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Retailer Newsletter
October 1, 2026

Tom’s Business “TIPS”
“To Improve Profits”

RE: Merchandise Pricing

Hello,

1. I’m continually surprised by how many convenience stores leave merchandise unpriced. Retailers offer many explanations, but the main reason may be that they underestimate its importance. Ask yourself: When did you or your spouse last fill a grocery cart without checking prices? Probably never. The same is true on Amazon—you check the price before clicking “Place Your Order.” Convenience-store customers are no different; they pay attention to prices.

2. I recently saw an attention-grabbing sign at a new full-service tunnel car wash: “Car Wash Now Open—All Car Washes $1.00.”

a) If you want passing drivers to notice a new offering, a bold promotion can bring them in. It reminded me of my first convenience store, which I opened after having operated quite a few service stations. On opening day, I sold hot dogs for 25¢. For the first two weeks, demand was so strong that we could barely keep up. I gradually raised the price; sales dipped somewhat, but we still sold a tremendous number every day.

b) Next, I added a popcorn maker and offered a free six-inch bag of popcorn. The promotion moved plenty of popcorn—and sent fountain-drink sales soaring. After all, who eats popcorn without getting thirsty? The store averaged more than $15,000 a month in fountain-drink sales, which typically carried a 60–65% gross margin. One day’s fountain-drink gross profit covered an entire month of popcorn costs. As I joked, I wasn’t giving away popcorn—I was selling a whole lot of fountain drinks. There may be little that is truly new in the c-store business; the key is to find what others are doing and do it better.

3. As I’ve often said, food service may be a convenience store’s best opportunity to increase sales. The term covers many options, including sandwiches, salads, and in-house pizza, as well as “freeze-and-thaw” products offered by several stores. I recently found a company called Bake & Joy. Learn more here:
 About | Bake'n Joy
You won’t know whether it can work until you explore it.

4. As many of you know, I strongly support adding a car wash to your location. Here’s an interesting article; read more at the link below.
How to Turn Your Car Wash Into a C-Store Profit Center - CStore Decisions

5. Have you ever received the same email from me twice? Occasionally, my Outbox freezes while I’m sending Tom’s Tips, forcing me to log off and resend the batch. I apologize for the duplicates—now you know why. 

6. Does your store have a website? If not, it should. A website is an excellent way to promote new products and encourage customer purchases. Here are several options.
· 
· Wix			
· Hostinger
· Elementor
· Squarespace
· IONOS
· Site 123


I use Wix for our website and find it fairly easy to manage. It also allows me to ‘Copy and Paste’. Not all website builders permit this. I struggled at first and asked my granddaughters for help only once or twice. They also gave me a useful tip: search Google whenever you have a question. Recently, I needed to revise part of our website but had forgotten how to make major edits. I searched, “How do you edit text in Wix?” and found the answer immediately.

7. Use a QR Code: Place a QR code near your entrance and point of sale so customers can quickly visit your website.

View Here
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Visit Our Website

Wondering how to create a QR code? It’s easy visit:
https://www.qr-code-generator.com/
8. CSP Daily News recently reported that “merchandise sales in 2025 had a 1.7% increase over 2024. That is the 23rd straight year of inside sales growth.” Food service accounts for 28.5% of total sales (not counting fuel). 

If your store is less profitable than it should be, there is usually an identifiable, and often fixable, reason. 
If your store is headed in the wrong direction, make a change, try something different, and study what your competitors are doing.


If you’re a retailer seeking stronger results, call or email me. Suppliers and organizations that work with retailers struggling to stay profitable are also welcome to reach out. We can help improve operations and profitability. A call, text, or email costs only a few minutes and could significantly improve your results.
Bottom of Form

* * * * * *
"Your victory is right around the corner. Never give up."
Nicki Minaj

* * * * * *
Don't be a victim of the 5 Dangerous Words
‘Maybe I’ll Do It Tomorrow’
Do it today because tomorrow (could be) will be too late!

Tom                                                                     
Thomas W. Terrono

T&S Management Services, LLC
C-Store Rescue
Instructor / Consultant for the Convenience Store Industry
Lee's Summit, MO 64082-4864    

816.550.8048

[image: A person wearing glasses

Description automatically generated with medium confidence]
tom.tsms@gmail.com
[bookmark: _Hlk76892144][bookmark: _Hlk44934723]www.tsmanagementservices.com

“Our business is making your business better!”
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