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Tre Sweawin-WiLtiars Co.
AN SATREUDEL
racEeoEnT

EXTCUTIVE QFFICES.
10} FHOSACCT AVE MW,
CLEVELAND, OHID

TO SHERWIN~WILLIAMS AUTHORIZED DEALEAS:

This ig Sherwin-Williams 75th year in business — ocur Diamond
Jubllee Year. It ie the gremtest year in our histary, from the standpoint of
volume of sales and growth in the mumber of members of cur Desler famlly — |
a fitting celebration and climax to 75 succesaful years.

Wa are grateful for all of the contributing elements to the
growth and puccess of owr business, not the lasast of which has been the type
end ¢sliber of men within onr organization during these past 75 years, aa
well 52 the type and caliber of ocur Dealer organization —- the finest and
best in the Indusiry.

Together, Sherwin-Williems end its Dealers have faced
PEMERGENCIZS® over a petdod of 75 years, and we have care out of each one
atronger than before.

Together, we have experienced "WARS" and "DEPAESSIONS' over
a perlad of 75yenrs, and out of each we have coma stronger than ever.

I+ is the alm and determlnetion of ocwr Company to emerge
fram the present msettled world emditions into times of Peace, with a
syatem of Dealer distribution that will be physically stronger and more
productive than ever in the past.

Thig, like all progress we have formerly achieved, will
coame anly thru wise plenning apd herd werk — never losing alght of our
cbjective, even in times of great stress.

It ie our plan to work with our Dealerg in every way to : .
supply vigorous and positive merchandising, sdvertising and selling plans -
waich will enable ouwr Dezlers to malntain thelr undenlable leedership in . g
paint merchandising in their respective comrunities, so that when Pesce c
Toturme to the world and Industry repumes 1ta nermal aspect, the wild '
scramble for every avallsble custamer will find each Sherwin-Williams
Dealer in the strangest pogsible positicm.

With this Amniversary Message I send greetings to Sherwin-
Williems Pealers everywhere, end assure you of qur desire to support you
in every practical way to insure meximum future progress.

Mout sincerely,
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S-W GIVEN CONTRACT
TO OPERATE HUGE
SHELLLOADINGPLANT

The groumd has lLeen
hroken by The Sherwin-
Williams Compuny Jfor
the eonstruction, man-
agement and operation of
a g boml and shefl
loading plant koown as
1llinvis Ordnance Works,
0 be built on Crab Or-

EXPANSION WRUSHED: To easc production sesulting MIDDLE: Now titamium p ing plunt, Gl

from dyfenre ordors, conotsuction is being rushod on two  City, N. I . R

new units at Ghicedo. Above: gluat warehouso could house  RIGHT: New Ardenting paint plant recently compioted
3 foothall elde. Left: new cliomical munufucturing unit. il help take load off domestic production.

PN

“ALL OU

If yau want to see huw completely paint has
gone “all out"” for defense you need only visit any
one of Sherwin-Williims 22 factories, Kvery-
where it's DEFENSE, from Chairman of the
Board George A, Martin and President Arthur
W. Steuclel down 1o the shipping derks dispateh-
ing tormage and gallonsge in undreamed of, fan-
wistic Hpgures,

The ennouncement of the company’s important
deitnse job of coustructing, managing aud oper-
145, e hage new shell laading plant in Southern
liev '« i5 entirely aver and abors the regular day
in and day owut, twenty-four hour production of
needed paints, vanwishes, lapyuers arcl other pro-
eetive coatings for Uncle Sam,

World’s Largest Customer

Anid Uncle San is the wocld’s largest customer
for paints . . . for the army, aavy, air forse, hous-
ing and hundreds of fiest line defense require-
ments ol to mention all the indirect needs and
HSEN

DMobile eruipinenl, tanks, combat curs, scout
cars, troop carriers, supply tanks . . . every parce
of every unit must be finished with flat olive drab
tr prevent corrosion, to (acilitate maintenance, to
blend with surrowndings. Also, every piece must be
stencilled for identification with blue paint that
photographs poorly. The volume of stencil paint
alune 13 staggering,

Shells Need Paint Protection

Shell-makers lean heavily an finishing materials.
Whether 37mumn. or 15nun., shells must be coated

GOES
” FOR DEFENSE

inside and out . . . inside to prevent dangerous
reaction hetween matal and explasive and outside
to prevent corrosion and for identification pur-
poses.

Autgrmatic spray vtaachines that coat 105w,
shalls, coupled with infra-red baking wuchines
e turn ot finished shel’s at che rare of 1,
per bour are now in use. Lhey contrast amaziugly
with the 4C per hour oulpur ebtained with ten-ren
hand-painting erows in 1918, Jletal and wood
shell hoxes toust also be fmished-

Rombs, tao, are cirefully finished inside 20d
out. Here again, automatic spray machines take
sizes from small incendinries to 2,000 pound de-
molition. bownbs wal coat them so perfectly that
not a single bare spot remaing to react with the
explosive. Unlike shells, bombs arc rardy craied
and must, therelore, be protected against rust with
zine chromate primer and synthetic ename! or

lacquer.
Othor Uscs of Finishes

Assault Beats must he finished to Jast -years
withomt  dcterioration.  Subumrine  interiors are
cork-sprayed. Trunks and lockers and supply cases
are nanufactured and finished by the Dundred
thousand : cots and msquito hars by the million ;
gas masks and helmets | pontoon bridges ; guns of
21l types; airplanes, finished inside and out: and
ships’. . . from dreadnaughts to T Loats . . . are
a finighing job that never ends.

And so i goes. Osganic finishes have their
ficger in every munitton pic. And ubless carcfully

{Coniinwed on page 11}

MODEBRN EQUIPMBNT: Modern high speed mills
which handle huge gallanege zre haing used extencively in

S-W plzats. Abvve, Telt to rights Bull wil, fve roller mil)
end electric varnish kettls sgitator.

3

chard Lake at Marion,
Iilinojs. The depariment’s
official announcement
concluded a series of discussions between Army
officials and Sherwin-Williame' Baard Chairman
George A, Martin, and President Arthur W.
Steuded.

i\ separate company known as The Sherwin-
Williams Dejense Comporation has heen set up 1o
operale the new project i 5L management contract
with headquartzrs at Cleveland, Ohie, By this ac-
tion, the world's largest paint manufacture: makes
avnilable to the government many of its tramed
nanagement and production experts.

Iu charge of the new atduance plant’s operation
will he I€. I8, Wure, Vice President of The Sher-
win-Williams Co., who for many years has heer
technical advisir 10 the presilent. In addition te
wmny years o chemical engiaccring il operating
experience in the paint industry, Mr. Ware was
active in the World War Muscle Shoals develop-
ment, where he scrved as a licutenant cotonel.
For the past Lwo years, Colonel Ware has been in
charge of developing and operating the new Sher-
win-Willinms Titanlum Plant av Gloucester, N T,

The new plant site in Southern 1Ninois com-
prises some 25,000 acres of lund. Exclusive of the
cost af the laml, the estimated construction cost
of the works inchuling equipment is between $27,-
000,000 and 340,000,000 The cunstruction and,
opuration of the plant will reguire severzl thou-
sand wmen, most of whom are expected v he drawr
{rom the immediate vicinity ol the plant sie,

White Uie anmunition-loading eperativn will
te new to The Sherwin-Willians Co. and dJiffer-
«nt from paint and varnish manufacture, never-
theless the company bas acquired expericnced and
trained persennel through the operation of its 22
factories, which inclnde chemical, dye, dry color
and insecticide plants. The entire Sherwin-Wit-
liams husiness is « basic chemical operation involv-
jug mass production, all of which experience fits
with the reqeirements of the new operation,

1L behooves any of us whe Luve (rained chiroi-
al and production men and an organizalion to o
our utmost in this emergency,” Mr. Steudel said.
*Simply to carry out our usual functions of manu-
facturing the rcgular Jines and pioducts is not
enotigh. Naturally, the new Sherwin-Williams 1e-
fense Corporation will not interfers in any way
with our segular defense business in supplying
Targe ruantitiex of needed paint, enamc and var-
wsh prixlucts for defense production.

Cot. E, E. Wure
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They made it

the Talk of the Town

...and Paint Sales increased, First 20%, then 40%

McCURDY PAINT COMPPANY
Springfield, Missouri
August 25, 1941

Mer, 5. L. Griffin
Sherwin-Williams Co,
Kaneas City, Mo.
Dear Mr, Griffin:

Wa bave rocently had o very interesting experi-
enca with sy Style Guide Toending Sarvice und fael
wura that you would ho interasted in same.

We have been plicing cur Style Guides with
Deauly Shups, Department Stores, ete., for display
purpases and recontly ploced one with the Insgest
Tumiture dealer in Springficld

During the month of July, ve called to pick up
the BIue Style Guide ond was eonfromted with this
remark from the doncral maneger of this furniture
BTH

"Our store has sold nuincrous sets of drapes, end
our Decorator has complsted u naw bome with the
aid of your Style Guide. ) prefer that you leave
your Guide here, or, sand me two wore copiss of
same lor display in our sules department,”

With thi mind, we ragoived cash far 2 Style
Guides both Red und Blue of 520.00 with a rehate
due as saon as their purchsxes amount to $200.00
for o 90-duy geriod, fram their refinishing deparc-
ment.

Results of aur lending Service from this voe
2ait should amount to appreximately §2,088.00 per
yeur frum this lucal furniture sture, slang wirh =
cash deporit Tor both Seyla Guides

Yours very ¢ruly,
McCurdy Paint Co.
Ry Trvin Burgess (Signed)

ACCENT ON YQU. This eimrle
hand leuered card proved to ba g

An irpressive groop of top-flight paint retailers
—uten who know their business from “ A" to " 2"—
were discussing Lhe Style Guitle, pro and con. As
they studied results, one thing became evident in
case after case: where the Style Guide was seor
it was sclling- -seiling in direct proportion to the
amount of display given it. .

The means of display were then suxdied. Al
agreed that degmriment stores were glad to coaper-
ate in displaying the Stvle (ruide because it indi-
recthy helps sell other related items. They have
proved helpful in furniture, drapery and Hoor cov-
ering departments; Lhey have been vllective in (b
heztng and plumbing departients, ancl in the
housewares and houseturnizhing seclions.

Sell Knsembles

Things for the home are sold taday as enscwm-
Bles. Colors are correlated, A paint sule may
come from the deapery depariment or viee versa,
The current trenrd fur finisher recreation roems in
the basement has lead fo painting, heating and
plumbing business un a big scule. Note the interest
in “rumgpus” reoms displayed in the Style Caide.

Tawaber yards displaying the Styte Guide in their
offices find they do'so Lo their marked advamage.
Like ‘ree plms, iree color schemes creale great
interest, Lumber yards on the outskirts of town
find the Style {fuile displayed it vacant windows
wets themr “ap town™ representation,  Lumber
mills have found the Style Guide sclls from eellar
0 roof, including cahinets and all other millwork.

itanks, in business Lo mike loans, find the Style
Guide to be a great asset; arc glad to display it
¢onperatively. Purthenmore, real esate offices find
it sells and rents homes.

These. displays alf asaizt the alert dealer tn get
the Style Guirle before the public, to create lenddings.
Tn the files of Style Guide Success Stories, doctors

ceal “lending servico” stimulator, stern. The beck wall hor been made iate s phote fallery, Anyone

and dentists’ reception roons, theatre lobbies, hotel
solariums, cte., are listed as excellent.

Stamp Display Copies

Libraries, because of the Style Guides' reference
vilue, gladly and proudly display it, Club rocms
arecuhanced by it Uy the dedlers’ advantage. 1very
Guide shonld have the niessayze, “Berrow a copy of
this Style Guide free. CGRll (Daaler's Numnc
Address and Phone number). Neo obligation”
stamped on the diaplay copies in a number of places
throughout the baok.

1 Wilkes-1larre, Pennsylvania, for example—
and this is only one putstanding case in many—-the
Style Guide, as a medium, was tested exclusively.
A 20% sales gain wis Tuported oo top of a pre-
vious vear’s 40% gam)

Right now, a Style Guide is on display a5 every
point where the public congregates. In each in-
stance 2 plavard aocumpanies il ; s bow it e be
berrowed. IF vor were to go to Wilkes-Barre today,
you would find the Style Guide 1y fumiture stoses,
in beauty shops and barber shopg, in <lub rooms.
You would find it on display at any of the Singer
Sewing Machine Company’s classes.

Stimulates Lendings

Church groags et § centy for each lending they
secure—ong lending alone led to a $400:00 arder.

“Displays are constantly in the window of the
sture and along the walls of 1the store,” said the
store munager reporting thiscase. “We tuke every
customer over to the StyleGuide, and we sell paint.”

Wilkes-Barre Lterally made the Style Guide the
“talk of the town” for ¢hey cven trained a parrot to
say und repept—"Tlorrow a Style Guide. Borrow
a Style Gide”
Nan't wiss the Cnportant message on the next
wge

WILEES-BARRE hus fitendly papered its store walls with Snle Guide  showing interest in these pages Iy immedintely told he may borrowr u
pages. One sow of pages i3 used us & rophiog mucel wround the entice  Styls Guide to ke home.
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NOW...Style Guides for Public

 SHERwIN-WiLLIAMs  Helps You

Here Are The Rules:

-

., Refund of $2.50 per copy will be made to
Aduthorized Deslers on Style Guide used for,
permanent display st puhlic places,

2. No refunds will be made o4 Stylo Guides por-
chused bofore September 1, 1941, This offer
expiren December 31, 1941,

3. Dealer poys $5.00 por copy price for Style
Gnides and when Application for Credit form
5 3032, is properly filled in ond signed, the
Dealer will be oredited with $2.50 per copy.

=

‘Thie Special Ofer on Scyle Guides doss nst
apply to copics purchased for Dealer's ovm
store use or Landing Service, or capics sup-
olied to Painting Contractors, snd other store
customere,

L4l

Appticetions for credit must be made within
30 duye after receiving Style Guides.

‘Tere are a Few. of the

~ prospect for New:

Customers

with a liberal Style Guide

Everyone agrees that the more people who see
the Style Guide, the greater the lendings. The
Style Guide is what prople have been zmrting for
s long time—but they don’t realize it until they
have an opportunity ta sex the Style Guide.

So that the grestest number of people in your
community can see the Style Guide, we are mak-
ing a most unusual offer. During four months,
irom September 1st to December 3lst, Sherwin-
Williams will refund $2.50 on every Style Guide,
Red or RBlue, which you purchase at the regular
$5.00 price during the four-month period and use
for public display purposes.only. This docs not
apply te Style Guides displayed in your own store,

Take in Pariners

Probably the best way that has been devised
for a Sherwin-Willlams Dealer to popularize the
Style Guide in his eommunity is to take other local
businessmen into “partnership.”

Retail furniture stores have needed something
ke the Style Guide for a Jung time to help them
sell furniture. Defnnment stores and othet stores
selling draperics, lamps, floor coverings and other
home furnishings have also needed something like
the Guide very badly. Why not let these fellows
in on a good thing?

The lacal banks and savings and loan companies
Bave much to gain from the Style Guide, because
it makes people wment to buy, remudel probuild
homes, which usually requires bank finarncing, and
that’s what hanks arsl suvings and loan cotnpantes
have to sell. Let these fellows in on the “partner-
ship.” Ome morigage Ioan department uses the
Style Guide to successiully increase the amount
of the loan by showing the applicant the Style
Guide and saying that their home ean he painted
by increasing their foan by only $1.00 per month.

It is important that as many people as possible
SEE the Style Guide. Many dealers will do the
job “up hrown™ by asranging for Style Guide io
be displayed in public libraries, art and home
<leearation classes in public schools, sewing schools,
waen’s clubrooms and beauty parlors. And these
cdealers will also sce te it that each Guide is prop-
erly displayed on a Style Guide stand. On every

8th or 10th page throughout the Style Guides they

will neatly rubber stamp the message:

“Borrow a copy of this
Style Guide {ree, Call

Dealer’'s Name, Addrers
2nd Phone Number.”

Many-Places You Can Display the Style Guide
Local Conditions Will Suggest Other Display Spots :

DRAPERY DEPARTMENTS

REAL ESTATE OFFICES

THEATRE LOBBIES

£x
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Style Guides’ Activity -

Boosts Paint Sales
30 Per Cent

. . . and they aid in developing
prospects for the Springfield

Hardware and Paint Co.

Roprizted by Pecmission of Hard-
wure Age brom its Awdust Tih imue.

“Borrow a copy of our Faint and Color Style
Guide” is the invitation the Springfield Hardware
& Paint Co., continvally extends to the consumers
of Springfield, N. J. Ilundreds in this conusity
uf 1700 have taken advantage of this invitation,
have nsed onc of the storc’s style guides to sclve
their puinting problems, and have finally pur-
chased their paint requircments from this concern.

“These books have incrensed our paint business
more than 30 per cent,” says I. Freeman, one of
the pariners. “Every one ai the books is in the
hands of some praspective customers for paing
every day. As a matter of facl, we have quite a
waitmng list for them most of the time,

“Here's how we use these books 1o get complete
information about a customer’s painting plans.
When a person asks to borrow the style guide, we
take time o show them just how to uge it We
also give them all the color charts and other items
they will need. The next steps are to obtam the

erson’s name and address, anq to find out what

¢ plans o paint, when the job is (v De started,
and whether it will be done by a painter or by
themselves, In all cascs, the individual has no
hesitancy in giving this data as a consideration
for the use of the book,

“When the visitor Ieaves with the book we ask
htm to return it the pext day and we have only
had one or two persons who did not do as we
asked, Each person borrowing a book must call
for it and must zlso retwrn it to ws.” A

Everyons horrowing the book is 4 good prospect
for paict so this list of names is one of the best
prospect Eists a store could have. It is used to goad

A copy of this
style guide is feae
tured prominently
in each paint win-
dow. Streamars
opon the glass in-
vive pussersby to
borraw one.

advantage in the mailing of Jirect-mail folders
and circulars on the complete paint line.

One style guide is always shown fu the stere
on 3 special stand which is desigied for this pur-
pose. Here it serves as a refercnce book when
customers arc undecided as to proper color
schemes or when thc{ desire suggestions for e
certain painting job. Tt is one of the lLest sales
aids in the store, Attention is drawn to this book
by alight blue and red neon sigm at about eye level.

Another copy of this book is featured in each
window display of paint. Streamers on the glass
also invite cugtomers to borrow a copy of the
style guide.

PAINT IS LEADER
AMONG “SHOPPING'® LINES

Ezrly this Spring, American Lumberman pub-
lished an interesting articde about the Scruggs &
Guhleman at Jefferson Cicy, Mo. The excerpt
below will interest 5-W Lealers:

“When we took over this yard," Mr Guhleman
said, “it earried w svdl stock of paint; not well
organized and not effectively promoted. The
former vwner advised us to close it oul; said it
carried little over-all profit, was a_pain in the neck
to handlc, couldn't be promoted effectively becanse
shoppets wouldn't come that {far 10 shop. We
didn’t think this was good edviee, The yard, as
you see, is just o block from the main retail street
of the city; and we thought il we premoted the
factors of building that are wstially considered
shopping lines, all of them together would bring
shoppers our way. That has proved o he a goort

ess. We did change lines of paints and now

ndle Sherwin-¥Villiams; both hecause it is gaml
paint atd because the company puts out excellent
service and sales helps.

Cut aut snd painted on plywood, this display it & “sure-fire”
stopper srbeo placed mext to the curd or iz front of the

store. Jose ory b

“Here, for instance, is a big book of color
schemes and color harmonies. It's the best device
I know about: charts and plates big enough and
with the shades so exactly right that a customer
can get the full value of the effects. We've found,
in selling paints, especially for interior decoration,
that really not many peoele. iududiﬁ women,
know much ahout color. Women may know it in
fabrics but not in wall surfaces. They want help;
and this service gives it to them. As you sec, the
paint department is in a special store of its own,
acyoss the main alley from the office and other
sales roams, We have a man in charge whoe is a
paint and color specalist. It's separate enough so
that customers who come to study colots ‘are not
distracted by the traffic alwayy going through the
other sales rooms.

“Y know something about the way women study
over cofor schemes and house plans before they
are ready to build. We've recently built a housc:
and Mrs. Guhleman studied those plans for six
ytars and knew cvery detil before we started.
It’s commonly said that no onc can sce a house
exactly as it is before it’s buflt; bat I don’t think
any detail in our hovse devisted from Mrs. Guhle-
man’s mental picture.

DISPLAY
IDEA=—»

A

———

[P

———
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¢l.(f¢ WINGS %at Puint pe,zattment

‘The man who shows big departinent stores a
less expensive way of selling color will mike a
fortune. Thousands of dollurs could be saved sell-
ing rugs, linoleam, furniture and furnishings if
samples of colors were 1ot necessary. But the fact
Temains, color must be seen to sell. Rug salesnen,
. for exasuple, stitl pull back rugs from piles to show

the colors. No coler chip alone is satisfactory.

an the held of selling paint, nothing shows color
i print as well as the Style Guide does, and noth-
ing shows color in paint as well as the Seli-Selling
Wing Pavel Display dows. Together they do a
double-barreled job of selling. Both show the
effect of Paint. Both help the dealer cash-in on u
tremendous market, a market no moderr dealer
can afford Lo miss.

‘Wing Displays are self-scliing. They help sell
women who demand color , . . pride and pleasure,
They speed-up sales, attract the job-Jot l\uyer.
They establish goodwill 23 personal as a reputation.

Todzy, paint departments are [arge%‘] service
departments operated by paint deaicers. They offey

decorative service and things related to it.

Naturally, the Self-Selling Panel Display fits

into successful operation. I attracts new cus-
tomers, It suggests additionsl produets. It speeds
up sclling. It shows th= degree of gloss, etc. It
suppests uses. [+ provides painters with a selling
aid,
Testimoniale from all over the conntry prove
the great and growing popularity of Sclf-Selling
Panel Displays, They are the fnest selling tool of
their kind in the Industry, they are sccond only to

the Style Guide which serves a different purpose.

Dealers who do not howve available wall space
for displays, reed net forego the advantages of
having self-selling wings, We have develaped a
rigid stand (see below) which is equipped with
castors and can be used in any location, even in
a window.

Dealers desiring more infurmation on Self-
Selling Panel Displays or Stands are invited to
ask their Sherwiu-Williams representarive for
details. These displays pay for themsclves,

“Here’s a tip to you, Mr. Paint Dealer,
Now's the time to sell us women—and here’s
why:

“Most women's clubs meet during the win-
ter months, first at one member's house then
at another’s, And no woman who entertzins
wants to de 5o againgt a background of faded
walls or yun-dewn floors. .

“No younger woman wants tolive in a dmab,
colorless home—one painted white with ivory
ceilings and cream |s—-any more than she
wants to live a cold, colorless life,

“Speaking {rom experience, I think the trou-
ble with color wag color. No woman wanted to
run around with color wheels or pinwheels
locking for the answer, The Style Guide, of
eourse, is the answer.

“And for a very simple reason—a woman
need not be an artist to appreciate a painting,

“[}ﬂnfidelitially .

ner & musician to appreciate music, Only with
the Style Guide cah she buy the effect of colors.

“Every cotor hope and problem the Siyle
Guide solves, I know. And T know that poth-
ing adds so much to the home, per-dolfar, as
paint and color.

“In the summer the word “cool’ is a drawing
cardl. Tot the winder ‘cofor” is the all-impartant
thing. 1t is a time when all of us stay in, to
read, to work, to entertain.

“Ka one prefers four drab walls, Fveryone
feels the need for color, “wann’ color [or cheer
and life. Certainly homies shounld be color-
]condil:iuned Pals well as aiy—mnd_itigncdk:y ftg as
long a3 peaple are conscious of the sky, be it
blue or gray, they will be color-conscious,

“If I were a dealer, I'd certainly sell tolor
during the winter montha. It seemd to me,
every dealer has a natural opportunity to cash-
in with the Style Guide Lending Setvice.

“It is time that some of you snen learned
that while vanity is vanity, it is also big busi-
ness—the business of beauty, and color,”
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Seven years ago when the Metropolitan Opera Audi-
tions of the Air were conceived, they offered operatic
apportunities to ambitious youngsters; cntertainment to
radio listcners; a well-organized talent search for the
Metropolitan; and an artistic commercial program for
the Sherwin-Williams Company.

‘What the Sherwin-Williams Company began as an
artistic experiment in 1935 has turned out to be an artis-
tic necessity. Aware of this responsibility the ‘“Metro-
politan Anditions of the Air” start their Seventh Season
with the belief that there is to he found in the United:
Stales of America the future operatic stars of tomorrow.

Public approval ‘of the task Sherwin-Williams has set !
itsell to is witnessed by last year’s radio surveys which
gave the program an audience rating estimated at a
100% increzse over the previons year. Each year this
program has become mare and more important becanse of
the work it is accomplishing entirely aside from its com-

. mercial value, Thus it differs greatly from the average
radio program bug builds tremendous good will for Sher-’
win-Williams products and Sherwin-Williams dealers.

Audition winuers for the 1940-41 searon. Left to zight, Mary
Van Kirk, Lansing Hatfield, Mona Panles.

]

Tho bij moment, Fresident Steudel presents placques and $1004 checky to the winoare. Crowds lhmng' to NBC's largsst Radio City suditorium sach Sunday te hoor the puditions, -
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IMPORTANT ANNOUNCEMENT—To Stimulate Store Traffic for YOU,
to Create Interest in YOUR Style Guide Service, An Offer of a Com-
plete Paint Job tsee w0 o will be Given Away FREE. 25 other Prizes

L'he first prize is the winner's choice of
Eis home complelely re-pointed, inside and
cut, with Sherwin-Williams Paints (labor
included) or a $1000.0G United States
Defense Bond. Twenty-five additional
prizes of one room in a house campletely
re-painted will also be awarded.

How It Works

Fach Sunday starting October 19th,
Milton Cross will announce the prize offer
during the course of each Auditivn pro-
gramn. Prizes will be awarded to the best
statements  submitted befors November
18th on the subject, “Why I prefer the
calor styliug of the rosn shown on page
— of the Sherwin-Williams Style Gurdes.
Each listener will be directed Lo your store
1o see ar borrew a Style Guide in order
ta make a sty of the rooms shown, Lis-
teners must also go to your store to obtain
entry blanks.

Should there be a winner from your
locality, #t will cost you nothing. You,
of enurse will make the arrangements for
the pagint and labor, Sherwin-Williama
will reimburse you for both, The public-

SHERWIN- WIILIAMS UNIQUE RADIO OFFER

Here is real news[ October 19th is the day when your oppor-
tunity will Jiterally be knocking at the radics of hundreds of
people in yeur ¢community.,

Along with a finer than ever “Metropolitan Opera Auditions
of the Air,” Sherwin-Williams has added something new which
ghould mean a great deal to you.

Asga starter, we are going to make some prize offers on the air
which, we fecl, will be a wonderfut incentive to the radio Hs-
teners in your ares to learn where YOUR STORE is, and
become familiar with the services YOUR STORE offers,

- .
T
EVERY SUNDAY

‘510 5:30 RM...EST.

I.B.C. RED NETWORK

1. Anyone in the Unfted Srates is efigihle for this
contest except the employees of the Sherwin-
Witliams Company, their recogmized denlers,
and theie advertising agencies and their
families.

2. Contestants must use this entry blank provided
by the Sherwin-Wilkams Company.

3. Uinless the contestant swites the mumber of «
specific puge of she Skermin-Williomy' Paint
and Coloy Gulds in vhe spoce pravided on the
entry covd his v her entry will mot e ron-
siderad by the fudges.

4. The judges will select the winning entries on
the bass of clearness, simcerity and originafity
of thought. The judges' decisicus are final.
Afembers of the same family may send in en-

ity and advertising you gt out of this
activity will more than offset any incon-

vendenee.
How To Tie In
Here are the casy things which yan will
want 10 do to take advantuge of this radie
oppartiity.

1. Be sure that the window poster sent
you with the Radio News has a prow-
metit place un your window,

2. Sec that some Sherwin-Williwms Offi-
cial Enlry Blanks are in a handy place
for your custemers. It ntight be well

1o place some in a random pite on the

coutiter nearcst fhe door—some mare
near the cash register.
3. Be sure everyoneé in your store is fami-
iligr with the roles.
4. Place spme copies of the Rudio Nows
where your cnslomers can see them.
They will be interested in this fine
picture preseniation of your program.
Distribute some copies of the Radio
News in yeur comnnatily. Tzl o yonr
friends about the prize awards offered
on your radio program, and ask them
to listen Sundays.

v

RULES OF THIS CONTEST

rn:es . ..hul enly one miember of 2 family can
win z prize.

3. The following prizes will be awarded: First
prize—compleie repainfing of the winner's
home, inside and ouf, meloding Sherwin-
Willlams pains and Tuhor onty, OR, a $1,000.00
Y. S, Defense Bond. Next 25 orizes -Any
ONE room selecid in o winner’s home re-
pamted FREE, including paiat and labor only,
The contestant ¢an have the chaice of a living
roont, dining ranm, bedrvom, kizcher, bath-
Toam, AT & game roome re dainted,

6. The conteslant agrees that e color-uyting
to bc used is exactly as spacified o0 tae Tage
chosen from the Sherwin-Wilkams' Paint and
Color Style Guide

7. Al entries must ke postonarked no later than
Midnight, November 18, 1941,

o
O the Following Station
Basic Red City Busic Red City Southuentral City
WEAF New York, N. Y. wow Omisha, Nebr, WSMD New Orleans, La,
WNAC B;Xon, \l;'sss WDAF Kansas, City, Ma, winx Jackson, Miss,
WTIC Hartford, Cunn. Red Southeasrern WAML Laurel, Miss,
WIAR Providence, R, I. WAR . Norfolk, Va. WFOR Hattieshurg, Miss.
WTAG Worcester, Mass. WETE Raleigh N.C. Rod Southwestera
WCSH Portland, Maine W50 Charfotte, N. C. KVOOo TFulsa, Okla,
K¥YW Philadelphia, Pa. WEFBC Greenvill, 5. C. WKY Olelabonma, City, OkTu.
WDEL Wilmington, Del. WISE Asherille, N. C. WFAAWDBAF  Fort Worth-Dallas
WHAL Baltimore, Md, WOPT Bristol, Va_ KPRC Houston, Trxas
WRC Washingten, D. & | WKPT Kingsport, Term WQAL San Antonin, Tex.
WGY Schenectady, N. Y. WIS Columbia. S C. Feed Mounta
WRIN guff?b- 1%:'!"; WCRS Gresnwood, S. C Ko ountain Dencer, Colo,
KDKA irtsturg 4 WOoLS Flos . 5. C. nyer, o,
WTAM Cleveland, O S renes KDYL Salt Lake City, Utah
WEPD Totedo, Dhin Red Florida Red Pacifi
W} Deteoit, Mich. WIAX 2cksonville, Fia KPO San Franeiscy, Cal,
WSAI Gnciunati, Ghio WFLA ‘ampa, Fla. KMJT Fresno, Cal,
WAVE Loutsville, Ky. WILAK Lakeland, 1712 KTI Los Angeles, Cal
WIRE Inqi:l.mpollll:, Tod. WIOD Miami, Fla. KGW Torthand, Ore.
WHAQ Chimea 1L Red Seuthoentral KMo Seatdle Wash,
TWTMJ {starts Dee.7) Milwaules, Wisc, WHMC Memphis, T, Mideoath Red "
K5TP inneapolis-St, Faul [ WSB Atlanta, G i . .
WEHO Des Moines, Iowa WEBRC Rirmingham, Ala. wWasM WNashyille, Tenn. Miltan Crorss, Ansounecr
K:]
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ABOVE; Don't discard worn out Style Ghites. Maoy of
the pugrs ure probably in gued condition, With them, you

cur ;meke unusual counter and window displays, Juat take s
pair of scissors and cut sround the sides and rools of the

ABOVE: Here are two ideas for bank lobby disploya. Ta the sbave right photo
natice the arrovs which point to the trade-cark and at the pame time call sttention
to the storc’s locstion. Use of “bofore and after” photos (lower disploy) always

creates intersss.

RIGHT: Dealer Pekoc, Cleveland, Ohis, made vso of a stuffed monkey or an
attention.gettee in his window. It olidked. Mr. Pekoc suys the windowr resulted in

selling at least tora house paint jobs.

DispLAY ~

houses. perte on heavy cardboard, The effect is sstonizshing,
The plctures teke on the ¢third dimensional eficet of actual
model houses but have the addiricnal advantage of wbio

lute scale and convincing color, Te 3 well worth teying.

PAINT GOES “ALL OUT"
FOR DEFENSE

{Continued from page 3)

geared to shop requirements, thoy can be almost
s serious a boltlemeck ss actual material short-
ages. To fit modern fipishes both to plant needs
and 1o government specifications is a jol te which
Skerwin-Williams bas cedieated rself with all
its energy.

Large Orders

A Chicago plant orders 8,500 gallons of wamels
for bomb fins . , . a Southern bedy plant calls for
15,000 gallons of dul) olive<Irah Far ary trucks
.. . 20,000 gallons of enamel to 2 farm implement
maker for shell cases . . . 513,000 worth of cname)
for 200,000 folding chairs . . .

“These arc a few recent orders and  releses
filled by Sherwin Willinms. They are straws in the
wind that mdicate the wmgnitude of America’s
rearmament porgram as well uas the volume and
importance nf the Jnishing materials roguired.
Tndustrial finishes play a part far more vital than
their dollar value indicates. Actually there is
scarcely a product among the thousands heing
marle for the armed forees that dacs pol requlre
a cnating of some sort.

“Iypical of the defen tivity and orders prev-
alent at afl Sherwin Wiliiamis piants, is the Cleve-
Jand factory.  Awmony enrrent immedigts padnt
orders in production is paint for scout cars, naval
vugines, searchlights, anti-aivcraft guns, pun
racks, munitions, and any numbet of paint orders
nr indircet defense johs such ay paints for pre-
fabricated stecl houses, finishes for auromatie
screw muachines. cranes, electric motors aml metal
yartitions {or canlonments.

There iy alsu a large gallonage of orders on
hand from railrouds, steamships and koke cartiers
for protective coatings of all kinds The amnmt
of paint materials being turned out for armiy
wmps, caplonments, lraining camps, Government
Defense Housing projecls run into hundreds of
thousands of gallons of Gavernmnent Specilication
‘Paints.

Research 1Xvision Busy

The Rescarch and Technical Divisions are busy
these days and amazing developments are taking
place; for example, a new [fire-resistant “dope”
for airplane fabric coverings that makes them
safer, airworthy and unbelievably strong.

Swrange Facts About Paint in the Air

Printed planes fiy Saster than unpainted cnes

. . transport planes are waxcd frequently to re-
detge drag . . . a tiny sport plane takes more paint
than u six room house . . . painted plane surfaces
cast less (o maintain than hare-metal sirinces . . .
U. S. Army planes, nearly all of which are
painied, are “dedoped” every year for inspection
- . . active combat planes are puinted fabric!

All of which shoul! explode the theory that
teclay's airplane is a zamed meml concoction. which
hze ocutprown the spray-gun and brush, Also it
should hightight the importance of industrial
firishes in America’s aiv-amiing program, and
the wuy paint technicinns have kept pace with
aviarion progress, Sherwin-Wiliams’ pioneering
in the air, it is worth noting. began with a 50,000
allon airplane varnish order carly in 1917,

Defense for the Homes of America

All this defense activity has put a tremendous
burden on our manufacturing facilities, and Uncle
Sam comes first, but at the same time Sherwin-
Williamns recognizes its obligaris to kecp the
homes of Americe defended against the destruc-
tive wear of the clements. They will continue their
policy ol supplyi uality products for which
the mame Sherwin-Williams Jas been synorymous
for three-quarters aof a century.
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PAINT CONTRACTS
FOR FHA JOBS UNDER $1000
LIMITED TO 18 MONTHS

It has come oy enr attention thar some veople
have nsstakenly thought that paint johs cald no
fonger be purchistd on lime payments.  Such fs
a0t the ease. The Sherwin Williams Easy Pay
I"lan s still available. or painting ean he purchased
a1 time through regular FTIA lending institutions.

QOne change has heen made in time paynsxat con-
tracts Lo couform with the President’s” Rxecidive
Oleder of Auguse Y. 11041, This chauge, covered in
Regulation “W" in Consumer Credit, Timits pay-
nehls ougxu'ut contraets tmder $1,000 1o 18 months
instead of the 3% months formesly allowed.

5-W CO-OPERATES IN NEW
TREND TO CO-ORDINATED
MERCHANDISE

I the recent past, consnmers have beeome more
and more color conscious as Magazine editors and
stylists have played np and spoasored the vigue for
nwore color in the home, As a paint manufacturer
we bave doue evervihing possible to influence and
keep aliead of this trend,

Most uf this color styling bas been carried nn
independently by inanufacturers of hume furnish-
ings, with the resule that “rose” in a rug may he
“peach” it o drapury, ete—making for a merry
state.nf confusion on the part of the cansumer.

Awl amid this weller of color styling, and the
ton-wide range of colors offered hy each mame-
facturer, eongumers have heen learning to demand
that colors in Turs and carpets, wall colors, drap-
eries, upholstery fabrics, lamps and aceessories *'go
with” each other . . . by matching or harmanizing.

Qut of this bave ecome mavy plans for doing a
Intrer, more thoongh, more sa:isfactnry jub tar
the consumer. We have participated in several
cnozlinated hame furnishings plans, the most im-
portant_af which, we feel, are the ones described
here. These two plans should not be confused
.s.i]ncc they are really based on iwo very dillerent
wjeqas.

The [endieton Plan

Now catublished inr department stores located in
47 different cities thronghout the roumtry, the Pen-
dictor Shops offer complete rooms assembled with
Perdee Co-ordinated Merchasmulise. Thuse Pendee
cusembles inchwie . . . Hed Spreads . .. Blankets
- .. Curtums . . . Carpets . . . Closet Accessories ..,
Comforts . . . Fabrics “arniture . ., Glass Cur-
tins .. Taoups o, Daint . L. Pictures.,, Ruogs. ..
Shower Curtains. .. Lable Linens. .. Teict Acces-
snries . . Trimming and Towels.

All the ahow Pendee merchancise has been
created by natiopully known manuniacturers to
oiatch and barmenize witls the color and style spoc-
Tications establishal by Joscph Platt, leading -
Mmerchandiser,  Sherwin-Williams is the only painl
manulacturer collaborating in this plan, and it so
happrened that seven of the twelve paint colors used
in the ronm schemes, were stamlard Flat-Tone
colers. The other five are spectally prepared calera
from Fist-Tane White and First-Chality oils, ATl
twelve calors Tove heen put in A special Pendee
Color T*ack which is available to afl Dealers who
have Penctleton Shops locatued near them. Also,
wose who are interested in making special vse of
this merchaudiving plan whick will be adveriised
nationaily in the huome furnishings magazines this
Fall. may get further inlormation from Sherwin
Williams Represematives,

Colorated Merchandising Flan

The Bigelow-Sanford Colorated Merchandising
Plau differs from the Pendleton Plan in that color,

not complete voons ad ensembles, is the basis,
and the mercharlise of nearly two hundred mann-
tacturers are conrdinated 1o match or hammenize
with each other.

Higelow-Sanford 100k seven basic “'beat-selling™
colors and adder] ranes and shades totalling 49
colors in all. This made a line of seven color tones
from which the nasy wanufaclncers keyel their
owr merchandise.

Sherwin-Williams  cooperated by preparing
stupdard Flat-Tone intermixes to mateh the basic
color tones. Fourteen colars wwere prepared- -seven
light colars, and seven deep colors. Special color
packs, properly keyed with specifications, are avail-
able to dealers for the Bigetow-Sanford Colomated
THome Furnishings lan.

Since so many manufacturers, and their discribu-
tion outlets are cooperating with the Bigelow-San-
ford Carpet Company, there pramiges 10 he wider-
spread interest from consumers in this particufar
color plan. .

DVealers should be familiar with the colurs which
Sherwin-Willinms  has  prepared, should knrow
where the plin is Leing pushed in their own city,
In this way they will he able to inform the depart-
ment stares and vther vetailers of theit ability tu
handle the wall finish end of the Color Plan.

FREE MANUALS FOR
THE GUIDANCE OF DEALERS

Recognizing that the welfare of its Dealers and
its owm welfare gre largely inter-dependent, Shep-
win-Williams s anxious Lo do everything possible
1o guide its Deals: : to maximumn profits. With this
in mind, manuals have heen prepared fov the gnid-
ance of Dealers, on the following subfects:

How to Stock Painl for Profit

(Medd Stockkeepicyr Plan for Dealers)

Ewploying, Trainimg and Compensating Sher-

win-Wiiiasus  Dealers’ Outside  Salesmen

Calalog of Seling Equipment for Sherwin-

Williams Dealer Salesmen

Credit and Collection Guide for Sherwin-

Willams Autherized 1ealers

Sundrics for 1%aiit and Wallpaper Stores

A Free copy of any or all of these treatices will
He forwarded to any Sherwin-Witliams Author-
jzed Dealer. Write The Sherwin-Wiltiams Co.,
Dealer Sales Department, Clevelund, Chio.

The smartest paint dealers today enjoy the double
profit of sture selling plus home selling. They
nake more at the igor than they do on the floor.

‘They enjoy a 40 per cent counter husiness plus
a 64 per vent painter business ; the painter business

12

Retail
é ‘zett

NINTH OF A SERIES

The Retail Buyer

Four lmsis for Credit is the vepuiation
of the cusfomer for paying his ohiigattons,
his incomr ur permanency of mployment.
You should require references and gat the
experience of ather merchunts who have
soid bim or get a Credit Bureau report if
you are a member of (the Retall Merchants
Bureau in your city. IT his record is satis-
factory. you can allow a reaso: monnl
of credit on the usual thirty-da A
If his record shows that his previons
creditors found him slow and unsarisfac-
tory, il he bas unpaid accounts of loug
standing, if he is not employed regularly
and has no other income. Le'ix entited to
little or no accommaodation in a credit way,

Trust Your Judgment

Whien making a credit decision, whethey
in the case of a contractor or retail ens-
tomier, insist an facts, then he guided by
your judgment.

Unsloubtedly your judgrromt is good, bt
people get into trouble, wob decanse their
judgmert does net todl thein what they
shoutd do, bt because they disrepard 1t
and fotloww imprelse instead. [n business
you may often find your impuilses condict-
o with your betier judgment. Permit
your judgment to have its way and you will,
n the long fun, be suceessful.

There art: warlous methoeds of getting an
acconnt secured.

Guarpnty

Newer occept a vevbol guaranty.  Fre-
quently we have beent tald that certain ae-
counts were gnaranteed, only to find when
it came to a showdown that there was no
Jegal guaranty—merely someonc’s verhal
and more or less vague statement that bad
een construed as a gruaranty.

When a guaranty is otfered. it must be et
writien form and there must be ne question
of the gunrantor’s alility to make good on
it. His eredit dhould Le cirelnlly rhecked.

as a result of home selling.  This hulk business is
hig ticket stuli’

Paint, therefore, like aationally advertised re-
Irigeraters, floor coverings, furniture, sewing ma-
vhines, sweepers, oil hurners, air cunditisners anid
a host of other household newls, shoukd ise sofd in
the haire,

T a survey ol 13 department and 10 femilure
stores by Home Wear Research Bureau, it wag
discovered that 41,87 of all the big tickel swies are
clased in the prospect’s homes, “Tt is significant
that more than 404 ol electrical appliance sales
are being closell in customers’ homes,” continues
1he same anthority.

The outside #ystem of selling is simple.
idea is ta get the salesman imbucd with the spir
of making things happen-—regardless of weather—
rather than just Tetting things take their nwn course,

‘I'he Paint and Color Style Guide has proved tulie
an excellent silent salesman, bzt in the salesman’s
hands, it bevomes dynamite on the floor and at O
door. So begin iday to enjuy the double profit of
eounter business plus painter business. There's
ag much prefit in paint as there is in any big ticket
item, aside from the regular retnil profit.
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Make pyramids of paint. ns illustrated. the
same as super-warkets do. Top these dlisplays
with price cards. Stock up little pyrumids of
FEnamelnikl on the wrapping tabhs, ad put pints
in paintedd Daskets by the cush drawer.

Related displays sell additiond, relzted items,
if you mzke the most ol hemw. For example,
deaners amd polishes and waxes sell paint, and
on the other hand, paint sells eleaners, polishes
and waxes, This runs up profits. If you sdl 25
wistomers a day a brush in addition to the
gaint they came for, you would “up” your
yearly sales 10 thunsand doflars. That's why it
pays to stll undercoaters, sundries. You get
the extra profit.

Angther way to inerease sales is to spot-light
your Style Guide, give it adkled prominence. For

this purpose. reflecter-tyve bulbs are generatly
used. Window displays previously used are ex-
collent for paint and color atmosphere either in
a store or in a paint department. The informma-
tive price cards you receiverl for Fall are ideal
for a producl-price promelion, ir the swire as
well as in. the window. Many dealers go even a
step further with o tieme Dbetween newspaper
ads and products feutured, with signs, “as
advertised.”

Notice the displays pictured on this page.
New products are demonstrated. Related prod-
ucts are displayed in ‘“use” groups.

‘Window displays bring prospecls in, store
anel stock displays sell them when they are in,
Both kinds of selling hdp zip-up your sales.

SPARIITE
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LIS c;|'l.m=.n'1‘

IN the spring of 1929 I decided to cast off all
houschold duties and go to work. I applied at onc
of (he leading departmoent stores in Detroit and was
given the opportanity of working in their paint de-
prrtment. T koew alsolutely nothing about paints,
but as there was no other opening available, 1 decid-
ed to take 2 clanee and make every effort to learn
the business.

NOTHE: The FHA bas prepared premotions]l materkl to

bs uied by retuilars to pramots "Repairg for Deicase.
Order your reguirements now, See Hst bolow,

- u/éy 9 ,fiée o

But you can't learn the business bi just waitin
o customers, I quickly found out. ijy first we
was terrible. ¥ sold SWP House Paint for inside
use. Flat-Tone for tnamel undercoater, linsced oil
for thinming varnish, glue size for sealing walls—
aud about everything tlsc which was contrary to
the rules governing paint application. Even so, 1
wes doing a pretty gaod job as my sales were aver-
aging about $100.00 a day.

The adage “where ignorance is bliss” does not
apply to the paint business. Complaints soen started
to camc in, Iven today my face burns with humilia-
tion when I think of the reprimands I received from
customers, Then and thetc I desided to eliminate
these mistakes by taking home and studying al! the
paint literature, enltor cards, hooklets and the like,
thai T could lay my hands npon.

I found that Sherwin-Williams literature gave
mc the basic knowlualge I needed.  The explanation
of their products was easy to understand, directions
simple to memorize, and I knew that any comipany
which manufacturad practically all the ingredients
used jn their products could meke a more yniform
piece of goods. It gaveme greater confidence when
presenting my salos talk to the customers.

Now, after the sale had been made, the custocner
found that my statcments were true- -Sherwin-
Williains Paints were ensy tapply, were long wear-
ing and did wash easily without losing their original
finish. This guined for me Lheir confidence and
they told their friends. By degrees I have worked

0,

up quite a clientele who seem to depend upon me to
assist them with al) their paint problems.

My ncxt step was to solve the demands of my
customers, 90% of whom were women, for color
ideas and combinations. By the usc of ¢color cards,
decorator buoks and various magazincs, I managed
to work out different color schemes For my custom-
ers to =tleet from, Now, lo and behold, Sherwin-
Williams has anticipated my needs and have brought
put their Paint and Color Style Guides. The day
[ saw my first Guide was one of the hoppiest in
my life for 1 knew my worries were pver! Here T
had actual reproductions of the Enished paint job.
AN T tad tn Ao was 1o allow niy customers to sit
down and page through the Guide or botrow one to
lake home. Orders, now, are only a formality.

In conjunction wilh Sherwin-Williams national
sules program, Crowley-Milzer & Company estab-
lished the Style Guide Laxing Service. is has
made it possible to contact many new customers
who, after borrowing the Guide, would phone me.
Many an order has been receivad in this manner
without tneeting the customer in person.

Now I have to smile when I recall that I used
to think that safes averafng $100.00 to $150.00 a
day were marvelous, Thos¢ werc “pikers” com-
pared to my sales this year which have run as high
as $900.00 fcr ene day.

—Now you know why I like to sell Sherwin-
Williams Paints.

et LOME REPAIRS

.. .and Home Repairs Call for PAINT

The Deiense Program iy the nation’s Diggest
job, It has a special meaning to paint dealers.
The defense effort offers an opportunity and a
responsibility.

The nation needs housing . . . a ot of housing
now . , . for defense workers. One of the most
efficient ways 10 meet this need is to repair and
remexlel existing strwctures. Therefore the “Repair
for Dcfense” canypaigm.

The FHA Plan jor selling repeirs for defense

is direcied to the owners of propertly suitable {or
remodeling to accotnmodate more than one family
and is restricted Lo sections where defense indtis-
tries are located. These are designated as Defense
Arcas,

If you are . . . or sospect you are . . . in a
Defense area, get in touch with your local FHA
cffice at onee. Every repuir or remaduling jub
calls for paint and your cooperation is needed. It
is 1o your aldvantage to do so. Here is a lurge
market for paint to be sold at a legitimate profit.

Materinl Available To Dealers

Window display No. 6

Dealer Guide

Window Sticker

Folder far Poblic istribution

Deater Folder {FHA Eligibitity)
Repairs and Conversion (for dealers)
Xewspaper Ad Mats

Rndie Scripts

How To Obtain

Write to Division of Education, Federai
Housing Administration, Washington, D.C.
State quantity of cach feature desired, Your
request will receive prompt attention.
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NEWSPAPER ADVERTISING

The newspaper is an cxocllent means of reaching
out for butiness, Jt is an important part of your sales
campnign for Pall. And fortunately, the regular Shes
win-Willaes Cooperative Advertising Plan brings the
cost way down for you, Drdor the mats you want by
numbaer. As you koow, they don't cnet youi g cemt. AN
have o timsly Fall appesal calculatsd to kaap the onsh
dnmer haw,

Sherwin Willims Classified
Advartising for Dienlers is &
sure-firo bet. Don't miae it.

WINDOW AND STORE
DISPLAYS

lle sure ta put your window and atore displays ro wark,
Thuy cost you nothing snd they do & first-class job of

_ ashing, Thoe bew window streamer and viicker fash 3
pwiriotic note (0 pussersby tying-in paint witk protecs
tion, Xnformative prico cards focus interest om your
products, both In the windaw sud in the story. Rumeni-
ber, tho mors prople ree tho mora you sell,

Tha strect scencis &
top-Right attention-
gntter for any desler.

iy

RADIO SPOTS

As porsonnl as a phone all, the now 5-W rudio
spot enoouncemerta cash-in on tha listening aue
dience, bring ia busineas from for and wide. Day-
time rates ace low and ¢atch the woman's car.
Ysur cheice of any or sll of sixteen different
metdagor. Make the most of this worth-while
meditm [ocally, by tying it in with the other
farges in your campaign. Dealern report mers
miles per dallay with toordinazed efiori, planning.

L

4
LEAVES... |
from the Fali i
Promotion Plans {
of a Successful
Paint Dealer
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- STYLE GUIDE

1
Feople want point and color. Everyone agrees to ‘}
that, and to the fact that the Styls Guide sells
paint and color os nothing elts canl Kesp the
Style Guide displayed in your window. Keep the
Style Guide displayed in your store. Show the
Style Guide to each and svery sustomer. Loon
the Siyle Guida ta ¢ach and every prospect.
Dliplay the Style Guaide wherever the publie
cangrrgated: g

e

Panks and Loan Companias,
Furniture mnd Department Stares,
Librarias, Schools, Clubs, Doc-
tom' O#fices, Braury Shops.

POSTCARD PROMOTION

Tt kas been ssid that the pucaesrive blows from a
hammer will drive a pail home where ono blow
falls. With this in mind, we nffer dealzrx 2 series
of ten posteards for 2 bang-up cempsign. Govern-
meat posteards thar lead 10 new and listing businoss.
Cardys thot call and call sgain. Thia cxmpalén js well-
nigh irresintible to @ woman whe bes pride o 2 man
who thinks of the protection of his property. You
wrill notice that these messages arc mailed out over
YOUr OPm BAMe DRrTYIng your prico, ]

Var dutails on the Fall
3 Campuign, sce your Sherwin-
H ‘Williamy Representative,

LN VTN
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One-Armed Paper Hanger

“Ax busy a9 & sasarmed paper
hanfor with the hives” In an
American proverh, and Paol
Cardinsl who puper hsags
Pasadena, Californis, it part of
the provesb in tha Besh, though
be never hud the hives.

Farmerly » trapeze attisg,‘he
met with wg wcoident ten years
nio thut oad®d his cirous cwraer.
‘Whila doing ¢ high tripte somer.
asok, his partaor misecd and
Cardinl lost his kR sem. Photos
by Hermun V. Wall for U, §
Camera Magazine,

2. Tho old slbow comes in handy
- in praparing the paper. He sete
up afl his ovva cquipment.

Historic Home Uses Authentic Color Tones

The historic Uobbiny House, boilt in 1776
i» ano of the show places of Gettysbury, Pa.
It was built by Rev. Alexander Dobbins
and for 25 yoars housed one of the first
clysieal sehnoln west of the Surquehanaa
River.

During the Bastis of Gettysburg
the house served as o hospiesd.
Today it dtands, ws in colenial
times, furnished io sucheatic and
original forpisbings, Rervcatly

repainted, inside end our, orig-
inal colare and textures wero
duplivated  with  Sherwin-Wil-
liems Printe.

7%
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Trick Signs
AROVE: He's not o szcand-story
map—he is printed on the wall.
This sign was photographed up ia
Canéda by @ vaestioning employco.
BELOW: This wnusunk sign i s
property of Claveland Hacdware

Compuny, Anatin, Mino. The baz-
row rolls round aad round,

3. Entes ure bandy, teo, far
pouring snd mixing paste. He
uses feer, teeth, hips and heod.

Thiv ¢hurch bed been naglecced 5o
long ita surfaee way almost barron
of paint yet ane coat of 450 Under.

Puerto-Rican Hurricane Test SWP

Before and After of the Month

coater snd SWE Glass Whito mada
the difference, Paint was supplied
by MoKes Lumber Co., Ennis, Tex.

o -

RTIGHT: Somo years aga thix
Puerto-Rican sugar pantation cot-
tage was fnished with 2 kinds of
paint. A hurricane awept through
tha couniry, destroysd the roof,
Altor 5 yeam exposure, SWP
(righr aide) ueill afforda protec.
tion, The otker side in complotely
doonded of paint.

5. Dne arm and one lag enable
him to place the sticky sheet
without amy great trouble,

4. Mow things get complicatad
but they don't bother Curdinal.
He’s spreading paste.

Wichita Dealer Sells

b2
used on this 123 building projest nowr be-

ing comstructed to howse airplane factory
workers.

a 3588
gallon paine order for Clande R. Myers
Cu., Wichits, Kuzeus. Tho finisbes will bo

7, Cardinal gets hio theills today

6, On ctilings ha osce tseth.
High slitude work s casy to x
men who grew up m s cireos.

in paperlof ceilings, He defily
vses brush, hesd, vesth.
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