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Putting Your Merchandising Plan On The Right Track

Consumer Firgt‘
Merchandising

Merchandise with the consumer’s mind in mind

* Know the category’s role to the consumer: Healthy Snacks & Back
To School is a planned category purchase but not a destination in
C-Store. It should be merchandised in a regular aisle and should
cover the top brands within the category.

* Use the Consumer Decision Tree for blocking: Block the section
by segment first and then by brand. The major segments are
Granola Bars, Cereal Bars, Fruit Snacks, Kid’s Portion Packs and
Toaster Pastries.

* Place higher velocity Granola Bars in the upper shelves so they are

more noticeable and within reach for purchase.
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The Winning
Assortment

Carry the Core in the Store and a little bit more

* Have the right Share of Shelf: the space that a segment has should
be approximately the same as the segment’s share of sales. Granola
Bars should have approximately 50% of the shelf and Cereal Bars
should have about 20% of the shelf.

¢ Carry the top performing SKUs within each segment in a size range
that suits the convenience store shopper. For example, Club Packs
wouldn’t be appropriate.

* Toaster Pastries are a lower selling segment, but meet a niche need.

Core

In The Store

Top SKUs for Every Store
Nature Valley Sweet & Salty Almond
Nature Valley Sweet & Salty Peanut :
Quaker Dipps Chocolate Chip
Quaker Chewy Chocolate Chip '
Quaker Chewy Smores
Fibre 1 Oats and Chocolate '
Fibre 1 Oats and Peanut Butter
Nutrigrain Bars Strawberry
Rice Krispies Squares

Handi Snacks Cheese & Breadsticks

ToolBox Solutions

Category Reviews

Regularly

Information is Power... and Profit!

* Category performance needs to be reviewed and acted on more
frequently than a yearly process. Ideally review in July or August,
so the right assortment is in place for the Back To School timeframe.

* Understand the share and growth trends for segments and brands to
stay ahead of the curve with space allocation.

* Know SKU performance to ensure high turning SKUs have
adequate days of supply to avoid out-of-stocks and flag declining
SKUs with low turns for removal.

* Be informed on consumer patterns for the category in C-Store

and other channels.






