B~ T R

THE

S EM I -

,1lliiniiru LY

ACCESSORY PROMOTOR

INCREASED SALES AND PROFIT WILL RESULT FROM

Knowing your product, your hiarkel-;Eﬁective display — Increased furnover
PACKARD — Convincing your customer by talking results in terms of his desire
APPROVED — Directing your efforts by a definite sales plan.

ACCESS50RIES
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Attention:

Gentlemen:

193} figurss for forty-four Desalers {nct Distributsrs) shows:

Accessory Sales of:1  $592,170.56
" Gross Profit of: $188,281.46
Care Delivered: 2316
Accessory Sales per car delivered:  $255.69
1 G.P‘ 1" 1" 1" : Ul oA,

The smallest of these Dealars delivered ten carsy the
largest 320.

Digtributers

(11 thes above sales figures include oil and grease).

Thess are worth while, commsndable and profitebls results.
ey certainly show accsssories were z0ld in voluma in 1931, and must
mean the appearancs, wtility, comfort or coanvenieice brought by Packard
Approved Accessorias count with Packerd Owpers. The esgsntial proce-
dure is to know that each of your owners know what you have that would
partvicularly appeal to him,
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Lo mors serious

If sach ¢f you are wllling to give a i
, the rasult should bs

1
- L. F. 4 oy e o oy MM einocae 4 1O%
attention tu your own accessory pusiness in 1932
gven more profitabls business.

Yours very truly,

PACKARD MOTOR CAR COMPANY

IDW:EB J4 D, Wilson
.@eneral Accessory Manager





