
Words that Sell Brick 

Clayford T. Grimm1  

Abstract: 

 Words are the basic tools of salesmanship. The proper use of words increases sales effectiveness. 

Good salesmen know that sales are made only by the right use of words. This paper discusses the application 

of semantic techniques to the psychology of brick color, texture, and size. Information is provided on the 

psychological effect of specific brick masonry surfaces and the most effective way to describe those 

surfaces. 
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