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Retailer Newsletter

April 1, 2018
Tom’s Business “TIPS”

“To Improve Profits”

RE: Have You Worked Your Store Lately?
Hello,

When you looked at the title for this month’s TIPS I’m sure you shook your head and said, “of course I work at the store!”
What I’m really talking about is, “have you actually spent several hours, perhaps an entire shift, at your store working the register and time visiting with your customers? This could be a shift you don’t normally visit. 
I have met many retailers who operate multiple stores. Many owners have acquired new locations and could have taken on all or most of the current staff into their organization and didn’t really know what it takes to run the new business. I’ve seen more than one retailer in financial trouble because they lost insight (or never really understood) how their new business runs. This is especially true if food service is involved. Some retailers do not really know what their new store should be generating in sales and profits.
I remember one situation at my last store, when I showed up at 8:00pm one evening. I’ll admit, I didn’t check on all the shifts like I did to when I was a young entrepreneur. So, I walked in the front door, much to the surprise of the CSR, and she asked, “Is something wrong?” I said, no I just thought I’d stop by and say “Hi”. Immediately my eye caught a piece of carboard about the size of a 24 pak of cans and it said, “Need Ones”. Almost shocked, I asked her, “what happened that caused you to run out of dollar bills.” She said, “We always run out of ones in the evening, I thought you knew.” I guess I still had a shocked look on my face and I asked her, “have you ever told anybody. She repeated, “I thought you knew.” Well I didn’t. Immediately the next day, I made sure our change box included enough ones to properly run the business.

How many of you have a ‘Need Ones’ sign hanging up at your store and you don’t know it?
Speaking of food service, I attended a trade show recently and at breakfast, a food service supplier was seated next to me. Our conversation centered around his expectations of the show. I finally asked a question that’s bothered me for a long time. I said, “Why do owners, new to the food service business start out making the GP% you as a salesman predict early in the venture and after a short period of time, the GP% drops dramatically?” He smiled and said, “because most owners train new staff on the operation of food service. As time goes on, new staff are hired, they are not trained on food service like the original staff was.” He said the staff gets careless, create more waste, and therefore the store loses GP% dramatically. Most businesses never get back up to where they started out (and should be) ever again. I wanted to ask him if he ever warns new food service operators the pitfalls that await them, but I didn’t.  

Make sure your food service is providing you the GP% you expect and need to operate your overall business.

I found this sign in the backroom of a c-store recently, so I thought I would share it with you. Makes sense.
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If you have a question regarding this email or any other 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. If you haven’t looked at our website in a while, take a look.

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


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

