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BSTONE ADVERTISING GOES NATIONAL

Rockford advertising takes a giant step
forward beginning with the May 20th
edition of "Sports Illustrated." The
Bridgestone ad in this magazine will
represent the first ad of national scope
reaching a total readership numbering
in the millions. The ad will feature
the Bridgestone 90 Trail and will point
out the fun and versatility of this best
selling model.

Next, the Bridgestone 90 Trail will be
featured in June in "Field and Stream."

Aimed primarily at sportsmen making
plans for the purchase of a cycle for
hunting and fishing, the ad will also
reach a vast cross section of people
with the inclination and income for lei-
sure time equipmert purchases.

Running concurrently during this "peak
of the season" period will be ads in
"Cycle World" and "Cycle" magazines.
These ads will serve to follow up on the
highly successful 4 page full color

(Cont'd next page)

kick the tire
light the fire
head for the hills!

Four wheels are fine if you just need transportation. But you
need two wheels to go where the action is. On a Bridgestone
90 TRAIL, you just light the fire and go, anytime. One
minute it's a 60-mph road machine with jet-smooth accelera-
tion. Next, it’s a sure-footed trail cycle that beats anything
going on the hills. (Actually, 90 TRAIL is two motorcycles
for the price of one, thanks to the exclusive quick-change
dual sprocket.)

Bridgestone is go! The husky 2-cycle rotary valve
engine teamed with four-speed, constant-mesh transmission
gives you extra speed and muscle. Penny-pinching, fuel-
miser carburetor, his-and-hers saddle, and handy luggage
carrier are standard equipment, (All you furnish is the girl
and-a picnic basket.) Sound like fun? Ride one and see

. at your Bridgestone dealer. Eight models to go on.

How does Bridgestone stack up . . .
against the other leading cycles? Let us
rush you a copy of “What Makes Bridge-
stone Different.”” Send 25¢ in coin to:

Rockford Scooter Co., Inc. Dept. S , Rockford, lllinois 61101

GO
BRIDGESTONE by Abelford



kick-off ads in those magazines.

These ads mark significant progress in
Bridgestone's growth and all dealers

should feel the results of exposing the
product to millions of new prospects.

We'll have a point of sale tie-in program
for you so be sure your inventory is in
shape to let you sell effectively to
prospects brought in by the ads. Inci-
dentally, all the ads will feature a re-
ply coupon and all inquiries will be for-
warded to the dealer in the area in which
it originated.

This can be the start of something BIG!
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NEW MODELS RING BELL!
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Reports being received from all parts of
the country tell us that the new 50
Sport, 60 Sport and 90 Mountain are
really ringing the cash registers for
Bridgestone dealers.

Jack Kurtz, Lake Geneva, Wisconsin
dealer has already doubled his 1964
sales this year! "It looks like this is
going to be a great year," says Jack.

In addition to his regular showroom dis-
play, Jack has worked out a deal with
the bank to display the line in their
lobby. He reports that this has been
the key to a good number of sales.
Pretty convenient for the credit buyer,

too, we'd guess.

We checked our sales records, too, and
we find that the new models have spark-
ed the whole line. Everything from the
Bridgestone 50 "Leader" right through
the top-of-the-line 90's are moving for
dealers everywhere.

This is going to be a record year for
everybody that's aggressively out after
his share of the business, so let's
keep the ball rolling!

Keep after the teenage market in your
community. There are 22 million of 'em
in the U.S. and they're growing as a
group 3 times faster than the total pop-
ulation. "Time" magazine reports they
have an income of about $12 billion a
year and they spend it as fast as they
get it. They own 20% of all the cars
sold in the U.S. and over 7 million of
them have drivers licenses. And -
here's the best part - the light cycle is
the number 1 teenage status symbol!

One of the best ways to reach these buy-
ers is through the classified section of
your newspaper. Be sure you're ad is
there consistently. A whole new Bridge-
stone local advertising guide is in the
mail to you, and it's loaded with sug-
gested ads. Check it thoroughly as

soon as your copy arrives and plan to
cash in on this market.
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NEW PROMOTIONAL MATERIAL MAILED

We've just put the last of the free pro-
motional literature packages in the mail
to the dealers who have placed orders
for cycles in 1965. The package con-
sists of a supply of the new 4 page full
color brochure and the new black and
white circular. In addition, each of
these dealers was sent a set of full

:color wall posters for use in his show-

room.

The full color piece is the one that was



used as the center spread in the May
issue of "Cycle World." We've had a
lot of good reports from dealers on the
effectiveness of this piece. So if you
haven't ordered the new models as yet,
you're missing a good bet. You'll get
your free package as soon as you do.
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OVERHEARD AT THE DRUG STORE NEWS
COUNTER
RN R RTETE
An acquaintance of mine reports that he
overheard the following at a drug store
news counter., He assures me that it's
the whole truth and nothing but the truth.

Two teenagers were paging through the
"Cycle World" and came to the full

color Bridgestone center spread ad.

One said to the other, "Here's the one
you want, Jerry. * and 5.2

are nothing but trouble. Bridgestone

is just getting started in the U.S., but
it's terrific. I mean, you never have
any trouble with 'em and they really go!"

The brand names * and *
have been omitted to avoid embarrass-
ment, lawsuits, etc., etc., but you
get what he meant.

I wish I had that lad's name. He quali-
fies for my personal "Salesman of the
Month" award.

s pit stop

We received word from Bridgestone
Distributor-Agent, John Cacioppo, in
Spokane, Washington that Bob Gray
took a first in the trophy dash and a
3rd in the "A" Main at Moses Lake,
Washington on April 4th. Warren Scott
grabbed 5th in the "A" Main on the
same day. Both were Bridgestone 90
mounted. Our gratulations to both Bob
and Warren.

From Japan comes word that Bridgestone
has a new winner in the barn in the form

of the 50 Sport!

We expected as much

because this one is a little bearcat,

isn't it?

Here's a reprint of the article which ap-
peared in the April "Japan Motor Press."

Bridgestone

Sweeps

Moto-Cross Races

Bridgestone 50 and 90 ma-
chines are drawing attention
across this country as the
moto-cross race season has
come in.

The ambitious  machines,
brought out by the developing
motorcycle maker, are display-
ing their full performance to
carry off leading places of the
races.

Bridgestone 50 machines
placed first and second in the
50 cc event of the Irumagawa
Moto-Cross race on Feb. 14.

In the M.C.F.A.J.-sponsored
race, held before a big crowd
of spectators with a participa-
tion of 90 machines, Bridges-
tones also swept first, second

and third places in the 90 ce
event.

The 90cec Bridgestone ma-
chines further took first, second
and third places in the open
race in defiance of other partici-
pating 250 cc machines

Earlier, in the Asaka Moto-
Cross held on Jan. 4 over a
specially set up course at Hon-
da Motor’s test ground, the 90 ce
Bridgestones placed first, sec-
ond, third and fifth.

On Jan. 31, Bridgestones also
placed first, second and third
in the 90 ce event and first and
third in the 125 cc event of the
moto-cross race held at a
specially set up course in Su-
zuka Circuit.

We're anxious to hear how the 50 Sport
is doing in competition in your part of

the country.

Let's hear from you and

send pictures, if you can!

SALES PROMOTION TIP
[N

Many dealers tell us that they are suc-
cessfully using direct mail in their com-
munities to bring customers in to their
stores to see the new Bridgestone line.
They send out a Bridgestone ciruclar to-
gether with a simple letter to names
selected from the phone book or city
directory.

The new low cost black and white
Bridgestone consumer circular or the
full color 4 page brochure is perfect for
this purpose. Both show the full line.

Your letter might read something like
this:

(Next page, please )



"IT'S SPRING!"

And in Spring, a young man's fancy
turns to thoughts of lightweight cycles.

When your thoughts take this turn, we'll
be glad to prove to you why Bridgestone

is your best buy in low cost fun trans-
portation, Come on in soon for a no
obligation demonstration ride. We'll
show vou 8 great reasons to Go Bridge-
stone.

Dealer Name
Address Phone

We've said it before and we say it again
with more authority than ever - this one
will be worth the wait!

The preliminary specifications and per-
formance estimates we received from
Bridgestone about 6 months ago con-
vinced us that, if they even came close
to these goals in the production ma-
chine, we'd have the greatest thing
going in its class!

Bridgestone really came through. They
not only met, but exceeded the original
estimates they set up.

We can't release data vet because there



