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Foreward 
 
 Although my father was born a Greek Australian, he cared deeply about the UK 

where he completed his education and then worked and lived all his adult life.  

 

 He established the Comino Foundation because of two firmly held convictions. 

As an industrialist he strongly believed in the importance of manufacturing as a source 

of wealth creation.  As an entrepreneur he also knew that his vision of a prosperous 

society depended on peopleôs potential for achievement and the need to offer them 

support and encouragement to gain the confidence and skills to take charge of their 

own lives.  

 

 Comino Trustees and Fellows have always tried to reain true to the spirit of 

what my father intended Ł sentences often include: óDimitri, Mr Comino, My Dadéô  

and continue óalways believed, thought, felt, would have said....ô Ł though he might on 

occasion have been (pleasantly) surprised by some of the ways of working we have 

explored. And, even though my father had an ambitious vision for the Foundation he 

established, I sometimes wonder if he expected it would achieve so much so quickly. 

 

 I know that the Foundation Ł often starting on a very small scale by getting a 

few people together for a discussion Ł has been involved in many projects and 

initiatives and has influenced a wide range of issues. Despite my own involvement as a 

Trustee, I still found it fascinating to read the story of the interlinked tapestry of events, 

initiatives, new organisations, involvements and other outcomes, and hope it will 

inspire our work for the next 40 years. 

 

 I feel very proud of my father and the Foundation he established, and am glad 

that I have been able to make my own contribution to its work.  

 Anna Comino-James 
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Introduction 
 

Demetrius Comino*, the son of a Greek oyster merchant, came from Australia 

to study engineering at University College, London in 1920. After graduation Dimitri, 

as he was usually known, was an apprentice in a substantial engineering firm but he 

became frustrated by large company practice and started his own business, Krisson 

Printing Ltd.  He quickly established a thriving enterprise, and his enthusiasm for 

training and motivating his young staff made Krisson an exciting and demanding place 

in which to work.  

During the Second World War he decided his future lay in manufacturing a 

profitable product with high volume of turnover and he refined his invention of a 

slotted angle construction system which he called Dexion.  Manufacturing started in 

1947 and Dexionôs versatility in making shelving, work benches, cupboards, exhibition 

stands and storage racking became progressively apparent.  By the end of 1949 the 

Dexion company was well established and grew rapidly with extensive overseas sales; 

it became a public company in 1968. 

Dimitri established the Comino Foundation in 1971 for the advancement and 

development of education, with its objects later extended so it could also focus on the 

anti-industrial culture of the day and the decline of UK manufacturing. The Foundation 

also developed Dimitriôs process for successful achievement, which became known as 

GRASP (Getting Results And Solving Problems), and a number of Comino Centres were 

established to deploy its application in the context of education.  The ongoing work of 

these Comino Centres has been maintained over the years and the Foundation has 

provided funding for numerous additional education projects, many of which have 

been associated with the development of opportunity for young people. 

Dimitri retired as Dexion Chairman in 1974 and died in 1988. Although the 

original Dexion company no longer exists some of its subsidiaries continue to flourish.  

The Comino Foundation, Dimitriôs main legacy, continues to promote his commitment 

to ensuring that people in the UK live more fulfilled lives in a prosperous and 

responsible society. 

* Comino: the stress is on the first syllable which is pronounced to rhyme with 
ódominoô. 
 

Origins and education 

Demetrius John Comino was born on 4 September 1902 to Greek parents in 

Sydney, Australia. Like many who have helped to transform British society, he was not 

English either by descent or by birth. 

His father, Ioannis (John) Comninos, was born in 1858 into a farming family in 

the village of Perlegianika on the Greek island of Kythira in the Ionian Archipelago.  

Athanasius, John's elder brother by some fourteen years, arrived in Sydney, Australia, 
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in 1873 Ł probably as a crew member on a sailing ship from New Zealand Ł and in 

1884 he leased two thousand yards of foreshore to develop an oyster fishing business 

on the Evans River some way to the North of Sydney; in that same year he paid for 

John, then 26, to come from Piraeus. When Athanasius died on 30 December 1897, 

having reached a prominent position in the oyster fishing industry, John inherited his 

brotherôs title of óOyster Kingô and applied formidable expertise to develop the oyster 

business.  The Comninos family in Sydney changed their surname to Comino to enable 

them to fit more easily into life in Australia and eventually, because of the familyôs 

standing in the community, Greeks in Sydney were often referred to as óCominosô. 

On 6 September 1901 John Comino married Anna Phocas, daughter of 

Seraphim Phocas the Greek Orthodox priest who performed the marriage ceremony.  

John died on 21 June 1919 and was survived by Anna and their four sons. Demetrius, 

the eldest, was named in Greek tradition after his paternal grandfather.  The others 

were Athanasius born in 1905, Nicholas in 1909, and Constantine in 1910. 

Demetrius Comino, or Dimitri as he was known to most people throughout his 

life, was brought up in an entrepreneurial atmosphere in which the attitudes of striving 

to get on and become successful were instilled in him at a young age. In his early years 

he exhibited many of the characteristics which he retained during all his 86 years.  A 

restless inventiveness was one; another was his meticulous attention to detail.  He 

rarely constructed anything until he was satisfied with its design on paper.  Things that 

he built were always subject to continuous improvement which he often thought 

through in handwritten notes before testing in reality. 

Having begun his education in local schools, Dimitri transferred to Sydney 

Grammar School because his mother felt he needed a more demanding academic 

environment.  This move, at the relatively late age of 15, was a great culture shock to 

Dimitri, as often occurs when a more practically inclined student is transferred to 

secondary education which is more academically orientated. Held back by some 

teenage ailments plus a bout of diphtheria, he sank to the middle of the class and was 

beginning to reconcile himself to this class position when, in December of that year, 

an event occurred which affected his whole life. 

As he wrote: óI very rarely missed lessons but on one occasion I had such a 

severe cold it was quite impossible for me to go to school. On my return I discovered 

the class had started a new section in mathematics on which we would be tested the 

follow ing day.  I was panic stricken since I had not the faintest idea what it was all 

about. So I did something that it had never occurred to me to do before. I took my 

maths book home, read all it had to say on the subject and tried some exercises.  I 

soon got stuck but re-read the material and tried again.  Eventually I found I was 

making progress, so I persisted and succeeded in finishing all the exercises in the 

section.  The next day to my great surprise I came out top in the examination.ô 

This showed him what he could achieve if he really tried.  The raising of his 

self-esteem through the self-help he had applied not only gave Dimitri the motive 
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power that he used subsequently in his commercial life, but also his belief that others 

could be equally successful if only they could find the motivation.  

After John Comino's death Anna, his widow, wished to return to her roots in 

Rhodes.  She naturally waited until Dimitri, her eldest son who she now regarded as 

brilliant, had completed his school education and would be able to proceed to a 

Greek University.  However, since English was Dimitriôs first language and engineering 

was his particular interest, he applied for an electrical engineering course at University 

College, London, where he passed the necessary entrance examination and was 

admitted in October 1921. 

In the final examinations in 1924 Dimitri was awarded the Electrical 

Engineering Diploma with Distinction and a First Class Honours BSc (Eng).  He then 

served a three-year student apprenticeship with British Thompson Houston (BTH) at 

Rugby in order to complete his professional education as an engineer. 

Krisson Ł Dimitriôs first business 

Young people need to be challenged, and they welcome responsibility; they 

want to use the knowledge they have gained so painstakingly at university and wish to 

release the energies constrained by the long years of education. In the 1920s, however, 

major British engineering companies like BTH were not renowned for using their 

young engineers effectively and at BTH little of this was offered to Dimitri who was 

used as a progress chaser.  This was a well-established job in British manufacturing 

companies until competitive pressures and the example of the Japanese 'just-in-time' 

philosophies of the 1980s finally forced managers to have a more disciplined approach 

to manufacturing processes.  The management inefficiency revealed by his job 

frustrated Dimitri who repeatedly spent time persuading foreman on the shop-floor to 

schedule and carry out tasks which should already have been undertaken.  

Furthermore, when put in charge of projects to introduce new equipment, Dimitri 

found the inflexibility of trade union practices a severe handicap to doing things in a 

new and more efficient way.  This influenced his attitude to organised labour and, 

having become disillusioned with the complacent practices and the internal politics of 

large engineering organisations, he determined to start his own company. 

Dimitri returned to London in July 1927 where one of his motherôs new friends 

from the Greek and Turkish expatriate community around Charing Cross Road was 

making cigarettes and suggested that Dimitri could buy a small printing press and 

produce the necessary wrappers and labels more cheaply than the existing supplier.  

His mother bought a printing machine, and its installation behind the tobacconist's 

shop enabled Dimitri to establish a printing business which provided him with a 

variety of work with frequent problem solving involving physics and chemistry both of 

which he enjoyed.  He took to printing very swiftly and discovered that he had a flair 

for selling; his enthusiasm ensured that the capacity of the small press was quickly 

achieved with the business beginning to expand at about 30% a year. 
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Dimitri then heard that Forbes J Taylor, an established printing firm nearby, was 

in some financial difficulty.  Agreeing that it would be a good business opportunity for 

Dimitri, his mother realised that this could also benefit Athanasius and she bought a 

partnership for her sons who settled into the business in its 200 square foot premises 

near Oxford Circus.  Its location was advantageous because it was at the centre of 

Londonôs West End rag trade which needed price tickets in abundance, invoices, 

statements, and advertising leaflets - all the printing minutiae of the clothing industry Ł 

and needed them quickly and at low cost.   Forbes Taylor managed the marketing and 

promotion, Dimitri (known within the company as DC),  the printing and Athanasius 

(known as AC) the accounts.  Inevitably Dimitri soon saw opportunities for expansion 

but, being unable to enthuse Forbes Taylor, he bought the remaining share of the 

partnership in late 1928 and rechristened the company óKrissonô from the Ancient 

Greek word meaning ógoldô or óvaluableô. 

The 1929 stock market crash and recession restricted expansion, but by 1932 

the economy was beginning to recover.  By then Krisson Printing Ltd had become a 

general printer of business stationery, though still mainly for the local rag trade, with a 

sales territory extending from Park Lane in the West to Tottenham Court Road in the 

East. Dimitri knew he had to build up a team of capable young men before he could 

take on more work and his most successful recruit early that year was Fred Reilly, a 21 

year old who had just completed his apprenticeship as a compositor.  Fredôs rapport 

with Dimitri was instant and as a keen Scout leader he loved to develop talent.  He 

was also more practically minded than Dimitri and, with a good grounding in printing 

practice, responded to the many ideas that always flowed from Dimitri and made them 

work.  This partnership not only helped establish Krisson as a leading printing firm but 

also fertilized the early development of Dexion. 

Two other outstanding young people recruited at this time were Norman Bailey 

and George Thompson.  Norman was typical of Dimitriôs young cohort, having been 

very good at English at school and ambitious to succeed in journalism.  He initially 

started in Krisson as a 16 year old proof reader but, under Dimitriôs guidance, 

progressed in a few years to become Office Manager.    He later succeeded Dimitri as 

Chairman of Dexion International, was a founder Trustee of the Comino Foundation 

and eventually became its Chairman. George, who joined Krisson at 14, also 

eventually became a Dexion Director Ł with responsibility for the Manufacturing 

Division Ł and a founder Trustee of the Foundation. 

Building a business always generates problems, many of which stem from 

personal relationships.  While Fred Reilly was developing a increasingly close affinity 

with Dimitri and nurturing the growing number of school leavers who were now being 

employed the recession had forced Dimitri to concentrate on sales and he decided to 

employ a trained pressman as Works Manager. Unfortunately, the new manôs style of 

management created tensions between himself and Fred. In attempting to solve this 

problem Dimitri acquired a further 4,000 square foot basement nearby so that 
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production, and its management, could be split from sales.  Eventually, however, the 

tension in production management became so great that in 1935 it ended in the 

departure of the Works Manager. 

Dimitri was a devotee of Frederick Taylor and Frank Gilbreth, the US work-

study gurus, and he sought continuous improvement as promoted by Alexander 

Deming.  He involved everyone in innovation, making the company great fun in 

which to work with all employees feeling part of the action however humble their 

occupation; they were all proud to call themselves Krissonites and everyone wanted to 

contribute new ideas. Training to develop skills was continuous and there were 

evening discussion sessions on current affairs resulting in exciting meetings when 

members of the Fascist and Communist as well as the Conservative, Labour and Liberal 

parties were all invited to present their case - this included one rowdy meeting with Sir 

Oswald Mosley during the height of the Spanish Civil War.  These meetings were so 

popular that friends and relatives often requested invitations to attend. 

Dimitri had come to understand that while he must run a business he should 

not be dominated by its needs and in September 1935, when the company was 

running smoothly, he went to join his mother in Rhodes.  Anna Comino had resolved 

that it was time for her son, now a successful businessman of 33, to marry and she had 

had her eye for some time on Katina Georgiadi, ten years Dimitriôs junior, a beautiful 

local girl from a well -respected family. 

Arranged marriages were still the norm in Greece and some years earlier Anna 

had been asked to act as intermediary between Katina and another young man. She 

did her duty by putting this proposal to Katinaôs mother whilst at the same time urging 

her to turn it down as she wanted Katina for her own eldest son, and the message went 

back that Katinaôs family felt she was too young to get married.  Anna was sure Dimitri 

would get on well with Katina, whom he had met briefly at social occasions in Rhodes.  

This proved true and within a week of him seeing her again they were engaged and the 

wedding took place on 22 September at Profitis Ilias Church near the village of Salacos 

in Rhodes.  After a honeymoon in Switzerland the couple arrived in England to the 

astonishment of Dimitriôs staff who had not expected him to come back as a married 

man. 

The dawn of Dexion 

Dimitri registered a new company Ł Dexion Ltd - on 21 October 1937, óDexionô 

being the Ancient Greek word for 'right', in the sense of perfection as well as of 

direction.  While printing suited his penchant for problem solving, he wanted a simpler 

and more certain way of making money but with the same sense of challenge and 

excitement he had found in Krisson.  Under the Dexion name he began to market 

some of the products he had developed and patented to improve the efficiency of the 

printing process. 
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Initially, Dimitri made a Dexion Gauge for checking the squareness and register 

of a printer's forme.  He designed and produced trolleys, chutes and a number of 

practical tools to save time and space in the letterpress industry, for example 

interlocking frames to hold print in place inside the chase.  A Dexion Chart was 

designed to hang over a compositor's desk as a constant reminder of the simple but 

methodical tasks being recommended to improve performance. All these products 

were sold by direct mail but little money was made from these sales because the 

potential market was small and conservative; following  the Second World War there 

was no purpose in reviving them because of other improvements in the printing trade.  

None of these items, in any case, satisfied the criteria which Dimitri had set himself.  

He wanted to design a product, divorced from the printing process, which he felt could 

justify his training as an engineer. 

Due to his obsession for efficiency he had been concerned about the lack of 

versatility of the wooden shelving used in great quantities for storing paper and other 

consumables for the printing process.  Timber was also wasted when it had to be 

dismantled and reused.  To solve these problems he conceived the idea of steel 

shelving which could readily be assembled, dismantled and then reassembled again.  

By 1939 he had developed an angled section made of steel with slots cut down one 

side and a long groove cut down the other.  Accles & Pollock Ltd in Birmingham were 

commissioned to make an initial batch of one ton which was delivered in late August, 

a week before the declaration of the Second World War on 3 September 1939.  Dimitri 

managed over the next few months to sell most of this angled section to the local stores 

of Lillywhites, John Lewis and Selfridges, an experience which helped after the war. 

Wartime interruption and a change of direction 

The first year of the Second World War proved very difficult for Dimitri. Almost 

everyone in London expected an immediate invasion, a fear emphasised by the 

sounding of the air raid sirens within an hour of the Prime Minister's initial address to 

the nation.  Many Krisson employees volunteered for the services or went to work for 

companies directly involved in arms production, and the West End businesses on 

which Krisson relied closed down for two weeks and income ceased.  Some 

confidence returned and printing orders resumed when stalemate seemed to be 

established on the Franco-German border.  When the war really began with the fall of 

France, however, paper became rationed and the Krisson establishment shrank still 

further. 

To keep his business alive, and being left with mainly women who were skilled 

in bindery and despatch, Dimitri retrained them to operate the machines. Meanwhile, 

with his engineering background and managerial status, he was offered a position as a 

manager in an aircraft factory by the Ministry of Aircraft Production.  Because of his 

determination never to work for anyone else he refused and, because he was an 

Australian citizen, this employment could not be enforced. Instead he decided to help 
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the war effort by installing a lathe to make aircraft parts.  Gradually the printing 

machines were mothballed and more lathes installed but enough capacity was 

retained to keep a small printing business in operation.  The Ministry of Labour 

allocated him lathes, drills, milling machines and other machine tools as well as many 

female workers which offered Dimitri a great opportunity as he could increase their 

productivity by training them in the Krisson tradition. 

Dimitri persevered with his desire to create a business that was financially more 

rewarding than printing and set himself the objective of producing an innovative 

product which would sell by the million.  With some of the angled steel lengths that 

had been made before the war he had made various structures but these proved to lack 

rigidity.  Fiddling one day with two of the larger angle brackets, each with a 6 inch 

flange, he suddenly realised that by fitting one into the other and bolting them together 

through carefully positioned holes he could produce a very rigid joint.  This was the 

breakthrough he needed because he now realised that these slotted angle sections 

could be developed into a much simpler constructional system than the original angled 

section.  The new design would be more versatile, economical, adjustable, re-usable 

and transportable. When Dexion was eventually manufactured the secret of his 

invention was consistently explained in the sales brochures. 

 

 

 

 

 

 

 

 

 

 

 

 
Dimitriôs invention Ł The secret of Dexion 

 

In the evenings and while on night time fire-watch duty during the war he made 

many drawings of the kinds of structures which could be produced from the slotted 

angle sections and how their component parts could be joined together.  At home he 

mulled his designs over with his wife, Katina.  She, however, naturally thought of him 

as a printer who would return to printing once peace was declared. Seeing him poring 

over his diagrams one evening she asked 'Do you reall y think you'll look at all those 

drawings after the war?ô 

During the war Dimitri had virtually designed the whole process for 

manufacturing Dexion, but when the war ended his first task was to re-establish 
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Krisson.  Fortunately all the old team came back, except for one who had been killed 

in the invasion of France, and Dimitri began to leave day to day running to the senior 

staff at Krisson so he could devote himself more and more to the Dexion Slotted Angle 

concept.  He examined many combinations and sizes of slots and holes and their 

positions, realising that all these factors would have to be worked out very carefully to 

meet the necessary conditions of strength, clearances, positive fixing, and versatility. 

Several Dexion prototypes were made, both in miniature and full size, to help 

sell the concept and by 1946 he was ready to manufacture and bought a second-hand 

Henry & Wright standard die press.  In true Dimitri style he had seen that he could 

discard the punched pieces which would have ended up as the manufactured item, 

whilst retaining, as the Dexion strip, the part that was normally thrown away. He also 

adapted the press so that the steel strip could be continuously fed into it and painted. 

Establishing Dexion production and company growth 

The war had provided Dimitri with the opportunity to accumulate some funds 

from the manufacture of aircraft parts as these were paid for on a cost plus 

arrangement.  He supplemented his savings towards the end of the war by buying and 

refurbishing war-damaged printing machines for which he found a ready and profitable 

market when printing came back to life.  To begin manufacturing Dexion however, he 

still needed to borrow £7,000 from his mother and brother Athanasius to match the 

£7,000 he was able to borrow from the branch of the Midland Bank which held the 

Krisson account.  This finance enabled Dexion production facilities to be established in 

a 3,500 square foot garage at Chingford, N E London. Production commenced in May 

1947 and the first day's output was 600 feet with a sales value of £17 and 5 shillings. 

Despite Dimitri's flair at selling, only 20,000 feet of Dexion was sold in 1947 

and only 20,000 feet a week during 1948; this was less than a tenth of the small 

factoryôs capacity.   

 

 

 

 

 

 

 

 

 

 

 
 

 

Steps, a simple rack, machine guards and an access walkway showing Dexion versatility 
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Money was tight and the cash payment requested with each order tended to deter 

customers. Sales and production increased to 50,000 feet a week in 1949, however, 

and by the end of that year turnover had reached £500,000 - a twelve-fold increase on 

the previous year. To support the sales campaign Dexion News was introduced to 

show the versatility of Dexion and the innovative ways in which it could be used to 

save space and save money. 

Dexion began to be used in exhibitions, and imaginative sales campaigns were 

so successful that in 1950 output leapt to 125,000 feet weekly.  Exhibition designers 

eagerly seized on Dexion, as did show grounds, and the companyôs growing sales 

team made extensive use of press photographs of royalty on Dexion-supported stands 

at official openings or sheltering from rain under Dexion-constructed awnings.  Its use 

then expanded to hospitals, agriculture and forestry. Cash flow improved and from his 

profit margin of 25% Dimitri was able to repay the £7,000 bank loan in 1950 as well 

as opening a new factory in Enfield. 

The success of Dexion was not lost on others.  Unfortunately the prior existence 

of Meccano had prevented a generic patent so the Dexion patents were restricted to 

the slot and hole configurations.  This made it possible for many other companies to 

enter the market with similar designs using different hole patterns and thicknesses of 

metal strip.  There were about a dozen such companies in the UK Ł one of which was 

set up by an ex-employee of Dexion who had been involved in production Ł plus 170 

in Italy alone which saturated Dexionôs potential market in that country. 

Nevertheless, despite the large number of imitators in different countries, by 

1956 turnover was more than £2 million with 700 employees, 200 of whom were 

outside the UK in factories in Belgium, Germany and Canada, and the Dexion 

company had reached what Dimitri called its adolescence.  There were also licensees 

in other countries and over the next few years the company showed steady growth in 

turnover from £2.5 million in  1958 to £5.7 million in 1962.  Growth, however, 

brought its problems with too much money being spent on sales promotion and steel 

stock. 

In 1963 cash flow difficulties arose.  The merchant bankers, Hambros, were 

brought in to arrange an injection of £250,000 from a finance corporation who were 

allocated 11% of the share capital, which was repaid when the company went public 

in 1968.  A new emphasis on tight planning, budgeting and control was also instituted 

because the company could no longer afford the enthusiastic amateur approach which 

had been so successful when it was smaller.  The time for 'everyone having a field 

marshalôs baton' had gone.  Thus began the process of weaning the Dexion company 

away from Dimitriôs day to day management and, as part of this process, Norman 

Bailey was appointed Dexionôs Managing Director in 1964. 

Meanwhile, in August 1953 a series of violent earthquakes rocked the Ionian 

Islands in Greece.  At Dimitriôs instigation, the company donated 20,000 feet of 

Dexion for new housing with a prototype house being designed within three weeks 
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and construction starting two weeks later.  Called óOperation Ulyssesô, the story was 

broadcast worldwide and even made an article in Time Magazine.  Then, despite 

Dexionôs poor financial position in 1963, the company made another generous 

donation following the Skopje earthquake.  As with Operation Ulysses, Dexion 

equipped and built two complete villages, one of which was called Dexiongrad.  This 

action and the high reputation of Dexion resulted in Dimitri being appointed an OBE 

in 1963 for services to industry. 

 

Going public and the sale of Dimitriôs most innovative business 

The mid 1960s saw rapid expansion with sales exceeding £10 million and a 

record profit in 1966 of £730,000. In 1967 the Board of Directors decided that Dexion 

should become a public company for reasons similar to those made by many large 

private companies at that time: the restrictions imposed on private companies by the 

1965 Finance Act, the capital-raising flexibility when shares have a stock market 

quotation, and the potential impact of death duties on the company.  The second half 

of 1967 was a time of great activity in new stock market issues, with rising price levels 

on the London Stock Exchange.  The offer of Dexion shares, one of the three largest 

issues in 1968, was heavily over-subscribed due to the 1968 results which showed a 

40% increase in world sales to £14 million and a new record profit of £1.133 million.  

This 1968 performance was enhanced by the devaluation of the £ in November 1967 

and also justified Dimitri's policy of continuous high investment in manufacturing. 

In 1969 turnover soared by a further 40% to nearly £21 million, with profits 

rising to £1.5 million.  The company had diversified and broadened its product range 

and an output of more than one million feet per week of Dexion slotted angle now 

provided less than half the UK income, with the sales force increasingly focussed on 

selling products for use in warehousing and distribution. As part of the diversification 

other companies were acquired including  some which manufactured cranes and 

warehouse equipment.  These acquisitions, however, were not successful as the 

executives in Dexion were too inexperienced to manage and co-ordinate the advanced 

engineering required. 

In addition to the earlier ill -judged diversification, 1971 and 1972 were difficult 

trading years and the business came to the attention of Interlake Inc, based in Chicago, 

a diversified steel company ten times the size of Dexion.  In August 1973 Interlake 

made an offer to purchase the Dexion share capital but the offer was refused. However 

1974 brought an atmosphere of considerable industrial gloom.  The minersô strike, 

together with the three-day working week imposed to preserve electricity, brought 

down the Heath Conservative Government and all shares plummeted in early 1974 

from an all-time high the year before.  The stock market had not taken kindly to 

Dexionôs troubles despite good 1973 results and Dexion shares suffered along with the 

rest. Money for vital future investment was hard to find, the industrial logic of a 
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corporate sale to Interlake was accepted and the sale took place in July 1974.  The 

price paid at £9.4 million was keen, with the company being valued at £4 million less 

than its flotation price in 1968. 

Dimitri retired as Chairman of Dexion in 1974 when he became President but 

he remained on the Board until 1978.  He was succeeded as Chairman by Norman 

Bailey until he also retired in 1976 and the future of Dimitriôs most innovative business 

was left in other hands. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 
Norman Bailey at his retirement dinner November 1976 

Under Interlake Dexion flourished for 20 years with sales reaching £200 million 

in the mid 1990s.  However, due to their need to re-organise, Interlake sold Dexion in 

1995 with ownership eventually passing to the Norway-based Constructor Group who 

already owned Dexion Gmbh1, previously Dexionôs German subsidiary.  Dexion 

manufacture in the UK ceased in 2003 but Dexion Gmbh continued to expand and by 

2010 had achieved a turnover across thirty European countries of ú100 million.   

Dexion Gmbh continues to manufacture Dexion and markets it as óIntelligent Ware-

house Solutionsô with one of its sales offices being Dexion Comino Ltd in Swindon. 

Dexion (Australian) Pty Ltd2, which had become a separate company, continued to 

trade successfully and by 2010 had become the market leader in the Far East. 

Getting Results And Solving Problems (GRASP) 

Since his early years Dimitri had a great passion for solving problems, especially 

problems that occur in real life which he always saw as opportunities.  He was never 

attracted to conundrums or crosswords or forms of problem more accurately described 
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as puzzles - all of which have defined and closed end solutions. He always preferred 

problems which offered the prospect of many potential solutions although only one or 

two might prove to be optimal.  Not only did he think through and solve problems that 

affected his own life, he was also concerned to analyse and describe the process of 

problem solving so others could use it and thus be more consistently effective 

themselves.  Although the acronyms he developed did not satisfy him because they 

seemed too static for what he knew was a dynamic process, the organisational strains 

of a growing company in 1952 spurred him to use acronyms as a means of reminding 

those around him of what he was constantly seeking to achieve in the working 

environment.  Perhaps the best known was ITGB Ł Intolerable, Tolerable, Good, Better 

- and the attitude of mind he consistently tried to encourage others to acquire was the 

dissatisfaction he always felt with any current situation.  No matter how good any 

outcome was, he inevitably wanted it to be improved which made him exasperating to 

work for.  Staff would show him work over which they had sweated long and hard to 

achieve perfection and he would say óLetôs do better next timeô. 

 He was constantly searching for a generic problem solving procedure and 

produced many diagrammatic forms of increasing complexity which he knew 

instinctively were too convoluted.  This did not stop him defining his first Problem 

Solving Procedure, known as PSP, in March 1956. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 
Dimitriôs diagram to explain PSP 

 


