
ADAPTING TO THE NEW NORM

We are seeing travel increase as state officials lift

restrictions. Personal travel hit its lowest level the week

of April 12th  with declines of 40% to 50% from pre-

COVID travel patterns. The week of May 3rd  saw

personal travel off 8% to 12% in most New England

states. Massachusetts and Vermont have the slowest

improvements with personal travel being off 30%.

 

Many operators we have spoken to over the past week

are telling us that volumes continue to build. Most

report volumes are up 5% to 7% each week. Volumes

should always be discussed with margins, the two go

hand-in-hand. Margins have been in decline over the

past four weeks dropping from all-time highs of 90¢ to

the current 50¢ per gallon. 
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Neighborhood stores benefit from

consumers seeking alternatives to big-

box retailers. Those c-stores that offer a

variety of grocery products are seeing

increased foot traffic.

 

C-stores need to adapt to consumer

demands in a post-COVID environment.

This will mean creating a safe

environment for customers and

maintaining a diversity of products.

Those operators that understand the

new trends will thrive well into the

future. We look forward to hearing from

you and discuss your company’s future.

Margins remain well above recent annual

averages and are expected to continue to

contract.

 

The biggest surprise from many is the pace of

in-store sales. Those operators located along

commuter routes are finding that both volumes

and in-store sales are flat to slight

improvement. Stores located in local

neighborhoods are rebounding very quickly,

with some stores exceeding prior year levels.

This rapid increase is attributable to consumers

receiving government stimulus checks, easing

of stay-at-home restrictions, and consumer

fatigue with the stay-at-home orders. 
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COVID is having a far-reaching impact on our

industry. Fuel sales are down significantly but

climbing back up. C-store sales started down a lot

too but have generally rebounded to levels close to

pre-COVID norms, and in some cases, sales are even

higher than pre-COVID levels. Stores that are on

commuter routes are not seeing quite the same

rebound, but stores that are close to communities

are definitely seeing a bounce. We believe this is due

to the fact that some people would rather go to their

local convenience store than to a large supermarket

with all the anxiety that the supermarket trip entails.

It is also due to the unique product mix that c-stores

offer.

 

Convenience stores sell items that customers tend to

buy more of in times of distress, like tobacco, beer

and wine, and lottery. They also provide a quicker

and easier way for customers to get in and out, and

stores with fuel offer a one-stop shopping experience

for people. A coffee offering adds further incentive

for customers who do not want to make many stops.

We are hearing from store operators that sales of

grocery items are also increasing in c-stores so that

may be an avenue for some operators to investigate

to increase sales.

 

C-STORE PRODUCT MIX
DURING COVID-19

Written by Aaron Cutler

            Flour

            Yeast

            Toilet Paper

            Paper Towels

            Wipes

            Hand sanitizer

 We recommend that operators work with

their vendors to bring in items that are in high

demand in supermarkets. Here is a list of

items that your customers would like to see in

your stores:

 

 

We know these are in high demand

everywhere but even items that people may

not want to go to the supermarket for, like

milk, eggs, bread, fruit, foil, and plastic wrap

should be kept in stock in higher quantities

too. Speak to your supplier – the good ones

will have their finger on the pulse and will be

able to let you know how consumer demand

is changing and how you can take advantage.
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