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When I think about who we serve here at GHRA I think about the work our members do
to keep their business’ alive. A store owner or manager lifting the spirits of customers
in the morning and throughout the day; remembering a birthday or an event in a
customer’s life that makes them feel connected to your business. I think about the
store personnel helping a customer find a product they are looking for or spending
extra time to help with directions or something pressing. I think about the investment
we are making into new locations and retrofitting older stores; the tireless efforts we
go through to bring new products and new technology to the industry, and the care
we take to be sure we serve the consumer a quality cup of coffee or perfect fountain
drink! When you think about it, its just who we are. We are the people entrusted with
so much in this world. We work hard to care for people, for the environment and more.
The ethics of our faith serve as a bridge to our life in the world and gives our work
meaning. As a result, customers keep coming back; they keep patronizing our stores
and keep our business’ and our community thriving. It is the secret to our success
today and will be the key ingredient to how we succeed in the future.
We are building something here that is bigger than ourselves! Our members ARE our
mission and that mission is to provide you with the tools, the products, the programs
and the buying power to compete in a way that you couldn’t do on your own. There is
still much work to do. We are moving quickly into new initiatives and new programs
that will help support this effort. Still, they take time and people to build each one into
a quality offering. We know we will get there with your support.
Change and growth happen on the inside before they appear in the world. As an
insider at GHRA, today I am seeing the change and growth and know that as it reaches
your stores in the form of technology, products and programs you’ll be well pleased.
We have a sense of urgency in both the short term and the long term. As we prepare
for the second half of 2019 together, let us all recall the essence of who we are that
gives all of our hard work meaning! It is that essence that will continue to propel our
company and our stores towards the future. As President, I’m committed to making
these things happen! I am committed to helping you keep your customers and to
continue to develop platforms and programs that drive those customers to our member
stores.

Warehouse Honorary
Secretary

Moez K. Maredia
Director

Sohail Ali

Thank you for your support.

Firdous Ali

Director

Riyazali Momin
Director
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On My Mind

I

hope the
Memorial Day
weekend was
successful and
your business
is ready for the
summer upsurge.
The warehouse
business continues
its upward trend,
thanks to you,
Bill Pitocco
CEO
its owners! It is
important to all
of us that we continue to perform at this
level. Schools are out and our second
big holiday is right around the corner. Be
sure to check this magazine for 4th of
July specials at the warehouse. Products
you can bring in to your store the last
week of June will help you capture
additional sales for the holiday! We
continue to add programs and products to
put you in the best position to compete in
our industry!
The latest industry report shows

Americans are spending more time at
gas stations, venturing into the c-store
and purchasing items including fresh
food, beverages and consumer packaged
goods. More than half (55 percent) of
consumer visits to fuel and convenience
retailers lasted for longer than five
minutes during Q1. What’s important to
note about this is that this exceeds the
average two to three minutes it takes to
refuel a vehicle and reflects the industry’s
emphasis on quality in-store offers.
Competing today means understanding
what categories and products consumers
consistently want in a convenience
store and delivering it every day! After
cleanliness and lighting, being in stock
is the single biggest concern consumers
have when making a decision where
to stop. Being in stock then helps
consumers decide where to stop for fuel
too!
Interestingly, Friday was the busiest
day for our industry, followed by Saturday
and Thursday. The four busiest times

also took place on Friday (5 p.m., 4
p.m., noon and 3 p.m., respectively)
followed by Saturday (noon) in fifth
place. Understanding these dynamics at
your store can help you with scheduling,
stocking and being prepared to meet our
mutual customer’s needs!
Our company is growing and the effect
we will have on the market will become
even more impactful as we do. Through
our many service programs, DSD
programs, our Food Service offering and
our Warehouse solutions for retailers,
GHRA has positioned itself to assist its
members in meeting the needs of today’s
convenience store shoppers. And there is
more to come!
The GHRA staff and its leadership do
all we can to provide opportunities for you
to continue to build upon the tremendous
growth we have been experiencing.
We always welcome your advice and
feedback.
Our members are our mission! 

The following is a paid advertisement
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Community News

GHRA Outreach in Action
By Bill Pitocco

GHRA Board members met with
Precinct 2, Harris County Commissioner
Adrian Garcia in May of this year
to discuss important issues to the
membership and to offer the company’s
assistance to the former sheriff and
Mayor pro-tem in his new role. Adrian
is a lifelong member of the Precinct 2
community and has a 35-year career in
public service that began as a Houston
Police officer. “It is the honor of my
lifetime to serve the people of Precinct
2 as County Commissioner,” he said.
“Precinct 2 is blessed with the most
humble and hard-working people I
know.”
That’s something GHRA members
know very well – Over 544 of GHRA
member stores are in Precinct 2. GHRA
members in the precinct deal with
credit card skimming issues, flooding,
and as a result of growth in the district,
the use of imminent domain when the
county purchases land from business
owners. Board members Firdous Ali,
Arif Momin and Imran Ali sat down with
the commissioner to discuss all of these
topics and more. The group offered
the company’s assistance in building
a solid emergency plan for businesses
in the precinct during major disasters.
Commissioner Garcia was particularly
interested in collaborating on ways to
assist gas station operators in getting
their businesses up and running quickly
after a disaster and the tools available
to alert the public that the stores are
open! He was particularly interested in
assisting GHRA members with the credit
card skimming issues. His experience
with this issue began during his time
as the Sheriff of Harris County. The
Commissioner offered his understanding
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as to how properties were evaluated
and a price was concluded for imminent
domain. Outreach chairman Arif Momin
committed to the commissioner that
GHRA would meet with his team again
this year to continue the dialogue and
begin moving forward on a number of
these efforts.
Houston is truly one of the most
diverse international cities in the
nation. The Muslim communities’
religious, cultural and social diversity
was showcased at the 2019 IFTAAR
dinner this year. GHRA President
Firdous Ali, Senior Vice President Arif
Momin, Warehouse Chairman Samer
Ali and GHRA board member Imran Ali
attended this year’s dinner where Mayor
Sylvester Turner, friend and supporter
of GHRA, was the keynote speaker. It
was a notable opportunity for GHRA to
attend this year. President Firdous Ali
said – “This is a wonderful event and a
great opportunity to stay connected to

the community
and to support
the Abu Dhabi,
Baku, Basrah,
Istanbul
and Karachi
Sister City
Associations
along with the
Islamic Society
of Greater
Houston.”
The event
also gives
the community an opportunity to show
solidarity and unity among not just
various Muslim organizations and
religious groups, but also to remind all
that we share the same human values,
respect, and dignities as do the rest of
our citizens of this great city, irrespective
of race, color, religion, or the origin of an
individual. 
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Feature

June is National Candy Month
By Debbie Briese, GHRA Procurement & Marketing Manager

W

hat sweeter way to kick off the
first month of summer than by
celebrating National Candy
Month and the value that candy adds to
our lives?
Candy has been produced for over
100 years. Manufacturing chocolate,
candy, gum, and mints plays an important
role in the US economy – with annual
confectionary retail sales exceeding $35
billion. Closer to home, Candy and Gum
contributes nearly 1/3 of non-tobacco sales
at the GHRA Warehouse and Distribution
Center.
National Candy Month was founded by
the National Confectioners Association. It
was first observed in 1974. In its inaugural
year, it was celebrated in January – when
confection sales typically decline after
the busy holiday season and New Year’s
Resolutions are made restricting sweets
for dieters. The observance later moved to
May, and has since settled into its current

place – the sunny month of June.
Candy is a small part of
our diet, but a big part of our
lives. Candy is oftentimes
associated with some of our
sweetest memories and special
occasions…
• M
 ilk Duds at the afternoon
matinee in the neighborhood
movie theater
• S
 ticky fingers from Cotton
Reese’s Peanut Butter Cups, created in 1922 by H.B. Reese. The
Candy at the fair
Hershey Company acquired Reese’s in the early 1960’s.
• M
 aking smores with Hershey
Chocolate bars while camping
can be found in the “Warehouse Featured
• S
 electing a favorite Fudge flavor from
Specials” section of the magazine.
the candy shop at the beach
Refer to the GHRA portal for the best in
What sweet memories can you help your class planogram for Candy. The POG uses
customers create?
the “Strike Zone” concept, with products
You can count on your GHRA Warehouse placed at or just below eye level – where
and Distribution Center to have the latest
they are most likely to be noticed.
new items available for order. Don’t miss
Wishing you some SWEET candy sales
the new item list and great candy items
in June! 
featured for National Candy Month. They
The following is a paid advertisement
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Government Relations

Government Relations: News Update
By Steve Koebele – Attorney & Government Relations Counsel

Austin, Texas – The substance of
proposed new laws very often involves
one key topic: money. Sometimes a
business or industry tries to create a
competitive advantage for themselves
or a disadvantage for marketplace
competitors. Sometimes government
is seeking revenue. Yet, on still other
occasions, both a business and
government form an alliance to tax and
distort a lawful product or service in
the market. Consider, for example, the
following true events.
During the state legislative session
that ended on May 27, Governor Abbott
(or his staff) teamed with Altria in an
attempt to reduce taxation of products
that concentrate nicotine in a relatively
small amount of liquid. Last year,
cigarette manufacturer Altria bought a
35 percent ownership position in Juul
Labs.
Before the Governor’s staff and Altria
got involved, the bill itself (HB 4013)
would have created a 10 percent state
retail tax on e-cigarette and vapor
tobacco products and also require
more retailer training to reduce selling
the products to minors. This would
have resulted in an approximate $1 to
$5 additional cost to consumers per
purchase. The additional state revenue
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GHRA counsel Steve Koebele and St. Rep. Jonathan Stickland.

would have gone toward public school
funding. This legislation was instigated
and supported by executive staff at the
Dallas-Fort Worth Hospital Council.
They want to make it more costly,
and thus more difficult, for minors to
afford e-cigarette and vapor products.
Some stakeholders contend that
nicotine vapor products, such as those
manufactured by Juul Labs, specifically
appeal to children and are desired by
teenage youths.
Late during the legislative process,
the Governor’s proposed change would
have removed the 10 percent state
retail level tax and instead impose a
wholesale level tax on vapor products
at five cents per milliliter of “consumable
liquid solution.” Also, the Governor’s
proposal would create $1 per ounce tax
on every first sale of heated tobacco
products, which produce an inhalable

aerosol after heating the tobacco.
Like the original version of the bill, the
additional state revenue would have
gone toward public school funding.
Critics of the Governor’s proposal said
that the tax was too low and would not
sufficiently deter or impact purchases of
the products.
Setting aside the substance of the
bill, it procedurally went to the House
Floor for deliberation and debate. State
Representative Jonathan Stickland
(R-Bedford) did not like the concept of
increasing taxes. So, he discovered
a procedural flaw with the bill and
used a parliamentary maneuver – a
point of order – to kill the legislation on
the House Floor. The bill and its tax
increase is dead.
As always, the GHRA will closely
monitor new laws, policies, and other
matters that are of interest to you. 
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Safety

7 Causes of Common Accidents
Adapted from article by Julie Copeland, Ready Convenience

Consider this statistic: 80 out of every
100 accidents are the fault of the person
involved in the incident. Unsafe acts
cause four times as many accidents and
injuries as unsafe conditions.
Accidents occur for many reasons.
In most industries people tend to look
for "things" to blame when an accident
happens, because it's easier than looking
for "root causes," such as those listed
below.
Consider the underlying accident
causes described. Have you or your
employees been guilty of any of these
attitudes or behaviors? If so, you may
have not been injured…but next time you
may not be so lucky.
1. Taking Shortcuts: Every day we
make decisions we hope will make
the job faster and more efficient. But
do time savers ever risk your own
safety, or that of other co-workers?
Short cuts that reduce your safety
on the job are not shortcuts but an
increased chance for injury.
2. Being Over-Confident: Confidence
is a good thing. Overconfidence is
too much of a good thing. "It'll never
happen to me" is an attitude that can
lead to improper procedures, tools,
or methods in your work. Any of
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these can lead to an injury.
3. Starting a Task with Incomplete
Instructions: To do the job safely and
right the first time you need complete
information. Have you ever seen
a worker sent to do a job, having
been given only a part of the job's
instructions? Don't be shy about
asking for explanations about work
procedures and safety precautions. It
isn't dumb to ask questions; it's dumb
not to.
4. Poor Housekeeping: When
customers walk through your
store, housekeeping is an accurate
indicator of everyone's attitude about
quality, production and safety. Poor
housekeeping creates hazards of all
types. A well maintained store sets a
standard for others to follow. Good
housekeeping involves both pride
and safety.
5. Ignoring Safety Procedures:
Purposely failing to observe safety
procedures can endanger you and
your co-workers. Being "casual"
about safety can lead to a casualty!
6. Mental Distractions from Work:
Having a bad day at home and
worrying about it at work is a
hazardous combination. Dropping

your 'mental' guard can pull
your focus away from safe work
procedures. You can also be
distracted when you're busy working
and a friend comes by to talk while
you are trying to work. Don't become
a statistic because you took your
eyes off the machine "just for a
minute."
7. Failure to Pre-Plan the Work:
There is a lot of talk today about
Job Hazard Analysis. JHA's are
an effective way to figure out the
smartest ways to work safely and
effectively. Being hasty in starting
a task, or not thinking through the
process can put you in harms way.
Instead, Plan Your Work and then
Work Your Plan. 
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Food Service

Please Welcome Glenn Cates

W

hen
customers
feel that
they can count
on the consistent
quality of your
products, they're
more likely to
give you their
repeat business.
Doug Boone
GHRA Food Service Manager Consistent
quality takes hard work, attention to
detail and systems for monitoring and
assessing whether your products meet
the standards you have set. Quality
control is an ongoing process that
touches everything from purchasing to
manufacturing to distribution.
Quality assurance plays a significant
role in ensuring the products you are
offering are of high quality, safe and
consistent to the standards set forth by
the Food service Brand. For Big Madre
Tacos y Tortas it is especially important
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because of our infancy in the market.
It is so important that we are all doing
it the same up North as we are doing
it in the South, East or West. Serving
consistent, quality and safe products to
our customers.
So without further ado I would like
to introduce Glenn “Captain” Cates.
GHRA Food Services LLC. newest
employee and Big Madre Tacos y Tortas
Field Service Operations Coordinator.
Glenn comes to us with over 35 years’
experience in the Food Service industry.
Glenn spent 14 years with TGI Fridays
and worked his way up from prep to
Kitchen Manager. Joined the Opening
Traveling team to do store openings
and was promoted to Kitchen Opening
Team Lead. He was instrumental in
the development of TGI Friday’s sister
concept “Dalt’s”. From there he was
promoted to Friday’s/Dalt’s Kitchen
trouble shooter and Regional Food &
Beverage Director.

Glenn helped develop the Panama
Grill and was solely tasked with all
development of the menu, menu updates
and recipes. He spent 3 years with
Panama Grill. He then help Develop
Nichol’s Café San Felipe and spent 2
½ years with that concept until he was
offered the position of Executive chef
with Truluck’s. He developed the entire
menu for the concept as well as being the
Executive chef. He opened 5 Truluck’s
before going to work for A ‘La Carte
consulting. Glenn remained with A ‘La
Carte for 18 years until coming to work
for us. We are extremely proud to have
him and everything he brings to the table
for our Big Madre Tacos y Tortas concept
and future concepts.
Finally, Glenn was instrumental in the
development of Big Madre Tacos y Tortas.
He was the chef behind the scenes and
created all of Big Madre’s recipes for
GHRA. So join me in welcoming Glenn to
this amazing company and concept. 
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Technology

Creating a Local Web Presence
Navigating the
web as a small
business owner
can be intimidating,
dangerous,
and expensive.
You want your
customers to know
you and be able
to find you, but
Lee Poirier
GHRA IT Director
you don’t want to
accidentally spend a few hundred dollars
telling people in Chicago, IL how great
your food service is in Pasadena, TX.
We’re going to talk about two free options
available to everyone.

GOOGLE

You know you’re successful when your
business name becomes a verb. Google
is ubiquitous and for our purposes, free.
In 2014, Google launched “Google My
Business” which allows a business owner
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to setup their storefront with access to
control things like the hours, products
offered and a few others as part of your
business’ profile on their site. Google sells
their results to most other services on the
internet, including things like Facebook,
Bing, Waze, etc., so if you only setup one
of these services, Google is the right one
to choose.
To use this service, go to https://
business.google.com and choose
Manage. It will ask some basic stuff
about your business and then you’ll be
all set. After you are setup, you can
access the management portal on the
same site. Many features and options are
available, but none of those are necessary
to complete your profile. You will have to
verify the business, and in some cases,
that requires a post card being sent to your
physical address, which can take several
days.

We recommend you add at least the
following info to your profile:
Add Photos
You can take a picture of a QSR Menu
and add that to your business profile or just
a shot of your store front.
Hours/Service Areas
This is the main reason I use google to
look up a business now-a-days, to check
their hours. Adding a service area (or
multiples if you’re near several smaller
cities) can increase your visibility to people
in those areas.
Description/Attributes
A brief description can be helpful for
people searching for you and the attributes
are basically static keywords which allows
google to put your business into groups
a bit easier. Recommended attributes
for most C-Stores would be Wheelchair
Accessibility, Restroom, Coffee, and
Payment Types.
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Technology
FACEBOOK

Though FaceBook isn’t the juggernaut
it once was, it still has over 2.3 Billion
active monthly users. It is also free, like
Google, though the visibility is much more
restricted.
To setup your account, go to https://www.
facebook.com and if you don’t already
have a personal account, set one up for
yourself. As the account administrator, you
won’t necessarily be visible to visitors of
the business page, it’s just necessary to
grant you the rights to manage the Page.
After you’re logged in and setup, click on
Create > Page. Then click Get Started
below “Business or Brand”.
Put in your store name and choose a
category (Convenience Store is an option).
Fill out the address information and click
continue. When you’re done, you’ll see a
page much like your personal Facebook
page but named after your business.
You should set a photo for both your
business image and a cover photo (which
people who visit this page will see) since
those will display anytime you comment
or like as this business. You have the
option to switch to using Facebook as
your business whenever you’re logged in
as you, then go to the Pages and select
the newly created page. And that’s it.
You can add additional users if you want

manager on staff that could manage
complaints and get back to people in a
timely manner, but none of us has that
role, so it will fall to us. Things will fall by
the wayside. Customers will complain
and those complaints will be visible to
everyone.
THE DOWNSIDE OF A WEB
Setting up an online presence isn’t
PRESENCE
the beast it once was, but it does have
The biggest disadvantage of these
wonderful self-promotion tools offered to us potential side effects. If you’re willing to
spend an hour or so a week checking
for free is that they also allow customers
up on your profiles and maintaining the
to engage with us. This wouldn’t be a
information, it should be manageable. 
problem if we had a full-time social media
them to be able to administer your page
or even advertise if you’re so inclined.
The site has a tremendous amount of
helpful documentation for all the features
Facebook makes available to business
owners and Page managers.

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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Education

Controlling Costs in Your Convenience Store
Adapted article by Ready Convenience

When it comes to controlling costs in a
convenience store, it’s not just the dollars
flying out the window that will get you.
Sometimes, it’s the less obvious things
that will keep you from reaching your
short and long term goals. Of course you
have to keep your eye on the obvious
factors, such as cash handling, loss
prevention, and unscrupulous activities.
You also need to think about how your
staffing strategy can affect your profits.
Let’s review each one.

Safe Cash Handling

Cash handling is no routine task. The
stakes are high, both for your business
and your own safety. When making
cash deposits, it’s important to follow a
consistent process and be sure everyone
on staff is trained to understand their
role. Organization is key when preparing

the deposit. Staying focused and aware
will get you and your deposit to the bank
safely.

Loss Prevention

Loss prevention is an obvious
component of controlling costs in a
convenience store. Training your staff
members on proper receiving procedures,
vendor relations, and theft prevention can
mean the difference between being in the
black or the red. Everyone in your store
is responsible for loss prevention, and it’s
your job to ensure they understand what
that means and what they need to do on
each shift.

convenience store staffing in the longterm by adopting a strong “promote-fromwithin” strategy. Remember, promoting
from within is a process. It starts with
the company culture, requires effective
role modeling, and ends with happy
employees in every position. 

Promoting from Within

Payroll is one of your largest
expenditures, so managing staffing
costs must be part of any cost
control strategy. Save money on
The following is a paid advertisement
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Industry News

How Consumer Demographics Shape
Your Business
By Ready Convenience

Every business is affected by consumer
demographics, some more than other and
some in different ways than others. Let’s
take a look at a few general consumer
demographics nationwide:

Age & Generation

by single parent families. This consumer
demographic may seem a little boring, but
it gets more interesting as you dig deeper.
Research also shows that about one in
five Americans live in a multi-generational
household and one in ten children lives

As the population ages, the buying
influence of different generations
changes. Baby boomers, those born
in the post-WWII baby boom, are still
the largest generation at about 74
million. Next in line is Generation X
at about 66 million. The most-talked
about generation from a consumer
demographics perspective is the
Millennials, coming in at about 72
million. And don’t forget about those
86 million Gen Zs who are coming
of age right now. That sounds like
a lot of people, and it is, but keep
this in mind as well – the overall
rate of population growth is declining and
is expected to continue to do so. Fewer
people means fewer customers in the
long run.

with a grandparent. With birth rates in
decline and pet ownership increasing,
households with dogs outnumber those
with children by about 10 million.

Family dynamics are also changing.
Families with two working parents are
the most common family unit, followed

Consumer demographics are
predictably split by gender, but that halfand-half rule does not apply to purchasing

Family status

power. Spending research suggests
women influence over 80% of consumer
spending in the U.S.

Spending & Income

Consumer spending is up, and about
25 percent of American spending is
on non-durable goods. According to
Pew Research, the middle class is
stable but financial gains for middleincome Americans are modest.

What Do Consumer
Demographics Mean for
Convenience Stores?

Gender

As a convenience store owner,
you will view general demographic
information differently than a clothing
retailer or an online store. Trends in
national consumer demographics
are important, but what you see
happening in your own town and
neighborhood will have the most impact
on your marketing decisions. Knowing
your customers goes far beyond what
you read about consumer demographics.
It means understanding what customers
expect from you and your staff and what
they want from the companies they do
business with. 

The following is a paid advertisement
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Marketing

Boost Summer Candy Sales!

A

sweet part
of our diet
and a big
part of our lives;
the confectionary
industry generates
$35 billion in retail
each year. From
seasonal winter
candies to backHamna Siddiqi
to-school sweets,
GHRA Marketing Assistant
candies are a great
gift to give, perfect snack for a road trip,
and an overall fun treat!
As the 100 days of summer begin,
you want to make sure your c-store
is fully stocked with all of the summer
essentials like sunscreen, ice chests and
bags, phone chargers, but also every
kid’s favorite treat, chocolate and candy!
With the extended break between Easter
holiday and Halloween, the summer heat
can pose a challenge to customers to
promote candy as customers are drawn
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towards ice creams and other
summer refreshing treats. This
is where we compose a creative
marketing strategy.
When major holidays are far
apart, you create one! As a c-store
operator, you understand the
needs of your consumer, take
this time to build energy and
excitement for local events and
holidays such as: Memorial Day,
Father’s Day, 4th of July, Back
to School, and Labor Day. Other
unrecognized holidays that are often
forgotten are Teacher’s Day, Nurse’s Day,
and Administrative Professionals Day!
All of these non-typical candy holidays
have the potential to be a promotional
opportunity and help boost sales.
Another good strategy during this
time can be to remind customers of the
products and promotions in the store
by placing signage and posters that
communicate the sale. Keep in mind the

communication should also compliments
the GHRA spanners and posters.
While offering chocolates bars and
bite size candies, you can offer other
confections such as hard candies,
lollipops, and kid-friendly display cases
that focus on summertime. You can
use the 100 days of summer to your
advantage to assure driving sales on the
products your customer needs. 
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New Member Introductions
New Member Introductions

Welcome
Members
On behalf of the Board of Directors and staff at GHRA,
please welcome our newest members as of June 2019:
ROADWAZE #2
COURTESY MART # 2
FUEL POINT NO 3
PIT STOP
QUICK STOP

SPEEDY MART
PARKWAY MARKET
Z'S SHELL
WOODS FOOD STORE
LA PORTE EXPRESS MART

The following is a paid advertisement

All-in-one Rack
XXVL

Prepacked
Weekender

$1.89 Cheetos Flamin’ Hot, Flamin’
Hot Limon’, Fritos Chili Cheese
*Merchandise on All-In-One Rack*

15

Vol. 6 Issue 6

