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Retailer Newsletter

March 1, 2019
Tom’s Business “TIPS”

“To Improve Profits”

RE: Mystery Shop
Hi,

Most of us are familiar with Mystery Shopping that many oil companies require. I read a study recently; they claim c-stores that rank in the Top 10% (those with clean restrooms, employees in uniform & name tag, etc.) sell, on average 19% more gasoline than those that do not! Wow, stores that finish at the top of Mystery Shop scores, sell 19% more gasoline! While many of us don’t get rich on our gasoline sales, it’s proven that the more gasoline sold, the better the chances customers will come in your store and buy products you do make good gross profit on.

I always told my CSR’s that good Mystery Shop scores are not ‘for the oil company’, they’re for the customer! Customers always paid the bills at my store with their continued support. On our website, under Forms & Reports for your Business, you will find a Facility Checklist. Many of you have seen this important tool in seminars you have attended with me. I call it a ‘Mini Mystery Shop Report’. Have your CSR’s use the Facility Checklist to view your store from the customers eyes. Let them see the various items Mystery Shoppers AND Customers are looking at. You might even ask them if these items are important to them when they shop at various retail businesses.
Are you conducting your own ‘Mystery Shop’ at your store(s)? Get your family and friends to check on your store at various times of the day. Remember, you are the last line of defense of your business. You should not be waiting for a stranger to tell you about issues you may have. Be proactive, shop your own stores and evaluate what you need to do to improve your customer service and improve sales. 
Check out our website. I just posted the 12-month averages for KC stores through December 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!
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
816.366.0641 office
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tom.tsms@gmail.com


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

