











The theme of the conference was customer re-
lations and this was the title of Mr, Walsh’s talk.
The way we look and behave are the ways in which
we create an impression with people. With MAN-
WEB it extends to our offices, vehicles, appearance
of shops, and our work. At this point he introduced
the ‘Girl from MANWEB 1973,” Mrs, Pat Reed.

Mr. Walsh stressed the point of not losing one’s
temper, whatever the reason, to be pleasant and
friendly although this should be no substitute for
good service.

Back stage following the script, John Drew from
South Lancs District was ready to cue in the tape
recorder, record player or switch microphones. The
behind the scenes partnership of John Drew and Ron
Carter of Clwyd District helped to make the confer-
ence such a success.

They were the special effects men, who thought up
many of the ideas and worked out how to make them
work. The words of the tune which introduced Mr.
Walsh were written in a car, playing the music over
and over on John’s portable recorder, whilst driving
to Wrexham to make the recording for the con-
ference.

Mr. Shires directed the installation and service
men plus the energy sales people into a separate
session in the Lecture theatre belonging to the
Chester College of Further Education, the venue of
this conference.

Learning New Skills

Mr. Roy Stewart, Energy Sales Manager, took the
chair in the lecture theatre and introduced Head
Office lighting specialist Mr. Gerry Worthington,

who told delegates they must grasp the opportunity
of learning new skills, to sell new designs in lighting,
presented by the introduction of the new L.E.S. code.
This had set new standards in all fields of lighting.

Over £25 million had been spent in the last 12
months on lighting fittings. Mr. Worthington told
delegates. This figure was picked up by the next
speaker Mr. Walter Jones, an installation engineer
at Clwyd District.

It meant that £200,000 was being spent in the
MANWEB Area on fittings alone, and if each fitting
carried with it £10 in installation charges that meant
a great opportunity to gain quite a bit in contracting
work.

In the main hall it was the turn of Marketing
Manager Mr. Tom Dean to preside over the next
session. He introduced the subject of rationalised
stocking and display and a trio of speakers.

The supervisor from the Bootle shop Mr. Jim
Brown, voiced his criticism about the lack of app-
liances available from stock and made constructive
suggestions as to how some of the problems could be
alleviated. He considered fast communication of
stock positions was one answer and urged other
methods be tried of recording stock levels and better
co-operation be created between various sections.

Our man in Machynlleth Mr. Cliff Roberts, who
runs unaided the Board’s shop there, said he under-
stood the need for rationalised stocking. It made
goods cheaper, gave quicker stock turnover, made
control easier, fewer spares etc., but he appealed to
the ‘Brains Dept.” ‘. . . ask us in the smaller shops
what we would like to see on the rationalised list.”’

The third member of the trio was from the ‘Ivory
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S. Fairclough (Installation and Service), M. R.
(C.C.0.), and T. Dean (Marketing).

Tower’ at Chester, the Board’s commercial pur-
chasing officer Mr. Keith Sowden.

‘“To rationalise is to bring into conformity with
reason’’ was Mr. Sowden’s quotation from one of
his favourite books the Pocket Oxford Dictionary.
This is just what the marketing panel at Head Office
attempt to do with the vast amount of appliances
currently being manufactured.

A great deal of thought went into the formation
of the rationalised list. Appliances must be BEAB
approved, the sales potential and profitability
explored, reliability, advertising support, delivery,
as well as the local needs of shops considered.

3

holding script,

goes up.
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The ‘top brass’—the Chief Commercial Officer with his
three section managers—/. ro r.—R. Stewart (Energy Sales),
Cowan

Pictured left, Mr.
Norman Kenyon,

checks a point with
Mr. Les Smith,
before the curtain

Three bonny lasses
wi’ MacDonald
bagpipes—sorry

vacuum cleaners—
[ ror. Mrs. A
> Rennie Smith,

Mrs. J. Lavender
and ‘Girl from

MANWEB’ Mrs.

P. Reed.

Sales and service hand in hand. Messrs.

T. Saladine, /eft, District Sales Super-

visor and K. Rigby, Installation and
Service Engineer.

Behind the scenes there was a hive of activity as the
back stage team prepared the props. for the next
talk. The lean frame of Mr. Norman Kenyon, nursing
a heavily bandaged hand (' I’ll go to the doctor’s after
the conference ends’), a sort of stage manager,
producer, prompter and general dogs body, directed
the scene shifters, all working on tiptoe and cursing
in whispers.

Mr. Stewart Griffiths, Mr. Dean’s deputy, started
on the first of his two part talk. He outlined the
need for a new Board brand washing machine.
Working with Mr. Griffiths, Regional Sales Super-
visor, Mr. Steve Airey then introduced the new
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Three members of the Head Office Display Team who were responsible for the design and production of
the display material and many of the slides used at the Sales Conference. right, Miss Gaynor Manning, display
assistant, centre, Mr. Bill Swan, senior display assistant, and Hugh Hughes, /efr, display photographer.
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Electra Automatic Washing Machine. From the .. .. they are the greatest’” Tom insisted.

wings Ann Rennie-Smith in evening dress slinked ““What. all of them?’
across the stage to Gypsy Rose Lee music and e Well ’most of *em.”’
stripped the cover from the new machine. ATl the time?”’
It has a 9 1b. capacity front loading stainless steel ‘“Well most of the time.”’
tub, special double action door lock, multi-com- Turning to the audience Mr. Saladine asked his

partment powder dispenser. There are ten pro-
gramme choices, plus an automatic pre-wash.

Price £75. Two more members of the display team, talented

i R . . cartoonist Mr. Jeff Baker, /efr, with colleague

The morning session complete in the main hall Mr. Chris Oxtoby, examining the M ANWgEB
lunch for the delegates and backroom staff alike— Electra automatic washing machine.

not for our two friends on the balcony, too
much to do sorting out slides etc. The lecture
theatre was also still in use. Mr. Alan Edwards a
supply engineer from Oswestry District was telling
delegates of the role of the supply engineer in
energy selling and urged the better use of resources
to sell more load.

The installation and service personnel -joined the
shop staff in the main hall after their lunch. Already
Mr. Griffiths had been in action and with Mr. Les
Smith another of the three Regional Sales Super-
visors they presented the new MacDonald vacuum
cleaner, with the aid of tartan kilted Mrs. Jean
Lavender, Mrs. Ann Rennie-Smith and Mrs. Pat
Reed.

““The Greatest !”’

The most popular ‘turn’ of the conference followed.
A great double act from Liverpool District, Messrs.
Ken Rigby and Tom Saladine.

District Sales Supervisor Tom Saladine elated by
the latest figures for sales commented the MAN-
WEB Sales Staff were the greatest.

‘‘Rubbish,’’ Installation and Service engineer
Ken Rigby commented.
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