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HISTORY OF THZ DU PONT PAINT BUSINRSS

Human nature being what it is, man 1s forever pausing to ask:

"By what rcute did I come to this place? What were the more important
milestones that marked my progresst® So 1t is with a business,

Thare are those who maintain that the story of the growth of s
business is s ledger filled with dry and dusty facts: that nowhere within
its covers will you find the wine of that which we call romance, or the
senses of achievemoent and frustration that are so peoullerly buman,

I do not believe these peopla.

I believe that ths story of Du Pont and its part in the paint
business {s & history of growth and achievement, of men who played a vital
part in that growth, a reaffirmation of industry's role in the American
' Sgenae,

Perhaps this 1s the time for us to pause and ask curselves how
we came to this point in our history. I believe it is, and I am not alone
in that thought. Within the past few months Dr. Horace H. Hopkins inter-
Jected & comment into a luncheon discussion of the early yesars of Du Pont!':s
entry into ths paint business, expressing a desire to ses a history of our
growth recorded, Later, Mr. J. Warren Kinsman, in preparing a report for
ths Executive Committes, wanted some information regarding the histories
of certain buildings within Finishes plants acquired by Du Pont through
purchase, He added his recommendation to Dr. Hopkins' earlier remark,
and suggested that perhaps I might be the historian,

I make no pretense of being an H. G. Wells or Emil Lucdwig, How-
sver, I have assembled all of the avallable facts and dates, and, taxing
the memories of several of my associates, bave thus been able to plece
together & story I believe tells falrly the history of Du Pont 1n the

pairt dusineas,
-1-
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I could not begin this story without first extending my sincere

thanks to tne associates whose help has been Invaluasble in making this

task essler:

A. K. Burke
¥, J. Callahan

C. W. Clark

- B. G. Daugherty

M. Denning

H. E. Bastlack
J. T. Edgerly
E. J. Furst

Dr. G. C. Given
S. L. Johnston
H. B. Lackey

E. Longatreth
R. A. Macfarlan
John Mershall
H. E. Monk

J. J. Koosmann
3. W. Sherin

J. D. Shiels

3. B. Woodbridge.

The list, I know, should be longer.

i

If any errors appear in the following, they do ao inadvertently.

I sccept the responaibility for thelr presence, and offer my apologles.

WY Z+M3

May 1, 1947

W. M, ZINTL.
/"77\/?47«1‘{.
L
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COMPANY ITATUS AT TIVE OF DU PONT EATHY IN THY PAINT BUSINE3S:

. "V'I‘he general bellef prevalls that Du Pont entered the Psint business
&8 8 postwar development and that 1t came about colncideatel with the
Company's purchase of Harrison Brothers & Company who were manufacturing
certain important chemicals which Du Pont needed during World War I,
But that 1s not so. Du Pont was in the Paint business rmany years before,
but few in the Du Pont Company, and no one else in the Incustry, recognlzed
Du Pont as being part of the Paint industry. The fact is that Du Pont had
been making and selling Lacquers for quite a few years, but Du Pont was
not recognized as a paint manufacturer because it was not until the develop-
ment of "Duco®™ that the manufacture and sale of lacquer was regarded as
part of the Paint industry. Prior to ths development of "Duco™, Nitro-
cellulose Lacquer (which should not be confused with the entirely differ-
ent Chinese lacquer) was used primarily for socap dishes, toys and light
metal work, such as silverware and brass hardware, chandsliers and beds:
also as & "tronzing liquid® for radiators. Its broad use had not been
commercialized because the high viscosity lacquers then available required
an excessive amount of thinning for spray application. Hence,a large
number of coats were necessary to obtaln satiasfactory film thickness,
Uses were, therefore, confined largely to szall articles that could be
dipped - its use on brass bed-ateads being s notable exception., Right
here, it should be emphasized, and probably printed in bold letters, thaﬁz
with the development of Du Pont "Duco™, meking Lecquer commercially
eccnomical for large surfaces, the Paint industry was transformed from
an orthodox industry into the beginning of a chemical and highly technical
industry. This sensational contribution was the first real technical
‘advmce in peint technology 1n decades. NMore will follow about the de-
velcpment of "Duco®™ undsr a separate sectionf

Having thus established the fact that Du Pont was in the Paint

|
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business befcrs they acgulred Harrison BErothers, we will now procesd with
the history of each company acquired or developed, starting with Parlin.
PARLIN

Thirteen years before World War I -- to be specific, in 190g,

Du Pont established the Eastern Laboratory to expand research in explosive:
In 1903, the Experimental Station and Development Department were estab-
lished and a definite pollicy was inaugurated that henceforth the Company
was to be not a procucer of explosives alones, but a chemical manufscturer
ready to venture into any logical chemical fleld.

The development and manufacture of exploalves had been basmed on
the ingredients necessary for black powder, dynamite and gelatin, &nd
smokeless powder and gun ootton. The general use of black powder had been
pretty much superseded by dynamite. These products involved the use of
nitroglycerins, nitrocotton, wood pulp, or cellulose, sodium nitrate,
ammonium nitrate, fulminate of mercury, diphenylamine and other chemicals,
There was at that time perhaps no othar dbranch of the chemical industry
which {nvolved sc much fundemental chemistry, and wkich required so much
chemical ingenulty in the application of these fundamentals to produce a
safe and economical explosive, not only for military use, but for industri:
peace-time use, on which the greatest emphasis was placed.

The production of these sxplosives required ths obtaining and
preparation of specified raw materials, and involved one of the most im-
portant reactions known to organic chemistry - that of nitration.
Glycerine was nitrated to obtain nitroglycerine, and cellulose was
nitrated to obtain nitrocellulose or gun cotton. These operations required
nitric and sulphuric acids, two chemical commodities on which a very large
part of our chemical industry is based, Both were manufactured by Du Pont.
The manufacture of smokeless powder required organic solvents, such as

alcohol and ether, all requiring & highly speclalized knowledge of thas

«
-y -
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chemlstry involved,

#1ith this as a foundation, Du Pont set cut to explors the diverse
fields related to explosives.

Solutlons of nitrocellulcse were being used in the manufacture of
lacquers for coeting metal hardware and light fixtures. This subjfect was
investigated bty the Devaelopment Department, (organized in 1303), and upon

their recommendationr, thse Intprnaticnal Smokeleas Powder & Chsmicsal Co.

—

at Parlin was purq§gigg_gl_gg_zggf\if;}geii_ This company produced not onl
nitrocellulose for powder, but nitrocellulose solutions end solvents, and
did & thriving little business with "braas lacquer™. This acguisition
brought to Du Pont some excellent chamists &s well as other “rained per-
sonnel,

Records disclose that the Parlin dulldings were started in 1898
and that by 1893 there was a total of 539 buildings covering different oper
tions. In 1900, the first Pot Nitrating House was built as was also the
first Powder Line. 1In 1901 they had the first run of powder and began the
manufacture of nitrocellulose solutions. Records show that the firast sale
were to the Petrifold Company. Later, nitrocellulcse was wsetted with
benzens and used for Artificial Leather Coatings. 1In 1804, they began
the manufacture of solvents (amyl scetate sand ethyl acetate). This was
the year that tha plant was acquired by the Du Pont Company. By 1305,
they had a total of 133 bulldings, and in thls year the Pyroxylin Line wa:
developed, including the Tank Mixing House, Tank Storage House, anad
Barrel Rolling Houses Nos. 1 and 2,

In 1905 they made their firat lacquers for brass and silver coat-
ings. During this year part of the present Administreation building was
built, In 1906, additional land was bought and more buildings erectsd
which added up to a total of 155 by this time. In 1307, the American

Lacquer Company and Miller Company were acquired, By 1308 there were

.5-
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approximately 150 peopls employed, and in the revision and readjustment
of +he plant they had about 100 bulldings, 16 of which were in the
Pyroxylin Ares. In 1910, the manufacture of ether for medicinal purposes
and of barium nitrate was started. 1Imn 1915, the Arlington Company was
acquired. This company was an aggressive manufacturer of pyroxylin
plastics, lacquers and enamels {this is further proof that Du Pont was
definitely in the Paint induatry before they acqulired Harrison Brothers

% Company). At the time the Arlington busliness was acqulired, they were
manufacturing & line known &s Pyralin Enamels, which consisted of lncer-
porating pigment into a nitrocellulcse plastic on 2-roll rubber mills, and
compounding with solvents, resins and plasticlizers. This part of Arling-
ton's business was transferred to Parlin and the first pigmented enamels
were turned out by Parlin at that time, the enamels being used for spraying
and dipping small metallic and wooden articles,

The use of Pyralin Enamels found limited application in industry,
tacause of their high cost and the fact that nitrocellulcse imparted such
high viscoslty to the solutions that it was only posalble to have a very
small .emount of solids In these enamels, the balance of the compocsition
being volatile solvents lost during application. Parenthetlically we might
8dd here that this periocd was the real begianing of our Industrial Fintsh
tusiness,

Somewhere around this perilod the Company bought a Bronze Powder
tusiness to stimulate the sale of lacquers. In 1918, a number of small
package items were manufactured and sold, including such items as a
leather renovator, Parloidion, Aluminum Paint, and Pontoklene. During the

same year there was active promotion of sales of Wood Lacguer, Spray and

‘Dlp Lacquer, Silver Lac, Nhite Enamel Pyralin Enamels, Bronzing Liquld,

\\

Belt Cement, Leather Solution, Aeroplans Dope and Cotton Sclutions. Also

" {n 1920, the magic formula of "Duco™ was developed, tut more about this
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later.

It 18 worth while recording here that saveral men got thelr real
start in the Du Pont Company at Parlin and later rose to high executivs
positions. HNotably were Mr. H. Fletchser Brown, who was General Suparin.
tendent of the Plant, Mr, J. W, Elms who was transferred from the 01d
Hickory Powder Plant to becomse Division Manager at Parlin, and later
Assistant General ¥aneger of tha Fabrics & Finishes Division., Also, Mr,
J. J. Moosmann who was the firast lacquer aalesman we had, later became
Division Manager of thas Parlin Plant and later moved to Wilmington as
Aasistant General Manager, succeeding Mr. Elma, Mr, E. K. Flaherty, the
inventor of "Duco", atarted as a chemist at Parlin and later became

Manager of the Finishes Divisicn,
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PURCHASE OF HARRISON BROS. & CO., IKC.
PAINT AND VARNISH MAR UPACTUREZR3

On August 22, 1916, the Exeocutive Committee pazsed thas following
resclution:

"RESOLVED, that the Development Department be informed

that, provided a complete study demcnatrates the fact that

a satisfactory return on the investment can be secured, the

Executive Committes would favor the developmant of the paint

and vernish industry, preferably by the acquisition or pur-

chase of one or more suitable golng concerns,®

As a result of the resoclution, a thorough inveatigation of the
industry was made and 1t was determined that Harrison Brothers was by far
the most satisfectory concern to purchase. Dr. Fin Sperre and Mr. C. 4.
Meade who conducted tbq study sald at the time ™that while the estimated
return on this investment is nct large it will put us In e position to
build up a very satisfactory paint and varnish business in connection with
our other chemical business.® They further added "thers is one thing in-
teresting in a combination chimical, paint and vemish dbusiness in that it
1s 2 well-known fact that when business 1s not good the paint and varnish
business is thriving, caused by the railroeads and factories in doom times
being too busy to do thelir repair work.® From the foregoing, it 1s evident
that while Du Pont was looking to new postwar markets for expansion, the
chemical end of the Harrison Brothers' business did have its advantages
because they needed the chemical capacity of several important acids but
that the paint business offered real potentisl,

In the same report, there was a second recomosndation, viz: that
the preferable plan for securing satisfactory entrance into the paint
businesas would be "to acquire by purchase one cor more suitable going cocn-
cerns, if obtainable at figures indicating a proper return on the invest-
ment, and with a view to tr&ﬁsror of operations to Parlin at the first

opportune time.®™ The consclidation of numerous small paint manufacturers

was seriously considered, but the introduction of the anti-trust laws

-2
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apparently discoursged further effort with the result that the 1914 census 7
showed £55 establishments in the paint and varnlsh business, amounting to
about $149,000,000 per year, as against 363 establishments in 1909 dolng s
business of $127,000,000. These figures are cited specifically right here
because they will have specilsl significance whnen the results cf later

years will show the progress made both by the Iindustry as well as Du Pont,.

In December, 1916, the Executive Committee authorized the purchase
of Harrison Brothers, and the purchase was consummated on March 14, 19217
at o price of $5,700,000, plus the Du Pont Company assuming all the out-
standing obligations of Harrison Brothers & Company.

The aale was considered satiasfactory to both partles and it marked
the union of two of the oideat and best-known manufacturing firms in the
country. Harrison Brothers & Company were founded in 1793, nine years be-
. fore E, I. du Pont bullt the firast powder mlll on the Brandywine, and in

many respects both firms had a great deal 1n common in that they were early
American industrial pioneers.
John Harriscn was the first manufacturer of sulphuric acld In the
United States. It 1s also claimed that Earrison were one of the rirst'mlnu:
facturers of White Lead, having started in 1808. Another first to
Harrison's credit was the introduction in 1814 of platinum as a catalyst
in sulphuric acid manufacture, a real step forward in the production of
this commodity.
The Harrison business started in Kensington, a small suburb of
‘ Philadelphia, but early in 1800 moved to Gray's Ferry Road, Philadelphlia,
on tha East bank of the Schuylkill River. There is no record of how much
ground was originally bought but at the time of Du Pont's acquisition,
‘ there were over 80 bulldings occupying 40 acres. The early years of
Harrison were confined to making heavy chemicals, such as sulphuric,
nitric and hydrochloric acids, chromates and alum, and tuilding after

-9 -
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buillidlng was added but mpparently with 1itile sclentific or engineering
ald. Therefore, the plant was not very skillfully lald ocut for mass pro-
ductlon. Fortunately, as the busliness developed they kept the chemical _
end on the West side of the plant, and established the lead, paint, color,
varnish and lithopone business on the Esst slide of the plant which did
separate the chemlicel section from the paint Sectlon.

The Harrison business was primarily a family affair (like Cu Pont)
right cn up to the time of Du Pont'a acguisition. There 1is little to be
found in the records about the older gereration but when in 1877 the
founder's grandsons, John, Thomas S. and George L. succeeded to the busi-
ness, the Harrison family was wealthy and soclally prominent, while the
company was recognized as a highly reputable leader in the chemical and
finlishes fleld. The three brothers are remembered as markedly different
types of lndividuals, John was austers and aristocratic, George could bde
found more often than not perched on & box obtserving a plant operation or
in conversation with a member of the operating crew, Thomas S. wasg
glamorous, and one-time consul to Turkey, &nd was the reciplent of a pair
of Arabian steeds from the Khedive upon his retiremaent from that 2ffice.
Ee was regarded as a "real sport".

Toward the end of the century, difficultles loomed ahead and in
1898 the company was reorganized and refinsnced st which time the name of
the firm was changed from Herrison Brothers to Harrison BErothers % Company,
Inc., At this time, John Harrlson was President, snd C. Leland Harrison
became Secretary and Treasurer, but shortly afterwards mcre financlal
trouble mrose and in 1302 Lee Higginson Corperation of Boston sponsored
a boncd 1ssue and established Rcbert S. Perry as President. Robert's.
Perry was & chemical engineer, possessed of an abundant smount of
aggreaslon and drive, but shortly afterwards, (in 1903), Russell S,

Hubbard (brother-in-law of ¥r. Perry) was installed as Secretary and

Vil s A "’0'
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Treasurer by Lee Higginson., ¥r. Perry had the vislon but not tne balance,
Mr. Hubbard, Tfortunately, had both. NMr. Perry made cnes contributiosn to
the Falnt industry for which he wlll forever be rememtered, It was
through his vislon that the Sclentiflc Sectlon of tne Feint Assoclatlion
was esteblished, and a complete szory of his contribution i1s recorded in
George B. Heck@@F' History of the Palnt Industry. It snould be saild here
that this Division of the Paint industry nhaed a great desal to do wlilth making
the Industry technically consclous.
At the time Du Pont acqulred Harrlson Brothers % Company, thelr
total sales of lead, palnt, varnlsh, colors and other paint products I
totaled $2,102,000, of which 81,190,000 was Paint and Varnish. ©On sheet
"A"™ {attached) is a detail of comparative sales from 13903 to 1916, in=
clusive.
The business was primarily all Trade Sales., While they were termed
& natlonal houss, because of having some distribution scattered throughout
the country, they were primarily a sectlonel house with the moat of thelr
business along the Eastern Coast. They had some of the flnest palnt re-
tallers as customers and these served as a basis for the later development
of Du Pont's Trade Sales business. '
The Management of the Harrison Company at that time was:
R. S. Hubbard, Presldent
Wm., Rlichter, Tresasurer
J. E. fatt, Manager of Paint Sales
A. R. Glancy, Plant Manager
E. C. Thompson, Asst. Plant kgr.
P. S. Tilden, kgr. of Heavy Chemicals % Plyments Sales.
Of the aforementioned group, Messrs, Richter, Hatt and Thompson all had
{mportant roles in the Du Pont Company.
While little reference nass been made to tine pigment end of the
Harrison business, it 1s only right to say that tnls part of the business
was the foundation for the later development and growth of Du Pont's Plgment

arnd Zolar Dlvision, but !t was not felt that space should be tsken up for

DA -11-

DUP130005542



discussion of this in this cdocument. In addition to the Gray's Ferry
. Plant, Harriscn brothers also cwned a small plant in Chicago which
was of very little velue because of 1ts smallness and antiquity. At
that plant the manufacturing operations were carrled out at 2001
Nendel Street, but all products mads were trucked to an outside ware-
house for labellng, packing sand shipping. Raw materials had to be
stored in another properﬁy which will fllustrate the smallness of
the Chicago Plant. '
To summarize tae purchase of Harrison Brothers, the following
13 quoted from the Committee's recommendation:
"7. Immediate entrance 1s secured to the paint
business which will allow us to acquire thorough famillarity
wlth the industry before we are ready for expansion at our
. own locatlons,

II, Herrison Bros. & Co. can give us the beat genecral
knowledga procurable by the purchase of a going concern,

III. The chemlcal features of the buslness harmonize
with several of our plans for future development.

IV. If Harrison Bros, %X Co. &re not purchased now
their planned extensions will, by another year, render the
propoaition of but little vealue to us, at least from the
standpoint of chemical msanufacture.

V. Purchsse of Harrison Bros. % Co. will remove what
undoubtedly will be in & short time a powerful factor in the
paint trade, and a very possible competitor in chemlcal lines
we may desire to take up.

. VI. The size of the proposition does not appear out of
proportion to developments possible in the next few years

&t our own plants.
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O VII. The situation at Gray's Ferry is now being adjusted,
and may be more carefully fitted for the most sdvantageous manu-
facture &t that point while chemical menufacture expansion desired
may be carried con at our own plants, probably Hopewell,

VIII. The sites at Gray's Ferry snd Paulsboro are valuable,
and undoubtedly salable if future development makes removal

desirable."
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DUP130005544



PARLIN PLANT -- MAJOR IMPROVEMENTS SINCE 1324

1924 - The original facilitles, providlirg 240,000 gallons annual
"Duco®" capacity, for an estimated 240,000 automoblles,
were completed in April, 1524 at a cost of $151,0C0,
This comprised a Z2-story grinding bullding known as #7
M11l House, anc & 2-story finished product bullding
known as #1 "Duco".

1924 - The "Duco" faci{lities ware doubled by expension completad
in December, 1924 at & cost of $1399,000. This {ncluded
added acetylation and refining equlipment in the Sclvent
Area, mdditional ball mills and a new manufacturing
building, #2 "Cuco™, & new thinner msnufacturing bulld-
ing, a new barrel and drum cleaning bullding, snd =
PXC process bullding.

19285 - A new Control Laboratory was completed in January, 1325,
costing $47,000, to provide testing facllitles for an
estimeted 100,000 gallons per month production of "Duco®
Enamel and Thinner.

1325 - The original bay of the preaent Shipping House was completed
in July, 1325 at a cost of $50,000. This represents the
first dismantling of the o0ld World War I Hopewell Cctton
Storeges. It provided new packing and shipping facilities
for the above items.,

1325 - A new Change House was provided Iin Mixture Aresa, and added
Solvent and PXC facilities were installed in September,
1925 at a cost of $93,000 to increase "Duco™, Enamel
and Thinner capacity from 100,000 to 130,000 gallons
monthly.

1925 - The first construction to house Clear "Ducs" manufacture was
completed in QOctober, 1926 at a cost of $132,000 and con-
sisted of a new 3-story bullding, ncw known as #3 "Ducc®™ and
a new 3-story comblned doping solutlion and shading facilities,
known as the Dope Shed locally.

1927 - A new building was completed in Fsbruary, 1327 at a coat of
$43,000, and equipped with portadle mixing equipment to
produce 12,000 gallons of Brush "Duco" monthly. Sutsequently,
Brush "Duco™ was formulated on an alkyd basis and these
facilities were not used for this purpcse, The portable
equipment waas transferred into the "Duco™ operations for
amall order business. The bullding now nousea the 3,000
gallon Clear mixers.

1927 - Emergency grinding facilitles, as & protection to our cus-
tomers in case of damage to (#7 Mill House), plzment
grinding building, were completed in July, 1327 at a
coat of $49,000,

1928 - The second 50' x 100! bay of the Kixture Area Raw Xatarlal

warerncuse was completed In February, 1528 at a coa: of
- $22,000.
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FARLIN PLANT - MAJOR IMPHOVENZNTS SINCE 1924, continusd

1928 - A 51' x 57' Research and Developrent Laboratory was complsted
in April, 1928 at a cost of $42,000,

1330 - The third bay of the Mixture Area Raw Material Warehouse was
completed in October, 1930 at a cost of €27,000.

1931 - A new Finished Product Warehouse, in the form of a drum rack
storage, was completed in June, 1331 at a cost of $174,000,
The dimensions of this bullding were 55' x 183!,

1931 - The emergency grinding facilities lilsted in item 8 above,
were converted to house continuous conveyor cleaning
machines in May, 1931 at a cost of $88,000.

1931 - Facilities for manufacturing PXP were completed in December,
1931 at a cost or $187,000.

1335 - New high pressure boller was completed in June, 1935 at a cost
of $352,000,

13368 - New facilities to manufacture 20,000 gallons of urea formalde-
hyde resin monthly were coxpleted in September, 1336 st &
cost of $102,000.

1337 - New facilities for dispersion of pulp plgments by vacuum

W. % P, mixers was placed in cperation in April, 1937.
These cost $43,000,.
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Paint %
Jarnlsh 9629643.04

Solor Maklng 62738.18

~lumina Hyd.

334766.50

895765.27

34872.80

SHEET "a"

COMPARATIVE SALES - H. B. & CO., INC.

292344.75

895448.11

102346.73

1912 1913 1914

408645.47 458237.48 69458.54 Chgo.
340530.38 Phila,
403388.32

977672.18 10868021.18 301660.60
. 683832,60
985553,

112416.86 17553.31
94803.51

112356.82
2042.10

14719.78
.8

baint Total 1332064.58

1325404 .57

1230137.59

1438734.51 1545218.68 1524660.82



PHILADELPHIA PLANT - NAJOR IKPRCVENENTS SINCE 1225

1528 - Brush "Duco"
Several manufacturing units for the preparation and packaging
were Installed,

1223 - Varnish Plant
A complete and modern open-kettle varnish manufacturing
plant including all necessary processing and storage
facilities was constructed.

1931 - Synthetic Resin Plant
Equlpment of the most modern type was installed and pro-
duction started in the bulk manufecture of syntnetic
resins used in "Dulux™ Products.

1832 - "pulux™ ¥anufacturing Plant
A new three story structure with complete equlipment for
manufacture of plgmented "Dulux" Enamels was provided.

1336 - Additlion to "Dulux® Bullding
A two-story annex was added to the "Dulux®™ plant to pro-
vide space for manufacture of small batch ltems and
additional warehousing space,

1937 - Paint Plant
A modern 3-1/2 story bullding with facllities for the
manufacture of Orthodex Flnlishes, CGil Colors, Stencil
Paste and Putties was erected and put into operatlion.

1937 - Qffice Building
A modern I, shaped two story office bullding was erected
to replace the old structure. This buildlng was a com-
bined project of the Finishes and Grasselli Depart-
ments,

1340 - Warehousing % Saipping
A completely conveyorlzed method of handling Flnishes
Products from the Operating Bulldings to the Warehousalng
and Shipping polnts was installed.

1340 - Solution Method of Resin Manufacture
Equlpment, incorporating the latest developments in
synthetic resin processing, was addad to the existing
Resin Plant,.
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PURZHASE OF 3RICDGEZPCAT WCOLD FINISHING CIMPANY

At the time of purchase of Harrlson Brothers % Co., Irc.,, the
Development Deparitment made 1t clear that Herrlson Brothers had &
zocd founcation for the develcpment of & substantlal business in
pligments, colors, paints and varnlshes, but 1t was explalned at that
tire thst the Harrison management hac permitted the mixed paint and
varnish business, especlally, to run down. It was also realized that
the bulk of the Hurrison Paint business was primarily mixed paint and
that 1t would be necessary to supplement and develop the business with
one or more Companles with other types of business, such &s Spectlal-
tlea, Industriasl Paints and Varnlshea. So, In keeping with thelr
study, the Brldgeport Wood Finishlng Company business sesmed toc offer
tne type of business that would be advisable to buy, because whlle
. Bridgeport's ready-mixed Paint business supplemented the Harrisocn

trade sales line, the Bridgeport Company had & 1ine of speclalties
such as Fillers and Stains on which they had established some volume
end reputation,

The Bridgeport Wood Finishing Company business began as the
result of s friendship between Dr. David Breinlg, who was a physiclan,
and Mr. Nathsniel Wheeler of the Wheeler & Wilson Company, msnufacturers
of sewing machines and cablnets in Bridgeport, Conn, Because the
Wheeler % Wilsor CTompany were makers of cablnets for thelr sewing
machines, they naturally had to have flllers and varnishes and before
the special Paste Wood Filler (later known as Wheeler's Pasate Wood
Filler) was invented by Dr. Breinlg, It was the practice of cabinet
makers to apply many successive cocats of shellac-varnish or gumn varnish

.in order to obtain a smooth finlished surface, free of pits. Tnls was
a laborious and expensive finishing system tecause mucn of the hard

wood used ror cabinets was open grain, such a8 oak and mahogany. It
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30 happened that Dr. Breini, was Iintcrested in a quartz mine located
‘ at Fcrt Arne, N. Y. end when he learned of NMr. Wheeler's finishing
problem, he concelved the 1dea of combining oill end finely ground
quartz to produce a substance whlch cculd be packed into the pore
of the wood, thus producing a smooth, hard, lmpervious surface which
would provide a perfect foundation for one or more coats of varnish.
For a period of many months, Dr. Brelnig carriled on a nurber
of experiments and finally produced a satisfactory procduct which he
later named "Wheeler's Paste Wood Filler™. He applied for and received
a patent cn this product which 1t 1s belleved was granted in the year
1879.
The Wheeler % Wilson Company soon found that by the use of this
paste wood filler, 1t was possible to produce a better finish on their
. cabinets at a much lower cost. Recognizing the commsrcial value of
the produét, the Bridgeport Wood Finishing Company was then organized
for the purpose'of producing and selling to other cabinet makers,
Wheeler's Paste Wood Filler and other wood finishing materisls.
At that time, in the e&arly '8C's, Dr. David Brelinlig who was
still active in the practice of medicine, turned the responsibility
of crganizling the Bridgeport Company over to his son, Granville M.
Brelnlig, and their first factory was located In New York Clty, on
Pearl Street. Thers, in a small building, they produced limited
quantities of Wheeler's Paste Wood Filler. The business prospered,
and shortly after the company developed and manufactured oll and water
stains wh'ch later became known as Breinig's 011 Staln and Breinig's
Water Stein. The buslness soon outgrew 1ts small quarters and Lt was
‘ decided to build a new manufacturing plant in Still River, Connecticut,
where there was &n avatlable water power slte and where the imnediate

surroundling country shoewed outcrcppings of quartz deposits. This was
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about 1382. fts main cperatlion &t that tlme was the grinding of quartz
. Into very fine grades of silica which later was givern the trade name
"Lithowhite S{lex™. This material was not only used in the manufacture
ol paste flller but was also used In another palnt product developed
at that time under the trade name "Breinig's Lithogen Silicate Palnt".
The pigment portlion of thls paint conslsted of one-third lead, one-
third zinc and one-third silex. About the same time scouring soaps
were becoming more widely used, and Enoch Morgan % Sons, manufacturers
of Sapcllio, became Interested in the use of silex in both the hand
Sapolio cake and the scourling Sapolic cake. In the early '30's, Enoch
Morgan % Sors acquired a finencial interest in the Bridgzeport Wood
Finishing Ccmpany in order to insure a continuous supply of silex.
During the years that followed, many other paint products were developed
. and produced, including Wheeler's Liquld Wood Filler, Primer, Japan,
Drier and Varnish Staeilns. In the year 1893, at the Norld's Falr in
Chizago, Wheeler's Paste Wood Filler and Breinig's Lithogen Silicate
Paste Palint were given blue ribbons, representing the highest award,
The business (while small)} kept on growing sand as the result of constant
sales promotion, architects throughout the United States and Canada
were specifying Wheeler's Paste Wood Filler and Brelnig's Stailns for
practically all upright trim. Furniture manufacturers generally used
the same products in their finishing departments, and eventually both
products became well-known to palnters and decorators with whom the
firm became quite prominent.
Granville ¥. Breinlg died in 19056, at which time his son,
David E. Breinlg, who started with the company as a chemlst following
. his gradusticon from Yale, succeaded to the presidency of the companﬁ.
Being young, progressive, and somewhat visliornary he declidsd to expand

the buslness and began marketinzg a complete line of :=rade sales products
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° under the tracde name "Bridgeport Standard".

As stated previously, the Du Pont Compeny found it necessery
to broaden the line made by the old Karrlson Company and Du Pont was
attracted to Brldgeport chlefly because of their Filler, Stain and
Varnish business. Du Pont was not interested in the Bridgeport plant
because they had ample manufacturing facllitles at the Harrison Plant,
and the principal asset of the Bridgeport Company was their busainess
for fillers, stains and varnishes, and more particularly for thelr
reputation with the architects and lumber companies throughout the
country.

An outstanding merchandising asset which Bridgeport had was
thelr system of dlsplay racks showing ths effects of thelr f'illers,
stains and varnishes on various types ¢of woods, ¥r. David Breilnig
was spparently the first to realize that there had not been any coopersa-
tion between the paint and varnish manufacturers with producers of
lumber and the users of lumber. Hls idea was to make a speclal study
of the wood finishing materials as applied tc each particular kind of
wcod end bring this jointly to the attention of the lumber asscclatlons,
architects, bullders, and home owners, After considerable eoffort the
plan was developed successfully and the lurber assoclatlions cooperated,
they themselves spending a large amount of money in advertialng lumber
for various purposes, and the Bridgeport Company supplied the display
panels showing the effects that could be produced. This one feature
alone possessed a tangible good-will value because the Brldgeport
Company promoted the idea and furnished ths panels,end dfsplays were
. established throughout the country at a minimum cost to the Bridgeport
Company, but with considerable &dvertising value., The following is
& quotation from ¥r. John E, Hatt's report of April 23, 1317, which

is self-exﬁlanatory:
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"I learned from him, tco, hls selling plan, which covers clcse

‘ wors with the Natlonel Lumber Manufacturing Aascclation and the various
Individual assoclationsa, such as the Fine Assocliation, the Cypress
Assoclation and the Hemlock Assoclstion, that go to rmake up this National
Assoclatlion. Each of these lumber assoclatlions has been advertising to
the putlic, the architects, bullders, englneers, ste., the benefit of
using thelr particular kind of wood, and &3 a result they are getting a
great msny inquirles regarding thelr partlcular prcduct. Inasmuch as it
i1s not advisable to show the lumber in its raw state to anyone who is in-
terested in using 1t for a home or a building of any kind, the associa-
tions have made an arrangement with Mr, Breinig whereby he furnishes them
small finished samples, color cards, booklets, and standard specifications
for finishing each kind of wood to get certeln desired results, and these
leaflets and color cards the assoclations are distributing direct to the
person who ingquires, and then ths association also turns over to the
Bridgeport Company the ingquiry itaelf, This inquliry, in turn, 1s followed
by the Bridgeport Co. and sdvices regarding the inqulry and what thkey are
interested in, 1s turned over to the local jobber or dealer in the
vicinity in which the inquiry originates, and sdvice 1s given to tre in-
guirer that he can see displays of various woods fintshed in the manner
in which he 1s interested at some certaln Jobber's or dealer's store,
In other words, in connection with the Bridgeport Company the Lumber
Associations are offering a lumber service for finishing to people who
are interested in the!r product. Naturelly, this appeals to the archi-
tects and btulldera rather strongly and because of the inquiri{es which it

originstes 1t likewise appeals to the lumber dealers in the smaller
‘l' communities, and this has made 1t fairly easy, with the large numbsr of
inquiries which the Bridgeport Company 18 getting from these Lumber
Agssociations, to interest Lumber Dealers and Jobbers in various sections.
It also has glven them quite a little standing with the architects and
has enabled them to interest the dealers from the polnt of furnishing a
room properly fitted up in attractive form, in which to displey the rather
elaborate exhibits of the Bridgeport Company, to which they direct archi-
tects and prospective buyers of Stains, Fillers, Varnishes, etc¢., as a re-
sult of the inquiry to the lumber association. The Brldgeport idea has
been to make these inquirlies on Stains, Filllers, Varnishes and Finishes
of the various kind, carry with them to the jobber and dealer the sale of
their House Palnt and Flat Finishes also, and I should think it would te
qulte a leverage to have such an arrangement with the building lnterests,
To work this out {n detail 4t has been necessary to establish elabcrate
display rooms in New York and Chicago in connection with the Lumber Asscc-
latlon &and most of that expense is past. The cost of course of finishing
these rather elaborate samples amounts to rather conslderable in a yesr.

*The Bridgeport psople have a similar arrangement with the Morgan
Door Co. of Chicago, who are one of the manufacturers of doors who adver-
tise nationally and they likewise show and recommend the Brldgeport Finish-
ing for the finlshing of thelr doors so as to assure a satlsfactory service.

"There 1s unquestlionably & certain establishsd good will and
value here, and in additlion to this I feel there is conalderable possi-
‘ billity in the way of future sales and increased sales and architectursl

specifications in connectlion with these lumber asacclatlons.®
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Followlag a thorough revlew of all the foregoing facts, the
Develcpment Department Commlttee concluded thsat edvantage should be
taken of the national position of the Eridgeport Company, and recom-
mended the purchase ol the busliness, including inventory, movable
wachinery, good accounts and trade names, &3 well as the services of
Mr. Brelnig whose services were consldered essentiasl. The purchass
price approximated $300,000 and the deal was consumrated on December
1, 1917.

The plant was not acquired bécause the location was undesirable
and Du Pont already had ample procduction facilities which they wanted
to utilize.

On the attached exhlbit are the srles for five years - 1312
to 1915 - and also for the first four months of 1317, As will be seen,
the volume was not large and more regrettably the type of business did
not survive because changes in finishing styles corccurred shortly after-
wards and stalned effects were replaced by solld colors in flat, gloss
and seml-gloss; snd this good-will asset disappeared quickly. David
Brelnig and hls brother, Granville Breinilg, left after a short period
and later organized another firm which !{s stlll operating under the
name of "Breinig Bros.", but nelther brother s asscclated wlth the

firm,
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January
February
¥arch
April

1312
1913
1514
1915
1216

‘o 2.

PAINT & VARNISH SALES -
BRIDGEPORT WOOD FINISHING COMPANY,
STILL RIVER, CONN.

1317

$ 65,187.70
69,209.48
77,947.73

70,876.83

$283,921.74
Sales

$503,871.24
441 ,064,58
475,836 .25
504,429.88
575,763.37

1916

$50,328.23
61,672.47
66,847.85

53,524.03
$238,372.58

Net Earmings

$ 30,369.48
38,681.31
4,909.51
9,264.68
5,860.39
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PLIZT VAXLISA 24D COLOR WORLS

- The purchass of this bueinass and plant s probedbly the most
tnteresting of all the acgulsltions, beceuse it nct only pcasessed <ood
equipment but ulso a good sub3atantial type of Industrisl, Railroad and
Automotive business as well. It was an important unit In helping Du Pont
get establisned in the automoblle industry and was very advantazecusly
located and extraordinarlly useful fallowinc the developrent of "ﬁuco“.

The busalnesas was purcnased 1n May, 1818. At the time, Du Pont
acquired approximately 70% of the common stsck and 75% of the preferred
stock of the Flint Varnlsh X Color Works and 80% of the “enadian Flint
Varnish % Color #orks, for which Du Pont paid $1,394,528. As stated te-
fore, this purchsase also {ncluded trne Caradlian plant and bisiness cof
this Company which was later sold toc C. I. L. in September, 1313, for

‘ $348,625.,

The principal stockholders at the time of purchase were:

John N. #{llys, Presldent of the #i{llys-Overland Company, W. C. Durant,
Prestident of General Motors and Chevrolet Motor Co,, C. ¥, Nash,
Presidsnt of the Nash ¥Motor Car Company, J. D. Dort of the Dort Notor
Compeny, and ¥r., W. W. Mountsain.

The development of this business is worth mentioning:

In 18856, ¥, C. Durant became the owner of 3 patent on a rcad
cart, and he invited Mr. J. D. Dort to join him in the rmanufacturing
venture, which eventuated ‘n the largest manufacturlng lnstitutlcen in
tne City of Flint, - The Dursnt-Dort Carriage Company. This estahlish-
ment made Flint famous as tne vehicle city, and as a more cor less
natural outgrowth of the Durant-Dort interests, the foll-wing establlsh-

-

..-nenta were started as departments of the Carrlage Company: the Dtamend
2ugzy Company, The Nebater Vehicle Tompeny, the Flint Axle Aorks, and
tie imperlal ¥heel Company. Naturally, the development of the carrisage

-20-
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business demanded the use of colors &nd varnishes, and the present-day
Flint Plant first came Into exlistence as a separate entity in 1801,

In corder to keep the Varnish business separate from the Carriege Compeany,
it was named the Flint Varnlish Company, the purpose of this being to
supply other vehicle manufacturers cver and above their own requirements.
Their first varnish maker was Albert Kratrz who acquired his trade in
Newark, N. J. where there were a number of oclder varnish houses estab-
lished. ¥r, Kratg supervised the construction of the new plant, which
reflected hia own {deas of & modern varnish plant. As mentioned in the
section on the purchase of the New England 0il, Paint & Varnish Company,
8ll varnish makers carried all their formulas "under thelir hat".

As the businesa'gre', the company felt the need of a sales
manager, and this helped in the expansion of‘the business, and from a
small beginning of ten people the number of employees kept growing.

In 1909, Mr. W. W, ¥ountain was engaged to become General Manager
and under Mr. Mountain's direction the business grew very rapidly. ¥Kr.
Mountain had been affiliated vifh the Sherwin-Williems Company and one
cf his first recommendations was the construction of a new bullding for
additional varnish fires. This was begun and thes bullding comple ted
in 1910, Shortly after this the Varnish Works branched ocut into the
Paint field. This was accomplished by purchasing from the Bulck Notor
Company its paint-making equipment, which consisted principally of
buhrstone mills. The equipment was moved from the Bulck plant to the
first floor of the present paint bullding. Following this, the plant
began to produce high quality sautcmotive and railroad coach finishes
in addition to the varnlish line,

In November, 1309, the Durant-Dort Carriage Company decided to
sell and convey to ths Flint Varnish Works all of the equipment, builld-

{ngs and furnishings, whlch complotely separated the Flint Varnish
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Norks from the Durant-Dort Cerrlege Company. Becsuse of the continusd

growth of the business, Xr. Mountsln wes made President in November,

1913, succeeding ¥r, J. D. Dort whc had been President since the Varnlsh

Works atarted in 1901, and in August, 1315, an ennouncement was msde
that the plant would double 1ts capacity by the additlion cf four new
bulldings and that the force of 150 persons would be increassd to 300
when the bulldings were completed. In March, 1916, Mr. Mountain
ennouncad the acquisition of a branch of the Flint Varnish Works in
Canacda, known as the Flint Varnlsh % Color ¥orks Limited, This plant
wes purchaeed from W, C. Durant, Also in March, 1316, the Company
completed large additions to the plant end 't wsas said at that time
that they were the biggest concern in ths world engaged in the manu-
facture of high-grade automotive and reilroad coacl finishes. The
business kept growing and it was on May 2, 1318 that announcement was
made that E. I, du Pont de Nemcurs % Company had purchased & large in-
terest 1n the Flint Varnliah Works and the subsidlary plant in Toronto,
Canada. The sales for the years 1913 to and inecluding 1317, as well as

the net profits for the same perlod, are 1l;?ed belows

Net Salea Net Prolit % of Sales
1313 (17 mos.) ¥743,122.10 ¥102,485.3% 13.6%
1914 (12 mos.) 612,106.25 135,805.91 21.9
1915 398,467.74 256,986.26 25.7
1916 1,472,108.33 337,795.61 27.0
1917 1,927,480.03 413,207.63 21.4
1317 276,685.09 14.4 (after decducting reserv

for Federal taxes)

The followling 1s a breakdcwn of these sales, by industry:
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ENAMELS, COLORS,

‘_ VAZNISHES etc, TOTAL TOTAL
1316 1317 1516 1917 1516 1517

Reilroad $116,184 352,018 $20%,300C $185,125 3$2320,084 §277,141
Trads 22,740 33,851 29,928 32,640 52,668 66,491

Menufacturing 268,042 376,739 838,523 1,219,965 1,106,565 1,595,704
$415,965 ¥502,606 ¥%1,072,351 ¥1,437,730 ¥1,489,317 §1,940,336

Deteil of Manufacturing Portion

Willys 96,577 112,416 264,761 307,936 361,338 420,352
Puick 62,720 38,857 300,848 392,557 363,568 431,414
Chevrclet 33,230 38,926 84,588 217,367 117,818 255,293
General Motors 25,756 63,394 61,834 94,204 87,530 157,538
Dort ¥Motor Co. 8,423 12,744 32,242 31,537 40,870 44,341
Swift % Co. 1,285 2,603 2,315 1,080 3,600 3,683
General Mfg. 35,655 42,863 80,358 155,101 116,013 138,064
City ¥fgz. 4,417 4,836 11,576 13,235 15,933 24,071

Mr. Xourtaln continued with the company for only a feﬁ months
end was succeeded &3 President by Mr. Lammot du Pont on November 1, 1318,

For several years this tusiness continued to operate as the Flint
Varnish and Color Works (as a unit of Du Pont American Industries) and follow-
Mg Mr. du Pont, Mr. Hunter Grubb became President. He was assisted by ¥r.
¥. J. Sorhlinger, Mr. E. C. Thompson and Kr. W. F. Tliernan.

When the Chicago Varnish Co., was acquired that business was put
under the Flint Kanagement and this arrangement contianued until 1924.

Of the personnel acqulired, Walter J. Schlinger and J. T. Edgerly
ware two men who stayed on with the business and succeeded to responsible

positions in the Finishes Division,
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DATE
June, 1325

May, 1327
July, 1327

July, 1927

Dec., 1927

July, 1328
through
March, 1331

Sept., 1923

Oct., 1929

Apr., 1930

Feb., 1932

May, 1938
July, 1333

Sept., 1340

-Research Laboratory.

FLINT PLANT - MAJOR IMPHOVEMTNTS SINCE 1325

PROJECT DESCRIFTION

Purchase and Installetlon o0 5 pebble
mills for menufacture of Black "Duco®

in Bldg. #13. $ 25,330
Constructlion of "Duco™ Plant for in-

creased production of "“Duco". 408,020

‘Installation of centrifuges for Lacquer

Base clerification. 5,755
Erection of new mechanical shop and

60,500

Construction of Semi-Works Paint
Testing Laboratory 5,500
Erection of 14 ball mills in Bldg. #10
for 0ld Line products because of trend
from stone milling to ball milling. 43,285
Rearrangement of the "Duco® Plant for
increased production:
(a) Move ball mills to Bldz. #48
{v) Instellation of 4 1,000-gallon
mixers on second floor.
{(c) Installatlion of new type 150-
gallon mixers.
(d) Installation of 5 1,000-zallon
mixers for single pigment ensmels.

150,000

Improved drum cleaning facllitles. 7,500
Purchase and installation of mixers axd

{illing machine for No. 7 Line Chemical
Speclalties products - (#7 Top Finish,

Polish, and Touchup Black) 7,268

Purchase and installation of equipment

for "Dulux™ manufacture. 27,372

Improvement of Varnlish Thinning facllities 38,000

Improved Drum Clesning facilitles 5,238

Purchase of two 6' x 6' ball mills for

Paint. 11,420
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NEWN ENGLAND OIL, PAINT & VARNISH CO., EVERETT

Contlnuing their efforts to bulld a Paint Department, the
Committes, which consisted of Mr. Lammot <du Pont and Mr., william Coyne,
on August 14, 1518, wrote the Executlve Cormittee that they felt that
the addltion of the New England 011, Paint and Varnish Company would
fit right into ths expansion program “and the purchase of this plant
is recommended solely for the part it will play in the general plan |
of the Du Pont Company 8long Industrisl Paint and Varnish Lines. The
Trade Sales or Dealer business which would come by tnhls scquisition can
be handled through the Harrison and Bridgeport lines as we will take
over no stock ol canned soods end an opportunity is presented to make
a clean-cut start of Industrial Paint manufacturing. The excess manu-
facturing capacity which the plant now has can be immedlately utilized
which, under present conditions, is of considerable value to us.®

The New England 011, faint and Vaernish Company was purchased
by the Du Pont Company on September 18, 1918 for $650,000, and the
plant consisted of nine buildings, some of which were old but some
quite modern. The plant was located in metropclitan Boston, in ths
City of Everett, situated on the dcuble track line of the Saugus Branch
of the Boston & Maine Railrcad. A spur track of approximately 700'
eniabled seversl freight cars to be handled s that raw materials could
be received Iin tank cars and pumped into adequate storage tanks. The
maln buildings were of brick and mill construction, all sprinkled.

The varnish melting, boiling and thinning rooms were of fireproof con-
struction. The walls of thS office building, while one story in

helght, were strong snough to hold three additional stories. Electrical
powsr was used throughout the bulldings. The plant had a total capaclty
of one million gallons per year. Befosre the New England 011, Paint and

Varnish Company acguired the Everstt Plant, 1t was formarly known as
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the Everett Foundry, in which were manufactured castings focr ths fraves
‘ of piasnos. It 1s believed that these bulldings were bullt somewhere
around 1865.
The sales of the New England 011, faint % Varnish Company from
1914 to 1917 &nd for aix months of 1918, along with the percent of
earnings of the company, based on percent of sales, ere shcwn below:

Volume Sales

1914 413,888.16 7.8%
1915 436,046.15 7.5%
1916 585,097.00 10.5%
1917 658,332.00 11.6%
1918 {June 30) 384,026.10 12.3%4

The principal attraction of the New England businsss was the

fact that the volume of sales was supposed to be largely Industrial,

but apparently the term Industrial then wes quite different from Du Pont's

interpretation of the term today, because shortly after the business wes
. acquired, it was learned that most of the New England Industrial Sales

were special products made for private compsnies or large volume cheap

1tems and did not represent ths sub'stantial type of paint-con procuct

business which they term as Industrial business today. A breakdown of

the 1917 business shows the following:

Industrisl $347,705.17 53%
Trade 174,435.17 26
Boston Store 62,408.88 9.5
Not Manufactured 73,782.78 11.5
Total $658,332.00 100.0%

0f the $658,000 total, it is Iinteresting that the largest Ltem was
Varnish, which amounted to $328,000, or almost 50% of thelr toial sales.
Peint was only $170,000, Putty $63,000 and Raw Materials and Ml{scellan-
eous approximately $100,000.

. A plcture of the companies which were consoclidated into the
New England 0{l, Paint %X Varnish Company 18 very interssting. It

reslly was a combination of smaller companies, the principal firms
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btelnz: Tre HEoffman Psint % Varnlsh Company, burtunk x Ryder Company,
Craftsman Chemical Company, and Richardscn and Bracket,

The Holfman Compary dates back to 1842 and 1t was & comblnation
cf smaller companies not Iin line of descent but rather bacause of
changirs connections and personnel.

The Burbank % Ryder business was even more interesting, and it
is believed that Sllas Burb;nk was one of the earllest varnish makers
{n America. It is sald that thls businesas began in 1825. Silas
Burbank was ons ol the ploneer itinerant varnish makers whose "formulas"®
were carried "under his hat"™, and "fectories™ carried from place to
place, perhaps in a covered wagon. He made varnish in a smsll copper
kettle and Du Pont has somewhers in the archives the original kettle
which ho used. 8Silas Burbank and hls son carrled the business along
. until about 1877 or 1878, when Nntﬁaniel F. Ryder jcined forces and

the firm name wes then changed to Burbank % Ryder. Thelr plant was
located at Charlestown, nsar Malden Bridge, and because this was near
Bunker H1ll, they s0ld their varnlshes under the trade name "Bunker
Hill Varnishes™.

In 1311, Lyford A. Merrow of the Underhay 011 Company purchased
the J. W. Hoffman Paint Company, and a few months later acquired thse
Burbank % Ryder Company. Thess two companies were combined under the
name of the New England 011, Paint sand Varnish Company, and they moved
to the Everett Plant in 1312, which is the property Du Pont acquired,
At the time, this plant was regarded as one of the most modern Paint
and Varnish plants in the country.

Of the personnel taken over at the time, A. H., Avery contlnusd

‘vith the business until February 1, 1927, at which time he retlred,

Harry 3. Chandler !s now a Division Manager of Canadlan Industrles

Limited,

’ e
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1919

1919

1924

1923

1324

1925

1928

1937

1538

1938

EVERETT PLANT - XAJOR IKPROVEMENTS SINCE 1919

Staln Making

Equlpment !nstalled for staln maklng and production started,

Warshouse

Three-story finishes products warehouse and locker roox in

basement.

Improved facilitlies of locker room.
Pebble Mill

Firsg Pebble M1ll instslled.
Laboratory

Enlarged and improved,

varnish Making

Improvements -- Stack fires changed from coke to oll
burning -- Kettle sizes changed from 75, 125-
gallon capacity each to 150, 300-gallon capaclity.

Roller ¥ills

Flrst Roller M1ll i{nstalled )
Second » " " )

Both scrapped and replaced wlth a high-speed Lehman
Mill and two, 400-gallon mixer tanks,

Change Can Cleaning

Improvementsat No. 3 Bulilding by the inatallation
of a booth and pumps.

Yarnish Storage

Increased capacity and improved safety conditions by
removing the tin plated and socldered tanks of
300 and 600 gallon capaclties and replacing
them by installing 29 steel tanks of approxi-
matsly 1100 gallons capacity each.
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C:iCA5O VARNISH CONPANY

. In Decexber, 1919, Mr. F. W. Pickard, Vice President, reported
to the Executive Committee the need cof additional capacity for the Flint
Varnish & Color Works, the underlying reasons being:

(1) a considerable vclume of General Motors business was being
diverted to competitors because cf the limited capacity of
the Flint Plant, and

(2} the Chicago Varnish Company's plant had the type of equipment
and somewhat the type of business of the Flint Company and
1ts acquisitior would provide what the Chicago Flant ¢f the
0ld Earrison Company could not provide.

The Chicago Varnish Corpany's business was unstable for several
years by reason of the age and temperament cf its executivea., A number

. of the officers were qulte elderly &and the business was largely con-
trolled by one family - the Morgans. It was learned that {n Septembder,
1913 the banks imposed & mortgage of $400,000 on the plant so that all

“ _ tre factors for a favorable purchase seemed to be ripe,

About the time that these negotiations were under discussion,
the Executive Committee again reviewed the lack of progress of their
paint business and concluded that they had too much money lnvested in
trhe trade sales and of the business, the volume of whidhqi was not
progressing satisfactorily. The sales were far below the amount of
capital invested and the losses each yesar were getting larger. This
was in comparlson with ths automotive and industrilal type of business
which the Flint Vernish ¥ Color Works had and which was showing a con-
sistent profit, and because the Chicsgo Varnlsh Company's type of

‘ business was somswhat similar to Flint's, it was felt that the pur-
crase of the Chicsgo plant would be beneficial. It was, therefors,

concludad to buy the Chicago Varnish Works and turn it over to the

Gt Sale ST 227 -
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ffan8gerant of tne Flint Varnlsh & Color Works which at that tlme wes
running 1¢s business separetely from the parent company's lnvestment 1in
the pal,y business., In April, 1320, the Flint Varnisk % Color>Works
—
(subsidlapy of Du Pont) purchased the Chlcago Varnish Company for
$992,07), one of the provislons specified was that if the Chicago
Varni sy Company was bought, the compsny should then dispose of the
©ld Haryyson plant.
The Chicago Varnlsh Company's plant was located at 2100 Elston
Avenue, Chicago, and occupled a tract of land 306,400 sq. ft. There
were 25 bulldings, mostly of brick and timber constructlon of the
Talow Yirning type". The plant had 1ts own siding, served by the
Chicaga gnd Northwestern Rallway. At the time the business was largely
owned by the Lorgan family, and the offlcers were as follows:
‘ 0. H. Morgan, President
R. K. Buckman, Vice President
A. C. Morgan, General Manager
W. M. Turner, Treasurer.
A. C. Mirgen was the son, and R. K. Buckman the son-in-law, of 0. H.
Morgan, the latter being at the time of purchass 85 years of sage, and
was the ynly member of the firm who knew the manufacturing side of the
paint ang varnish business.
The Chicago Varnish Compsny was founded in the year 1865 ard
carried on as such until the incorporation of the company in 1883,
Their first plant, & very small ona, was erected at 204 Pine
Street (\ow Lincoln Park Blvd.) and continued there untll 1t was
destroys, ﬁy the great fire of 1871, after which it was rebuilt on
the same p)1ot, [In 1888, the company was transferred to the Elston
‘ Avenue Yycation, and in that year they erected 13 of the present
) bulldinga, This change in location seemed to be beneficial to the

growth o ty, company, and in Januery, 1909, they srected the present
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cfflce bullding at the Elston Avernue locatlen, which closely reszexbles

cld Independence Hzll in Phlladelphla. At the time, it was orne of the

€]

icwplaces of Chicago and has alwajs been greatly admired because of
1ts Colonial architecturse,

The oldest bulldings in the Chlcago plant are the boller house,
electrical control room, and vsarnlsh laboratory, they being the first
three that were bullt in 1888. The next were the clircular varnlish
stack and three small bulldings. This was fcollowed In 16830 by Bullding
No. 5 for varnish tenk storage. In 1833, Bulldings Nos. 3 anc 4 were
erected for varnish storage. In 1898, the present mlll office and
locker room werse bullt. In 1901, the second varnlish stack &and thinning
room end Bulldling No, 6, whlch now houses the laboratory, were erectesd.
This was followed in 1306 by Bullding No. 12, whicn is 8t present used
for warehousing raw materlal, flnished product end snhlipging, and the
present pealnt building No. 33 was erected in 1910.

While the principal type of business of this company was
largely with raillroads, manufacturers of agricultural imolements and
séme eutomobile business, they also had a small trade sales busiress
wnich was sold largely to a group of seven retail vcalint stores, in

which they owned & controlling interest., These stores were:

Total Cwred by
Stock Chicago
Name Location Issused Varnish Co.

OtHars Paint & Varnish Co. Syracuse, N. Y, $ 20,000 $ 14,000

H. FP. Smith Paint % Glass Co. Detrcit, Mich. 25,400 18,000
Fitschen Palnt % Varnish Co. Baltimore, Md. 19,100 13,100
Lels-Morgan ™ " " " 38t, Louls, Mo. 26,2000 21,000
Eason Paint % Glass Co. Kashville, Tenn, 13,8900 13,000
Schaal Paint % Glass Co. Erie, Pa, 30,000 15,500
Letton Faint & Vamish Co. Kansas City, Mo, 13,400 15,100

$153,400 $109,800
This is merely mentioned as a matter of interest because of what will

te reported about Du Pont's own restall store development, These stores
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were not taken over by the company &t the time of purchasse, the Morgan
family retalning their interest in the stores, but to our knowledge,
as thls report 1s being written in the year 1947, none of these stores
are now ln exlstence.

On Exhibit "A", attached, are shown the net sales and profits
of the Chlcago Varnish Company for the years 1316, 1917, 1918, and five
months of 1918,

As time moved on and with the sdvent of ®Duco%, the Chicago
Varnish plant was of some assistance to the automotive sales growth,
but particularly was 1t of benefit to the development of Du Pont's
rallway and trade saleas business. The assets derived from this pur-
chase were the equipment, bulldings and formula knowledge of Rallway
Finishes - particularly Primers - and their 1llne of Varnishes sold
under ths familiar "yellow label"™.

While their Railway ﬁroducts were of good quality, Du Pont had
to rebuild their sales because their method of cbtaining business was
quite different from the princlples of the Du Pont Company.

Of the personnsl taken over at the time of purchase, there
was no one of importance who continued 1n the exploltation and develop-

ment of our Finlishes Division.
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TOLZDO, CHI0 PLANT - JULY, 1934

This plant was known &8 the Mountain Varnlsh & Color Works.,

L3 mentloned in the sectiocn descrlbing the Flint Plant, Mr. Mcuntain

retired very suddenly after Du Pont's acquisition. He promptly went

to Toledo and rebullt elmost a duplicate of the Flint leyout, but

modernized and sﬁZamlined it based on hils experlence and knowledge gained at

Flint. The Mountain Vernish % Color Works was incorporated in 1319 by

John N. Willys, Edward Swift and W. W. Mountain. Mr. Willys was President

cof the Willys-Overland Motor Company, and this account was one of the

large customers of the Flint Plant. The bullding of the plant was

started in the Fall of 1919 and productlon btegan in April, 1920, con-

sisting primarily of bocdy and color varnishes and fender enamels, with

the Willys-Overland Company being the principal customer, In the Fall
.of’ 1325, the production of lacquers was begun.

In February, 1333, the Willys-Overland Company, which was the
biggest single customer and also the largest single sccounts receivable
account went into receivership, which immedlately placed the Mountalin
Varnish % Color Works in a precarious finencial position. This was
during the depths of the depression ard while several attempts were made
to refinance the busineas to keep it golng, the Mountaln Company was not
able to attract other business and because of their dependency upon the
Willya-Overland account they had great difficulty in meseting their obliga-
tions. All efforts to get the business back into a sound financial
poslition were unsuccessful, with the result that the Mountain Company
was &l180 put in receivership in May, 1934, and the business was purchased
by Du Pont !{n July, 1934, at suction, for $350,000, which included all

"pl&nt buildings and accounts receivable. The purchase Iincluded 15 acres
of ground, & large paint manufacturing building, power house, solvent
storage facilitles, laboratory machline shop, modern warehouse bulldins
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and & modern office building. In 1335 Du Pont purchased three acres
on the West side of the plent and Iin 13938 they purchased 12 acres on
the Ncrth and mast sldes of the plant,

There were two subsidlarles of the company, one known as Paint
Engineers, Inc., whlch was organlzed tc do a privately labeled Trade
Sales business, The other was the ¥. V, C. Laboratories, which made nail
polish fcr sale through the chain stores.

Paint Engineers was liquidated and the inventory dlsposed of to
the concerns who had been buying from Paint Engineers.

The Nail Polish {M.V.C.) business was in chactic discrder -
obligations for enormous supplies of bottles and display cartons hed to
be satisfactorily compromised and after the whole sales policy was
straightened ocut the Management ccncluded that Du Pont d1cd not want to
stay In the Nail Polish business and dlsposed of this end of the
business to another large, successful nall polish manufacturer.

The bulldings cof this plant were all of good construction, but
the equipment was so designed for manufacturing obsoclete lines. There-
fore, the bulldings had to be completely re-equipped with modern
rachinery for manufacturing the newer types of finlishes. The purchasse
of the Toledo Plant was necezsary because of the rapid growth of the
Finishes Division and this unit i3 now one of the most modern Du FPont
has,

Du Pont were not able, nor were they cesirous of retaining what
few accounts Mountain sold because of their narrow margins and thelr

method of "selling"™ ths sccounts,
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TCLEDO PLARNT - MAJOR IMFZOVENENTS SINCE 1934

1334 - 1334 and 1935 INSTALLATION OF "DULUX, HESIN AND ENAMEL
QUIPY¥ENT

The paint manufacturing bulldlng was completely remodeled
frcm basement to roof and modern mill end mixsr equip-
ment was installed for the manufacture of "Dulux™
enamels with a capeclty of 240,000 gallons per month.
Two cooking kettles, thlnning tsnks, an inert gas
unit and Dowtherm vaporizer were installed for thne
mesufacture of “Dulux" resin with the capscity of
100,000 gallons per month.

1936 - 1936-1233 PURCHASE OF ADDITIONAL ACRES

Three escres wost of the plant were purchased In 1336 and
twelve acres north and east of the plant were pur-
chased in 1238,

1338 - 1333 SOLUTICY RESIN MANUTACTURE

One additional cooking kettle was installed and ones of ths
present kettles converted in order to manufacture resin
by the solutlion method, increasing the resin capacity
to 130,000 gallons per month.,

1940 - 1340 SLUDGE RECLA¥ATION
The necessary squipment Including paste mixers, a sti{ll and
filtration tanks were installed so tnat approximately
10,000 gallons of refrigerator enamesl and primer could
be reclaimed per month.
1948 - 1346 and 1547 - INCREASED LACQUER CAPACITY

Additional 1,000 gallon churns and holding tanks wers (n-
stalled to permit the manufacture ¢f clear lacquers,
increasing the capaclty from 60,000 gallons to 115,C00
gallons per month.
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SOUTH SAN FRANCISCO PLANT - 1335

Having had enough evidence that acquiring exlsting palnt plants
wvas not of much benefit, and because of the large potential which exlsta
on the West Coast, pressure was continually brought by the West Coast
sales people to such an extent that Management was finally convinced
that the way to expand on the West Coast was to have a plant of their
own and to build 1t themselves.

In the early 30's, the West Coast office kept presenting facts,
with specific prospects' names, to prove that the only way they could
develop the business out there was to be able to show that Du Pont made
the paints in California. Thls was becsuse of the very strong
sentimental (native-son) attitude of the Californlans. Up to the time
of establlishing a plant, Du Pont's business on the West Coast was handled
through warshouses and by direct shipments from Eastern plants. The
warehousing system was reasonably satisfactory for such lines of
business as trade and refinish, but the industrial business called for
more prompt shlpments than could be made from the Eastern plants. At
the time, the trade and ref!nish business was handled through large
distributors, which also relieved the warehcusing burden in that the
bulk of the s tocks were handled through such outlets,

In 1933, the decision was reached to sstablish a West Cosst
plant. At the time, it was thought that a minimum size plant would be
sufficlent and the problem arose as to whaether it should be located
in Los Angelea or San Prancisco. Thia involved a thorough study and
on the basis of our existing business,and the potentlal in the West
Coast district, 1t was concluded that because 3an Pranclsco was a more
central point than Los Angeles ths plant should be established in San
Franciaco, The first unit, located in Scuth 3an Franciseco, which !s
12 miles scuth of the City of 3an Franclsco cost about $250,000. This
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was in 1335, This unit was eminently successful Iin retaining the few
industrial accounts then sold and helped to get new ones even thcugh
the capacity was only 28,000 gallons per menth.

The Jjustification for establishing the plant soon proved 1tselr,
and durlng the first two years of the plant's operation, it became
evident that certain Trade Sales items, notably the fast-moving Whites,
could not be properly serviced, even with warehouse stocks. Parenthetlcall;
it should be mentioned here that at this time Du Font was selling Trade
Sales accounts directly, having dlascontinued the large jobbling
connections because of economic reasons,

About this time {1936-37) General Motors built a large unit for
the making of Bulck, 0lds and Pontlac, in Long Beach, and to service
this trade additlional capacity was needed, Up to this tims, goods for
the Chevrolet and Fisher plants in Oakland were supplied from the East,
and with the development of this sutomotive business and the continued
growth of the entire business, 1t was necessary to add a second unit,
costing aroﬁnd $400,000, which was finished in 1937. This enabled
Du Pont to render better service to.the Automotive Division, par-
ticularly with "Dulux" and "Duco", although Undercosats were still being
supplied rrod the East.

During the business slump of 1938, 1in order to keep the plant
goling, 1t wes arranged to make the refinish line in the plant, and
this declsion not only relieved the Eastern plants, but also converted
the Wes:t Coast plant into a full fledged manufacturing unit for all
types ol products. From the original 28,000 gallons per month in the
first unit, the plant {n 1935 had a capacity of 100,000 gallons per
month.

On the attached exhibit ia a complete history of Du Pont's

sales on the West Coast, and 1t 13 apparent that the establishment of
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' & plant on the West Coast was a practicsl and senalble move, a3 tre

sales flgures clearly show.

In 1541, = third sddition to the plantiwas made, primarily to
augment and streamline the plant shipping and warehousing facllities
made necessary by the expanding businesa. The business has continued to
grow, and as thls report is being written in 1947 another unit 1s again
necessary to take care of the growth.

While this 1a a history of the development of the paint business,
it 1s worthy to mention hers that in all probability to take care of
the future West Coast business a manufacturing unit in Southern

California may be necessary.
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1933
1934
1935
1336
1937
1938
1939
1940
1941
1942
1943
1944
1945

1948

®

SAN FRANCISCO SALES

Industrial Trade Refinish §#7
¢ 268,597 $ 115,141 $ 200,934 $ 56,334
294,769 152,068 269,824 87,298
389,545 120,010 325,391 88,864
604,455 280,501 427,648 103,396
724,909 332,708 532,666 98,095
656,833 327,9M 528,275 74,459
793,287 410,331 599,901 76,292
888,901 478,194 730,212 107,297
1,116,732 832,301 1,036,069 126,103
1,374,457 757,072 681,500 160,308
1,451,255 1,316,498 732,262 342,600
1,309,114 1,308,350 745,570 311,994
1,194,660 1,055,727 894,936 394,653
1,235,401 1,351,511 1,292,056 710,010



SO. SAN FRANCISCO PLANT - MAJOR IMPROVENENTS SINCE 1935

1935 - Construction of new plant began i{n September, Completed
and in operation early In 1336. Majcr buildings -
#1 "Dulux™ and #2 and #3 Vernish making.

1337 - Additional facilitlies bdullt during the last half of the
year - Bullding 21 - "Duco™, Raw Materlal Storage,
Finished Product Warehouse, #22 Drum Cleaning, ¥24
Change House and #25 Maintenance Shop.

1940-41 - Conatruction started late in 1340, conslisting of adcition
to Finished Product Warehouse; Laboratory and Offlce.
Addition Of second floor to Change House late in 1941.

1946 - Construction of Bldg. 34 Thinner Manufacturing completed.
Construction of additlon to Change House started.
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PORT MADISON, I0WA PLANT - SEPTLMERR, 1937

With the continued growth of the Finishes business, particularly
*Dulux®, "Duco¥, and other Industrial products, production capacity was
being pushed to the limit. With Philadelphia, Toledo, Flint and Chicago
running dsy and night, it was found that much of the equipment, par-
ticularly the grinding mills, waes being worn end replacements necessary.
Adéitional facilities were not only badly needed but imminently demanded,
because "Dulux® Ensmel production went from & million gallons in 1933 to
six million gallons in 1938, and orthodox finishes from four million
gallons to eight million.

In seeking new plant facilities, the City of St. Louls was se-
lected as & posaidle location from the point of view of future develop-
ment, i{nasmuch as no Du Pont paint plants were then in existence betwesen
Chicago and San Prsncisco, This location wasselected because it seemed
to be loglcal to serve the Westsrn and scme of the Southwestern terri-
tories, thus relleving capacity in other plants for other tsrritories.
In searching for a locstion in ths 8t. Louils district, an idle plant was
found at Fort ¥adison, Iowa, and in early 1937,_& committee, consisting
of M, J. Cllllhls, S. L. McSorley, T. L. Riggin, S. W. Sewin and C. W.
Clark, was appointed to {nvestigate the entire situation. The plant
turned ocut to be that of the Perfection Tire & Rubdber Company, which
company made tires, the largest part of thelr ocutput went to the Hemours_
Trading Corporation. The resson the plant was svailadble was due to the
Perfection Company having gone into bankruptcy. The plant éonaistad of
four large three-story duildings built in a rectangle, with several

smaller buildings on the cutside. The ground area conslsted of 14

“'acru. enclosed with a six foot wire fence. The main bulldings, con-

sisting of two manufacturing units, each 250' x 83! connected across
the front by an office section, with a 220! x 100' warehouse bullding
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forming the rear, all steel rrame and brick constructlion. In additlon
to the 14 acres within the fence, Du Pont also purchased an additional
85 acres surrounding the plant, so as to eliminate the possibility of
any other industry which might be objectionable, building too closely
to the plant.

The orlginal cost of the bulldings was approximsately $1,250,000.
Great plans were in store for the Perfection Company, but adverse
business conditions began to develop in 1922, and with limited capltal
the company went into the hands of the recelver. The plant was 1dle
for 15 years snd the citizens of Fort Madison were anxious to have a
firm of substantial reputation locate thare, because the only other
industrial plant was that of the Schaerfer Pen Company. The property
was offered to Du Pont for $35,000. The construction cf the bulldings
was good and because of the need of a plant in the Weatern section,
Du Pont took the property over in 1337. While the cost of the bulldings
was secemingly cheap, the cost of rehabilitation turmned cut to be quite
expensive, the first project on 1t asked for $880,000, end was later
increased $90,000, bringing the total original expenditure up to almost
one million dollars.

Fort Madison is on the West bank of the Mississippi River in
the Southeastern corner of Iows, spproximately 200 miles each, West of
Chicago, East of Kansas City, North of 8t. Louls and South of Des
Moines. It 1s on the Santa Fe Ralilrovad, running east and west between
Chicago and Kansas City and on the Burlington Railroad running north
and south between Minneapolis-St. Paul and St. Louls.

While Du Pont purchased this plant in late 1937 and made many
changes, the plant really did not get into operation until 1940 due
to the lull in business in 1938 and 1339, but once it got started
continual additions havs been made and it has developed into an {mportant

producing unit for all Divisions of the Pinishes business,
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PORT MADISON PLANT -- MAJOR IKPROVEMENTS

1946 - Thinner Manufacturing Bullding and faclilitles - This project
was primarily to remove a harardous operation from the
heart of our paint manufacturing fecilities. Work was
atarted on February, 1848 and completed in March, 1547,

1347 - Resin Manufacturing Unit - To sadequately serve a growing
demand for resin containing finishes logical to this
plant a Resin Unit was required. It 1s expected that when
the unit i1s in operation we will be able toc help ths Toledo
Plent supply some of the needs of the 30, San Prancisco,
Chicego and Atlanta plants (whsn Atlanta 1s built). Work
was started on Novembder 4, 1946, and start-up date is now
set for April 1, 1047,
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TEE BEGINNING OFP DU PONT PAINT BUSINESS

Trhere have been sc many reasons glilven as to how and why Du Pcnt
entered the Pa'nt Industry. 8o, to avold further controversy, the
following is quoted from Willlam Dutton's book -"Du Pont - 140 Years":

"Now capitsl was sauthorized for the purpose of
effecting expansion into new industriel llnes, wherein

mlight be possitle the continued employmsnt of many of our

valuable men whose services might otherwise be loat with

the termination of military demands.

*"The Davelopment Department was authorized to push
ita program of expansion beyond Explosives into the field

of chemlstry and the Department ilnvestigated not merely

hundreds but literally thousands of businesses cutside

‘ the explosives industry. This work, done under the direction
of R. R. M. Carpentsr, covered most of the {ndustrial
structure, parts of it in minute detaill, Among the.

promising lines investigated were Paints, Varnishes, Plig-

ments, Lacquers, Ccated Textiles, Acld and Heavy Chemlicsls,

Plastics and s varlety of Fine Chemicals. These were only

the nucleus of the company that wes being bullt."

As covered by the foregoing facts, the first comparnies acqulred
were Harrison Brothers and Bridgeport Wood Finishing Company, Harrison
being acquired lats in 1917 and the Br.idgeport Company 1in May, 1918,
Regotlations were started for the purchase of Bridgeport in October,
1917, but consummation of the purchase was 1o May, 1918.

It being known that the Harrison business involved both Paint

.md Acids and Heavy Chemicals, and inasmuch as this hlstory has to do
only with the Paint business no further reference will be made to the

Adclds and Heavy Chemicals Division of the business.
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Excepting for having been In the Lacquer businsss in a minor
way, as referred to in the sectlon conmenting on the Parlin plant,

Du Pont's real entrance into the Palnt business began in 1917 with the
acquislition of Harrison Brothers and the Bridgeport Company.

At the time thess companies were purchased, they were placed
under the direction of the NMiscellaneous Mm ufacturing Department which
at that time was under the supervision of ¥r. Lammot du Pont, but due
to the fact that Mr. du Pont had many other interestas to look after,
the Paint business was put under the administration of Mr. Charles A.
Meads as Manager, with Mr. Prank S. MacGregor as Control Manager.
Eowever, for thes practical conduct of the busineas, the Management con-
sisted of Mr, J. E. hatt as Manager, with Mr. E. R, Glancy {n charge
of productlion and Mr. R. T. Sample in charge br Sales. At thls juncture,
Leo. P. Nemrzek was brought in (from John Lucas & Co.) as Technical
Di;ector. At the time of Du Pont's entry into the paint business, the
Du Pont sales organization was composed essentially of men whose
primary expérienco was in Rxp}oaivos, and by 1917 an efficient selling
organization had been established, but it was apparent that this highly
speciallized salos organization lacked the background necessary for
aggressive penetration of the paint market where trade practices and
merchandising methods were radically different from those covering
the explosives [leld. Consequently, it was decided to utillize and
to continue with the then existing sales crganization which had been
created by Harrison, and to place men, long experienced in the Du Pont
methods, in key positions in the newly acquired Department.

The businsss continued in abcut ths same wey and with the aame
lack of progress as unde:r the old Harrison regime. It was assumed
thaet by the purchase of Harrison 1t would give Du Pont a good start

in the Paint industry, but because cof elither non-aggression or lack of
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vision, the business remained status quo, To promote quicker growth,
this then led to the Development Department looking into the acquisition
of the Bridgeport busilness, and as covered in the chapter on the Bridge-
port Company little, 1f anything, was added to promote or facilitate
the progress of the Department because of the sudden changs in the
trend of finlshes. After several yesars, the Company realired that they
had an investment in the Paint Department which was larger than their
gross sales, - and profits were nil. Unfortunately, this experlence
established an impression that the Trade Sales or "tin can" type of
business was not profitable, but up to this time 1little or no attention
was given to the potential posszibilities of this type of paint business.
Katurally, this experience with the tin can type of business provoked
8 big question mark in the minds of the Executive XKanagement Group and
. there was mich speculation as to the advisability of continuing in the
industry. PFollowing further study, snd after much deliberation, 1t
vas decided to investigate an industrial type of organization in the
Paint industry, which resulted in the sacquisition of the Flint Varnish
and Color ¥Works. This was a most fortunate purchase not only because
i1t resulted in the acquisition of a fundamentally sound busiress but
included a fine plant which later served to splendid advantage in the
development of the automctive business. Ths purchese of ths Flint
Plant then led to their investigation of the FNew England 011, Paint and
Varnish Company whose business was reported as bdeing largely industrial,
but as svents later developed it was of a totally different type of
Industrisal tusiness which the Du Pont Company has today. 80, to
Sriorly sumnarize the acquisition of the four original paint companies,
,.Du Pont acquired little ir the purchase of Harrison Brothers, prac-
tically nothing in the purchase of the Bridgeport business and the

¥ew England Palnt buainess, but the Flint purchase really solidified
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the Paint Department.

Up to this time, there was little or nothing done in the way of
establishing & policy for the promotion of the business ctner thsn to
follow the practices that were previously in effect. The only ex-
ception was in tying in the sale of paint with the fatal "composite
sales™ plan which was put in existence in 1918 and which was finalized
in 19219,

In Janusry, 1921, Hunter S. Grubb, who had bsen in charge of
the Du Pont Chemical Company, was put in charge of ths newly cresatsd
Paint and Chemical Department, with E. C. Thompson as Assistant, and
the Department handled Paint, Dry Colors, Pigments, and Aclds and Heavy
Chemicala,

After Mr. Grubb spent justifiable time femiliarizing himself
with his new assignment, and reallzing that the Paint Department was
trying the Herculean task of selling several lines (Harrison, Bridge-
port and New England) in conflict with each other, whi:zh ls to say,
they were trying to establish separcte agencises in each town,
all 1in direct competition with sach other. This not only resulted
in confusion within the Department 1tself but more particulsrly crested
confusion in the minds of the trade (and ridicule from the competitors)
because shipments from the plant were being made to the different customers
which included a variety of labels, some of which were Harriscn, soms
Bridgsport and soma New England. This confusion came shortly after an
episode which involved a conflict between the Sales and Production
Departmentas of the old Harrison group, which resulted in many thousands
of gallons of odd shades of Eouse Paint being shipped throughout the
eountry to warehouse stocks and which, due to thelir unsalablility, had
to be 80ld at a considerable sacrifice, causing a great deal of

further unfavorable corment. These facta are cited not with any desire
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Qta critlcire, Tut more to emphasize the impressiocn that was created
taroughout the trade as to the lack of understanding of trade practices
by the Company and which resulted in general ridicule by competitors,
wnhich took many years to overcome and live down.

When Hunter Grubb reallzed the difficulties confronting the Trade
Sales end of the business, he callsd for help and invited an independent
outsids organization to meke a quick study of the trade's attftude,
which resulted {n a recommendation that the old lines of Harrlscn,
Bridgeport and New England (and later, Chicago Varnish) all bs dis-
carded and Du Pont start anew with the biggest asset they had - the
name “DU PONT" and the Du Pont trademark, the Oval. This was a
momentous decision, but Hunter Grubb had the courags and vision to
accept the recommendetion, which resulted in the creation of the Du Pont
.Ltne of Paints and Varaishes &nd was featured in the first natiocnal
advertisemsnt which appeared in the Saturday Evening Post on February
24, 1323. ({See Chart No. 1). Pollowing this, there was a series of
two page advertisements featuring full size packages of the leading
items, and a tie-in with the dealer, which was ths real beginring of
the Trade Sales Dspartment's growth. But, much more about this later.
While all these thingas were happening in the Trede Salea end
of the business, "Duco” was born in 1922, and this fact is mentioned
here because it will later be ssen how "Duco® helped Paint and Paint

helped "Duco® as the businsss evolved.
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D ICAL PRICZUTTS DIVISION
SNTIOH OF "DLoow

#cllowing the clean-up In the Tomiany's postwar affa'rs, there
were many excellent executlves for wheom posts had tc bte found, in
keeping wlth the Company's general policy of taking care of such men.

Fertunately for tne Palnt Department, among the Jroup was
Willtan P, Allen (who dlstingulshed himself In the nroduction =f gun
cutton at the Lopewell, Va., plant during tne flrst Yorld Wer). He
was eppelnted on November 1, 1321 as Assistant Teneral Muanager 20 the
then Chemical Products Divisicn {(Kr. R. R. ¥. Carpenter was Jeneral
Menager), On April 1, 1323, ¥r. xllen wss made General Marnager,

Another postwar executive was Nr., J. ¥. Elms, wro was transferred
from the Nilitary Ekxplosives Depurtment t2 the Chemical Proaucts Divislon,
3 Productlon Manager, and In 1323 was made Division Manager. Nr. J. J.
¥oosmann at that time was Dircctor of Séles and was advanced to the
posttion of Assistant Divislon Manager, Mr. NMoosmann being succeeded by
¥r. E. M. Flaherty as Director of Lacyuer Sales, and br. . E, Lackey
a3 Asslstant Director of Sales.

It was during the reg'me of these men at Parlin that "Duco" was
inventsed and exploited.

As referred to in the chavtser describing the Parlin Plant, hilgh
viscoalty lacquer, bronzing liquid and miscellaneous enamels an: solvents
ware tne principal produzts sold, the total sales approximatin, two
million dollars. At that time, the fleld of prospects was lim!ted,
but tne development of "Duco™ was like an atomie¢ bomb hitting the
entire lndustrisal worla Iin that {t changed not cnly the pulnt indus-
try tut more so the production mecthods of general industry, sucn &3 the
autcriotiva, furniture and other large production units,

Tals new chem!l-al wroduct changed the wnole concept of the palnt
rus'n - 3s and, hencef:rth, rcm tne use O ortnodox preducts which was
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oractically all the Industry knew about up *to this time, chamistry te-
came & most Ilmportant factor.

Here 1t should be stated with emphmasis that Du Pont - and only E
Du Pont - made the first big real contribution to the growth of the
paint Industry, and the figures shown elsewhare In this report coverling
the huge growth of the industry from 1925 on is attributable first t> the
development of "Duco" anmd later to the development of "Dulux™, the two
biggest contributions that have sver been made to the industry,

THE DEVELOFPMENT OF "pucc®

In 1920, the Parlin Plant was divided into several units, Ons
made solvenits, another made lacquers, and snother made motlon plcture
films,

Motlon picturs film, which consists of a flexible film of nitro-
cellulose coated with a sensitive cost of photographic emulsion, was
Qust getting into production at the fllm plant. During the cold months
of early 1920, & great deal of spolled film was produced because, in
rolling up the film, enough atatis electricity was produced, the flashes
of which produced light-struck streaks on the fllm. A research project
was atarted in the laboratcry in an attempt to prevent the formation of
this static electricity during the manufacturing operations, and scme
laboratory studies !ndicated that if a small amount of scdium ecetates
were added to the soclution of nitrocellulose from which the film base
was cast, enough conductivity was added to the final {ilm base so that
any accumulated electricity would be drained off before enough built
up to producs a spark. The laboratory results looked so encoursging

that by the summer of 13920, it was decided to make a full plant scale

.:'un of film dope containing sodium acetats.

The unit of the Parlin Plant which manufactursd lacquars,

accordingly made up a8 batch of a very heavy nitrocellulose sclution
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‘ containing the amount of asodium Bmcetate which the laboratory results
had shown would effectively prevent the formation of static sperks.
The plant was to have thils large batch of dope cast on the large plant
teating wheel in the factory. .

At this juncture, however, there was & severe breakdown in the
power facilities at the film plant and the experiment could nct be
carried out at the time planned. Several days later when theo repalrs
had been completed, the drum of nitrocellulose jelly, containing the
sodlum acetate, which moanwhile had been sitting in the hot sun, was
carried to the film plant to be cast into moving plicture film base,
When it was opened, however, it was no longer a stiff, castable Jelly,
but had become & thin, syrupy, lacyuer-like material,

This queer behaviour aroused the sclentiflc curlosity of the men

‘ in the lacquer plant who had never come ln contact with any commerclal
lacquer which contained more than from 4% to 6% of nitrocellulose.
Here was a thin lacquer-like material which they lmew contained s very
high percentage of nitrocellulose bscause they had mixed the ingredients
themselves., They began to wonder whether the sodium acetate offered a
means of obtaining, snd oontrolling & low-viscosity solution of nitro-
cellulose of high concentration. Accordingly, they cutlined experiments
for the lacquer laboratory to perform which comprised making up high
concentrations of nitrocellulose Jellies containing various amounts of
sodlum acetate and storing them for various periocds Iin a hot room which
would simulate ths standing of the steel drum in the hot sunlight
during the summer months. These solutions were examined from tiue
to time, their body, or viscosity determined, and experiments made

. to ses whether useful lacquers could be made from them.

Tre work progressed so well that by Januery, 13921, & finished
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lecquer, »f satisfectory viscosity contalning 16% of nitrocellulose
with the necessary softeners ard resins was made up, and was sold to
& brush manufacturer for use a&s & substitute for shellac ‘n finishing
brush handles. The product ilmmsdiately proved a success &nd was, at
thet time, christened "Viscolac®.

The new product, containing as high as 16% nitrocellulose
immedlately began to replace the conventionsl 4% to 6% lacguers at
various locations throughoutlthe country, particularly for the finlsh-
irg of brush handles, pencils, bullders' hardware, light fixtures, atc.

"Por centuries, men had been paying toll to the
slow-drying qualities of paint. The toll had not been so
serious in the lelsurely days of hand-labor, but the rapiad

pace cf mechxniz?d industry had made it an i{tem of formidable

sizé on all cost sheets.

"¥otor cars and trucks rolled from the assembly lines

of American automobile plants with the clanking monotony of a

mechanical Kississippi, but at the toll-geate of paint, mass

production groaned to a stop. It took at least a week to

paint the humblest vehicle, & month or more to finlsh the

motor aristocrats. No less than twenty-two separate coats of

primers, surfacers, rough-stuff, glaze, color and varnish

constituted the standard of painting perfection, such &s

1t was, sccording to the methods of an art as old as the

Pyramids and fundamentally as 1ittle changed. Acres of

car bodies jammed warehouse floors Iin the process of finlshing.

Some producers had as many as 15,000 cer bodies impoundsed at

one time,

"Purniture manufacturers were in a similar predicament,

although they had learned to recognlze that paint and putience
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were synonymous., Makers of planos spent weeks in varnishing
‘ and polishlng, coat upon coat. Locomotives and ships, ticycles
and velocipedes, wheat-harvesting comblnes and tops, steel
bridges and bric-a-brac, broomsticks and lead penclls, alike
they waited upon paint and pald toll to 1ts failings,

“That toll, annually, ran into large sums. A glass
of water careleasly placed on the piano merred in an hour the
mirror-1like surface that workmen had tolled over for weeks,

Tho varnished tops of dining tables soon became ringed and
blotched. Motor car finishes cracked and discolored,

"30 acute was the problem in ths automobile indus-
try that speclal committees were rnamed to make studies of {t
in the hope of finding & solution. Shabby-coated used cars,
. accumulating in dealers' stockrooms, jeopardired the sales

structure and ths Iindustry's future. A body finish was needed
that could be put on, drled, and polished in hours, ang,
squally important, which would withstand the punishments
of road service as long as the car itself,
"3uch & finlish, zaild paint experts, was as un-
attainable as the moon. It took time for palint to dry, and
it always would, they asserted. The experimenters at Parllin,
New Jarsey, howsver, refused to be dlscoursged. They were not
thinking in terms of palnt. Lacquer ocoupled their thougnhts."
As related in the foregoing, a soclution seemed to be in the
making, {In the fall of 1921, the new experimentsl lacquers were used
In refinishing several automobiles at the Farlin Plant, and ths resul:s
' looked so encoureging that the paint committee of Genersl Motora Corp,
wa3g tnld about this new discovery in Pebruary, 1922. Samples of the

rew materiuls were submitted, and steel panels snhowing ths resulta

47

DUP130005590



‘ were offered. About three years were spent In testing and lmprcving
the product. Metal and wooden penels were set out on racks for
weather testing azainst all of the elements. They were pounded,
scratched and scrubbed, smeared wlth mud, sand, oll, gresse, pasnline,
glcohol and road tar. Used czrs were lucquered and put into road
service, Therefore, General Notors'! experts were apprlsed of the
fects about this new product, now given the trade naxe "DUCZO". At
that time, the finishing of an automoblle with the then known orthodox

‘paint and varnish materials requlred weeks of time, tylng up valuable

floor space, hindering production, and from a durabllity standpoint

the finishes were fer from satlisfactory. General kotors' executives
knew that Lf they could reduce the time of finishing an automobile,
production could be speeded.
. v General Motors' englneers and chemists worked side by side wlith
Parlin executives and chemlists throughout the stuffy heat of that
summer., Difficultles attendant to adapting the new finlsh tc the
exacting requirements of large scale eutomoblile proa.ction tegen to
find eolutions.
0That tutumn/iigggllﬂfha Cekland Dlvisicon of Senerul Yctors, .
wiich was then in charge of Nr. A, E. Glancy ~ at one time superin-

tendent of the Harrison Brothers Plant - introduced "Ducz"

lacquer on
its open cer models &nd, 2s rapidly as production problems mllowed,

extended the use to the entire 1224 llne. Dolng yeoman work 'n the .

proper application and use ol "Duco™ on automobiles throuzhout this
perlod was R. C. W!lltlems (now Yanager of our Automotive Civisizn in
Detrolt) who nad besn sent out te Letrolt to helpn get the prosram
proeperly started. Here tribute sasuld also be ,ald to tns verwy fine
team work of Mesars. Fleterty, Moossmann, =lms, Callunen, 3htols, Hitt,

-

Jurke, Ha4La 4 host 09U o*tters, all o0 wosn lanors: cav osnLtonloont oty nelp
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In thls successful expedition.

|
- @ By April, 1924, Cadillac, Cls veland, Franklin,

Lexington, Mermon and Moon were all prepared to finlsh their
cars with "Duco" upon request, but due to the startling and
sensational announoeﬁont of this new finish "Duco", as {llus-
trated by the ad attached, which appeared in The Saturday
Evening Post in March, 1824, public demand for the new finish
began to roll in on the retall car dealera, and it wasn't

long before the entire automotive industry was anxious, more

so0 tham being interested, to use the new product. In July, (

1924, after oxhauaiivo tosts - one car having been sent

eround the world =« Bﬁick sdopted "Duco™ for its sports

roadster, and shortly after that placed it on other models,

The motor i{ndustry's paint dam buret, and a majority of the

cars displayed in the 1925 Automobdlile snb- speclfied the

new finish as standard or optional.”

What happened is now history - but Du Pont made it all poasasible
through chemistry.

"Before anothsr year, the old-style paints and
varnishas were on the down-road to elimination from the fleld
of automotive body finishes, and interest was becoming guite
general for this product for use on washing machines, gasoline
punps, radio cadbinets, golf glubl, caskets, vacuum cleaners,
and partieularly furniture.”

The paint industry was 1in a turmcil. Orthodox finishes could
not oompete with this sensational newcomer, which made it possible
'.o finiah a motor ocar inp two days - later, in one day - and later
many cars in one day - and which wvrote a new trade definition for
durability as well as beauty,
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‘ As stuted previously, prior to the development of "Viscolac"
and later "Duco®, Du Pont had only & small business In Parlin-made
products, but with this remarkable development 1t necessiteted repid
expansion and building new applicstlion technlque for other industries
which created a rapldly growing industrial organization to handle sall
the inquirles that kept pourlng in from all svenues of the Industrlal
world.,

Having demonstreted what could be done in the automoblle In-
custry in both improvement in eppearence as well as revolutlonary pro-
duction methods, sales and service to the furniture !ndustry rapldly
began to grow, - but other manufacturers, who previously supplied
these industries, began to apply chemical technique in thelr own plants
and competlition soon became apparent with resultant price cuts to enable
competitors to hold their old sccounts.

"This discovery of "Duco™ did more than revolutionize
rethods. It changed the trend of thought. Progressive manu-
facturers everywhere sought to improve all thelr products.

The original "Duco" lacquers were steadily improved, and today

the finlshes-ccmpounder studles his industry's problems

through scientifically critical eyes, which see palnt as a

first line of defenses against decay, rust and genersl

deterioration, and as a factor in the preservation of the
national wealth."

At the expense of repetition, we agein say that Du Pont's con-
tribution of & commercially usatle lacquer like "Duco™ changed nct
. only the paint industry but the production methods of the general in- /
dustrial worla.

Out of tnhnis development, {n addition to the grcwth of Du Pont's

industrial finisnes tus!ress was born &an entirsly new industry, which
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is termed the Refinlshing Industry, having to do with the refinishing
0f mostly automobiles end some furniture. But, the detalls of the
growth of the Refinlshing Division of the buslness wlll be covered {n
another chapter, In addition to the Refinishing buslness, evolved
another divisfion cf the business, referred to as the Chemical Specimlties
Division, which started with the necessity for & polish to help keep
"Duco® sparkling. After "Duco".was initlally used on automobiles, the
automotive manufacturers demanded that Du Pont furnish & polish to help
keep the product clean. This resulted in the development of "Duco®
Pollsh, and later a line of other automotive spocialties, the details
of which will be covered {in another chapter under the subject of
"Chemical Speclaltlies™.

Du Pont followed "Duco" with the "Dulux™ series oI synthetlc
resin enamels, Introduced in 1327, and since then widely amplified, bdut
the story of "Dulux" will be told in a separate chapter, except that
it might be well to mention here that with "Duco"™ and "Dulux"™ 1t put
Du Pont in the enviable position of being able to offer to industrial
paint users modern products with modern spplication methods wn'lch helped
to bulld for 'Du Pont the largest sales volume in the Industrial field

and to establish Du Pont without a question as the number one supplier,

#rQuoted paragraphs are taken from William Dutton's book - "Du Pont -

140 Years,®
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LICENSING ARRANGEMENT OF DU PONT'S LOWN-VISCOSITY LACQUER PATENT.

In 1324, when the entire automobile industry switched from
orthocox finishing materlals to the newly developed "Duco™, consterna-
tion was thrown into the ranks of the paint manufacturers, and many of
them who hed never before been interested in lacquers organized lacquer

departments end constructed lacquer factorles. Eventually the Glidden §

Company suppllied Studebaker with 1ts low-viscoslty lacquer finishes; \
The Ditzler Company supplied Carysler; Rinshed-kason furnished lacguers
for some of the General Motors' unlts, partlcularly O0ldsmobile; end
" many éompanies, such as Velentine, Ferbert-Schorndorfer, Jones-Debney,
Forbes, Sewall, and others operated on the fringes, '

Clear "Duco" for wood finishing became pocpular with furniture

manufacturers and with the public, end meny manufacturers of woocd

. finishes, aeeing their regular busliness slipping away, started tc make
and sall the new low-viacosity furniture finishes, L1illy Vernlsh
Company and‘the Glidden Company both became extremely active in this
field.

Du Pcnt, of course, had made a patent application for {t3s new
development, «nd not long after the patent was 1ssued steps were taken
to enfcrce it. There was great reluctance on the part of many cf the
peint manufacturers of the country to pey royalty to Du Pont for this
development, but some of them, being highly patent consclous, executed
llcense agreements with Du Pont which provided for a nominal royalty
payment and also contalned & paragraph whlch would permit Du Pont to
establlish for 1tself and for 1its llcensees minimurw selling prices
and terms of sale on tne patented products, when and il the patent

‘was sustained in the courts upon litigation.
There were about 50 establ!ishments wnlch were willing to sign

the egreement and did so: but there were about 200 who refusecd to sign

P
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and who continued to Infringe the patent. 1It, therefore, became
recessary for Du Pont to file patent infringement sults in order to
pro:ect {tself &nd its 50 licensees. Sults were flled almost
simultaneously against the Glidden Company &nd the Jones-Dabney
Company.

The Glidden sult came to trial first in the New York area, and
ended with & Eomplete victory for Du Pont. The three-judge federal
cifcuit court ér appeals upheld the patent unanimously, saying that 1t
was vaiid; The defendant Glidden Company, and about 50 other paint
manufacturers who haed joined Glidden in the suit with financlal
assistance brought pfessure to bear to have the case reheard tefore the
same court of appeals. The court granted the petitlion ror rehearing,
and the case was reargued. Agsain, Du Pont was completely victorious.
The three-judge court for the second time, unanimously upheld the
patent, saying that it was valid and infringed,

The opposition, including Jones-Datney against whom the other
sult had been filed, then capltulated and signed up the necessary
agreements. Eventually, thers were 250 different establishments under
license.

With the clean-cut victory in the Circuit Court of Appeals, it
was possible, under the law, for Du Pont to estatbtlish minimum selling
prices and terms of sele for {tself and for its licensees 1n the
marketing of the patented lacquers. Bach licensee was forwarded a
schedule of minimum prices (January, 1934) under tha sesl of registered
mail, with Instructions thet Du Pont would see to it that none of the
patented lacquer was sold &t a price below the established minimum,

At flirst, many of the llcensees had the idea that enforcement
of minimum prices on such a broad scale would be imposaible, and they

proceeded in thelr attempt to get business by employing their old, time
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.‘rcnored price-cutting tactlics. It soon bLecame evident that they were %
not to be successful, because every competitive salesman, when hie (
hesrd of tﬁe price cutting, would report it to his management, who
would immediately relay it to Du Pont. Du Pont then got in touch with
the violating liéenseo, and in no uncertain terms told him that kis ‘ 7
license was in jeopardy, and that one of the paregraphs of his license }
permitted Du Pont to cancel the llcense on short notice which would
cause him to be an infringer and liable for very large damages,
During the first year of the licensing program, complalints of violation
and warnings to violators sometimes ran as high eas 60 per month; but
towards the end of the llcense term, which ren spproximately ten ysars,
violetions wers few and far between. Du Pont had succeeded in con-
vincing 811 of the licensees that price cutting would absolutely not
be rermitted and the entire industry began to sell with better quality
and better service rather than with lower prices. The standards of
the entire industry were improved and all licensees were In full
eccord with the principle on which the whole program was carrled out.
This contribution, along with Du Pont principles of selling thelir
products, slowly but curely had much to do with the growing respect
which the industry has for Du Pont.
The gquality of automcbile lacguers, refinish lacqguers, furn- 1
1ture lacquers, and industrial lacquers, all increased markedly during f
the ten year licensing program, and all licensees, as well s Du Pont !
made a satlsfactory profit on their sales of the licenssd products. 2
When the patent explred May 24, 1344, and minimum price control
. was no longer possible, the 25) llcensees wers unanimous In expressing
their sorrcw that minimum prices could no lonser be enforced. They

/

would heve been willing to ccntinue to pay Du Ffont the nominal six cents /

v
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& gullon royalty incdefinltely 'f 1t had been possible for Du Pont to
continue to hold the umbrella.
Coples of the f lnal llcense snd a full list of the llcensees

ire to be found in the Hall of Records in Box 17.
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LVOLUTION CI" DU PONT REFINISH DIVISION

In the Spring of 1923, five years after the close of tne first
World War, twenty-seven yeurs after the birth of the automobile, a
small carriage painting sahop stood In lower Menhattan, on the fringe
cf the financlal district,

There was nothing unusual about the shop -- its duplicate could
be found in most large cltles throughout the country. What made 1t,
snd its companion shops, unique was the fact thsat the carriage had de-
parted from the Americen scene years before. Ths sutomoblle was
"here to stay"™.

But, although the automobile had made great forward strides
from the "horse-leas carriage™, with 1ts fringed top and bicycle tires,
the methods employed In painting the new machine were as painstakingly
slow & ;41 laborious as those followed in carriage palnting.

Thus 1t was that, slthough the carriage was gone, the carriage
painter remained. Perhaps he called himself an automobile painéer --
whatever the title it was but &n up-to-date name for an ancient craft.
As in the days of the victoria and the lendau, painting the automobile
was & task that took from 30 to 50 days, depending upon the price
psid for the Job. Coat after coat of pigmented varnlasi was carefully
brushed onto the body. Aftsr each ccat had dried a day or more, 1t
wes carefully hand rubbed with pumlice and water.

Not all automobile owners could afford to have their cars
peinted by professionals, because of the expense. Nuny owners attempted
the job themselves, with results that would have been laughable had
trhey not been so unfortunate,.

But wn!le the 1ittle carriage palinting shop survived in Manhattan
and els;where {n the natlion, a material had slready emerged from the

test-tube that would sweep it away just as the carrlage hsad gone before f(t.

-56-

DUP130005600



This new matertsal -- "Duco™ -- had already bsen field tested
on several automobiles &nd had been adjudged ready for new car pro-
duction,

While "Duco™ wes being tested by Genersal Notors, tests on re-
finishing automoblles were also belng carried on in & number of paint
shops, notably the famous Brewster Shops in Long Island Clity, and the
Dunham Body Company in Newark, N. J.

When "Duco" made its appearance on the Cakland cer, ‘t was
accepted immediately by the car-buying public. It was far better
looking than the old carriage finfishes, and i1ts durablility far ex-
ceeded anything the automobile manufacturers had been able to offer.
Car buyers demanded "Duco®™ on new models -- car owners clamored to
have "Duco" applied to their old cars -- dealers sought a means of
repainting the thousands of used cars that clogged thelr lots, that
found no buyers becauss of the miserable appsarance of their faded,
cracked finishes,

However, "Duco™ was not appliceble to the carriage palnter's
art. It had to be applied by spraying. Thus, Du Pont was faced wlth
the opportunities of a waiting market for "Duco™ in ths automotive
refinish business -- and no outlets through which to reach that market,

Normally, such a problem could be simply solved. Glven &
oroduct for which there !{s & tremendous demand, snd no service outlets,
tne menufacturer ordlnarily would need only publicize the opportunity
and salect from the thcusands of aepplicants those he belleved most re-
llable snd flnanclally stable, &nd sward f{rarchises. :lowever, "Duco®
tre3ented a problem tnat was not orcdlnary. "Duco' nad to be appl.ed
~roperly, to & surface correctly vrepared to recelve (t,

And 82, Du Pont golved tne problem not by altering the procuct

o ~

Tf exlstineg me*ncgs of merchandisting, but rervner oy cresling an
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. entirely new industry -- the automoblle spray refinishing business. k

And thusly, the Refiniah Division was created. Thls was in the
Spring of 1923. 1In getting started, there were three baslc problems:

1. Distribution.

2. Teaching the use of "Duco".

3. How to be sure the car owner obtained a
representative "Duco®™ finish.

Distribution of "Duco" nationally was secured by the grantling
of 31 exclusive distributorships tnroughout the country. In all cases
these distributors were either qualified body bullders and palnters,
or naving an outstanding reputation in the wutomotive field and who were
conversant with the problems cf automoblle repalinting that existed st
that time,

In order to assure the propsr application technijue of the new
muterial, the distributcr's peinters were thoroughly trained {n the
proper method of applying the "Duco"™ finish. Of course, this was
after Du Pont had selected and trained a group of men who were qualifled
to 2o in the fleld t> teach the art of refinishing.

In turn, distributors were expected to train all those who applied
for.the right to set themselves up as "Duco”™ refinishers. Two schools
for training painters were established, - one In brocklyn, New York,
and another in Chicago, and were known a3 National "Duco" Instruction
Shops.

Once a painter showed an aptitude for "Zuco® &pplicetinn, ne waa
eliglible to apply fcr an Authorized "Duco™ 3rop designation., 4 group
.JI‘ Lu Pont inspectors made perlodlec checks orn all shops to maxe cel'tsaln

that car owners received guslity workmansnip on "Ducc" jots,
Toward the end of 1324, Du Pont deemed {t advisable tec reviaw
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the progress of thelr training program, and held their firat con-
vention of dlstributors at Parlin on December 2, 3, 4, 1824, This
proved most practical and profitable &s it cleared sway many mis-
widerstandings., At the meeting 1t wes steted that "Duco" was
attracting so much ettention it was necessary to police all shops

to lnsure owners getting & genuine "Duco™ finish. Accordingly, it
resulted In training s new force of inspectors tc go to all refinish
shops to check on methods, products and results. This was a very im-
portant decision because it established a pattern and principle for
authorized shops, and protected Du Pont against unscrupulous shops
from capitalizing on the trede name which was becoming so famous.

The successful estabtlishment of the "Duco™ Authorized Shop
apelled the doom of the carriage painter. Mcat of the ol& carriage
sheope faded from the Americen acene -- a few adapted themselves to the
new order of the day, accepted the spray method of automoblle paintirg,
and became "Duco™ shops.

As of Mey, 1925, there were 943 authorized refinishers eatab-
lished throughout the country, but as of Decembher, 1346, thers were
4081 authorized refinishers &nd 32,172 unauthorized refinishers., And
these 811 evolved from the development of "Duco®" - & really new and
large industry.

During the first two years fcllowing the introduction of "PDuco",
Du Pent advertised the new mteriasl widely through the pages of such
naticnal publications as The Saturday Evening Post. These ada covered
every phase of "Duco" appllcation -- furniturs, toys, etc. Automobile
refirlshing was mentioned as one phase of the "Duco" potenttal,

. On February 7, 1325, the flrat ad dsvoted excluslively to the
refinish story appeared in the Saturdsy Evenling Post. (Copy attached)}.

Tre distinetive sign awarded all Autncrfzed "Duco” Shops was featured
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in this ad, and &ll distributors were listed. This uss of the
Authorized "Duco®™ Shop sign was a device to educate the car-cwning
public to look for the sign es an assurance of a "Duco™ job properly
applied.

Three yeara later, & national mdvertising cempalign was in-
stituted Iin three leading weekly magazines, emphasizing the Authorizegd
"Duco" Shop. Thls campalgn continued urntil the early 1330's.

. Meanwhile, the authorlzed shop program was being glven the
impetus ol & concerted merchandising campaign. The metal "Authorized
Shop" sign wes made aveilable to all refinlishers agreeing to use
Du Pont materials exclusively, in accordance with our application specifi-
cations.

During the first years of “Duco" promotion, many ettempts were
made to infringe upon the name. However, prompt legal action Iin all cases
established snd preserved the legallity of our trede-mark.

Initially, the "Duco™ line was cffered in only 21 colors, It socn
became apparent that a complete line of colors used on all cars would be
necessary, in order to offer car-owners an sccurate and complets color
matching service on touch-up work. In October, 1324, the first color
tullstin was isaued, showing the cclors used on various mekes and models
ir new car production.

The original Refinish 1lins consisted solely of "Duco™, Iin colora
and black, and "Duco™ Thinner. In November, 1924, undercoaters ware
added to the 1line, and one month later, "Ducc™ Rubbing Compound was in-
troduced, mlong with "Duco®™ Clsaner and Ko. 7 Polish. Thua, Du Pont was
stle to offer the refinisher a complets lina of "Duco™ products, from
the undercosat through the final polisnh c¢f the finished job,

On Jenusry 1, 1325, the first Refinlah price llst was issuad,
listing “"Duco” at $5.40 per gallon In 2rne-gallon cans, and thlnnsr
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at $2.50 per gallon, in druma. In keeping with the Du Pont Company
policy of reducing prices wherever possible commensurate with scund
buslness practice, "Duco®™ prices were reduced to & low of $5.00 per
g8llon on colors and $4.25 per gallon on black in 1337. Subsequently,
prices were incressed alightly due to raew meterisl Increases and in-
flated manufacturing costs.

Until July, 1925, the specifications for "Duco™ applicstion in
refinishing work called for complete removal of the old finish, by
burning and scraping or the use of & paint remover. At that time, the
specification was altered to allow the application of "Duco™ over the
0ld finish, provided it wus in sufficiently good condition to produce
2 firmly anchored finish coat.

During the first two yeara of its history, the headquarters of
the Refinish Sales 3ection was located in Farlin,

In October, 1925, the Refinish Sales headquarters was moved from
Parlin to Detroit, and placed under the Automotive Sales management.
Sales offices were established at Parlin and Chicago, with San Prancisco
opsrating independently.

In April, 1926, & far reaching move was made by the Chevrolet
Division of General Motors, which greatly btenefitted Refinish. Used
cars had became a big problem to Chevrolet dealers. They coulcn't
2611 them and the dealers' carital was rapidly being froren. After
&n extensive investigation, the Chevrolet officials decided that the
sclution to the problem was to get the dealers to recondition their

supply of used cars, which included refinishing.

Chevrolet treined crews of painters and sent them into the
principal cities on the Atlantlc Comst, demonstrating the incrsassd
used cur seles potentiel that developed through the simple expedient

~

ol improving the appearsnce of such vehicles by repainting and re-
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. conditioning. The initial demonstrations were so successful ths plen
wa3 extended on & nationsl basis, and as 8 direct result, thousands of
car dealers who had never before considered refinish shops became vitally
interested in this phase of thelir operation,

Refinish Sales took a step In January, 1226, that was designed to
extend the scope of i1ts business. In an effort to incresss the volume
and profits of refinish shops, specifications wore issued covering the
refinishing of furniture in ®Duco" Clear and colors. It was beliasved
at this time that authorized and unsuthorired "Duco™ shops could cperate
a furniture refinishing department and thus develop a greatar potential.

The plan was & failure, owing primarily to the fact that most
furniture refinishing involved some woodworking -- which auto paint shops
were not in a position to carry out.

'. One year later, however, Du Pont was able to In some megsure
achieve the purposes of the furniture refinishing program by recommending
that auto paint shops enter the refrigersator repainting business., Here,
working with metal surfeces, the refinisher was at home. Too, the finish
on most refrigerators was "Duco®™. Many shops throughout the nstion de-
veloped a profitable business in this phase cf their operation, and have
continued to do this sort of work to the present day.

January, 1928, brought the introduction of 253-Line Flexible
"Duco™ for commercial vaehicles. Progress in this field was limited,
owing to the preparatory work involved, and until the development and
release of "Dulux" finishes, this msrket remalned dormant.

The owner of the company distributing "Duco™ in Boston, Washington

. and Atlants died in June, 1928, and rather than appoint new Jdistribuzors

in thess areas, the Company set up "Duco™, Incorporated to handle its

dlistribution. This marked the first change in the system of "Duco®

dlstributlion, a change that was to develop in la ter years {nto a pollcy
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cf replacing all distributorships and relying upon jobbers to more
adsquately service refinish shop customers,

The first jobber was signed in 1930 -- The Cemeron & Barkley Co.,
Charleston, 8. C. -- operating under "Duco®™, Inc. of Washington. The
success cf the naw plan in Charleston led to the subsequent extension
of the jcbber plan throughcut all Distributora' territories.

SERVICE WAREHQUSES

As the demand for Du Pont Refinishing products kept growlng, {t
bécame evident that the Distributors alone could not render adeguate
nor prompt service,. Management therefore concluded that jobbers were
necessary in every trading area. In 1932, & program, national in
scope was initiated in widening the number of outlets, and by the
end of 1933 - 117 Jobberas were appointed, This expansion program con-
tinued and by the end of 1941, there were 771 Jobbing outlets, Co-
incident with this expansion, Du Pont opened four warehouses, and &as
Distributor connections were being absolved by the establishment of
Du Pont Serv;ce Warehouses, the whole distributing structure kept getting
stronger - by the dnd of 1948, there were only three Dlstributors re-
maining and Du Pont now has 38 Service Warehousss and 1500 Jottsrs -
with more to coms - thereby providing all Refinishing Shops with al-
most immediate service. oL

Incidentelly, {t was in May, 1330 that Motor Car registrations
wore sadopted ss & measuring stick to estimate sales potentlsal and to
compare performances in the respesctive territorises. Thus, it should
be apparent as to the justiflcation of widering the number cf jJjobbing
cutlsets,

"Dulux"™ for Refinish was first announced in January, 1330, and

1t soon became apparsent that Du Pont, for the second time in seven
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vears, had stolan a march on ths rest of the palint industry.

Refinilshers hailed "Dulux™. Here was & finieh that required no
compounding, hence reduced labor costs and meant the shop operator could
take the lower-cost work he had formerly had to turn down,

Automobile dealers found in "Dulux™ a perfect finish for medium
end lower-priced used cars -~ they could turn out the repaints faster,
st leas shop coast, and could get better prices for cars they previously
had felt did not warrant a "Duco™ repaint,

Initially, "Dulux™ did not sclve ths problems of the commercial
vehicle buasiness. However, whan Preparakotes were releassd, in 1935,
the "Dulux™ system for trucks, buses and other commercial cars became
the No. 1 painting specification throughout the industry. Recent
surveys by fleet publications show that "Dulux" is the favored finish
by o margin of 4 to 1 over the second cholce material.

In November, 1¥32, in line with the general reorganisation of the
. F. & F, Department, Refinish Sales headquarters was moved to Wilmington,
with ¥r. J. T. Edgerly, as Mapager, and regional offices were estab-
lished at Philadelphis, Boston, Atlanta, Chicago and San Francisco.
Dallas was added to the Reglonal set-up in 1940, and Cleveland in
13486,

February, 1934, saw the introductlon of the Calibrated ¥izing
Set, a series of small measures designed to allow refinishers to mix
colors to match factory st‘ndlrds within thelir own shops. By In-
cluding the color formula for all "Duco® colors in our Motor Car
Service Bulletins, 1t was hoped that refinlsh shops might be adble to
produce & good match for any car that cams into the shop, particularly
in emergencies where sxtreme speed was demanded and time dild not

allow & plck-up of an out-cf-stock color.
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Although the ¥ixing Set was as accurate ag any ever offered
the refinlsh trade, {ts succeas was limited and desplite aggressive
merchandising the set fell by the wayside.

In October, 1335, "Duco™ Metalllic Colors were released, providing
new color effects and more besautiful finlshes for America's automoblles,

"Pyralux™ was introduced in April, 1337, and gave a third {inish
to round out the Du Pent line. Developed primarlly for lower-cost
touch-up and over-all Jjobs, "Pyralux™ filled a definite want in the
refinish businesa. It was discontinued during the war, and due to
distinct improvements in the "Duco™ 245-Line, will not be reinsteted.

In 1341, Jjust prior to the introduction of raw matcriels
allocations, "Dulux" products, based on alkyd resins, constituted 46%
of the total productlon or 388,036 gallons, as agalnst 1,126,354
gallons of PX materials,

The war years were trying yeurs for the Reflnish Sales section.
"Dulux™ had to be virtuslly sbandoned due to & lack of phthalic
anhydride -- "Duco™ production was reduced considerably. Nevertheless,
Du Pont was able to hold its distribution system together and sctually
to emerge into the reconstruction perifod with & large backlogz of new
jobbers, sold during the war on a "when avallable" basis.

The end cof the war did not mean the end of snortages. "Dulux"
production was resumed, only to be shut off a lew months later. Flrst
materlals were in short supply. When that situation righted itself,
containers tecame almost impossible to secure. Actumlly, two years
after the »-= ended, "Dulux"™ products were stlll so far short ol de-
mand that a.l efforts to edvertise and merchandise, "Dulux” again had
tc be .Jdropped. They just coulédn't take care of & fractlion of "Dulux"
bs % orders, let alore seelk new outlsts.

however, desulte snortazes and recurring provlems of productlion,
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Refinish Ssales in 1946 rose to & new high - six times the ssales volume
predicted in 1925 &s the absoclute ultimate In the Refinish business}

In fact, the writer can recall, during the recent war perlod,
when Mansgement thought the Refinish Division was almost ready to fold
up. Unfortunetely, that attitude manifested itself on several occasiona -
end 1t should be emphasized here that the Palnt Industry i1s stable and
sound, end that Du Pont's growth in it is only going to be in pro-
portion to the effort they put sgainst the market. See the chart
showing the growth of the industry from 1922 to 1946, and Du Pont's
growth in compariscon.

One of ths moat pressing competitive problems Refinish Sales
has had to face concerns the extent to which "Duco" factory-matched
colors should be produced. The tremendous pressure exerted by manu-
facturers including cclor mixing machines in their merchandising and
sales programs naturally {nfluenced Du Pont's own color production,

The solution was the establishment of & postwar policy of pro-
ducing all new-car productiocn colors for current models and the three
preceding yesars, plus any colors used on older models for which the
demand exceeds 75 gallons per year. It is believed that this policy
will provide the majority of refinishers with available matching colors
for practically any touch-up Job that comes into their shop.

The carriage shcp is gone, and with it the maater artisan who
produced the beautiful decormtive motifs that adorned the regal
victoria. In {ts place 13 a new industry, glving employment to
thousands more than were involved with carrlage painting, producing
better, faster autcmobile paint jobs, better geared to the faster
tempo of modern living.

In the short space of twenty-four 'years, Du Pont chemistry has

created an industry -- created {t, and dominated It with outstanding
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products. And the Listory of Refinish Sales is young. Steadily ex-
panding, it outetrippsd the most expert early estimates of ita scope.,
Thz promise is for greater progress frn the future, for like all phases
of the Du Pont operation, it is dynamic, rather than statlc.

St1ll to be releassd to the trade at this moment are the new
"Duco® Metalli-Chrome finishes, newer "Duco" formulations in the
2456-Line that surp#ss any materlals heretofore marketed under that
name, plus several new products that will enlarge the Refinish Line.

To whom credlt i1s due - First to the creators of "Duco®™ and
"Dulux". Then to the Management at Parlin who envisioned the oppor-
tunity of the refinishing business potentiel - and, finally, to the
aggreasion and soundness of thoe Reflnish Sales leaders -- Messrs,
Edgerly, Lounsbury, Kasterson, Joldich and Baldwin, all of whom have
since risen to bigger reaponsibilities within the Finishes Division,
These mon kept abreast of the times and kept bringing the Management
211 the ilmportant faztora that helped build not only a sound policy,
but more particulserly unquestioned leadership for Du Pont in the

Refinish field.
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11/3/24 -
11/5/24 -
12/1/24 -
12/1/24 -
5/4/25 -
11/4/25

2/26/26 -
5/12/26 -
5/28/26

B/3/25
5/20/27 -
11/20/27-
1/6/30
1/11/30
3/8/32
A/21/30 -

11/28/30-
12/3/31 -
6/7/32 -
5/20/35 -
5/21/35 -
10/25/35-
2/17/36 -
4/30/37 -
8/12/38 -
12/8/23 -
1/27/40 -
7/14/32 -
s/28/46 -

TIME TABLE OF REFINISH PRODUCTS, AS ADDED

Withdrew from sales "Duco™ Maroons due to poor durablility.

Blue Diamond Undercoets, PFrimer, Surfacer
"Duco™ Rubbing Compound No. 2.
"Duco™ Clesner % Polish No. 7.
Retarder.

Chassis Black No. 2.

PX Surfacer.,

PX Primer.

PX Putty.

Shielding Compound.

"Duco® Striping Colors.

"Duco® Tinting Colors.
Hi-Speed PX Primer-Surfacer,
"Dulux®.

Clear Gloss Lacquer.

"Dulux™ Exterlor Clear,

"Duco® changed from 244-Line to 246-Line,.
246-2048 Black.

"Dulux® Striping Colors.
PREPARAKCTE.,

PREP-SOL,

*Duco™ Ketallic Colors.
"Dulux" Putty.

FYRALUX.

PYRA-PREP.

VARI-TEMP Thinner.

*Dulux™ MAFKE-READY Undercoat,
Automotive BLEEDER3ZAL.

X

ETALLI-CERCFE.

and Putty.
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EVOLUTION OF THE NO, 7 LINE
CHEMICAL SPECIALTIES DIVISION.

When ™Duco™ wes first developed at Parlin, the chemists thought
1t would keep automcbiles bright and lustrous for years. However,
they found thaet the new finlsh "chalked™" after a year's exposures to
the elements, and needed to be pollished from time to time to restcre
ites original color and lustre, Oily polishes were trled at first --
the kind then used on the old varnished automobiles -- but they were
not satisfactory. Then they tried Bon Aml and Hand Sapolio. These
cleaned away the chalked pigment and dirt film, but left tiny scratches
which marred the car finlsh., 8o Du Pont chemists decided to make a
liquid polish especially suited to "Duco™ -- contalning & fine
ebrasive to scour away the chalked pigment, and an oil to ludbricate
the dirt particles so they could be wiped away easily.

In brief time the new polish was formulated, {(&nd improved
seversal times since) but the original formula was sufficlently satis-
factory, end put on the market under the name "Duco Polish No. ™.

It was planned originally to call it just "Duco Pclish"™ but realizing
that other manufacturers would bring out polishes and that dealers
would refer to &ll substitutes as "Duco®™ Polish, - to avold confusion
and to keep the advantage cf aselling their own polish for their cwn
RDuco™, the figure "7" was added to the name of the product, - thus
becoming "Duco Polish No. 7%*. Later, consumers wondered what the

Ko. 7"stood for®., The common sssumption was that the formula was

the seventh one developed ty the laboratery, and the firat one which
proved entirely satisfactory. However, that was not the case. The
7" was simply used ss an identifying mark to insure, Lif posaible,
the motorist getting Du Pont "Duco Polish™ instead of some other
brand,

In later years, as Du Pont brought out other automotive products,
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. they reversed the procedure and put the Nc. 7 at the front of ths name,
and thus called the Auto Polish "No. 7 Duco Polish."™ The same prefix
waa used in naming other items, such as Ro. 7 Top Finlsh, etc. and the
group became known &8 “The No. 7 Line."

When it was first introduced, No. 7 Polish was put up in tall
rectangular pint and guart cans, and packed in wooden ceses. That was
in M;y, 1925. The polish was menufactured by the "Chemical Products
Diviasion" and, because that division had no specialty salesmen, arrange-
ments were made to have the Palint end Varnish Division, then headquarter-
{ng st Philadelphia, Pa., handle the sales.

The original policy wes to sell direct to dealers as well as to
Jobbera, all at the same prices. The retail prices were $1.00 per
pint, and $1.50 per gquart,

The Paint % Varnish salesmen, asasisted in a small way by ths
"Fabrikold® salesmen, sold the polish to & good meny hsrdwarse stores
and palint dealars but had 1ittle success with the wholesalers, for
the following reasons:

1. ¥Xo. 7 Polish was & new product for which there was little demand.

2. The trade discount aschedule was all wrong.

3. Du Pont gsave the jobbers no protectlion. They offered dealers
the same prices as they offered jobbers.

4. The Du Pont paint aslesmen weres not contacting the rroper outlets.
Their calls were nearly all made on hardware and paint dsalers
when, to sell an auto polish, they should have been calling on
service stationa, car desalers and other automotive outlets.

. In less than six months, it became evident that the polish was
not being sold properly, and that ssles would almcst stop when the

Paint and “Fabrikold”™ outlets were all stocksd. The Palnt and Varnish
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Division thereupon engaged G. W. Sherin to handle polish sales. Mr.
Sherin had been in advertising and sales work for many years, the

last six of which wers spent &s advertising and sales promotion mansger
for the American Boach Magneto Ccrporation, of Springfield, Mass. He
was an expert in Speclalty selling.

Mr. Sherin was hired by J. W. Elms, Manager of the Paint and
Varnish Division, and started in October, 1925, at the main office of
the o0ld Harriscn Paint Plant at Philadelphia, Pa, A few months later,
¥r. Elms suggested to the Chemical Products Division, headquartering
:1 Parlin, K. J., that the manufscture of “Duco Polish No. 7" be trans-
ferred to the Philadelphla plant, permitting the Paint & Varnish Division
to handle the production es well as the sales, but the Chemical Products
Division, then headed by Messrs. J. J. Moosmann and E. M, FPlaherty,
refused this proposal, They decided to keep No. 7 Polish in their own
division, and in ¥ay, 1928, thsy tranasferred Mr. Sherin to theilr
Doetroit office (then handling the division's automotive sales). The
Polish was being manufactured at their plant at Flint, Mich.

¥r. Sherin started with four salesmen, one in Boston to cover
New England; & second in Philadelphia to cover the mlddle Atlantic
states; & third in Chicago to cover the midwest, and & fourth at
Charleston, S.ZC. to cover the southsast. Progress was slow at the
start, firast because the market was limited to "Duco"-finished cars,
and there were not too many of them at the time, - and secondly, be-
cause & 1ot of paint dealers had been sold at the jobbing price who had
to be put back on a dealer basis before Du Pont could get legitimate
jobbers to cooperate; and thirdly, becsuse the automobile polish busi-
ness was comparatively small, neither the jobbers nor deslers would
give it much attention. The unit sale was small.

But ¥r. Sherin, based on his experience, knew what was necesssary
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to expand the market and attract new Jjobbers. He recommended and

Du Pont adopted a policy right from the start of advertiling the
polish naticnally. The advertising started with a full-page, two-
color ad in the October 24, 1925 1ssue of the Saturday Evening Post
and told the story of "traffic film™. (Copy attached.) It explalined
that tiny particles of burnt oil and grime were discharged from the
exnaust pipes cf sutomoblles, and these settled on automobiles and
formed & thin dirt film which dulled the lustre of the finish. This
was called traffic film, and it was explained that the fiim ecould not
be removed by washing, or the use of oll polishea. The announcement
said that Du Pont, the inventors of "Duco™, had developed a speciel
polish which removed traffic film and restored the original color and
lustre of the finish -- quickly and seafely.

While this "traffic film" story was Interesting, Du Pont learned
later that 1t was not entirely true. Careful studies made subse-
quently by Du Font chemists showed that the dulling of the lustre
wus ceused largely by chalking of the finlish, although a scum did
accurulate, and helped to spoll the appearance, Ths chemists sgain
got busy and formulated a polish which contained a mild abrasive to
scour away the chalked plzment, and an oll to lubricate the dirt
particles and permit thelr essy removal,

The original full-page advertisement was followsed in 1926 by a
series of single column ads in the Saturday Evening Post, Thus, with
the aid of national advertising, a sound sales policy and an aggressive
s8elling program, they wers able to develop a substantial sales volume
on No. 7 Polish (over a million dollars in 1929),

The success of this one item led to competition (as is neatural
with any successful Speclelty) putting other "Duco Polishes™ on the

market {n increasing numbers. This competlition was met by adding to
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the sales force, increasing the advertlsing expenditures, and getting
some of the leading car manufacturers to recommend “Duco™ polish. The
manufacturers who adopted "Duco® &s their car finish were anxlous to
have thelr customers llke it and were willing and anxious to ds every-
thirg possible to maintein the appearance of the car. In dus time,
Chevrolet, Bulck, Olds, Pontiac, Chrysler and other cer manufacturers
sgreed to put three ounce sample cans of No. 7 Polish in the tool kits
of the!r automobiles, &nd to recommend "Duco® Polish on their wind-
shiseld stickers and in their instruction books. Du Pont supplied the
windshield stickers and the three ounce samples, without charge to the
car manufaecturers, and for several years furnished approximately
2,000,003 No. 7 Polish samples annuslly. This gave Du Pont tremendous
prestige with the motorists and car dealers, and helped expand sales
during the next few years. Eventuslly the car manufacturers brought
out polishes of their own, and stopped sampling end recammending

Du Pont's. This was in line with most of the automobile manufacturers
marketing & line of automotive specialties for sale through their own
dealer organizations.

In FPebruary, 1927, Du Pont brought out a black top dressing for
use in renewing the finish cn rubber coated fabrics, then used on auto-
robile tops. This was & long oil vaernish, and was developed in ths
Flint leboratory. It was called "Ko. 7 Autc Top Finish® and sold as
a companion product for No. 7 Polish. In the same year a third
product was added -- a paste nickel polish. That was long before
the advent of chromium fittings, and there was a real need for a good
pollish to brighten the nickel plated rsdistors on automoblles. Du Pont
scquired the nickel pollsh by purchaaing a formula from a Mr. Lee
in New York. The price was $500 and proved to be & very good Invest-
ment, because the nickel polish sslss amounted to several hundred
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thousand dollars during the next few years,

Du Pont brought out a fourth product in October, 1328. It was
& black enamesl for use in touchlng up scratches and worn spots on
sutomobiles. This was called ™NKo. 7 Touch-up Black™ and, since
practically all caers at that time were finished in black, it had a
wide appeal. Sales reached nearly $150,000 during the first 12 months,
and increased steadily thereafter. Thus, they had four products and a
flourishing business within three years after the atart, snd were
well established as manufacturers of the Du Pont No. 7 Line. By the
fall of 19238, Mr, Sherin had 39 salesmen workling exclusively on No. 7
products, and H. R. La Towsky was transferred from Trade Sales to help
him handle the administrative work. Mr. La Towsky Jjoined the Paint
and Vamish Division in June, 1927 and was sales promotion man at the
Chicego branch from that time until his trensfer to Chemlcal Speclalties,

One by ona, other products were added - and to date (May, 1347),
there are 26 ftems in the line - including "Duco® Cement end Cellulose
Sponges - the sale of which the Chemical Speclaltles Divislion 13 hand-
ling for the Cellophane Division. As Mr. J. J. ¥oosmann pointed out
in & study made in 1944, the Chemical Spesclalties group of salesmen
1s capable of giving any of the Company's Departments quick and wide
distribution on any consumer type of products,

It is probadbly safe to eay that the No. 7 Line of procucts
has the widest nationel distribtution of all Du Pont products.

The foregoing describes the beglnaing and the development of
the Chemical Specialtiss Department, and as the sales figures will
prove, the growth has been remarkable, snd llke "Topsy" keeps on
growing, - all springing from the development of "Duco." MKessrs,

Sherin and La Towsky have carrled the heavy responsitility and are
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entitled to the major share of credit for the growth of the Division.
This 1line, being made up entirely of Specialties (and the

unit ssele not belng large) MUST have advertising support to stimulate

demand and be supplemented by mliasionary sales work in the interest

of the jobbers,
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r\' THE SATURDAY EVENINGC POST Octrober 24,1928

HENEVEK vou dinn e —that dishguning nuisance. " Traftic Faae ©.
forms on vour car.

‘ou cannot evade it, for the exhaust of almost every car is loaded with
tiny partickes of of, which have passed through its cylinders . . . these
cummy ail particies are blown around the body of your car . . . wher-
cver they touch, they stack . . . after a while there are enough so they
adhere to emch other—and then your cur as conted with Traffic Mim.

Its surface promptly catches. and holds, the thong dust, which is
cvervwhert—and. as the flm brcomies more dense, the besuty of
~our car. the nchness of its color and the brlluney of its fmish can
"« but dumdy seen through the grimy duliness of the flm

T-affic Film cannot injure Duco Fiich ac it injures old type finishes.
—hut it does hide its lustrous beaut .

B cause Traffic Film s not eusv to renrac and because owners of
1)aco-finished cars wish Duco bewts oo b alanavs seen. the same
Chemical Engincers who created Do o dae produced a new
1u Pont product —Duco Paitsh N 7 ahin Yz snoves Traffic Film,
W:th a bttle of Duco Polich N 7 an ¢ it cloth voy can
casuyv wipe off the Traftic Fidm. i rovead the undistaarbed.

<erene lustre of your Ducn hinushed car
A~k vaur dealer for Duco Polich Noo 7 11 Yie dlew v e v

ot eut the coupon. aac ]t oot ue,

Podish Do o D Nadinde
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. "DULUX® - THE MIRACLE FINISH

Maybe not as sensational; maybe not as spectacular, but even
mo:e far-reaching in its effect on the paint industry as a whcle, as
well as Du Pont's position in the paint Industry, was the introduction
of "Dulux".

"Dulux™ was Du Pont's second great chemical contribution to
the industry.

Like "Duco", this was fundamentally the development of a new
type of film-former. Like "Duco™ again, it was the introduction into
the finish film of a type of film-former that, in comparison with the
clder oleoresinous filma, added a durability against the weather and
other extreme conditions that 1ifted the product out of competition.

Because of their very quick dry, which interfered with appli-
cation properties, and becauss of the necessity of rubbing in order
to achieve a high lustre, lacquers had falled to penetrate & number
of finishes flelds. ™“Dulux™, with application properties mcre nearly
1ike those of the olecresinous materisals, gave the opportunity for
penetrating many of these fields.

"Dulux® has as its essential ingrodionts.'ﬁhemical compounds, the
conatituents of which are phthalic snhydride, glycerine and the acid
from a vegetatle 011 like linseed o01l. These chemical compounds are
known as alkyd resins.

The first real program of research on alkyd resins in the Du Pont
Company atarted in 1924 or 1925, in the Chemiceal Department (Experimmantal
Station) during a search for a& satisfactory resin to bte Iintroduced {n
‘ "Duco" and other nitrocellulose lacquars es a substitute for ths
natursl resin, damar, Mr. M. J. Callahan suggested thls program,

through having done szome research work on alkyds while he was in the
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smploy c¢f the General Electrlc Co. prior to hils conneztion with
Du Pont.

In the course of 1ts work, the Chemical Department in making
up different comblnations of phthalic anhydride, glycerine and verious
modifying ingredients did not unearth any compound which appeared to
be cf iInterest as & substitute for damar; but they did observe that
when the glyceryl phthalate was modified with an acid from drying oils
such as linseed oll, a chemlcal compound having film forming properties
of 1tself was formed without the addition of any other ingredient.

This looked so encouraging that the search for a substitute for damar
was abandoned and thelir program from then on was largely concentrated on
the msenufacture of various alkyd resins modified with drying oills. These
ere the resina upon which "Dulux™ {s based.

The first use of these "Dulux® resins in commercial finishes was
undertaken .in 1925 by Dr. Cole Coolidge, at the Flint Laboratory, in san
attempt to produce more satisfactory automotive undercoats for use
under "Duco®, - the 1dea being to achleve through this route a replace-
ment for the {nadequate line of oleoresinous undercoaters then beling
made by the Flint Plant for the eutomotive Industry. Thlis was the
first attempt of the Du Pont Company to cormercislize the alkyd reain
developmant.

By the end of 1926, this program culminated In the offering

S~

for sale of the DUX Primers and Surfacers. Although these DUX Under- |
coats were superlor to the orthodox ones which had been in use up to
that tims, they were not entirely satlsfactory, probsably Jue to a
weaxness In water resistance. tiowevar, the work estahlished & broad
background of undercoat plgmentation which has served &s tnhe foundation
for the currently used undercoats which ure so successful today.

At tre beginning of 1327 when ¥r. John Marshall was orgenizing
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the Central Technical Laboratory at Philadelphia, one of the prlncipls
cbjectives wes to conduct research on drying-oil type finishes. The
Chemical Department sent some samples of a 62% linseed oil modified
glycerocl phthalate to the Phlladelphla Laboratory for evaluation, which
was used by blending with orthodox varnishes to make an Olivs Creen
Dipping Enamel with exceptional properties of Ilow and toughness.

The work on this material led to the setting up of a special alkyd
research group in Philedelphia. Chemists were transferred from ths
Experimental Station and new chemlsts were Immediately employed to

man thls work,

Dr. C. F. Rassweller was transferred to Philadelphia from the
Chemical Department about June, 1927 with the assignment of trying to
relate the composition and properties of finishes with the requirements
of varlous sales fislds, this being with a view to ottalning some
intelligible starting points for development work on alkyd finishes.

In October, 1927, Dr. H. H. Hopkins was transferred to the ‘

FPhiladelphia Laboratory with the assignment of selectling from the wi.de

S~

range of Chemical Department resin developments a group of three or
four resins which might become tha basis of a fomulsting practlice
covering a wlde range ¢f trushabillty, spraying properties, drying
speed and hardness. Interestingly enocugh, this program resulted in
the selection of RC-103, RC-105 and RC-141 for the purpose and thess
three resins though modified from time to tlme over the years, &are
still basically part cf our "Dulux" business,

It was also at thls time that Messrsa., J. 2. Bull!itt, E. C, Lampert,
J. W, I1iff anc Peul Roblnson were added to the staff of the Central
Technical Laboratery and they all played an fmportant part (n the

development of "Dulux"™,
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. With this group endé others, Du Pont began correlating the back-
ground information on pigmented alkyds against the needs of specific
fields of use. By the late winter of 1327-1328, thls knowledge was
suffictently in hand so thet et & mseting held in Wilmington of repre-
sentatives from Parlin (Lecquer), Philadelphia (Paint), and the
Chemicel Department, the lsboratorians were able to saxpress an en-
thusiastic interest in the alkyd field and to support this interest
with spscific dursbillity and performance information. In this
meeting, Parlin took the pcsition of no immediate iInterest, largely
because of the fact that they were fully occupled in the attempt to
introduce "Duco" into the industrial field. (During this period,
the Faint and Varnish Division, Trade Sales, was absorbing the cost

‘ of this "Dulux™ development.)

These studies on durability and performance were thoroughly {
carried out, and 1n the summer of 1929 "Dulux" was officlally offered
to the industrisl trade at a sales meeting in Parlin. These first K
examples of "Dulux", although outstanding in film propertlies,
durability, toughness, etc. were not highly successful becauss,
due to the pigmentation, they were lacking in hiding power Lné
mileege, This defect was soon remedled, however, by the experienced
and alert Mr, C. R, E. Kerkle who suggested a« pigmentation change
from 1lithopone to the mcre opagque titanium dioxide, and during 1930 +~
sales of "Dulux" expanded vigorously,
"Lulux® formula tions designed for specific industrial uses
were made for aigns, refrigerators, autcmobile wheels, raflway

. passenger and frsaight cars, street rallway equipment, and gesollne
service statlions and gas pumps. "Dulux™ QOutside House Paint and
Trim Colors were alao formulated, but Lt later became necessary to
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withdrew the house pealints from the market, The trim colors, however,
were held on the market, and have since become the market standard.

In the household enamel fleld, the lacquer type brush "Duco",
which was not successful, was replaced by & "Dulux"™ Brush "Duco", which
again became & real success about 1934.

"Dulux® Super White, which has become the standard of the market
as an architectural enamel was & by-product of the successful develop-
ment of refrigerator enamels and was &n adaptation of these Iin the air-
drying field. These "Supsr-Whites™ are outstanding for thelr color
permanence, flow and washability, all qualities inhsrent in the "Dulux™
Refrigerator Ensmels,

Although the first real finishes were made by Du Pont, the General
Electric Company had made some cll-acld modified glycerol phthalate
resins earlier than head the Chemical Department, and as a result the
basic patents on such resins ware assigned to the General Electric
Company. Other early patents were 1ssued to Curleton Ellls &nd
assigned to American Cysnamid Company. There were many Du Pont patents
but up to the present time no one has had an enforceabls patent
position in the alkyd resin fileld.

As would be expected “Dulux" has many imitators, but 1n spite
of the many imitators "Dulux" stands preeminent. Astute buyers
realize that "Dulux™ will give them lower unit costs in spite of
its higher gallon price. Research is improving !t constantly, and
the imitators are trying to ca:tch up and may, because due to War
Emergency, Du Pont, like all other patriotic companiss, gladly gaves
up propriletary formulas to enable our Government to get the greatest
possible durability for the many pleces of war egulpment needing a

finish,

In this way, competition learnsd a great deal about the
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compositlion of alkyd resin finishes, but as stated previously,

"Dulux" vehicles are mede bty chemlcal reactions and require extremely
close cheﬁical control. And here Du Pont still possesses an advantage
because they make all thelr own resins in their own speclally de-
sizned egqulpment.

"Dulux™ has been the standard finish since the early nineteen

thirties for refrigeratnrs, washing machines, sink cabinets, for
automoblles not lacquered, and for many other industrial purpcses.
It has so nearly completely replaced other [inishes in some of these
f1slds that at one time 92% cf all mechenical refrigerators not
fatricated from vitreous enameled steel were finished with "Dulux™,
For these reasons, *Dulux™ was the first real threst to "Duco" and
1t hes compleately replaced it as a refrigerator finish.

Possibly the time is not far off when most of the asutomotive

"Duco®™ will be rerlaced by "Dulux®,
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March, 1934 “Sauy You Saw It in The American Painier & Decorator' ¥

* ANNOUNCES

The whitest white enamel ever made

DULUX

a1z u 8 eav oOrp

SUPER WHITE

-

A remarkable new finish for home interiors

UDGED by any standard, DULUX

Super White is the finest white interior
enamel on the market today.

To begin with, it's whiter. The whitest
white enamel you've ever scen. And it
stays that way. A clear, coloricas new
vehicle retains the full original whitencus
— prevents yellowing.

Drying qualities? DULUX is out of dust
in two or three hours — is ready for re-
coating overnight! Yet it sctaslowly enough
to take up runs or sags and to permit lap-
ping on long stretches.

Remarkable flow 13 another charac-
teristic, Combined with intense hiding

powser this meanstunususlapreading
ability. Brushing is caser. There s no
drag or pull.

ith DULUX Super White you get more
coverage, betrrer coverage, faster cover-
age and the best Jooking intervor jobs you
ever tuned out.

Make a test of DULUX Super White.
Sce for yourself the possibilities it offens
for going after quality jobe at @ cost home
owncrs can afford,

Got in touch with the du Pont deeler
today. L L. du Port de Nemeuns & Co.,
tnc., Witmington, Del

SELL THESE FACTS TO YOUR PROSPECTS

DULUX Super White is a whiter finish. It stays white—dnes
quicker — stays cleaner—cleans easier — withstands severest service
—costs less in the long run than inferior finishes.

Dy

‘® PDPULUX SUPER WHITE

see G ey

A MARSTER PROBUCY FOR MASTER PFAINTERS
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TRADE SALES AND WHERE MERCHANDISING AND CHEXISTRY STEP IN

While in the midst of all the excitement created by the
revolutionary growth of lacquer ("Duco") sales, Management, 1in
November, 1924, decided to merge the Chemical Products and Paint &
Chemicsl Divisions. On Februsry 1, 1325, Mr. W.P. Allen was sppointed
General Manager of the newly created Palnt, Lacquer and Chemical Depart-
ment, with Mr, Willisem Richter as Assistant General Msneger, the latter
appointment being msde officlel on February 15, 1925.

This was not only a logical move but, more particularly, was a
psychologlical one, becsuse the Paint Division needed inspiration and
drive. MNr., Allen possesssd rare viaslon, courage and inspirstion.

HEe quickly saw that the Paint group needed help.

On Linceln's birthday, February 12, 1925, Mr. Allen trensferred
Mr., J. W, Elms from his successful Jjob at Parlin to the Paint Division
at Philadelphia and gave Mr. Elms the "go ahoacd" aslgnal. (Mr. J. J.
Moosmann succeeded Xr. Elms as Manager of the Chemical Products Division),.

Just as Mr, Elms had to learn about lacquer, (when he first went
to Parlin from the Kilitary Explosives Department) he promptly astarted
to study the problems of the Paint Department and quickly recognized
that the sights had to be changed if Du Pont was going to progreas in
the paint business. After ¥r. Elms had surveyed the situation, he
readily saw the need for an efficlent and an enlarged chemlical staf?
and also for the need of someone with a broad picture of sales, markets
and merchandf{sing knowledge, For the latter work, they engaged the
services of Mr. W. ¥, Zintl, who had previously been with Harrison
Brothers, John Lucas & Company and ths Curtls Fublishing Company. MNr.
Zintl was famlliar with the Du Pont problem through his connection with
the Curtis Publishing Company, having worked closely with Xr. Grubb,

Mr. Zintl Jolned the Du Pont Company in November, 1925 as Director of
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. reasonably short perlod all sales groups realized that chemistry
was beginning to play an Important part in the development of the
Cu Pont palnt business. Du Pont products were becoming better snd
btetter. Confldence grew, - and from then on, the entire organization
was convinced that the products belng offered were at least the equal
of competition, and many much better. As technical service is & definite
part of the Industrial Department's sales strategy, many of the service
men have been drawn from the laboretory. Therefore, in addition to
-doing fundamental research work, formulsting and developing products,
the Technical Departments have been most helpful in furnishing many
of Du Pont's best Industrial salesmen and fleld service technicians.

By the end of 1327, confidence being definitely established

throughout the Department, ¥r. Allen, having felt he had made his

‘ contribution to the Paint Department, declided to retire. This was in
October, 1927, On November 1, 1327, he was succeeded by Mr, William
Richter es General Manager, end Mr, Elms was transferred from Phlla-
delphla to Wilmington &s Assistant General Manager. Mr. W. M.
Zintl succeeded Mr, Elms as Manager of the Palnt Division, and Kr.
W. F. Donohoe, who was Director of Sales of Heavy Chemicals in the
Chemical Division, was transferred and advanced to the position of
Assistant Manager of the Paint Division. Mr. G. A. Blesecker was
sppolinted Director of Sales, - succeeding Mr. Zintl. Tnhis alignment
continued until 1928, at which time Kr., Elms, who went to Europe on
& special mission, died in Paris in October, 1328. On November 1,
1328, Mr. J. J. Yoosmann was trenaferred from Parlin ss Kanager of

. the Chemical Products Division to Wilmington &s Aassistan:t General
Marager of the Paint, Lacquer and Chemical Department, ¥r. E. M.

Flaherty succeeded ¥r. ¥oosmann as Manager of the Chemical Products
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’ Sales of the Palnt Division.

The basic sales problem was the development of consumer sales
through dealers, and the building of industrisl volume on orthodox
paint products, the sale of which had been transferred to the Parlino
office beceause of their activity in selling lacquer to industrial
users, This latter plan was not too succesasful because the Parlin
group was "lacquer consaclous" and not "paint mlnded", but with the
later development of "Dulux" by the Paint group, this problem was
corrected bi the consclidation of ths Faint and Lacquer Divisions,

&t which time 1t was decided to sell both Palnt and Lacquer as
Finlshes and in that way obviate the confllict between the Divisions.

- In the Technical Section, where the staff was neither adequate
nor too efficient, ¥r. Elms carefully appraised the problem and his
corizlusions resulted in the transfer of Mr. John Marshall (who, at the
time, was Assistant Director of the Eastern Laboratory of the Ex-
plosives Department) to the positlon as Technical Director of the
Central Technical Laboratory of the Paint Division at the Gray's Ferry
Plant. Mr. Marsnall had to start (rom scratch, because what few
records existed, were of little value. ¥r. Marshall, therefore, had
to bulld a system that would record what they were then doing and plen
from there on for the future.

Reference has been made several times to the orthodcx practices
of the industry and 1t should be empheslzed that at the t ime Wr.
Marshall jolned the Department, January 1, 1927, he found Du Pont
Products were not comparable to many of the competitive products,

But Mr. Marshall was patient and palnstaking. He studied the situation,
analyzed wnat the !ndustry was doing, and gracduslly but steadily,
bullt a system of records and an organizaetion of fine techniclens,

who sceciallized In products fcr spectalized industries, and within a
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Division, and Mr. L. P, Nemzek was promoted from the position of
Dlrector of Sdles of that Division to Mr. Flsherty's former position
a8 Assistant Manager.

On April 1, 13823, the Department name was chaiged from the

Paint, Lscquer snd Chemical Department to Fabrics & Flnlshes Depart-
e

ment, and three Divisions were established: (1) Paint and Varnish
’—

Division, with Mr. W. K. Zintl as Manager; (2) Industrial Filnlshes

Division, with Mr. E. M. Flsherty as Manager, and (3) Automotive
Division, with ¥r. G. A. Staples as Mansger.

But, back to Trede Sales., Someone once made a facetlious re-
nmark that the Trade Sales Department had the resiliency of a rubber
band in that it was slways being expanded end contracted. Every time
1t started to expand, something would happen and "bang™ it would
contract, and a new start had to be made.

With the change in Management previously referred to, there was
en entirely new concept in the Dlvision. A sales policy weas definitely
formula ted, products were imprcved, confidence was restored throughout
the organization, and frem thsn on things began to happen.,

In the Feall of 1925, competition having seen what Du Pont d4did
with "Duco™ for the industrilsal world, sensed the chance to capture
the consumer market on & housshold la cquer before Du Pont. In
September, 1925, Ths Glidden Company announced thelr product "LACQ"
for use with a brush that would dry in thirty mlnutes, and it ignlited
& spark of interest that qulickly became & blazs of ncti;ity. Messrs,
Allen, Elmas and Richter had the samse 1dea a3 Glidden but were not
ready to snnounce their pracduct because it hid nct been perfacted
sufficlently for release. However, because Du Pont were ths {n-

ventors of ™Duco™ and because Glldda was qulckly gaining distribution,
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Du Pont were forced to announce their new consumer product Brush

"Duco" for household use on March 6, 1926. See advertisement attached.
The appeal of "quick dry™ captured the publie quickly. The advertising
was startling and sensational, just like the original "Duco" ad which
first app;gred back In 1924. Eroadslides announclng the new product
were sent to every palnt cealer in America and almost instantly the
demand for the new product was so great we could not handle the in-
quiries rapldly enough. Letters and telegrams were pouring in by the
thousands. Additional salesmen were promptly employed, but they had

to be treined in Du Pont's method of selling, - and knowling the one
great weakness cof the product - pour brushing (due to the rapid
evaporation of the solvents) - women demonstrators were employed and
placed in department stores ln &ll the principal cities to try to teach
consumers how to "apply" the new product. While steady progress was
being made in the Improvement of the product, after three ycers of
sensstional sales as illustratsd by the following (igures:

Brush "Duco™ Salas

Yesr Canulative Total
1325

1926 $2,690,000

1927 3,020,000

1928 2,444,000 $ 8,154,000
1929 1,512,000 9,666,000
1330 §73,000

it was realized that while Du Pont had the best brushlng lacquer on

the market there was ons thing that could not be s&ccomplished, and

that was to chanze ths habits of the women who believed that they werse
painters. Nelther Du Pont nor their compaetitcors selling Brushing Lacjuers
could break consumers of the hablt of brushing out lacquer like they

were accustomed to doing with an oll paint, which they could brush and

brush and brush. Naturally, this condltlon slowed up sales and this
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OR ALL WOODWORK.. . NEW or OLD.

The DUCO you have wanted so long
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Anyone can apply it—just brush
it oo, You wAll mjoy usng
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guspiclous start of getting Du Font products {nto nearly every worth
while psint store in Amerlca turned out to be somewhat of a boomerang.

Eowever, the Paint Department was still confident, because
through the temporary success of Brush "Duco", Du Pont had contacted
most of the paint dealers throughout America, had sold other Du Pont
Paint products &nd the fact that the Du Pont Cowpany was golng to be
a real fector in the Puint Industry. Du Pont were now in there and
intended to stay.

‘Du Pont did not dare admit that Brush "Duco" wuas a fatlure be-
ceuse it was felt that to condemn Brush "Duco" might interfere with
the success of incustrial "Duco", but what to do abou* it wes the
problem. It was ebout this time that "Dulux", the new alkyd resin
rroduct, tegen to develop and the Paint group suw the advantage of
changing the product within the can. That the product had to be changed
was obvlious, - but until "Dulux" was perfected for brushing Du Pont
reverted to using the conventlonal type of "quick-dry" product which
compet!ltors in the Industry were then using as thelr offering to mest
our competition. Slowly, tut steadily, over a period of & yesar or
two, and by 8skl1llful merchandising practlces, and by changing the
product with each day's improvement, - Du Pont retained tne pgood will
of the desalers, &nd todsay (May, 1347) the present 3rush "Duco" is the
acknowledged leacing speclialty. Had the present product been {n the
can at tne time Brush "Duco" was introducec, Lt is sale t> say Du Pont
would have not only had a huge volume of sales >n Brusn "Duco®™ but !t
would have more qulckly esteblished their distribution of full lline
dealers and thereby woulc have saved several years cf furtner
struggling to bulld their sales and dlstributing outlets,

Tne reason wry Lt was possible to change the 7roduct in the

peckage was because Bruan "Duco" was never described or acdvertlised
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as a lacquer. It was sold as a finish, whereas Glidden and Sherwin-
N1lliams, the principal competition at the time, sold their product as
a lacquer, and as a result they have not been able to reinstate their
products under thelr origlinal name.

The success of Brush "Duco” served as an Inspiration to the
entire organization, and even though there was the difficulty just
referred to, 1t did not retard or impalr the confidence that the
organizetion was developling.

Confidence within the organization became contaglous and It was
reflecting 1tself within the trade. As the old saylng goes "Confidence
begets Confidence™,

While Brush "™Duco" occupied most of Du Pont's sttention durlng
the yesars 1926, 1327, and 1328, considerable progress was being made
in establishing distribution on other Du Pont Palnt products,

TREND OF TRADE SALES DISTRIBUTION

About the time the new regime took over, radical changes were
taking place Iin paint distributlion methoda. Prior to 1920, prectically
8ll paint reached the consumer through independent psint or hardware
dealers served by wholesalers. Improved rosds resulted {n greater
concentration of purchases In the lurger marketing centers and rall
order houses began in 1325 to establish thelr own stores In which the
sale of peint was an Ilmportant adjunct. Department stores and even
the syndlicate chsains started to sell paint and small chalns of paint
stores, some of whom Tanufactured their own products locally, were
springing up throughout the country. Some large manufacturers, in
order to hold their existing business, were forced in the face of
this new competition to establish their own stores.' This development

was automatlically reducing the sales potential which heretofore was
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avallable through independent retall outlets, and the Xanagement
recognized that Du Pont saeles approach had to be changed if they hoped
to grow.

Up to this time most of Du Pont's asles were being made to re-
tailers through wholesalers to whom they had to firat sell snd then to
help sell for them. This method of Belling was expensive and did not
aid in getting the #1 or #2 accounts because the leading type of
account was ususlly tied up by one of the older manufacturers of long
assoclation. To break down resistance and to bring about a bstter
appreclation of Du Pont, thelir products, s&nd their methods, Du Pont
meintalned & forceful campalgn of advertising to the consumer urging
that he go to the Du Pont dealer for advice on paint and palnting.

As time went on, Du Pont made progreszs in imprcving its type of repre-
. sentetion, and slowly but ateadily began to eliminate the wholesaler
as an unnecessary and uneconomic factor in their chaln of distribut!lon.
Such a move as this necessarily took fimc, because it waa a radical
departure for only one Department. Other Departments in the Company
can and will continue to utilize jobters - which makes 1t mandatory
that a move of this sort muat be made akillfully and tactfully.
To compensate for the service previously rendered by the whole-

saler, Du Pont opened a limited number of warehouses, and in 1929

recormmendsd the establishment of their own retail stores in five

centers to broaden their distribution, but more particularly to de-
velop thelr own means of direct selling to both the consumer as well
a3 the dealers in the adjacent territory.

To confirm their own conclusions with respect to opesning more

. stores, the Paint Department employed outside experts, Barrington
Assoclates, to make a study. Barrington recommsnded that it was

Wnaentlel that the Dy Pont Company employ thls method of distribution
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. 1f they were to hold thelr place or make any progress in the Trade
Sales psint industry. Following 1s a brief summary of Barrington's
comments:

"Thes trend in the industry 1s clearly toward more
direct selling.

The wholesaler is becoming weaker in his ability
to hold the dealer trade,

Wholesalers as well as dealsrs cannot be relied
upen to aggressively promote painter and maintenance busi-
ness, which are the best outlets for Trade Sales.

Manufacturer-cwned paint stores have greater
volume and profit possibilities than other forms of
distribution.

‘ Du Pont Trade Sales business needs to bs safeguardsd

against being too dependent upon wholesalers,"

Du Pont Retail-Wholeasle Stores - In 1929, authorizeation waa

obtained from the Executive Committee to open five wholesale-retail
stores:
Youngatown, ObiCe.seseessees.Soptembor 27, 1329
‘Colunbuj, Oh{Oseeceeenseeress..October 15, 1929
Birmingham, Ala,.............February 20, 13930
Syreacuse, N. Y.....ccvevivs..March 13, 1930
Memphis, TemMiceeveessrarsasAprld) 7, 1330,

Du Pont's experlience with opening of the stores at the be-
ginning was 1imited and errors were msde, but MKansgement saw real
evidence of the practioallty of ths plan, and progress was well under
way when the depression of 1330-1331 gave Trade 3ales another ssvere
Jolt, Sales were curtailed and expenses kept down, and despite the
urge that the atores be closed, the Sales Department malntalined that the
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stores would justify themrselves. Fortunetely, they malntained that
position, because the stores dsmonstrated what could be done and
served as & foundation for the present large store program,
The following figures clearly demonstrate the soundneas and
stabllity of the Du Pont Store program:
In 1930, with S stores, gross sales weres $163,884 - an
average of $33,377 .per store -
In 1946, with 52 stores, gross sales were $7,625,927 -
an average of $146,652 per store.,
The sales through the stores in 1946 were 42% of Trade Sales biggest
year, (1944) $15,705,433. This 1s business that Du Pont bullt for

themselves and {s business that competition cannot taks away.

During the next few years a number of novel and modern mer-
chandising ideas wore introduced to stimulate sales, such as the
famous "Paint Parade™ featuring Paint Specials with attractive con-
sumar broadsides for local distribution. Millions of these broad-
sides wers sold to the dealers on a 50-50 bsaals, and not only stimu-
lated consumer interest but really created new alert dealer seles

effort. Competlition, however, copied this 1dea very quickly.
THE PAILURE OF "DULUX" HOUSE PAINT

~

In 1928, with the development of glyptal resins, the Trade Sales
Division thought they saw another "Duco®™. The laboratory had been
quietly working on a glyptal base house paint. They had had a number
of test panels in Fleorids, Texas, Colorado and other places, and
tccording to the results shown by the test panels and & very limited
number of houses, it appesred that the new type product had 50% better
durability than our orthodox products.

Witk gzreat caution the story was given to the salas group -

-30-
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with the definlte stipulation that the facts sphould be clearly

explained that only the tests indicated the greater durability,

Hoping for another "Duco®™ - and anxicus to again startle the
entire industry, the sales organization (early in 1931) started to
promote sales, and even though every precaution was taken to ccntrol
the statements made by the s alesmen they neglected to emphsasize the
qualifying facts and the demand for "Dulux"™ House Paint became tre-
mendous.

Because of the alkyd resin used, the product was more like an
snamel and, therefore, becauses of the hardness of the film, it was
not porous enough to permit moisture to paas through - thereby csusing
the film to crack badly or to come off in sheets on those housea which
wers characterized by structural defects, which permitted moiature
to get back of the film,

The results were costly end definitely gave the Diviaion a
set back with the trade. The one compensating fact was that Du Pont
paid the blll for repainting, approximating two ﬁundred and rifty
thousand dollars.

But, there 1s a moral to be drawn from thia experilence: -

Be sure that enough practical experiments are made before releasing
& product for sale, The trouble with "Dulux™ House Palnt was that
the facts were based on test panel and a few house exposures - and

not enough full house tests.

—

Refersnce win previously made to the resiliency of the Trads
Sales business - and from the foregoing 1t should be apparent that
the struggle to promots Trade Sales (the most competitive unit of the
Induatry) w;s somewhat difficult. But with consistent improvement in
products, - the creation of modern merchandising ideas - the opening

of Company owned stores, - confidence kept on growing - all of which

-91-
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reaclted in real progress being accomplished.

CONSOLIDATION OF THE PAINT, INDUSTRIAL AND AUTOMOTIVE DIVISIOXS
AND THE CREATION OF THE REGIONAL OFFICE SYSTEM.

In 1330 - along ceme the depression - which resulted in a
gensral deflation of sales, and necesaitated reducing sales, advertising
and merchandising expense. As all buainess was affected, Management
grasped ths opportunity of making further economies (with definite
adventages to the Department) by consolidating and coordinsting the
Print, Industrial and Automotive Divisions. As establishsd at the
time, there were three Division Managers and Asslstants, three Technical,
Procuction and Control Managers, - threes Directors of Salss, and two
Advertising Managers, etc, It was decided to combine the thres Diviaions
and to transfer the Executlve group (excepting the Automotive Sales
group, which remained in Detroit, becsuse that city is Automotive head-
qQuarters), to Wilmington under the general term of Finishes. That
happened on November 1, 1932,
The change resultsd in mcving the following staff to Wilmington:
Messra. E. K. Plaherty and W. M. Zintl who were sappointed
Director of Manufacture and Sales, respectively.
Messrs. M. J. Callahan and W. F. Donohoe who were appointed
Chemical Director and General Sales Mansger, respectivaely.

Mr., M. V. Hitt was appointed Director of Producticn.

¥Xr. H. E. Lackey * " - " Industrial Sales,
#¥r. M. Denning " * . " Trade Sales.
Mr. J. T. Edgerly" . - " Refin{sh 3ales,
Mr. G. W. Sharin " " " * Chemical Specialty Selss.
¥r. Ralph Plowman® . v " Export Sales.
Mr. 3. L. Johnston * * Advertising Manager.

#Mr. Denning was drafted from his position as Assistant

hdvertising Director of the Du Pont Coapany.

¥l
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‘ Reglonel Qffices were eatablished in:
Philadelphisa, Pa. with Mr. Joln H, Stutt as Reglonal Kanager

Chicago, Ill. ¥ Mr. L. P, Kemzek " " -
Boston, Mass. " Mr. S. B, Woodbridge ¥ " .
Atlanta, Ga. ® ¥r. I, J.Osbun " % .
San Francisco, Cal. " Mr, ¥, J. Sohlinger ™ “ "
Detroit, Mich. " Mr. G. A. Staple= as Kanager of

Automotive Department,

Industry Managers were appointed for each Branch 0ffice and
Nanagers for each Plant. For names snd locations gee sttached crgan-
fization charts. The small charts - represonting the alignments before
the change and the larger chart dated November 1, 1832 representing
the final line-up.

. The wisdom of this change was quickly apparent -

First of all it unified the entire organization and centralied
control in Wilmington,

It definitely eliminated all internal ocompetition between Lacquer
and Paint.

It enabled the Managers in charge of the respective Divisions to
organise policles, prices, products and plans.

It brosdoned the viewpolnt cf every one in the Dspartment who
begen to comprensnd the breadth and scope of ths industry and Du Pont's
part thsrein,

It permitted specialization and concentration in selected in-
duatries,

It permitted the Reglonal Mansgers to apply their time and

'attention to each industry as conditlions warranted.

It dQefinltely fixed regional responsidllity for the intensive

9%
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‘ development of the potentlal of each Division.

Du Pont is the only company in the industry organized this
way and it i{s a faot that this principle has had considersble to do
with their distinoctive position in the industry.

By this specialized arrangement, the Trads Sales group handle
their problems in keeping with sbcir competitive conditions. The
Refinish group sell in a different field and follow their compstitive
practices. The Automotive group are specialista in sales and ssrvice
and confine their activities entirely to that one field because of
its size and importance. It wes an outgrowth of the Flint purchase,
and with the invention of "Duco™(and the problems being specifically
automotive) & complets organization {s maintained in Detroit.

The Industrial groﬁp have their particular problems, but their

. poliocy prevents conflict or overlapping with the other Divisions,
("Industrial”™ means a grouping of all i{ndustrics who use finishes on
products or equipment.)

Unlike Trade and Refinish Sales who have more or less standard-
{zed lines to offer their customsrs, Industrial selling is ?ighly
specialized, ~ somevhat similar to selling an Engineering Service be-
cause nearly all produets are tailor made for the particular manu-
facturer or Industry being served.

Du Pont was and still is unique in this sales spproach, -
slthough competition {s beginning now to follew the same principle.
But proof of the results of this "Engineering” spproach is shcwn by
these (1941) facts:

. Du Pont obtained 754 of all Pinishes used in the Refrigerator Imdustry

. . » 0% * " . " * * Kitchen Cabinet *
" ™ 06 " * » ™ " = Washing Machine ™
. . g0 v » . . " % Netel Sign "
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A big job still remains to be done in such industries as
furniture, wall tile, Venetian blind, wire coating, and others where
the potential 1is large.

But Du Pont 1s headed in the right direction for three good
reasons - Firest, they know their markets. 8Second, they have the
techinical skill to develop the.producta. Third, they have ths system
for developing the right kind of saleamen to approech these markets,

Measrs. John H. Stutt and H. E. Lackey deserve most of the
credit for developing and bullding the largest Industrial volume in
the industry.

In the recent consolidation it should be recorded that Mr. M.
Denning succeedsd Mr. G. A. Bleseckor as Director of Trade Sales. This
. was bacause the Western Reglon (Chicago office) which offered the
greatest potential growth and was not progressing as it should, made
necessary a change in Kanagement. Chicago, being the biggeat problem
in the department, called for the most experienced man availadle.
After reviewing all the prcb‘blo candidates, 1t was unanimously agreed
that Mr. BlesecKer was the best qualified to give it the drive needed.
¥r. Blesecker went to Chicage in 1931 and was theres at the time of the
consclidation (November, 1932), Because his efforts were gottiné re-
sults it was decided to keep Mr. Blesacker in Chicago. This left the
Director of Trade Sales post open, to which Mr. Denning was appointad.
¥r. Denning had previously been Advertising Manager at Parlin (during
the helght of the "Duco® development) and served several years as
Assistant Advertising Director of the Company.

. Just coming out of the depression {(during which period tha
) Trads Salas Division was in red rlguroa) imagination and creative

abllity were vital necessitlies. ¥r, Denning, possessing these
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qQualities, added the inspiration and spark that was needad to Kkeep

. Trede Sales moving forward and at the same tims earn scme profit,
Por five years (from 1932-1937 and often referrsd to as the "Profit
Kaking™ perlod) every effort fas being made to hold what business
they had and bulld on top of that with the least possible expense.
That was a criticel period in the history of Trade Sales - when it
was proven that a profit could bs made,

In 1937, after several years of rield testing, the Technical
Department announced the release of an improved Qutside White for
Exterior Painting, the base cf the new product being Titanium Dioxide.
In 1338, the firat advertlaement was run featuring "the Paint that
Cleana itself", But, like all other good things, unless one 1s
covered by patent, competition qulekly learns the art of imiteting

. both the product and your sales theme. However, ths sales on this
nev product were growving steadily when the war of 1941 cams along snd
restricted the use of Titanium. Once again the "rubber band™ was con-
tracted. But this improved and modern product can be the keystone
arcund which future Trade Sales promotional plans can be built.

(Psrenthetically, it mizht be stated here that this new product
Just about kills the long-established pre judices of the painter in his Py
insistence for White Lead and his refusal to accept ready-mixed paint
which the Trade Sales industry had to fight for many, many years,)

Coineident with the devslopment and prometion of Qutside White,
Du Pont were steadily promoting the sale of other outstanding specialties
such as "Duco®, - "Dulux™ Super White, - the finest of all interior
enamels, - Trim & Trellls Colors for shutter painting - outstarding

N .For thelr color retention and mildew-proofness, - and an improvement

~-38-
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in &ll thelr general 1line which was goling ¢ steedily since the
creation and development of the Central Technical Laborntory back in

1327, GQUALITY is the outstanding cheracteristic of the present Du Pont

l’ne of Palnts and Varnishes, and Lt can be sald without reservation
that nc otter manufacturer excels the present lire znd but few compare.
Both the trade and public are recognizlng this superlority and when

raw materlals are again avallable the strugzle of the past 23 years In
tuilding Trade Saeles wlll more than Justifly the erflort., As the cld
saylng goes - there 1s no substlitute for UALITY.

NE¥ NMEGIONAL OFFICES

Because the Southern Region was 30 extensive and because Lt was
growing so steadily under the new reglional office system, on July 1,
1336,\a sub-office was opened at Dallas, Texas, with ¥r. G, ?. Baldwin
in charye. 7The brench continued to grow and on Nr. Csbun's death in
1340, Manacement appolnted ¥r. W. T. Banning as Reglonul Mansager at
Atlanta and created Dallas aa a new Reglonal Cfflce with Mr, J, L,
¥esterson as Mansger. Atlanta was then termec the Southesstern Branch
sna Dallas the Southwastern Branch.

‘nilarly, the ¥astern Reglon at Chicagc was getting too large,
end on January 1, 1346, Chlcago was split and a new regional offlice was
creatad at Cleveland, with Mr. J. L. Masterson in charge.

While products arnd thelr quality are Important, new ideas and
ney me thods must necessarily be employed to keep tne salesmen and deslsrs
stimulated and more particularly to keep ahead of competitlon. MNention
was made previously of the Paint Farace, but of the mcre recent sales
innovations tlere was the tranafcrmatisn of furnliture with the use of
"Duco™ by the famous Ferter Hunt of Provincetown, Mass. This was an

orizinal ldsa of trnis artist ». *ook old furniture, transformed it into
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.modorniatic pleces, finished them w .. i3rush "Duco® and built a nation-
wide reputation for himself. 3So unique was Xr. Hunt's 1dea that hs was
featured in LIPX Magaiine, since which time Du Pont has capltalisged om
the advantace of "Transformagic®. ¥illions of coples of the dook
*mransformagic® have been distributed through dealers,

Another and much broader ides 1s Color Conditioning for Industry
which 1s & camplete Painting Program scientifically developsd to promote
efficlency, to incresse production, to improve quality, to reduce
personal injuries and to foster better Esxployee-Nanagement relationship.
Color Conditioning for Industry represgents the combined exparience of the
Du Pont Company and Faber Birrwn, nationally known industrial color
authority. It had its beginning some 18 years ago in the hospital fleld
where scientific studies of color were made to aid the visual asuity of

’ the surgeon. 8imilar investigations were later performed in the sohool
field and in factories. In 1937-8, experiments were carried out in oas
of the first natlion-wide applications of color to industry--scileatifio
standards being established and appllied to autcmotive plants throughout
America.

In 1940, Du Pont, with ths cooperation of Arthur A. Brainerd of
thse Philadelphia EKlestric Company, perfected its "Three-Dimensional
Seeing" program and snnounded it before the 35th Annual Convention of
the Illuminating Engineering 8ociety. Since then, thousands of
Americen firms have made use of "Thrye-Dimensional Seeing® in adding
to the efficlency of their machine operations.

In 1941, Du Pont completed Lts study of "Salvaging Waste Light",
wvhich was announced at the Wartime Lighting Conference of the Illuminating

,hginoori.na Sostety and which reviewed the funoticnal value of color as
applied to the entire facilitles of industry.

Neanwhile the whole selance of ocolor in industry has received

98-
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. tricressed recogniticn -- with Du Pont zckncwledzed as the plonear er
l~gder in lts acdvancexent.

Tnis fact 1s well verifled by tho sditorifal recognltion accorded
to the work of tne Du P:nt Company and Faber Birren by important
national maegazines,

Tnis brinzs us right up to 1941 &nd the war,

From 1341 to 1246, the normal routine of developing business had
to be put to one 3side and the program arranged to meet war conditlons.

Except for w#ar work, allocations and restrictions ware the ordsr
of the time,

The conly fact of real import was the change in organization
which occurred in Octoter, 1944,

" Mr., William Richter, General Xanager of the Fabrics % Finishes
Department retired as of that date, and was succeeded by Mr. J. Aarren
Kinsman,

r. Kinsman quickly appraissd the whole Department and tmme-
diately inspired and atrengthened the entire organlzation by supple-
menting sach ¥anager in a key post, with an Assistant. This relleved
the burden that most of the key men were carrying, whille protecting
eacn post with somecnes to carry on in cese of loss,

Mr. Kinsman also created naw posts for Messrs, Flaherty and
Zintl, as Mansger and Assistant Manager, respectively, of the FPiniahes
Clvislon., Thsse nmoves in turn crected opportunities for many men {(n
line who were wal:ing fcr years to move forward.

In November, 1344, Mr. W. P. Conohos who had jist taen appointed

‘ Directcr of 3alws, disd suddenly while cn & trip to Chicago. This
unfortunate and un<timely dea*h cf Mr. Ccnohce necessitatad a number of

ad fusoments, - and the aaticn of ¥r. X!raman in appcinting Assistants

-2 -
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. more than justifisd 1tself ut the very stsr® of his regime,

Mr. J. J. X¥ocsmann, who had been Assistant General Managsr
since 1528, retirad on December 31, 1945, after 48 years of saervice,
Mr., Kocamann was succeeded by Mr. E. 3. Nickerson who waa, at the time,
Assistant Maneger of the Fabrics Diviseion.

In June, 1345, Mr., E. M. Flanerty became 111 and after a yearls
absencs retired 1n July, 1945, after 33 years of service.

In April, 1947, ¥r. G. A. Blesecker, former Chicago Regicnsl
Manager, retired from servlco‘after 41 yosrs of service. ¥r. David

E. GColdich succeedsd Mr., Biesecker,
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CIACLUSIUN

In concluding this history ¢f the Du PFont palnt buslness,
trere are scme facts that stand out - some principles established
tnat ure landmarks for future preocgrsss, It Is our purpose to re-
cord theses brlefly hsre.

The ygrowth of the paint industry diring the perlod of Du Pont's

assoclation with 1t has besn remarkable, as the following rigurses

attest:
1314 - 855 manufacturers dolng a volume of $ 149,000,000
1322 - 1,200 " " " " " $ 320,000,000
1348 - 1,500 " n " " " % 900,000,000

From thls record of growth,it {s readily apperent that a billion
dollar Industry is both possible und probable fn ths not too distant
future.

As regards thls growth, It can be truthfully said that Du Pont's
centrivbution in lacquer and synthetlc products has had a very large
influence. Further, it can be sald that these Jdevelopments changed
the very nature of the industry - from an ortmocdox business tc a now
deflnitely chemical industry.

As to Du Port's own growth in the paint business, the sttached
chart fer the period from 1322 to 1346 shows this progress graphlcally
in ccaparison with the growth of the tndustry. The industry growth
nas recorded a 201% increase, compared with an increass of 759% for
Du Pont.

It 13 the writer's opinion that this Du Pont achisvement
spells real progress - progress that would not hsve been possible
~.thout the finest and closest kind of cooperatlon between all of
the departments involved - technlcal, production, and salss. In

thiese zroups there wers no temperamental stwrs - no stellar

’ -
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ferformers demanding top bllling - btut a unifisd cast performing
together ‘n complete unlty, nctaithgtanding the many vic!issitudes with
wnich the department had to contend.

This history leaves no Guestlon ebout the stabllity and earning
power of trne ‘ndustrial and Refin'sh Divizions, because in those
fields Du Pont has achleved unguestioned leadership and sets the pace
{or the Ilndustry. As for the Trede Sales sectlon of our business,
which {3 the most highly competltive portion of the incustry, we are
over the crest of the hlill and future progress will depend entirely
on the amount of effort Du Pont puts behind {t.

And now, a final word about this paint busincss of ocurs which

operates as the Finishes Divislon. True, it s made up cf apparsntly
separate compcnent parts - Trade, Industrial, and Refinish - yet
history bears out the fact that each i3 dependent upon the other.
The technical and production problems are ¢ne and the same, and the
only true distinction 1s In the selling effort, which was purposely
planned for greatest results through speclalized seolling., Let not
eny one ol us belittle this principle.

This, then, is the history to date - the and of what hes
passed, but only the beginning of still greater history yet to be

written,

—lOZf
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