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PHONE
Advice

Got a problem? Need to just 
talk it through with someone to 
get a different perspective? 

Please ring any of the committee 
starting from the top of the list and 
we’ll try and help you.
The PSA Committee

Welcome to our 
fourth edition
The aim of the newsletter is to 

both inform and, hopefully, 
entertain our members.

Our Committee comprises the 
following officers:

Cliff Jackson Chair, 0794 6434 999

James Campbell  
Branch Secretary, 0845 8620337

Barry Nunn Treasurer, 01454 411173

Eamon Furey Communications 
Officer, 07513 762928

Elizebeth Gunner Equalities 
Officer, 07928 593183

Derek Clarke 07910 659219 

Alan Brimson Employed Sales 
Members, 0117 957 2030

Peter Moss 01953 859961

Tony Downing 07939 137273

Michael Shannon 07774 155363

Adrian Gee-Turner 07800 821254 

Martin Jones 07815 150965

The Salespeople’s Charity
The Commercial Travellers 

Benevolent Institution (CTBI) was 
founded in 1849, pioneered by a 
group of 5 Commercial Travellers 
who met at The Union Hotel 
Penzance to consider how they 
might help a colleague who was no 
longer able to work.

Since then many different titles 
have been given to Commercial 
Travellers - Sales Representative, 
Account Manager, Sales Agent, 
Business Development Manager, 
Field Sales Representative, National 
Account Manager to name a few.

Considering the changing job 
titles and as the term ‘Commercial 
Traveller’ had almost drifted into 
obscurity, in 2016 the CTBI re-
named itself as The Salespeople’s 
Charity (SPC) with the key aim of 
making itself more easily identifiable 
to the hundreds of thousands 
of former and current B2B Sales 
Representatives as well as their 
spouses and dependents, who 
may also apply for support in times 
of need. However the criteria for 
consideration did not change, all 
applicants have to demonstrate 
that they have spent a minimum of 
5 years visiting business customers 
premises to present products or 
services and obtain orders, during 
their working career.

There were many smaller charities 
and organisations offering support to 
Sales Representatives – The MCCTA, 
Professional Sales Association, UCCTA, 
The Manufacturer’s Agent Association 
etc etc - with differing strengths of 
national and regional representation, 
financial security and standards of 
governance. Many of these have 
long since disappeared, some 

amalgamating with the SPC others 
closing due to the lack of support.

However, the SPC remains strong 
and resilient, offering National 
coverage, made possible by 
sound financial investments and 
benefitting from the will of the 
First Viscount Leverhulme, whose 
own business dynasty developed 
successfully with the efforts of those 
earlier Commercial Travellers.

Kind Regards

Brian
Brian Riddell
Charity Manager
The Salespeople’s Charity
Tel: 01752 932155
www.salespeoplescharity.org.uk

MISSION STATEMENT
The SPC mission has changed 
little since its inception in 1849, 
progressively responding to 
changes in social and economic 
circumstances and more recently 
adopting a more pro-active 
approach to the needs of its 
beneficiaries.

Simply put our mission is to 
provide financial assistance 
to past and present B2B Sales 
Representatives in time of need. 
Such support may also be 
considered for widows, widowers, 
partners and dependents of B2B 
Sales Representatives.

To qualify all applicants must 
be able to demonstrate that 
they, their partner, deceased 
spouse or parent worked for a 
minimum of 5 years as a B2B Sales 
Representative and for at least 6 
months within each of the 5 years, 
within the UK. In addition, they 
must provide full details of their 
current financial status supported 
with relevant documentation”
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We welcome our latest committee  
member MARTIN JONES
Born 4/8/1962 In Bargoed, a South Wales Town in the heart of the Rhymney Valley,  
an area built up around the Coal mining Industry.

I left School in September 1979, and 
my first Employment was with the 

Post Office (Telephone Accounts 
Group) based in Cardiff, a commute 
of 40 minutes or so there and back. 
After 4 years, I decided the Clerical 
life was not for me, and I got a job 
in Advertising Sales for Thomson 
Regional Newspaper Group in June 
1983, based in Merthyr.

This was what those in Sales would 
call a “Hard” sell, and it certainly 
taught me the “hard” way. The 
pressure of looming deadlines and 
working alongside the National 
Graphic association ( a powerful 
Trade Union), was a test for any 
young man making their way in the 
World of Sales.

It was a tough Job, made even 
harder by the massive impact the 
National Miners strike had on the 
South Wales Valleys, and it affected 
nearly every home, whether directly 
or indirectly. The whole area was 
decimated by the Strike, and has 
never actually fully recovered. 
Retail was hit hard and so was small 
industry, which relied on the Coal 
Industry for business.

However, I was 
good enough to stick 
it out for 8 years, but 
with my great passion 
being Sport, and in 
particular Rugby I 
finally made it into my 
“Dream” job selling 
Sports Equipment, 
Rugby kits, training 
gear,Rugby boots 
and shorts for Cotton 
Oxford, one of the 
oldest Rugby boot 
manufacturers in the 
World making proper 
Leather Rugby boots 
out of Northampton. 

After several years, 
the company was 

bought by the Peaco Group, and we 
were placed alongside Ron Hill and 
Mountain Equipment, which had a 
great reputation for producing quality 
apparel for Runners, and Mountain 
gear for the Outdoor trade. This 
brought me to the attention of what 
I would describe as the Major Players 
in Sportswear, and I was head hunted 
by Adidas in March 1994, after turning 
down an approach from Reebok.

There I spent several years in my 
“Home” region of South Wales selling 
to Independent Sports retailers, and 
after a brief 6 month spell working for 
Nike, I returned to Adidas as National 
Account Manager. I was charged 
with Looking after 3 major retailers 
with over 100 stores each, as well as 
the Sports Giant Intersport UK region.

After 4 years of “National” 
account management, and (after 
seeing several of my friends making 
a lot more money than I) and with 
the start of middle age around the 
corner, it was now or never, and 
I took the plunge and became 
a Sales Agent, albeit in a totally 
different sector, the Fashion clothing 
and Footwear industry. 

Completely changing industries is 
something I wouldn’t recommend 
to anyone thinking of going it alone. 
However, my reasoning was that 
the Sports trade was shrinking, and 
the Major brands were becoming 
even more dominant than they 
had previously, therefore, with 
Fashion being so “here today gone 
tomorrow” I thought in my wisdom 
that it was worth having a go!

Some 19 years later, I’m still doing 
it, and despite the retail sector 
taking a heavy bashing from online 
business, I’m still Enjoying it. I work 
alongside some of my Best Friends, 
my son included. As well as being 
“on the road” we also run small 
local Trade shows in key areas of 
the South West UK, which is mostly 
very enjoyable, mixing business and 
pleasure, Hopefully customers feel 
relaxed and comfortable attending 
these shows and enjoy coming.

I would recommend becoming a 
commercial Sales Agent to anyone 
if they know what they’re getting 
themselves into, but maybe not in 
the Fashion Industry! 
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2020 
Legal Seminars  
-dates for your diary
The following dates are the 
current Legal Seminars we are 
planning for 2020:

Glasgow  Tuesday  
10th March

Birmingham  Wednesday  
22nd April

Manchester TBA

Full details of times and locations 
will be sent out to all members of 
the PSA (WM7367) via email.
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Changes to our PSA logo
The most observant of you will notice 

that our PSA logo has changed 
slightly. We have added WM7367. This 
is the NATIONAL branch number 
that is allocated to the PSA so 
we are identified in the Unite 
branch structure. For those who 
are not aware of why we seem 
to be positioned in the West 
Midlands section of the Union 
- the answer is simple - our first 
National Officer, Ian Tonks was 
based in Stoke and his Regional 
office was the West Midlands. 
All of our contacts with regards 
to IT and finances are based there 
and we have excellent relationships 
with the Unite personnel and it is our 
intention to remain at WM7367.

The reason WM7367 is so important 
is that unless you have an Unite 

Union card that states branch 
WM7367 - you are NOT in the PSA. By 
the fact you have received this email 

you are certainly in WM7367 
as it is only sent out to our 
branch members.

However, we are constantly 
being contacted by members 
who believe they are in the 
PSA when in fact they have 
been allocated to another 
branch by the current Unite 
system. You might ask why 
this is happening? Good 
question! We have been in 

dialogue with our current national 
Officer with regards to getting the 
Unite Website amended so that 
any new prospective member to 
the PSA can be allocated to our 
branch. This is taking a lot longer than 

anticipated. We are looking at ways 
to circumnavigate this system and we 
will advise you, via Selling Today and 
our website in due course.

If you have any colleagues that 
believe they are members of the PSA 
- please ask them to check their Unite 
Union card - it must state WM7367. If it 
doesn’t - please ask them to send an 
email to psa@unitetheunion.org and 
we will send you a transfer form for 
them to complete requesting transfer 
to the PSA.

Please note that we are funded by 
members who are in WM7367 and it is 
these members we can help through 
phone advice, Legal Seminars, Selling 
Today & the PSA Website.

Cliff Jackson
Chair

The life of a salesperson…
So, here we have it. The New 

season is upon us, and I am 
“raring to go”. 

However, the news is not 
good. The retail sector has had 
a disastrous trading period over 
the Festive season, and they are 
dropping like flies. Profit warnings, 
store closures, and main stream 
retailers disappearing altogether. 
And that’s just the Big Boys, not the 
small independents who can’t stash 
away profits in an off shore bank 
account, and avoid paying their 
taxes because they don’t “exist” in 
the UK or anywhere in the world for 
that matter. Such are the luxuries of 
the like of Amazon, unfortunately for 
the “normal” independent retailer, 
they are like Lambs to the Slaughter, 
waiting for news of the latest 
“initiative” from their local council, 
which usually means another 
revenue raiser for them, at the bereft 
of the poor Inde!

But as salesmen, we are nothing if 
not optimistic and resilient. We are 
ready for the challenges ahead, 
and are planning our strategy for the 

new season. Yes, I will be contacting 
my customers asking them to 
commit to a Forward Order for next 
winter, when they are still looking 
at the remnants of a Winter ‘19 
collection, all at half price, in what 
was once their pride and joy instore 
display but now looks more like 
a jumble sale, but I believe 
in what I sell, and that 
they can make money 
out of my brands. 
They’d be mad to 
miss out on what 
I have to offer….
wouldn’t they??

With that in mind I 
imbue them with the 
knowledge that its the best 
range we, (the brands), have ever 
done (even though I haven’t seen 
it yet), and they agree a viewing at 
either a national show or at one of 
my regional shows closer to home 
and their store. 

Over to my logistics manager 
AKA me. Arranging with each 
hotel venue, corresponding dates, 
negotiating room hire rates and 

prices which hopefully was agreed 
last season, and haven’t increased. 
Tea, coffee, light refreshments and 
lunches all add to the costs, but I 
have to keep the customer fed and 
watered otherwise they’ll think I’m 
struggling, and more importantly, 

the brands I make a living 
from are struggling, which 

erodes the confidence 
in my customers, 
something which I 
literally cannot afford.

Floor and table 
plans, to be 

arranged, because 
other agents join 

me, and it can be a 
long drawn out process 

which requires no little patience 
(something which I don’t have 
in abundance). By being part 
of a “Show” it strengthens the 
proposition, and customers have a 
chance to kill several birds with one 
stone, its convenient, time saving 
and a nice experience, or at least I 
hope it is.

TBC…

THE RETAIL 
SECTOR HAS HAD A 

DISASTROUS TRADING 
PERIOD OVER THE 
FESTIVE SEASON
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He was born in Bolton, the son of a 
wholesale grocer. He left school 

at 16 to join the family firm which 
he expanded and transformed. At 
seventeen Lever persuaded his father 
to let him enter the selling profession, 
he was a natural salesman…years 
later, William would remember the 
time he spent driving his one horse gig 
through the countryside around Bolton, 
setting targets for himself and striving 
to exceed the sales targets. In 1884 he 
decided to focus on just one product 
- household soap - primarily because 
of its potential for marketing in pre-
wrapped bars under a brand name. 
Previously soap had to be cut to order 
from a single large block.

Two years later he began to 

manufacture soap himself and set up 
the firm of Lever Brothers with his invalid 
brother. He initially produced his soap 
in an existing factory but by 1888 had 
outgrown the site and moved to a 
purpose built and much larger building 
on the Wirral shore of the Mersey. 
He also built a village to house his 
employees and named it Port Sunlight 
after his most successful brand of soap.

Within a few years the interests of his 
company Lever Brothers stretched from 
the United Kingdom to West Africa, 
the Pacific and the United States. 
The company grew until Lever was 
employing 85,000 workers around the 
world in 1925.

The success of his company made 
Lever very rich. By 1912 in addition to his 

income, he had personal assets valued 
at nearly three million pounds.

Lever made a large contribution to 
the lives of ordinary people. He built 
Port Sunlight to provide his workforce 
with good housing. He campaigned 
for better welfare and a shorter 
working day, and supported building, 
education and medical projects. 
He bequeathed funds establish his 
Leverhulme Trade Charities Trust which 
offers support for grocers, pharmacists, 
commercial travellers and their families.

The story of Lever, President of 
UCTA (1897) which became The 
Professional Sales Association
William Hesketh Lever (1851-1924) was a multimillionaire businessman, 
entrepreneur and philanthropist

Buddy System
Since the 1st January 2018 we have 

helped over 100 PSA members, 
prior to engaging Unite’s Solicitors 
with advice and help with regards 
to resolving issues concerning their 
Principals.

Being in a situation where you are in 
dispute with a Principal can be very 
stressful and sometimes, when it is your 
problem, it is difficult to clearly see 
what is the best solution is for yourself. 
By taking to someone who is, or has 
been, a Sales Agent and is aware of 
what you are going through can be 
most helpful. We can’t offer solutions 
but we can offer various options 
which you might not have considered.

The help involves providing 
information with regards to the 
potential compensation claim should 
the agent have a case which comes 
under the 1993 Commercial Agents 
Directive.

There is normally two aspects of 
any dispute with a Principal and they 
are the Commercial implications and 
secondly the Legal implications.

Commercially, you might have 
a situation where the Principal has 
clearly fundamentally breached your 
contract. However, you might still have 
a good working relationship with your 
Principal and you would wish to carry 
on working with them. The amount of 
time you spend on this Agency and the 
commission levels will also be a factor.

Dealing with every the Legal 
aspect- we help the Agent identify 
if they have a case, which if went 
to court, they would stand a good 
chance of being successful. It must be 
pointed out that the final decision as 
to whether a case is strong enough to 
go to court lays with Unite’s Solicitor.

The amount of potential 
compensation will determine the 
course of action. If the potential claim 
is in excess of £10,000 then Unite’s 
Solicitors should take on the case. If 
the claim is less than £10,000 then you 
will have to take the Principal to the 
Small Claims Court.

It is generally acknowledged that it 
is the responsibility of the Agent to try 

by all means possible to resolve the 
dispute with the Principal. The courts 
take a dim view of Agents who resolve 
to get disputes settled by going straight 
to court. With this in mind we try and 
assist the Agent in discussing with the 
Principal options which could result in 
the dispute being resolved amicably. 
Put simply, the more you try and do to 
resolve the dispute before you go to 
court greatly helps the Solicitor later on.

We are looking for Sales Agents, 
both currently working or retired who 
have experienced disputes with their 
Principals and wish to participate in a 
‘Buddy Scheme’ to help our members 
with their problems.

We will be holding a training day in 
London to include detailed analysis 
of the Compensation Spreadsheet, 
Basics of the 1993 Commercial Agents 
Directive & current Agency Case law. 
If you are interested please send an 
email to PSA@unitetheunion.org with 
your membership number, branch 
number, and contact details and we 
will be back in touch with you.



Commercial Agents 
 - Retirement

The Commercial Agents (Council Directive) Regulations 1993 (“the Regulations”)  
do not specify an age at which an agent can or must retire.

If you have a written agency 
agreement this may cover the 

situation and specify when you can 
retire and whether you can claim 
compensation/indemnity.

If not, and in any event you 
may still need to consider the 
Regulations.

The Regulations do not deal 
specifically with retirement. However 
as an exception to the general 
position that if the agent terminates 
the agency they are not entitled 
to compensation, the Regulations 
provide that an agent is not entitled 
to compensation if they terminate 
unless the termination is justified 
“on the grounds of age, infirmity or 
illness of the commercial agent in 
consequence of which he cannot 
reasonably be required to continue 
his activities“

This begs the question as to 
whether if you are still able to 
perform your activities, but choose 
to retire, either before or after 
what is perceived as a usual 
retirement age you can still claim 
compensation. In addition you 
need to consider how to 
notify your principal of your 
intention to retire.

You may terminate 
your agency at 
any time, subject to 
notice required by any 
agreement and/or the 
Regulations if you no longer 
wish to continue, but 
absent the reason for 
this being justified on 
the grounds of age, 
infirmity etc. you would not be 
entitled to compensation/
indemnity.

The Court has held in one 
case that dates back to 2004 
that provided an agent at the 
then statutory retirement age of 
65 was able to retire and claim 
compensation and did not have to 
establish that they were no longer 
able to perform their duties or 
continue their activities. However this 
has not been tested recently in the 
courts and was decided when there 
was a statutory retirement age, 
which no longer applies. The age at 
which you may be entitled to state 
pension may be the equivalent now, 
but it is by no means certain and 
therefore care still has to be taken 
if you are considering retirement 
and as to how this is notified to your 
principal so as to preserve the right 
to claim compensation/indemnity. 
You also have to be aware of and 
check any notice provisions under 
any agreement or the Regulations.

If you are below the state pension 
age it would be difficult to justify 
termination on the ground of age 

unless you can establish something 
specific that may make age a 
particular factor in the sector you 
are in, or some other health issue.

The Regulations do cater for the 
situation where poor health before 
the state pension age may be a 
ground to justify termination under 
the exception.

However you may need to 
provide medical evidence to 
support this. There may also be the 
possibility that with adjustments 
or reduced duties the agency 
could continue. Any alteration to 
the terms or scope of agency in 
these circumstances would need 
to be addressed and managed/
negotiated carefully and subject to 
any written agency agreement.

If you have more than one 
agency and do not wish to retire 
from all, then you may need to 
justify why the particular agency you 
wish to terminate is more onerous 
for you due to any age or health 
issues than the others. It may be 

difficult to demonstrate that 
unless, for example, one agency 
requires more onerous travel or 
obligations not present in the 
others.

If the principal terminates 
then the entitlement to 
compensation/indemnity 
would apply subject to the 

usual criteria and conditions 
under the Regulations. 

The principal cannot, 
in the absence of any 

other reason that would 
justify immediate termination of 
the agency force you to retire, 

terminate because 
he thinks you should 
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UNITE EXECUTIVE COUNCIL ELECTIONS
SERVICES SECTOR 

March-April 2020
THE NATIONAL BRANCH OF THE PSA HAVE NOMINATED HOWARD PERCIVAL 

AS OUR CANDIDATE IN THE ABOVE ELECTIONS

HOWARD APPROACHED THE NATIONAL BRANCH COMMITTEE SEEKING 
OUR NOMINATION, WHICH WAS GIVEN.

HE HAS COMMITTED HIMSELF TO FORWARDING THE INTERESTS OF 
THE PSA NATIONAL BRANCH WITHIN THE UNION.

MEMBERS ARE REQUESTED TO NOTE OUR BACKING FOR HOWARD 
AND SUPPORT THE NOMINATION IN THE COMING EC ELECTIONS

PLEASE DO VOTE IN THESE IMPORTANT ELECTIONS

retire or have reached retirement 
age and avoid that obligation. 
The principal would need to 
establish that you are on breach 
of your duties such as to give rise 
to a right for them to terminate 
without notice or compensation. 
However the criteria which may 
justify a principal terminating and 
an agent terminating due to age or 
performance may not be construed 
in exactly the same way and each 
case will therefore depend on the 
particular circumstances.

You therefore have to act 
carefully in notifying an intention to 
retire so as to best preserve the right 
to claim compensation/indemnity. 
Any notice of termination will need 
to set out the reasons that justify the 
decision. An open dialogue before 
and attempts to reach an orderly 
and agreed retirement before any 
formal termination notice is sent 
may be advisable, if possible, so 
that the position and entitlement 

to compensation is agreed before 
steps are taken to formally terminate 
the agency.

The alternative may be to find 
another agent who may wish to 
acquire the agency business. In 
those circumstances (and subject 
to any agreement necessary with 
your principal) the agency could 
be sold or assigned and you could 
agree payment for the business from 
the new agent. However, no right to 
compensation would arise under the 
Regulations in that situation, as this is 
excluded by the Regulations when 
the agency is assigned with the 
principal’s consent

And finally ...
If you decide to retire you do of 

course expect to enjoy a long and 
happy retirement and have the 
full benefit of your compensation/
indemnity. However at the risk of 

sounding somewhat morbid what 
happens if you die before you retire 
or your agency has come to an end?

The Regulations specifically 
provide that the right to indemnity/
compensation arises on the 
termination of the agency by 
reason of death and can therefore 
be pursued by and for benefit 
your estate if you die. It is as well to 
advise your close relatives of this 
and consider including provision for 
any compensation secured in your 
Will or in a letter of wishes which 
can also explain the requirement to 
intimate a claim for compensation/
indemnity under the Regulations 
within 12 months of your death.

Helen Hall
Simpson Millar 
Solictors


