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Retailer Newsletter

January 1, 2020
Tom’s Business “TIPS”

“To Improve Profits”

RE: What’s the Most Profitable?
Hello 2020,
Can you believe it? The start of a new year and another decade is here! It seems like just yesterday we were worrying about Y2K. Remember? I hope you have or are setting your goals for the new year – both for your family and business. 

As you are contemplating your goals:

· What’s the most profitable section in your store (both GP % & GP $)?
· What section of your store produces the most sales?

I’ve held numerous training sessions discussing Category Management, which is the process of analyzing all the categories in your store to allow you to focus on improving each. That’s why we breakdown the various departments in our stores, i.e. groceries, beverages (bottle/can and fountain), etc.
· What’s the best category in terms of sales $$? (not counting fuel)
· What generates the most $ to your bottom line?

· What contributes the least $ to your bottom line? (probably newspapers, so don’t waste valuable floor space with this).
I’ll give you a hint, in my c-store’s, cigarettes had the highest sales dollars, and car wash was the highest GP % (followed by fountain drinks – both hot and cold). Keep in mind, cigarette sales are dropping (while the price continues to climb), since smoking among adults has dropped to an all-time low 13.7%.
Many times, we struggle to come up with something new for our stores, maybe just improve something you are already doing well. For example: I have seen stores ‘filling empty shelves’ with lots of automotive products. Now it’s true there is a need for a certain number of automotive items but use common sense. I always enjoy walking around a store noticing Sathers peg candy. I believe Sathers has 30–40 sku’s, but only 5–6 are the best sellers. Just carry the 5-6 most popular and use the added space for other items that will sell. 
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A lesson from Walmart where they display batteries (AAA, AA, D, C etc.) in numerous locations all around the store. They do this because they want to take advantage of sales when customers have the impulse. Think about adding more displays of candy bars or chips to the areas that may be underutilized for those impulse sales. If your fountain drink business is good, maybe consider adding a new machine or two with more selections to capitalize on your success. 

If you are in parts of the country that experiences ‘winter’ be prepared to move your impulse items front and center during ice and snow. This will require a stack of washer fluid right by the front door or cashier area (with a price sign). You may want to add ice melt, scrapers, hats, and gloves as well. Relocate those items when the weather passes since those sales will not be impulse.
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On a separate topic, what do you read each day? Here are a couple of suggestions I have in my ‘Trade News’ daily email folder:

· CSP

· C Store Decisions

· CSP Daily News

· RIS News

· NACS Daily

· Tobacco E-News

· Convenience Store Products

· What else do you read?  If you are reading something not listed, please let me know.

I may not get to read them every day, but when I have the opportunity, I do peruse all of them sometime during the week. I read an article one time that stated, “If you spend an hour a day reading up on your industry, in less than 5 years you will become an expert in that industry.” Now I’ll admit I don’t quite spend an hour day, and I’m no expert, but I’m trying to keep abreast of the changes and struggles of our industry. Make one of your goals for 2020 to stay informed, just a little better.
Check out our website. I’ve added two new categories:

1. A sample Financial Statement. This is an actual P&L (professionally done). A P&L business report like this is an excellent tool to make decision and manage your business with, check it out! I feel it is a valuable tool to properly analyze your business. If you don’t have good business information, how do you gauge your business, and make need changes?
2. A Price Book Assistant.

News Alert: President Trump recently signed legislation to raise the minimum age to purchase tobacco products to 21. This legislation also includes E-Cigarettes, and OTP (Other Tobacco Products). I’ve heard conflicting reports as to the exact start date, so be aware. Encourage your staff to check ID. In the old days (back when I had my stores) we asked for ID and would not sell to anyone without ID. The kids got smart and started to show ID even though they were under 18 (hoping we would not check the date). Be vigilant. If some of your CSR’s are under the age of 21, I suggest you inform them not to smoke on the premises. It could become an issue when your customers observe under-age employees smoking. What happens when your under-age CSR refuses to sell cigarettes to an under-age customer while they themselves are smoking? Interesting!
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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tom.tsms@gmail.com


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