
Since Vogel’s parted company with
its former distributor BBG just over a
year ago, the company has been very
busy trying to establish itself in the UK
and develop relationship with its retail
customers. “After splitting from BBG, we
were a start-up company in terms of
infrastructure and we had to build a
relationship with our customers almost
from the beginning,” explains James. 

“Over this time we have been trying to
turn this category on its head. Our raison
d’être is to convince retailers that the AV
mount sector is a cracking opportunity to
generate incremental sales and profits.
It’s also a way of increasing customer
satisfaction by selling them a solution for
mounting their television. 

“Our customers have seen their
attachment rates doubled and tripled
based on the work we do with them. We
focus on training and we do a lot of work
on consumer sell out. We are about to
run a World Cup promotion and we have
entered into a partnership with Big Red
Sales to help us spread the message in
the independent sector.”

The market  
James believes that a significant
educational effort is required to change
the perception of the AV mount in the
consumers’ minds.

“Sadly, the market has been educated
by retailers who think that brackets are
black painted pieces of metal which
could be obtained from any electrical
shed. As a result people don’t buy

brackets from the independents. In fact,
one in five TVs sold by mass merchants
are sold with the brackets, while only
one in twenty TVs purchased from
independent stores leave the shop with
the brackets. We urge independents to
make more effort in relation to this
category, otherwise cheap and cheerful
product will dominate the sector.”

Vogel’s is proud of raising the bar in
this market, most recently with the 8000
series. “The 8000 series was a significant
market development. We put innovative
features into our products, such as
screen protection – so you cannot ‘hit’ a
TV panel against the wall or ‘fingertip
movement’ – so a user doesn’t need to
be a powerlifter to move our products.
We have just won the Red Dot award for
the 8000 series. Vogel’s is the first
bracket manufacturer to win this design
award.”

The new line-up of Vogel’s products is
planned for the end of June. “With the
ascent of LED TV, televisions are
becoming thinner and lighter, and
brackets need to work accordingly. We
took our time to design and launch our
new product offer for the new type of TV
panels and now we are working on the
packaging and pricing for it.”

Joining hands with Big Red
Sales
“We are focused on the independent
market but we need more critical mass
to grow the company. We felt that the
skills of John Reddington’s team and

their relationship with the independent
trade and John’s passion for this
business perfectly complemented our
aims and approach. John has an
ambition to have first class brands in his
portfolio and Vogel’s is one of them, so
this was a straightforward decision for us
to make.”

Message for the indies
“The majority of bracket sales go to the
mass merchants. I want to stop this
happening and give independents the
tools, the excitement and benefits of
selling AV mounts. The customers who
buy high quality AV brackets love the
experience of having a ‘floating’ TV panel
which frees a part of their room and
eliminates cable mess. I wish that
independents selling televisions would
also ask their customers – where they
are going to put them and perhaps
suggest alternatives which people may
not have considered before.” ■
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James Attfield, Vogel’s country manger UK, is a man on a mission to educate the market, and
particularly the independent retail channel, about the meaning of the AV mounts business and
the benefits it offers to them and their customers. He told Anna Ryland how he plans to change
the perception of this product category.

“ ”
One in five TVs sold by mass merchants are sold with
the brackets, while one in twenty TVs purchased from
independent stores leave the shop with the brackets

“Our raison d’être is to

convince retailers that

the AV mount sector is a

cracking opportunity to

generate incremental

sales and profits”
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