
For the Biggest Paint Sales in Your History

Sell all 3Jhe top 3 for

SUPER KEM-TONE •

• Quick Sales, Fast Turnover, Big Profit

• Customer Demond, Customer Satisfaction

• Assured Decorating Success

• Performance Proved in Millions of Homes

• Most Popular Interior Decorating Colors

Sales Helps to Fit Your Needs

Dominant, consistent National Advertising that pre-sells 

millions of customers every year.

Point-of-Salc Displays: colorful, attractive windows anJ 
store displays that make people come in to buy.

Co-operative Local Advertising: newspaper ads. radio 

and television spots that get people into ynur score.

"Self-Serve** Color Service: a complete, practical color 

servire that your customer can understand and use.

Get complete facts from any one of these 7 point companies:

Acar Ovol'ty Point*, («<„ O.t/oit W. W, 4. Co.. FilUbvgh

Th« low* Co.. Ooy>«« John luce* t Co., lot.. Philadelphia

IK» Mrtrlin.Sunnii* Co., CHItoge tog*r« Paint Product Co., C.t<o><

The Skrn.:n w;ilklnl Co.. Ct«-«l«nd

KEM-GLO • KEM-TONE

v

THE PERFECT COMBINATION FOR GOOD HOME DECORATION
A”. ' itnbeman h Building prodnets *.?dser. - Apr. 7, 1952

Logic. February. 19S2.

Tier Lean Paint it Oil Dealer - Apr. 1952 
Milling Supply News - Apr. 1952

This advertisement No. SKT-5204 appearing in Retailing Daily, February 6; Hardwar« Age. 
February 7; American Lumberman & Building Products Merchandiser. Febrvary 25: American 
Paint 8a Oil Dealer, Building Supply News. Hardware Retailor, Yfousewart** Ruvjt^w and Point........Houseware* Kc view gnu rami , „

Hardware Retailer - Apr. 1?$2 
Hardware Age - Apr. 5* 1952 
Retailing Daily - L?ar. 5, 1952
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ITS EASIEST TO SEU

THE LEADERS

Here’s Why These 

Are the Leaders

High quality oi (He products

SUP£R KEM-TONE
On the market leee then Iwo years. 

Super KtM-T«n« sates have been phe­

nomenal. This washable, eaty-lo-apply 

wall paint, with its marvelous ronge of 

colors, it the biggest setting, most papu­

lar paint In the notion.

2. Doaaiiuni. consistent National Advertising chat pre­
sells millions of customers every year.

KEM-GLO
No one would hove believer# a 

top-quality, high-priced enomol 

coutd sell millions of cant a 

yea*. However, KIM-CIO

3. Point-of-sale displays . . . colorful, attractive window 
and store displays that make people come in to buy.

4. Color features and ocher sales helps that make selling 
easy for the dealer.

S^VPord of mouth advertising by satisfied users.

KEM-TONE
There is a big market tor Kern-Tone's beautiful 

Aat matte finish. Hi economy, «oi« of use and 

fsmsui name Insure continued demand.

Gel complete fact? from ony one of these 7 paint companies.
X«»4 Owvlil). P«ifll*, Inc., Drtrtil J*kn !»<•• i C*., Inc., FhllvU.fpkin

W. W, Uwm<« t <«., f inch i/ffh The M«rtm-S*n*«r C*., Chl«ag«

The Cew« trether* C«., D«yUn (gg<n taint frWvtti, Inc.. Dctrail

The th*,wvn-WlMl««nc Ca.. CW««tand

Foll-caiar pope advertisements will ran In 

the fsNowmg, pins hundreds of newspapers

Ufa Living ter Young
Salvrdoy Evening Pott HowtwnLcn 
Soltsr Hemet 0 Gordon* Ssmwt 
American Horn* Country Gondamen
Good Housekeeping frogresiWs former
LadWc1 Ho t m Journal SgrcwM forming

59 Sunday Naonpeear Mapadne SoeWows

SUPER KEM-TONE • KEM-GLO • KEM-TONE
THE PERFECT COMBINATION FOR GOOD HOME DECORATION

This advertisement No. SKT-5205 appears in Retelling Daily. February 20; Hardware Age. March 6; American Lumberman k 
Building Products Merchandiser. March 2*: American Paint A Oil Dealer. Building Supply Hews. Hardware Retailer and 

Houseware* Review, March and Paint Logic, April, 1952

ailing Daily - ‘Jar. 19, 1952 Building Supply News - May 1952
Paint & Oil ttealer - May 1952
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