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Retail customers want everything
your're willing to give them. They want
. sales. They want advertising. They
want convenient shopping hours. They
want sufficient parking. They want at-
tractive stores to shop in. Etc. Etc. Etc.
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SHOW ME WITH
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avallable during a special buy period
(contact your Sales Manager for the
ordering dates and prices). And, you'll
be able to tie-in locally with point-of-
purchase (P.O.P.) materials, ad slicks,
radio scripts and a pre-recorded radio
spot. And, be sure to take advantage
of the available co-op funds you can
receive on your advertising.
Highlighted in this promotion is a
consumer rebate on up to a case of
NAPA Oil, two oil filters and two air
filters. Together, the rebates add up to
a savings of $9.60. That's money back
to your customers and a great way to
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Product Promotions in a féw" weeks
In the meantime, you can rest a li
tle easier when you think about the .
retail market. It’s improving for your .
NAPA AUTO PARTS store and with
the five Price/Product Promotions -
scheduled for 1988, the retail market
is going to get a lot better for you.




