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'Be willing to adapt' 
Big Red Sales account manager Stuart Hoad, who covers London, 
Essex and Suffolk, talks time management, territories and traffic 
What 's your background? 
After school I worked for Argos, and within 
a year was made warehouse manager. I 
was then approached by another company 
and went to work in their warehouse. 
Unfortunately. after six months the company 
closed but the director put me in contact 
with an electrical retailer and I ended up 
working there for seven years managing 
the test room, carrying out repairs and 
customer service, and home AV installations. 
After seven years I felt I needed a change, 
so I contacted Big Red Sales and I'm now 
enjoying my new role within the company. 

How do you spend your average day? 
I'm normally up and on the road early so 
I can get to my first call for 9am. I look to 
get a bout five or six calls done a day. Once 
finished, I head home and then I'm on the 
computer for about an hour: sorting out the 
day's orders, admin, emails and preparing 
for the next day's appointments. Journey 
planning can be a fair volume of that 
preparation. Being properly organised by 
grouping clients together by area makes a 
big difference. 

I try and get out to my clients every four to 
five weeks on average. Some only need me 
to stop by every couple of months, so it varies 
a bit. You need to be fiexible. If a customer 
needs stock at short notice. or needs a demo 
model, for example, then that's something I try 
and arrange for them. I also need to keep the 
line of communication between us working 
effectively; I can check the status of an order. or 
make changes, or chase someone up. 

H Hyouend up in the same 
routine day after day, you will 
only go backwards· while 
everyone else is moving 
forwards ~ 

It works both ways. Sometimes it's the 
retailerthan needs prompt ing to finalise 
some paperwork, other limes it's a delay at 
the manufacturer's end. So I need to help 
make that run as smoothly as possible and 
solve any problems to keep everyone happy. 
There's a lot of organisation and management 
involved behind the sales. 
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Which of 'your' products do 
you use? 
I tend to use a lot of the products I deal 
with on a daily basis. Out of them all, rd 
say I use the Sennheiser Momentum 
headphones most as I love my music. 

What 's the best aspect of your job? 
I like the fact that every day you deal w ith 
something new. Whether it's new products, 
people, retailers or areas of the country, no 
two days are the same. 

Getting out to retailers is also a great way to 
keep in touch wi th what's happening in the 
industry. You hear what's working well, how 
people's sales are going and so on. These guys 
have their ears to the ground. so there's al\,vays 
plenty going on. 

And worst? 
Traffic! Especially in London. 

What do you do outs ide work? 
I have a daughter who keeps me busy. I'm a 
big Arsenal fan, so I'm often up at the Emirates 
or playing football wi th friends, as well as 
playing golf and listening to music. 

What car do you drive and why? 
I drive a Mazda 6 because it's good on fuel. reliable 
(touch wood), and can handle high mileage. 

What's the biggest issue facing the 
electricals industry? 
Pricing. So many products these days don't 
allow retailers to make good margin, so you 
have to choose your brands carefully. 

What's the biggest issue facing 
independent retailers? 
Doing nothing! You have to be proactive 
and willing to adapt. If you end up m the 
same routine day after day, you will only go 
backwards while everyone else is growing 
and moving forwards. 

• Big Red Soles is o notional soles reom rhor 
works with six brands: Linsor. Sennheiser. Vogel's, 
Yamaha, Morphy Richards and Orone Audio. It 
operares accounts with independent rerailers and 
national multiples rhroughour the UK 

Retailer Comment 

Big Ree Sales customer Eddie Butcher 
of DP l ea ke in Woodford says: "Big Red 
Sales provioes an invalvable service 
to retailers because they not only 
save us time · we only have to deal 
w ith one rep for six brands· but they 
also merchandise the products for us 
and provide both product and sales 
training to our shop staff to ensure 
sJccessfJI sell out at retail level" 
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