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Euromillions:
New game is
delivering for
agents

Retailers are always somewhat
nervous when the retail price of
a product or service is increased;
will it cause a reduction in sales?
Will there be negative customer
reactions? Will I be blamed? etc.
The decision by Premier
Lottery Ireland (PLI) to
introduce a raft of new games
and increased opportunities to
win has proven to be a very
good one. In the weeks following
the introduction of the new
games, the average increase in
revenue through our tills is in the
order of +15%.
As you are aware, during the
negotiation for the Lottery
licence, CSNA commissioned a
report from DCU economist
Anthony Foley and secured a
commitment from the
Department of Public
Expenditure to ring fence the 6%
commission for agents, the
benefits of which will bear fruit
for all of us. The retail agent is a
vital part of the Lottery process.
The reason that the most recent
game was launched successfully
was because we, as retailers, got
behind the game in the
knowledge that more sales
equals more profits.

As the objective of the Public Health
BEFORE:
Alcohol Bill is to reduce alcohol
consumption to the OECD average of
9.1 litres per capita, where is the
evidence and where is the published
research that proves that by removing
the visibility of alcohol from one small
sector (the convenience sector) whilst
still allowing its display in supermarkets,
pubs, clubs and hotels, that there will be
BEFORE:
a reduction in consumption rather than
a displacement of sales from one sector
to another?
There has been no consultation, no
engagement and no attempts by the
Department of Health to discuss with
retailers on any of these matters,
despite the very fundamental change to
our businesses that were being
considered.
At no stage in the pre-legislative
section was the concept of removing visibility of the
products introduced; it was not discussed or
debated in the Joint Oireachtas Committee; nor was
it a recommendation of that committee.
It was only when the bill was published that we
became aware of the extent of the non-visibility
proposal and are alarmed at the refusal of the
Minister or her officials to consider our valid
objections.

AFTER:

CSNA cannot support a bill that provides for the
covering of alcohol products on display in our stores
as it would create an impediment to legitimate
browsing by our customers; we can accept the
principle of requiring alcohol products that are
displayed behind the counter being kept in a
“non-visible” fashion, but would require that the bill
should not be applied to those retailers that are
wine off-licence holders only.

CSNA member profile
Retailer Hettie Black shares her thoughts on the
importance of understanding your customers’ needs
and delivering a consistently strong offering
How important is food to
your business?
Fresh food is a huge part of our
business, featuring the Tasty Deli
concept as well as the newly
renovated Insomnia Coffee offer.
We understand our customers’
needs, especially with the large
number of health conscious office
people and Ben Dunn gym beside
us, offering a large range of ‘Better
Choices’ range, low calorie food
and drinks is important. The
newest addition to our food offer
is Gourmet Fuel, a ready meal for
people on a calorie controlled
eating style.

How have you prepared for
allergen information and
provision of information on
calories?
We have been displaying allergen
and calories on in-store prepared
food for the past three months. We
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AFTER:

are using ProfCal Ltd. software
that is compatible with our existing
Zebra label printer to calculate the
total calories and allergen of any
recipe we prepare in-store. It is
cost effective and hassle free,
much easier than using the existing
label software.

Member name: Hettie Black
Store: Spar Cherrywood,
Cherrywood Technology Park,
Loughlinstown, Cherrywood,
Co. Dublin
Store size: 2,500 sq ft retail space
Number of employees: 10

Can you give one tip that
you have used in your store
and are willing to share with
other retailers?
I have noticed an increased demand
from my customers in Cherrywood
for healthier food options, clean
high protein products and clear
label information on freshly
prepared foods. My tip: Consistency
pays off, especially after introducing
a new food offer, be consistent in
your presentation for at least six
weeks. That is how long it takes the
average shopper to realise the offer
is there to stay.

Hettie Black outside Spar
Cherrywood

Can you please tell us one
benefit you see of being a
member of the CSNA?
I recently had the opportunity to
get involved with an EPA and
CSNA-driven energy saving
programme and have found great
savings in my own business. ■
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