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I want to personally thank you for the opportunity to become your 12th president.  I 
am humbled and honored to hold this position. I will work hard for all of us to grow and 
to preserve the wealth of our community and to build programs that pass that wealth 
along to our youth! I will personally challenge myself to see what I am capable of and 
work hard to do the best job I can do. My heart is right here at GHRA.

I also want to talk with you about our growth.  GHRA is going through some significant 
growth and we have more planned. Growth can be exciting and scary at the same 
time. But what does it mean when we say our company is growing? Most people think 
of company growth as simply more sales and higher profits. These are the results of 
growth and not the actual process of growth. We can’t get the sales and profits without 
growing each individual’s skills and abilities, first.  So, “What are the actions that cause 
a company to grow which result in increased sales and profits?”

The more I thought about it, I realized that at the heart of the issue is what makes 
up our company. We are a group of people working toward a common goal.  For 
a company to grow all of the people that make up that company have to grow and 
expand their skills and abilities. That’s what’s really happening at GHRA.  We are all 
learning together and as we learn we can’t help but grow.  As we learn we make better 
decisions, as individuals and as a group.  As we learn we become more accurate with 
our investments and the returns become greater. As we learn we become accountable 
for the knowledge we have and we must all act on the information we have been 
given.  When we increase the wisdom of the community, the community grows! That’s 
why our sales and our profits continue to grow – because we grow, personally! It is 
also extremely important to me that we pass that wisdom and that wealth along to the 
generations that will come after us.  The youth of our community should continue to 
enjoy the fruits of our hard work long after we are gone and do that, we have to think 
big, start small and act now!!!

I’m so proud to be part of the GHRA board of directors and to be part of the growth 
we will all experience together over the next few years.  Continue to challenge us and 
yourselves in the ways you feel are important! As you do, GHRA will grow, be better for 
it and will continue to enjoy higher sales and profits our hard work produces.

For me personally, I want to grow so that I can add to what has already been created.  
I want to build on the success of the past. I want to show the world that a business 
can be successful by empowering its members and employees and treating them 
well. I want to make a difference in people’s lives by helping organizations serve the 
community. At the end of the day, those are the process’s that will help me grow AND 
our company grow, and that is my commitment to you.

Dear Members,

Firdous Ali
Sincerely,
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GHRA would like to THANK all the Vendor

Partners and Players who participated in the 2019

GHRCF Golf tournament for your continued

support and generosity in our mission  to support

first responders and their families in and around

the greater Houston area.  We look forward to

seeing you next year!

Thank you 
to all of the 
suppliers, 

members and 
friends of GHRA 
who supported 
and played in 
the GHRCF golf 
tournament this 
year.  Our company 
continues to build 
this worthy charity 

on behalf of the families of fallen first 
responders. If you see Shahinda Maredia 
outside of the office, give her a big high 
five for bringing this event together this 
year!

GHRA is moving quickly on a number of 
initiatives to help drive sales and margins 
for our members.  Our DSD resets are 
almost complete. This year we will have 
completed this yearly task in record time! 

On My Mind

Bill Pitocco
CEO

Driving sales of the newest items through 
our magazine and flyer advertisements will 
help you maximize sales on those items.  
Last month we unveiled two important 
planograms – candy planograms and a 
deli planogram – they can be located on 
the company portal via GHRA online.com.  
These are the first of many to come and 
very important to your business and the 
overall success of the warehouse.  We 
have increased our reset capabilities and 
are working to add additional resources 
to attend to this effort.  Plus, you all have 
responded very well to the increase in 
cigarette rebates we are now offering.  
Thank you and please let everyone know 
about our program so that we can continue 
to build our sales in this category. As the 
business grows, we will continue to deliver 
best-in-class customer service. We have 
exciting new things coming to you this 
summer and we look forward to what we 

can achieve together the remainder of this 
year.

If you haven’t been to the GHRA website 
in a while, please visit us at GHRAonline.
com.  The new site was unveiled on April 
4th.  Many of you know Lee Poirier, our IT 
manager.  Lee put a great deal of time and 
effort into relaunching the web site and 
we have received positive feedback from 
many members and our suppliers! (thanks 
Lee)

Lastly, I want you to know that the entire 
staff is working hard and fast on initiatives 
that are important to you.  This is a very 
big operation and your board of directors 
has invested in the right and ready talent 
to design and develop money making 
programs.  We look forward to rolling them 
out to you as soon as each one is ready 
and proving to you that “our members are 
our mission”!. 

Thank you for your continued support. 
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Community
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Spotlight on: Deputy Sheriff Nasir Abbasi
Deputy Sheriff 

Nasir Abbasi has 
become the first 
Muslim Sergeant in 
the Harris County 
Sherriff’s office. 
Sergeant Abbasi 
began his career 
with Harris County 
Sheriff’s Office 
in June 2011 at 

the age of 44. At that time, he credited 
the hard work and vision of his parents 
for providing him with the best possible 
education, which is the biggest gift any 
parent can give to their children. 

Sergeant Abbasi’s accomplishments 
include an associate degree from 
LaGuardia Community College in New 
York as well as the establishment of 
International Police Officers Association 
registered in Texas. He participates as 
a liaison for the communities such as 
India, Pakistan, Iran, and Bangladesh in 
an effort to promote peace. He’s been 
married for 24 years and is blessed with 
three wonderful children. His oldest 
son is currently in college and hopes to 
become a medical doctor followed by two 
daughters inspired to do the same. 

“This is a historic day for the Sheriff’s 
Office” says Arifali Momin, Senior Vice 

Community Outreach

By  Arifali Momin, Senior Vice President GHRA

President at GHRA.  “this man has come 
from such humble beginnings, from India, 
Pakistan, Bangladesh and Punjab, and 
has reached this level here in America, it 
is a great honor.”  says Momin. 

At the event to honor him as the first 
Pakistani-American to have become 
Deputy Sheriff in 2011, Sergeant Abbasi 
said that upon his death, he would like to 
be wrapped in the Texas flag, because 
being loyal to the place where one lives is 
among the teachings of Islam.

Harris County is the third largest county 
in USA and one of the most diverse. The 
county is proud to have its sheriff’s office 
reflect the community as it continues to 
make the community safer & healthier for 
businesses and families.  Congratulations 
Sergeant Abbasi. 

The following is a paid advertisement

Contact Kirby Selman
Mobile: 832.390.7308

E-Mail: : Kirby.selman@bordendairy.com

A WINNING COMBINATION!

Arifali Momin
GHRA Senior Vice President 
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Government Relations

Austin, Texas – A variety of reasons 
will motivate consumers to enter GHRA 
member convenience stores and 
complete purchases.  Key offerings 
include the ability to play lottery games 
provided through your license with the 
Texas Lottery Commission.  More than 
17,000 Texas retailers are authorized to 
sell lottery products.  As of the end of the 
most recent Texas Lottery Commission 
fiscal year, a record $5.627 in lottery 
sales were completed by consumers and 
$281.5 million in commissions were paid 
to Texas retailers.  

Of note, a small handful of states 
allow players to purchase lottery tickets 
online.  For example, of all the states 
featuring state lottery gaming, only seven 
states allow consumers to purchase 
Powerball tickets online.  While the 
State of New York does not allow online 
sales of Powerball, it does allow online 
sales of other lottery products such as 
MegaMillions and the New York Lotto.  

Importantly, the State of Texas is 
among the majority of states that do 
not allow online lottery sales directly 
through the Texas Lottery Commission.  
However, limited only to the states of 
Texas and California, the “LottoGopher” 
online service enables consumers to 
purchase Powerball, MegaMillion, and 
SuperLotto Plus tickets.  Texas customers 
access LottoGopher online to complete 
a series of steps toward a purchase:  
select among the three games, pick the 
number of tickets, select the desired 
“lucky” numbers (or quick pick), and pick 
a membership plan (duration plan of one 
day, one month, or one year).  

A very similar sales portal is the 

“Jackpocket” mobile lottery application.  
Jackpocket uses geofencing that checks 
the latitude and longitude of every play 
to ensure each purchase occurs within 
legal state boundaries.  Presumptively – 
particularly because they are selective to 
a few states among those that operate 
government-sanctioned lottery games – 
LottoGoper and Jackpocket are operating 
legally within the constitutional and 
statutory framework of Texas.  

Let’s consider legislation that was 
filed in the state Capitol relating to the 
Texas lottery and other forms of gaming.  
Remember, most legislation filed by state 
legislators simply fails to be adopted into 
law.  Bills aimed at expanding gambling 
in Texas failed again.  With that said, one 
bill sought to allow gambling on sports 
games that involve a Texas public or 
private higher education institution.  The 
bill would have created an online platform 
managed and regulated by the Texas 

Department of Licensing and Regulation.  
Another bill would have allowed card 
gambling at establishments that are 
bonded and licensed through the state.  

Another item of legislation intended to 
allow “fantasy sports” gaming.  During 
a committee hearing the bill author 
said, “this bill will clarify state law.”  He 
declared, "fantasy sports are games 
of skill."  Participants must be at least 
18 years of age.  He noted 4 million 
Texans are involved with fantasy sports 
gaming today and this bill will make sure 
participants are not violating the law.  
Separately, other legislation sought to 
expand casino gambling in Texas and 
gambling on riverboats.  

As always, the Board of Directors and 
professional staff at GHRA will closely 
monitor the items above, new laws, 
policies, and other matters of interest to 
you. 

Government Relations:  News Update
By Steve Koebele – Attorney & Government Relations Counsel
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and about.  It’s a good time to ensure 
your fuel islands are fully stocked 
with windshield cleaner, towels, 
and fresh squeegees.  Your GHRA 
Warehouse has items to support 
these needs!  Your cold vault reset 
should be complete before Memorial 
Day – check the temperature of the 
cooler and be sure you’re ready for 
summertime guests needing cold 
drinks.

The entire summer selling season is in 
front of us.  Increased customer counts, 
increased sales on high-margin items, 
and the availability of new and innovative 
products from your GHRA Warehouse are 
in our immediate future. 

Take advantage of the “100 Days 
of Summer” - the best time of year for 
convenience stores!  Enjoy your summer. 

display in support of the May Spanner 
promotion.  Your GHRA warehouse 
stocks water guns, goggles and 
inflatable rings for swimming, coolers, 
and a wide variety of outdoor-related 
impulse items like sunglasses.

•  Seasonal product placement - Are 
your summer sets complete?  In the 
summertime, convenience stores 
stand to profit from the Health and 
Beauty category by offering products 
such as sunscreen, lip balm and 
insect spray. Travelers might also 
need antacids, allergy remedies, 
tissues, wet wipes, travel-sized 
toothpaste, toothbrushes and other 
toiletries.  Your GHRA warehouse has 
plenty of options!

•  General Maintenance – Summer 
is the season of great weather and 
no school, and lots of customers out 

The Memorial Day holiday weekend 
traditionally kicks off the “100 Days of 
Summer” selling season that continues 
through Labor Day.  Longer daylight 
hours and warmer weather lead to 
increased customer traffic looking for 
cold beverages, snacks, and general 
merchandise - all adding up to increased 
sales for GHRA stores.  

Summertime can do for convenience 
stores what the Christmas holiday does 
for big box retailers like Best Buy and 
Target.  Your store’s performance over the 
summer could determine how well your 
store does for the entire year!  

With summer quickly approaching, are 
you ready?  

•  Plan your inventory –Adjust order 
quantities to account for increased 
traffic.  Bring in items specific to the 
season, such as a big Gatorade 

Feature

100 Days of Summer
Are you Ready?

By Debbie Briese, GHRA Procurement & Marketing Manager
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Food Service

Food Service Fuels Growth

Doug Boone
GHRA Food Service Manager

Food service 
sales are 
fueling growth 

in the convenience 
channel, and gas 
stations have 
become dining 
destinations. But 
while consumer 
tastes are 
changing, with 
many seeking 

healthy or premium options, most 
convenience store shoppers continue to 
expect speed, ease and value. You can 
certainly look at some of these trends 
and say, I’ve got to have the latest and 
greatest or I’m not going to be on-trend, 
but you have to play to your audience.  

Big Madre Tacos y Tortas plays to GHRA 
member audiences.  Plus, we will always 
be cutting edge when it comes to trends 
of the food service market, specifically 
the Mexican food market. Looking closer 
at in-store sales, 68 percent of retailers 
said foodservice sales grew and 62 
percent. The Association for Convenience 
and Petroleum Retailing indicates 
that the growth in foodservice can be 
attributed to two primary drivers: 1) more 
and more time-starved consumers want 
on-the-go meal solutions, and 2) retailers 
have found that foodservice can deliver 
new customers inside the store, and at a 
higher profit level than for items like gas. 
The revenue streams for convenience 
stores are shifting, with foodservice 
providing the greatest profitability, 

followed by beverages, then tobacco. 
In fact, the margin on non-foodservice 
items in c-stores is 27 percent, while 
foodservice generates a 57 percent 
margin. Convenience stores do have an 
obvious advantage over QSRs — they 
have a captive audience already visiting 
their stores to pump gas. If operators can 
convert gas-only customers into ones that 
purchase beverages and food from their 
facilities, the impact on their businesses 
will be significant. With Big Madre Tacos y 
Tortas marketing strategy, quality product 
and price points we will convert gas only 
customers to gas and in store customers.  
With the ease of running a Big Madre 
Tacos y Tortas and the convenience it 
offers your customers, the question is, 
why don’t you have one in your store? 

The following is a paid advertisement



The following is a paid advertisement
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Technology

According to 
federal sources, 
35% of all gas pump 
skimming happens 
in Texas.  In 2018, 
Houston had over 
150 criminal cases 
where at least 
one skimmer was 
found, with most 
locations having 

two or more skimmers.  The primary target 
for the cases filed by federal and county 
investigators were Valero stations and 
the west side of Houston was the biggest 
target area.  As recently as April 8th, 2019, 
six gas pump skimmers were found at a 
Valero at the North Loop and Wayside.   
They are a real, pervasive problem that 
isn’t going away.

There are several variations of skimmers 
each with different levels of sophistication 
and technology.

Single and Dual Camera Rigs
This is simply a pinhole camera (or two, 

one from both angles) that aligns with 
the card scanner.  It triggers on motion 
and captures high shutter speed groups 

of photos which 
they can then parse 
later for credit card 
information exposed 
when inserting and 
removing a credit 
card.  Due to the 
wide availability 
and affordability of 
the other options, 
this is less in use 
now than it was in 
2005 – 2012, and 
often, ATM’s were 
the target, not gas 
pumps.

Reader Overlay
This is hardware 

meant to look like the 
hardware of the gas 
pump, mounting inside the card scanner 
itself or over it.   When in place, it scans 
the card at the same time as the actual 
pump scanner, collecting the information 
and storing it for later retrieval without 
interrupting the flow of business or 
potentially calling attention to itself.

Monkey in the Middle

Credit Card Skimmers
How can a C-Stores protect themselves and their customers from 
these modern-day pickpockets?

The hardest to detect by consumers, this 
is a piece of hardware that gets installed 
inside the pump between the card reader 
and the cable the card reader uses to 
validate information.  It’s designed to just 
look like a piece of the jumble of cables 
behind the scanner, so if you don’t know 
what you’re looking for, it’s easy to miss.  
Because this is internal, collecting the 
information would seem like a good time to 
catch the perpetrator.  Unfortunately, these 
devices often have a Wi-Fi card which 
allows the thief to innocuously stand next 
to the pump getting gas and downloading 
any cards captured.

Protecting our Customers and our 
Reputation

The FTC [Federal Trade Commission] 
recommends the following to consumers 
that are concerned about being a victim of 
a skimmer:

•  Try wiggling the card reader.  Any 
looseness indicates suspect hardware 
and should be avoided.

Lee Poirier
GHRA IT Director

2018 Houston C-Store Card Skimmer Locations    Source: Texas Dept. of Agriculture

Monkey in the Middle exampleReader Overlay example
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•   Use a debit card as a credit card 
when paying at the pump, protecting 
your PIN and preventing funds from 
being immediately drafted from your 
account should the number become 

compromised.
•   Pay inside for gas instead of at the 

pump.
•   Monitor your credit card and 

bank accounts regularly to spot 
unauthorized charges.

Of course, as store owners and 
operators, we must make the protection 
of our customers payment information a 
priority.  It goes without saying - person 
who doesn’t feel safe spending money at 
your store is less likely to spend money at 
your store.  There are some straightforward 
steps you can take to protect your store 
and your customers:

1.  Make sure your employees are aware 
of the gas pumps as a potential 
source of loss.

2.  Watch for people interacting with your 
pumps suspiciously.

3.  Each shift can start a full audit of 
the pumps and making sure nothing 
is obviously added/changed on the 
pumps.

4.  Security seal stickers can be put over 
the credit card access panel which 
show if they have been opened.

5.  Take a photo with your phone of the 
internals behind the scanner when 
it is open, so you can refer to that 
if you suspect a pump has been 
compromised.

6.  As with anything in retail, the 
biggest security problem we have is 
internal.  Vet your employees well and 
monitor them.  Sometimes data theft 
operations will approach employees to 
exploit their access.

What happens if I find a device?
You can contact your local police 

department if you find anything suspicious.  
In Texas, the Department of Agriculture 
is leading the investigations into these 
devices and the groups that employ them.  
On a federal level, the FTC and Secret 
Service are both tasked with oversight of 
these matters.

While we are often the victims as well 
as our customers, we must be particularly 
vigilant in our efforts to prevent this kind of 
theft.  If a customer feels like we take their 
security seriously, they’re much more likely 
to remain a customer. 

The following is a paid advertisement

Example of the security seal stickers which show 
when they’ve been tampered with.

Technology
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Education

Customer Service Under the Canopy

Approximately 40 million people 
fuel up their cars every day, and 
most of those sales take place in a 
convenience store just like yours. With 
the convenience of pay-at-the-pump, 
about half of your fuel customers never 
walk into your store, but that doesn’t 
mean they don’t expect great customer 
service under the canopy. Train your 
convenience store staff to focus on 
safety, security, and service at the fuel 
pump.

Safety at the Fuel Pump
As a fuel provider, you have an 

obligation to follow stringent safety 
guidelines at the pump. This means 
making sure you’ve provided Class C 
UST Operator Training as mandated 
by law. Your employees should also be 
trained on how to handle emergencies 
at the pump, such as breakaway 
procedures. The amount of effort you 
put into safety at the fuel pump is often 
invisible to guests. However, if you are 
lax in your safety procedures, your 
customers will eventually notice and 

by Ready Convenience

aren’t likely to stay loyal 
to a company that puts 
them in harm’s way.

Security at the 
Fuel Pump

Keeping your 
customers physically 
safe is, of course, most 
important, but you also 
have a responsibility to 
keep their information 
safe as well. Credit card 
skimming has become 
a serious risk at the 
pump and in retail stores in general. The 
theft of credit card information through 
a payment device can be stopped with 
effective anti-skimming training. You can 
also help protect customer credit card 
data by making sure your convenience 
store employees follow all PCI 
compliance guidelines and never share 
access to your data storage systems.

Service at the Pump
Even if you and your staff never 

interact with customers face-to-face at 

the pump, you still have opportunities to 
influence the quality of their visit. Exterior 
store care is critical under the canopy. 
Your customers simply have far too 
many choices on where to stop for gas 
for you to cut any corners here. They 
may tolerate overflowing trash cans, a 
lack of windshield cleaner, or a CRIND 
that’s out of paper once, but they aren’t 
likely to give you many more chances 
than that. When you respect your 
customers’ time and meet their needs, 
they’ll repay you with their loyalty. 

The following is a paid advertisement

Please contact Saman Distributors LLC
for your snack and candy needs at (323) 786-7865
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Industry News

Achieve Executional Excellence 
in Your Shelf Layouts

Space management affects your sales 
and profit, shoppers and inventory levels. 
You need a process for ensuring you are 
merchandising your shelves in the best 
way possible.  It will help you increase 
turns, reduce inventory costs, improve 
cash flow and better satisfy your shopper.

GHRA is developing a library of best-
practice planograms!

Suppliers have partnered with GHRA 
to develop shopper-focused assortment 
and space-planning solutions for your 
store. As a store owner, you may not be 
able to complete the due diligence of 
understanding shopper decision-making, 
determining the best assortments and 
shelf layouts, and ultimately creating 
planograms for your store - but you can 
find the best shelf set for your store on 
the GHRA Member Access Portal.

CHECK THE GHRA MEMBER 
ACCESS PORTAL FOR CANDY 
AND DELI PLANOGRAMS, NOW 
AVAILABLE.

GHRA will work with suppliers to 
evaluate and update Planograms 
annually, ensuring that the top-selling 
products are merchandised in your store. 
Planograms that have been developed 
for each category should be used as a 
guide to merchandise your store. Think 
of these as being standard planograms 
- adjustments may be required based on 
the shelving space available in your store.

Follow and maintain the best-practice 
planograms

Once you have the category shelf 
layout set up in your store based on 
the planogram, you need to maintain it. 

Adapted from CS News article by Sue Nicholls

Below are some procedures for stocking 
your shelves that will help you keep each 
section looking clean, organized and 
shopper-friendly.

1.  Rotate Your Stock. Don’t add new 
stock to the front of the shelf, or you’ll 
always be pushing older product to 
the back, resulting in waste. Move 
older stock forward on the shelf and 
put the newer stock at the back of 
the shelf. 

2.  Remove Damaged and Expired 
Products. No one is going to 
purchase expired or damaged 
products; and if they do without 
realizing it, you’ll end up with an 
unhappy shopper. Remove expired 
and damaged products from the 
shelves. 

3.  Pull Product Forward. Have all 
product labels facing forward and pull 
all product to the front of the shelves. 
Even when there’s not enough stock 
to fill the shelf, have the product 
pulled to the front. This is called 
"facing" the shelf.

4.  Keep Things Clean. Nobody likes 
purchasing products from a dirty 
or dusty place. Clean as you go by 
picking up packing materials and 
giving the shelves a wipe, which will 
clean up spills and/or remove any 
dust. 

5.  Stock the Right Products. If you 
have an out-of-stock on the shelf, 
the tendency may be to fill it with 
the wrong product. This can cause 
shopper confusion or frustration (they 
may pick up the wrong product from 

what the shelf label says). You also 
run the risk of not ordering the out-of-
stock product, or not filling the shelf 
when the product arrives because 
it’s already full. It’s better to only fill 
empty shelves with what belongs 
there.

Another important consideration for 
maintaining a Best Practice Planogram 
is to cut in new products onto the shelf. 
GHRA will work with suppliers to identify 
placement for new items as they are 
introduced throughout the year, indicate 
where the new product should be 
shelved, and determine slow-selling items 
that can be removed to allow you to fit 
new products on the shelf.

Having a clean, well-stocked store 
that has your shopper in mind is a key to 
success for any small-business owner.  
Execute the best-practice planograms in 
your store, and then maintain them. This 
is critical to increase turns, increase cash 
flow, increase shopper satisfaction and, 
ultimately, increase sales and profit for 
your store. And who doesn’t want that? 
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GHRA Warehouse Planograms
GHRA is developing a catalog of planograms containing 

products that can be purchased at your GHRA warehouse. 

To access the GHRA Warehouse planograms:

Go to the GHRA 
Member Access Portal 

and click on 
“Planograms”

1.

Scroll down to find a 
variety of Planogram sizes 

in each department.  

Planograms for additional 
departments will be added 

throughout the year.

2.

15Vol. 6 Issue 5
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Category Spotlight - Candy

Candy Planograms have been added to the GHRA 
Member Portal.  GHRA worked with candy 
manufacturers to develop Best-in-class planograms.

The GHRA candy set includes a product mix that supports 
innovation, which will bring increment sales, but also core/

established items where the majority of $ come from.
The sets are designed with VERTICAL MERCHANDISING 

by Pack-Type, which have delivered strong growth at 
retailers who have executed this format. STRIKE ZONE 
OPTIMIZATION for best-selling brands was also utilized. 



Welcome
On behalf of the board of directors and staff at GHRA, 
please welcome our newest members as of May 2019:

New Member Introductions

Members

FERRET'S FRESH EXPRESS
CORNER MARKET # 4

SWIFT STOP
SMART STOP FOOD MART

BERNAL MEAT MARKET

PRIME MART # 51
ZAPCO

ON MY WAY #1
FUEL RUNNER

SPEEDY EXPRESS

365 FUEL
GREENSWAY MART

SOUTH COLLEGE FOOD MART
SWIFT # 101

SNAPPY'S MARKET COLUMBUS

The following is a paid advertisement

$1.89 Ruffles Zesty Cheddar, 
Ruffles Hot Wings, Sabritones

*Place on All-In-One Rack*

17 Vol. 6 Issue 5

 Prepacked 
Weekender

New Member Introductions

 All-in-one Rack
XXVL
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Marketing

Identify the purpose, objective and support 
for your next promotional event! 

When 
planning a 
promotion 

or sales event for 
your retail c-store, 
you want to remain 
crystal clear with 
your objective. 
Many retail stores 
evaluate the type 
of promotions 
they should run 

rather than analyzing what they want to 
achieve from the promotional event. As 
a c-store operator, consider the following 
before identifying the objective for the 
promotion: 

●  What is the purpose behind the 
promotion?

●  What will be the length of the 
promotion? 

●  What is the support behind the 
promotion? 

●  When is the right time for the 
promotion? 

 The second step should be to identify 
the objective: 

●  Are you trying to move inventory from 
last season? 

●  Do you want to increase foot traffic? 
●  Is your main goal to increase sales 

for the bottom line products? 
●  Is your focus on seasonal novelty 

items? 
Lastly, identify support:
●  Does this promotion complement 

the GHRA spanner and poster 
promotions?

●  How will this promotion be 
communicated?  What signage is 
needed?

●  What inventory is needed to support 
this activity?

Everyday low prices are not the same 
as promotional activity in your retail 

stores because customers already expect 
low prices on generalized products. 
You want to implement a non-traditional 
mission when it comes to your brand and 
its sale activities. Become innovative with 
the products you carry, offer bundle deals 
on food and beverage (or mix and match), 
display the product in creative displays to 
create a visual of the product and remove 
any unnecessary barriers during the 
customers shopping experience. 

Once you’ve identified the purpose, 
objective, and support you want to focus 
on the primary types of promotions that fit 
your store: 

1. Percentage discounts
Whether it’s “15% OFF” or “75% 

OFF”, marking off percentages from the 
total value of the product is a popular 
and effective type of promotion. Krista 
Fabregas from Fit Small Business stated, 
“If net profit numbers don’t hold for a 20% 
discount, we move it to 15% off and still 
sell more than if we offered a flat amount, 
like “$5 off.” Oddly, even if “$5 off” has 
the greater savings after doing the math, 
the percent-promotion tends to convert 
better.” 

2. $ Dollar Off $ 
This coincides with the percentage 

discount; by determining the value of 
a product and how much discount you 
can apply will help you identify whether 
you want to mark off certain percentage 
or dollar value. For a fairly expensive 
product, marking 
off the dollar 
value would 
provide a 
better deal for 
your customer 
because they are 
able to determine 
their total savings! 

Hamna Siddiqi
GHRA Marketing Assistant 

3. Multiple buy and BOGO
“Buy 2 for the price of 1” is the perfect 

example for multiple buy. This option 
works well when clearing out inventory, 
applying a close out sale, or pairing two 
products together and selling them for 
a calculated price. This can apply to a 
BOGO sales as well. BOGO is typically 
used to move inventory and can be 
applied as a ‘Buy X, Get X free” or Buy X, 
get X% off.”

A great example would be “Buy 2 cold 
turkey sandwiches, Get 1 bag of chips.” 
or “Buy one large soft drink, get a bag of 
chips for Free” These two methods can 
work in multiple categories, as long as the 
categories coincide.  

After your Spanner and (3) Poster 
promotions, there is no hard rule to the 
promotions you run in your c-store. If you 
are the operator of multiple stores, you 
understand each store requires different 
products, price points and promotions due 
to the customer base you are attending 
to. The key is to offer value to your 
customers while assuring your product 
is moving and your profits margins are 
maintained. 

Be sure to check out our weekly new 
items announcement in your email to get 
insights on what’s new at your GHRA 
warehouse along with hot promotional 
items! Be sure to check the GHRA App 
for product updates and monthly deals! 
Stay tuned for more with 

GHRA! 



CALL MOIZ MERCHANT TODAY FOR YOUR FREE QUOTE AT 
281-295-5380

Cell: 832-283-4246
Fax: 1-888-506-6022

Property,  Liabil i ty,  Workman’s Comp, Underground Tank,
Flood,  Windstorm and Many more

LOCATED INSIDE GHRA OFFICE
12790 SOUTH KIRKWOOD RD HOUSTON TEXAS, 77477

COMMERCIAL HOME AUTO

YOU WILL BE PLEASED WITH OUR SERVICE AND PRODUCTS, SO CALL 
US TODAY

GHRA MAIN OFFICE
12790 South Kirkwood Rd. 
Stafford, TX 77477 
Ph. 281.295.5300
Fax. 281.295.5399

GHRA WAREHOUSE 
7110 Bellerive Dr.
Houston, TX 77036 

Ph. 281.295.5333 
Fx. 281.295.5347
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www.ghraonline.com

Poster #1:
13.7oz Starbucks Frappuccino

Poster #2:
20oz  Dr Pepper

Poster #3:
28oz Body Armor

Spanner Board:
16oz Monster

COMING UP: 
JUNE PROMOTIONS


