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Gentlemsnt
You would be surprised 1f you knew how much a nsat, atiractivs

display is sappreciated by progressive merchants, This holds good from
Woolworth o Tiffany. So clean and brush up vour show case and arrange
in it attractive, salable accessories. They are your jewals - gat busy
on this propeosition today. With Christmas only three waeks away you

7 can craate a greater demand for accssscriszs,  QOur warwm, soft, precisely

L tailored robes furnish you with a leader,

Drifting along and overlooking good ideas which %111 aild salss
ien't merchandising. For instawvce, sevaeral Packard ownsrs have told us
that saldom, if ever, they received circulars on accessories either with
invoicas or when their car is in for service. They also have told us
that they would prefer to buy accessories from us if they knew that we
had them. Then, too often, they report that they must make the sugges-
tion of sometbing they want. They say the salesman very rarely takes
the initiative.

Wouldn't you rather your organization would operate along
similar lines to the experience that has ccme to all of us: Ws look for
success from the man who sells us a necktie, ton, when we only intended
to buy a shirt. Let's spend our energy thinking of sound ways to sell
more at a profit instead of hunting up "good" reasons for not doing so.

Yours very *truly,

PACKARD MOTOR CAR COMPANY

IDW:B J. D. Wilson
(1800) General Accessory Manager





