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m E. Brown, president of Big Bear Stores Cc-xva, al-lnﬂ-tmd_
“ with general offices at 770 West Goodale Blvd,, Columbus, Ohio,

announssd the formal opening of Big Bear's new "store of tamnrrow", Angust
10, 1960, at the Oraceland Shopping Center in Columbus, Ohio. Featuring the
new low 'openlook‘. this nl_uut Big Bear is the largest supsrmarket in Ohio

(over 40,000 square fest of floor space), and is the result of many months ((\\\—
of planning by Mr. Brown, Big Bear officiesls, and the Raymond Loevy ;
Corporation of Rew York, imternationally famous designers and consultants, o
»
This new store is anocther trinmph for Mr. Brown and a tribute to his SN
vision and foresight which have made him one of the leaders in the food \g-
industry. P
v
In any discuseion of the supermarket industry as it is knovn todxy, ’(
the name of Wayne E. Brown, president of Big Bear Stares Compagy, loams . ®
large as a symbol of modern grocery retailing., Mr. Brown is truly one of TR
the pioneers of the “supermarket idea", and the company he has built is ®
indeed eloguent testimony to his vision, fortitude, and enargy. g
3

Mr. Brown's successful career in grocery retailing started in the
mid-twenties with a large national retail food chain in Detroit, Michigan
vhere, in a few short years, he was serving in an exscutive capacity.

World War I had forced most industries to streamline their buninesa,

P iiae
their factories, and their methods in orda&m‘hion increased pcmdwtio )

and service to the mation, The food industry, partisularly food distribution

ufbods, had lagged far bdxind The need was eppmrent--the opportunlity for

nnn\d.thnﬁ.eton. A man with the energy to implement that vision was at
hand.

In 1933, Mr. Brown, with others, turned his complste attention to
the improvemsnt of the retailing end of the food industry, and in 1934, he
opensd an entirely new type of food store...a "super® food store without
clerim bchind counters...in fact, without counters...a huge store where
thousands of shoppers could make their selections from great stocks of food,
' as compared with the few hundred shoppers who could be served in the ordimary

\m«ry store of that day.
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Iike most retallers, Mr. Brown knew that the biggest single require-

ment for a succeassful operation was customers, and Big Bear's success stems

from his sense of responsibility and service to the customer and his

knowledge of what customers want and demand,.

Big Bear was born big in the depression deys of 193k...the first big

uupemu-ket in the midwest and the Wl ggest single aupemrk?ﬁ”‘:tn the-U.S.A._

———————————

when th.lt ﬁrut Big Bear Supemarket--converted from a rom _a large. nnoccupiod dance

————————

hall oppoeite Ohio State Univeraity atadium in Golumbua, OChio--openad 1ta

w was an instant succesas. E\rerything the customer wanted was there--

top quality, larseat aelection of nationally advertised merchandise,

eourtooua personnel, money back guarantee, lateut possible prieoa, and above
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all, service to those millions of customers who came for miles to shop and

save at the blggest, most convenient grocery store they had ever seen,
From that big, that “"super" beginning twenty-six years ago, Big Bear has

enjoyed remariahls growvth in all wvays—uumbers, sales, and profits.

Mr. Browvn and Big Bear are sparkling highlights in the story of

America's biggest buginess==the food industry. The universal and constant

demand for food to feed an axpanding population makes this "super® industry

e ——

ne of the most stable in the world. As Mr. Brown pioneered efficient mass

morchandising and distribution of foods twenty-six years ago, he is today
taldng op the challengs of the future with a brand new concept of what today's
and tomorrow!s customers need and demand.

/

- Sincs the first store, Big Bear has carried complete drug and
prescription departments in many stores and for twenty-seven years have
reeliszed the importance of such merchandise and service. Big Bear has
featured hardware, sundries, and soft lines in many stores for fif teen
yeara. Though many types of leyouts, fixtures, eto. for general mer-
chandise have been utilized, Big Bear feels this new store design preseats
a better concept of merchandising of such items to the public.

' Hhat does today's customer...and what will tomorrou's customers...
vant and demand? At the threshold of the "space age", the increased tempo
‘of life affeCts us all, and the supsrmarket retaller, the distribution center
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of the wordd's Llargest dndustry, mist be the Mrst bo adjust 49, nd et e
ohallenges and demand of, the \mes, The efPlolent ubdidsstdon of spese has
long been & fookl point of the wuscessful retatler! s sttention, it this
"upace age" of Goday and Lomorrow adde problems snd, forvunstely, new
opportunitions Higher contn, competition, dnoreassd produstien, and new
products keep apaos and cont of spaoe » problem of tep prievity in every
siparmarkeb, An oxpanding sconomy, s comstantly, Anoressing standard of iving,
and & population boom keep the demand for foods and goodn ever present, ‘s
Af the retaller oan “get his share" of that, demands~uying oustoners«-iis
oporation will be muccesuful, How does he expest to get his share? Threngh
all the teohniques of advertising, display, and merchendi sing he has
suoossnfully used in the past and the new ddess he must promulgete fov the
future, he must got his message soross to the potential oustomer, Ts thet
maasege® Junt about lew prices, top quality, national brends, carry-out
service, free paricing, wide meleotion, and friendly, courteous service, to
name & part of what the retailer can offer? It will take wll of these and
more, too,

BAg Besx's business was built on the rook of "servies to the
oustomer”, and mervioe to the customer'n needs and demends is the reck on
which the future of the comparny will be built, Big Pear's firet supemarist
brought & now idea...s new conoept of the utilisation of space, of service
to the oustomer...to the midwont, Te tdme wes rips, the need was there, the

iden mound, and po thins new ;omopﬁ beonme the success it is and changed from
the new to the ewxtablishod, the prasticsl concept,

To meat the demmnd of today snd tomorrow, Mr., Drown felt another

bold new conoept with stdll moyw emphanin on customer convenience, nervioe,

and comfort should be develepsd, Accordingly, he haw been working with the
Raymond Lowwy Corporation of iew York in an effort to devise a practical plan,
Progress and Anterest in the developnant of w workesble pattern was haightened
when Bupsr Murket Tnetitute, of which PAg Dear As @ member, hired the Loewy
Organdnation to make & deteiled ptudy of supsomarket operations throughout the
sountey and to veport At findings to the Inatitute, The Loewy report to the
Buper Market Institute was publichied by SMI es » guide to enperawricot operators
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to 1llustrate the designs developed by the Loewy Organization after a thirteen-
month study on the merchandising and display of general merchandise and

perishables.

Through the efforts of Mr. Brown, Big Bear, SMI, and the Loewy
Organisation, this bold new Mopen center" concept designed foar the nstore of
tomorrow” was born., To implement this new idea, Mr. Brown decided to remodel
Big Bear's 40,000 square foot Graceland Supermarket in the Graceland Shopping
Center located in the nmorthern section of Columbus, Ohio, Its location was
ideal to test and evaluste this bold new idea. First opened in July of 195k,
this unit has been highly successful. The center itself, is located in ons
of the better income sections of the city and is readily and easily accessiblse
to all areas adjacent to it. An excellent system of streets, roads, highways,
and expressways makes it a shopping mecca for thousands of families, metropolitan,
suburban, and rural.

In 1958, this supsmarket was remodeled and the large Hart Junior
Department Store (ownsd and opsrated by Big Beer) next door was incorporated
with Big Bear into one large (over 40,000 square feet) one-stop shopping
supermarket featuring groceries, perishables, home furnishings, hardware,
toiletries, tobacoo, health and besuty ailds, soft goecds, and clothing.

Rere; Mr. Brown felt, was the logical place to bulld the store of
tomorrow. It had location, space, parking, and population. It etuld be

uilt, tested, and eveluated from every angle,

Let's iook inside Big Bear's new "open center store of tomorrow" and
860 what '"maké; it tick"..o An exciting scheme of twenty=two beautiful
TR S P S a1l | | miens, fixtures, and floors, plus the
latest in lighting, eubamce the over-all dynsmic effect of this drematic
riew ra'l'mx*‘o plan, ‘Gone are the l;zng lines of high, atacked-groceriea spread
out ovc;xl-'tlw entire center of the store, Mr. Brmm has long adwcated a need
for relieving the congestion cauaed by long gondoles of dry groceries in the
center of the stors. Iustead, the center of the store is low snd open.
Daphasis on perishables; meats; produca, frosen foods is achieved Ly placing
these departments in the low @ilhousite, open center of the store in novel
arvangsment. ;Mﬂl ia divided into meperats, logical department classi-
- wmﬁfﬁ b W*N“r ad il L it daha
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fications. A shopper can, immediately upon entering the supermarket, see
all around the store, find the department of his or her choice, and aop
easlly and quickly. Once in any department, the customer is shielded,
protected from the ebb and flow of store traffic. Wide aisles, attractive
displays, invite easy, leisurely shopping, and delightful, year-round air
conditioning adds to shopping comfort. Each department is developed into a
self-contained, logical and welle-defined department to create maxirum impact
for merchandise and maximam convenience for customers. This has been
accomplished without crowding and cluttering. These distinstive departments
give the customer the fceling of a world of merchandise to shop from at

her very own convenience.

Interior valances, widc-arch facades, graphic eigning along tie
perimeter walls, over department gondolss, establish definite departmeut
areas without barriers and without impeding the smooth flow of traffis.

Mr. Brown has long urged such fluid flow of traffic by the elimination of
barriers between departments--particularly between foods and general
merchandiee. Interior color styling, specialty shop atmosphere, dramatise
departnentalisation, the feeling of being apart from the whole of the super-

markete

The grocery section, completely departmentalized, retaimns its
importance even though moved to one end cf the store, and features a wonder-
ful new “easy-to-shop-plan®. When the customer comes to the end of a dry
grocery gondola, she finds a wall of dry groceries instead of the congestion
of the meat department. Many customers expresaed pleasure at the quiet of
this separated grocery section. Some said it was so much easier to shop and
to came to a decision in the selection of items., Moving grocery gondolas
away from the meat departw®nt hae greatly relisved traffic there. There is
more opportunity to shop and compare meat cuts without the interference and
noise of grocery dopartment traffic, This now deeign has enabled Big Bear
to cnlargo the meat, dairy, and produce departments by approximately oune-

third,



Two exits snd entrances permit easy, fluid flow of traffic and a

unique, centrally located parcel pick-up door prevents extra jamming and
congestion at the exits and entrances,

Fourteen autamatic electric check=outs are centrally located between
the two entrances and exits for speedy, eificient custamer check=out.
Whether you shop the entire store or just one area, you save time beceupe

you check out just once.

Featured in Big Bear's new Oracaland "store of tomorrow® are: a
frosen food center; a packaged grocery departrent for groceriss alone to
simplify shopping for staples; special produce and meat departments and a
complete home center. Included in the home center iss a tobacco shop; &
cosmetic bar; infents! wear; men's and boys! clothing; women's sports wear;
lingerie; home furnishings; glassware; pots and pana; toys; games; plants;
garden tools and special seasonable sale items to lend a variety and interest

to the selling arcas.

In such a store plan, the Loewy Organization feels the customer gets
what she wants...& strong, food images and appstite appeal combined under the
same yoof with the convenisnce and merchandising excitement added by general

merchandise.

Preliminary custamer reaction to this new store design from Rig Bear
custaners wesks prior to official store complstion indicates the muccess of
this new steore design. Mr. Brown made the following obaervation after
talking to customers in the store, "it would appear, from cur first impres-
eions, that the old stereotyped layout of groceries in the center of the
store, and perishables around the walls, has seen its best days and will be
replaced by thiz new concept of store design, especially in the larger

supermarints where many departments can be featured.”

This innovation is anothar step forward in Big Bear's continuing
policy to search for and obtain methodes and techniques that enable the

_company to better serve its customera,
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