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Retailer Newsletter

October 1, 2018
Tom’s Business “TIPS”

“To Improve Profits”

RE: Job Fair
Hello,

No, I’m not kidding! I drive by fast food restaurants all the time, displaying ‘Job Fair’ signs. Not a bad idea!! Have you tried it? Let’s face it, the economy is booming, the unemployment rate is low, and going lower. That’s good news for most of the country, however for the small business person, like you, it’s becoming more difficult to find qualified employees.
I drove by a shopping center recently and noticed a school bus parked near the entrance with two people sitting at a table and a Job Fair sign on the bus. Different idea, you must go where the people are.
What if:

1. You set up a card table in your store, maybe on a Friday, since that’s one of our busiest days. Maybe from noon – 6:00pm. Have a stack of Quick Apps, a handful of Recruiting Cards, dress professionally, and S M I L E. Greet everyone who enters your store as a prospect. Maybe your customer isn’t looking for a job, but they may know someone who is.

2.  Have supply of clipboards and pens so prospective applicants have something to write on.

3.  Maybe you don’t have room for a card table, so stack some beer or soda 12/24 packs, and use as a stand. Cover it, and post a sign, “Join Our Team.” 
4.  Don’t get distracted by wandering from your post, you may miss a prospect. If you must leave, ask your manager or CSR to stand in your place.

5.  Be sure to talk-up your business. You wouldn’t hesitate to talk-up your business to get a new customer, right? Don’t be afraid to put on your best business smile.

6.  If your store traffic is slow, maybe you should go out and meet your customers at the pump and pass out recruiting cards. Don’t forget to look professional, wear a uniform, WITH a name tag.

You can locate Quick Apps and Recruiting Cards on our website.
Please let me know if you’ve tried this in the past, or if you try it now, and your results. Was it productive? Was it worth a try? I’m curious to know.

I still meet many owners struggling to pay a decent starting wage. Remember, our Industry Benchmark for wages is 30-35% of gross profit. I still hear people tell me they cannot increase sales to earn more $$ to pay a higher wage. I understand many times you cannot increase sales to that extent, but what about your Gross Profit %. I still see plenty of Financials revealing 10-15% GP%. Your bottom line GP% should be 30% +. If you have a great Food Service business, and /or successful Fountain/Coffee sales, your GP% should be even higher. Let me put this another way, if your store sales are $100,000 per month and your GP% is 15%, your Gross Profit $$ will be $15,000. With the same $100,000 sales @ 30% GP, your Gross Profit $$ will be $30,000. That’s an additional $15,000, on the same in-store sales, you can use to pay a better salary (and possibly benefits) AND hopefully more take-home for yourself. There are a good many ways to increase your GP%. Most of them we have discussed in all the training classes I have done or talked about in these newsletters.
1. Be sure you are using the correct mark-up formula to arrive at the designated GP% for each department.

2. Set up procedures to monitor possible employee and vendor theft.

3. Reduce waste.

4.  Simply raising all your prices across the board may not be the correct answer since it may cause you to be non-competitive. However, conducting a price survey of your competition to make sure you are not pricing products too low will allow some price increases. 
5.  We post Industry Benchmarks on our website for your viewing and comparisons.

Check out our website. I recently posted the 12-month averages for KC stores through July 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 missed one of Tom’s Tips in the past, simply check out the website. We post previous newsletters for you to read or print, as needed.
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!”
