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 The present report is divided into three sections:  
 
                    Our Present Positio n 

                    The Greek Market  
                    Conclusions.  
 
 The first section attempts to sketch our actual position  
in Greece, our Agent's management, and the results of many years'  
efforts.  
 
 The second one describes in some detail the Gre ek Market,  
the character of the demand, the efforts of the competition, the  
channels of distribution.  
 
 The third section shows the most important points which  
await the attention of our Departments, and puts forward a few  
suggestions.  
 

 My excuse for pre senting such a long report is that I have  
sought to follow out all the implications of my subject, and the  
problem I had to face was manifold. In so many details, the  
cardinal questions which must be answered are never forgotten, but  
for the reader, might  lose their real proportions. The true  
perspective will, however, be restored in the last chapter, where  
the vital facts, the criticisms and the decisions suggested will  
be shortly and sharply pointed out.  
 
[ M. Innes ]  
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 O U R  P R E S E N T  P O S I T I O N  
 

 
 REPRESENTATION 
 
 
THE ATTITUDE OF OUR AGENT TOWARDS THE FIRM.  
 
 When I first met M r. Kissopoulos, I found a man not only  
bitterly complaining about the way we deal with him, but also strongly 
attacking the Company, and very angry. He told me we never gave him  
the support he expected, that we made no effort to understand the  
necessities of the market, that we hindered his trade by supplying  
goods which are not saleable, and granting such a small margin of  
profit as not to afford him any sufficient return, that we hampered  
his business by imposing a contract the conditions of which are not  
workable, that he was holding us responsible for his expenses and  

commitments in a new organization, and that he would never pass any  
more orders before obtaining new conditions from the Company. All  
that and many more complaints were poured down on me, a nd I thought  
the best plan was to tell Mr. Kissopoulos that every one of his just  
demands would be considered in its turn, and that he would strongly dis -
credit his claims if we could not start at once a close co - operation  
on the recording for which nothin g at all had been prepared.  
 
 The problem I had to face was manifold, and I felt I had to  
investigate on every issue in order to know fully where we stand and  
how we are to march in the future.  
 
 Considering first the contract of Agentship, Mr. Kissopoulos  
complains that his present situation is worse than that he had under  
Mr. Vogel, as we give him heavier obligations resulting in greater  

expenses and investment, without granting him better conditions. It  
is necessary to trace briefly the course of events.  Mr. Kissopoulos'  
contract with Mr. Vogel was due to expire at the end of February 1929.  
By letter, Mr. Vogel had granted him an extension till the end of  
December 1929. Mr. Vogel died in February 1929, and the Company  
informed Mr. Kissopoulos (March 12th 1929) that no previous contract  
was still in force and that he would have to resume his business until 
the Company decided on the policy in the Near East.  
 
 Nothing happened till June, 1929, when Mr. Kissopoulos  
received from Messrs Schorr & Guessarian an invitation to meet them  
in Belgrade to discuss on matters related with the Company. Mr.  
Kissopoulos, thinking that Messrs Schorr & Guessarian were in the  
same precarious situation towards the Firm as he was himself, went  
to Belgrade and was surprised to be  handed by these gentlemen a letter  

from the Company asking him to take into consideration the propositions 
which would be set forth. These propositions consisted in the forming  
of a Company with Messrs Schorr & Guessarian, in which he would have the 
small er interest. Mr. Kissopoulos, rather taken aback by such a  
blunt proposal, said he postponed his decision, left for Hayes, and  
on the way wrote a letter to the Company (July 9th 1929). In that  
letter Mr. Kissopoulos submitted to the Company that he was pr epared:  
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--  to reach a turnover of £50,000 (of which £10,000 for granting  
               credit in retail for machines);  
--  to invest up to £20,000 in his trade;  
--  to create an organisation suitable for the good running of the  
               business;  
--  to establish shops exclusive to H.M.V. goods in the four principal  
               towns of Greece, and to create a chain of dealers'  
               shops all over the country.  
 
In return, Mr. Kissopoulos was asking the Compa ny to grant him:  
 
--  a five year contract as exclusive Distributor;  
--  recording sessions regularly held in Greece;  
--  a bigger discount (bigger than the 40% previously granted by  

               Mr. Vogel);  
--  and to take the necessary steps to stop the im portation of Victor,  
               Victrola, and Electrola products.  
 
 These propositions became the basis of the conversation  
held at Hayes during Mr. Kissopoulos' visit, and he left Hayes with a  
verbal agreement on the following conditions:  
 
--  the Dist ributorship would be granted for 3 years;  
--  no statement would be made in the contract about turnover or  
               capital invested in order to avoid heavy taxes;  
--  the discount would be raised on all products and especially  
               on record s;  
--  the discount would be raised on Greek records by an additional  
               5%. Mr. Kissopoulos being charged with the copyright  

               expenses on such records;  
--  payment to be made at end of month following that of completion  
              of order;  
--  the Company would make all efforts to stop illicit importation.  
 
 On that basis, Mr. Kissopoulos when back in Athens, took all  
the necessary steps to build up the new organisation and although the  
contract was not yet signed or even submitt ed in draft, he did not  
hesitate to incur great expenses. Many times he asked for the contract  
but this was only sent to him at the end of November 1929. Mr.  
Kissopoulos being at the time occupied with the recording session  
could not afford sufficient time  to study the contract. When he did  
he was surprised to find that:  
 
--  statement had been made of a £40,000 investment;  

--  discount had not been raised as promised before;  
--  special discount on Greek records and the new scheme for charging  
               copyrights had not been introduced;  
--  all obligations towards the Company he himself suggested were  
               included whereas no more facilities whatever were granted 
                to him.  
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 Before taking any decis ion Mr. Kissopoulos says he  
endeavoured to find out whether such conditions were workable. He  
made enquiries, travelled, visited his agents, had others call at Athens, 
and finally came to the conclusion that:  
 
--  the discount granted to him was not suffici ent to allow him to  
               give a reasonable discount to his dealers;  
--  that discount also was not sufficient to cover the credit which  
               it is necessary to grant the dealers;  
--  that discount again was not sufficient to cover credit on retail  
               selling;  
--  nothing in the conditions granted, and nothing in the product,  
               was sufficiently attractive to make the dealers  
               co - operative; our goods were not sufficiently  

               demanded -  machin es being at too high prices, and  
               records unsaleable because not loud enough.  
 
 Mr. Kissopoulos was convinced the whole contract wanted  
revising and decided not to sign it until many important clauses  
were modified.  
 
 Mr. Kissopoulos, when I saw him, was just returning from  
Patras and the country. In my opinion he was eager to build up his  
organisation and to show the Company some constructive work before  
raising any discussion about the contract. Reviewing with me the  
situation and the disabi lities under which he had to work, he  
emphasised the fact that we had never been able to supply him with  
a technically satisfactory record, and that the great question of        
 the discount was hampering all his trade. He was holding us respon -  

sible fo r endangering his position by our uncertainty as to the  
Eastern policy, from February to July 1929, and the delay, since  
July, in sending the contract. Taking also into account the economic  
crisis Greece was experiencing, and the increasing attack of the  
competition ready to issue on the spot records at lower prices, we  
had according to him reached a stand - still and it was impossible to  
go ahead. This was the reason for his ordering so small quantities  
of quite satisfactory records, made during the last se ssion.  
 
 The recording session having commenced

1
, my first concern was  

to investigate on such a desperate situation, in order not to lay the  
blame on the wrong shoulders and to improve also as much as I could  
our relations with our Agent. Before I could ap proach a judgement  
I had, of course, to obtain my information from Mr. Kissopoulos. But  
soon after I started, I found it so difficult working with him, such  

a confusion in his views, in the knowledge of his own business, so  
many errors in his statements, a nd his opinions so much unreliable,  
that I knew I had to form my own independent judgment on the worth of  
the enterprise and the worth of his criticisms, and to obtain informa -
tion independently. The first thing I discovered was that, far from  
granting the  dealers an insufficient discount, Mr. Kissopoulos was  
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giving the highest, or nearly. I had it confirmed by his office,  
and the schedule given, page ***, has been worked out with the aid  
of Mr. Kissopoulos' own accountant. I so on discovered also that it  
was less difficult to have Mr. Kissopoulos recognise his errors, than  
to prevent him from making these same errors, inaccuracies and contra -  
dictions, and that the greatest difficulty we had to face was not so  
much the situation as the man himself.  
 
 I studied carefully the whole enterprise in close and  
friendly association with Mr. Kissopoulos, trying every time to suggest  
better practices, and not so much to criticise his own; we exchanged  
our views and I managed to have him rec ognise the weaknesses of his  
organisation. He got convinced he was not running the business in a  
manner satisfactory to our interests, that he was lacking organisation  

and the aid of a good staff; so far, that instead of asking modifica -
tions in his contra ct he asked that we should take the direction of  
the operations in Greece!  
 
 The right atmosphere was created and I studied the possible  
advantages of a co - operation with Mr. Demetriades or the Starr Company.  
But I found these both unsatisfactory solutions , and I finally met  
Mr. Schorr, with whom I had conversations, as a result of which, he  
and Mr. Kissopoulos expressed their willingness to co - operate on the  
terms which were under discussion at Belgrade last year. If such  
agreement materialised, any disc ussion on Mr. Kissopoulos' contract would 
be pointless.  
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COMMENTS ABOUT THE FIRM.  
 
 Amongst the great public, our prestige has fallen because of  
the following factors:  
 
           Records too weak in volume  
           Poor advert ising and display  
           Bad salesmanship in our shops  
           The widespread distribution of Odeon records  
           The strong advertising campaigns of Columbia  
           Attacks from composers dissatisfied with the  
               copyright fees  paid.  
 
 Amongst a small part of the public, the high class, who keep  
visiting the Western capitals, the attitude is different because of the  

prestige we keep outside Greece. In that class only we find some  
people definitely related to us by habitual deali ng, whilst in the  
country people are unaware of our existence. Generally speaking, and  
comparing with the competition, we must recognise that our Mark is 
sinking. However, the new shop in Athens has fortunately marked a  
change -  but only since last month.  
 
 This decline is observed with great satisfaction by the  
competitors. We are considered as 'played out'. They regard themselves  
as having already taken our pride of place in this territory. Yet they  
know such a state of affairs is purely local and are awa re of the  
renown we enjoy elsewhere. They know the total inability of our Agent  
to compete, but on matters where he cannot be held responsible -  like  
the failure of so many recordings -  they find no explanation for our  
persistent bad luck. They fear a reac tion, and are conscious that a  

better organisation of our trade could endanger their positions; they  
are very anxious to know whether we shall build a factory or not.  
 
 Among artistes and composers, I am sorry to state that -  not  
only the bad impression is  still persistent of the failure of the 1927  
recording -  but there has been created a very unfavourable atmosphere  
of suspicion. They cannot realise that a big firm like ours has  
secured so little sales of their records; and, on one hand, owing  
to the smal l returns they get, on the other hand, after certain errors  
about their royalties, they call us 'bandits and robbers'. Amongst  
them the only asset which keeps our mark in their esteem is the care we  
take to make artistically good records. But such a reputa tion does not  
reach the great public, who look for loudness and pay little attention  
to the composition of an orchestra, to the choice of voices, or even to 
the wear of the record.  

 
 As to the quality of the machines, it had never been suggested  
that any c ompetitor can approach our reputation. We are considered the  
'Rolls Royce' of the gramophone. But this is simply a speculative  
attitude as we are in fact beyond the reach of most people, either  
because of the prices, or because of the lack of marketing and  selling  
effort on the part of our Agent.  
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 Our Agent emphasises the difficulty for most people to  
pronounce "His Master's Voice". A translation is hardly possible;  
the word "Kirios" translating "Master" is not satisfactory as it  
conveys the meaning of "The Lord". In fact we are mostly known as:  
the Dog "O Skilos", or rather, the little Dog "To skilaki",  
 
 
 
 
 
 
COMMENTS ABOUT OUR AGENT.  
 
 I was once introduced to a friend of Mr. Lambropoulos, the  

Agent for Columbia. When he he ard "The Gramophone Company" he  
smiled and said: "Is not Mr. Kissopoulos your Agent.... and your  
only customer?". Needs no comment!  
 
 Sometimes you find a diversity of opinion about a reputation.  
As to the business abilities of our Agent -  the opinion is u nanimous.  
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OUR AGENT'S POSITION.  
 
 According to Mr. Kissopoulos, the capital invested in his  
business amounts to £23,000, thus distributed:  
 
 Athens & Piraeus   £14,000 (the firm S. Nowill is engaged for  
 Salonika           £ 7,000                       £5,000)  
 Patras             £ 2,000  
 
He cannot give me, for the present, details as to how this capital  
is divided between shops, new installations, stock, etc. He only  
points out that he has invested more t han what he promised to do in  
July 1929. He says he spent between £3,000 and £4,000 to establish  
the new shop in Athens, but according to an architect whom I had to  

visit the shop, no more than £1,000 ought to have been spent; and in  
fact, anybody can see  the work done inside the shop is not satisfactory.  
 
 The dead stock of unsold records amounts to 50,000 units,  
according to our agent.  
 
 His turnover with us for 1927 - 1928 was £13,960  
                              1928 - 1929     £19,059, increase 36.4 %  
But this year 1929 - 1930 is not at all satisfactory:  
his turnover amounts for the 12 months ending  
May 31, 1930, to: .  .    .   .   .    .    £15,801  
showing on the turnover of the same period of  
the previous year    ..   ..   ..   ..              a decrease  17.3 %  
which is due to a decrease of 41.7 % in his purchases of records.  
 

 The total turnover of his business in Greece amounts  
according to him, to £60,000: but this is a figure that would need  
investigation.  
 
 The turnover of the shops is given as follo ws:  
 
 Athens, Salon Central...... from £15,000 to £20,000  
     Athens, Succursale..........from £ 2,000 to £ 2,500  
 Piraeus.................... from £ 2,000 to £ 3,000  
 Salonika................... from £ 7,000 to £10,000  
 
He thinks, and I think myself, tha t such a turnover could be increased  
with better Greek records by 50% in Athens Salon Central and Salonika -  
by 80% in the Athens Succursale -  and by 100% in Piraeus.  
 

 The total net profit of his business is a thing he never  
discloses.  
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MR. KISSOPOULOS.  
 
 Our business is badly handicapped by the lack of organisation,  
and in dealing with that question of organisation, it is as well to  
admit at the outset that the greatest difficulty is the own personality  
of our Agent.  
 
 These lines are written to show the need for reform and they  
therefore adopt a critical and derogatory attitude, and emphasise that  
which is bad. Written for a purpose, they therefore concentrate on  
the bad points while omitting good points that might be i ncluded. They  
do not represent the whole of the truth. Omissions do not mean that I  
am not aware of the excellences of Mr. Kissopoulos, who is simply the  
man in the wrong place.  

 
 He is not the man who throws on the Firm he represents the  
flashing prestig e of his own personality. And this is a thing worthy  
of attention in a territory where business is carried on primarily  
through personal effort. Mr. Kissopoulos has been living for 47 years  
in Athens, and he knows nobody and nobody knows him; I mean nobody  
among the people who count in social relations and influential business  
circles.  
 
 Furthermore, he lacks that psychological flair which, aided  
by some sense of opportunity, would drive him to improve his personal  
relations with people who could be useful  to him and to his business.  
I never found in him that ability common to the Greeks to size up an  
individual quickly. He is handicapped by the lack of support from  
his own people. He has not been able to find, and divide his work  

between, suitable collabor ators, or to delegate authority or responsi - bi -
lity to any of them; so that every minute of his life he has to  
supervise and decide about some particular detail. His business is  
his constant pre - occupation, preying upon him night and day. The worst  
is, he does not feel inclined to organise a better collaboration,  
because he likes to do everything himself, to go into details, and he is 
not of the class of men who can do that and save time for thinking.  
 
 Although he is a person of pronounced individualistic  
tendencies, he cannot escape the influence of the too many people by  
whom he is surrounded; who take all his time; who form a 'clique';  
who imperceptibly impose their views, careless of wider interests and  
sometimes not free from involved intrigues; who ge t him to enter into  
relationships he does not fully understand or perceive; moreover, he  
has no time to control, instruct and train his staff, to keep his  

freedom, and to keep himself alive to outside relations.  
 
 Either from lifelong habit or from a natur al inability, he  
has no perception of these underlying realities. He sometimes dis -  
regards the obvious facts; he is not in the running of anything. His  
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opinions are always of very doubtful worth, and his views are wrong.  
Every statement must be treated with great caution and has to be  
checked in order to size up the real proportions.  
 
 He never tackles a question in a businesslike way and knows  
little about trade. In a conversation about business he at once  
discloses his weak point and the disadvantages of his practices. He  
is not convincing; he is at times tactless; he is not easy to get on  
with; he never tries to meet the other party half way. He shows an  
unwillingness to accept, to discuss -  and then, the day after, you  
find he is doing exactly what he would not admit.  
 
 All his statements are given with a peremptory, categorical  
emphasis, and you find some days he is just as definite and categorical  

about exactly the contrary. I really thought when I first observed  
his contradictions that he was amending his own views, or that such  
variations could be explained by a perception of his own imperfections  
which he desired to hide. But I had to admit it was simply confusion  
in his mind, as well as muddling in his practices. That confusion in  
his thoughts makes anything, any short conversation, any question that  
should be easy to deal with, hopelessly entangled with particulars,  
details, considerations, the heaven, the earth, that devil of a  
Gramophone Company, the ghosts of t he competition and the phantom of  
the Columbia factory. Everything with him becomes difficult, comply -  
cated, protracted and exasperating.  
 
 The fact is, he is a man tired and worn out, suffering from  
extremes of depression. He always starts with the convi ction that  
everything is difficult, and constantly keeps before his mind the  

possibility of failure. "Impossible" is his most favourite word. He  
cannot feel pride in a well - conducted business which is so marked  
a characteristic in Mr. Schorr, and lacks all  spirit of enthusiasm.  
I must say he pays incessant watchfulness to the attack of the competi -
tion, but this is simply to make him low - spirited and is never  
materialised in any combative endeavour.  
 
 A man whom I think honest, whom I feel sincere and devot ed 
to our common interests, but without "envergure", obviously without  
business abilities, not in the running, a village schoolmaster  
engaged in petty trading, a man who missed his golden chance, and  
more to be pitied than blamed. What more can be said? I  think it  
extremely difficult for the man he is, at his age, to change, even if  
aided and guided. Whatever our wrongs towards him, we must change  
our Agent, if we are to succeed in the future.  
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 As far as marketing is concerned, I do not wish to  
disparage the arduous task our Agent has performed in creating  
channels of distribution all over the country, but I can state my  
impressions about the way he links up with the market.  
 
 The distributive structure ought to have been created long  
before. Our Agent is related with 40 towns and villages, by  
regular dealing, whereas Polydor, who started business after us, is  
represented in 96 towns or villages, and the Starr Company in 95.  
Columbia has 110 dealers and Odeon 150 or more. Mr. Kissopoulos  
points out he had no Greek records to supply the dealers. It is true  
he had weak records, but it is true he made no effort to push the  
better ones.  
 

 Under present conditions, little wonder it is that a  
marketing policy is only for him a matter of conjec ture and guess -  
work. He keeps no records of sales in bulk or in any particular line.  
He does not realise what the total sales are likely to be or what  
individual sales may be anticipated for each article. He does not  
know how and where sales can be secure d. Of course, he will tell  
you that he knows the selling force of each record. But if you ask  
him to let you have his figures you find these are simply the amounts  
of minimum order to pass to Hayes, calculated to the extreme limit in  
order to avoid oversto ck. It is, of course, his own right to avoid  
overstock, but this practice has degenerated in confining his entire  
attention not on the market but on his risks. The orders we have  
received for the records of the last November session of course do  
not reflec t the stress of the demand, but the pre - occupation to limit  
his risks, which are risks only to him, because he is not making the  

selling effort which would exhaust his stocks. Even in acting thus,  
he makes blunders which prove he is unable to appreciate th e possi -  
bilities of the market. The Venizelos record is a very simple case  
showing he was unaware of the loss of favour in the Premier, a  
question where obvious facts could have instructed him, had he paid  
any attention to the outside world.  
 
 The fact is , he does not know what is the demand and he  
does not make any effort to meet the demand. He is not trying to  
improve his connections with the consumer and the outlet of the goods.  
He is not investigating potential markets, not creating new channels  
of ap proach to the consumer, not devising sales and advertising  
methods calculated to increase returns. He is never alert to  
commercial opportunities. When he happens to put forward suggestions  
you can be sure these are never inspired by the best ideas for the  

promotion of his trade. When you ask him to set forth what he is  
prepared to do, you find he follows some established practice without  
bestowing on the matter a second thought. The discussion raised by  
the complaints of the Starr Company has shown me the way he conducts  
the business. The greater part of his trade is done on retail selling  
in his shop in Athens, and, as we know, his stock is not very large.  
 
 




