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This Basktel Supplaments
THE SUDEFILW
MORE SFILING NEEDED

which i part of the

CHEVROLET PRODUCT TRAINING KIT

cormn 1945
cHevRoLET MoToR DSON
AL HOTORS CORPORATION



IT TOOK

AGGRESSIVE SELLING
TO PUT CHEVROLET IN
FIRST PLACE DURING
TEN OF THE LAST ELEVEN
CAR PRODUCTION YEARS

More
AGGRESSIVE SELLING
IS NEEDED
TO KEEP THAT
LEADERSHIP!

{CHEVROLET/

LHIVROLY/




7 Qj TO SELL EVERY
i PROSPECT

TO SELL

EVERY PROSi’ECT oN CHEVROLET'




ROSPECT 1946 CHEVROLET!

N 1ER . SELL APPEARANCE

§ Convince every prospoct that the
new 1944 Chevralnt is “Tha Baouly
Laadar.”

SELL ENGINEERING

Bucked by Guneral Moton’ vot e
sourcos, and point oul that every
enginooring impravamaont is tested on
the Qaneral Metars Praving Ground.

SELL RESEARCH

And tha foct thet Chevralet hos full
banafil of Ganaral Moters unegualled
/ research ond experimentol focilifies,
N
SELL LEADERSHIP

at is proved by the fact that there
are more Chevroleh on the road
teduy than any ofher make.




WHEN THE PROSPECT ASKS . . . © WHEN THE PROSPECT SAYS . ..

@ When Can | Get a New Car? ® | Can Get Another Make
Give o straightforward anwar based on a l.of Oﬂl.(kﬂ'

(1) tha rata at which cars are being re-
eeived by your dealership (2) number of
orders accepted (3] delivery plan in effect

al the fime.

® How Much Will You Allow ® I've Got To Have a Car
on My Old Car? 1 RIGHT NOW!

Sell the prospect on reconditioning his pres-

Find out what make he has in mind . . . ond
then bear down hard on the Chavrolst ad-

vantages he wouldn't get in the other car,

Whila an isal is bei d i
: 2 “RFLGIEs] Wio8Eg, Made; oo ant car, of parhdps trading it in on a good
finum selling Chevrolet advantages! Answer |

the prospect’s objections and sell the |

appraisal.

vsed car whils he's waiting for his new
Chevrolet,

Than you'ra ready to dlose the sale.




OUR SUCCESS
IN 1946

DEBENDS ONJ/BLU WE SELL

OUR PROSPECTS ON /¢, /

dllﬂw WE SELL OUR
PROSPECTS ON

HEVR



