


Carloads of Corvans and Greenbriers leave Flint Assembly Plant for dealers in New York Zone. Shown left to right
are W. L. Mosher, Jr., Regional Plant Manager; W. M. Dillon, Traffic Manager, Flint Assembly Plant; J. E. Conlan,
Asst. General Sales Manager, Commercial and Truck; H. Andersen, Manager, Commercial and Truck Dept.;

T. M. Schooley, Manager, Flint Assembly Plant.

Prior to the ““‘Corvans by the Carload’ promotion,
sales of all makes of trucks in the Corvair 95
class averaged about 400 units per month in the
New York Zone. Corvair 95 sales averaged only
about 70 units per month, less than 18% of the
market in this weight class.

By selling dealers the Right Mental Attitude to-

ward Corvan sales, the New York Zone achieved
an outstanding record of 256 Corvans sold dur-
ing October alone, the first month of the
‘““Corvans by the Carload’ promotion. With this
strong impetus and continuing dealer enthusi-
asm, Corvan sales for November and December
are expected to be even better, setting new
sales records for the New York Zone!



HERE’S WHAT THEY DID...

“Corvans by the Carload’ pro-
motion moves into high gear as
carloads of Corvans are received
in New York Zone. K. H. Eckles
is shown driving first unit of ship-
ment down unloading ramp.

Organization meetings with
Zone personnel were conducted
by K. H. Eckles (standing), Zone
Manager, to review Corvan prod-
uct and price position, and to
set "‘carload’ objectives for the
Corvan promotion to each of the
seven districts in the Zone. Dis-
trict managers then moved out to
sell RMA (Right Mental Attitude)
to dealers and to accept dealer
orders for Corvans.

Numerous meetings with dealers
were held throughout the Zone to
help build the Right Mental Atti-
tude and to discuss sound Cor-
van sales strategy. Big A (for
Assign) was keynote of meetings
in which dealers were urged to
assign Corvans to individual
salesmen. Dealers from the
counties of Manhattan, Brooklyn
and Staten Island met at the
Americana Hotel in New York
City. Circled in the photograph
(left to right) are B. A. Koether,
Atlantic Coast Regional Mgr., K.
H. Eckles, New York Zone Mgr.
and R. R. Sheehan, Regional
Truck Manager, Atlantic Coast.



The Bronx-Queens dealers attended a meeting con-
ducted by R. E. O’Brien, City Manager (kneeling, right
of poster), at the International Hotel in Jamaica, New
York. A unique aspect of this meeting was that all
dealersdrove tothe meetingin Corvan demonstrators,
indicating the tie-in of this national promotion effort
with their ““Corvans by the Carload’’ promotion.
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An important part of the ““Corvans by the Carload”
promotion was the competitive comparison meetings
for dealers and salesmen. Pictured below are men
attending a session conducted by A. C. Nahrwold,

Shown below is a cleverly arranged folder sent to
dealers and salesmen which stresses the special
importance of contacting prospects and demonstrat-
ing Corvans. Other promotional devices—‘‘flashes’
sent to dealers, meeting cards and banners, RMA
buttons—were used to help keep enthusiasm at a high
level throughout the Corvan campaign.
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Asst. Zone Manager. ‘‘Live" trucks were used with
emphasis upon the Corvan vs. Econoline Van compatr-
ison. Summaries of competitive advantages were dis-
tributed to dealers and salesmen for handy reference.
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