-__'.l""
.
-
AT C AR | iy

k-
A6

o
o
b

s
NEE .‘;I"I"

w
=
P>
<
O
c
=)
<
[
m
=
N.
:
3




WHY 1940 WILL BE YOUR
MOST PROSPEROUS YEAR

by
J. A. EWALD

General Manager

THE NEwW YEAR is still in its infancy.
Yet there already exist certain definite
and distinct signs that unquestionably
assure us of a remarkably prosperous
year for Avon Representatives.

What are these signs? Well, the first
campaign of 1940 is a good barometer.
Reports received from all sections show,
with few exceptions, that Representa-
tives everywhere are getting off to an
early start. These reports also show
substantial sales increases, and this
means greater earnings for you.

Of course we are greatly pleased, but
we are not surprised. Avon Representa-
tives realize more than ever that their
work affords them an opportunity to
enjoy a good income every working day
of the year. And they depend upon it.
They also realize that they can depend
upon us for complete cooperation.

Looking back over the campaigns of
1939, we find many instances where
you have received practical procedures
on what to do and what to say when
conducting your interviews. Thus you
have been able to approach your cus-
tomers and prospective customers with
every degree of confidence. In view of
these effective sales methods you will
agree that you are now equipped to do
a better selling job in 1940. And I can
assure you this same policy of helpful
cooperation will continue.

Considering these facts, you will
agree with me, I am sure, that 1940
will be the most prosperous year by
far that Avon Representatives have ever
known.
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I THINK there are few people who are too sure of themselves. Among
those whom I have known, and know now, there are at least ten who
are inclined to self-consciousness and who under-rate their ability, to
every one who is an egotist.

But, even so, I do not think the ratio of one to ten is regretful for
the reason that there is little help for an out-and-out egotist. To him
it would mean taking something out of his personality—going back-
ward instead of forward—if he were to attempt to hold himself down'
and shine less among other men. But there is so much that the timid
and unsure person can do. I have seen many of them change into
strong, straight-forward personalities who were able to face any
situation without hesitancy, and grow in business until it was almost

unbelievable.

The beginning point for such growth and change is merely simple
faith—in yourself, in your work, and in the way you do things.
There can be no other beginning. But when this bit of thinking is
applied to self-consciousness it gradually disappears.

Let's think about you, your work, and the way you do things.

You. How do you affect people? It is your disposition that will
largely decide this. If you're pleasant, and if you're able to hide
slight displeasures (like not getting an order when you expect one),
you're pretty apt to be liked. Personal good grooming counts in 4
big way on the affect you have on people, too. If you're clean and
neat and you show skill in your use of cosmetics, it will help greatly
to build up a high regard for you. This is true of all women today:
and it is especially true of anyone who works with cosmetics.

Your Work. Is your attitude ever apologetic when you call and
ask someone to buy? Don’t let it be. You're selling the finest of
cosmetics so act as if you're paying the person a compliment when
you offer Avon merchandise to her. Beware dropping into ways that
some will interpret to mean “You don't want this, do you?” Your
esteem for your work will build the same feeling in the customer’s

mind.

The Way You Do Things. No other person's ways will exactly
fit you, so just develop your own. The way yox knock on a door, the
way you smile, the way you speak, all are you. Of course these things
can be changed so that they become more appealing, and you'll dis-
cover it and make those changes. You'll grow. But never be like the
little brown wren who tried to copy the parrakeet’s feathers and
ways, and made such a sorry mess of it, when she could have been
such a charming brown wren.
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WITHIN THE LAST MONTH a letter came in asking for
information on the subject, “Why Women Should
Wear Cosmetics.” It was written by a young woman
who uses Avon Products and who asked for our as-
sistance when she was requested to make a talk. From
our cosmetic house 53 years old I did not have anything
at all to send her. I suddenly
realized that I never had writ-
ten a line to convince women
that they should use cosmetics.
For a considerable number of
years everything said about
cosmetics has been of the in-
structive nature—Aow to use
them—for it is generally ac-
cepted that all women are
thoroughly sold on the idea
that cosmetics add much to
their appearance, poise, and
enjoyment of life.

Even though a few women
may not use cosmetics, it is
because they think they look
better without them, because
their work demands that cos-

metics shall not be worn, or Ihe little close-fitting felt hat and sturdy coat thiy
}

through a couple of winter seasons. Her bair looks alive and i,
eyes are clear, and she i animated

that the}? do not approve of weatly dressed, ber skin and

ample of what our cosmetics will accomplish when used
regularly and correctly. I am always glad to get these
letters, for I know the enthusiastic spirit in which they
are written. Some Representatives sell face powder with
little effort because Avon powder makes their skin look
s0 lovely, not a few sell Avon creams and lotions for the
same reason, and many, many
Representatives sell Nail Pol-
ishes, Hand Cream. and Per.
fumes through their personal
use of these things. Without
a doubt the impression that
an Avon Representative makes
decides in a pretty large meas-
ure what her success shall be.

It the Representative has a
clear, smooth skin, if her make.
up is 3kil|fuIl}f applied, if her
nails are well manicured, if
her hair is healthy looking
and neatly dressed, doesn’t it
follow naturally that a cys-
tomer will notice these things?
She will be much more likely
o discuss her beauty prob-

Representative - "OMM hose an.-
. 15 wearing will stand all einds of stormy weatber and look well lems with a woman whose i
Some such reason. It is not

pearance 1s an out-and-out tes-

yes . timony to the fact that she
: g bout the beauty problem she is dis cussing. No wonder she hold y
cOsmetics for friends and relg. “7°% 7€ beauty proble 5 0 wonder she holds

tives, or that they might not
use them themselves if they happened to be living a
little different sort of life. Cosmetics is a subject about
which women in general are entirely open-minded.

Itisa good thing to have this idea well in mind when
you make your calls durin

Paign when ey Speci
lated to 5 26

are far more appealing,

More Than One Way to Sell

Very often 2 Representative writes to Avon telling
Pﬂ‘i'-; her customers have been €ncouraged to buy Avon
roducts because the Representative is such a good ex-

her cuitomer attention like this

knows how to care for her

skin, hair, and nails—how to
make the most of her looks.

It 1s true that many Avon Representatives begin sell-
ing when their budgets are extremely limited. But this
need hold no fears, for your work does not demand
anything that would reflect riches. Rather, what you
need is cleanliness and neatness to the extreme, plus a
measure of good taste. Tailored or semi-tailored clothes
always are the wise choice for a woman in business.
Not only do they look trim and appropriate, but they
wear well. As to cosmetics, every Representative can be
one whose face, by its appearance of good grooming,
can help her to sell. If you haven't already mastered the
art of skin care and make-up, you may be sure that with
just a little effort you can join the great group of women
who have. Remember that a face can’t do it all—alone.
Cosmetics give the help so necessary today.
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Two of the most common winter prob-
lems are dry hands and brittle nails,
and colds and sore throats. So Avon
has timed its Specials so that you have
helps for these problems, can easily at-
tract customers, and make big sales.

Be Ready with Real Advice

Suggest to your customers that they
be easy on their hands by doing their
work in the ways that will be least hard
on the hands, for emergency treatments
won't transform a pair of red, rough hands into those
which look as if they are gloved in silk. Only the habit
of regular daily care will. The complaint that is most
often heard is that of constant roughness, and when
investigated it is found that the skin has been robbed of
its natural oils by very hot water, exposure to cold, the
use of dry-cleaning fluids, strong soaps and cleansers,
and hasty drying of hands. Women run out gloveless
in the crisp morning air. Thoughtlessly they fill the
dishpan with water so hot that it makes their hands
beet red.

Suggest Avon soaps for household work as well as
the toilet, for they are gentle soaps that will not dry
and irritate the skin. Rubber gloves are essential when
using a dry-cleaning fluid, and with a little practice a

THE AVON OUTLOOK
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woman can learn to perform many of
her daily tasks in them.

When any piece of household work
is finished, the homemaker should wash,
rinse, and thoroughly dry her hands,
then reach for her tube of Hand Cream.
It takes less than a minute to smooth
a dab of Hand Cream over the hands.
and give them a few firm massage
strokes. I've timed it

When You're Asked About Brittle Nails

Brittle nails are a result of dryness, as a rule, though
ill health may be the primary cause. When the illness
is only temporary, the nails will recover their supple-
ness quite readily if they are given good care; when
dryness is the only consideration, correct care can be
depended upon for overcoming the trouble. Avon Nail
and Cuticle Cream is a lubricating cream made espe-
cially for nails and cuticle, and when used regularly
and correctly it is definitely helpful. It should be mas-
saged under the cuticle for five to ten minutes every
night at bedtime—no hasty dabbing it on without work-
ing it under the cuticle. Avon Hand Cream should be
worn during the daytime, and Nail and Cuticle Cream
applied after each manicure or change of polish.

Antiseptic to Ward Off Colds

In every family the subject of preventing colds often
is discussed, and any easy, effective suggestions in this
direction are readily put into use. Then, right at the
time when colds are most prevalent, you will arrive
with Avon Antiseptic at Special Price. Tell your cus-
tomers how Antiseptic often wards off sore throat when

it is used regularly as a gargle, how it is a soothing

and healing nasal spray when properly diluted. You

have a product that will sell in practically every home
where you call if you talk up these uses for it.

Never before has Antiseptic been offered at Special
Price at this time of year, and no doubt your sales of
it have been very good, but think what you can do with
it this year. It is an excellent product, and you can make
many dollars from your sales of it.

New Hair Tonic—First Time Special

We want to call your attention to another important
Special—new Avon Hair Tonic. This product has met
with outstanding success, and all the satisfied users of
it will buy one or more bottles at the Special Price.
More than this, you can sell to many, many new cus-

Page Four

tomers—people you haven't introduced the new Hair

Tonic to before, or those who haven’t had money to

buy it. There is real money in store for you with this
Special if you are sure to let everyone know about it.
See page 8 for selling facts on the new Hair Tonic.
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BIG THINGS IN STORE—SUPER-SPECIAL IS REPEATED
Again—One Tube of Hand Cream #o Every Customer for only 10¢

While winter winds blow, and hands are rough and un-
comfortable, you have another opportunity to build big
orders with Avon Hand Cream. Every person in your ter-
fitory—women, men, and young boys and girls—will want
a tube of it at the extremely low Super-Special price. They

will be willing to give you good orders so that they can
have it.

Read These Four Important Points That Will
Help You Earn More Money

1_ Be Sure You Get Good Orders

Again we urge you to insist that every customer give
you a good order before you let her have Hand Cream
at the Super-Special price. Show her through the Cata-
log, and show her the Special Price Sheet, and she will
be sure to find one or two additional items to add to
her order. You earn your commission on the entire
order, except Hand Cream, and when you encourage
larger orders, you make far more money

2_ What Is a Good Order?

You know what a good order in your territory
dmounts to. We don't attempt to tell you. You have
to consider each customer — how much money she
usually has to spend with you. Be sure that what she
orders during this campaign is a good order from her
viewpoint, and yours. No doubt she will be willing to

add at least one item to obtain the long-lasting, effec-
tive Hand Cream almost a5 2 gift.

3. At the Close of Your Call

Please enter

Tell your customers wha @ wonderful help Avon Hangd

Cream is in éee;u'ﬂg children's hand; wrists, and legs smooth

during cold weathey. Children love it becayse it im't sticky,

works quickly into the skin, and smells so good. So little Hand

Cream js required for eac application that it s very eco-
nomical even at the regular price.

use it to build bigger orders. The fourth plan given in
the last Outlook tells how to present the Hand Cream
tO0 a customer who has given you a good order.

4_ Reach Every Customer A gain

Remember all those customers who wanted a second
;ube of Hand Cream at the Supf:r-Special price? Here
'S your chance to please them. Call on every one of
them again with this offer. Get another good order and
add another tube of Hand Cream to it. Call on new
customers, too. You know what a popular product

new, regular buyers on almost every call. You build a
big Hand Cream business with this Super-Special offer,
and you cement the friendship of your customers to
Avon and yourself when you give them such a splen-

did “buy.”

Avon Hand Cream in the Miscellaneous Column on your Order Blank
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