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Retailer Newsletter

August 1, 2018
Tom’s Business “TIPS”

“To Improve Profits”

RE: More Recruiting Tips
Hi,

Wow – last month’s newsletter must have hit the target! I’ve had numerous emails and phone calls asking questions about ‘Recruiting’. Our website experienced a record # of hits after the email went out. Most questions were regarding the difficulties of finding qualified employees and keeping them and I can relate to this problem.
I’ve read study after study that claim most new employees quit due to lack of training and being prepared to handle the job. They feel uncomfortable doing their job, they are embarrassed because they cannot handle the customer transactions efficiently or answer their questions resulting in frustration. If you are one of these employers, assume you are facing perpetual employee turnover (The Revolving Door Syndrome).

Can you look yourself in the mirror each morning and say to yourself, “Yes, I’m training and preparing all employees to succeed”, or do you say, “Why should I waste my time and $$ training them, they won’t be around long”. It’s true, I don’t know your specific situation, but if you don’t fully train new employees they will soon leave. If you give them reasonable, in-depth training, they may be more likely to stick around longer. The key word is ‘may’. Base on my experience I know which option I’d choose.
A question I heard frequently was, “I start new CSR’s at $9.00 per hour, do I need to give them a raise after 30 or 90 days?” My answer is unequivocally, YES! YES! YES! Completing an Employee Evaluation after 30 and 90 days along with a modest salary increase, maybe 25¢ or 75¢, this might slow down your persistent revolving door problem, AND it might improve the performance of your staff by your evaluation of their job skills and help them better understand what is expected of them. 
I’ve posted 5 Day Training Checklist on our website. There are 11 different pages (check the tabs in the lower left corner). It’s comprehensive and detailed covering all aspects of the CSR job. Print the forms and start using one or two NOW! What’s it going to cost you, a little time, and a few bucks? Remember, “training pays it doesn’t cost” and the payoff can be huge. 

I’m repeating a few tips I learned over the years, and, ones I used when I owned my stores.
· Treat your staff with respect. Treat them as YOU want to be treated. Treat them like the valued employees you need, because you really do!

· Let your staff know you are looking to recruit, hire & train new, top-notch associates. Offer them a stipend if you hire one of their friends. As the referring associate they receive $.25 cents per hour for every hour the new hire is an employee. Or perhaps, if the new employee stays 30 days, you give them $50. And if the employee stays 90 days, they receive $100. Don’t look at this as $50 or $100 in expense, look at it as an investment in your staff. Important, if a CSR working for you is marginal at best, (not a very good employee), you won’t want to hire their friends, will you?
· Accept applications all hours you are open. Leave instructions requesting the applicant return when you (or your manager) will be present for an interview. Treat the new applicant with respect from the very first moment you meet. That first impression can be long lasting.

· Check out our website; ‘Forms for Your Business’, download some of these recruiting tools
· Recruiting Card – front and back

· Pass the card out to individuals that you meet and impress you, anywhere or at any time.
· Quick Employment Application

· Employee Agreement of Understanding

· List of Proper Questions to Ask Applicants

· Sample Interview Questions

· When an applicant shows up for the interview with you, on-time, and appropriately dressed, hand them a $10 gift card thanking them for reporting for the interview on time.

· This will show the applicant you are a serious professional business owner, looking for quality candidates.
· If you don’t hire the applicant at this time, they may be available the next time you are looking for an employee.

· Keep previous, ‘Good Applications’ on file for the next time you have a need. It only takes a few minutes to contact previous applicants.
· If you have been posting a Help Wanted sign in your store windows, take it down for a couple of weeks and re-word the sign. Maybe it should say, “Now Accepting Applications” or “Come Join Our Team, Paid Training Program”.
· A local business in Kansas City posted a sign: “Help Wanted – Very Flexible Hours”.

· Maybe that’s something many of us have not thought about. It could be as simple as shorter shifts (especially if recruiting retired people or students) or hours that differ from what you’ve done in the past.

· You may have to change your standards, just a little. I remember my days as an owner, if someone walked in with green/purple hair, tattoos up and down their arms, I wouldn’t give them a second thought. Today, you may want to consider hiring them, if they meet your other criteria.
If you want to stop the revolving employee door, do something different. If that doesn’t work, try something different, again.

Check out our website. I recently posted the 12-month averages for KC stores through May 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.
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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 HYPERLINK "http://www.tsmanagementservices.com" 
www.tsmanagementservices.com

“Our business is making your business better!”

