
Innis Maggiore’s Lorraine Kessler delivers smart positioning counsel 
for convenience stores in NACS Magazine. 

“If convenience stores blur the lines too much between themselves and QSRs, people 
will start wondering, ‘What are they?’ They are neither fish nor fowl. They should be a 
convenience store first and foremost,” said Kessler. “In certain competitive markets 
you should get wider aisles, larger stores and more food options. But in other places I 
think ubiquity will kill its uniqueness fast. I think each retailer will have to find a 
targeted strategy based on the competitive space it’s in.” 

Following is the complete article published in NACS Magazine 
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DID YOU KNOW?
Foodservice sales accounted  
for about 25 percent of  
in-store profits in 2008. 
(Source: NACS State of the Industry data)
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THE MOST  
EFFECTIVE  
WAY OF DRIVING  
FOOT TRAFFIC IS GOING  
TO COME FROM A 
PERVASIVE REDESIGN  
OF THE STORES 
THEMSELVES.



50  www.nacsonline.com     SEPTEMBER 2009

FACEBOOK AND  
TWITTER CAN SPREAD 
THE WORD FAR 
AND FAST ABOUT 
PROMOTIONS.


