FROM PERSCNLL PLA4NE DMISKON OF REPUBLIC aWLTION CORPORATION

DEALER BULLETIN 21 June 4, 1947

HOW ABOUT | T?

In these dealer bulletins that | wite you fromtine to tine, do you want
pretty words and nice pats on the back or do you want ne to give you the real MCoy
on how this selling of airplanes |ooks to ne?

| have a pretty good picture of nobst of you who sell airplanes. R ght now many

of you are pretty nuch upset. Your sales aren’t going too well. You have deposits on
some airplanes but you can't seemto deliver them You have prospects but you can't
close them You' ve had |ots of bad weather — your G 1. school has you a little

worried — your profits fromit aren’'t what you expected — you had a | ot of accidents
this spring. Your insurance conmpany is not as friendly as it was |last year — your

fi nance conpany or your bank is getting very fussy. In short, you have as nany

probl ens as a dog has fl eas.

So has every ot her business man. Your father had just as many in his day. So
did his father. So let’s not waste time being sorry for ourselves but let’'s see what
we can do about it.

| have a nunber of suggestions — not new but as good as noney in the bank if
you follow them They may jolt you a bit and if you are making |lots of noney and
everything is jake with you, pay no attention to this bulletin. If you are in
trouble, read every word to see if you can use these suggestions to your advantage.

SUGGESTI ON. ONE

Call a neeting today of everyone in your enploy. Ask their help in doubling
t he busi ness of your conpany. Tell them nore business neans better and nore secure
jobs for all; nore opportunity for advancenment and better pay. Make everyone feel the
i mportance of the job he or she is doing.

By illustration, say that the life of a pilot may depend om whet her or not the
man on the gas truck safeties the oil filler cap; that the reputation of the entire
conpany depends on the care and consci ence of every nechanic; that a thoughtless
criticismof something you sell may frighten a prospect away; that a tel ephone
forgotten may | ose an inportant charter trip. Show how conpletely dependent you al
are on each other.

Admt frankly that you cannot win the battle for success alone. Ask for their
i deas on how to do nore business. Encourage suggestions and make public
acknow edgenent of each one that has nmerit. Reward initiative with a day off from
work or some nore tangible reward in cash
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Go over with all your group the outstanding features of your principa
products or activities. Tell themthe inportance of loyalty to the products you sel
and di scuss the harmthat |oose talk or criticismdoes in underm ning customner
confi dence.

Regardl ess of his or her job, offer a cash bonus for every prospect for a
Seabee turned in that results in a sale within thirty days. Make sinple generous
rules — have a card filled out and dated — extend the tine if circunmstances warrant —
di scuss each name with the one who offers it to better train your people to become
sal es m nded.

Post nonthly the nanes of any who win cash rewards. G ve your denonstration
pilots a cut on every sale they help close regardl ess of whose prospect it is.

SUGGESTI ON. TWO

Take a fresh | ook at your business. Wal k around with some trusted friend
famliar with other lines of retail selling who can help you see your establisnment in
a new light. Is your place clean and attractive? Do you have a definite routine for
maki ng visitors wel come? Are all your people trained to give strangers pronpt and
friendly attention or do they ignore then? Can your personnel be easily identified or
must a stranger try to guess who to go to for information or service. Train all your
people to snile and keep the way to your own desk clear and easy to find.

SUGGESTI ON. THREE

One Seabee sal e nmeans $750 profit or as much as nost school operators nake on
750 hours of tine in the air. Realize then the value of a real prospect and give him
your conpl ete personal attention. A year ago you had |l ots of Seabee prospects but
nmost of them never got a denonstration because you had no Seabee. Go to your files —
try to find or remenber the name of every person who ever asked about the Seabee.

Revi ew each case carefully — sone nay have given you an order at the old price
and | ater cancelled. Some nmay have wanted a denonstration they never got. Some may
have had a very bad denonstration or may have heard from conpetition that the Seabee
woul d never be produced, etc., etc.

Patiently and systematically go back over each nane — pick the best and plan
your sales canpaign to sell themtoday' s Seabee on the finest denmponstrati on and best
shownmanshi p you can offer.

SUGGESTI ON_FOUR

Have you ol d orders on your books but can’t deliver, deposits but no takers?
Be smart — don't after nonths of silence and negl ect suddenly phone soneone, “Comne
and get your Seabee and bring your check book”. Remenber he gave you that order
nmont hs ago. He was all hot for flying then — he had great plans and real enthusiasm
How he is cold — he has other interests, other plans. Revive his interst — arouse the
old desires — don’t press for actual delivery until you have recreated the feelings
that moved himin the first place. Plan the finest denonstration you' ve ever given
anyone. Invite his wife and children on sonme intersting trip. Seven hundred and fifty
dollars are at stake — be a master sal esman — nmake himglad he waited but eager to
own his Seabee now. Point out all the new features, the confort, the sturdy
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construction, the fun of flying — the thrill of water operation. Make it easy and
attractive — offer himspecial instruction free — offer to help himarrange financing
— even though you have his order and his noney, sell himas you've never sold anyone
bef ore.

SUGCGESTI ON FI VE

Have you made sonme Seabee deliveries already? How | ong since you have tal ked
with these owners? Do they need nore instruction? Does their prop need adjusting? Do
t hey know about draining their hull after heavy rains? Have they negl ected
mai nt enance until they conplain of poor perfornmance? Go to each owner personally.
Invite himto tell you all his troubles, then satisfy himregardl ess of how nuch tine
and noney it takes. Get help fromyour distributor or the factory if you ned it but
stop at nothing until that man is your best friend — then see what he will do for
you. A satisfied custonmer is your greatest sal eman and you pay himno conmm ssion but
if he is not for you, he is working night and day agai nst you

SUGGESTI ON _SI X

Every week nore and nore Seabees are going to work in G 1. schools earning $17
and $18 an hour. Dartrmouth Airways, Inc. of Lebanon, N. H , took in $3,000 in eight
weeks with their Seabee. Many schools are averaging five to six hours a day of flight
time. The Seabee brings nany new students not interested in light plane flying. Many
comrercial pilots want the Seabee to get their water ratings.

Wite WlliamR (Bill) Perry, Seabee Sales Division at Republic for ful
instructions on how to apply for approval of a Seabee Water Rating Course. He will
al so supply you with a conplete course curriculumfor use in your school. Use the
Seabee in your own G |. school and sell it to other operators in your sales area.

SUGGESTI ON_SEVEN

Bob Scheirer, our Sal es Pronotion Manager, sent you sone two weeks ago a
remar kabl e broadside listing all the advertising nmats and special cuts available free
for use in advertising not only Seabee sales but other acivities that are part of
your business — charter, school and service facilities. Ask Bob to send you sone of
these and make yoursel f known in your conmunity by adverti sing.

Look at the letter enclosed with this Bulletin that Wggi ns Airways of
Norwood, Mass., are using to reach all licensed pilots in their sales area. | have
their permission to pass it on to you. Get out a similar letter on your |etterhead,
better still, on a brand new Seabee | etterhead and send out some 50 or nore each week
to a selected list. The response will determ ne how many to send, but plan in advance
every step you will foll ow when you do get an answer. Keep every appoi nt nent you make
- informevery person in your organization of your plans — keep records of every
demonstration. Don't expect spot sales but build up a real prospect list from which
you can count on sales for nonths to cone, assum ng careful and regular follow up

SUGGESTI ON _El GHT

Go to your local banker. Tell himall you have done and all you plan to do.
Ask his advice and guidance. Invite himto inspect your facilities. Arrange to give
himan interesting, safe and sane denonstration of the Seabee. Tell himthat you
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believe that the real noney in operating on an airport is in sales. Ask himto help
you in your financing of your own denonstrator and of your custonmers’ tine paynents.
Make your banker your friend. Deserve and keep his confidence. He can double your
busi ness.

SUGGESTI ON NI NE

Finally go to your |ocal newspaper office. Introduce yourself, if necessary,
to the editor. Tell himwho you are, what you are trying to acconplish for the
community. Ask his advice. Invite himto visit and to fly with you. Make a definite
engagenent and keep it. Ofer to help himin any energency by flying his reporters or
phot ographers to the scene of any special story. Ofer to supply himwi th airport
news of | ocal people and their aviation activities or of unusual visitors who may
come in fromthe outside. Get the habit of dropping into the newspaper office unti
you are well known to all the staff.

CONCLUSI ON
| said in the beginning that none of these ideas are new but they are
fundamental s of sal esmanshi p. They do pay off. They will increase your business. They
are offered as one sal esman to another. | hope you will use themto sell nore
Seabees, for it nmeans nothing for us to nake the best airplane ever offered the
private flier if you do not sell it — today, tonorrow and every day that the wheels

or presses of production turn here at Republic.

Si ncerely yours,

/)r?(’/h-\f/jé? S

Gordon C. Sl eeper, Sal es Manager
(:“‘“Personal Pl ane Divi sion
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METROPULITAN ALHPORT LOGAN INTERNATIONAL ALRPORT BARMES AIRPORT
Norwood, - Mass. Phone: Canton 1060 Boston, Phone: East Boston 4430 Feztfield, Mass. Phone: Westfield 667 Hillsgrove, R.I. Phone: Greenweod 2000

H. I. STATE AIRPORT

Norwood, Mass.

Dear Pilot:

Have you had a demonstration flight in the Republic Seabee? This is your invitation.

For many months everyone -including ourselves- waited to see how this mucn talked-
about amphibian would perform when it finally was produced in quantity. Now, based on
more than 400 hours of flying in our own Seabees and the experience of nearly thirty pri-
vate owners and airport operators to whom we have delivered Seabees, we can say with
confidence--and can prove it—-that the Seabee is far ahead of all other four-place metal

girplenes thus far produced.

The Seabee is roomier and more comfortable than any other four-place ship. Four
people can sprawl about in it so comfortably that long non-stop flights are a continuocus
pleasure.

The Seebee ls faster because it takes you right to your destination. If you can't
find an airport, you can always find a pond, a cove or a river to land on. Travelling
vell over 100 miles per hour, the Seabee actually exceeds the point-to-point speed of
most "high speed" airplanes, because in meny cases, it lands you 10 to 20 miles closer
to your actual goal.

The Seabee is exceptionally safe because its amphibious nature multiplies your pos-
sible landing places many times. Its strong keel and hull can bring airplane end occu-
pants to a safe, quick stop not only on water, but also in marshland, on sand, on rough
ground and across ditches.

The Seabee is more fun, beceuse there is no flying quite so much fun as flying on
water. Those who have never experienced the pleasure of landings and takeoffs on water
heve missed a great deal of the satisfaction of flying an airplane.

The Seabee is less expensive, because no manufacturer has ever before produced an
all-metal amphibien, or any all-metal sirplane offering as much as the Seabee, for ATy —
where near the $6,000 price of the Seabee. Moreover, the Seabee comes fully equipped
with controllable and reversible propeller, and cross-country instrument panel,

But why read about it when you can fly it and see for yourself? If you are not
conveniently near a Wiggins base, drop us a line and we will give you the name of the
Republic Seabee dealer nearest you.

Cordislly,

NIGGINS AIRWAYS

Frederic S. Tobey
FST/gh Sales Manager

DISTRIBRUTORS OF AIHPLANES AND ACCESSORIES .« GCOYERMNMENT APPROYED FLIGHT sCHOOLS « BEPAIRD AND OVERHAUL
MAMUFACTURERS OF AIRCHAFT ACCESSORIES # CHAHTER S5EHYICE +» RENMTAL SERYICE * AERIAL PHOTOGCRAFHY



