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Retailer Newsletter

July 1, 2018
Tom’s Business “TIPS”

“To Improve Profits”

RE: Recruiting Tips
Hi,

We’ve all heard how the economy is booming and the unemployment number continues to drop. This is great news for most of the country, however small business owners like yourselves are faced with the continuing issue of recruiting for good employees. Everywhere you look, you are seeing ‘Help Wanted’ signs with all sorts of bonuses. Hiring qualified staff for our stores has always been challenging, now it’s getting even more really challenging!
One of the first things you must decide is ‘how much are you willing to pay your CSR’s and managers? We’ve all heard Costco raised starting wages again. They have noticed an increase in the caliber of new employees with the increase in wages. With that idea in mind, they just announced another wage increase. Target has also announced similar increases in starting salaries. These businesses are fighting and scrapping for a limited number of qualified candidates. Please note I said, “Qualified!” I’m sure you can find somebody to stand at your cash register and take $$ from your customers, but some of these “Unqualified” people will not provide the important Customer Service that keeps your customers coming back again and again.

Consider brushing up on your Hiring Techniques now and get in the habit of recruiting top-notch CSR’s.

Let’s review the starting wage question – is it worth paying minimum wage for the people willing to work for minimum wage? How much time and $$ are you constantly spending hiring and training new employees? “Not to mention the lost sales and profits!! If the revolving hiring door is constantly bringing in new people, maybe your employee training is not preparing new employee for the job well enough. I know it can feel like you’re wasting your time because ‘these people’ won’t stay anyway! I went through a period in my own business where I felt like I was butting my head against the wall bringing people in and watching them leave, sometimes in the same week. I told myself, “This can’t go on, there has to be a better way!” Eventually it did stop, and I found the right people, properly trained them, and they stayed. How much overtime are you willing to keep paying because minimum wage people are unreliable (either they don’t show up, quit, or are late to work)?

Here are some tips I learned over the years, and, some I used when I owned my stores.
· Treat your staff with respect. Treat them as YOU want to be treated. Treat them like the valued employees you need, because you really do!

· Let your staff know you are looking to recruit & hire new, top-notch associates. Offer them a stipend if you hire one of their friends. Maybe if the new employee stays 30 days, you give them $50. If the employee stays 90 days, they receive $100. Believe me when I say, it would be a great investment. Remember, if a CSR working for you is marginal at best, (not a very good employee), you don’t really want to hire their friends, do you?
· Accept applications all hours you are open. Instruct the applicant to return when you (or your manager) will be present for the interview. Treat the new applicant with respect from the very first moment you meet. That first impression can be long lasting.

· Check out our website; ‘Forms for Your Business’, download some of these forms:
· Recruiting Card – front and back

· Pass the card out to individuals you meet, anywhere, anytime who impress you.

· Quick Employment Application

· Employee Agreement of Understanding

· List of proper Questions to Ask Applicants

· Sample Interview Questions

· When an applicant shows up for their interview with you, on-time and appropriately dressed, hand them a $10 gift card thanking them for reporting for the interview on time.

· This will show the applicant you are a serious professional business owner, looking for quality candidates.
· If you don’t hire the applicant at this time, they may be available the next time you are looking for an employee.

· Keep previous, ‘Good Applications’ for the next time you have a need. It only takes a few minutes to contact previous applicants.
· If you have been posting a Help Wanted sign in your store, take it down for a couple of weeks and re-word the sign. Maybe it should say, “Now Accepting Applications” or “Come Join Our Team”.
· A local business in Kansas City recently posted a sign: “Help Wanted – Very Flexible Hours”.

· Maybe that’s something many of us have not thought about. It could be as simple as shorter shifts (especially if recruiting retired people) or hours that differ from what you’ve done in the past.

· You may have to change your standards, just a little. I remember my days as an owner, if someone walked in with green/purple hair with tattoos up and down their arms, I wouldn’t give them a second thought. Today, you may want to consider hiring them, if they meet your other criteria.
Let’s think about the ‘minimum wage’ statement. What if you gave a 25¢ per hour wage increase after 30 days (of satisfactory employment) then complete an Employee Job Performance Evaluation, at this time. Use this effective tool as a method of improving your CSR’s performance. You can find the Evaluation form on our website. Consider another 50¢ raise in 90 days. I think you will find these wages cheaper in the long run, and maybe your staff will be more stable, AND more importantly they will provide Great Customer Service for YOUR customers and they will continue to patronize your business.
If you want to stop the revolving employee door, do something different. If that doesn’t work, try something different, again.

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. 
If you are receiving duplicate emails from me I apologize. Simply reply and tell me you are receiving duplicate emails and I will try my best to update my list.

Check out our website. I just posted the 12-month averages for KC stores through April 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!


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!”

