It doesn't take a brain surgedn to sell M?rtorf Salt.
But l)ein a chemical engineer doesn't hurt.

s When Morton adds proclucts on the market,
someone to our sales force, s That's wlly you’ll find
sales experience jsn't the first chemical engineers and food
criterion we look for. We need technologists among our ranlas.
someone who can do more As well as folks who have up to
than memorize a sales pitcll tvveni:y—five years of technical

because our customers experience. So, tl'ley not onl_v
demand individuals who know salt proclud:s, ‘clney know

tz'uly understand the the infinite amount of applica-
most sophisticated tions that go with using them.
industrial salt That's important when you
offer sophisticated products like
Morton Lite Salt” mixture,
Culinox 999’ and Star Flake’
Dendritic salt.

u What's more, our sales-
people have the a(ivantage of
the extensive resources and
technical expertise of Morton
Salt, the inclush'y leader. Which
not only gives us the capabili’ry
to offer salt that meets your
toughest specifications; but also
allows us to he]p formulate and
test your products.

u So it shouldn’t come asa
surprise that Morton provi(]es
more people with food grade
salt than anyone else.

» Give Morton a call at
1-800~789-SALT and let the
indush'y leader llelp you with

any salt neeclS“you migl':t have.

' No one 'knows salt like we do 2/t
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