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Churchill China

Churchill China plc is a pottery company based in Stoke-
on-Trent. It is shortly coming up to its 200th anniversary
and is relatively rare in Stoke (once the world's leading
pottery region) for still manufacturing locally. On the
face of it, the company is going nowhere. Sales revenue
is lower today than in 2006, and exports have changed
little in the last ten years.

Yet there has been an interesting shift in strategy. In
2006, revenue came in a 55:45 ratio of B2B sales to
B2C sales. In the first half of 2014, the ratio was 80:20.
Churchill has switched to becoming overwhelmingly a
supplier of china plates, cups, etc. to hotels, restaurants
and the catering trade generally. Indeed it is now the
UK’s market leader in supplying to the ‘hospitality
industry’. This is a nice niche position to be in because it
is more to do with small-scale, tailored production than
the mass market. This keeps Churchill’s trade business

away from direct competition from the Far East. It also
may give rise to a real growth path in the future, given
that eating out remains a growth trend in Britain (and
elsewhere in the west).

Even prior to 2006, Churchill had largely given up
producing china for the retail market. Instead it
designed ‘tableware’ in the UK, but had it made in
the Far East. So the fall-away in retail sales has quite
a few economic positives. Churchill is now focusing
on producing in the UK for the UK market - though

it is also developing stronger export sales within the
hospitality trade. In the first half of 2014, Churchill's
B2B sales to continental Europe rose by 20 per cent.
Throughout recent years, Churchill has invested in
new technology, especially in robotic kiln-loading and
unloading. That means that there are fewer low-skilled
jobs in the factory today than in 2006. Fortunately, the
jobs that remain are extremely highly skilled, making
it hard for others to copy the quality and variety of
Churchill's output. Hence its status as market leader.

2006 2007 2008 2009 2010 2011 2012 2013 2014
Revenue, 45,930 46,930 41,969 41,705 43,746 42,296 41,435 43,157 45,700
£000s
Operating 2,795 3,230 2,804 2,288 2,287 2,713 2,830 3,371 4,000
profit,
£000s
No. of 596 635 599 510 555 540 535 520 N/A
staff
Staff cost, 13,991 16,592 15,817 14,258 14,421 15,128 14,991 15,844 N/A
£000s

Table 16.3 Overall operational performance of Churchill China, 2006-2014 (for 2014, first half figures doubled up)
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Questions (40 marks; 45 minutes)
1 Explain the difference between B2B and B2C.
2 a) Calculate the cost of staff as a percentage

of sales revenue in 2007 and again in 2013.

b) Explain one conclusion you can draw from
the figures you have calculated.
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Assess two reasons why small-scale, tailored
production might suit a company with highly
skilled staff.

Evaluate whether it would be right to say
that Churchill China’s staff are its greatest
asset.
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