THE GREATEST SUCCESS IN PAINT HISTORY

¥ay 25, 1945
AN TYE-FULL OF COLOR THAT “ILL 3TSP.UP_YCU: SiLES

Here is ycur copy of the new Color' FOLIO *.em-Tone ——
The Miracle Profit iaker for Paintineg and Decorating Centrastors®,
which is available through your advertising Manager. This ¢GLIO
of eye-appealing colers will do a real selling job or ycu znd
your painter customers, and should therefore be placed in your
Painter-Maintenance Portfolio where it will zlways be svailzalle
for regular use.

It will heip every salesman, Store Manaper and Dealer
- Lo sell the deccrating advantapges and profit oppcrtunities of Hen~ ..
Tone to a constantly growing clientele of painting contractors.
It will make it easier for the painting coniractor tco
land jobs because it provides him with a FOLIO of Basic and Inter—
nixed Colors thazt invite color-hungry customers to use Ken-Tone.

As_the rnara indicutes, this new FOLIQ iz for Pzinting
arndd Decoratisy Contraclors only. It is too expensive 1oi general
aistribution. The regular maintenance Color Card is designed for
general distribution to maintenance customers.

Painter Meetlings AND PAINTUR SALES!

The new Color FCLIO should be used in your daily sales
acatacts with painters. [t should be presented and discussed in
the painter meetings you are holding.

3Palk UP_JOUBBERS AHD DEALGKS!

It shculd alse be sade the keyncte Lo present youv oeim-
pl=te Sales Pertiolio to ihose Jobbers and Dealers who prriodically
reed ‘'re-winding" to keep their selling enthusiasm iros runiing
down.

Ker~Tone provided the sparkle that created the graatest
interest in paintdsy, and decorating in American history. That this
interest continues teo grow is amply proved by Lhe sales of Kem-Tone
for all Allied Companies, which up to May 11, 1945 are ahead of the

same period last year.
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LCOX AT THE RECOERD!

A comparison with the record shows how remarkable our
1945 sales accomplishment really is:

In 1942, Kem-Tone was ACCLAIWED THE SENSATION OF THE
PAINT INDUSTRY. An important factor in the 1942
selling record was thousands of initial stocks sold
to Jobbers and Dealers.

In 1943, Kem-Tone grew into the GREATEST MIRACLE IN
ALL PAINT HISTORY. However, additional thousands of
initial stocks scld to Jobbers, Dealers, and large
Chain Organizations were a substantial part of the
1943 record.

in 1944; sales were boosted by the sidle of 1,500,000
gallens of iritial stock orders in the five new colors
that were added to the Kem~Tone line.

I 1945, ¥Zi-TONE IS OH ITS OMN —

Without benefit of new Jobbers, new Chains or new
colors. and in «pite of the loss of ane of our pood
volume colors ~ Pale Jonguil — 1945 sales are BIGSGER
because nillions ol consumer, maintenznce and painter
custeiiers appreciate the decorating advantages and
economy of this easy-to-use wall f{inish. Also, because
Kem--Tone is continuously inviting their interest by

the biggest velume of Sales Producing Advertising

ever placed benhind a paint product.

WHERE DO YOU STAND?

If your 1945 Kem—Tone sales are ahead, make a quick
review of your selling advantages — then continue to follow your
success pattern of selling to make a "man-sized chunk" of bonus
money by August 31.

If your 1945 Kem-Tone sales are behind, take an inven-
tory of ycurseclf before you make youy next selling presentation.
Then tune up your enthusiasm and knowledge to match the man whose
sales are ahead and by August 31, you, your Jobbers, and your
Dealers vill again cash in onh

K-E-M — T-0-N-E

The Pinest Decorative Finigh itegardless of Price —

The Most thoroughly Pre—Sold Wall Finish in America
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