
Competing Against  
Big Box 



•  Jim Croce’s guide to 
business 

Ø You don’t tug on Superman’s 
cape 
You don’t spit into the wind 
You don’t pull the mask off 
the old Lone Range 
And you don’t mess around 
with Jim 

Ø You don’t lie down and let 
the big box beat you 

Ø (We measure profit; not 
sales) 



Most people attending a seminar will see several ideas that they can utilize in their 
business.  Unfortunately as they get back to their office, these ideas get set aside.  
If not acted upon within 72 hours after your return to your office, the idea will 
usually be lost. However, if you will write down 3 of the best ideas that you got from 
today, I will send you this post card in 2 weeks.  If you place this post card on your 
desk, you will then renew the 72 hour activation time period.  When I get back to 
my business, I want to: 

 

1.  ______________________________________________________ 

 

2.  ______________________________________________________ 

 

3.  ______________________________________________________ 

Profits Plus Solutions featuring Tom Shay 
P.O. Box 1577    
St. Petersburg, Fl   33731 

Can I be of further assistance to you?  Please do not hesitate to contact me. 

Phone: (727) 464-2182                        
Fax: (727) 898-3179          
Internet:  www.profitsplus.org   
E-mail:  TomShay@profitsplus.org 



Ø 8	Reasons	a	customer	would	pick	
you	over	the	compe77on:	

Ø Cheaper	prices	
Ø Convenient	hours	
Ø Convenient	loca7on	
Ø Correct	selec7on	
Ø Be;er	customer	service	
Ø Be;er	shopping	experience	
Ø Be;er	choice	for	the	community	
Ø Recommenda7on	
Ø Which	reasons	do	you	want	to	
provide?	



Ø Cheaper	prices	
Ø While	we	no7ce	the	customer	
who	is	price	sensi7ve,	we	have	
the	majority	who	are	not	

Ø Name	an	item	that	was	featured	
in	this	series	of	television	ads	



Ø Establish	a	pricing	plan	
Ø Track	their	monthly	efforts;	part	
tradi7onal	and	part	new	products	

Ø The	sku	count	you	should	price	
match	is	minimal	compared	to	
the	sku	count	you	stock	

Ø If	you	are	heavy	into	craJ,	do	you	
dump	a	product	when	it	becomes	
a	commodity?	

Ø First	in;	first	out	





Ø Convenient	hours	
Ø Limb	trimming;	the	tree	dies	back	
further	aJer	you	cut	

Ø Law	of	diminishing	returns	
Ø Are	you	char7ng	your	POS	
results?	



Ø Convenient	loca7on	
Ø Has	the	traffic	pa;ern	changed?	
Ø Has	the	road	widened?	
Ø Did	traffic	light	installa7on	help	or	
hinder?	

Ø Has	the	community	moved?	
Ø Other	extenua7ng	circumstances?	



Ø Correct	selec7on	
Ø Is	there	a	niche?	
Ø The	be;er	you	niche,	the	more…	
Ø You	can’t	be	everything	to	
everybody	

Ø The	higher	percentage	your	fill	
rate,	the	lower	your	inventory	
turn	rate	



Ø Be;er	customer	service	
Ø Starts	with	how	you	hire	
Ø What	you	believe	
Ø How	and	what	you	teach	
Ø What	you	require	of	staff	



Ø Your	best	people	will	select	
people	to	hire	that	are	most	like	
them	

Ø Sixty	minutes,	alterna7ng	weeks,	
agenda	and	assessment,	paid	and	
required	a;endance	

Ø Not	taught	by	you!	



Ø Who	finds	who	in	the	store?	
Ø Say	“hello”	with	the	eyes	



Ø Be;er	shopping	experience	
Ø Does	your	store	look	like	a	liquor	
store?	

Ø Liquor	stores,	like	convenience	
stores,	depend	too	much	on	
vendor	signage	



Ø When	you	explain	your	store	and	
you	say	you	are	different…	

Ø Where	does	different	start?	
Ø Over	50%	of	the	impression	a	
customer	has	of	your	business	
occurs	when	they	can	first	see	
your	sign	or	building	



Ø Better choice for the 
community 

Ø Only 6 cents of every dollar 
spent with a big box retailer 
stays in the community 

Ø For a chain store only 20 
cents of every dollar stays in 
the community 

Ø Every dollar spent with a 
sole proprietorship keeps 60 
cents circulating in the 
community 

Ø  Indiana Main Streets 



Ø A	dollar	spent	at	an	independent	
retailer	is	re-spent	6	to	15	7mes	
before	it	leaves	the	community		

Ø Every	dollar	spent	creates	$5	to	
$14	in	spending	

Ø Spend	a	dollar	with	a	chain	store	
and	80%	leaves	immediately	

Ø  Northwest	Earth	Ins7tute’s	Choices	for	Sustainable	Living	



Ø With	a	locally	owned	business	
that	leases	or	rents	a	building,	
there	is	an	impact	of	$179	per	
square	foot	

Ø It	is	only	$105	with	the	chain	
store	

Ø  Andersonville,	Illinois	Study	of	Retail	Economics		



Ø What	local	groups	do	
you	support?	

Ø The	store	that	tried	
ice	cream	

Ø How	do	you	support	
them?	Events	
requiring	customers	
to	interact	with	your	
business	



Ø Recommenda7on	
Ø Customer	acquisi7ons	through	
referrals	spend	200%	more	than	
the	average	customer	

Ø While	each	state	has	unique	laws,	
can	you	use	your	reward	program	
to	give	extra	points	for	a	referral?	

Ø 92%	more	likely	to	listen	to	a	
friend	over	an	adver7sement	



Ø Personalized	review	cards	on	
products	

Ø Do	you	blog?	
Ø Do	you	video	blog?	
Ø Nobody	no7ces	plain	vanilla	



Most people attending a seminar will see several ideas that they can utilize in their 
business.  Unfortunately as they get back to their office, these ideas get set aside.  
If not acted upon within 72 hours after your return to your office, the idea will 
usually be lost. However, if you will write down 3 of the best ideas that you got from 
today, I will send you this post card in 2 weeks.  If you place this post card on your 
desk, you will then renew the 72 hour activation time period.  When I get back to 
my business, I want to: 

 

1.  ______________________________________________________ 

 

2.  ______________________________________________________ 

 

3.  ______________________________________________________ 

Profits Plus Solutions featuring Tom Shay 
P.O. Box 1577    
St. Petersburg, Fl   33731 

Can I be of further assistance to you?  Please do not hesitate to contact me. 

Phone: (727) 464-2182                        
Fax: (727) 898-3179          
Internet:  www.profitsplus.org   
E-mail:  TomShay@profitsplus.org 



A wise man will 
make more 

opportunities 
than he finds	


