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No hidden factor here

“The name Trade Factor represents the
very ethos of the company” says Trade
Factor’s Managing Director Brad Stephens.
“We at Trade Factor believe that trading,
ever since biblical times, is the very
essence of business and our ability to
trade is what makes us competitive -
the ultimate goal being to pass these
benefits on to the customer to the mutual
advantage of all.”

It was the above philosophy which
accompanied the birth of Trade Factor
in March 2003. It was at this time that
a group of young minds got together to
carve a niche in the stationery and office
consumables field. The relative lack of
experience was more than compensated
for by an abundance of enthusiasm...

A deliberate effort was made at
avoiding clichés and platitudes in the
marketing of the business - the accent
was on straight no nonsense competitive
dealing. “In this business, sometimes to
the detriment of all concerned, price
often reigns supreme - so we developed a
strategy to make customer relationships
a priority” says Brad Stephens. “After all
good advice on the appropriate product
which a customer needs together with
prompt delivery is more than often just
as important as price.”

“Reflecting on our phenomenal growth

since 2003, the factor (pun intended)
which gives rise to the most satisfaction
is that a group of young individuals
from varying backgrounds across the
socio economic spectrum acquired an
opportunity to contribute value in a
tangible way”, continued Brad Stephens.
“We made a genuine attempt to move
away from stereotyped hierarchical
structures and to let each individual be
truly accountable.” The staff responded
with enthusiasm and personal growth
opportunities were grasped with both
hands. The result in many cases has
been promotion with increased personal
responsibility  “Our staff knows that
our company subscribes to a simple and
fundamental premise - merit is all that
counts.”

Staff meetings are an eye opener and
no-one - but no-one - is immune from
friendly and constructive criticisms. It is
on these occasions that the frustrations
that might have built up must be given
an opportunity to be aired so that there
is no room for discontent to grow or
indeed for morale to be eroded in any
way. Just as those in sales might have a
gripe about those in the stores, equally
those in sales must provide explanations
to all if accounts are lost or have not
been showing growth. “It may be an
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old fashioned formula but it works if
applied consistently - everyone must
be involved.” One message is driven
home forcefully everyday. It is that the
company has no room for mere order
takers. We want our people to know and
understand the office products industry
- obviously we can only give advice if we
constantly keep abreast of all the latest
developments. Most importantly these
developments must be known not only by
those in sales but also those in the store
and others who do not interact directly
with the public. Very often a query is
directed at the telephonist - who, in the
absence of a sales member ought to at
least be able to engage with a client in a
manner which does not leave the client
forming the impression his call has been
a waste of time.

As is generally the case with life in
general, growth did not come without
its pains. The respect and confidence
of suppliers had to be earned - 30 day
terms were not a given by any means. At
the same time the company's customers
regarded 30 day terms as a given! “We
believe that the sheer enthusiasm of our
team rubbed off on everyone and the
reward - which we find quite staggering
has been the loyalty shown to us by our
customers and suppliers alike. In the end
any form of commercial intercourse is
based on personal relationships and it is
here that we saw our integrity to shine
through”.

Scarcely little more than two years
after opening, the company has had to
relocate to larger premises and this fact
itself has infused the staff with even
greater enthusiasm - for the results of
their efforts are truly tangible in the form
of bricks and mortar! “It has just added
to the buzz” said a smiling Brad Stephens.
“We are poised not only for growth
but even more importantly we are now
geared for the development of our most
important asset - human capital.”



