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fﬁuwTINg'uP~ALngaLm&,AnvlsoﬁﬁNETuoRK

A fnrcticnin? netwsrk of. dealerq at all
salos 1Pvels ol an &rea, & re?ion, or a comn&ny &ith
'markstin? sperationb haq purp0%e§ other than the
;practice oi public rplntionq. )uchfa netwcrk briﬁpq'
 &8&1€?3 cleser to the ﬂoﬁpany threugh the very fact
cf ifs exiqtsnce anc the nature of its meetings; It
- Fives cdealers a chance to know one’drbther,kto exchange
jideas,‘to compare their operations witb those of |
dealers in the next tovm, the next state, of in distant
part df their own or neighbouring atates, It also
satisfics a basic humen nced of dealers‘;~that éff
recognition for their efforts~andkprovidéska séfety
valve to rélievé then of frustrations, misconceptions,
and & sense of beins kept in the dark which often

regults from solitary,kséeminglyfunapnrecisted;effort.

Phree fundamentals concernlnv the dealer

network Ehculd ‘be censidpred. They are.i

kithe,dealprs wha arefmembers of the‘ﬁﬁ‘

f[organisation“have as‘their function purely
= advisory duties, not infrinving an any

manasement reqpensability‘\~




’3f2) the n@twork PXﬁPnd°‘fPOF thﬂ baQic - k,
’~~fleve1 af qalev in the field up Bh"ough ell
'intrrmadiate levels anc to the hivheqt
sales level  of the comnanv';and
3) Fach“of theee 1nvnla bm 11nkvd by
rlndividual denlers holcinr memb(r<hip on at
‘least two levels, 50 that therr i"'diroct

vertical communication, thrgughout the ngtwnrk,i7'
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“lk
e The hiﬁhest sales level ia that which is
‘dlrectly concernrd with top management. Here salas SR
~ orders arc made directly to head office either throuch LT
',the phone ‘or direct perqonal contact.,fualeq h@r@ are
made. in bulk and are delivgred by the comnany s fleet of;f{j e

KRR & & ‘ffgm °caDaa;gr Qusineq« D@vengm@ng,j  _,,  
. Gsso lr ing manual RNew York. | R |




Abeve i‘ an ‘x“mP19 Of de?lﬂr nrtwork and ?fFV5777

'ii?frcm the illustr&tion it can be qeen that it}émbeﬁips
';auite a bro~u area ‘of onerations V lhp network covers
worth vriwk, wedah, Ferliz, ienans ard'PrOViﬂCE“
Wellcsley‘anﬁ #11l there areas ar&—ci?id&d:inﬁé'a; |
a !1v1rrct bealer Hoard and evaral dralor bosrds.1 Ther"
~;Lj°tr5ct Doal@r nnard 1ﬁ mainly aaviéary ir oneration
1anf 1r tbln cage, h“r~1t~ ﬁﬂaﬁwu*rfﬂvr Rig Innh lt
i pﬂfﬁ]v acceﬁeiblr to deal*rv anﬁ it va:rta?nﬁi'
éirpct'iing ofrggm 1ricw*§ar vjrh thp ra#?o“q ef ﬁrfb
Felaye. ZA?»it is ﬂainly 8dV1¢9FV'ir natura' it pasééé
on cownﬂny ﬁOl‘CJ“S to tho ﬁee]erf wat; rhnm it
trans scts buﬁine 38 and iL receiveﬂ anp]ajnts and
suwﬁewfious frbm them too. The sales territory
boards cover a snaller field ard inthese'bcards;
company representatives are maihly the salesmen in the
field. These salesmen maintain dirert cont&ct with
th@ cealers vho mnet revulsrTy to exchanee ideas
and role nlians fnr nu*lic relations ﬂff1v~tvn ‘ In
the Zorth aalﬂya listrict, hsalor Advisnry Doard
nestires arﬁ‘hﬁld'ﬁnnuéllv»in Inoh anc thh*h are

uvu%llv nrﬁvide% ovnr by comp any “@nrfﬂrntﬂtives.

§ e %”concgrned; 1~peec in thas rQQDQCt i 5af vital




"  i§imD°Vt‘n¢' t° the com DanY"for axsmnle, in an' fﬁil'* B

”37~jffaﬁvertiqinﬂ campai?n, it is iﬂbe?ﬁti#@”bhat all

1 ~dea1ers in the qale- territoriea act qimnltaneously,
otheriivo comnetitors will auwckly 1rtrndnc9 countpr o
: actionvlb
RN ﬁt the n&t;anallevel ;?»tardvrd Lalavn
'Ltﬂ. is divid@d intn fﬂur diqtrittg. Thpy arp.‘f‘~ "“
, 7 i)rruozth %alaya Izﬂtrlct - NF; | - »
 12)bentra1;¥sLayn listrict - CPL o
'3) sast izlaya li.,t,ricti w |
| ‘L) 'uouth Lalhya 11strict - Sk
ch o. ‘Lc e districts apein is aub-aivia@d 5nto
‘areas #nd in North Halaya bistrictztherc»are‘two
ércas:\ | |
1) North Area, and
2) South Area.
In erch of théne~arens,‘the dealer outlets are
claﬁsified 1ntb‘three tynes:
1) Service Stations.
2);Fillinw'3ta£iuns.
©3) Curb Pumps.

A service station is highly capital intemcive

,,,31n Lhetfdfﬁ of advertisin: campaigns too. These

arekintroduced to neutralise camnetltars campaiwna.'. f;‘ '
; en in falaya %hell gnd .50 enrage in this tac*ir

*“These actiens from campetitcrs are mainly‘- Ak




> f3and it ia mninly found 1n urban arras. The dewrea

;f;ﬁ  uf capitallzatienl7 dependq Gn thf arioa 0 :1énd )
{ ?,loca1ity and tybo of eouinwent. Tha functionq of a
’ks¢rvice station 1nclude qsrvzcin ofkmotorévehicles,

some minor repairﬁ and f1111n~; whereaa a fillinz

statjon dopq not de servicin“ but maiﬂly en?a#ps in
 the %ellinn of ?aqoline. A curb~pump is qtstioned |
':17_iat the five-fbot way and thp de&lFr takes thﬁ sellin?
faf Faqnline chiefly as a secondary activity. ;Gfﬂ

';pr¢ﬂt@qt iwportancr are the serv*cp atatjens and

‘fthe company is particularly 1ntere=ted in th@ dealerq
whe run them.i' | |

| Given brlow is a list of dealer netvorks |

which shows at a al&nce the immenqe area Lsso onorates

in. lts task in developin~ a company»dsaler network
~ig of tremendous importance and as such‘the company
has developedla vefy well coordinated and efficient
‘teamwork to put forth effectively its policies and
1deas. This teamwork consists of the company's

top pﬁrconnel as well as ‘its workers in the field
_the qaleqmen, towether with the co-cperation of o

dealﬂrs.v“,;

£ 1‘57¥00nqtruct;pn ag g o. ,gta L Outlets, Esso Standard = BERNT
- Malaya Ltd., December 9, 190 11 éates are qubjaet 30 'ﬂ,,m~~
57ehanve due to fluetuation of market nrices.~jy5, | |




Easofietail Om:letf* in Inalal_m
,‘,'M‘D - fig,. af ..q_ tlets |

 fﬁNerth Arqg;ﬂ |
S@Pvice Stations %V‘IB
Filline Statisns - 18

| Gurbeowmps - 19

e 50“

ﬂut of the thi”ty-one or*ic» anﬁ fﬁllinp qtatian

| "LS% of thf‘ dealer 81‘6 Absentee i)ea}_gﬁlg a!f';d 5)}” 
20 o , SRR :

‘ar@ Porg;p" Dealers.r
sgm,h A.r_aa:- P g
Gervice ‘tations  ‘j& 18

Fillihg Stations | Q' 17

~ Curb-pumps - 16
| | o

ut of these thirty-five service andifillingkstétiona,

374 of the dealers are Absentee Dealers and 63% are

| : '1;«_18‘ B | |
B 7 See usqo, ‘List of hetail Outlets - Dsso
Standard Malaya Ltd., 1956‘ , o |

R ?heée are dnalnrs who do not onerate the S
| gjﬁstatjonsj,hGMSﬁlVGB.GV1hey enﬁaye‘naid worker" tc onerate ,'”“

Sl c alers wcrk in their %tﬂtior« as
Runnin ;their etatienq iq the chief activ:ry




e ‘uu L

gﬁn - Na.,of oaglg;s (mast Cqut Af‘a)

e  Service stations -3
Filling;staticng - 10 f  ?
Curb-pumps =4

,  17;>i

-

| g ﬂut 05 thaae 11 vervice a:c filllﬂ*'sfatiOPQ, 69%
: of the Céalsrc are kh@antgg bealegg and 31ﬁ‘are
torkig" 1@&1 S |

‘7@'17- :n. QI ﬂ_t,lm

wfuarvice st?tjona,;:,‘— 32

Filline ‘stetions - 2&
Curb-pumps =20
| 76

Out, of these 56 aé?v1CQ‘énd fillineg atatiohs; 384 of
the dealers are éggggggghggglgrg and 62» are
horking bsagwﬂg | |

At nrpapnt there are 2&7 outl*tqzlin Falayn'ahd

the connany haq ahoui tho sare numbﬂr of’dealera, tco.

,‘FrOr thi 1ist of retail outletn it can be seen

ﬁci‘ir'thc

Bre:
: followir~ T

ccmnany q exmnqion n"ggrdmme’ R




ot hat ns«a's inf?nwrcp ie fp}t ir almnqt ﬂvery town

{;f;and villawa in Falaya.' &h@r* thiﬂ influﬂnce canrct bei? ;}¢

ﬁirect1y~exercised.by the<campanygs-reﬁrgsgntatives, ‘
850, throurh i1 corparv-dealer relatian8 preHramme,
jmkes usn of the denler: as intermediaries to make its
fbranﬁ name baffpr kno ‘a@'thﬁ,férvet mnrket.«;Howk |
'arp danlerq counselled to act as 1n%armndjnr1e§ fnf
thﬂ'cﬂﬁnaﬂyz In u%iﬁ resnoet the rass ot awnroach
13 utilised and qaleaﬂor nre sent out to visit tatiors,

revulsxlv, nnt. mﬁlv to itcrﬁaae ﬁaleq volumﬁ% but

N .
A -,
paaadii RPN

also to aﬁvxqg ard heln ‘dealons. in. §3§§§isin? th@ir
nrofit«. in the course of their duties these sales
repreéenbati?es nf thu:company make‘carefulwstuaies

of the dealer's situstions and then pass'on inforﬁétior
to heac ouarters where nolicies and plans for
jmprﬂvempnt'are formulated. 1n all, Ssso Standard

S aElayn L;d. to-day has twenty sixz?‘salesmen of which:

8 are in D

7 in Cr.L:
5 4n i, and

: : ~jfhiq number ia nncrﬁaqinw fow at Dre"ﬁnt
aix marketin* trnineea are undpruain* trninin?.



_!Ml(g‘ AdViQOr‘r (yr‘mvn iﬂ Cqmnaﬂy-f)eqlg_t_k 1qf;rmg_.:
: Inq far*itory Egmel‘ o | o -

0 .ach valﬁq 1nrritary e 1~r Advizory Board
iw mads up af‘a_"mn zovtntive rroun Gf five or Six
denlvrq an mpnharshin s choqer hy th= biSuTiCt Lales
| uh*rvian. _This,i: <3r~ a7 as to reflact tha differert;

 tyﬂeq ﬂf existin*‘ounlwte “6mh@rahip of the ;alﬂs
‘isrri*ory ¥aﬁ1nr Aﬁvi ry Dasrds 1sjchn1yad'aannally5
ghué’in a foyv: yorra pach dvaler in tha térritcry w111 
have 'a’ c:hmé't:é £ar 5%&”301’193 ranrsent ’tim,; f*iéﬁbﬁ?rshié
on th bnards, after the fiﬁ«t dealur wrcvn has
“qerveﬁ ita‘nerm is 2155 subject to quch‘qualifBCﬁti}Ln
as aﬁfexemvlary charzcter, deal-rshin quality and
ahility o mix, vith Mut-roing méﬂbﬂrs‘TQCOmm@ndinﬂ
succeasors whose final anvaintmont i3 ﬁuhjact‘tn the
apprﬁ§nl n” the salesmen anc the sales supervisor.

it hma nraven useful for comany mararsom-nt to meintair

this nrivilegé nf wmkine apnointments at, ail ﬁealor
Advianry Hoﬁfd lrvels, in order tn incnro~nr6perly

balahc#d'boarﬁ% énd'to avold snharrassins situatinrs
whicﬁ”mifht:ariéé if poor, or about-to-he torminnted

denlars were riven mambership.

‘f Aach al:g‘marritnﬂy uoa}ar Advissry
noard mwehq aaout onua & mnnth on a“ nfﬁrnal baszx.k

thich gfeaqgrq11y cn11 d bv thr Tealark

‘j 1hw mavt114

. ﬂalpsmﬂni may“befhald,inyone,af' he wﬂﬂber 3 q vicﬂ




°53 atations ar 1n a eentrally 1oc*ted reqtaurnrt. ,1?1  f555 °w1 

: ,‘v,

‘7”*73nay be held at’any,tiae of théf ay that 1a cnnvaaientf:;swd;

‘7ana 1aqtq for'qu or Lh?ﬂ@ haurs at the most. The
meetinr ia,operee by the Ieﬁlvr leqwan when
~he has fonmr qpcclal rews or 1nformatioa, ar else‘
by the 1nfbrwa1 chairmnn - that dealer memb@r who
| ’ is alsc member cf the bistrict bealer Advisary

"anrd‘ * 1"

 ,£he meatin* hﬂ”‘&%ihllﬂ “*érdaof two or
three 1t 5. At :he ba?inzixﬁ, th? Le&l*r waleﬁmaﬁ 
“ nay irfarm the members ef 8 ncw merchar61Qin" ﬁlan,,;
sowe prcblcna present_in the ﬁarritqry on which,he |
feels their vieﬁﬂuould he he1pfu1;kar'hé wé& mention
some chanres in Distfict orﬂanication or delivery |
plars which would affect their operations. If he
has no such information to pass alor-, the irfcrmal
chairman may‘stsrt off by mentionine what went on
in the ﬁeetinv‘of the .istrict lealer kdvisory Group,
arc what information that bocy obtained fram its
member who attendee th- last neetinv of the Area
Adviqory :roup., Af%er fhe"e preliminaries, the
;Dealer ualesman actnally 1eaves the ﬂ@ﬁtiﬂ?, or

retires:tc the poeition Qf a liqtener.k

‘"ﬁ'f%; :' ?rou then on, individual ammberq may brinv

' 3§ taniea of intfrert to Lh@*aelvps as dealwre, er




"h<subjectw which thny hFVO hcmr recueqted to put on‘ff{f;T 

,i:t"l tai“;y‘l’.f‘ hy t,orri‘!“fjxﬂ,r d(;

nlbr ,uho are‘nct mpmbsr%

‘of thv‘iOSPd% ﬁrief miﬁutps arr Repb Af thﬁu8~f
naetin s, ﬁi*hwr b ?h: Infarmal. ehuirnanlar'by thé
Nealér Snalesman, o thrt‘nukféntianq,‘recommendationq,
emmlaints ar querics can be taken un at thr Piqurict
Dénlvf 3dv§s6fy:Hcsrdrlevel lﬁrrhifh the hiq?rlct
‘néﬁagééaﬁiirand'actidr *%k n nrkgn.weru n”ov1dnd ih
thé 10"te st pasamblo time. A fuﬂdam<r“al res DOBSJbllity
af'thgkswmnanvrnﬁ c:nxnC?ior ”*th ?hf rof:nra at
ali,lévz S of the dealar axvi,ory ne twork is t; furni%h
su*“ anamﬁ") nromntl" an¢ in full‘detail, take‘action
?ncagjcndeﬁ by dealars, ov eXplaiﬁ:why réccmmended'
action cannnt. be taken. Vhon this responsibility
is fulfilled, it is a very effective prbof to dealers
that the company's interest in then is sincere.
5eme other intoraestin: and nttendhnt‘bcnéfitz which
hove resulted are: |
1) Thé ligaler Advisory HBo-rd meetinrs ot
the Seles Territory level have cut dovm the
fnuﬁber‘of meetings previously held by
‘salesmen;withrdealers and have siven salesmern

“”more tlme for other imnortﬁnt dutlnq.

'iffz) xha salesman haq achi@ved a hatter-
 ~ [rp1ati0nqﬁiD throu"h dpalpr m@mbersiof the

‘1:BO¢md wit’ c'W1ﬂr”‘uh> arp nﬁn-ﬂﬂmbﬂr 'fOT"




‘;y[many Of hiﬂ;SU?Foqtlonq and reeommendatione N

' ’Tfare nav reachznp uealers through‘fthwrf,,_]?73:7:?"”

!id9ulerq. lt hwq hfrr fouxd that dealers afe
more llkely tn accept ife 5 corinr throuph
\his Lraler churxel alq ienl th“t they
ih&ve cgnprzbuted to tho; urr(atiore them elves;

,3‘13 Eives Lh&m & ftPiJTF oj pdrtlcib=t)on.

H&‘Ls:x: .&gsvjm‘.(zlzmzp-bistr‘lct Lw

Une merber of nach xvl(e ?errlfory Lnalpr

AﬁVlQOPV ‘iroup is also a menhvr of the Dealer Adviﬁory

'ﬁrnup at thw District level.- The Di)frict Daalpr

Group thua reflects 211 the markntinw and "ﬂnvraphnca
characteristics~of the entire district. keetings

here are more fbrmal than those of the Sales Tefritbry
because in many cases, considerable distance is irvolved
for zttendance, dealers ure paid their traveliin;
SXDansés to the‘meatinxkanﬂ thins génerally,l@sts

An entire mornine,

s“embership on the listrict Lealer Advisory

Board is also chanced annually, on the basis of

recommcndations~from out?oinq‘mambers with final

appointment reservcd to the District manarement, In

?some aistricts, however, dealer membﬁrw ‘acrvally elnct,

representatives to the Listrict Board. Both methods

 ,?3?9 zorkable anc htv ,~exit° ‘h ¢; ”39 nortby Of




~ The deslers afscuss the it mz@m - theﬁaf‘rf SR i
_arendafsither those

supgeqted by management by members

 9£ ﬁales Territery Boards,or by Uistriet ﬂesler

”;ftéviaory Baarﬂ members thems@lves. In mo it cases

'ff these subjects coneern public~relstinns activitieg :
_fef dealsrs ia the Distrietq which are actually underaav,f:&?‘“

,,are contemplatpd er have h@en qurpevted by the Dealer'ﬂ 

" Bssrd.at the Ar%& level. Pepcrtv of prewre 8 ﬁﬁ' k: ;; ;:
j:thﬁﬂé pre?rammer are maﬁe, éefieierci@q noted and
,maﬁificatfon eonqidered. kararem€rt repreqentatives
neta thw report of the groun arﬁ answer any aneqtiorok
whichfcan;be answered on the spot, urdertake to
prcvide aﬁswersjto others by the rext meetirg; then

the~meeting'¢nds usually to be followed by & luncheon.

~ The exi”tence of this resporsible,
reprosentative dealer body 2t the Dietrict level
provides manegewent with access to Listrict-wide
dealcrq' opinionq ond help in s2lcs activities, Marenver,
each dealer 1n the District knows that because of this

“body hé&has direct acceqs to Diatrict Nanagement




”hfgtité Q:.tlcxngﬂlﬁz.ﬁdgg*ory Ngﬁw2£m1'7’~ay

edealergqfe‘l;that this iq th@jr or??nlqatlcn and

accardingly thev use and resnect 1t. ihls feelinp

fmeans that dealera are acgamplishinw much that

Through thzs hetwerk thp company makes tbe?':ﬁ,»

 '~thPﬁc°m9aRY desirss. *hlh arr&n?emant 1s oftea mors Q,"

'7faffective than when th@ pzessuAe COmps solgly frgm

 jthF cempany, since such pressure is afben resisted

by dealers. ,*he Priﬂary purpeqe of thp dsalsr advisory '1

'f;ne$Wﬁrk is Le be a company~dealer guol;c relatlﬁns
'linstrument., Before that 1nstrum9nt can be campletely

'effective, one more sten must Dbe takan and that

is,te establish an effactivekline of communlcatlcns

thrﬁngh this network.




