
The floods are· 
over - now get 
ready for the 
hosepipe ban 
So what's this got to do with the consumer 
electronics industry? Read on and John 
Reddington, a dircetor of Big Red Sales, will 
explain - it's all about CHANGE 

So we caught your attention! Good! 
But what actually did that? The 

headline? Or was it the photo of the 
Mercedes? Or the giant pair of Sennhei
ser headphones with yours truly? Or the 
post box7 

My guess is that is was ALL of them .. . 
and that might give you a clue about 
the subject of this feature. If your busi
ness has survived from 2008 to today, 
then welcome to the good t imes ahead. 
With the recession well on its way behind 
us, stronger sterling, consumer sales up, 
unemployment down, all the signs point 
to a rosier future for those of us in the CE 
business. 

And that's without the World Cup in the 
summer, Wimbledon, Royal Ascot and a 
myriad of other major sporting events to 
help us along. But there's an old adage. 
which is very, very true. If you do noth
ing, NOTHING will happen I If you do the 
same things you have always done, you 
will get the same results. 

So retailers don't delay - get spring 
cleaning.'Maybe your window needs a 
lick of paint to freshen it up. Throw out 
the old signage and ask your suppliers 
for some new point-of-sale. I am sure 
they will be delighted to oblige. 

Do some basic housekeeping around 
your shop. Look at the product on your 
shelves. If it's discontinued, replace it 
with new product and put an incentive 
on the old stock for your staff. Or place it 
in an Easter sale. 

Make sure your sales staff brush up 
their performance too! We needed to 
train staff in the recession because that 
was when sales were so much more dif
ficult. And if you didn't do it then, do it 
Now1 Manufacturers are more than 
happy to send someone along to help. 
Or hire trainer par excellence George 
Morton to help you. A quick refresher 
course will heighten the awareness of 
the staff in order to close that saie. 

Think about holding some Open Eve
nings now that the days stay lighter 
longer. One of the Big Red brands, 
Yamaha, has been very active in this area 
over the six months even putting musi
cians into stores. One store, Beacon Elec
trical in Totnes, hosted singer Kristyna 
Myles who really helped to ramp up sales 
ofYamaha products · 

Sennheiser has also been very pro 
active in this area with the new Orpheus 
dealers and its 'Event in a Box' consumer 
open evenings. Again, very successful at 
increasing product sales. 

Big Red reps cooked up a storm for 
Morphy when Nick Alsbury and Keith 
Woods donned aprons and demon
strated some of their SDA in various 
shops with great success. The delicious 
aromas from food being cooked using 
Morphy products proved to be an addi
tiona I way to attract customers into the 
shops11 

On the new technology side, there's 
been a lot of'talk about 4K lV. It's very 
expensive which means there's good 
cash margin in it! And it can be sold to 
discerning customers who aren't that 
worried about-saving a few quid. 

Music streaming is another area to 
check out as it promises to be BIG. 
There's a ra~ of stuff coming out making 
streaming music from your PC around 
the house very easy. Plus, it offers a lot 
of incremental revenue to dealers as the 
systems are highly expandable to more 
and more rooms. 

If you've got a prestigious car show
room near you why not tie up with them 
for an open evening. It has been done 
before and it works. Lend them some 
sexy equipment for display in their 
reception areas with a little card saying 
where it can be purchased. And when 
they have their next product launch offer 
to mail out your customer database too 
and take your customers along. A litt le 
cross fertilisation never did any harm. 
And it could do a lot of good. 

Finally, a word about the country's 
postmen who each received a £4,800 
bonus as a result of the recent Royal Mail 
flotation. So why not tempt them into 
buying something from your shop such 
as a sexy new flat screen lV . So how do 
you do that? Easy. You just need to think 
out of the box: . . Using your PowerPoint 
skills, produce a litt le poster and take it 
to your local sorting office perhaps vvith 
a big box of chocs as an incentive to get 
them to post it on their notice board and 
circulate around the building. 

As I said earlier, if you do nothing, noth
ing happens - so get changing now. 

Finally, if our pictures and ideas have 
captured your attention then perhaps 
use your own innovative ideas to ensure 
that not only invite regular custom
ers into your store, but also go out and 
secure extra business by being more cre
ative. Good luckl! 


