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Managing director, Julian Millett
isin of the chairman, agrees. "As a
visual aid accessing factual database
t can be invaluable in reaching the
f pressure decisions that can
make profit out of particular situations
It also helps us to see clearly the way
> OVE picture of the business is
going in, say, October, enabling us to
prevent a potentially difficult situation
n. say, December, a peak selling
month,” he said. “We can see a
pattern developing early on in the
cycle.” "We can look at that picture
from two different angles,” he added
n take a broad company-wide
can look at a particulé
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shop, or line of stock that might be
presenting a problem, or doing
particularly well." There's still room for
the gut-feel decision. The retail
business, according to Julian Millett
geared up to intuitive feel But
nowadays that gut feeling is ‘grafted
on to a more accurate base of
nformation

Before the videotex system was

istalled the information was just not

.w;umm; he said, ever H,(uu;h they
had computer printouts. These were
both difficult to interpret and, by the
time they reached management were
historic and of little practical help in a
tast-moving business like the retail
trage

Milletts installed its videotex
System some two years ago on a
modified R1800 computer that it put in
to develop its computer systems
n-house in 1979 after several years of
operating through a computer service

bureau

S

A

AN Interesting commentary or
the success of the installation is
provided in the fact that the initial
interition to run the new systems in
parallel with the Hoskyns bureau
service for six to twelve months was
quickly ned Parallel running

in fact, was abandoned after |ust three
weeks when Milletts felt confident

ADanc«

enough to cancel the bureau contract
Videotex came into the picture
when Matthew Poray. the group's
tribution
lirector) had attended ROCC's first

omptly
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His report was with the board
for six months while the idea
germinated, but once it did take hold
Um'l(’;&‘ moved very quickly

"We felt that if people
could see that the
directors were using the
system, it would
encourage others to use
it in the normal line of
activity”

The first priority was to get
videotex 3\/&: into the two ‘absolutely
vital' operational areas of the business

the buying and the distribution
offices. Once that had been
accomplished management decided
that it should also get directly involved
with the system. “We felt that if people
could see that the directors were
using the system, it would encourage
others to us it in the normal line of
activity,” said Julian Millett

More recently a videotex TV set
has been installed in the warehouse
tor use in forward planning and other
stock applications, bringing the
number of installed sets to four. A
small number perhaps. but the four
sets are worked by much larger
numbers of people. In the buying
office. for example, all four buyers
operate around the one set

There are no firm plans to
extend the system currently, but there
is an open attitude to the benefits that
can accrue from the application of
technology and the Milletts foresee a
place for videotex in their stores of the

S being accessed by

videotex installation at Miltetts

future. Branches have already
a healthy interest in the
systems and see the : M\p
having a direct link that v )€
them to have immedi nv information
on their own particular situation

Milletts” computerised st
distribution system provides most of
the raw data, taking up roughly 90 per
cent of the computer workload, the
other 10 per cent being accounted for
by financial systems

The unit stock system revolves
around Kimball tags which were
introduced along with computers ir
the early '70s. Their use allows Milletts
to control the movement of stock to
branches right down to what Matthew
Poray de (,‘Hth as the lowest
common denominator. “Every single
merchandise product — and there are
approximately 2000 different product
lines — and every singie colour
avallable in that product line is
controlled at size level,” Poray
commented

shown

. ROCC’s willingness
to ‘tallor a system to suit
our business’ . ..”

ROCC got involved afte
had decided to move its S
in-house from the Hoskyns bureau
service in Birmingham. Looking back
on the decision, Alan Millett recalled
that it was ROC
‘tailor a system to suit our business
that won Milletts' confidence. “We
looked at various installations at tf
time and the attitude of the larger
suppliers seemed to us to be: this is
the system, your business |
fit the system,” he commente

The cooperation Milletts has had
from ROCC mu* 'h(’ decision to
install the R18 ricomputer and
the service tud« up, he said, had
been ‘quite fantas r

Milletts is now adding to its
original, much modified system with
an R2800 Telecentre. This is needed
to cope wm' a major (}r(m;l -w“w ion
following the Takeover of Wakefie
Stores (Mu,ﬂ.;m(_m Limited, a chain 41?
53 stores in the same line of
merchandise as Milletts — ‘friendly
competitors’, as Alan Millett puts it
They join the Milletts chain
shops that cover the country from
Aberdeen in the North East to
Plymouth in the South West and from
Glasgow in the North West to
Maidstone in the South East

The Wakefield acquisition
happened on September 3 1984 and
will bring the Milletts turnover up fron

C's willingness to
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Alan Millett: Driving
force in leisure retailing

At 56, Alan Millett still talks with
staccato energy about the business
of leisure retailing which is
synonymous with his family name
When he left school at 18 to join
the business his father founded in
1918 it was to work alongside his
brother

Together they took the Milletts
shops from nine in number to
nineteen. There was a generation
gap between the brothers, however

a difference of 21 years — and

Alan Millett decided to branch out
on his own and started with one
shop in Richmond in 1951. He had
built that up to 33 shops when, in
1964, he and his brother decided
to come together again and the
brother's 50 shops effectively came
under the umbrella of Alan Millett's
company with a merger being
formally sealed in August 1966

At that time Milletts was
operating from a head office in
Twickenham with warehouses in
Twickenham and Manchester. A
firm believer in the merits of
centralised control, however, Alan
Millett looked around for a new site
on which to base future growth. He
found it in Northampton, a few
minutes off the M1 and the national
motorway network and close to the
centre of the country and Milletts
moved in to its new head offices
and warehouse complex in August
1973

The next major building block
in the Milletts growth plan was the
move to go public which took
place at the end of 1978. The
Millett family continues to hold the
majority of the shares — 63 per
cent, in fact — and remains at the
centre of things

It's not in Alan Millett's nature
to do otherwise. His interest in
retailing remains as sharp and as
involved as ever it was and he
continues to look for new ideas. He
was the one who burst into
Matthew Poray's office one day
with the news that he wanted the
ROCC videotex system and he
didn't want to be kept waiting for it
either
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