Groceries - Supermarkets

ReadyGetSet Report

Ok, here's how grocery stores operate.

They sell drugs, household supplies, and foods, including fresh produce, canned and frozen food, meats, dairy, bakery, and specialty items.

A typical large grocery store has $8 million of annual revenue, 50 employees, many of whom work part-time, and 40,000 square feet of space.

They may sell 30,000 different items, bought from hundreds of suppliers and from big food distributors like Sysco. Inventories are equal to about 20 days of sales.
The mix of items and pricing are closely monitored by computer systems that spot fast and slow-selling items. The profit on many items is very low.  Stores select and price items to appeal to the surrounding community, up to 2 miles away. 

Here are some strategic things you should know.

Wal-Mart is the giant of the industry. Medium-sized stores are disappearing in favor of very large ones. A lot of competition comes from small specialty stores with annual sales per square foot of $300 or more.

Stores sell items like gas, prescription drugs, and beer at low prices in order to attract customers. Flowers and fresh bakery items, on the other hand, have high profit margins. 

The largest selling items typically are meats and produce. The average sale per customer is about $30. Catering services, and prepared meals are growing segments.

Because of uneven demand during the day and week, many employees work part-time. Combined with low pay, this creates very high worker turnover.
Here are some good talking points.
How large is their store, in square feet? How many other stores do they own?

What are their biggest food categories?

What percent of sales are from non-food items?

What type of customer do they mainly attract?

What's the average sale amount?

How often do they try new products?

Who's their biggest competitor.

And finally, how do they see their business changing in the future?

Now, you're ready.

