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Looking Ahead 
A speech made to the Marketing Society on October 21 1969 
by our Chairman John Sainsbury. 
In it he discusses present trends in retailing. 

Mr John Sainsbury 

I have been asked to tell you a little about 
Sainsbury's and how I see the future of our 
business. Your Chairman was also rash enough 
to suggest that I should touch on the broader 
topic of the future of food retailing in this 
country and how we compare with some of 
our competitors in this respect. 
I suppose the starting point is the size of our 
total turnover, which last year was £166 
million and is currently running at approximately 
£185 million per year. This compares with a 
turnover of the self-declared "greatest" 
supermarket chain in this country of £146 
million a year, which is, in fact, less than our 
supermarkets do. 
The point of making that comparison is not 
because I am saying that we are the greatest 
supermarket chain or, for that matter, anyone 
else is. I will say that it is an extraordinary 
conceit that any chain of supermarkets claims 
the title of the greatest. The one thing that we 
can say is that we are all different and, like 

the story of the French actress, vive la 
difference! 
But seriously, to measure greatness by number 
of supermarkets is, of course, crazy. What 
matters is how much business you do and 
hence the turnover per supermarket. There is 
nothing original in this statement and we are 
in the good company of Marks and Spencers 
in our concern with our trade per store, rather 
than number of stores. In fact, to give some 
examples, as far as I can calculate, from the 
latest published figures weekly turnover per 
shop (which includes of course every type of 
shop from small service shops to large 
supermarkets) varies from: 

Sainsburys 15,000 
Tesco 4,600 
Fine Fare 2,700 
Allied Suppliers 2,100 

Looking at supermarkets only, then our 
average turnover per supermarket is about 
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£25,000, whilst in the supermarket-only chains 
of Waitrose and Safeway they are £12,400 
and £10,600 respectively. 
Having talked about the volume of business, 
let's turn for a moment to the area in which 
this business is done. The national average 
size of supermarket has been rising and in the 
last 10 years has gone up from 3,500 sq. ft. 
to 4,300 sq. ft. J.S. similarly has been 
continually building larger stores and our 
existing average size is about 6,500 sq. ft. 
total selling area. The stores we are building 
this year average very nearly 10,000 sq. ft. 
So the future holds for us a very considerable 
increase in the size of each supermarket, while 
maintaining a fairly modest increase in the 
number. 
From the figures I have given you, it must be 
clear to you that the difference between our 
volume per store against that of our 
competitors is very much greater than the 
difference in size of selling area and hence we 
have both the advantages and disadvantages 
that come from extremely crowded sales 
floors, with an average turnover per sq. ft. of 
selling area of around £4, compared with the 
national average of 25/- to 30/- . 

Scale and Profit 
We have many stores that take over £2 million 
a year - or if you like over £40,000 on 
average per week. Today this scale of business 
means that we are attracting our customers 
from what would be considered by traditional 
food standards a very long distance. Naturally 
an increasing proportion of them are coming 
by car, so that obviously the facilities we can 
offer the car shopper become ever more 
important to us. Already up to two-thirds of 
our customers in some of our suburban stores 
are car shoppers. And compared to our old 
service branches in market streets, where a 
great proportion of our customers made a daily 
routine of visiting Sainsbury's, the customer 
going to the 10,000 sq. ft. £40,000 per week 
store goes on average 1 i times a week. 
Perhaps these figures give you the answer to 
the question I am often asked - why not 
extend the range of goods you are handling ? 
We don't need the extra range to increase the 
density of our trading. Our problem is the very 
reverse one - we have not sufficient space for 
the trade we have already and we don't need 
the discount store range to draw our customers 
the extra distance. The pulling power of our 

traditional range is sufficient. Perhaps you 
might say that we should have the range to 
improve our net margin because, as those of 
you who have studied the figures will know, 
our net profit is substantially smaller than that 
of a number of our principal competitors when 
expressed as a percentage of turnover. 
But, of course, this is only one measure in the 
league table. Measure it in terms of profit per 
store, or per sq. ft. and then, I am pleased to 
say, our position is a very different one. The 
other thing, of course, is that as our trading 
policy has been built on trying to be the 
leaders in quality and freshness, whilst being 
as keenly priced as the most competitive 
chain, you cannot expect, measured in terms 
of turnover, the same profit result. 
What of our future plans ? We want all our new 
stores to be over 10,000 sq. ft. We want as 
many as possible of them to be over 15,000. 
They must have good car parking nearby and 
they must be so equipped behind the scenes 
that they can unload and handle goods with 
the minimum of labour and delay. At present 
we cover only the southern half of the country. 
Our representation in the west country is very 
limited. In the Midlands, whilst we have built 
11 stores there in the last 5 years, our 
representation is quite out of proportion to the 
population to be served, and we are not in the 
north at all. So we have enormous scope to 
expand our geographical area. Within our 
existing trading area, we have the problem of 
closing or replacing our old service branches. 
These we must replace with modern stores and, 
jf possible, within 5 years. 
This development of larger stores drawing 
greater distances is not, as those of you who 
study market research figures know, unique to 
Sainsbury's. Whilst our figure may show these 
trends to a much greater extent than the 
average statistics, the trend is there for all to 
see. But this trend does not mean in itself that 
these large supermarkets will be in fewer hands. 
One of the distinguished members of your 
Society was reported as saying a year or two 
back that one day there would be only two 
big chains left in the country. I was pleased 
to see last week that he has doubled up and 
that now the forecast is that the supermarket 
trade will be concentrated in only four hands. 
I think this is a gross over-simplification. Of 
course, there are going to be only a limited 
number of very large chains. That has always 
been the case, although 4 seems to be pitching 
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it a bit low - perhaps in two years time the 
estimate will be up to 6 and then we may be 
more nearly right. 

There's a Future for Small Supermarkets 
The significant fact in this respect is that there 
is evidence to suggest that a great proportion 
of the economics of scale come from the size 
of outlet rather than the overall size of the 
chain and there is much evidence in America, 
and indeed here, that a significant proportion 
of the total supermarket business will in future 
be done by highly successful smaller local 
chains. I recently heard one of the leading 
American supermarket consultants say that in 
his opinion the expansion and innovation in 
the supermarket industry in the States was 
coming not from the largest but the smaller 
chains. 
Moreover, I believe that the increase in the 
number of large supermarkets drawing 
customers weekly from quite wide distances 
also means that an important part of the total 
food trade will continue to be done by the 
small neighbourhood shops, that may be 
owned either by chains or privately and which 
will be patronised up to 2 or 3 times a week 
by the customer who cannot or does not want 
to bring everything back from the large 
supermarket. The idea that all the food 
business is going to the large supermarket 
chains is an irrational fear of some food 
manufacturers and intolerable conceit on the 
part of some supermarket operators. 
There are already in this country a number of 
discount store type operations with sales areas 
of over 100,000 sq. ft. There are many of these 
both on the Continent and in the States and 
there clearly will be an extension in the future 
of this type of store in the U.K. Usually the 
area devoted to food is about 15/20,000 sq. ft. 
and the remainder, as you know, carries a 
range of items as wide as a small department 
store. And this is really what these are, a 
discount department store with a large food 
department. I believe they clearly have a place 
in food retailing in the future, but I would 
suggest that this place will not be significantly 
different tomorrow from that of the food 
departments of department stores yesterday. 
In other words, this is a form of competition 
which we are prepared for but do not believe 
will carry advantages great enough to make 
the service an efficient supermarket can offer 
to its customers-compare unfavourably. 

Enough of shops - let us turn for a moment to 
what happens inside them. Let me as a 
shopkeeper, rather than a marketing man, 
describe to you some of the ingredients that 
to my mind typify the successful marketing 
operation. They will no doubt seem very 
obvious to you but, on the other hand, I am 
sure all of you will think of recent examples 
in your experience where one of these 
essential qualities has not been present on the 
scene. 

Don't Underrate the Consumer 
The first one that comes to my mind is the 
understanding and respect for the consumer. 
It is I think astonishing how frequently the 
intelligence of the consumer is underrated 
and undervalued. It is, of course, dangerous 
to talk about 'the consumer', when that term 
embraces such a variety, especially of 
intelligence. You all spend a great deal of time 
dividing the market up into a's and ab's and 
so on, according to socio-economic groups. 
But I have never seen much trouble taken in 
measuring the varying intelligence and 
discriminatory powers of consumers. A 
statistical analysis of the market only too often 
leads to an appeal to the lowest common 
denominator and one of the faults of this 
approach is the very understandable reaction 
amongst the opinion-forming sections of the 
population against the bluntness and the 
power of the instruments that are used in that 
lowest common denominator approach. 
We all know the Americans love inventing 
words to cover every situation and the one I 
heard the other day and which, for all I know, 
you are all using was 'Consumerisation*. 
Anyway, it's a horrid word and I had not heard 
it before. But what they meant was the 
increasing influence and effectiveness of the 
pressure that consumer bodies are bringing 
against some marketing practices - so often 
malpractices that derive from failure to respect 
the consumer's intelligence. 

It's the Product that Matters 

The second of my four ingredients in this 
marketing mix is putting sufficient emphasis 
on the quality and value of the product that is 
being sold. In food trading it is remarkable 
how often manufacturers appear to give 
themselves an impossible task. This is really 
only another way of saying first things first. 
I have seen so many examples amongst 
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products wh i ch come on the market where it 
is evident that the efforts that have gone into 
advertising and promot ion of a product - be 
it a new product or an existing one - have 
clearly not been matched by an equivalent 
effort towards the achievement of consistent 
high quality or consistent good value. So often 
when we see old products fail or new ones 
f lounder, it comes back to the poor value of 
the product concerned, compared to alternative 
brands or, more often, alternative types of 
products. This seems so obvious and yet one 
sees large companies, investing great sums in 
advertising products, when a careful analysis 
of value available to the consumer, f rom either 
rival or alternative products, wou ld have 
shown that their cause was almost hopeless 
from the start. If there is any lesson that we 
have learnt f rom our buying policy, it is that 
we try and train our buyers to go into infinite 
detail of product comparison and assessment 
of quality, price, convenience and thus value -
compar ing, for example, products that may be 
dried, canned, bott led or frozen all side by 
side. If as much t ime and trouble was taken 
in this work as was taken in the analysis of 
advertising budgets and promotional schemes, 
then at least one result wou ld be fewer new 
product failures. 

M a t c h i n g t h e M a r k e t i n g to t h e Product 

My third comment could also be called a fairly 
obvious one, if it was not for the fact that one 
has seen so many examples in recent years. 
It is just the simple belief that what works 
w i th one product does not automatical ly work 
w i th another - in other words, the techniques 
and practices that are applicable to the soap 
industry do not, thank God, work in, shall we 
say, the confect ionery trade. Some of the same 
techniques do, but the more the marketing can 
be related to the particular nature of the 
product concerned, the more opportuni ty there 
is for success. I th ink there is a tendency to 
give too little value to experience and 
knowledge that comes from years of trading 
in one particular area of goods. What I am 
speaking of is, of course, related to my earlier 
point. If, to exaggerate, it does not matter 
what is in the pack so much as what is on it 
and wha t we say about it, then it wou ld not 
matter if all products were marketed in a 
similar manner. Al l I am saying then is that 
there is everything to be gained by varying 
the marketing techniques as greatly as possible 

to reflect the different nature and 
characteristics of different products. 

M a n i c M a r k e t i n g 

My final ingredient is one wh ich might be 
called somewhat unfashionable in these days. 
It is to develop an understanding of retailers 
so that, w i thout claiming to know their job 
better than they know it themselves, you can 
take account of their problems to the greatest 
possible extent. Again you wi l l say this is 
obvious - know your customer and look after 
him - it should not be necessary to list that 
one. But my God if you had suffered from the 
welter of coupon ing, flash offers, bad packs 
and marketing muddles that unite all retailers, 
large or small, in common complaint on the 
thoughtlessness of some manufacturers, then 
you wou ld feel differently. Often it is the 
American influence at work - be it advertising 
agents w i th a strong American influence, or 
products f rom American subsidiaries. I was all 
the more comforted recently when I attended 
an American Super Market Institute Conference 
to hear one of the leading American chains 
making this very same complaint about the 
marketing methods of many of their suppliers. 

Sainsbury 's O w n Label Opera t ion 

There is at the present t ime great interest in 
the development of private brands. In fact, my 
firm is having the great compl iment paid of 
receiving a visit from 40 top executives of 
American supermarket chains to study our 
own- labe l operation. Incidentally, it is a nice 
reversal of roles to f ind American supermarkets 
coming over to Europe, as they do increasingly, 
believing that they can learn from the latest 
developments both here and on the 
Continent. 
The own- label part of our business is, of 
course, an enormously important part of our 
trade. Indeed it represents over those 
commodit ies that are normally sold by brand, 
i.e. the who le grocery proprietary field and 
more, something substantially over half of our 
total business. We know this is signif icantly 
higher than the equivalent f igure for our 
supermarket competitors. But I wou ld remind 
you of the size of Marks and Spencer's food 
business, and that, of course, is 100% private 
brand. Compared to other retailers w h o also 
offer consumers a choice between proprietary 
and private brands, our share of the total under 
our name is obviously exceptionally high. 
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Why, you may ask, is this so ? I should like to 
suggest that there are probably four reasons 
for this posit ion. Firstly, because of our policy 
of only carrying a product under our label if 
we are satisfied that the quality of it is as good 
or better than the leading brand on the market. 
Secondly, by only marketing our o w n brand 
if we can offer the consumer an advantage of 
price and/or quality compared to the 
alternatives. Thirdly, because of our efforts to 
use to the ful l our commodi ty knowledge, our 
buying skills and, most important of all, our 
extensive scientific resources. 
Our laboratory is responsible not only for 
approving the specif ication of all products 
under our label, but also for regular visits to 
our suppliers' factories - ensuring that a 
satisfactory quality control system is operating 
and that our standards both of product quality, 
housekeeping and hygiene are maintained. 
Finally, and the most important reason of all 
for our private label success, is our reputation 
wi th our customers. It is this that gives them as 
much confidence, if not more, as in the best 
known brand in the country. Our name is, of 
course, our greatest asset. It has, we believe, 
made expansion of our own- label business 
possible, whi lst at the same t ime itself being 
enhanced by the establishment of that trade. 
I think one of the points I try to make 
whenever discussing this subject, whether it is 
to our buyers or our suppliers, or editors of 
CAMPAIGN magazine, is that what matters to 
us is being able to offer the customer something 
she cannot otherwise get. That is the raison 
d'etre of our own- label and that is the 
discipline we exercise. In the ult imate I do not 
mind whether a product has a Sainsbury 
label on it cr a proprietary one. I am concerned 
only wi th the demand for that product in our 
shops. 

This means that we believe in leaving it to the 
customer to decide between our brand and 
the proprietary one and we are as anxious to be 
competit ive in selling proprietary brands as we 
are in selling our own . I cannot foresee any 
changes in our policy in this respect in the 
future. We wi l l always want to sell proprietary 
brands and to promote proprietary brands. 
It is only by doing so that we wi l l fulf i l the 
needs of as many of our customers as possible. 
However, we equally believe that whenever the 
opportunit ies exist it is in our interests and our 
customers' that the choice of the unadvertised 
own brand is also present. 

Finally, let me deal w i th the question of how 
unfair this is to the manufacturer of the 
proprietary label, w h o invests great fortunes 
into research and development of new products, 
only to meet the compet i t ion of the private 
label - riding on the back of the proprietary 
brand, I th ink they call it. There are several 
points I want to make on this. A private label 
is only the compet i t ion of another brand and, 
in principle, is no different f rom the entry into 
the market of a competi t ive proprietary brand, 
wh ich is gaining the advantage of the 
development work of both product and market 
of the manufacturer w h o is first in. Secondly, 
the existence of private brands gives the 
manufacturer w h o has created a new product 
and developed a new market the opportuni ty 
to benefit f rom this at t w o levels - both at the 
higher-priced advertised range and w i th the 
lower-pr iced private label. He is thus 
competi t ive at t w o levels at the same t ime. 
In other cases the private label enables the 
smaller manufacturers to have a profitable 
business when up against the compet i t ion of 
the vast manufacturer. The private label can 
f ight monopoly and provide compet i t ion in 
otherwise monopoly situations to , I believe, 
the benefit of the consumer and indeed, in the 
long-term, to the advantage of the monopol ist ic 
manufacturer. As an aside, may I add that the 
distaste for private labels seems to be in direct 
ratio to the size of the market share of the 
company concerned. It is when you get to 
being a monopoly that you get neurotic about 
private labels. 

Finally, I wou ld say do not underrate the 
contr ibut ion that the best private labels have 
played in improving the standards of food 
manufacture. I believe the who le food industry 
owes a debt to the efforts of Marks and 
Spencer's food technicians and indeed I am 
very proud of the part that our laboratory has 
played in work ing w i th manufacturers to 
improve techniques, improve hygiene and 
improve the quality of the food , not just of 
our label, but that of the manufacturers' labels 
as wel l . In both cases there are examples of 
where we have pioneered both new products 
and the presentation and packaging of products. 
Shopkeepers usually talk too much. I do hope 
that I have not done so today. In any event, 
I am grateful for the opportuni ty you have 
given me and the honour you have paid my 
Company in invit ing me to be your guest. 
Thank you very much. 

7 



News and Developments 

Kilburn 
The new supermarket in this area 
replaces four service shops, 
Willesden Green, Brondesbury, 
96 and 128 Kilburn. 
The site is unusual as the shop is 

set a little way back from Kilburn 
High, the main shopping street. In 
the opposite picture is the Victorian 
block that houses one of the old 
service shops, next to Barratts, as 
well as the entrance to the super
market. Its frontage is smaller than 
that of the old shop and is, in 

fact, the entrance to a tiled passage 
that leads into the shop interior. 
Mr. Alan opened Kilburn on 
September 16. On the opposite page, 
bottom picture, are Mr. Aran, 
retired manager of our estates 
department, and Mr. L A. Lewis, 
Area Superintendent. The shop has 
16 checkouts and a sales area of 
10,900 square feet. 
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At the right hand end of the passage 
that leads into the shop is a 
cigarette kiosk (right), a new 
feature that has been repeated in 
shops opened since this one. 
Staff, below, are as follows: 
Manager, top left, is 
Mr. G. W. L Rand. Next to him is the 
Head Butcher, Mr. E. Kitchingham, 
far right A /M Mr. S. Briers. 
Below left. Chief Clerk, 
Miss D. Evans, next to her 
A /M Mr. B. J . Leach, far right 
Manager's deputy Mr. D. J. Jones 
talking to a customer. 
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South Harrow 
JS has been trading in this London 
suburb since 1899 when 
Mr. J. J. opened a shop at Harrow-
on-the-Hill. Another branch in 
Northolt Road, South Harrow, was 

opened in 1929 and by the time the 
new supermarket was ready three 
service shops had been long 
established in the area, 357/359 
Station Road, 367 Station Road and 

the Northolt Road branch. 
These have now been closed. 
Opening day was 
September 30. Mr. Alan can be seen 
welcoming customers and children 
(below right); on the left is the 
usual welter of prams, on this 
particular day lit with sunshine. 

€ ^ 
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Staff on this page are: Top left, 
Mr. E. C. Tyrrell, Manager. 
Next to him is Mr. R. Richens, 
Manager of Ruislip who came to 
help at the opening. Middle left 
and right are Mr. Barwick Head 
Butcher and Mr. McHale A / M . 
Bottom left are A/Ms 
Mr. F. Renwick and Mr. J. Hodgson. 
At the foot of this column is the 
Chief Clerk Miss B. McElroy. 
This branch has 12 check-outs and 
a sales area of 7,800 square feet. 
On the opposite page Mr. R. J . and 
Mr. Alan and below Mr. Justice, 
are caught by the camera among 
the crowds of customers. 
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Stevenage is a new town in which 
JS opened its first branch in 1958. 
The town was then 10 years old 
and has since doubled its 
population. In the picture below one 
of our customers is hurrying along 

past the old branch heading for the 
opening of the new branch on 
October 7. The new branch, with 
a sales area of 13,800 square feet 
was for one week the largest 
Sainsbury's trading. Colchester 

opened the following week with a 
lead of 400 square feet. 

New features at Stevenage are 
(opposite page) the big direction 
boards showing where goods are 
on display and, below, the branch 
incinerator at the back of the 
premises for disposal of rubbish. 
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Manager of this new supermarket 
is Mr. R. A. Gilbert (above). Below, 
Mr. A. Sansum, Head Butcher, 
Mrs. M. Holden, Chief Cashier. 
From left to right along the foot of 
the page are: Mr. R. Hodgson, 
P.A. to Mr. Wrench, Area Super
intendent, Mr. T. Wilson, Reserve 
Manager, Mr. L. Hill, A / M , 
Mr. P. Downs, A / M , Mr. W. Jaynes, 
A /M and Mr. T. Wigley A / M . 

* • 
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Colchester 

Our second largest branch is in 
this historic town. In appearance 
it is also one of the most interesting, 
as the picture on our front cover 
illustrates. 
Colchester is the oldest recorded 
town in Britain. Cymbeline reigned 
over it until his death in AD 43. 
He had sent his son into exile and 
before a successor could be found 
the Romans, under their emperor, 
Claudius, conquered it and made it 
their headquarters. However, in 
AD61 Boadicea, who, according 
to a contemporaiy historian was 
'a Briton of Royal Race' attacked 
it with a strong force of men, 
sacked the town and tortured and 
massacred its inhabitants, treating 
with terrible ferocity any Britons 
who had co-operated with the 
Romans. The historian goes on to 
describe her, 'She was of great size 
and most terrible of aspect, most 
savage of countenance and harsh 
of voice, having a profusion of 
yellow hair and wearing a large 
golden collar'. A year later 
Suetonius, one of the best known 
of the Roman generals, fought her 
near St. Albans and slew her and 
her daughters; although it is 
thought that they may have 
poisoned themselves rather than face 
defeat. 
Suetonius was so enraged at the 
Britons' intransigence, that he 
ravaged the entire area. Even Nero, 
who had by now succeeded 
Claudius, was shocked and gave 
Suetonius the sack. 
Colchester was rebuilt and encircled 
by a defensive wall, of which much 
is still standing. The Romans held 
the town for another 300 years and 
built it up to great importance. 
Gradually the Saxons ousted the 
Romans and there are signs that, as 
before, this happened only after a 
bloody battle. 
Today, the Romans' narrow streets 
still exist and the town, anxious to 
preserve its character, is burdened 
with increasingly difficult traffic 
problems. This in turn posed 
difficulties in the building of our 
new supermarket which had to 
comply with local regulations. 

The branch lies between Culver 
Street and Kingsway. Frontage 
is on Kingsway but Sainsburys 
were not permitted to build 
the usual large glass window. 
A bare wall seemed a bleak 
alternative so JS readily agreed to 
commission a large mural of precast 
concrete that was not only 
decorative but also illustrated some 
of the town's long history. 
Stanley Bragg, FRIBA, FRSH, first 
worked out a general theme, 
Henry and Joyce Collins, (see page 
21) both Colchester artists, carried 
out the detailed design. 
Production posed problems as the 
wall is 40 ft. x 9 ft. and could not 
comfortably be made in one unit. 
It was therefore split up into 24 
panels of which the largest is 
4 ft. 6 in. square. Models were made 
in plywood, rope and sundeala for 
the roundels based on old coins. 
The remainder of the design was 
made by cutting expanded 
polystyrene with heated tools or by 
applying shapes to give reliefs. 
These separate units were fitted 
together into shallow wooden boxes. 
The concrete was poured and the 
design cast. The depth of the design 
is 5 in. front to back. 
The coins and seals on which the 
designs are based are all connected 
with Colchester and are on display 
at the local museum. The top panel 
on our cover picture is made up 
from two coins and one seal. Top 
left is a coin of Claudius'. It shows a 
triumphal arch and is inscribed 
'De Brittanis'; top right is the raven 
seal of Port Reeve, probably dating 
from a Danish dynasty as it is 
dated 1013 and inscribed 'Sigill 
Custod Port Colecest' (Sigill is the 
Guardian of the port of Colchester); 
in the middle is a coin showing the 
Empress Helena and inscribed with 
the words 'Helena Augusta'. 
Helena is a figure of particular 
interest to Colchester. The daughter 
of King Coel who reigned over 
Britain in the early part of the third 
century, she was born in the town 
in AD 242. In 260 when Helena 
was eighteen, the Emperor 
Constantius sailed to Britain and 
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besieged Colchester for three years 
and only raised the siege in exchange 
for Helena's hand. They had one 
son, Constantine, the first Emperor 
to embrace Christianity. Helena too 
became a Christian after her 
widowhood and was canonised for 
her tireless and successful search in 
Jerusalem for the True Cross. 
Looking at the panel with some 
local visitors in the picture above 
are Mr. Alan and Mr. J. L. Woods. 
On the right is the Manager 
Mr. L. Salter, next to him 
A/M Mr. A. Pearce. Below, left to 
right are A/M Mr. E. Hill, Head 
Butcher Mr. D. Bell, 
Manager's deputy Mr. C. Keeping. 
Bottom page left to right are 
A/M Mr. P. Murphy, A/M Mr. T. 
Wright, First Clerk Miss B. Rogers. 
On the opposite page sculptors 
Henry and Joyce Collins and below 
a photograph by Mr. E. Hill of 
Colchester of the site on which the 
new branch has been built. 
Mr. Hill provided much of the 
historical material for our account 
of the town where we are, relatively, 
new arrivals. Our first branch there 
was opened in the High Street 
in 1905. 
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What's the Best 
Conversion Table? 
An experiment at Blackfriars carried out for the Decimal 
Currency Board by the Applied Psychology Research 
Unit of the Medical Research Council 

Are you worried at the idea of changing our 
money system ? Well you needn't be if you can 
count on yourfingers, nothing is easierthan 
counting in tens. No longer will we have to work 
with the complicated arithmetic necessary with 
pounds, shillings and pence, and we will even 
startto call decimal coins by the numbers printed 
on them such as fives, tens and fifties. 
The basic facts are that D (for decimal) Day is 
February 15th 1971, when we will start to use 
new pence instead of shillings and pence. The 
effect on the coins in our pockets will not be 
dramatic because only the 1 d. and 3d. coins are 
not exactly equal to decimal amounts, and even 
they may be used in sixpenny units (6d. equals 
2J new pence). Three new bronze coins come 
into use at D Day, the i new penny, 1 new penny 
and 2 new penny pieces, so the coin changes will 
be something of a one-day wonder, the novelty 
of which will disappear after the first few cash 
transactions. 
Changing our sense of values when comparing 
prices will take a little longer and may be some
what confusing for a few days until we start to 
remember decimal prices. This again is likely to 
occur more quickly than one might at first imagine. 
For instance we usually remember the price ot a 
bus fare, or our usual newspaper or a packet of 
cigarettes after the first purchase. If we see that a 
competitor is selling an item at 9 newpence 
whereas the same item is 8 i new pence at 
Sainsbury'sthatisall we are interested in, it 
doesn't matter what the old price was in shillings 
and pence. Naturally all JS Staff who are 
affected in their work by the changeover will 
receive adequate instruction beforehand, which 
in many cases will involve a considerable amount 
of practice with the new coins. The aim in our 
branches will be to reassure customers with quiet 
confidence that they are getting a fair deal and we 
know what we are doing. Work on decimalisation 
started in JS almost two years ago since when a 
number of experiments have been conducted to 
find ways of even further simplifying the 
changeover. In the spring of 1969 a number of 
JS staff took part in a particularly interesting 
experiment at Blackfriars, to help determine the 
best layoutfor conversion tablesshowing 
amounts in both old and new currencies. The 
study was organised and run by the Applied 
Psychology Research Unit of the Medical 
Research Council, which in turn had been 

commissioned to advise the Decimal Currency 
Board on this subject. Their subsequent report is 
reprinted below :— 

A comparison of three tabulation formats 
for wall charts 

People were asked to use a wall-chart conversion 
table in a simulated supermarket to check the 
accuracy of price tickets which showed amounts 
in both the new decimal and present £.s.d. 
currencies. It was found that people were 
quicker checking conversions when using a 
large conversion table that gave every price point 
from 1 d. to £1, than when using a smallertable 
that required adding two amounts together. 
The speed of using the small table was not 
affected by altering the layout so that the amounts 
to be added were either in a vertical or a horizontal 
relationship to each other. Furthermore there 
was reason for thinking that a significant 
proportion (approximately 20%) of the people 
who tried to use one of the smaller charts had 
great difficulty in grasping the underlying logic of 
this table. 
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The large full table which gives all conversions directly 

The schematic table with horizontal layout 
opposite page; The schematic table with vertical layout 
SHILLINGS 1/- 2/- 3/- 4/- 5/ 6/- 7/- 8/- 9/-10/- 11/- 12/- 13/- 14/- 15/- 16/-17/- 18/- 19/- 20/-

NEW PENCE 5p 10p 15p 20p 25p 30p 35p 40p 45p 50p 55p 60p 65p 70p 75p SOp 85p 90p 95p 100p 

OLD PENCE 1d 2d 3d 4d 5d 6d 7d 8d 9d 10d 11d 1/ - 1/1 1/2 1/3 1/4 1/5 1/6 1/7 1/8 1/9 1/10 1/11 
NEW PENCE *p 1p 1p 1*p 2p 2*p 3p 3*p 4p 4p 4*p 5p 5*p 6p 6p 6*p 7p 7*p 8p 8*p 9p 9p 9*p 
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Grateful thanks are expressed to all Sainsbury's 
staff who assisted with this research project. In 
particular we are indebted to those who typed the 
conversion tables, the printers who made the wall 
charts and special price tickets, the people 
involved with provisioning the experimental shop 
and the administrative staff who contributed 
invaluably to the smooth running of the entire 
project. But by no means least ourthanksto all 
who participated in the experiment itself. 
In the present experiment three tables are 
compared, a large full table giving all conversions 
directly, a schematic table with vertical layout, 
and a schematic table with horizontal layout. 

Experimental Procedure 

A miniature supermarket was set up at Sainsbury's 
London Training Centre, which displayed real 
merchandise with price tickets showing both 
E.s.d. and £p (decimal) prices. One of the three 
conversion tables described above was displayed 
in the shop at a height of 7 ft. from the floor, the 
printed numerals being £ inch high. 
People were given a shopping list and were told 
that sometimes the pair of prices shown on the 
price ticket would not be the same as the 
pair of prices shown by the conversion 
table. It was the task of each person to walk 
around the display stands collecting the items on 
the shopping list. When the prices on a ticket 
were the same as on the conversion table, the 
goods were put in the WHITE part of a divided 
wire basket; when there was a difference 
between the ticket and the table, the goods were 
put in the B LACK part of the basket. 
A record was kept of the time taken to collect all 
the items on the list, and everyone did several 
shopping lists so that improvement from list to 
list could be studied. Each person used the same 
conversion table for all the shopping lists that 
they did. 

Population tested 

118 people took part in the experiment. They 
were all Sainsbury's employees, either factory 
staff or trainee sales assistants. 34 people worked 
with the large conversion table, 45 used the 
schematic vertical table, and another 39 used the 
small horizontal table. 
One of the risks of having different people work 
with different conversion tables is that by chance 

the people using one table might be slightly better 
at working with figures, or perhaps generally 
quicker than the people who worked with the 
other table. To lessen this risk two precautions 
were taken. 
1. Before starting the experiment everyone was 
asked to do a two-minute mental arithmetic test. 
This gave a measure of how well each 
individual could handle numbers. 
2. Everyone was given an identical "practice" 
shopping list that did not involve any prices; 
instead the price tickets were red with either a 
black or a white stripe down the centre and goods 
were put in the matching side of the shopping 
basket. The time to collect all the items on the list 
was recorded and this provided a measure of 
how much time each person would be likely to 
spend in the humdrum aspects of the 
experimental task, such as reading the shopping 
list, looking for the merchandise, etc. 
On the basis of these two measures, arithmetic 
test score and practice list time, the people who 
had used the large conversion table were 
matched with people who had used the small 
table. 

Results 

It was possible to find 23 matched pairs of 
people and the final analysis was carried out on 
the data from these people. But probably more 
important than the time differences observed, is 
the fact that several people were unable to use 
the conversion table at all, particularly the small 
table. One of the 34 people (i.e. 3%) using the 
large table did not use it correctly, whereas 11 of 
the 45 people (24%) using the vertical table 
and 7 of the 39 (18%) using the horizontal table 
were not able to use it correctly. The most 
common error was to apparently round prices to 
the nearest whole shilling and then only refer to 
the shillings part of the conversion table. 
For those who correctly used the conversion 
table displayed in the store, the graph shows the 
average time taken to complete each shopping 
list. Statistical analysis indicated that there were 
no differences between the horizontal and vertical 
forms of the small schematic table, but people 
were initially faster at using the large table than 
either of the small versions. The statistical 
reliability of this advantage had disappeared by 
the third shopping list (after 48 conversions) for 
the vertical table. 
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This set of graphs shows average times taken to 
collect twenty-four items on a shopping list when using 
either a large or a small conversion table. 

It was not possible to have the identical sets of 
23 people in all pairings, e.g. there might have 
been a couple of people who were rather slow on 
the practice trial and who later used the big 
table who could be paired with people in the 
schematic-vertical group but not with people 
in the schematic-horizontal group. Thus 
matched comparisons are for pairs of tables 
only. However, 19 of the 23 Ss who used the 
large table were included in both small table 
comparisons. 

Conclusions 
There is no difference between the horizontal 
and vertical arrangement of the small schematic 
table, but many people are unable to under
stand this small table, and even those who can 
use it are slower than people using the larger 
complete table. 

Following this experiment, when it had been 
conclusively proven that the full table was the 
easiest to use, a series of further tests were 
introduced to determine the best layout of a full 
table for speed of use. This time a conversion 
table was placed inside a display box in such a 
way that it could only be seen with the box 
light switched on. The switch, in fact a push 
button, was also connected to an electronic 
device which recorded the length of time the 
switch was kept on for each conversion. The 
speed and accuracy were recorded for several 
different layouts from which further 
improvements were developed for simplified 
studies elsewhere. 
The Decimal Currency Board will decide, on the 
basis of these studies, the layout to be used in 
their own conversion table which will be sent to 
each household in Britain shortly before D. Day. 
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* * * * mi Celebrations 
1SB3 
1969 More pictures from the centenary branch parties 

Lively times at Cheshunt Sporting Club when the firm's oldest shops, Drury Lane and Kentish Town celebrated. 
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Bognor Regis turned out in strength to celebrate the centenary at Beach Hotel on July 12. 
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Midlands Celebrate in Birmingham 
Aston, Coventry, Erdington, 
Halesowen, Walsall and 
Wolverhampton met for their 
Centenary Dinner and Dance at the 
Mayfair Suite, Birmingham on 

October 12. Over 850 guests were 
present and the chairman, 
Mr. J. D. Sainsbury was guest of 
honour. The Midlands celebrated 
with three birthday cakes. One below 

left is being presented by Mr. Evans 
to Mr. Eden of Truelove's School 
for Crippled Children. 
At the foot of the page Mr. Harrison 
is cutting one for the party. 
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The show goes on. Above is the 
Hoddesdon branch Centenary 
Dinner/Dance held on September 
20th at Pearsons, Enfield. 

The annual Dinner/Dance of the 
Office Section (two pictures above 
and right) was held at the Hanover 
Grand Banqueting Rooms on 
October 3. Ronnie Carroll 
entertained and the party went 
with a swing until 1 a.m. on 
Saturday morning when . . . 
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. . . it was picked up by Hoddesdon 
Depot who weren't going to be 
outdone, went to Buntingford 
Depot on Saturday evening, 
October 4 and danced and dined 
until Sunday morning. 
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Across the Channel 
to Dieppe with the SSA on October 5 



On Sunday, October 5th 700 JS 
employees and their friends set out 
from Newhaven for a day's outing to 
Dieppe. A bizarre start to the day 
was the sight of the SSA Committee 
manhandling a piano, borrowed 
from a nearby pub, up the ship's 
gangway - happily the 
delay enabled four coach loads of 
late arrivals to catch the boat. 
The weather, as can be seen in the 
pictures, was ideal, the sea calm. 
The journey across the Channel 
was enlivened by music, 
competitions and quizzes and a 
rush to the Exchange Office to 
convert pounds into francs which 
were spent with much enjoyment in 
the cafes, casino and shops of this 
charming French town. 



Veterans Meet The Royal Lancaster Hotel was 
once again the scene for the 
Veterans AGM which this year had a 
record attendance. The pictures on 
these two pages were taken after the 
business of the meeting was over 
and the fun had begun. 
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Bowls Finals 
These were held at Dulwich on 
Sunday, September 21 st. 
Winners are in the three pictures 
below with Mr. Dudman, Chairman 
of the Athletic Club presenting the 
prizes, and Mr. R. Heath who is 
Treasurer to the Bowls section. 
Top, Mr. A. Lyons, winner of the 
Singles. Middle, Mr. S. Holloway, 
runner-up in the Fixed Jack and 
below Mr. C. Templeman, winner 
of the Fixed Jack. 



Golf in Sussex 
Branches v Depot 

Played at the Hill Barn Course, 
Worthing on Sunday, 21st 
September. The Branches won by 
10 matches to 4 with 1 halved. 
Top Left; Mr. 0. Keen, Captain of 
the Branches team, receiving the 
Trophy from Mr. N. Johnson, 
Secretary of the Griffin Golfing 
Society. 
Centre Left; Mr. C. Cuthill, with the 
leading individual score, being 
presented with a box of golf balls. 
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Football Sunday 
Early start at Dulwich for JS footballers 

Every Sunday morning, Dulwich is 
filled with footballers and 
spectators. If the football is not 
always of the highest standard, it is 
played with plenty of enthusiasm 
and enjoyment and in good spirit. 
Altogether there are nine sides 
competing, three from the Factory 
and one each from 'H', ' 0 ' , 'P', 
Clapham, Sydenham and North 
London Sections. As we only have 
three pitches it means each team 
plays two out of every three weeks. 
At the time of going to press, the 
Factory 4th Floor winners of the 
league last season, are leading 
again this year but they are being 
hard pressed to maintain their 
unbeaten record. Not every team can 
be a winner and although one or 
two sides have been suffering some 
heavy defeats, they have still been 
cheerfully turning up regularly. 

»\ I 
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Walking to Brighton 
Saturday night and Sunday morning 
on September 13th and 14th saw 
JS managers, assistant managers, 
head and assistant head butchers, 
walking from the site of Central 
Croydon branch to our new 
supermarket in Churchill Square 
Brighton. Their energy raised 

£1,186-8-2 for Trueloves School 
for seriously crippled children at 
Ingatestone. Along the way the 
walkers were bandaged and 
comforted by JS helpers and at the 
end their hunger, thirst and fatigue 
were banished by the superb 
catering of the staff at 3 Brighton. 
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Congratulations to Mr and Mrs R Spriggs (above) 
who were married at All Saints, Whetstone on August 17. 
The Bridegroom is the son of our manager at Muswell 
Hill and is AIM at Aylesbury. His wife, formerly 
Christine Blackburn, was First Clerk at Barnet. 
And to Mr and Mrs Regan (below), both JS employees 
who met at Drury Lane and were married on July 26. 

Congratulations to Mr and Mrs B L Dashwood 
(top picture) who were married on August 23 at St Giles 
Church, Wyddial. Mr Dashwood is a Works Study 
Officer at Basingstoke. 
And to Mr and Mrs M W Hudson who were married 
on September 20th. Mr Hudson works at Hatch End 
and his wife at Kenton. 
And to Mr and Mrs C Carpenter who both work at 
Cheltenham and were married at Christ Church, 
there on October 4th. 
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Staff News 
Movements and Promotions 

Managerial Appointments 
c. CURTIS from Assistant Manager a t 

Chatham to the management of 
East Grinstead from November 3 
from Reserve Manager 
at Barkingside to the management 
of Barklngside from November 3 
from Reserve Manager 
temporarily in charge 9/11 Croydon 
on closure, to the management of 
Wallington from November 24 
from Reserve Manager in Self-
Service training to the 
Management of Bell Green, 
Coventry, opened November 25 

S. S. INKPEN 

J. IBESTONE 

n**̂ " J 
C. Curtis J. Moore 

i 

«* 

>Jk 
J. Irestone 

—. 
S. S. Inkpen 

Managerial Transfers 

G. ANSELL from Rye Lane to Reserve at 
Balham from October 6 

j . BAKER from 3 Hove on closure to 
Reserve a t 84/88 Hove from 
November 10 

D. BARCLAY 

C. BOSWORTH 

F. COOMBS 

T. DRANSFIELD 

E. GARNER 

E. GORMAN 

R. GUINEY 

C. HARVEY 

A. G. HOWELL 

A. E. HOWELL 

J . JENNINGS 

D. LAMBERT 

C. MINTER 

R. MOTA 

R. NEWMAN 

from further Self-Service training 
to the management of Ley tonstone 
Self-Service, opened October 28 
from Reserve on Mr. Lewis's area 
to Reserve a t Greenford from 
October 29 
from Willesden Green on 
closure to Reserve at Joel Street 
from September 15 
from temporary management of 
24 Croydon to the management of 
Richmond from October 20 
from Tonbridge on closure to 
Reserve a t Tunbridge Wells from 
December 1 
from Reserve a t Romford to the 
management of Seven Kings from 
November 3 
from further Self-Service training 
to the management of Central 
Croydon, opened November 18 
from Reserve a t Halesowen to 
Deputy a t Central Croydon 
opened November 18 
from 357 Harrow on closure to the 
management of Hampstead from 
October 6 
from Reserve at Folkestone to 
Reserve at Maidstone from 
October 27 
from Reserve at 128 Kilburn on 
closure to the management of 
Earls Court from September 22 
from 1/4 Ealing to Paddington 
from October 20 
from 14/15 Leytonstone on closure 
to Branch Operations Division 
from October 28 
from Colchester on closure to 
Reserve at Chingford from 
October 27 
from further Self-Service training 
to the temporary management of 
Beckenham from September 25 
from Chichester to the Decimal 
Training Store at 9/11 Croydon 
from November 17 
from Barkingside to Reserve on 
Mr. A. B. Davis's Area from 
November 3 
from Reserve a t 16/20 Holloway to 
Reserve a t Stamford Hill. 
from 168 Streatham to the 
management of Rye Lane from 
October 6 
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G. PARRY from E a s t Gr ins t ead t o Reserve 
a t Crawley from November 3 

s. PARTRIDGE from Goodmayes t o Reserve a t 
259 Ilford from November 6 

B. RANGER from Richmond to the 
m a n a g e m e n t of Brackne l l opened 
December 2 

A. RATCLIFFE from fur the r Self-Service 
t r a i n i n g t o t h e m a n a g e m e n t of 
Tonbr idge Self-Service opened 
December 2 

L. SALTER from fur the r Self-Service t r a i n i n g 
t o t h e m a n a g e m e n t of Colches ter 
Self-Service, opened October 14 

E. SEALY from Ear l s C o u r t t o Branch 
Opera t ions Division from 
September 15 

A. SEAWARD from Beckenham to Reserve a t 
West Wickham t empora r i l y . 
from September 29 

L. SKELLON from P o r t s m o u t h t o Chiches te r 
from November 17 

j . SOPER from Wealds tone t o 1/4 Ea l ing 
from October 20 

j . SPENCE from P a d d l n g t o n t o Wealdstone 
from October 27 

c. SUMMERTON from fur the r Self-Service 
t r a i n i n g t o t h e m a n a g e m e n t of 
Church i l l Square , B r i g h t o n 
opened November 11 

w. WATSON from fur the r Self-Service t r a i n i n g 
to t h e m a n a g e m e n t of Aylesbury 
opened November 25 

w. WINTER from t e m p o r a r i l y in charge 271 
L e y t o n s t o n e on closure to Reserve 
a t Hoddesdon Branch from 
October 28 

R. WOODHOUSE from L e y t o n on closure t o t h e 
m a n a g e m e n t of Goodmayes from 
November 10 

Promoted to Reserve Manager 
s. H. CHAMBERLIN Hemel Hemps tead from 

September 15 

Promoted to Assistant Managers 
J . W . AMOS 

\ . R. BARKER 

J . S . B A T T S 

F . M. B I S H O P 

R. BOURKE 

D. G. B U R L E I G H 

A. B . CHAMPION 

V. I . CLEARY 

F . G. COX 

J . C. CUMMINS 

T . J . D A N I E L S 

D. E . GOTTS 

M. F . HALL 

K. C. HAMILTON 

B. A. HOLDSTOCK 

Bedford from October 6 
F o r e s t Hill from November 3 
Cowley from October 13 
S y d e n h a m from November 3 
Basi ldon from November 10 
S u t t o n from November 3 
Bex leyhea th from November 10 
I s l ing ton from September 8 
P o r t s m o u t h from October 6 
Debden from October 27 
As ton from October 13 
40/44 W a l t h a m s t o w from 
September 8 
Bal la rds L a n e from October 6 
Slough from October 6 
Ashford from November 10 

s. N, HUNT S u t t o n from November 3 
A. R. HURLEY 271 L e y t o n s t o n e from September 8 
R. E. MANNING Bren twood from September 8 
R. c. MCCANN Ru i s l ip from October 13 
G. MONTGOMERY Muswell Hil l from October 6 
R. L. NICHOLLS As ton from October 13 
G. H. ORCHARD N o t t i n g h a m from October 13 
R. A. O'TOOLE Wembley from October 13 
T. c. PARKINS S o u t h e n d from September 8 
A. T. REED Aveley from November 10 
D. R. ROGERS Ruis l ip from October 13 
T. SAINSBURY Grange Hill from October 27 
M. j . THEOBALD Ashford from November 10 
I. WILSON Erd ing ton from October 13 
s. D. WOODROW S o u t h g a t e from September 8 

Head Butcher Appointments 
A. G. SOMERVILLE from A s s i s t a n t Head B u t c h e r 

St . Helier t o Addiscombe 
from November 3 

Head Butcher Transfers 
R. ACKRILL from D r u r y Lane t e m p o r a r i l y i/c 

F r e s h M e a t D e p a r t m e n t 217 
Ken t i sh Town to V ic to r i a from 
December 2 

D. ALLEN from Romford t o Self-Service 
t r a i n i n g from September 15 

E. BARNES from 24 Croydon t o Wal l ing ton 
from October 13 

D. BARWICK from Wembley t o S o u t h Har row 
for opening Sep tember 30 and from 
Sou th Har row to Wembley (Base 
branch) from November 10 

D. BELL from 114 Ilford for Self-Service 
t r a i n i n g t o Reserve a t Colches te r 
Self-Service and from Reserve 
a t Colches te r Self-Service t o 
Colches te r Self-Service from 
September 27 

A. BILLINGHAM from fu r the r Self-Service t r a i n i n g 
t o Cen t r a l Croydon for opening 
November 18 

s. BOULTWOOD from 217 Ken t i sh Town t empora r i l y 
i/c F resh Mea t 
D e p a r t m e n t D r u r y L a n e t o D r u r y 
Lane from November 17 

R. BOURNER from Maids tone t o Tonbr idge 
Self-Service t e m p o r a r i l y for 
opening from December 2 

K. CAMPBELL from fu r the r Self-Service t r a i n i n g 
t o Brackne l l opening December 2 

A. COLE from S tevenage t e m p o r a r i l y i/c 
F r e s h Meat D e p a r t m e n t t o Welwyn 
Garden C i ty (Base Branch) 
from October 6 

M. COLLINS from Kings ton t e m p o r a r i l y i/c 
Wimbledon t o Wimbledon 
from November 17 

i. DOZIN from Reserve a t Chelsea 
t e m p o r a r i l y i;c K i n g s t o n t.o 
Boscombe from November 17 
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C. FREDERICKS 

N. GARDINER 

D. GLOSTER 

W.GRAHAM 

A. GROGAN 

J. HARVEY 

A. HILLYARD 

P. JORDAN 

N. MARTIN 

B. MITCHELL 

H. O GRADY 

J. O KELLY 

A. PHDIPOTT 

A. E. PHILPOTT 

G. PINCHEN 

R. READ 

R. SAVAGE 

B. SHAKESPEARE 

from Upton Lane to Leytonstone 
Self-Service opened October 28 
from Reserve a t Coventry to Bell 
Green Coventry opened 
November 25 
from Victoria to Kingston 
from November 17 
from Self-Service training to 
84 Hove from October 20 
from Addiscombe to Beckenham 
from November 3 
from Willesden Green on closure 
to 51 Ealing from September 15 
and from 51 Baling to Greenford 
temporarily from October 20 
from Bath to Bedminster 
temporarily for opening August 26 
and from Bedminster to Bath 
(Base Branch) from October 3 
from Reserve at Folkestone to 
Reserve a t Ashford for 
Self-Service training 
from October 13 
from 84 Hove to Churchill Square. 
Brighton opened November 11 
from East Ham to Woodford 
temporarily from August 4 
from South Harrow on closure to 
Pinner (Base branch) 
from September 29 
from Chatham to Crawley 
from October 27 
from Woodford to East Ham 
temporarily from August 4 
from 367 Harrow temporarily on 
closure to Kenton (Base branch) 
from September 29 
from Reserve a t Southgate to 
16 Enfield from September 15 
and from 16 Enfield to 217 Kentish 
Town from December 2 
from Boscombe to Reserve at 
Boscombe from November 17 
from Greenford to Reserve a t 87 
Ealing temporarily 
from October 20 
from Tonbridge to Reserve a t 
Tunbridge Wells from December 2 
from Wallington to Bexley Heath 
from October 20 
from Bexley Heath to Chatham 
from October 20 
from Bishops Stortford to 
Colchester Self-Service 
temporarily for opening 

B. SHEPHERD 

G. THOMPSON 

September 22 and from Colchester to 
Bishops Stortford (Base branch) 
from October 27 
from Reserve at Cowley to Reserve 
a t Oxford from September 29 
from 3 Hove to Haywards Heath 
from August 4 
from Bath to Bedminster 
from October 3 
from Self-Service training to 
Reserve at Colchester Self-Service 
from September 22 
from Brentwood to Norwich 
from October 6 
from Cockfosters on closure to 
Reserve at High Barnet 
from October 13 
from Aveley to Brentwood 
temporarily 
from September 29 
from Reserve at Gerrards Cross to 
Reserve a t Slough (Base branch) 
from September 29 
from Wembley for Self-Service 
training to South Harrow 
from November 10 

40 Years Long Service Award 
T. c. AMERY Senior Selector Examiner, Factory 

Blackfriars 
G. j . BAKER Senior Gate Keeper, Factory 

Blackfriars 
s. E. COOPER Clerk Transport Office, Blackfriars 
T. EVANS Assistant Manager, Stamford Hill 
j . B. PALLON Manager, Burnt Oak 
F. HOYLE Meat Examiner, Basingstoke 
L. c. KEARLEY Personnel Administration, 

Blackfriars 
G. KNIGHT Manager, Hastings 
L. w. MARSH Meat Examiner, Basingstoke 
G. w. PAWSEY Manager, 16/20 Holloway 
L. A. SHARPS Driver, Basingstoke 
A. T. SKILLERN Leading Man, Motor Engineers, 

Sail Street 
w. A. STEGGLES Supervisor, Bury Poultry Depot 
MRS. L. SWIFT 1st Clerk, Coulsdon 
R. TURNER Assistant Manager, Marylebone 
L. WARWICK Manager, 16 Enfield 

25 Years Service 
MISS j . i. BELLINGHAM 1st Clerk, Tonbridge 
MISS G. THOMAS Security Operator 
MRS. B. WATERS P/T Clerk, 40/44 Walthamstow 
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Retirements 
We send our best wishes to the following colleagues 
who have just retired. 

L. J. Phillips— District Supervisor 
Mr. Phillips joined the Company In January, 1926 
and was appointed to his first management at 
Catford Corner in June, 1935. He managed this 
branch until he took over the management of 
St. Albans in January, 1945. 
In December, 1946 he was appointed a District 
Supervisor under Mr. Jones and was responsible 
for branches in the south-east coastal area. In 
June, 1950, he was released from these duties in 
order to supervise the opening of the first 
self service store at 9/11 Croydon. Later in the 
year he returned to full supervisory duties and 
took over the southern district on what was then 
Mr. Pagden's area. This area was subsequently 
taken over by Mr. Booth, and Mr. Phillips 
continued supervising that district until he retired 
on Friday 31st October, 1969. 

At a retirement party for Mr. L. J. Phillips, 
held in Grants of Croydon, Mr. A. G. Booth 
(right) presents him with a wrist watch on 
behalf of his colleagues. 

Mrs. I. G. Merrick — Grocery Supervisor 
Mrs. Merrick commenced with the Company as a 
saleswoman at Guildford in September 1939. 
During the war she was appointed a Manager 
subsequently managing 3 Golders Green, 
Leicester and Winchmore Hill and in addition 
carried out a number of managerial reliefs a t 
other branches. She was one of the last women 
Managers to return to normal duties and then 
worked as a leading saleswoman at Woking and 
Guildford until her appointment as a Grocery 
Supervisor in 1961. She occupied this position 
until her retirement on 28th June, 1969. 

At the Centenary Dance, held in Poole, 
Mr. L. T. Westcott presents a bouquet to Mrs. 
I. G. Merrick who retired late June. 

L. R. Becker joined the firm in June, 1910 and 
was appointed to management in April, 1937 a t 
the Service Branch a t Gallowtree Gate, Leicester. 
In April, 1944 he left on National Service. On his 
return in August, 1946 he was appointed to the 
management of Barkingslde and subsequently 
taking over Seven Kings from which branch he 
retired after a prolonged illness on 
30th September, 1969. 

W. L. Church joined the firm in October, 1929 
and was appointed to the management of 
Brentwood in September, 1953. He managed this 
branch until its closure on 22nd March, 1969. Since 
closure, he has assisted in the management of 
Romford. He retired on 25th October, 1969. 
N. J. Miles joined the firm in January, 1938 and 
was appointed Assistant Manager in July, 1949 a t 
Watney Street. He worked a t various branches as 
an assistant manager and was transferred to 
Upminster in October, 1964. He retired due to ill-
health on 30th September, 1969. 

Miss N. Balfour commenced with the Company 
on 15th November, 1954 as a Saleswoman at 
3 Golders Green. She was promoted to Leading 
Saleswoman on 16th January, 1956 and 
transferred to 101 Golders Green on 18th January, 
1965 when 3 Golders Green closed. She was due to 
retire on 1st September, 1969 but is continuing to 
assist on a part-time basis. 

S. Boreham was engaged on 7th August, 1964 
as a Basket Issuer. After doing his initial training 
a t Stockwell he took up his duties a t our 
Wimbledon branch where he remained until his 
retirement on 1st October, 1969. 
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R. G. Brown joined the Company on the 7th 
June, 1932, as a meat clerk at Union Street. He 
went on National Service from July, 1944, until 
December, 1946, and returned to the Sales Office. 
He was subsequently put in charge of the Meat 
Section and promoted to Junior Official in March, 
1966, in which capacity he continued until his 
early retirement due to 111 health 
on 30th September, 1969. 

R. G. Brown 

A. Brunsden was engaged as a Warehouse
man at 99 Kensington on 4th April, 1955. 
He transferred to West Kensington on 21st 
November of the same year. On 20th March, 1967 
he was transferred to Victoria branch and 
regraded to a Basket Issuer, where he continued 
until his retirement on 8th September, 1969. 

Mrs. E. Hughes commenced with the Company 
on 13th August, 1952 as a 2nd Hand in the 
Factory. In April 1954 she was regraded to a 
Sausage Filler Hand and continued as such up to 
her retirement date. She was due to retire on 
29th August, 1969 but is continuing to assist on a 
part-time basis. 

Mrs. A. Lane started on 25th September, 1939 as a 
Saleswoman a t 194 Kentish Town. In January 1940 
she transferred to 151 Kentish Town and resigned 
from her employment in February of the same 
year. She was re-engaged on 22nd January, 1951 
as a clerk a t 16/20 Holloway. On the 21st January, 
1952 she was promoted to 1st Clerk a t Somers 
Town. Between then and 7th January, 1963, when 
she transferred to 250 Kentish Town, she worked 
in several branches in the Kentish Town and 
Drury Lane area. On 5th November, 1968 when 
250 Kentish Town closed she moved to the new 
shop a t 217 Kentish Town and remained there 
until her retirement on 2nd August, 1969. 

R. Lamb was engaged on 24th June, 1931 as a 
Roundsman at Leatherhead. In March 1942 he was 
regraded to the Butchery side of the business but 
started his National Service in August of the 
same year. On his return in March 1946 he took 
up his training again as a Butcher a t Leatherhead. 
On 3rd October, 1955 he was regraded to an 
Outside Representative until 27th April, 1959 
when he returned to the Butchery Department. 
He was regraded to a Leadins Salesman on 25th 
March, 1963 in which capacity he remained until 
his retirement on 23rd August, 1969. 

R. Lamb 
Miss C. M c C o r m i c k commenced with the 
Company on 8th June, 1959 as a Daily Domestic 
Assistant a t 16/20 Holloway. She remained a t this 
branch in this capacity until her retirement on 
3rd October, 1969. 

G. Rice was engaged on 26th July, 1926 as a 
Kitchen Hand in the Factory. In June 1932 he was 
regraded to First Hand. He was called up into the 
R.A.F. on 14th August, 1942 and returned from his 
National Service on 27th May, 1946 as a Skilled 
Tradesman. He was promoted to Deputy Charge 
Hand in September 1950 and on the 9th January 
1956 regraded to a Senior Selector Examiner. 
He retired on 29th August, 1969 on medical grounds, 

J. Saville was engaged as a Basket Issuer a t 
Harold Hill on 16th August, 1959. He was due to 
retire on 1st September, 1969 but is continuing to 
assist on a part-time basis. 

Apologies to Mr. F, M, 
Barrett of Chatham (left) 

jaB and to Mr. R. Lamb 

4-

(above) whose portraits 
were switched in the 
Award Winners column 
on page Zl of our last 
number. Mr. Barrett won 
the Weetabix prize and 
a Danish Scholarship 
Tour in the Grocers' 
Institute Examinations 
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Obituaries 
We regret to record the. death of the following 
colleagues, and send our sympathy to all relatives. 

R. O. Bax commenced a t the Garage as a 
Motor Fitter on 14th July, 1947. He was regraded 
to a Skilled Fitter in September of the same 
year and to a Fully Skilled Fitter In 1956. On 
28th February, 1966 he was promoted to a Leading 
Man. He died on 8th August, 1969. 

R. L. Ellis joined the Company on the 
25th February, 1935 in what was then known as 
the Retail Sales office. He served in the Royal 
Navy from June. 1940 until May 1946 reaching the 
rank of Lieutenant. 
On his return from National Service he 
commenced work in the Maintenance Accounts 
department and subsequently became Manager 
of the Credit Control Section. On the abolition of 
Credit Sales he was transferred as Manager to the 
Bonus department and during the last few months 
of his service he worked in the Management 
Accounts department at Streatham. 
Mr. Ellis's sudden death a t the age of 52 came as a 
shock to his many friends in the Accounting 
department. 

Mrs. A. England was engaged as a part-time 
Saleswoman a t Amersham on 18th July, 1967. 
She died on 29th August, 1969 following a long 
illness. 

Mrs. A. Milton was engaged as a Supplywoman 
at the Bedford Service branch on 23rd April, 1957. 
When the new branch opened a t Bedford she 
transferred there as a Supply Assistant. She died 
on 5th September, 1969. 

E. Mose ley was engaged as a Basket Issuer 
at Hoe Street, Walthamstow on 23rd April, 1968. 
He continued a t this branch until his sudden 
death on 9th September, 1969. 

J. Phillips commenced with the Company at 
Bury Poultry on 17th April, 1967. He was 
engaged on general duties in various departments 
for a little over two years. 
He died on 9th August, 1969. 

L. P. Warnes commenced with the firm in 
October, 1923 at Wembley. He was appointed 
Manager in October, 1937 a t 41 Norwich and in 
February. 1947 took over the management of 
St. Albans. In May, 1965 he was transferred as 
Manager at Folkestone from which branch he 
retired in January, 1967. 
He died on 27th September, 1969. 

In our last issue an obituary of Miss F. Baxter, 
who worked in the factory until 1961, and died on 
16th June 1969, was published. We regret that, 
through a confusion of records, the obituary 
appeared under the name of her sister Miss E. L. 
Baxter who also worked in the factory until 1960, 
when she left to get married, and whose portrait 
we also printed in error. 
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Manager of this new supermarket 
is Mr. R. A. Gilbert (above). Below, 
Mr. A. Sansum, Head Butcher, 
Mrs. M. Holden, Chief Cashier. 
From left to right along the foot of 
the page are: Mr. R. Hodgson, 
P.A. to Mr. Wrench, Area Super
intendent, Mr. T. Wilson, Reserve 
Manager, Mr. L Hill, A /M , 
Mr. P. Downs, A /M, Mr. W. Jaynes, 
A/M and Mr. T. Wigley A /M. 

• F M*** 
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Colchester 

Our second largest branch is in 
this historic town. In appearance 
it is also one of the most interesting, 
as the picture on our front cover 
illustrates. 
Colchester is the oldest recorded 
town in Britain. Cymbeline reigned 
over it until his death in AD 43. 
He had sent his son into exile and 
before a successor could be found 
the Romans, under their emperor, 
Claudius, conquered it and made it 
their headquarters. However, in 
AD61 Boadicea, who, according 
to a contemporaiy historian was 
'a Briton of Royal Race' attacked 
it with a strong force of men, 
sacked the town and tortured and 
massacred its inhabitants, treating 
with terrible ferocity any Britons 
who had co-operated with the 
Romans. The historian goes on to 
describe her, 'She was of great size 
and most terrible of aspect, most 
savage of countenance and harsh 
of voice, having a profusion of 
yellow hair and wearing a large 
golden collar'. A year later 
Suetonius, one of the best known 
of the Roman generals, fought her 
near St. Albans and slew her and 
her daughters; although it is 
thought that they may have 
poisoned themselves rather than face 
defeat. 

Suetonius was so enraged at the 
Britons' intransigence, that he 
ravaged the entire area. Even Nero, 
who had by now succeeded 
Claudius, was shocked and gave 
Suetonius the sack. 
Colchester was rebuilt and encircled 
by a defensive wall, of which much 
is still standing. The Romans held 
the town for another 300 years and 
built it up to great importance. 
Gradually the Saxons ousted the 
Romans and there are signs that, as 
before, this happened only after a 
bloody battle. 
Today, the Romans' narrow streets 
still exist and the town, anxious to 
preserve its character, is burdened 
with increasingly difficult traffic 
problems. This in turn posed 
difficulties in the building of our 
new supermarket which had to 
comply with local regulations. 

The branch lies between Culver 
Street and Kingsway. Frontage 
is on Kingsway but Sainsburys 
were not permitted to build 
the usual large glass window. 
A bare wall seemed a bleak 
alternative so JS readily agreed to 
commission a large mural of precast 
concrete that was not only 
decorative but also illustrated some 
of the town's long history. 
Stanley Bragg, FRIBA, FRSH, first 
worked out a general theme, 
Henry and Joyce Collins, (see page 
21) both Colchester artists, carried 
out the detailed design. 
Production posed problems as the 
wall is 40 ft. x 9 ft. and could not 
comfortably be made in one unit. 
It was therefore split up into 24 
panels of which the largest is 
4 ft. 6 in. square. Models were made 
in plywood, rope and sundeala for 
the roundels based on old coins. 
The remainder of the design was 
made by cutting expanded 
polystyrene with heated tools or by 
applying shapes to give reliefs. 
These separate units were fitted 
together into shallow wooden boxes. 
The concrete was poured and the 
design cast. The depth of the design 
is 5 in. front to back. 
The coins and seals on which the 
designs are based are all connected 
with Colchester and are on display 
at the local museum. The top panel 
on our cover picture is made up 
from two coins and one seal. Top 
left is a coin of Claudius'. It shows a 
triumphal arch and is inscribed 
'De Brittanis'; top right is the raven 
seal of Port Reeve, probably dating 
from a Danish dynasty as it is 
dated 1013 and inscribed 'Sigill 
Custod Port Colecest' (Sigill is the 
Guardian of the port of Colchester); 
in the middle is a coin showing the 
Empress Helena and inscribed with 
the words 'Helena Augusta'. 
Helena is a figure of particular 
interest to Colchester. The daughter 
of King Coel who reigned over 
Britain in the early part of the third 
century, she was born in the town 
in AD 242. In 260 when Helena 
was eighteen, the Emperor 
Constantius sailed to Britain and 
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The show goes on. Above is the 
Hoddesdon branch Centenary 
Dinner/Dance held on September 
20th at Pearsons, Enfield. 

The annual Dinner/Dance of the 
Office Section (two pictures above 
and right) was held at the Hanover 
Grand Banqueting Rooms on 
October 3. Ronnie Carroll 
entertained and the party went 
with a swing until 1 a.m. on 
Saturday morning when . . . 

. . . it was picked up by Hoddesdon 
Depot who weren't going to be 
outdone, went to Buntingford 
Depot on Saturday evening, 
October 4 and danced and dined 
until Sunday morning. 
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