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One year down the line, Big Red Sales has landed 
such big name accounts as Sennheiser and Vogel's. 
Simon King talks to managing director John 
Reddington about his successes so far 
THAT John Reddington was in bullish 
mood can be taken as "red" after the 
company he set up a year ago to rep 
to the independents has signed up 
some top names. 

After 12 months out of uie lndusby uiat 
he loves, the former managing director of 
Alphason set up Big Red Sales, a company 
that aimed to take on respollSibility for 
represenbng brands to Independents. using 
a similar strategy to U1at that had worked 
so well for lhe AV furniture company. 

Mr Reddington said: 'Big Red Sales 
was formed as a result of the experience 
using sales agents at Alphason. The 
variable overhead structure worked well 
w11hin the Alphason business. which was 
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requests from other brandS for distribution 
advice. 

He added: 'However. 'brand focus' and 
'brand complement' are key factors - the 
sales agents must not represent too many 
brands and the ones that lhey do, must 
complement each other and not conflict.' 

Today, Big Red Sates represents four 
brands - Sennheiser, Unsar, Off the Wall 
and Vogel's. 

Mr Reddington said: "We were delighted 
that our first major brand was Sennheiser, 
the world's number one headphone and 
microphone ma~ufacrurer 

'We commenced business together In 
May 2009 and compared with the previous 
six-month period, we achieved a double· 
rfinit inr.rP.a~e In t11rnnver fnr them.' 

With four excellent and complementary brands, we are now looking 
to our second year with even further increased confidence 

• 'It is a system that is widely used, both 
in Europe and the United States, whereby 
manufacturers concentrate on product. 
finance and marketing, but outsource the 
selling to specialists.· 

Mr Reddington continued: 'An increasing 
number of manufacturers want to expand 
their UK distribution in the Independent 
sector, but cost-effectively. Their margins 
are being squee.zed because of increases 
In material and labour costs In China and 
the weakening of starting against the dollar, 
so they are unable to finance vast sates 
learns on the road or emp'oy a distribution 
company that requires high margins 
themselves for logistics. shipping, reps. 
commission and so on. 

'So the only possible way of achieving 
their growth objectives will be to employ a 
sales agency like Big Red Sales.· 

Mr Reddington said that since he 
launched the company, not only has It 
achieved month-on-month growth. but 
he claimed lo have been inundated with 

Mr Reddington said that since taking 
on Sennhelser. the manulacturer has 
passed over further regional key accounts 
and a couple of national accounts to his 
company. 

The most recent addition to the Big 
Red Sales portfolio is wall mount specialist 
Vogel's, which, Mr Reddington said, has 
already established ·an enviable reputation 
In uie trade'. 

He continued: 'So. wllh four excellent 
and complementary brands, we are now 
looking to our second year with even further 
increased confidence and optimism. 

'I suppose, if there is an opportunity 
to extend our product range then It is for 
an audio brand, and this in tum will need 
additional sales agents-so we might even 
help the employment figures In some small 
way. 

'Who knows, we might even see a 
return to the annual overseas conferences 
which were enjoyed by all In the early years 
or the new m1llennlum. Watch this space.' 

Left to right: John Reddington, a linsarTV, Vogers wall mount and Sennheiser phones 
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Sennheiser's sales and marketing di· 
rector Peter May said: "We see the in· 
dependents as being very important 
to our brand. 
"We make a range of headphones 
that are feature rich with real user 
benefits. The independents do a 
great job for us in explaining those 
benefits and demonstrating them to 
customers. No national account can 
offer that level of expertise or per· 
sonal service. 
•Big Red Sales will have a major role 
to play In Sennheiser's developments 
in future years. 
•we and Big Red are in this for the 
long term and we look forward to 
the future with a great deal of opti· 
mism.• 

Linsar 
be inspired ... 

Unsar was established in February 
2006, by directors Terry Reed and 
Barry Kick to create a unique buying 
proposition "without the constraints 
of a large corporation': 
Mr Kick said: •rhe company's ulti· 
mate goal is to provide good qual· 
ity products matched with a level of 
consumer and retailer support that is 
second to none at highly competitive 
prices.• 
The company said the Linsar brand 
of TVs and PVR is only available to 
department stores, small multiples, 
commercial contractors and to lnde· 
pendent retailers. 
He added: "Despite the challenging 
economic conditions, Linsar has been 
able to grow consistently each year 
and has recently moved into purpose· 
built premises in Bournemouth. 
"Located on Bournemouth Airport's 
Business Park, the brand new S,000 
square foot facility will provide 
increased capadty required for lo· 
gistics, warehousing and service in 
addition to sales, marketing, and 
finance." 
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Off the Wall was founded by Oliver 
Mitchell and Jason Stebbens in 2006 
and the company reported that it had 
enjoyed year·on·year sales growth. 
Each TV stand is manufactured in the 
company's 10,000 square foot fadlity 
in Bradford. 
Mr Mitchell said: "Support to the re
tail accounts is paramount to Off The 
Wall and was proven last year with 
the appointment of Big Red Sales to 
continue to build relationships with· 
in the Independent channel." 
Two new TV furniture products have 
recently been launched. 
The Skyline is available in two sizes 
with dear or black glass colour op· 
tions and features a modem and 
minimalist design. 

~ gel' s 

Vogel's was the most recent brand to 
Join the Big Red Sales portfolio. 
The UK's leading name in TV wall 
mounts Vogel's, have teamed up 
with Big Red Sales offering retailers 
an extended level of professional ac· 
count management and support. 
Big Red Sales is supported by Vogel's 
own sales and marketing teams. 
JamM Attfield, UK country manager 
for Vogefs, said: "We are delighted 
to be working with Big Red Sales and 
look forward to working dosely to· 
gether to develop the wall brackets 
category in the independents chan· 
nel to its fullest potential. 
"We recently celebrated our first year 
of trading in the UK as a national 
sales organisation and look forward 
to sustained, profitable growth in 
the coming years." 
Mr Attfield pointed out that all Vo· 
gel's mounts for LCD, UD and plasma 
TV screens carry a lifetime guaran· 
tee, are fully compatible with all 
TVs and have won industry awards 
for their design, quality and ease of 
installation. 
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