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Retailer Newsletter

July 1, 2019
Tom’s Business “TIPS”

“To Improve Profits”

RE: Retention & Recruiting
Hi,
Everywhere you look today, you see evidence of low unemployment which is good for most people. Small business owners have always struggled to hire and retain great people and during times like now, it’s especially tough. 

I have read countless studies about reasons employees quit their job and the #1 reason always seems to be ‘lack of training’ and/or ‘understanding their job’.

I know many times you feel like you’re on a merry-go-round with new people getting on and the same new people getting off. You say to yourself, “What’s the use, they won’t be around long anyway.” Remember the sign that sat on President Harry Truman’s desk, ‘The Buck Stops Here!’ It’s up to you, and you alone to make the difference at your store. For periods of time at my stores it seemed like I just couldn’t find the right person, but I didn’t quit looking, I knew if I didn’t persevere, I would have to fill in, or worse, my business would suffer. I also learned a valuable lesson and that was my customers noticed too. A real shock came to me when customers began asking why they always saw a new CSR in the evening. I told them I was having a problem finding the right fit for my business. That was a real shock to me, I didn’t realize my customers were paying that much attention to my CSR’s.
Go to our website and download some valuable tools to train your staff starting on Day 1:

· 5-day Training Checklist

· Employee Agreement of Understanding

· G.U.E.S.T. Cards

· Coffee Cleaning Schedule

· Restroom Cleaning Schedule

· Job Evaluation

When you are finished with the initial training period, show your new CSR that you care about them, and download the following:

· Storm Safety Procedures

· Robbery Report

· In Case of Robbery

· Important Telephone Numbers

· Injury Procedures

Always remember what it’s like to walk in the shoes of a new employee. Always stress everyone starting this job has ‘first day jitters’ but they can work through it, with your help. Let them know they can reach out to you or other CSR’s (maybe even at other stores you operate). I always thought it important to take the time to introduce all new CSR’s to all staff members. Sometimes new employees prefer to ask questions to another CSR’s instead of going to The Boss. Consider implementing the Buddy System. When my granddaughters started elementary school, all kindergarteners and first grade students were introduced to a ‘buddy’ in the 5th or 6th grade. The little ones were certainly helped by the efforts and care of their Big Brother/Sister and the older kids remember what it was like when they were new to the school and now, they had the satisfaction of paying back. By helping, they developed pride when new kids looked up to them. This was their go-to person. Would that raise the status of your seasoned CSR’s when a new CSR was encouraged to call with questions day or night? It couldn’t hurt.
Check out our website. I just posted a new category – ‘2018 State of the Industry.’ CSP Daily News published this data after reviewing sales for all c-stores. How do you judge your business?

· $$ in your checkbook?

· Net worth increasing?

· Sales increasing?

· Shrink?

· Comparison to similar stores?

I believe comparing your store to similar businesses is a valuable assessment tool. We also post Industry Benchmarks on our website. It gives you the ability to compare your Sales GP%, Expenses compared to Gross Profit, and now you can compare certain categories to other stores. For example:

· Gasoline Gallons sold per month

· Fuel Gross Profit & cents per gallon

· Total in-store $$ sales

· Food service sales

· In-store GP%

· Cigarette GP%

· Average square foot and sales per square foot.

In addition, you can compare monthly sales by category:

· Cigarettes

· Packaged Beverages

· Beer

· OTP

· Salty Snacks

· Candy

· Packaged Sweet Snacks

· Milk

· Alternative Snacks

· General Merchandise

· Total sales per month

If you have any questions about this information, please contact me.

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!”

