
Boost in ID checks
chtl3tbe Dogl3

Ofl-licences and conrenience sto6 have
boosted then perfomance in checking
IDs to peveni unde.age sales, acco.ding
ro a repon by test-purchasing body Sere
LeCal.

But the sond quaner of 2009 ew
pubs and clubs outperform the off-tEde
for the fiBt time, with a pa$ Ete of 7l%
compded with 69% in the ofl-tEde

Overall, 69% of rhe ofr-rfrde reiaile.s
apprcached by serye r2gal s 18 md 19-
yea.old volunteB chalenged them fo.
lD in the fi6( half of 2009.

Ofrlicences ud convenience storcs
sw the biggest imprdement sin@ lst
yed oll'licences had a pass nre of 66%
compared to 55% the prcvious yed, dd
the pass rare for convenieDce stoE
jumped irom 65% to 70%.

Supemarkets also pa$ed 70% of tbe
rests !p frcm 69% la5l yed-

SeNe kgal eid the rcsdts show rcrail
eB e gerdng better at sioppinB
underage sales but therc is stil room

Dirutor Chalie MNat sid: "The big
gesr diiver tor underase drinkeF sien
it omes to boying.lshol is whether o!
not tbey think tbey wil be *ned That is
sty ir is imponor rcraileB to *nd oll a
st ong messge of zrc tolemce"

The comp.ny s results fo. the fiFr hdf
of this ved found that eulhem Engldd
perfomed b€lrcr thd the north, with a
6a% pa$ mre comp@d Mrh 64%.

Scotlad got the hi8hest pass dte at
75%, up fiom 68% ldt yed. follNed by

wo6t perfomidS reSion Ms Nonhem
Ireldd. which 8or a pas hte of s7%.

Is Bibby FQR'S

ith First Quench R€tailingb tumaround plan moving up
a gear, it's clear there are many more charges on the
horizon. As acting chi€f elecuti!€ Martin Hea.ly

explains in this issue, the business is now committed to behaving
like a high-sreet drints retailer, with a focus on what customers
want and a disEibution network that ensures they can actually
buy it.
Getting products on she|f has not always been a stronS point -

as store nranag€F who have been with the group long enough to
recall successive changes in distribution companies will testiry -
and obviously there's the ongoing issue of credit withdnwal.
with the cunent contract with Christian Salvesen now drawing

to a close, there are concems that history could repeat its€lf.
Clearly, with FQR under the spotlight like never before, and

suppliers seeking assulances that progress is being made to
redrcss the im m ion loss made last )€ar, thew€lwyn Grden
City team lnow a srnooth transition is vital.

H€aly is also rmde! no illusion that it cant afrord any hiccups -

silver bullet?

Being able to
particularly as he has set the
company a deadline of two
yeals to rcturn to growth.
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