROSPECTS

() Sell yourself, your product and your dealer-
shij

(b) Sell Chevrolet's quality and exclusive features
in the showroom or on a demonstration ride.

(©) In the closing room sell Chevrolets four-way
economy—lowest first cost, lowest operating cost,
lowest maintenance cost and high trade-in value.
(d) Most year-end buyers are time buyers so spell
out your deal in terms of small monthly payments.






