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Retailer Newsletter

September 1, 2018
Tom’s Business “TIPS”

“To Improve Profits”

RE: Are You Getting Old?
Hi,

No, I’m not talking how you feel when you first get out of bed in the morning – we all get that way eventually. I’m talking about your store; does it look old?

Remember when Sears was ‘the place to buy an appliance and tools.’ Toys R Us was ‘the destination place for toys’, and Kmart had the ‘Blue Light Special? Where are they today? Going, Going, disappeared!
These businesses got stuck in yester-year. They didn’t keep up with the times. Then along came Walmart, Target, and now Amazon has raised the bar. They offer speedy service, competitive (not always the cheapest) prices, and when it came to brick and mortar stores, they offered clean well-lit stores. How about you? Are you hoping you survive by squeezing every dollar out of your business without investing $$ to keep it up to date?

Let me give you a couple of examples I see in my day-to-day travels in and around KC.

· One store provides 4 fueling positions and the owner parks his car at one of them ALL THE TIME! I ask why he does that and he told me he wants his customers to see a car at the pumps and they will realize he is open for business. REALLY?

· Another store I drive by has 20 fueling positions and 8 of them were Out of Order for an extended period. Some had white plastic bags over the nozzles and some were missing the hose AND nozzle entirely. Now what kind of image does that provide to the customer?

· That’s an indication to me as a customer that this business owner is struggling financially, going out of business and he/she might be cutting corners, i.e. food cleanliness, food safety (expired products), store cleanliness, etc.

· And finally, another store covers their windows with signs of all sorts of beer, cigarette, tobacco, lottery, and cell phone accessories. When you walk in the store, it’s so dimly lit that it takes a second for my eyes to adjust to the dark before I can see where I’m walking.

Now these are just 3 stores that stand out in my mind. I could go on and on, but I think you get the picture. I could scream every time I pass a store that blocks all the windows with needless, faded signage. Do you really think the customers are impressed that you are in the beer or cigarette business because you’ve plastered your windows with signs? Maybe that’s the Sears way of doing business or Toys R Us, but it’s not the way things are done in the 21st century.

Maybe spending a few dollars today, improving the lighting in your store, or tear out all the signs blocking the windows and replace them with simple, professionally prepared signs (remember 1 sign per window). I used to hang signs in a POP frame, on chains so I could wash windows every two weeks without tearing them. If you’re not willing to ‘clean up’, freshen up and spend a few $$ to keep up with the competition, you might be on the way to closing your doors or finding a buyer for your store. You might as well turn your keys over to the first unsuspecting buyer that comes along.

My apologies, I’m not trying to preach to you, I’m just trying to get the attention of a few, business owners who are still stuck in the past. I’m reminded, that during one of my early on site consults I was introduced to the store owner by the supplier rep and the first thing she said was, “Be careful what you ask Tom, because he is going to tell what he thinks, he doesn’t hold back!” Maybe that’s why I never got into politics. By the time you figure out what a politician said, you forgot the question. I’ve always conducted my training classes as if I was working with my managers and CSR’s, and when I was doing consulting work, I looked at the store operation as if it was my business, and what would I do to improve things.
Here are a couple of merchandising ideas that have changed the way some do business:

· Denny’s Grand Slam Giveaway – turns out this is the ‘Most Profitable Day’ of the entire year for the company. How can this be, you ask? Because almost everybody orders a drink (or two) and some people don’t order the Grand Slam.

· 7-Eleven – Free Small Slurpee Day – store visits are up 43% over the previous 30-day average. Much of that increase continues as the customer(s) continue to patronize the business in the days and weeks to come.

· Circle K – starting in July they held the ‘First Free Frozen Drink Give Away’.

Check out our website. I recently posted the 12-month averages for KC stores through June 2018. How do you compare? Are you on the top ½ or the bottom ½ of the results? Do something today to move the needle to the middle or the top. If you’ve missed a copy of Tom’s Tips, check out the website. We have previous editions available.
Don't be a victim of the 5 Dangerous Words –

‘Maybe I’ll Do It Tomorrow’

Do it today! Because tomorrow could be too late!


Tom                                                                     
Thomas W. Terrono
T&S Management Services, LLC
Instructor / Consultant for the Convenience Store Industry

Lee's Summit MO 64082-4864    

816.550.8048 cell
816.366.0641 office
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tom.tsms@gmail.com



 HYPERLINK "http://www.tsmanagementservices.com" 
www.tsmanagementservices.com

“Our business is making your business better!”

