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The Sherwin-Williams Company is an equal opportunity employer that recruits, selects and hires on the basis of individual qualifications and prohibits unlawful discrimination based
on race, color, religion, sex, national origin, protected veteran status, disability, age, sexual orientation or any other consideration made unlawful by federal, state or local laws.

ON THE COVER:
Our “Cover The Earth” logo is shown on a brass
medallion, just one of the hundreds of company
artifacts on display at the Sherwin-Williams
Center of Excellence. The 6,000 square foot
archive in Cleveland contains seven three-
dimensional multimedia exhibit areas
chronicling the company’s 144-year history.

2009 2008 2007

Net sales $ 7,094,249 $ 7,979,727 $ 8,005,292

Net income $ 435,848 $ 476,876 $ 615,578

Per common share:
Net income - diluted $ 3.78 $ 4.00 $ 4.70
Net income - basic $ 3.84 $ 4.08 $ 4.84
Cash dividends $ 1.42 $ 1.40 $ 1.26
Book value $ 13.62 $ 13.72 $ 14.54

Average common shares outstanding (thousands) 113,514 116,835 127,222
Return on sales 6.1 % 6.0 % 7.7 %
Return on assets 10.1 % 10.8 % 12.7 %
Return on beginning shareholders’ equity 27.1 % 26.7 % 30.9 %
Total debt to capitalization 35.4 % 34.2 % 35.1 %
Interest coverage (1) 16.6 x 11.9 x 13.7 x
Net operating cash $ 859,186 $ 876,233 $ 874,545

(thousands of dollars except per common share data)
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(1) Ratio of income before income taxes and interest expense to interest expense.
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As a result of these difficult market conditions, our
results declined for the second consecutive year. Consoli-
dated net sales finished the year at $7.09 billion, down
$885 million, or 11.1 percent, from the prior year. Net
income declined 8.6 percent to $435.8 million and diluted
net income per common share declined 5.5 percent to
$3.78 per share from $4.00 per share in 2008.

Although we are disappointed by the decline in sales
and earnings, we made steady improvement over the
course of the year, and we ended on a relatively positive
note in the fourth quarter. Earnings per share in the
second half of 2009 improved by $.42 compared to the
first half, and surpassed second half 2008 earnings per
share by $.17.

This positive trend was a function of two noteworthy
factors. First, a moderation in the rate of year-over-year
sales declines in the second half and particularly in the
fourth quarter. Second, the hard work our people have
done all year long to manage expenses, improve margins
and reduce working capital. Consolidated gross margin
rebounded 220 basis points from the prior year’s

depressed level finishing the year at 46 percent of sales.
Selling, general and administrative expenses for the year
declined $108.8 million.

For the fourth consecutive year, our net operating cash
topped 10 percent of net sales. Cash from operations came
in at $859.2 million, more than 12 percent of sales. The
significant reductions in accounts receivable and inventory
we achieved during the year, partially offset by a decrease
in accounts payable, added $172 million to net operating
cash. Our year-end accounts receivable plus inventories less
accounts payable to sales ratio decreased to 10.7 percent in
2009 from 11.2 percent in 2008. Free cash flow for the
year, which is net operating cash minus capital expendi-
tures and dividends, increased by approximately $12
million to an all-time high of $605 million.

We continued our long-standing practice of returning
a portion of the cash we generate to our shareholders
through treasury stock purchases and dividends. In
2009, we acquired 9 million shares of the company’s
stock for treasury for a total investment of $530
million. At year-end, our remaining share repurchase
authorization stood at 10.75 million shares. We also
increased our annual dividend two cents to $1.42,
keeping our string of 31 consecutive years of increased
dividends intact.

2009 WAS A VERY CHALLENGING YEAR
for The Sherwin-Williams Company. U.S. architectural
paint industry volume plunged more than 11 percent
in the year and total coatings industry shipments,
including protective and marine coatings and finishes
used in manufacturing, fell even more. Domestic new
construction activity continued to spiral downward
while commercial vacancy rates and residential fore-
closures continued to rise. Conditions in most mar-
kets outside the U.S. were only marginally better.

Free cash flow for the year increased
by approximately $12 million to an
all-time high of $605 million.

Sean P. Hennessy
Senior Vice President - Finance
and Chief Financial Officer

Christopher M. Connor
Chairman and
Chief Executive Officer

John G. Morikis
President and
Chief Operating Officer

LETTER TO SHAREHOLDERS
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In December, we issued $500 million in five-year bonds
at a coupon rate of 3.125 percent; the second lowest rate
paid on five-year notes in 2009 and the 14th lowest in his-
tory for “A” rated companies. Early in 2010, we entered
into a new three-year, $500 million credit agreement that
we will use to finance working capital requirements and
to support commercial paper borrowings. This agreement
includes a provision to increase the size of the facility, sub-
ject to the discretion of each lender, up to an aggregate
amount of $750 million. These two measures enhanced
our liquidity and affirmed the confidence lenders have in
the financial strength of the Company.

Across all divisions in 2009 we recruited 530 high
caliber people into our respected Management Training
Program and invested more than $100 million in research,
development and commercialization of new product tech-
nologies. We are confident these investments will benefit
the company in the near term and deliver appropriate
returns in the long term.

PAINT STORES GROUP
Net sales for our Paint Stores Group finished the year

at $4.21 billion, a decline of 12.9 percent from 2008. Seg-
ment profit decreased 7.4 percent to $600.2 million, but
increased as a percent of sales to 14.3 percent from 13.4
percent in 2008. The improvement in profit margin was
primarily a result of higher gross margin and lower SG&A
expense and impairment charges.

Throughout the year, our Paint Stores Group continued
to suffer the brunt of this deep, protracted recession due
to our heavy mix of sales to professional painting contrac-
tors. Industry-wide coating sales to professional painters
declined more sharply than sales to do-it-yourself home-
owners in 2009 for two reasons. First, because the hardest
hit end markets—new residential and commercial con-
struction —are painted exclusively by professionals.
Second, cautious homeowners were understandably hesi-
tant to hire contractors to do work they believe they can
do themselves.

Because we continue to believe the professional painter
will be the fastest growing customer segment in the coat-
ings market over the longer term, and pros prefer to shop
at specialty paint stores for supplies and equipment, we
continued to invest in new store locations in 2009. During
the year we opened 53 stores in new markets and consoli-
dated an additional 45 redundant store locations, for a net
increase of eight new stores for the year. Our store count in
the U.S., Canada and the Caribbean now stands at 3,354.

Architects, builders, designers and consumers have fully
embraced the “green building” movement, and Sherwin-
Williams leads the industry in the sale of environmentally
favorable paints and coatings. Our Paint Stores Group mar-
kets a broad line of low-VOC architectural paints and light
industrial coatings, such as Harmony®, ProGreen™ 200, Pro
Industrial 0 VOC, Pro Industrial Pro-Cryl® Universal
Primer, PrepRite® Block Filler and ProSelect® Stampede
Polyurethane Sealant. These products not only satisfy our
own GreenSure™ standards for minimizing environmental
impact, but have also earned GreenGuard Indoor Air Quali-
ty Certified® and GreenGuard for Children and Schools®

certification.

CONSUMER GROUP
Our Consumer Group fulfills a dual mission for the

Company—supplying branded and private label products
to retailers throughout North America and supporting our
Paint Stores Group with new product research and develop-
ment, manufacturing, distribution and logistics. The group
operates 25 manufacturing plants and six distribution centers
in North America and maintains the largest, most advanced
research and development facility of its kind in the world.

External net sales for our Consumer Group declined 3.7
percent to $1.23 billion for the year, primarily as a result of
weak end market demand across most of the group’s retail
customers. Segment profit for the year increased 12.2 per-
cent to $157.4 million and segment profit margin improved
to 12.8 percent from 11.0 percent in 2008. The improve-
ment in Consumer Group’s profitability was due primarily
to good expense control, reduced asset impairment charges,
and favorable freight and other distribution costs that were
only partially offset by higher per-unit fixed costs due to
reduced manufacturing and distribution volume.

In response to the continued deterioration in sales vol-
ume in North America, Consumer Group took some bold
and difficult steps to protect the Company’s profitability.
During the year we closed or idled an additional four man-

Sherwin-Williams leads the industry
in the sale of environmentally
favorable paints and coatings.
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ufacturing facilities and five distribution service centers.
Many of the employees affected by these decisions were
long-time members of the Sherwin-Williams family who
made significant contributions to our success over their
many years of service. We thank them for their hard work
and dedication. The Group also accelerated the develop-
ment of many Six Sigma and Lean Continuous Improve-
ment initiatives, which resulted in a 22 percent increase in
Operational Excellence savings from 2008 to 2009, mark-
ing our eighth consecutive year of increased savings from
our OPEX initiative.

In 2009, four of our manufacturing plants and one dis-
tribution facility earned the Occupational Safety & Health
Administration’s (OSHA) prestigious Voluntary Protection
Program (VPP) certification. VPP status is granted to facili-
ties that implement comprehensive worksite safety and
health management systems and measure results against
specific performance criteria. In total, Sherwin-Williams
operates 23 OSHA VPP certified facilities, more than any
other paint manufacturer in North America. Less than one-
tenth of one percent of all work sites in America qualify as
OSHA VPP sites.

We have a long history of developing innovative new
coatings products that address real consumer needs. In
2009, we introduced the Purdy® EcoPro™ line of applica-
tors made from recycled and renewable materials, includ-
ing brushes, roller covers and the first ever biodegradable
paint tray. We launched a new line of high-performance
lubricants, cleaners and coating removers made with
biodegradable, renewable resources under the Sprayon®

Eco-Grade™ brand. We extended our successful Krylon®

Fusion paint for plastic line with the introduction of
Krylon® Fusion Brush-On, the first brush-on paint for
plastic. Our new Dutch Boy® Refresh™ interior paint with
Arm & Hammer® odor-eliminating technology earned
GreenGuard Indoor Air Quality Certified® status.

GLOBAL FINISHES GROUP
Net sales for our Global Finishes Group decreased 11.4

percent to $1.65 billion. Currency translation rate changes
before acquisitions reduced sales in U.S. dollars by 4.8 per-
cent and acquisitions increased the group’s sales in U.S.
dollars by 1.5 percent. Segment operating profit for the full
year decreased $87.2 million, or 57.3 percent, to $65 mil-
lion, primarily as a result of reduced sales volume and im-
pairment charges and the loss on dissolution of a foreign
subsidiary totaling $25 million that were partially offset by

lower SG&A expenses. Currency translation and acquisi-
tions reduced segment profit $5.9 million for the year. As
a percent of net sales, Global Finishes Group’s operating
profit decreased to 3.9 percent for the year from 8.2 per-
cent in 2008.

Global Finishes Group manufactures and sells original
equipment manufacturer (OEM) finishes, automotive fin-
ishes, protective and marine coatings and architectural
coatings to a growing customer base around the world.
We go to market through independent retailers, franchisees
and distributors as well as through our own company-
operated branches. In 2009, we strengthened our well-
established operations in Brazil, Argentina, Chile and
Mexico, and increased our presence in many emerging,
high-growth markets.

We expanded our controlled distribution platform,
opening 10 new company-operated branches in Latin
America and three in India. At the same time, we contin-
ued to rationalize our industrial coatings controlled
distribution platform in North America, closing seven
automotive finishes branches, eight product finishes facili-
ties, as well as two manufacturing plants. Global Finishes
Group ended the year with 539 branches in operation com-
pared to 541 a year ago.

We recently completed construction of a new 215,000
square foot factory in Zhaoqing, China to serve our
growing business with electronics and furniture manu-
facturers in South China, and we announced plans to
build a new blending facility in Langfang in North
China, scheduled to open in June 2010. We now operate
five manufacturing plants and six blending facilities in
China, Malaysia, Vietnam, the Philippines and Singa-
pore, and research and development centers in China,
Vietnam and Malaysia.

BOARD CHANGES
In July, John M. Stropki, Chairman, President and Chief

Executive Officer of Lincoln Electric Holdings, Inc. was
elected to our Board of Directors and appointed to the

3

Over the past 10 years, our shareholders
have enjoyed an average annual return,
including dividends, of almost 14 percent.
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Compensation and Management Development Committee
of the Board. John brings a wealth of global manufacturing
and management experience to the Board, and we look
forward to receiving many years of his valuable insight
and counsel.

In October, Thomas G. Kadien, Senior Vice President,
Consumer Packaging and IP Asia, International Paper
Company, was elected to our Board of Directors and
appointed to the Audit Committee of the Board. Tom’s
demonstrated leadership for more than 30 years with
International Paper, and his marketing expertise and
international management experience, will be a valuable
addition to the Board.

These two appointments bring the total number of
board members to 11 and the number of independent
directors to 10.

A DECADE OF GROWTH
For the past decade, I have been privileged to serve

as CEO of The Sherwin-Williams Company. During that
time, we weathered two difficult recessions, the combined
effects of which prompted the Wall Street Journal to
declare this time period “America’s Lost Decade.” In
many respects it was.

In 2001, during the first of these recessions, Sherwin-
Williams suffered declines in both sales and earnings.
We took that setback pretty hard but it served as a
rallying cry for our people, and rally they did. In the
subsequent six years, our sales grew from $5 billion to
$8 billion. Despite the negative impact of the current
recession, from 1999 to 2009 our sales grew at an
average annual rate of 3.6 percent. During that same
timeframe, U.S. coatings industry volume declined at
an annual rate of 2.1 percent. Our diluted net income
per common share grew at an annual compounded rate
of 7.7 percent, from $1.80 per share in 1999 to $3.78
per share in 2009, compared with annual earnings
growth of less than 1 percent for the S&P 500. Our
shareholders have been rewarded for this growth, enjoy-
ing an average annual return, including dividends, of

almost 14 percent, compared to the average annual
return for the S&P 500 of 2.6 percent, and 2.2 percent
for our peer group.

I believe our success over the past decade stems from a
combination of sound strategy and solid execution, both a
direct result of attracting and developing high caliber peo-
ple. Throughout my 27-year career with the Company, I
have always been surrounded by very talented men and
women. Two such extraordinary talents, John Morikis,
Chief Operating Officer, and Sean Hennessy, Chief Finan-
cial Officer, celebrated their 25-year anniversaries with
Sherwin-Williams in 2009.

OUTLOOK FOR 2010
We enter 2010 cautiously optimistic that the worst of

the global recession is behind us. At the same time, we
acknowledge that economic recovery may be slow and
erratic, and coatings demand in many end markets will
likely remain weak.

Over the past three years, we have worked hard to
make Sherwin-Williams a leaner, financially stronger and
more profitable company. We have fine-tuned our capital
structure, tightly managed fixed costs and SG&A expense,
reduced inventories and expanded our distribution plat-
form domestically and abroad. These actions, along with
our continued focus on serving a diverse and increasingly
global customer base, have positioned us to perform well
through the balance of this recession and outperform in a
recovery. We are confident that 2010 will be a year of
improvement for the Company.

On behalf of the men and women of The Sherwin-
Williams Company around the world, we offer our thanks
and appreciation to our customers, suppliers and share-
holders for their continued trust and confidence.

4

Christopher M. Connor
Chairman and Chief Executive Officer

Connor
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PRODUCTS SOLD:
Paints, stains, coatings,
caulks, applicators, wall-
coverings, floorcoverings,
spray equipment and
related products

MARKETS SERVED:
Do-It-Yourselfers, professional
painting contractors, home
builders, property managers,
architects, interior designers,
industrial, marine, flooring
and original equipment (OEM)
product finishers

MAJOR
BRANDS SOLD:
Sherwin-Williams®, ProMar®,
SuperPaint®, A-100®, Duron®,
MAB™, PrepRite®, Duration®,
ProGreen®, Harmony®,
ProClassic®, WoodScapes®,
DeckScapes®, Cashmere®,
Classic 99® and Columbia™

OUTLETS:
3,354 Sherwin-Williams stores
in the United States, Canada,
Jamaica, Puerto Rico, St.
Maarten, Trinidad and Tobago
and the Virgin Islands

PAINT STORES GROUP

Through our 3,354 company-operated stores, we serve
a diverse customer base that includes architectural and
industrial painting contractors, residential and commercial
builders, property owners and managers, OEM product
finishers and do-it-yourself homeowners.

Our stores platform gives us a distinct competitive
advantage by providing more opportunities to interact
directly with the end users of our products. Ongoing cus-
tomer dialog is both a powerful feedback loop, enabling us
to respond immediately to customer needs and complaints,
and a wellspring for new product and service ideas.

Most of our new product development efforts focus on
enhancing the finished appearance of our products, improving
durability and shortening application time and effort. We offer
the broadest line of high-performance, low-VOC architectur-
al paints in the industry to help our customers comply with
increasingly stringent air quality regulations.

Six of our products – Harmony®, ProGreen™ 200, Pro
Industrial 0 VOC, Pro Industrial Pro-Cryl® Universal
Primer, PrepRite® Block Filler and ProSelect® Stampede
Polyurethane Sealant – are now GreenGuard Indoor

Air Quality Certified® and GreenGuard for Children &
Schools® by the GreenGuard Environmental Institute,
an independent, third-party indoor air quality agency. In
2009, we introduced a new line of primers and a new mer-
chandiser designed to simplify the decision-making process.

Color continues to be an integral part of our marketing
efforts. As part of a joint promotional partnership with
Robert Allen, a company recognized by the design commu-
nity as a source for the world’s finest fabrics, we opened a
new color studio in the heart of Manhattan to increase our
visibility with residential designers who specify
colors and paint products. Our new ColorSnap®

iPhone application matches colors from the
Sherwin-Williams palette to photos taken
from an iPhone. It even locates the
closest Sherwin-Williams store
and provides turn-by-turn direc-
tions to get there. ColorSnap® was
named one of Advertis-
ing Age’s Top 10
Branded Applications
of the Decade. Inter-
brand, the world’s
largest brand consul-
tancy, also named
Sherwin-Williams® one
of the most valuable
U.S. brands in 2009.

SHERWIN-WILLIAMS PAINT STORES
are the exclusive outlets for Sherwin-Williams®

branded paints, stains, painting tools and equipment.
In 2009, the Paint Stores Group recorded sales of $4.21
billion (about 59 percent of total Company sales) and
generated $600 million in segment profit.
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In 2009, the Consumer Group recorded net sales of
$1.23 billion (about 17 percent of total Company sales)
and generated more than $157 million in segment profit.

We supply well-known national brand and private
label products to a majority of retail paint and coatings
outlets in the United States. Brands like Purdy® paint
brushes and rollers, Dutch Boy® and Pratt & Lambert®

paints, Minwax® stains and varnishes, Krylon® aerosol
paints, Thompson’s® WaterSeal® wood sealers and

Dupli-Color® automotive specialty products
lead their respective categories in consumer

awareness, perceived value and, in many
cases, market share.

Consumer Group supports our Paint
Stores Group with new product research
and development, manufacturing, distri-
bution and logistics. In 2009, our Gar-
land, Texas plant celebrated the produc-

tion of its 1 billionth gallon of paint. We also supply private
label products and licensed brand programs to many of the
country’s largest retailers, including home centers, mass mer-
chandisers, industrial and construction supply centers, craft
stores, independent paint stores and automotive aftermarket
retailers. Two out of every three paint and coatings outlets
nationwide stock one or more of the branded or private label
product lines sold by our Consumer Group.

Several product advances were made in 2009. We intro-
duced the Purdy® EcoPro™ line of applicators made from
recycled and renewable materials, including brushes and
roller covers. We launched a new line of Sprayon® Eco-
Grade™ high-performance lubricants, cleaners and coating
removers made with biodegradable, renewable resources.
Our new Dutch Boy® Refresh™ interior paint with Arm
& Hammer® odor-eliminating technology earned Green-
Guard Indoor Air Quality Certified® status.

In the fall of 2009, the Better Homes and Gardens™

“Editors’ Choice Paint Colors” palette was rolled out to
3,400 Walmart stores nationwide featuring 160 inviting
colors available exclusively in Dutch Boy® paint. Created
to help simplify the color selection and decorating
process, the palette features oversized color chips, color
family brochures and a range of coordinating decorative
products, including window treatments, bedding and
bath products.

CONSUMER GROUP CONTRIBUTES
to the success of Sherwin-Williams in two important
ways: by selling one of the industry’s strongest port-
folios of branded and private label products through
retailers across North America and by running
one of the industry’s most efficient and productive
research and development, manufacturing and
distribution operations.

PRODUCTS SOLD:
Branded, private label and
licensed brand paints, stains,
varnishes, industrial products,
wood finishing products,
wood preservatives,
applicators, corrosion
inhibitors, aerosols and
related products

MARKETS SERVED:
Do-It-Yourselfers,
professional painting
contractors, industrial
maintenance and flooring
contractors

MAJOR BRANDS SOLD:
Dutch Boy®, Krylon®,
Minwax®, Cuprinol®,
Thompson’s® WaterSeal®,
Pratt & Lambert®, Martin
Senour®, H&C®, White
Lightning®, Dupli-Color®,
Rubberset®, Purdy®, Dobco™,
Bestt Liebco®, Accurate
Dispersions™, Uniflex®, VHT®,
Kool Seal®, Snow Roof®,
Altax™, Tri-Flow®, Sprayon®

and Ronseal™

OUTLETS:
Leading mass merchan-
disers, home centers,
independent paint dealers,
hardware stores, automotive
retailers and industrial
distributors in the United
States, Canada, Mexico,
Poland and United Kingdom

6

CONSUMER GROUP
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PRODUCTS SOLD:
Architectural paints, stains,
coatings, varnishes, industrial
maintenance products, wood
finishing products, applica-
tors, aerosols, high perform-
ance interior and exterior
coatings for the automotive,
aviation, fleet and heavy
truck markets, OEM product
finishes and related products

MARKETS SERVED:
Do-It-Yourselfers, profes-
sional painting contractors,
independent paint dealers,
industrial maintenance, auto-
motive jobbers, automotive
wholesale distributors, colli-
sion repair facilities, automo-
tive dealerships, fleet owners
and refinishers, automotive
production shops, body
builders, aviation and OEM
product finishers

MAJOR BRANDS SOLD:
Sherwin-Williams®, Dutch
Boy®, Krylon®, Kem Tone®,
Minwax®, Thompson’s®

WaterSeal®, Pratt & Lambert®,
Martin Senour®, Marson™,
Metalatex®, Novacor®, Loxon®,
Colorgin™, Andina™, Lazzuril®,
Excelo®, Napko™, Baco®,
Planet Color™, AWX™, Ultra™,
Ultra-Cure®, Kem Aqua®,
Sher-Wood®, Powdura®,
Polane® , Euronavy®, Inchem™

and Sumare™

OUTLETS:
539 company-operated architec-
tural, automotive, industrial and
chemical coatings branches and
other operations in the United
States, Argentina, Brazil, Canada,
Chile, China, India, Malaysia,
Mexico, Peru, Philippines, Portu-
gal, Singapore, Uruguay and
Vietnam. Distribution in 19 other
countries through wholly owned
subsidiaries, joint ventures and
licensees of technology, trade-
marks and trade names

Our product finishes, automotive coatings and protective
and marine coatings are sold primarily through a mix of com-
pany-operated branches and facilities and wholesale distributors
and jobbers around the world. We serve architectural paint cus-
tomers in markets outside North America through company-
operated paint stores, home centers, discount stores and
independent paint dealers. During the past year, we opened 10
new company-operated paint stores in Latin America and
signed several new dealer and distributor agreements in China
and India. At the same time, we continued to rationalize our au-
tomotive and product finishes supply chain in North America,
closing seven automotive finishes branches, eight product finish-
es facilities, and two manufacturing plants in the U.S. and
Mexico. Global Finishes Group ended the year with 539
branches in operation globally compared to 541 a year ago.

In these coatings markets, technology can significantly en-
hance our customers’ productivity and unlock new revenue

streams. In 2009, we introduced Express Scratch Repair™, a
unique and affordable process for car dealers and collision re-
pair shops to fix small dents, scratches and scrapes in a car’s fin-
ish, complementing our industry-leading AWX and HP refinish
offerings. We also expanded our line of environmentally friend-
ly protective and marine coatings with ExpressCote HCR, a
tank lining system that protects concrete and steel tank interiors
from chemicals and solvents at elevated temperatures, Sher-
Release Fouling Release System, an effective, nontoxic alterna-
tive to conventional antifouling coatings, and Anti-Graffiti
Clear Coat, a low VOC coating that requires only a solvent
wipe or pressure washer to remove graffiti. And in 2009, we
introduced several antimicrobial coatings built on Microban®

technology for finishing the medical equipment and consumer
electronic products manufactured by our customers.

To support the supply of quality product finishes to manu-
facturers and finishers of furniture, electronics, heavy equipment,
wood, composite and metal building products in Asia, the Global
Finishes Group completed construction of a new 215,000 square
foot factory manufacturing plant in Zhaoqing in South China
in 2009, and announced plans to build a new blending facility
in Langfang in North China to open in June 2010. We now
operate five coatings plants and six blending facilities in China,
Malaysia, Vietnam, the Philippines and Singapore, and research
and development centers in China, Vietnam and Malaysia.

GLOBAL FINISHES GROUP
manufactures and sells OEM product finishes, auto-
motive finishes, protective and marine coatings and
architectural coatings to a growing customer base
in North and South America, Europe and Asia. In 2009,
the Group recorded sales of $1.65 billion (about 23
percent of total Company sales) and generated $65
million in segment profit.

GLOBAL FINISHES GROUP
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NET OPERATING
CASH (thousands of dollars)

WORKING CAPITAL
TO SALES (percent)

TOTAL DEBT TO
CAPITALIZATION (percent)

NET OPERATING CASH – In 2009,
net operating cash increased to
12.1% of sales and free cash flow,
net operating cash less capital expen-
ditures and dividends, reached an
all-time high of $605 million. This
cash helped the Company continue
to be acquisitive and still return cash
to our share-holders in the form of
treasury stock purchases and cash
dividends.

WORKING CAPITAL TO SALES –
Working capital, defined as year-end
accounts receivable plus inventories
minus accounts payable, decreased in
dollars as well as a percent of sales in
2009. Reducing working capital
favorably impacts net operating cash.
Management expects to maintain con-
trol over working capital relative to
sales, excluding the impact of any
future acquisitions, to maximize net
operating cash.

TOTAL DEBT TO CAPITALIZATION –
Over the past year, the Company
maintained a conservative debt
to total capitalization ratio while
continuing to invest in the business,
develop new products and expand
into new markets and geographic
regions.

STRENGTH IN NUMBERS
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DIVIDENDS PAID
(dollars per common share)

STOCK PURCHASE
(thousands of shares)

RETURN ON EQUITY
(percent)

DIVIDENDS PAID – On the strength
of our net operating cash generation in
2009, we increased our cash dividend
per share on common stock for the 31st
consecutive year. In a year when aggre-
gate dividends paid by companies in the
S&P 500 declined more than 20 percent,
continuing this string of uninterrupted
dividend increases places us in very
exclusive company.

STOCK PURCHASE – We believe that
Sherwin-Williams’ stock is a good
investment and again supported that
belief by purchasing shares on the
open market in 2009. This stock pur-
chase strategy benefits shareholders
by returning their investment at
market value and maximizes the
ownership value of the remaining
outstanding shares.

RETURN ON EQUITY – Return on
equity is based on net income divided
by shareholders’ equity at the start of
the year. As a measure of our prof-
itability achieved for each dollar
invested by our shareholders, the
return on equity is indicative of the
Company’s ability to maximize share-
holder return.

THE GRAPH AT RIGHT compares the
cumulative five year total shareholder
return on Sherwin-Williams common
stock with the cumulative five year total
return of the companies listed in the
Standard & Poor’s (S&P) 500 Stock Index
and a peer group of companies selected
on a line-of-business basis. The cumula-
tive five year total return assumes $100
was invested on December 31, 2004 in
Sherwin-Williams common stock, the
S&P 500 and the peer group. The cumu-
lative five year total return, including
reinvestment of dividends, represents the
cumulative value through December 31, 2009. The “Peer Group” of companies is comprised of
the following: Akzo Nobel N.V., BASF Corporation, Ferro Corporation, H.B. Fuller Company, Gen-
uine Parts Company, The Home Depot, Inc., Lowe’s Companies, Inc., Masco Corporation,
Newell Rubbermaid Inc., PPG Industries, Inc., RPM International Inc., The Stanley Works, USG
Corporation and The Valspar Corporation.
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PAINT STORES GROUP STORES

GLOBAL FINISHES GROUP BRANCHES

EASTERN DIVISION – PAINT STORES GROUP

SOUTHEASTERN DIVISION – PAINT STORES GROUP

MID WESTERN DIVISION – PAINT STORES GROUP

SOUTH WESTERN DIVISION – PAINT STORES GROUP

Today, the Paint Stores Group has 3,354 company-operated specialty paint stores in the
United States, Canada and the Caribbean region. More than 90% of the U.S. population
lives within a 50-mile radius of a Sherwin-Williams paint store.

The Global Finishes Group has 539 company-operated architectural, automotive, industrial
and chemical coatings branches in North and South America and India.
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Tobago

106

84
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India

Sherwin-Williams (West Indies) Limited
SWAM Monterrey, S. de R.L. de C.V.
The Sherwin-Williams Company Resources Limited
Zhaoqing KPS Coatings Co., Ltd.

DOMESTIC SUBSIDIARIES
Contract Transportation Systems Co.
Life Shield Engineered Systems, LLC
Omega Specialty Products & Services LLC
Sherwin-Williams Realty Holdings, Inc.
SWIMC, Inc.
The Sherwin-Williams Acceptance Corporation

FOREIGN SUBSIDIARIES
Coatings S.R.L.
Colorman Coatings Pte. Ltd.
Compañia Sherwin-Williams, S.A. de C.V.
Euronavy-Tintas Maritimas e Industriais, S.A.
Inchemcoat Philippines Inc.
Inchem Vietnam Limited
Intelchem Industries Sdn. Bhd.
Pinturas Industriales S.A.
PQP Monterrey S. de R. L. de C.V.
Productos Quimicos y Pinturas, S.A. de C.V.
Przedsiebiorstwo Altax Sp. zo.o.
Quetzal Pinturas, S.A. de C.V.
Ronseal (Ireland) Limited
Ronseal Limited
Sherwin-Williams Argentina I.y C.S.A.

Sherwin-Williams Automotive Europe S.p.A.
Sherwin-Williams Automotive France S.r.l.
Sherwin-Williams Automotive México S. de R.L. de C.V.
Sherwin-Williams Canada Inc.
Sherwin-Williams (Caribbean) N.V.
Sherwin-Williams Cayman Islands Limited
Sherwin-Williams Chile S.A.
Sherwin-Williams do Brasil Industria e Comércio Ltda.
Sherwin-Williams Japan Co., Ltd.
Sherwin-Williams Paints Limited Liability Company
Sherwin-Williams Paints (Dongguan) Company Limited
Sherwin-Williams Paints India Private Limited
Sherwin-Williams Pinturas de Venezuela S.A.
Sherwin-Williams (Shanghai) Paints Company Limited
Sherwin-Williams UK Automotive Limited
Sherwin-Williams Uruguay S.A.

STORES/BRANCHES/SUBSIDIARIES

10
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The Sherwin-Williams Company is an equal opportunity employer that recruits, selects and hires on the basis of individual qualifications and prohibits unlawful discrimination based
on race, color, religion, sex, national origin, protected veteran status, disability, age, sexual orientation or any other consideration made unlawful by federal, state or local laws.

ON THE COVER:
Our “Cover The Earth” logo is shown on a brass
medallion, just one of the hundreds of company
artifacts on display at the Sherwin-Williams
Center of Excellence. The 6,000 square foot
archive in Cleveland contains seven three-
dimensional multimedia exhibit areas
chronicling the company’s 144-year history.

2009 2008 2007

Net sales $ 7,094,249 $ 7,979,727 $ 8,005,292

Net income $ 435,848 $ 476,876 $ 615,578

Per common share:
Net income - diluted $ 3.78 $ 4.00 $ 4.70
Net income - basic $ 3.84 $ 4.08 $ 4.84
Cash dividends $ 1.42 $ 1.40 $ 1.26
Book value $ 13.62 $ 13.72 $ 14.54

Average common shares outstanding (thousands) 113,514 116,835 127,222
Return on sales 6.1 % 6.0 % 7.7 %
Return on assets 10.1 % 10.8 % 12.7 %
Return on beginning shareholders’ equity 27.1 % 26.7 % 30.9 %
Total debt to capitalization 35.4 % 34.2 % 35.1 %
Interest coverage (1) 16.6 x 11.9 x 13.7 x
Net operating cash $ 859,186 $ 876,233 $ 874,545

(thousands of dollars except per common share data)

FINANCIAL HIGHLIGHTS
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(1) Ratio of income before income taxes and interest expense to interest expense.

1 JOHN M. STROPKI, JR., 59
Chairman, President and
Chief Executive Officer
Lincoln Electric Holdings, Inc.

2 SUSAN J. KROPF, 61
Retired, former President and
Chief Operating Officer
Avon Products, Inc.

3 CURTIS E. MOLL, 70
Chairman and Chief Executive Officer
MTD Holdings Inc

4 THOMAS G. KADIEN, 53*
Senior Vice President
Consumer Packaging and IP Asia
International Paper Company

5 A. MALACHI MIXON, III, 69
Chairman and Chief Executive Officer
Invacare Corporation

6 GARY E. MCCULLOUGH, 51*
President and Chief Executive Officer
Career Education Corporation

7 RICHARD K. SMUCKER, 61
Executive Chairman and Co-Chief Executive Officer
The J. M. Smucker Company

8 CHRISTOPHER M. CONNOR, 53
Chairman and Chief Executive Officer
The Sherwin-Williams Company

9 JAMES C. BOLAND, 70*
Former President, Chief Executive Officer and Vice Chairman
Cavaliers Operating Company, LLC

10 DAVID F. HODNIK, 62*
Retired, former President and Chief Executive Officer
Ace Hardware Corporation

11 ARTHUR F. ANTON, 52*
President and Chief Executive Officer
Swagelok Company

*Audit Committee Member
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