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Rapid growth continues 
despite building delays 

JS turnover in the 1972/73 
financial year rose by 13.3 per 
cent to £297 million. The preli
minary figures issued on April 26 
also record a 25 per cent rise in 
profit Before tax to £10.3 million. 

These figures compare with the 
previous financial year's 18 per 
cent rise in turnover and 30 per 
cent increase in pre-tax profits. 

In 1971/72 the pre-tax profit 
was 3.1 per cent of sales. The 
latest figures represent a 3.5 per 
cent return on sales-apparently 
an improvement. However, 
when allowance is made for 
special charges incurred in clos
ing down the Blackfriars fac-

tory-£1.02 million in 1972/73 
and £1.7 million in 1971/72-this 
year's profit is, in fact, the same 
proportion of sales as last year's 

Despite the delays caused by 
the building strike, 13 new 
supermarkets opened during the 
year, and eight major extensions 
were completed, giving a total 
increase in sales area of 219,000 
square feet, or 19.6 per cent. 
There was a further increase in 
the size of supermarkets opened, 
the year's average reaching 
15,000 square feet. 

Total sales area of Sainsbury's 
138 supermarkets is now 1.3 mil
lion square feet. 

Still in the market 
at Fulham 

Wherever else we're going Salisbury's is still in the thick of the strci t 
market sehenc in North End Road. Fulham. The two service, branches 
that have been there since the 'M)s closed down in March when the new 
13,001) sq. ft. supermarket opened a few days before the end of the 

financial year. 
The new branch got off to a roaring start, with trade well above 

expectations. 

Fulham was one of 13 new branches opened in the last financial war. 
Next Year, at least 16 new openings arc planned. Several of the new 
stores will have around 20,(HX) square feet of sales area. 

Perhaps the most interesting of the coming year's openings is at 
Telford, where a Bretton-size store is due to start trading in the 
autumn. It will be in a new trading nrca-lo the north west of 
Birmingham-and right alongside a Carrefour hypermarket. 
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A curtain-raiser for the new JS Journal 
The name's the same, but with 

this special edition a lot . of 
changes are being made to JS 
Journal. 

It looks different - that's ob
vious. It's going to read dif
ferently too - but do not take this 
special edition as typical of 
what's to come. 

This one has been produced 
specially to tell staff about 
Sainsbury's 1972/73 results and 
is, in effect, a curtain-raiser for 
the first full-scale production of 
the new JS Journal that is due to 
appear in a few weeks' time. 

Let's take a look at the pur
pose of the new-style journal. All 
journalism is " concerned with 
publishing information. Sains
bury's has had a journal for over 
20 years and it has served the 
company and its readers well. So 
what is different? 

Well Sainsbury's is different -
very different from the company 
it was even five years ago. It is 
very much bigger, which has 
brought changes in the way the 

business is managed. Attitudes 
and relationships are also very 
different. 

A journal is inevitably a reflec
tion of the community it serves 
and so changes in Sainsbury's 
are now being expressed in the 
JS Journal. It is also fair to say 
that the changes in the journal 
owe quite a lot to the desire 
expressed by staff, through atti
tude surveys and in other ways, 
to know more about what is 
going on in the company. 

The design of the new journal 
gives the clue to its character. It 
is basically a newspaper in for
mat, although in its layout and 
typography it does not follow 
popular newspaper techniques 
too closely. It has been given 
newspaper characteristics be
cause its primary function will be 
to gather and publish news. 

What son of news? There is so 
much happening in the company 
every day that it is impos
sible to answer that question 
briefly. Our aim, however, is to 

provide a comprehensive cover
age of company events - to re
port openly and honestly what is 
happening to people and opera
tions in all parts of Sainsbury's. 
We will try to present a credible 
picture of the working lives of 
Sainsbury people and to provide 
a forum in which opinions and 
viewpoints can be freely expres
sed. 

In choosing a more restrained 
style than is customary with 
newspapers we have been in
fluenced partly by the considera
tion that we do not have to 
clamour for attention and com
pete for sales in the way that 
other newspapers do. Further
more, the nature of 'house jour
nalism' is such that big banner 
headlines can often seem inap
propriate to the type of news and 
balance of content. Good 
design - attractive presentation 
that encourages staff to read the 
journal - will nevertheless be a 
high priority. 

The characteristics of the new 

journal that will distinguish it 
from its forerunner can be sum
marised as follows: 
* Newspaper rather than maga
zine format. 
* Published more frequently, 
giving the opportunity for better 
coverage of company events. 
* Reader participation - through 
letters, signed articles and quoted 
views in news reports and feature 
articles. 
* Greater resources. 

The last point is a pre-requi-
site for achieving the more ambi
tious aims of JS Journal. In the 
past there has never been more 
than one man, often working 
only part time, producing the 
journal. Now there are to be 
three - an editor and two assi
stants, all professional journa
lists, all working full time for 
Sainsbury's. 

The editor is Richard Gaunt, 
an experienced journalist who 
has worked on trade and indus
trial journals and has been asso
ciated with a number of 

award-winning publications. He 
joined Sainsbury's at the begin
ning of April. Eddie Manly is 
assistant editor and Diane Hill 
editorial assistant. They both 
joined Sainsbury's at the end of 
April from other fields of jour
nalism. 

A team of professional journa
lists will not preclude staff from 
becoming involved in the jour
nal. In fact the journalists will be 
actively seeking information, 
ideas and opinions from all sides 
and a network of correspondents 
is being set up to help the team 
keep in touch. 

Initially, the new journal will 
be published every four weeks. 
When it has got itself firmly 
established the possibility of 
fortnightly publication will be 
reviewed. 

The first of the new series will 
be published in June. 

The technically-minded might 
like to know that the journal is 
going to be printed by the web 
offset process. Offset is a litho

graphic process which has not 
been much used for newspaper 
production until recently. 
Technical advances and the use 
of the "web' - taking the paper 
off a reel and feeding it conti
nuously through the press like 
traditional newspaper presses -
have led to a steady increase in 
its application to newspaper 
work. 

Web offset has the advantage 
of better quality picture repro
duction than the traditional 
rotary letterpress newspaper 
process. It is also just as fast-
and very much faster than 
printing on presses that are fed 
with individual sheets of paper. 

In choosing web offset, there
fore, JS Journal hopes to com
bine both speed of produc-
Ition - to ensure topicality - and 
good quality. 

Half-hour film highlights year-end meetings for staff 

This year's programme to tell 
staff about the year's events and 
results includes a half-hour film, 
MS 72', which is having its 
premiere to coincide with the 
publication of this special edition 
of JS Journal. Within a few days 
staff in the central offices, 
depots and area offices will have 
seen it and other showing are 
being arranged during the 

following weeks. 
The film highlights some of 

the important developments dur
ing the year and tries to take a 
took at what the future holds. 
The opening of Woolwich -
Sainsbury's largest branch in 
Greater London with 20,000 
square feet of sales area - is used 
as an opportunity to look at 
some of the features currently 
being introduced into supermar
kets. There are also scenes at 

Basingstoke depot, a look at 
progress on the Branch Ordering 
System and interviews with 
Gurth Hoyer Miiiar, talking 
about significant events in the 
life of the depots, and Timothy 
Sainsbury, who looks at future 
trends. 

The film ends with the chair
man reviewing the trading results 
and the year's events generally. 

'JS 72' replaces the video-tape 
recording of the middle 

managers meeting which was 
shown throughout the company 
last year. Response to the VTR 
showings suggested that although 
the effort made to communicate 
the results was welcomed, the 
method was hot ideal. Hence the 
film. 

The middle managers meeting 
is still being held -this year -
some 500 staff are expected to 
assemble in the Mermaid Thea
tre on April 30 for the event — 

but it will not be video-taped. 
Other meetings are being held, 
following last year's pattern, for 
senior managers, for central of
fice staff, for area office staff and 
branch management, and for 
depot staff. 

This special edition of JS Jour
nal is. then, only one way in 
which staff wilt be finding out 
what's been happening in 
Sainsbury's during the year. 
We've tried our best to give a 

clear picture of the year but it's 
impossible to cover everything. 
As a final note, therefore, may 
we urge you to write to us if 
there are any questions you want 
to ask or any comments you'd 
like to make. 

A letters column is going to be 
a regular feature of the new JS 
Journal, so let's get it off to a 
good start. The first regular issue 
of JS Journal will appear in 
about a month's time. 
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Growth and change 
J D Sainsbury reviews the year and looks ahead. 

JS Turnover compared 
with competitors 

I do not want to go into a lot of 
detail about the trading results 
and the events of the year. 
There's plenty of that elsewhere 
in this issue. 

Instead, Td like to try to give 
you an overall impression of 
what we're doing and where 
we're going. 
The most striking thing, I think, 

is the speed with which our 
business is changing. Growth is 
one obvious aspect of the chan
ge. This year there has been 
another large increase in sales 
and profits, although I should 
add that various difficulties in 
the year have made the increase 
rather less than we had planned. 
Despite this, however, our tur
nover is now double what it was 
five years ago. Measured by tur
nover, JS is now the 50th largest 
company in Britain. 

We have also become more ef
ficient. For the second year run
ning we've managed to improve 
our operating efficiency and this 
has had the very real benefit of 
enabling us to pass savings on to 
customers. 

Staff throughout the company 
have contributed to this cost sav
ing of course and you will all be 
aware of it in different ways. 

It is not easy to adapt to all the 
changes that are a necessary part 
of keeping up-to-date and in the 
forefront of the food retailing 
business: and I think we can all 
feel some pride and satisfaction 
at the way new methods have 
been adopted and difficulties 
overcome. 
One very important reason for 

the drive to increase productivity 
is to enable us to improve the 
relative pay of our retail staff. 

Although they are paid well by 
comparison with others in food 
retailing generally, more needs to 
be done for them. This is not 
easy when it is considered that 
our total wage and salary bill is 
about three times the size of our 
pre-tax profit. 

I said growth and the drive for 
new and more efficient methods 
was one of the obvious ways the 
business is changing. There is 
also a change in the whole clim
ate in which we work. What it 
amounts to, I think, is that we 
are adopting more 'open' rela
tionships all round. There is 
much more inter-action between 
ourselves and the public than 
ever before. 

We have always been face-to-
face with customers, of course, 
but increasingly we are affected 
by the views of consumer organi
sations, small and large, and by 
Government legislation. Exam
ples of this are the demands for 
more open dating and unit 
pricing, not to mention the 
Government's anti-inflation 
measures. The last had a 
profound effect on the business, 
because frozen cash margins 
meant lower profits in those 
departments where trade was 
reduced. 

The more open relationships 
can be seen internally as well. 
There is more communication 
and consultation than ever be
fore and we are doing all we can 
to delegate more management 
responsibility and involve more 
people in decision making. 
There are conflicts and difficul
ties in the way of achieving this, 
but the continuing attempt, I 
believe, is a healthy trend. 
A landmark in the business will 

be when we become a public 
company later this year. Mr 
Simon refers to this elsewhere, 
and I want to emphasise what he 
has said about the control of the 
company, its trading policy and 
its style and philosophy of 
management. I regard this as a 
natural development which, 
along with many other changes 
in the company, is in keeping 
with the climate of the times and 
will only serve to invigorate us. 

I want now to take a brief 
look at the trading position. Al-
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though sales went up by £34.7 
million, we must not forget that 
this has to be seen against the 
considerable rise in food prices. 
In other words, in order to sell 
the same volume of goods as the 
previous year, branches had to 
increase their turnover by 7.3 per 
cent. 
Many of the newer, larger 

stores increased their turnover by 
far more than this. However, in 
the most crowded ones, particu
larly those trading at over £5 per 

Five Year Table Note: 1973 figures are unaudited results 

1969 1970 1971 1972 1973 

Turnover £000s 
Supermarkets 

Self-Service and Partial Self-Service 

Counter Service 

Total Turnover 

Profits £000s 

Profit before taxation 

Taxation 

Net Profit 

Cost of Dividends 

Profit Retained 

Number of Shops — year end 
Supermarkets 

Self-Service and Partial Self-Service 

Counter Service 

Supermarket Statistics — year end 

Total Sales Area—sq. ft. 

Average store size—sq. ft. 

Weekly turnover per store—£ 
Weekly turnover per sq. ft.—£ 

105,767 

22,927 

37,009 

165,703 

4,342 

1,991 

2,351 

481 

1,870 

82 

40 

122 

244 

570,000 

6,950 

27,600 
3.97 

135,080 

22,846 

29,559 

187,485 

5,083 

2,407 

2,676 

481 

2,195 

99 

39 

87 

225 

763,000 

7.710 

30,600 
3.97 

174,999 

22058 

24.342 

221,399 

6,317 

2,400 

3,917 

356 

3,561 

112 

37 

66 

215 

924,000 

8,250 

33,000 

4,00 

221,608 

22,360 

18,112 

262,080 

8,207 

3,355 

4,852 

301 

4,551 

125 

35 

41 

201 

1,116,000 

8,930 

37,200 

4.17 

263,400 
21300 
11,700 

296,900 

10300 
4,100 

6,200 

300 

5,900 

138 
30 

26 

194 

U37,000 
9,690 

40,700 
4.20 

square foot, where we can pro
vide neither comfortable shop
ping nor our complete range, we 
lost trade. 
Our total sales were also affec

ted by a set-back in the new 
branch opening programme, 
caused mainly by the building 
strike. In fact, three new stores 
planned for the year could not 
be opened and five more were 
delayed. 

The success of the development 
programme is, of course, vital for 
our future. We didn't do badly 
this year, despite the building 
strike - 13 new supermarkets, 
eight major extensions and 20 
per cent more sales area. The 
average size of the new stores 
was 15,000 sq. ft. 

Next year we expect to do bet
ter - at least 16 (possibly 19) new 
supermarkets, three major exten
sions and a further large increase 
in sales area. Some of the new 
stores will be in areas where we 
have not previously traded and 
we are also trying to find sites 
north of our present trading 
area. Doncaster and. Sheffield 
are already definite locations. 

What does the future hold be
yond 1973/74? More and larger 
supermarkets - 50 in the next 
three years alone. Increasing em
phasis on facilities for the car 
shopper, although it is going to 
be difficult to get the locations 
and necessary parking that we 
would like. And for all our ef
forts to get the new-style 
edge-of-town stores, we are still 
interested in town-centre loca
tions, despite the greater diffi
culty this presents in achieving 
satisfactory stores. 

Competition is increasing all 
the time. It will certainly be more 
intense from hypermarkets such 
as those built by ASDA and 
Carrefour, two of which will be 
in competition with us within 

the next year. 
The need to continue expansion 

is always going to be with us in 
order to contain costs and to 
make the most of opportunities. 
But there are dangers to any 
business as it gets larger. Let me 
conclude therefore with a few 
words about some of the things 
we must remember and watch as 
we increase in size. 

First, we must remain as con
cerned for people and indivi
duals as we have always tried to 
be in the past. This means caring 
about customers - as individuals 
- and giving every customer the 
best and most courteous service 
we can. Our concern for staff 
must likewise be a concern with 
every individual who works in 
the business. 
The second vital thing to 

remember as we expand is that 
our success in the years past has 
depended on maintaining an un
rivalled standard of quality. To 
retain that quality lead gets more 
difficult as we get larger. But our 
success depends more than any
thing else upon our traditional 
standards and attitudes to quality 
and nothing must lessen our vigi
lance on that front. 

Finally, we must keep our abi
lity to respond quickly to the 
changing needs of our customers 
and the business as a whole. 
Larger size must not make us 
bureaucratic. However big we 
get. we are still shopkeepers and 
the very existence of our business 
depends on how well we serve 
our customers. If we are slow to 
respond to their changing 
requirements the business and all 
who work in it will suffer. 

I feel confident that in the years 
ahead we will be able to con
tinue to retain our traditional 
strengths, and at the same time 
introduce change so that we 
remain pioneers in our trade. 
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TOUR SALES LAST YEAR 
WERE £297 MILLION-WATS 
£35 MILLION MORE THAN 

THE YEAR BEFORE J 

THE CHAIRMAN,ID. 
SAINSBUPV, TALKS ABOUT 

THE YEARS RESULTS J 

^ALSO CONDITIONS IN THE OLDER 
UNCOMFORTABLY CROWDED STORES 
CAUSED SOME CUSTOMERS TO CO 
ELSEWHERE JEMPTED BY PLENTY 

OF KEEN COMPETITION.. . 

BUTMORE 
THAN HALFOF 

THAT IN
CREASE WAS 
CAUSED BY 
THE RISE IN 
FOOD PRICES 

WEWOULDHAVESQLDMOREBUT 
FOR THEBUILDINC STRIKE WHICH 
DELAYED NEW OPENINGS 

BUT WE 
DID WELL IN 
THE BIGGER 

NEWER 
STORES 

^RECRETABLY WE HAD SUPPLY PROBLEMS IN\ 
THE AUTUMN WHEN IRE BLACKFRIARS FACTOR} 
WAS CIDSINC AND PRODUCTION WAS BE1NC MOVED. 
SOTHEREWEREVMES WHEN SOMEMPORTANT 
PRODUCTS WERE JUST NOT IN THE BRANCHES TO J 
y BE BOUGHT J 

ANOTHER 
FEATURE OF 
THE YEAR 
WAS THAT 
WE WORKED 
ON LOWER 

GROSS 
MARGINS 

fWELL,WE KEPT COSTS 
UNDER CONTROL,PARTIC
ULARLY IN THE BRANCHES. 
SO THAT OUR PROFIT WAS 

QUITECOODINTHE 
CIRCUMSTANCES 

PROFIT BEFORE TAX WAS 
110-3 MlLLION-£2-l MILUON 
MORE THAN THE PREVIOUS 

YEAR. 

WHAT 
HAPPENS TO 
THATPROFIT? 

FORA 
START, 40% 
GOES INTAKE 
(£41 MILLION 
WHICH LEAVER 
US WITH £62 

MILLION; 

^DIVIDENDS TO SHARE-
HOLDERS TAKE {300,000. 
THE SAME AS FOR MANY 
YEARS PAST. THE£5-9 MILUON 

LEFT IS REINVESTED IN 
THE BUSINESS 

TALKINC 
ABOUT PROFIT, 
DONT FORCU 

THAT 
ALTHOUCH 

£10-3 MILLION 
SOUNDS A 

LOTOFNDN& 
ITSONIY&P 
IN EVERY [I 
OFSALES 

ALLOWING FORTHE 
COSTS OF CLOSING DOWN 
THE BLACKFRIARS FACTORY 
INTHELASTTWOYEARS 

THE PROFIT AS A 
PERGENTAGEOFTURNOVER 

IS THE SAME AS 
THE YEAR BEFORE 

WE ARE PLAN
ING TO OPEN 

AT LEAST16 NEW 
SUPERMARKETS 
NEXT YEAR. SEV
ERAL AREAROUND 
OR OVER 20POO 
SaFL FUTURE 
CROWTH WILL 
DEPEND MORE 
AND MORE OH 
OUR NEW STORE 

PROCRAMME 

COMPETITION ISCOINCIOCETTOUCHER) 
AND SOME OF IT WILL COME FROM HYPER
MARKETS SUCH AS THOSE BEING OPENED 
BYASDA ANDCARREFOURf 

t_jPfi iejfjotttg 

BUT THAT SHOULDN'T WORR> 
USASLONCAS WE MAINTAIN 
TOP QUALITY STANDARDS, A 
FRIENDLY HELPFUL SERVICE, 
AND KEEP COSTS UNDER 
STRICT CONTRO 



Six views of 1972 Interviews by Richard Wilson 
We asked six directors, representing different sides of the business, 

what in their opinion were the most important events during the past 
financial year, how these were likely to influence the year that lies 
ahead, and the philosophy behind the changes that had taken place. 
This is what they had to tell us. 

Joint steps forward Gurth Hoyer Millar Expansion plus 
innovation 

For Gurth Hoyer Millar 
1972/73 was a year of solid 
achievement, because important 
improvements were made 
throughout the whole field of 
service to the branches. 
Firstly, the depots were able to 

provide a better and faster ser
vice, the proportion of branches 
receiving direct stocking increas
ing from 40 to 90 per cent. Bear
ing in mind the ever-widening 
range of our goods, and the 
greatly increased volume, it is a 
notable achievement that bran
ches placing their orders through 
the computer by 10 o'clock in the 
evening now receive the goods 
they have asked for by five 
o'clock next day. 

Secondly, the last 12 months 
have shown an improvement in 
labour relations, both in the de
pots and on the road, resulting in 
an all-round increase in reliabil
ity 

Thirdly, there has been 
progress in providing an efficient 
service at an acceptable cost. Mr 

1972-73 was in many ways a 
difficult period for the marketing 
side of the business largely 
because it had, as Joe Barnes 
explains, to grapple with more 
than its usual share of changes 
and the problems that arose 
from them - fortunately now 
satisfactorily solved. 

The major difficulty followed 
the closure of the factory at 
Blackfriars, with the production 
of sausages and fresh pork mov
ing to the plant of our associated 
company in Suffolk. Haverhill 
Meat Products, Pie production 
was assigned to outside sup
pliers, and there were difficulties 
in matching the high standards 
we had set. 

One interesting development 
has been in the field of 'unit 
pricing'. No other food retailer is 
doing more than we are by way 
of giving comparative prices per 
pound to help the customer 
judge where the best value lies. 

Detergents come in a bewilder
ing array of pack sizes, so we 
now provide shelf tickets which 
show the price per pound of 
each brand and size. We are also 
experimenting with this on 
biscuits. 

Unit pricing is also being intro
duced on all our own label pro
ducts where the pack is not a 
standard weight. For example, a 
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Hoyer Millar freely admits that 
the depot operation is expensive, 
but he has good reasons for 
being optimistic about the 
future. 

At the end of January this year 
a meeting took place between 
the depot management and the 
two unions involved in depot 
operations - the T & GWU and 
USDAW. The management put 
their cards on the table, explain
ing the financial situation and 
how it affected the competi
tiveness of the business. The out
come was that the two sides 
jointly agreed to work out a cost 
improvement programme. 

This was a big step forward. 
Work began in February and is 
expected to continue for a num
ber of years. Doubtless it will not 
be long before the scheme begins 
to show results, but it is primarily 
a long-term programme. Joint
ly - and this is the word to em
phasize - unions and manage
ment will study the cost of every 
operation in the depots and sug
gest changes that could help to 

Soz. pack of Sainsbury's lemon 
pie filling mix costing 6$p is also 
printed with 'price equivalent 
20.8p per lb.'. 

Another development we have 
taken further than many other 
retailers has been the printing of 
more detail about ingredients on 
our labels. 

We are making big strides, too, 
with date stamping. Some of our 
products - cakes, cream and yog
urt among them - are already 
'open' coded. The company 
recognises the importance of 
consumer pressure for date-
stamping of perishable and 
semi-perishable goods and wel
comes it. 

Mr Barnes stresses the fact, 
however, that in our own case 
date-stamping will not mean that 
the foods we sell will be any 
fresher than at present, since we 
are already maintaining the 
highest standards. Open coding 
is unlikely to give us extra work 
and it should, in fact, make the 
job of stock rotation and control 
in the branches easier. 

This past year has seen rapid 
price rises in food at a time when 
the public was spending more on 
consumer durables such as cars, 
washing machines and television 
sets When buying food house
wives were careful to avoid 
wastage, and as always happens 
when food prices rise rapidly, 
switched to cheaper alternatives 
wherever possible.. 

reduce overheads. 
Clearly, an efficient replenish

ment system plays a crucial part 
in the company's ability to 
achieve profitable sales. If stocks 
are not available when wanted in 
the branches sales cannot be 
made. Any improvement in the 
distribution system, therefore, 
must have far-reaching long-
term results, giving greater 
profitability, better job security 
and higher earnings. 

Parallel with these three objec
tives aimed at improving service 
Mr Hoyer Millar has been deve
loping the professional skill of 
his managers. He firmly believes 
that the more managers know 
their job thoroughly, the more 
they know the services they can 
call upon, understand union 
agreements and union methods, 
and achieve good relations with 
their team, the more they will be 
respected and get results. 

To achieve this he has been 
running at a Bournemouth hotel 
a series of training weeks, fami
liarly known as 'Management 
75'. By the end of this March all 
junior and middle managers had 
paid their first visit. 

They had been made aware of 
what the distribution system 
costs, and how they could make 
their own contribution towards 
reducing overheads. They had 
been reminded of the import
ance of setting people targets, of 
judging by results and, in parti
cular, of involving people by let
ting them know what is going on 
and giving them a say in what is 
their legitimate concern. 

Greater economy through Duy-
ing bigger packs was one of the 
reasons behind the marked 
growth in sales during the year in 
the home-freezer section of the 
frozen foods cabinet. Sales of 
fruit and vegetables, fresh chilled 
turkeys, and wines and spirits all 
showed increases. 

Our new German wines, mar
keted under the Schlossburg 
label and the French Vins du 
Midi were particularly success
ful. Over 70 per cent of our 
supermarkets now have licences 
and this side of our business has 
grown particularly fast. 

Another important growth area 
during the past year has been 
vacuum-packed Wiltshire bacon, 

Mr Hoyer Millar regards 
labour relations as a science 
rather than an art - often a much 
neglected one - but something 
that can be studied and learned. 
It is because of this belief that he 
has been tackling the difficult 
problem of making people's 
work - often repetitive and bor
ing - more enjoyable and conge
nial. 

There have been other more 
tangible developments on the 
depot side, too. An extension at 
Basingstoke has added 10 per 
cent to its floor area, enabling 
returns to be dealt with more 
efficiently. Even more important, 
it has made it possible for more 
stock to be moved through the 
depot, resulting in a reduction in 
overheads. 

Present depot policy, indeed, is 
to get more goods in and out of 
existing premises rather than to 
build new depots. Similarly, 
there has always been an em
phasis in the depots on flexibility 
of working methods, rather than 
a dependency on expensive and 
immovable machines. 

Increased throughput, as the 
Americans call it, was the reason 
for the introduction during the 
year of the first dozen new 41 
feet long vehicles. These have a 
33 roll pallet capacity compared 
with the 27 pallets of the largest 
vehicles previously in use. 

'The future depends on our 
ability to manage the depots effi
ciently,' says Mr Hoyer Millar. 

'I believe that in 1973 the cost 
improvement programme will 
become a reality.' 

nearly all of which is now being 
sold in this form. Unlike some of 
our competitors, who charge a 
premium for the vacuum-packed 
products, we have been able to 
sell at retail prices comparable 
with bacon sold loose. 

Mr Barnes feels thst one of the 
highlights of 1972-73 was the 
dinner given at the Savoy in 
London last October to the com
pany's suppliers. This was, in a 
sense, a follow-up of the very 
successful banquet for suppliers 
which formed part of the com
pany's centenary celebrations. 
Sources of supply will, of 

course be very much in our 
minds in the coming year now 
that Britain has become a mem
ber of the European Economic 
Community. We already import 
considerable quantities of fresh 
fruit and vegetables from Com
mon Market countries, and any 
change from traditional suppliers 
such as South Africa and Austra
lia will depend on whether alter
native EEC sources can match 
them for quality. 

The year ahead will unques
tionably see more changes in our 
stores. As they increase in size so 
we shall have the opportunity to 
offer the customer a greater 
choice including more proprie: 
tary lines side by side with our 
own. Not only will the customer 
have a wider range of existing 
lines to choose from, the range 
itself may break new ground. 

Timothy Sainsbury 

When in April of last year, the 
company opened its new branch 
at Bretton on the outskirts of 
Peterborough it had achieved for 
the first time all that it wanted 
from a planning point of view. 
Here was a store of 25,000 
square feet sales area adjacent to 
a car park for 600 cars, all on one 
level, ensuring the maximum 
economy of operation. It was the 
culmination of many years' ad
vocacy of 'edge Of town' sites for 
district shopping centres instead 
of cramped positions in the 
middle of towns. 

It was because the company 
considers the location of stores 
having these facilities so impor
tant that it sponsored a confer
ence at the end of September for 
county planning officers, mem
bers of the academic world and 
the press. Held at St John's Col
lege, Cambridge, under the in
dependent chairmanship of 
Professor Peter Hall of Reading 
University, it had among its 
speakers Professor John Allpass, 
director of the Institute for Cen
tre Planning in Denmark; the 
company's chairman, JD 
Sainsbury: and Timothy 
Sainsbury. 

JS wanted to bring home to the 
audience the enormous benefits 
that can be gained from loca
tions such as Bretton (which was 
visited); and the greater safety 
and comfort that could result for 
the customer was illustrated by 
showing a 'horror' film of what 
happens when things go wrong. 
This showed typical incidents in 
a multi-storey car park when a 
shopper, laden with 25 lb or 
more of articles, and often ac
companied by her children, has 
to cope with stairs, ramps, doors 
which open the wrong way, and 
lifts which are too small. 

Mr JD stressed the failure of 
planners to realise the conse
quences of growth in car owner
ship, and said he believed that 
the approach to the problem of 
planning for the future should t>e 
similar to the Sainsbury philoso
phy of keeping the best of the 
past while making the most of 
the opportunities of change. 

Professor Allpass sadly com
mented that 'every time you see 
people renewing old existing 
centres they are, in actual fact, 
destroying it". Mr Timothy put 
the company's case in a nutshell 
when he said that edge-of-town 
stores were cheaper to build, 
cheaper to operate, and offered 
easier access for large delivery 
vehicles, saving money and redu

cing the number of vehicles 
needed. 

We were the first multiple, in 
the early '60s, to press the need 
for adjacent car parks. A satis
factory solution to the problem 
of good siting and good car park
ing is paramount to the success 
of our business but it is a struggle 
to get planning permission for 
positions away from the accepted 
high street. 

Siting, of course, depends on 
the size of a community. In a 
small town people live near the 
convenience goods centre. In a 
large town or city, where shop
pers come from a wider area, it 
makes communal good sense to 
build at the edge. 

The store at Bretton did more 
than break new ground in its 
location for it contained many 
features which were a departure 
from our traditional layout. As 
the size of our stores has in
creased (Bretton is half as large 
again as Croydon which in its 
turn was half as large again as 
anything opened previously) so 
modifications have had to be 
made to store design. 

Spotlighting has been used at 
selected points and there is more 
colour, not only on the walls but 
on the hanging signs. The layout 
is more broken up, some count
ers running at right angles to the 
others," and use has been made 
for the first time of the shop-
within-a-shop idea, particularly 
for butter, dairy and cheese, pro
duce and wines and spirits. A 
part shop-within-a-shop atmos
phere has been created over the 
counters where meat is sold by 
lowering the ceiling. 

From 1966 to 1969 we opened 
200,000 extra square feet ol 
selling space. Our rate of growth 
now has increased to the point 
where our sales area is increasing 
by this much in a single year. 
Store development is so fast that 
some of the first supermarkets 
we opened have already been 
replaced by larger second 
generation stores. Over 90 per 
cent of our business is now 
through supermarkets. 

In the coming year we shall be 
replacing more counter service 
shops with new stores and ex
tending existing outlets. And we 
shall be pushing further north
west when we open a larg« 
supermarket at Telford New 
Town, and moving further west 
when we open at Taunton, and 
Bridgwater. If all goes well, this 
time next year we shall have an 
equally good story to tell of ex
pansion and innovation. 

Not all problems Joe Barnes 
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Growth brings new needs and opportunities 

The year has been more than 
usually difficult, with' legislation 
by way of the Industrial Rela
tions Act and Incomes Policy 
setting constraints on relation
ships between the company and 
its employees, says Roy Griffiths, 

The end of October saw the 
completion of one of the most 
difficult human relations tasks 
for many years - the closure of 
the Blackfriars factory, affecting 
almost 2,000 people. This had 
first been announced nearly four 
years ago, but in spite of the long 
period between the announce
ment and the completion of the 
operation the closure had taken 
place remarkably smoothly apart 
from a period of labour unrest 
back in 1970 which had, as Mr 
Griffiths puts it, 'helped to clear 
the air and resolve not only mat
ters in which employees required 
assurances during the rundown, 
but also a number of inter-union 
difficulties.' 

The company provided a num
ber of opportunities for employ
ment elsewhere in the business 
although not all of them were 
taken up. In addition extensive 
interviewing facilities for em
ployment with other companies 
were arranged. 

Well over 100 people were of
fered employment with our asso
ciate company in Haverhill, Suf-

When employees read in the 
press last October that the com
pany was 'going public' many of 
them must have wondered why, 
and what effect it would have on 
the running of the business. 

Simon Sainsbury, who has had 
to deal with much of the detailed 
work in connection with the 
decision, says that there were 
three basic reasons for it, some 
personal, some commercial. 
Firstly, the family felt that con
sidering the present size of the 
company, one of the largest 
privately-owned in Britain and 
fiftieth in size of turnover of all 

It is natural that the opening of 
new branches, the increase in the 
average selling area of our stores 
and the extensions to old stores 
(often more than doubling them 
in size, as at West Wickham) are 
all very much in the forefront of 

folk, but they did not all accept 
as for many of them, particularly 
women, who lived locally near 
the Blackfriars site, such a move 
was out of the question. 

For those who would finally be 
redundant the company were 
determined to ensure that good 
redundancy and separation pay
ment terms were available, and 
by the time the whole operation 
had been completed over 
£1,000,000 in redundancy pay
ments had been distributed. 

Mr Griffiths does not feel that 
becoming a public company will 
in any way affect employees' 
attitudes to the business or their 
daily routine for during the last 
few years the company, because 
of its growing size and turnover, 
has had more and more to adopt 
a large company style of 
management, with greater em
phasis on such matters as budge
ting and financial control. 

This in turn has meant that all 
down the line people have had 
responsibilities more clearly 
defined and, in fact, have had a 
clear responsibility for financial 
performance. 

One outcome could be that 
there will be more comment in 
the press, particularly on the 
financial pages, but this Mr Grif
fiths regards as healthy. Good 
financial performance is neces-

UK companies, it was no longer 
appropriate for it to remain sole
ly in private hands. 

Secondly, going public will 
make it easier for the company 
to raise funds for further expan
sion, though Mr Simon stresses 
that the company is not short of 
cash at the moment. 

Thirdly, the decision will en
able both staff and customers to 
participate in the company's 
future by buying shares. 

As far as the effect on em
ployees is concerned, Mr Simon 
emphasizes that this will be 
negligible. The business will not 
be run in any way different from 

our thinking about the past year. 
The 13 branches opened in 

1972-73—Arnold, Bretton, Cam
bridge, Corby, Fulham, Central 
Luton, Kingsland, Kings Lynn 
Newbury, Redditch, Stamford 
Hill, Watford and Woolwich -
accounted for no less than 
200,000 square feet of additional 
selling space. The eight exten
sions of existing stores, at Brigh
ton, Camberley, Cheltenham, 
North Cheam, Welwyn, Wem
bley, West Wickham and Wol
verhampton, added another 
25,000 square feet. 

The increased size of our stores 
has not only brought into 
prominence new design features, 
but has, Mr Snow points out, 
brought into greater use different 
selling techniques. 

Dump displays, once frowned 
upon in the business, have 
proved particularly effective for 
displaying non-perishables on 
the bottom shelves of gondolas 
and more extensively in the baby 

sary to make rapid expansion 
possible, which in turn both pro
vides security for employees and 
makes possible opportunities for 
employees to grow with the com
pany. 

Labour relations problems, 
where and when they occur in 
the company, are all too often 
over-emphasized, Mr Griffiths 
feels, since they are problems 
that are common to most 
businesses. Besides, any com-

at present. There will be no al
teration in the company's establi
shed trading policy or its style 
and philosophy of manage-

foods, confectionery and canned 
fish departments. 

Not only is it easier and more 
economical to fill these displays 
in this manner than to stack tins 
individually, they are more easily 
seen by the customer when on 
the lower shelves, particularly 
once some have been sold and 
the 'facing' is recessed. Likewise, 
greater use has been developed 
during the year for the new 
plinth display equipment. 

However, although some sales 
techniques have changed, our 
stores have kept their distinctive 
image and remain, as Mr Snow 
puts it, clean, cool and attractive. 

It is. significant that in the com
ing year this image will be very 
much put to the test when we 
open at Telford New Town for 
the first time next to a Carrefour 
hypermarket, only the second in 
this country. Their selling 
methods are more happy-go-
lucky than ours, but Telford is in 
a price-conscious part of the 

pany that has to get £1,000,000 of 
goods into its shops every day 
naturally lives on a knife edge. 

Labour relations problems in 
the past ^ear have, in fact; says 
Mr Griffiths, been much more 
controlled. Wage negotiations 
take place once a year instead of 
being sporadic, as had been the 
recent situation. 

Equally, it is appreciated that 
the security and high remunera
tion which employees want must 
be tied to a willing commitment 
to the company's aims. 

The impact of change has been 
particularly felt in the sphere of 
training. The company spends 
£400,000 a year on it, and this 
sum does not include the salaries 
of those who attend the courses. 

Everyone has been involved, 
from senior managers down
wards. On the retail side a single 
overall training programme has 
been developed which will in
volve employees from the time 
of joining to their appointment 
to management. The demand for 
training is so great that the for
mer staff hostel at Dulwich, now 
the central point for non-resident 
training, is fully booked for the 
whole of the coming year. 

As the business has grown (we 
now have the equivalent of 
25,000 full-time employees) so 
have the problems of communi-

ment - a point Mr Simon under
lines most strongly - and this will 
be assured by the fact that the 
Sainsbury family will retain 

country where customers are less 
fussy about standards. 

The recovery' of trolleys is 
proving to be a problem but a 
step has been made in the right 
direction with the design of an 
experimental motorised truck 
which can be driven by an em
ployee from one floor to another 
of a multi-storey car park solely 
to collect trolleys. The import
ance of recovery can be realized 
when one remembers that the 
average cost of a trolley is about 
£14. 

1972 saw the virtual comple
tion of the decentralization ol 
store training following the clo
sure of the old training centre at 
Stamford Street. It is now being 
carried out in each of the five 
areas and embraces in-store 
training and more general 
management courses at area 
headquarters. 

All branches will have been 
equipped with training boards 
on which is indicated the various 

cation. Mr Griffiths firmly 
believes that it is most important 
that all employees should be in
terested in the total- performance 
of the company. 

This was the reason for making 
the film currently being shown to 
all employees, and for the publi
cation of this new-style journal. 
The film is a logical development 
of the video-tape commentaries 
by the chairman which have 
been used at annual review 
meetings during the last two 
year's. Contrary to what some 
people might think, it is easier 
for employees in the branches 
away from the centre to be 
knowledgeable about the 
business. 'The reason,' says Mr 
Griffiths, 'is that they are in the 
front line. They can see what is 
happening.' 

At head office, because people 
have much more specialized 
jobs, they tend to be less in the 
picture. The head office JCC, 
which embraces Blackfriars, 
Streatham and Clapham, has 
played an important part in 
helping to overcome this pro
blem. The primary purpose of 
the*7CC is to discuss, in a relaxed 
atmosphere, developments in the 
company as they affect em
ployees Mr Griffiths feels that 
the Sainsbury Staff Association, 
too, plays a significant role. Once 

overall control through their own 
shareholding. 
They have, indeed, no intention 

of relinquishing control. Life will 
go on' as before, and the 
actual occurrence of 'going, 
public' will be a nine-days-won
der that will soon be forgotten. 
Another point that Mr Simon 
feels must be emphasized is that 
the decision has the agreement 
and support of both his father, 
Lord Sainsbury, and of his uncle, 
Sir Robert Sainsbury. 

If it is such a good thing now 
why was it not done before? The 
answer is that there were both 
personal and commercial 

skills attained by each member 
of the staff. This has created 
considerable interest and ensures 
a higher standard of training is 
maintained. 

Apart from openings and ex
tensions the greatest changes in 
the branches have been behind 
the scenes in the increased 
mechanization of the meat 
preparation area. A better flow 
line from the cold store to final 
packing has been achieved by 
splitting the rolling cold lines. 
And there are now 99 branches 
equipped with automatic wrap
ping, weighing and labelling 
machines, an increase of 70 dur
ing the year. 

Associated with this have been 
a number of minor but cumula
tively important improvements-
the use of new steak slicing 
machines, mobile stainless steel 
bins for unpacking vacuum-
packed meat, and replacement of 
the traditional wooden butchers' 
blocks with a new and more 

very much sports-oriented, with 
a high proportion of its members 
men, it is now much more invol
ved in social activities with the 
women playing an increasing 
and indeed major role - a fact 
recognised by the recent com
pany grant of £18,000 a year 
towards the cost of social activi
ties. Looking into the future Mr 
Griffiths acknowledges the 
problem of retaining the benefits 
of the previous company 
management style and at the 
same time adjusting to the in-
leasing size of the organisation 
ind its new needs. People, he 
feels, will want to participate 
more in running the business, to 
become more involved. 

The problem will be how to 
blend the move to more clearly 
defined individual responsibility 
and the continuing need for 
speed of decision taking, on the 
one hand, with the desire of 
employees to be more involved 
collectively and to participate 
more in the running of the 
business. 

A big point in the company's 
favour is its continuing growth 
and outstanding reputation - the 
opportunity for both the com
pany and its employees to be 
progressive is a sound base for 
the resolution of any problems 
that-lie ahead. 

psychological barriers that had 
first to be overcome. The family, 
quite naturally, wanted to see the 
completion as a private company 
of the centenary in 1969. 
Coupled with this they also wan
ted to see the modernisation of 
the retail side and the distribu
tion depots largely completed. 

With this behind them they 
were able to turn their attention 
to considering the question of 
going public in more detail. The 
current economic climate com
plicates the problem of choosing 
an appropriate date for the flota
tion, but if all goes well it should 
be before the year is out. 

hygienic plastic material. Experi
ments have also progressed with 
the use of tray-washing equip
ment which could in addition be 
used for washing articles such as 
butchers' blocks. 

If successful it will mean that 
the whole chain of behind-the-
scene processes involved in 
meat preparation will have be
come fully mechanized. 

Last, but certainly not least, 
and perhaps where progress has 
been of the greatest significance, 
is the rapid extension of the 
Branch Ordering System. During 
the year it was installed in 115 
branches, so that we now have a 
total of 134 stores operating this 
very much more efficient re
stocking system. We are plan
ning to extend Branch Ordering 
to all branches during the year, 
thus completing a programme 
which means a huge stride for
ward in speed, accuracy and con
venience in the ordering and 
re-stocking of goods. 

Private into public company Simon Sainsbury 

Behind the scenes Peter Snow 
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FEATURE 
Countdown 
to opening 

The final countdown at 
Woolwich started about 6.30 
a.m. on Tuesday February 20 -
three hours before the new 
store opened its doors to the 
public for the first time. 

But the story goes a lot further 
back than that . . . to a 
gleam in the eye of the 
Branch Development 
Committee years a g o . . . . 
to a revealing set of figures 
about population trends, local 
development plans, competition 
and other factors from the 
people in 'Site Potential'... 
to the hunt for a suitable site 
by Estates Department 

The opening of the new 
Woolwich branch was one of 
the highlights of the past 
year. With 20,400 square feet 
of sales area it is Sainsbury's 
second largest supermarket -
beaten only by Bretton with 
25,000 square feet. 

In this pictorial review we 
have only been able to show 
part of the complex process 
which leads to the birth of a 
new branch. But it does, we 
hope, pay tribute to the many 
who contribute so much behind 
the scenes and seldom find 
themselves in the public eye. 

You don't have to be good at jigsaw puzzles if you work in branch 
planning - but it probably helps. Once they know the size of the 
projected branch and a few other essentials - sueh as the number and 
location of pillars - they set to work with coloured, magnetised 
shapes representing gondolas, cabinets, checkouts and other interior 
features. 

Branch planning provides a service for the planning committee, 
which eventually agrees a layout that is passed on to the architects, 
engineers, shopjiitcrs and others responsible for the building and 
dressing programme. 

Seen here are Geoff Skipper, deputy manager branch planning 
services (lift) and Jeff Simanls, senior layout planning assistant. 

Stage I is over. The site has been acquired and the decision has been 
made, provisionally, to go ahead. 

The planning committee now becomes the hub of activity. They meet 
every Wednesdayafternoon to discuss progress on the 40 or 50 
branches currently under construction or in the planning stage. Seen 
here at one of their weekly sessions are Timothy Sainsbury, who is 
chairman of the committee, with (from the left) Gcojf Skipper, 
deputy manager, branch planning services, Roy Linjield, deputy 
manager of the architects department, Bert Nurthen, branch 
merchandising manager, and Derek Foster, manager, branch 
planning services. 

Sainsbury's involvement in a 
new supermarket project will 
sometimes start with acquiring a 
freehold site. At other times we 
will take over the shell of a 
building put up by someone else. 

Either way, the architects 
department and the engineering 
division arc involved. Woolwich 
was a jilting out' job and was 
handled by Michael Dunklcy's 
group, one of three in the 
department. 

Even a fitting-out job keeps the 
architects and engineers prell v 
busy. Over£350.000 was spent 
in finishing and equipping 
Woolwich and the engineers 
alone put in 2,500 man hours 
on the branch. 

With Mr Dunkley (right) round 
the drawing board are, from the 
left, Norman Whilakcr, his 
senior assistant, Leslie Wilmott, 
electrical design engineer, and 
Bill Skellon, section head, 
engineering planning control. 

A new supermarket means a building and all its fit tings. It also 
means staff- which is where the area general manager comes on the 
scene in a big way. He's been in on the planning at an earlier stage, 
of course, but with the jilting out under way he begins to get staff 
lined up. 

Who is going to fill the key position as manager? Where arc the 
other staff coming from? What training do they need? 

The countdown begins in earnest for the A GM three weeks before 
opening when the branch is 'handed over'. Woolwich is in Archie 
Booth's area and he has a thousand details to check during that 
critical period. Here, Mr Booth demonstrates one of the 
disadvantages of taking over a 'shell', where the building is not 
designed exactly to our specifications - a staircase on which you 
could bump your head if you're not careful. 

To soften the blow just in case you're not careful Mr Booth has had 
a thick strip of padding placed on the dangerous spot. 

Choosing a manager for the new 
branch is one of the A GM's key 
decisions. He may pick -one as 
long as two years before opening • 
day so that he can be groomed 
for the job. A large branch like 
Woolwich will probably get 
someone who has been manager 
of a smaller branch already. 

Woolwich went to Edward 
Ricketts. His first branch was 
Folkestone, which he opened in 
the summer of 1970. Later he 
came up to Lcwishamfor eight 
months and then moved to 
Central Croydon for two months 
prior to Woolwich. 

Mr Ricketts has now'been 
seconded to head office for 

about two years as part of a new 
scheme to widen the experience 
of some of the younger managers. 
His place has been taken by 
Leslie Self, who has moved up 

from London Road, Brighton. 
Here, Mr Ricketls talks to some 
of his staff during one of the 
formal training sessions prior 
to opening. 

Page 6 



F1;*;' 

^ ' - • • - : : : : : " " , : : " : 

• . ' 

• • < : - K .;.• 

"» P I ' 

jj| 
Some AIT personnel for a new branch arc transferred from other 

stores: but the majority arc recruited locally. 
Each lime it's different. If there arc plenty of well-paid factory jobs 

going in the area it's tough. By the seaside in winter it's easy. 
At Woolwich it was easy. When the mobile recruiting unit turned 

up to begin interviewing there were queues right down the road. 
Reg Pcnton (on the left) organises all the local staff advertising. 

Next to him is Ellen Barber, Woolwich branch personnel office) 
A Iso involved were Jim Perry, the area personnel manager, 
and J an Weather leyfrom the area personnel office. 
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On hand-over day the first job is 
to get the place clean, and during 
the morning the 'stores'arrive -
cleaning materials mainly in 
this case. 'Stores'include all those 
items needed to run a branch, 
such as tickets, stationery, 
paint, brushes, clothes and 
kitchen equipment. 

Charlton handles the stores for 
the whole company — some i.000 
different items, and the man 
responsible for them all is 
Doug Riley. 

Between hand-over and opening the operations planning manager 
from the depot visits the branch to discuss deliveries. He makes 
several visits during this critical run-up to opening in order to see 
that goods keep coming in at the right time. 

Woolwich is served by Charlton depot only a Jew miles away, where 
Derek Pellet (right) is operations planning manager. With his 
deputy. Jim O'Condcll (left), he talks to Barry West, the 
central display specialist responsible for seeing that all the products 
arc in the right place by 9. it) a.m. on opening day. 

After the stores come the 
products. In a large branch such 
as Woolwich that means some
thing like 4.000 different lines, In 
the three weeks before opening 
Charlton moved about 500 roll 
pallets of food from the 
warehouse to Woolwich - and that 
doesn't include the direct 
deliveries from manufacturers or 
fresh fruit and vegetables from 
Hoddcsdon depot. 

This view of the warehouse Jloor 
at Charlton shows only a small 
part of the vast six-acre depot. 

Some jobs can only he done in 
the early hours of opening day: 
filling up the produce shelves 
with fresh fruit and vegetables, 

for example, or pulling up a 
'special offer'poster. 

By 9.30, incredibly, everything 
is ready. The queue of customers 
stretches dozens of yards down 

the road. Some of them have Seen 
waiting for over an hour. 

JD Sainsbury (right) steps for

ward with the manager. Edward 
Rickctts (left) and at last the 
branch is in business. 
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Branch Openings in 1972/73 
Financial Year 

Sales Area 
Arnold 
Bretton 
Kingsland 
Newbury 
Luton Central 
Cambridge 
Corby 
Stamford Hill 
Kings Lynn 
Watford 
Woolwich 
Redditch 
Fulham 

(sq. ft.) 
10,800 
25,457 
13,885 
12,917 
17,550 
11,400 
10,501 
13,014 
15,350 
15,350 
20,400 
14,765 
12,938 

Branch Openings planned 
in 1973/74 Financial Year 

Langney (Eastbourne) 
Orpington 
Hitchin 
Swindon 
Bridgwater 
Wood Green 
Oxford 
Dudley 
Stratford 
Swiss Cottage 
Waltham Cross 
Edmonton 
Telford 
Letchworth* 
Bletchley 
Taunton 
Christchurch* 
Sutton Coldlield 
East Grinstead* 
* These may not opt n 
in the 73/74 period. 

18,568 
14,040 
12,185 
15,500 
13,132 
19,138 
13,200 
17,485 
14,100 
10,850 
16,500 
15,980 
25,790 
14,100 
21,700 
14,639 
12,917 
19,676 
16,469 

Two newdepartmental directors 
have been appointed. Len 
Lewis (above) takes up a new 
post and will be responsible to 
the director of branch opera
tions, Peter Snow, for trading 
matters within the division. He 
will be succeeded as area general 
manager by Ken Wood 
'Robby' Roberts becomes de

puty director of the grocery divi
sion, responsible to Gerry 
Grind ley for the day-to-day 
operations of the grocery buying 
departments. 

A man of remarkable talents JD Sainsbury pays tribute to Max Justice on his retirement 

On May 5 1930 a young 
William Maxwell Justice was en
gaged as a junior clerk in the 
retail sales office. Even in those 
early days his potential may well 
have been recognised in that his 
first company records show that 
his salary of 21/- a week was 
slightly in advance of the general 
running rate of the time. 

His association with the meat 
department which he served so 
long and so well followed fairly 
rapidly, as he was transferred, 
or got himself transferred, to 
this section in less than a year. 
This move - whoever's choice it 
was - was probably due to the 
fact that the meat trade was part 
of his family background, and a 
very wise choice it turned out to 
be. 

'Max' Justice, as he has always 
been known, quickly made, his 
impression on the department 
and he was appointed a junior 
buyer in 1936 at the young age of 
23, when his association with 
Smithfield market - with its 
tradition of early mornings and 
steak for breakfast-began in ear
nest. 

This followed a period spent at 
Tiverton with the late Lloyd 
Maunder (whose company had 
supplied pigs and other produce 
to JS for many years - and still 
do) to gain first-hand practical 
experience in the slaughtering 
and marketing of livestock* 

Between this time and the early 
war years he understudied Joe 
Gregory, the head meat buyer, 
who was one of the best mentors 
he could have had. After five 
years' service in the Royal Artil
lery, part of it spent in West 
Africa, where, so the story goes, 
he was sent in error (as a result 
of a mistake in the Army's 
punched card system!). Max Jus
tice returned to Blackfriars as 
personal assistant to Fred Salis
bury. 

He became closely involved 
with not only the meat depart
ment but also with the poultry 
department under Mr Alan and 
in 1952 he took over the day-to-
uay running of both these 
departments. 1954 saw the end of 
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meat rationing and controls, 
enabling JS once again to put its 
tradesmanship to use m methods 
of cutting and presentation. 
WMJ's expertise played an im
portant part in the re-appraisal 
and re-education that was neces
sary after years of controlled cut
ting and pricing. 

Until that time all poultry - in
cluding Christmas turkeys - was 
sent to branches 'rough plucked' 
and the tiresome and dirty 
business of trussing was com
pleted at the branches. Game 
was sent out 'in the feather' and 
had to be both plucked and 
trussed before sale. 

In 1952 Mr Justice noted the 
first small signs of the develop
ment of an entirely new ap
proach to the poultry trade and 
went to America to investigate. 
He returned, practically 
breathless with enthusiasm for 
what he had seen, even though 
this differed from the system 
which was being developed at 
our East Harling poultry depart
ment at the time. 

He was also convinced that, 
within a few years the poultry 
trade in this country would be 
revolutionised. He quickly be
came a most powerful advocate 
of what soon became known as 
the 'broiler' and realising its 
potential, successfully and rapid
ly steered J.S Jo a leading posi
tion in this trade many years 
ahead of the competition. JS 
were virtually the sole sellers of 
this type of poultry for a number 
of years. 

Of all the revolutions in the 
food trade over the last 20 years 
this must certainly be rated as 
one of the most dramatic and, by 
reducing costs, and by moving 
the preparation work from the 
shop to the factory, made way 
for an undreamt of increase in 
the poultry trade in our bran
ches. 

Doubtless, in Max Justice's 
recollection, the year which 
probably gave him his greatest 
satisfaction was 1959 when, after 
29 years of service with the com
pany - in which it may be noted 
he never had a day's absence 

At a farewell parly on March 7 Mr Justice was presented with a pair of silver-gill pheasants. He is seen 
here with his wife, Celia, and the chairman. 

through sickness-he achieved 
an ambition he must always have 
cherished: he was appointed to 
the Board and in fact was only 
the third 'non-family' director to 
have that distinction. 

The egg department was added 
to his responsibilities in 1961 and 
he did much in the following 
years to develop modern handl
ing and marketing techniques. 

In 1970, with an eye to the 
future, he was responsible for the 

negotiations with Spillers to esta
blish the associated company, 
Sainsbury-Spillers, and was its 
first chairman. 

In 1965 he took over responsi
bility for the Scottish farms, a 
duty which gave him immense 
satisfaction, culminating in a 
most remarkable year in 1972 
when the Kinermony herd vir
tually swept the board of 
honours in every show in which 
it exhibited. I am delighted to 

say that his active interest in the 
farms will continue, hopefully 
for many years. 

Max Justice has had, as anyone 
in JS would readily acknow
ledge, rather more than a full-
-time job - even by JS standards 
- and has spent very many hours 
outside what are normally con
sidered 'business hours' working 
in the company's interests. In 
spite of this he somehow found 
time to sit on many trade and 

Govern mem organisations. 
TO mention just a few - he was 

for three years chairman of the 
National Association of Poultry 
Packers (now the British Poultry 
Meat Association) and served as 
a Council member up to the time 
of his retirement. His services to 
this body were recognised by a 
magnificent illuminated address 
which was presented to him by 
the association on his retirement. 

He was also for a number of 
years a Council member of the 
Federation of British Poultry In
dustries (now the British Poultry 
Federation) and supported his 
egg interests as a Council mem
ber of the British Egg Asso
ciation and served on the Com
mittee of the National Egg 
Packers Association. Added to 
all this, he has been a Council 
member of the Institute of Meat 
for many years and, for three 
years, a Council member of the 
Aberdeen Angus Society. 

It is easy enough in a tribute of 
this kind to enumerate a person's 
responsibilities and activities. 
This I have done and in doing so 
perhaps I have given some indi
cation of the really remarkable 
contribution which Max Justice 
has made to the company's 
progress in the years he has so 
unstintingly served it. 

It is rather more difficult to do 
'justice' to the overall contribu
tion he has made to the growth 
of the company and its goodwill. 
Those that have worked with 
him or near him know exactly 
what debt the company owes 
him. 

His tremendous energy, enthu
siasm and remarkable talents - a 
shrewd buyer and a wise coun
sellor - have been channelled en
tirely for the benefits of JS - a 
life-time's work which has been 
admired and will be long 
remembered with gratitude. I. 
and a great many other people at 
Stamford House, will greatly 
miss him. 

I am sure you will all join me 
in wishing Max Justice and his 
wife Celia a long, a happy and 
certainly a richly-deserved 
retirement. 
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