
Ontheretra 
recruitment trail . •• 
For this issue of Alert, I joined Olly Sharp, one of the reps at Big Red 
Sales, at Knees Home & Electrical in Trowbridge. 

r etra has appointed Big Red Sales to help recruit new 
independent retailer members to its ranks over a 

three-month period, which started in April and is run
ning for three months. 

Bryan Lovewell, retra's chief executive, has said that 
the association is looking to increase membership by 
at least 15%. 

The H J Knee business is well known across Trow
bridge and for years the company operated a depart
ment store and more recently, a standalone electrical 
store, in the Wiltshire town. On March 28, 2014, the com
pany opened Knees Home & Electrical, on the Spitfire 
Retail Park on Bradley Road - the store was previously 
occupied by Comet. 

Retail director Ian Vidler. who has worked in the elec
trical industry for 26 years and has worked {or HJ Knee 
for the last 20 years, runs the store. 

Mr Vidler said that the 15-year lease, with a break 
clause after seven years, was signed in December. The 
store measures 11,000 square feet, across two floors. 

Speaking in his office at the store, Mr Vidler said: 
"People are disappearing from this trade all the time, 
but there are some that have the foresight - like Stelli· 
sons and HBH Woolacotts; HJ Knee are on the map too 
for reinventing themselves. 

"Town centres are dying- footfall is down and parking 
charges are putting customers off going into town cen
tres. Parking charges are forcing people out of town." 

Mr Vidler said: "When people pull up and park, it's 
going to cost them at least £1 - why would they go to 
the town centres when they can come to a retail park 
like this or order online at home? We offer customers 
an experience:' 

While the stores sells a range of 

we'll develop the website, which gets us out there, and 
we have done a lot of research on "Click & Collect." 

From the Big Red Sales portfolio, the new store has a 
large area devoted to Morphy Richards, which includes 
appliances and cookware. One of the furniture room 
sets features a 32in Linsar TV. 

Mr Vidler said: "Morphy Richards is a strong brand 
name and we have a very good trading relationship 
through Oiiy, our Big Red Sales rep. At the end of the 
day, people buy from people and it's relationships like 
this that will ultimately result in us selling a lot of prod
ucts; Oiiy too is there as a back-up when it comes to 
point-of-sale and graphics. 

"Linsar, although not as well known, strikes a chord 
with customers with the big button remote controls 
and the five-year warranty." 

Despite being only open a short time, Mr Vidler 
revealed that the store had started well and that turn
over was in-line with expectations. 

During my meeting with Mr Vidler, Big Red's Mr Sharp 
presented the main benefits that come with member
ship of retra. Mr Vidler seemed interested in the card 
processing rates, as well as the recently relaunched ret
racare Service Plans. 

John Reddington, a director of Big Red Sales, said: 
"We are delighted to be helping retra in this recruit· 
ment drive because we appreciate the enormous value 
and benefits membership can offer the independent 
retailer. 

"No man is an island and retra presents a wonder
ful opportunity not only for members to network but 
also to help streamline their businesses by using retra's 
many invaluable member services." 

housewares and furniture, Mr Vidler 
said that electricals are the core of the 
business and he points out that the 
electrical departments "bring custom
ers through the door". · 

Big Red Sales 

Mr Vidler said: "We are competitive 
on price and we deliver on service - we 
have picked the core bits of our busi
ness; we make good money on furni
ture and electricals is the draw. 

"The main thing is to get this new 
store working and when it's working. 

keen to work with dealers 
Mr Sharp said: "I will bend over backwards to support customers 
that support Big Red Sales - I don't force customers into plac
ing an order; I'll look at merchandising the shop and making sure 
that everything I have in there is in a prime location. 

"If it's a Morphy Richards customer, there are is a lot of sup
porting material to go with it. With some of the newer products, 
like the food preparation products and the floorcare, it's about 
teaching the staff how to use them. 

"Instead of me spending an hour with the buyer, I'd rather 
spend half an hour with the buyer and 25 minutes with the staff. 
Even if I'm in the area and the buyer is not there, I will still go in 
and just speak to the staff." 


