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CSNA members win with
CSNA Category Management
Programme
April Winner –
Michael Joyce, Newsagent, Ballybunnion, Kerry
Michael had the most increase in sales for INM titles for
the month of April. As a result Michael won a pair of
tickets for the Irish Open Golf.

BE VIGILANT:
Summer holidays bring additional test
purchasing for both tobacco and alcohol

ANN MARTYN,
national president, CSNA

CSNA news
Vodafone
provides CSNA
with special deal
for members
Members will have
received details by
post of a special
deal that CSNA and
Vodafone have
agreed. We have
chosen Vodafone as
our Affinity partner
due to an exclusive
CSNA deal that we
have negotiated.
Vodafone has
nationwide
coverage, which will
be of benefit to our
members in rural
Ireland.
There are three
bill pay offers that
members can avail
of, saving them
from €5, €10 and
even €15 depending
on the type of plan
that you choose. If
you have any
questions regarding
this deal, please do
not hesitate to
contact the office
on 045-535050.

Retailers need to ensure that all staff,
but perhaps especially those working
as holiday relief, are made aware of the
importance of ensuring that your
store’s policy on preventing access of
“underage” products is understood and
adhered to.
Environmental Health Officers and
members of An Garda Síochána have
advised retailers throughout the
country that they will be conducting
“test purchasing” over the next few
months.

Muiris Loughnane, Newsagent, Crumlin, Dublin 12
Muiris had the most increase in sales for INM titles for
the month of May. As a result Muiris won a pair of
tickets to the All-Ireland Hurling Semi-Final.

June Winner –
John McCarthy, Newsagent, Eyre Street, Galway
John had the most increase in sales for INM titles for
the month of May. As a result John won a pair of
tickets to the All-Ireland Senior Football Semi Final.

A good Apple!
John Eivers of Spar Applegreen in Kilkenny city shares his thoughts on how retailers can work to prevent
forecourt ‘drive-offs’ and generate greater customer loyalty through providing competitive car wash services
Security is an issue for every retailer; you have a
petrol forecourt, how do you prevent driveoffs/people not paying for fuel?
‘Drive-offs’ are a big headache for retailers. The new
drive-off is what I call the non-payment of fuel. This
is where a customer fills up fuel into their vehicle
and when they come into the shop their credit/Visa
debit card declines. Invariably we have to chase the
money. Time spent dealing with non-payments can
be quite consuming. Every customer needs to be
asked have they got fuel. We also have a big sign on
our forecourt informing customers all drive-offs and
non-payment of fuel will be reported to the local
garda station.
Do you find that the car wash brings extra business
to the shop?
Car washes bring added value to your forecourt.
There is so much competition these days in the car
wash business; everyone is looking for the best deal.
If you provide a good car wash service, you will get
loyalty from customers. We have a jet wash that
does a hot wash and the price is very competitive in
our area.
Volvo has indicated that it is discontinuing petrol
and diesel propelled engines. How would a retailer
reposition themselves in the electric car market?
I believe electric cars appeal to a very small niche
market. I cannot see sales growth soaring in the next
five to 10 years. There would be no advantage of a
small retailer installing one of these electric charge
points. It takes too long to charge a battery for
FREE and there are very little ancillary shop sales.
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It is vital that you do not sell
either alcohol or tobacco to
anyone under the age of 18.
Familiarise yourself with your own
policies, make sure that your staff
adhere to them and monitor them,
up to and including sending in a
young person to try to purchase
product. If you do this, make sure
the youngster does not take the
product away with them.
Be vigilant – protect your
business.

May Winner –

Retailers who increased sales of Independent News
& Media (INM) titles through the CSNA’s Category
Management Programme have been rewarded with
impressive prizes

Scam alert
ALL retailers need to be aware that scams designed
to separate you from your hard-earned money come in
various guises; some crude, some sophisticated, but all
with the potential to cause financial loss.
SCAM ONE: The European Directory - this is a Europewide scam including an €890 demand for payment for
changes made to a so-called directory. If you get any
communication from these people – BIN IT!

MEMBER PROFILE:
Name: John Eivers
Store: Spar Applegreen, Irishtown
Service Station, Vicar Street,
Kilkenny city

SCAM TWO: Someone comes to the store with
greeting cards or lighters and states that the
“boss/manager” has ordered the products and
presents an invoice/delivery note seeking cash
payment. Instruct your staff on your procedures for
cash purchases and never deviate from the policy.

Store size: 2,000 sq ft
Number of employees: 14

CSNA forms teams for 2017 - 2019
Can you please tell us one benefit you see of being
a member of the CSNA?
The CSNA is very proactive and articulate in voicing
retailers’ concerns at both industry and government
level. The CSNA keeps members abreast of what is
happening via the weekly magazine and the annual
general meeting.

If you have any queries regarding CSNA services or membership please contact the office on
Naas Road, Dublin 22 on 045-535050 or by email to info@csna.ie/www.csna.ie
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