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Retailer Newsletter

December 1, 2019
Tom’s Business “TIPS”

“To Improve Profits”

RE: What’s Your Daily Break-Even?
Hi,
During a recent class I asked this question, “What does it cost you to open your doors each day?” I was surprised that most people in the room didn’t have any idea. I must have appeared shocked, so then   I asked, “What are your goals each day? and “How do you judge your business, good or bad, if you don’t know what it costs you to operate your business each day?”

On our website, Forms for your Business, we have added a Daily Breakeven Spreadsheet (in Excel) for your use. Download the form and simply insert your numbers in the yellow boxes and view your results:
· If you don’t have E-85, Diesel Fuel, or a car wash, just leave the boxes blank.
· Here’s a thought, if you have food service (deli) use the car wash line.
· If you will be using Car Wash for Food Service (Deli) send me an email, let me know, and I can remove Car Wash and insert Food Service for you. Its Password Protected to avoid accidental corruption of the data.

· The Inside Store Sales GP % is set at .30 (30%). If yours is different you can change it, press SAVE, and it will remain until you change it. You can adjust Lottery Sales & Car Wash Sales GP% the same way.

· I recommend you calculate your previous 6 months of Expenses. Divide the answer by 180 and insert that number in Daily Average Expense.

· Another benefit; once you know your daily operating expense you may want to examine them to determine if there are some expenses that are out of line and need reduced. 

· Now you can vary your fuel margin and gallons sold per day to better gauge your business. Play what I call, ‘What if’, if I lower my street price and increase my gallons, what does that do to the overall Gross Profit?
· Many Back-Room Software systems designed for C-Stores have this function, however our spreadsheet allows you to use this anywhere you are; on your phone or in your easy chair.

· We have also included an example for you to review. Download the ‘Daily Breakeven Example’ and view a completed Breakeven Spreadsheet.

I have pointed out during numerous seminars; many competitors are building new locations with the intention of generating enough Gross Profit $$ from store sales alone to be successful. That allows you to reduce your street price (and Fuel Gross Profit) in order to generate extra foot traffic inside your store(s) to make purchases. Remember: when customers see you price commonly purchased items competitively in your store, they assume everything in your store is priced competitively! Some examples of commonly purchased items:
· Cigarettes

· Candy bars

· 20oz Fountain drinks

· Gasoline

· Yes, “Gasoline.” Almost 100% of locations that sell gasoline post the price using big numbers for all to see as they drive down any street in America. It’s hard NOT to see who is selling gasoline at a competitive price and who is NOT!

Since we are talking about goals, here’s something to think about. Let’s assume your monthly sales goal inside the store is $75,000 and your gross profit is 30%. That will generate $22,500 in gross profit $$. What if you set an objective of $77,000 in sales That will generate $23,100 (an increase of $600). Set aside $300 for your CSR’s to earn and that leaves you an additional $300. It’s a win-win for everyone! Post sales results weekly, so your CSR’s can view their efforts. You might just find CSR’s keep the store a little cleaner, shelves may be stocked better and cooler doors faced BECAUSE they now have a financial interest in the store’s profitability. As a business owner, I always believed in employee commission programs. I learned many years ago that my success was dependent on employee actions and their success. Try it! Let’s face it, most retailers are struggling to find AND keep good CSR’s, maybe it’s time to do something just a little different to KEEP good people.
On another note, during a recent C-store survey one of the questions I asked was, “What is your store’s email address?” Surprisingly, most CSR’s didn’t have a clue. Some offered to call the owner and ask. I have included Store Email Address on the Important Telephone Numbers we used during our Safety & Security training. I have updated Important Telephone Numbers on our website. I think this is an excellent reference item all stores should have handy for their CSR, at all times.
Don't be a victim of the 5 Dangerous Words –

‘Maybe I’ll Do It Tomorrow’
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Do it today, because tomorrow could be will be too late!
If you have a question regarding this email or any another topic in our business, drop me an email or call. I enjoy hearing from you. I generally return calls and emails within 24 hours, even when I’m traveling. 


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
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www.tsmanagementservices.com
“Our business is making your business better!”
