


The Tomorrow Theme
Successful Sales Conference

“FPTHE best sales conference ever”, was the verdict of the

majority of the 550 delegates who gave their full atten-
tion to the speakers who expounded on the Board’s commercial
policy at this year’s Sales Conferences held at Moreton,
Llangollen and Llandudno a few weeks ago.

From the very first day, amid
a buoyant atmosphere,
message of expansion was deve-
loped by each speaker.
theme which emerged .
‘Prosperity through Profits’
caught the interest and imagina-
tion of all the delegates who
must have felt a new wave of
enthusiasm for facing
challenges of the future, and it
appeared that one of the first
steps in this new ‘tomorrow’ look
was the need for the creation of
reputation for

a MANWEB
“*Value for Money™.

To get these one-day con-
ferences off to a good start,
everyone who was to attend Mr., Dodds felt sure “‘that
little  would be the prelude to a year
of considerable expansion and

received an

attractive
booklet containing a message
from the Chairman (Mr. D. G.
Dodds), and a timetable of The first
events, giving a list

which they were to talk.

The In his message to the staff,
the Chairman spoke of
troubles over the past years with
the peak demand for electricity
exceeding the capacity of the
Generating Stations, and as a
the consequence, our sales publicity
had to be curtailed. He wrote
that as we moved away from this
shortage of generating plant our
selling activities would gather
momentum and be directed at

securing an expanding

progress’.
speaker at
the Conference was Mr.

speakers, with biographical
the details, and the subjects on

balanced electrical load. In wish-
ing the Conference every success,

M. R.

Cowan (Chief Commercial
Officer) who spoke of the need
for expansion in many directions
with plenty of noise in order to
make people sit up and take
notice. He used a well-designed
yet simple graph to illustrate
how over the past few years
our gross profit had reduced
while at the same time the selling
cost of the appliances had
increased. It was obvious that if
this trend continued then the
Board would be in serious
trading trouble. However, Mr,
Cowan suggested a few ways in
which the situation might be
avoided, saying that first of all
it was imperative that all sales
staff should start right now to
sell more and more electrical
appliances. He emphasised that
this meant that we must sell
more appliances per employee
and not just take on more
employees to sell appliances.
There must also be an honest
endeavour from everyone and,
this included Head Office and
Area Offices, to take steps in

No! Not really MANWEB Brand Products, but the team who presented the MANWEB sales story at the
Moreton Conferences. Left to right: Messrs. L. Smith (Principal Assistant, Sales, Area 3), A. J. Thompson (sales
representative, Clwyd District), G. J. Grady (1st Assistant District Commercial Engineer, North Wirral), M. R.
Cowan (Chief Commercial Officer), R. Stewart (Senior Assistant Engineer, Area 4), and T. R. Smith (Assistant
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The Tomorrow things are ELECTRIC and you can have them TODAY /
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reducing theircosts,and thatour
buying techniques should be
improved. Finally, we must all
present the Board’s image to the
public in a better light (electric
of course).

Myr. Cowan then said that to
sell to the customer, our Service
Centres must be open whenever
we can attract business. This
meant that some Service Centres
would remain open on a Saturday
afternoon, while others would
close and that the staff’ would
work on a common rota to give
everyone a chance to have as
much time off as business would
allow. He made the point that as
more and more of our customers
go on a five-day-week leaving
their Saturdays free, so this day
will become busier for us as a
trading day. **If vou want to be
a salesman,” he said, “you will
have to accept Saturday working,
albeit on a rota”.

Mr. Cowan did assure the
delegates that he was fully
aware of the difficulties and that
he realised and appreciated that
Service Centre staff have differ-
ent problems to their colleagues
doing other jobs for the Board.
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Turning to the Board’s
heating policy. the Chief Com-
mercial Officer told the delegates
that MANWERB's sales of ‘off-
peak’ heating was one of the
lowest in the country. He

warned against the dangers of
losing to gas competition
saying that a house with gas
central heating would in all
probability turn to gas for
cooking. He said that once any
form of central heating was
installed in a home, it was there
for at least twenty years. He
urged everyone to sell electric
heating . . . to sell comfort heat-
ing ... to sell ‘off peak’ heating
which involves wvery  little
expenditure on reinforcing the
networks.

Mr. Cowan’s next point con-
cerned Resale Price Main-
tenance. ‘“When this goes,”
he said, “‘we cannot become
like supermarkets and cut our
prices and service, we must offer
the customer reliability and
first-class service.”” In the mean-
time, we must all sell hard in
order to build up our turnover.
“We must get everyone sales
conscious,” he continued, “*for

no one in the Industry can
prosper unless we sell more
electricity”.

To help us all sell more

electricity, Mr. Cowan spoke of
the new advertising campaign,
the biggest yet, which provided
us with a golden opportunity
of revitalising our image. The
theme of the campaign was . . .
““The tomorrow things are
ELECTRIC—and you can have
them TODAY”. Already press
advertisements, posters and TV
commercials were being shown
to the public.

Further advertising plans

Speakers and delegates
who attended the Sales
Conference held at
Llandudno.

included the ““5-4-4"" campaign
designed to sell low priced
cookers to low income groups.
This should help our sales staff
to sell more cookers.

Board Brand Appliances

Mr. Cowan then spoke for a
few moments on the new
MANWEB products saying that
they would be used tc improve
our image and to show the
customer that we are as lively
as our competitors. This too,
came within the policy of ex-
pansion and it was also a form
of protection in advance of the
abolition of R.P.M.

“We sell the finest fuel in the
world,” concludzd Mr. Cowan.
“The greatest labour saving in-
novation of today is tomorrow,
and we can offer it today with
electricity”.

T o T

Whether it was the sales ralk
coupled with the praise heaped
upon MANWEBRB ‘value-for-
money’ appliances, or whether
it was due to the fact that a
present for my wife was long
overdue I shall never know.
One thing is certain however,
after reporting on this Con-
ference, I went straight to
the Electricity Service Centre
and bought a MANWEB
refrigeraror. Value-for-
money ? I'll say it is!
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The next speaker on the
programme was Mr. G. J.
Grady (Ist assistant District
Commercial Engineer, North
Wirral) who spoke on the

Electric Central Heating—Tomorrow Warmth Today
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