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A Note From the Editor
The Missouri Grocer Magazine comes out once a year to highlight all that 
is to come at the annual Missouri Grocers Association Showcase. In this 
issue, you will find details on the topics we will be covering at the MGA 
Showcase, an article from our keynote speaker, registration information, 
and so much more. We are diligently working to put together the best 
showcase possible and hope that you all will be able to attend. 

This year, our theme is “Focusing on the Future Today, Today is Yester-
day’s Future”. This theme is a big part of why we have chosen to have 
leadership development training at the convention. Our goal is to bring 
adequate training to current and potential future leaders at the showcase 
to set your business up for success for years to come. This is all in addi-
tion to the general business sessions we hold for executives and owners, 
so you won’t want to miss it! 
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I would like to take this opportunity to thank you for your 
support of the grocery industry and participation with the 
Missouri Grocers Association. Without companies, business-
es, and individuals like yourself, the success that the MGA has 
had in the last few years would be for not. 

MGA has ensured that the voice of the grocery industry is 
heard loud and clear in both the state capital and within the 
halls of Washington, DC. The Missouri Grocers Association has 
worked very hard on your behalf to get the menu labeling and 
overtime rule revisited and revised to reduce the burden they 
would have had on the grocery sector. Tort reform, discrimina-
tion, and minimum wage laws have all been passed to benefit 
you here in Missouri. These changes are just the beginning 
and we hope to continue to ensure that local, state, and federal government stay out of the way of businesses and allow the grocery 
industry and its suppliers and partners to continue providing high-quality products at fair and just prices.

To do this, the Missouri Grocers Association is again asking for your support by attending the annual MGA Showcase at Tan-Tar-A 
Resort from July 20th-23rd. This year’s event will focus on retailers and their leaders, unveiling the first ever addition of “Leadership 
Development” sessions, the MGA “Excellence in Leadership Awards”, and a breadth of educational sessions to benefit executives. 
When making travel arrangements, please take note that the trade show dates are Friday and Saturday, and the golf tournament 
has moved to Saturday, to ensure a seamless flow of events throughout the weekend. Recommended attire for the showcase is 
business casual with the exception of the President’s Gala and Awards Ceremony on Saturday evening, where business professional 
is appropriate. We have made various schedule enhancements, including the addition of a craft beer garden Saturday night, new 
best bagger show times, and new trade show dates! Don’t miss out on this amazing opportunity to showcase your business, learn 
how to enhance your business, and network with grocery industry executives from the entire state of Missouri. 

I am looking forward to seeing you all in July,

Dan Shaul 
State Director 
Missouri Grocers Association

A MESSAGE FROM 
STATE DIRECTOR 
DAN SHAUL
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2017 MGA HALL OF 
FAME AWARD 
Greg McVeigh

2017 MGA EXCELLENCE IN LEADERSHIP AWARDS

On Saturday, July 22nd, the Missouri Grocers Association 
will induct the late Greg McVeigh into the MGA Hall of 
Fame. Mr. McVeigh was an active member of the Missouri 
Grocers Association and had a significant impact on the 
grocery industry throughout his life.

Greg began working at the former Benner T Company, 
Keokuk, and then transitioned to working at, then, Star 
Wholesale in Iowa City. He eventually returned to Keokuk, 
where he was a bookkeeper for IA Gateway Terminal and 
then Fischer’s Supermarket in Bushnell, IL. Together, with 
Danny and Mary Rosencrans, he and Barb co-owned 
LaGrange Super Valu. In 1982, he and Barb built Mac’s 
Super Saver in Kahoka. He worked hard building this 
business and continued the process of remodeling along 
the way to accommodate the growing needs of his custom-
ers. In addition, he and Barb are partners with Don and 
Sharon Conklin in Save-A-Lots in Trenton, MO and Cedar 
Rapids, IA.

Greg was on the MGA Board of Directors for 9 years and 
made an astounding impact on everyone here. We 
are honored to induct Greg into the MGA Hall of Fame this 
summer at the President’s Gala and Awards Ceremony at 
the 2017 MGA Showcase. Please join us for this celebra-
tion of Greg’s impact on MGA and the grocery industry.  

This year, we are introducing the first ever “Excellence in Leadership Awards”. Awardees will be recog-
nized for their outstanding leadership skills at the store level. This award is for store leaders that have 
demonstrated the hard work and dedication it takes to be a successful leader. Do you have an employee 
that deserves recognition from your organization? Nominate one employee from your company to be 
honored with the MGA “Excellence in Leadership Award” at the MGA Showcase. Each nominee will be 
recognized in front of the crowd at the President’s Gala and Awards Ceremony on Saturday, July 22nd at 
the convention. To nominate your employee, visit: www.missourigrocers.com and click “register” under 
“Excellence in Leadership Award Nominations” on the home page. We hope to see you all there!
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MISSOURI LEGISLATIVE
END OF SESSION UPDATE
David Overfelt, MGA Lobbyist

fter the Missouri legislature finished the regular session 
May 12th, the Governor pledged to call multiple special 
sessions over the year, claiming that many lawmakers 

act like third graders and need to go to summer school. The leg-
islature is currently working through the Governor’s first special 
session dealing with special energy rates to lure a steel smelter 
and possibly reopen a closed aluminum smelter in the bootheel 
region. 

Some politicos believe the Governor may be a little more 
judicious in future criticism of lawmakers, as well as the call for 
additional special sessions after his experience with this elec-
trical energy rate session. Lawmakers and their leaders are not 
as cooperative when they are taken away from their work and 
families for issues that many do not consider extraordinary or can 
be dealt with next year.  Of course, if you are from the bootheel 
region the subsidized electrical rate is essential to help the region 
recover from its economic miasma.

Since the Senate took too long to pass the preemption of
local minimum wages, HB 1194, during the regular session, 
labor and Democrats are claiming that the St. Louis ordinance 
went into effect before the Governor could sign HB 1194, so the 
courts will at least allow the $10.00 rate to stand. It is hard to 
believe the state cannot preempt city ordinances but our current 
Missouri Supreme Court is progressive and has overturned many 
prior Supreme Court rulings. 

The Governor is expected to sign HB 1194 and hopefully the 
courts will realize that the legislature will not hesitate to reverse 
their decisions and set the economic policies of the whole state. 
HB 1194 should at least stop St. Louis City from raising the 
minimum wage to $11.00 by 2018, as well as Kansas City’s efforts 
to raise the wage to $13.00. Not to mention the Supreme Court 
ruling allowing a $15.00 wage public vote in Kansas City this 
August.

A “Lawmakers and their leaders are 
not as cooperative when they are 
taken away from their work and 

families for issues that many do not 
consider extraordinary or can be 

dealt with next year.”



The KC ordinance, passed by the city council in March, increases 
the city minimum wage to $8.50 an hour by Sept. 18, then to 
$9.82 on Jan. 1, 2019; to $10.96 on Jan. 1, 2020; to $11.98 on 
Jan. 1, 2021; and then to $13 per hour on Jan. 1, 2023. 

Only 55 bills passed during the regular session that ended May 
12th. A modern low. The Governor has until July 14th to sign or 
veto bills. Pocket vetoes occur when the Governor refuses to act 
on a bill. Bills not designated otherwise become effective August 
28th. 
 

The low number of passed bills is due to internal strife within 
the Senate between the parties, as well as the caucuses. Due to 
outside advisors, who attacked many of their own party, this strife 
continued until the end of the session on May 12th. It will be 
interesting to observe how this situation will affect the session as 
it begins next January 2018. 

The Governor’s tax credit taskforce will reveal their plan to cut 
tax credits and possibly repeal the retail 2% sales tax collection 
allowance. An ex term limited Senator from Cape Girardeau, 
Jason Crowell, who was appointed to the taskforce by the Gover-
nor, continually attacks our 2% sales tax collection allowance. He 
could care less that it is below many grocers cost to be the state’s 
biggest tax collector. Observers of the taskforce believe it may 
already know how it wants to raise revenue so that the Governor 
can attempt to rewrite tax policy that may appeal to voters and 
improve his legacy. The Governor may call a special session later 
this year to try and pass his tax proposal.

Business leaders laud the regular 2017 session as a major victory. 
Passed changes in labor and tort law should improve Missouri’s 
competitiveness and increase employment. 

Additional Key bills passed include: SB 19 Right to Work, SB 16 
which corrects another unfavorable Missouri court ruling that 
would force sales taxes on delivery charges, SB 43 which corrects 
the Missouri Human Rights Act (MHRA) by making courts adopt 
standards followed by the federal courts and the rest of the na-
tion, SB 66  which contains various business supported revisions 
to the workers’ compensation statute and prevents frivolous 
discrimination lawsuits from employees that falsely claim they 
were fired because of a workplace injury, HB 11 which funds the 
Medicaid Pharmacy program or HealthNet, HB 151 which allows 
the Department of Revenue to issue Real ID compliant driver’s 
licenses upon request, and HB 153  which clarifies that expert 
court witnesses must be actual experts. 

The Governor has signed many of these measures and is expect-
ed to sign the rest by his constitutional deadline of July 14th.

Many tort reform issues still need to be addressed including 
venue, product liability, and liability for third party acts on 
businesses’ premises. Labor reforms including unemployment 
compensation, paycheck protection for public employees, and 
prevailing wage will return.

HB 90, sponsored by republican Representative Holly Rehder, 
which would have established a statewide database for opioid 
dispensing or a Prescription Drug Monitoring Program failed 
at the end of the session since local governments, prescribers, 
and pharmacies felt it would have created unnecessary burdens 
on health care providers while weakening current databases 
already enacted by local governments throughout the majority of 
Missouri. 

Certain proponents would want any statewide bill regardless if it 
is burdensome on pharmacies, as well as ineffective in dealing 
with prescription opioid abuse. The Governor could be consid-
ering calling a special session to try and pass a bill and many 
local governments are concerned it could weaken their current 
systems that are modeled after the rest of the nation’s prescrip-
tion monitoring programs.

Our efforts to pass legislation preempting local governments 
from banning or taxing popular packaging and shopping bags, as 
well as preempt local governments from dictating work schedule 
policies will return next year. 

“Only, 55 bills passed during the regular 
session that ended May 12th. 

A modern low.”

All Natural • Wholesale •  Gluten-Free
USDA Inspected

Italian Sausage Company
Famous

Frank Scimeca
Cell: (816) 520-6181

Ph. 816-483-7444
Fax 816-231-5862

1615 East 8th Street
Kansas City, MO 64106
email: sscimecaitalian@kc.rr.com

Phil Scimeca
Cell:(816) 550-9043

“Many tort reform issues still need to 
be addressed including venue, 

product liability, and liability for 
third party acts on businesses’ 

premises.”
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Leadership Development Training
At the MGA Showcase

his year, we are so excited to announce that we are 
introducing “Leadership Development Training” sessions 
to the Missouri Grocers Association Showcase! The 

leaders of your stores have an immeasurable amount of impact 
on the success of your business. Make sure they have the skills 
and tools necessary to help your business succeed by bringing 
them for “Leadership Development Training” this year. This is a 
great opportunity to award your current and future leaders with a 
trip where they can network, learn new management techniques, 
and have fun!

Who should you bring?
Bring in the current and future leaders of your business to learn 
how they can set themselves, and your business, up for success 
in the grocery industry. This includes any store personnel with 
managerial duties that assist in day to day operations.

What will they learn?
Participants will learn the ins and outs of successful store 
management to keep your business thriving.
Topics include:
• Engaging a Multi-Generational Workforce
• Navigating the HR Jungle: HR and Seven Rules for            

Management
• Making the Case for Feeding the Media: Media and Crisis 

Training
• Millennial and Consumer Trends in the Dairy Department
• And Much More! 

We encourage you to bring your future leaders and have them 
participate in all of our educational sessions throughout the 
convention, in addition to the leadership development courses. 
If you would like to learn more about these topics, we invite you 
to attend with your leaders. Don’t forget that in addition to the 
training sessions, some of your leaders will even have the oppor-
tunity to be recognized for their outstanding leadership skills at 
the President’s Gala and Awards Ceremony on the Saturday night 
of the convention. You can nominate them at 
www.missourigrocers.com or by contacting  Jenna Gaddie at 
(417) 831-6667. We have established a pricing structure for your 
leaders to make their registration a bit easier on your pockets. 
Check out these specials: 

May 1 - May 31
Buy one get one free registration for store leaders.

June 1 - June 31
Buy one get one half off registration for store leaders. 

July 1 - July 20
Buy one get one 25% off registration for store leaders. 

The registration specials are only valid for full registrations for 
store leaders. Please contact Jenna Gaddie at the MGA office 
with any questions.

T
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Strengthening Community Financial Institutions

shazam.net/epic | 855.314.1212 | @SHAZAMNetwork

SHAZAM’s focused on strengthening community financial institutions by offering 
choice and flexibility for all your merchant processing needs. Call us today  

to learn more about SHAZAM Merchant Services. 

Now that’s epic.

DO THEY HAVE RELIABLE, 
AFFORDABLE MERCHANT 
PROCESSING OPTIONS? 

YES — WITH LEADING-EDGE 
TECHNOLOGY TO MEET OUR 

MERCHANTS' DEMANDS.

SUBTOTAL $100.00

TAX  
$   6.00

TOTAL 
$106.00

PAY

AND, WE CAN MANAGE THE RELATIONSHIP OR 
COLLECT A REFERRAL BONUS & LET SHAZAM 
DO THE WORK FOR US. NOW THAT'S...

WHAT ABOUT GREATER 
FLEXIBILITY? SHAZAM 
CAN PROVIDE THAT!

MY MERCHANT PROGRAM NEEDS 
BETTER PRODUCTS & EXPERTISE.



MGA GOLF TOURNAMENT
Sponsored by SHAZAM

oin us in beautiful Osage Beach, Missouri for the annual MGA 
Golf Tournament sponsored by Shazam. The tournament will 
begin at 7:00 am on Saturday morning,  July 22nd at the Oaks 

at Tan Tar A Resort and Golf Club. Enjoy a beautiful day networking 
with colleagues. Lunch and drinks will be provided. Play for the 
chance to win some amazing prizes! 

Price to play
Golf registration is $125 per person, or $500 per four member team. 
You can also showcase your company at the tournament by 
sponsoring a hole for $550. We hope to see you there! 

To register: fill out the registration form on page 35 and mail to Jenna 
Gaddie at 315 N. Ken Avenue, Springfield, MO 65802 or fax to 
(417) 831-3907.

J
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Springfield, MO | (417) 866-2133 | (800) 955-3458

Traditional Cubed Ice
Crystal Classic Cubes™ • Block Ice

1-800-533-9594
www.shullsburgcreamery.com

Specialists in Natural Cheese Since 1934
• Complete Retail Cheese Programs
• Display Case Management
• Award Winning Service & Quality

• Refrigeration & Distribution
• Retail Signature Brands
• Food Service & Export

Crafted in Wisconsin

LEADER IN GROCERY
POINT OF SALE SYSTEMS

POS  HARDWARE
AND SOFTWARE

Retail Data Systems St. Louis
Also serving

Northeast & Southeast Missouri & Illinois

800-756-4111

Retail Data Systems Kansas City
Also serving

Springfield, Northwest, Southwest & Mid-Missouri

800-798-1333

OVER 4000 GROCERS COUNT ON RDS FOR THEIR STORE TECHNOLOGY.

WE FOCUS ON THE TECHNOLOGY SO YOU CAN FOCUS ON THE BUSINESS!

OVER 4000 GROCERS COUNT ON RDS FOR THEIR STORE TECHNOLOGY.

WE FOCUS ON THE TECHNOLOGY SO YOU CAN FOCUS ON THE BUSINESS!



Improve Your Customer Experience
By Keynote Speaker Jim Mathis

’m known as a stickler for good service. In a sense, I’m every 
sales person’s nightmare. Friends say, “Don’t sell Jim
anything!” Why? Because I always get more than my money’s 

worth. For example: I bought 5 cypress trees from a local land-
scaper when we built our house. First, I only buy from landscap-
ers who guarantee for at least a year. The trees came wrapped 
(balled) in burlap. They had been grown in clay and our soil 
is sand. All the watering in the world couldn’t save them. They 
died slowly over the next two months. It took me 7 more months 
to get the landscaper to make good on them. Finally, I settled 
for a check. I took it, bought 5 newer, smaller (less expensive) 
cypresses, and spent the balance on 15 other plants for our 
yard! I’m thinking of writing a book on how to get more for your 
money. Still need more convincing? We have a $150 sofa that we 
got as a replacement for one our cat “soiled”, (we got Sears to 
pay us back $850 for the damaged one). I have a $2,500 set of 
golf clubs I got for $35. I bought my entire Home Theater system 
as “open box” specials at Circuit City (because they come with a 
guarantee). I never pay retail for anything. So you can see that 
price ranks high with me. In the past month I’ve listened to more 
business leaders, CEOs, and Presidents who say their prime 
concern is customer service. Everybody wants to get the edge, but 
they have employees who just want a pay check. May a guy who 
gets a bargain everywhere he goes give some advice? My “Achilles 
Heel” is customer service. If the person I am doing business with 
is kind, goes out of their way, gives me special attention or (you 
guessed it) shows me a better bargain, I’m hooked. Cheap? No, 
smart. Ask Doug, my insurance agent, or Joe, my clothier                          

(notice the first-name basis I‘m on with them). I will be willing 
to spend more for an item if I have a relationship with the sales 
person or company because trust is so important to me. Even 
with the recession coming to an end, I still prefer a bargain to 
extravagance. Give me great customer service and I’m yours for 
life. But trust has to be earned over time. You don’t get mine 
overnight. Here are six ideas to make your customer service sell 
and not “smell” and build trust with your clients.

1. Take pride in what you do. 

It shows. Are you proud of your service or product? Are you 
convinced that the world is a better place if people are using it? 
How do your customers feel? Have you ever asked them? (There’s 
a thought.) Pride in workmanship has been said to be a thing 
of the past. It isn’t. I guarantee you that your competitor would 
benefit from knowing how much you and your staff think of your 
product or service. It could be used as a selling point against you. 
I recently encountered an air conditioner repairman who said his 
work was not done at quitting time, but when I was satisfied with
his service and workmanship. Was I impressed? You bet! He 
earned the right to do business with me again. Ask your staff 
what they think of your service, if you trust their answers. Better 
still, ask a trusted customer what they think of your company’s 
image. Ask them why they do business with you. Ask them how 
you can better serve them. Be ready to adapt to their needs, or 
someone else will.

I
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bluebunny.com

SOME DAYS i’D  TRADE THE EARS  FOR oPPOSABLE  THUMBS.

Eat at Home Missouri is an initiative by the Missouri Grocers Association to 
encourage consumers to develop healthy habits, become budget friendly, 
eat together as a family, and to promote the grocery industry in Missouri.

www.eatathomemo.com /eatathomemo /eatathomemga

EVERYONE EATS. 
WHY NOT EAT AT HOME?



2. Become the leading expert on your customers. 

I went out to eat with the President of a financial institution last week in 
his town. When we went to the restaurant every person on staff seemed 
to know him. They greeted him as an old friend. They all came by to say 
“hello.” Several “fought” over who would wait on us. When it was time 
to order, they knew what he wanted. As a result, I got great service just 
for being with him and they got a great tip! Where am I going to eat out 
next time I’m in town? You better believe it! Even if they don’t know me, 
I know they are likable people who want to know me. What research do 
you and your staff do on your customers? Do you study the demograph-
ics and then do something about it? What is your niche audience? How 
can you provide what they actually need?

3. Provide more for your customer than your 
competitors. 

I took Angelica, my ten-year old, out to lunch the day school ended 
last May. When a waitress who knows me asked us what we were 
doing there that day, I happened to mention (in passing) that we were 
celebrating a good report card. Angelica suddenly became the center of 
attention in the restaurant. She got great service. They brought out the 
largest banana split I’ve ever seen and sang “Congratulations To You,” 
to the tune of the birthday song. John, the man who sang to her, said 
he had never sung “Happy Birthday” that way before and really enjoyed 
the change. So did Angelica. She thinks, now, that every time we go to 
that restaurant she will get all the extras. I recently went to a large hotel 
on a trip and received excellent service from Frank, a registration clerk. 
I showed up with the flu. I told him that I just wanted to go to my room 
and collapse. After about thirty minutes a young girl came to my door 
from the hotel staff. She was carrying a tray and asked to come into set 
it down. Frank had sent me a warm bowl of soup, Sprite and water with 
a “get well” card signed by the entire front desk staff! Frank under-
stands that although he works for a large international chain of hotels, 
he treats the sign on the hotel above like it is his own hotel. Do your 
employees feel ownership of the company? Are they working for you, 
themselves, or your customers? (It better be your customers!) Do they 
see how their image is tied to the company’s and your image? Their 
smile is your corporate smile.

4. Develop a “connection” with your customers. 

Joe Calloway, a customer service trainer and guru, says that he often 
asks his clients if they believe that it’s necessary to have an emotional 
connection with their customers. “While some of them are surprised 
at the question, after a bit of thought almost all of them agree that you 
do need to connect emotionally with customers, especially if your aim 
is to defy comparison with your competitors. Most people will say that 
they want their customers to love doing business with them. If ever 
there was an emotion, surely it’s love. It’s extremely difficult to get that 
Category of One status with your customers unless you create a strong 
emotional connection with them.” He’s right. If you’ve ever been to Six 
Flags Over Georgia, they have a rule that all employees must wave to 
the people on the train as it goes by. Ritz Carlton employees greet each

guest as they pass in the hallways. Joe says, “It’s tiny actions by regular 
people that create the most powerful force in the business.” How does 
your staff treat your customers/members? Do they treat everyone who 
walks in your bank, credit union, agency, firm, or business as a poten-
tial customer? Do they make any type of emotional connection? People 
love talking about themselves. Do your employees ask customers about 
their lives? That brings us to...

5. Learn how to “cross sell” to achieve success. 

At McDonald’s, if you order a hamburger, what will they ask you? (Hint: 
It involves Idaho’s most predominant product) “Do you want fries with 
that?” If you connect emotionally with your client, you will be able to 
ask him/her about their life. As they talk, you will find out needs they 
have that you can fulfill. Connection brings relationship, which leads to 
expression of needs. Do your people know how to strike up a conversa-
tion with someone in your business? Do they know how to ask leading 
questions that don’t require a “yes” or “no” answer. Do they know how 
to actively listen to others talk? Can they offer other goods and services 
as a benefit to someone’s life? (Important: the drive must be to help the 
other person, not to make more money. People can see right through a 
false strategy to get their money.) Employees who tug at the heartstrings 
of a customer in order to help them with more beneficial service are 
more important than any fancy brochure or well-furnished building. Tell 
your people that we are here to make others’ lives better through what 
we do. “How can you make our customers lives better with our service 
or product?”

6. Create a WOW! factor. 

Find unique ways to serve your client base. What can you do that the 
competitors aren’t doing creatively? I went to graduate school in New 
Orleans. They have a French word called lagniappe (pronounced LAN-
yap). Loosely translated it means something extra you didn’t pay for or 
expect. There was a car dealer there who’s motto was “Your Lagniappe 
Dealership.” They prized themselves on all the little extras they did 
for their customers. My friends and I frequented a restaurant up by 
Lake Ponchartrain that featured a different lagniappe item each night. 
You didn’t know if you were going to get free gumbo, salad, dessert, 
or some other delicious delicacy. Notice I said that we “frequented” 
the place. Look on dealings with your customers as an experience to 
enhance. Gifts, expressions of concern, and friendly gestures that aren’t 
expected all create a WOW factor in the customer’s mind and heart. If 
you assume that your customers are always looking for a better deal 
somewhere else, you will be driven by a desire to serve them better 
than your competitors in different ways that are uniquely you.

These are just a few ways to improve service to your customers. Their 
word of mouth about your service will build a base that no advertising 
campaign can equal. Gear up your staff to provide the best service 
available by inspiring them to help others with what you do. Rest 
assured that if you are not, somebody in competition with you is.

Jim Mathis, CSP is an international Certified Speaking Professional, executive coach and trainer. To subscribe to his free personal and profes-
sional development newsletter, please send an email to: subscribe@jimmathis.com with the word SUBSCRIBE in the subject. An electronic copy 

will be sent out to you every month. For more information on how Jim and his programs can benefit your organization or group, please call 
888-6880220, or visit his web site: www.jimmathis.com.
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MGA SHOWCASE

EDUCATIONAL SESSIONS

JULY 21ST
9:30 AM

JULY 21ST
10:45 AM

JULY 21ST
3:00 PM

JULY 22ND
9:00 AM

JULY 22ND
10:00 AM

The Trump Administration and New Congress—
What it means for the Supermarket Industry
These are both exciting and interesting times in Washing-
ton, DC.  Greg Ferrara, SVP Government Relations and 
Public Affairs at NGA, will provide an update on the Trump 
administration, the new Congress and what it all means 
for the supermarket industry.  He will update attendees on 
NGA’s top priorities and how the current political envi-
ronment in Washington provides both opportunities and 
challenges for the industry. Presented by: Greg Ferrara

Join us at the MGA Showcase for a variety of educational opportuni-
ties! This year, we have added a multitude of educational sessions 
to benefit everyone at the showcase. We are offering “Leadership 
Development” courses, where store leaders will learn valuable infor-
mation to help them run your stores, as well as a variety of sessions 
for executives. We are proud of the lineup that we have put together, 
and can not wait for you all to participate! 

How to Compete Against Limited Assortment 
Retailers: Aldi and Lidl
The success of limited assortment retailers in Europe 
and the potential of over 2500 new retail locations in 
the United States within the next 10 years, will affect the 
entire grocery industry in many ways. Are you ready for this 
new competition and the effect it will have on the market 
place? This seminar will provide you with strategies that 
will help better identify your competition and allow you to 
maintain your edge. Specifically, this session will focus on 
the following:
• Focusing on areas limited assortment retailers can’t   
   duplicate: outstanding fresh departments, high quality 
   customer service, product variety, special event merchan- 
   dising (truckload sales, in-store and outdoor promo-  
   tions, etc.), your private label, and more
• Strengths and weaknesses of each limited assortment 
   company’s format
• Identifying and targeting vulnerable areas within each 
   limited assortment store company
• Identifying and using your company’s unique strengths 
   to win in your market
• Ten (10) strategies independent retailers can use to 
   combat limited assortment retailers
• The latest store opening plans for Aldi and Lidl, by   
   location
Presented by: Steve Dillard

Making the Case for Feeding the Media
You’ve just had a critical incident at your business. 
Reporters are waiting outside with cameras.  Are 
you ready?  There’s a way to make sure you won’t be 
searching for answers when you find yourself in this 
position.  The 24 hour news cycle means local news 
organizations are hungrier than ever for fresh content 
and credible experts.  This session will make the case 
that developing relationships with local media and 
saying “yes” when they call for your help will pay off 
for your reputation, your business, and your bottom 
line. Presented by: Dan Kramer

Reinventing the Dairy Department
Retailers have successfully updated fresh depart-
ments throughout the store to capture shoppers’ 
desire for an exciting in-store experience.  You have 
an opportunity to do the same in the dairy depart-
ment.  Grocers who have undertaken dairy rein-
vention projects have doubled the amount of time 
a shopper spent in-aisle and added an additional 
2.5 dairy products to shopper’s carts.  Updating the 
dairy department can include changes to the flow of 
the department, signage that makes the department 
easier to shop and tells dairy’s story, new décor pack-
ages and complete store remodel or store builds with 
dairy as a destination for center store.  Walk away 
from this session with ideas that can be implemented 
in the dairy department today, tomorrow, and in the 
future. Presented by: Cindy Sorenson

How Can Farmers Help Meat Case Profits?
Shoppers have very low satisfaction levels with the 
“Friendliness, knowledge of meat department asso-
ciates,” according to the Food Marketing Institute’s 
(FMI) 2016 meat case satisfaction study... and the 
study shows, “It’s costing money, it’s costing loyalty.”
This session will help power your knowledge and 
profits at the meat case by sharing the latest in mod-
ern pig farming practices and helping you address 
consumers’ questions about: antibiotic use in food 
animals,  animal well-being, and sustainable farming 
practices. Presented by: Steve Brier.



JULY 22ND
11:00 AM

JULY 22ND
4:00 PM

JULY 23RD
9:00 AM

Engaging a Multi-Generational Workforce
As more millennials enter the workforce, business owners 
are often perplexed how to engage them to maximize 
performance and successfully motivate a multi-genera-
tional workforce.  At times, these differences can lead to 
workplace conflict.  Join Karen Shannon, Human Resources 
& Business Consulting Director at Ollis/Akers/Arney, as 
participants learn about:
• What millennials want in the workplace
• Generational comparison of how work and 
   managers are viewed
• Engagement levels by generation
• How to engage various generations of workers
• Engagement and retention drivers that impact  
   satisfaction and engagement at work
• How our differences may lead to workplace conflict 
• Teamwork and success beyond our differences
Presented by: Karen Shannon

Navigating the HR Jungle: HR and Seven Rules 
for Management
Human Resources is more vital today than ever before.  
Regulations change frequently, making it difficult to remain 
current on issues that impact your organization every day.  
Many managers are not aware of their additional role as 
an agent of the organization, and their actions may create 
additional risk to your organization.  Join Karen Shannon, 
Human Resources & Business Consulting Director at Ollis/
Akers/Arney, to review current legal issues and their impact 
on your organization.  Presented by: Karen Shannon

Ecommerce Panel
Ecommerce has drastically changed the way people are 
doing business. Stores from small to large, are implement-
ing ecommerce strategies to keep up with the changing 
industry. Join us for an ecommerce panel, where you will 
learn about stores that are successfully utilizing ecom-
merce platforms on a small scale, as well as stores on a 
larger scale.  The panel will consist of wholesalers and 
retailers with an intimate knowledge of ecommerce plat-
forms. Find out what ecommerce platforms are available, 
and how you can implement ecommerce in your business 
to ensure success in the future. 

Reinvention Made Easy
What is “Kindling” Your 
Grocery?
Every grocer can reinvent themselves 
in a changing economic climate.  A 
value-changing presentation that will 
define your strategic outlook. 
Change is happening!  Just as 
the Kindle has changed paper 
publishing, Netflix has changed 
movie theaters, the smart 
phone is changing bank-
ing, navigation and almost 
everything, your business is 
changing as innovation 
moves grocers into areas 
never conceived of a few 
years ago.  Most of the 
world’s organizations will 
have to reinvent themselves and 
innovate in the next two years!  
Reinvention Made Easy is about 
adjusting your strategy to get different outcomes. Hear interactive 
stories about the results of those who took advantage of different 
opportunities.

• Is your customer care any DIFFERENT form others?  
• Why do our customers VALUE us and our services? 
• How can we DIFFERENTIATE in our community and market? 
• Do you prefer FREQUENCY over loyalty in your customer culture?
• What is KINDLING your business and policies?
• Where can we easily find MORE customers that fit for us? 

How You Will Benefit:

• Develop a market-oriented action plan that brings you closer to 
   your consumer
• Design a plan to reach more customers in the session
• Determine and market the value your customers desire most-
   respond positively to a cyclical recession model
• Be unique in your community/market above the rest

JIM MATHIS
JULY 23RD | 8:00 AM
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Approximately 2,200 successful retailers count on SUPERVALU
for on-time deliveries, product availability and competitive rates.

SUPERVALU’s experienced category merchandisers and marketing staff
administer hundreds of sales and profit opportunities on a daily basis.

We tailor new items, promotions and special programs to the specific market needs
of our independent retail customers.

For More Information Please Contact: 
Bob Himango, Area Sales Director – Champaign, IL  217-384-2745
Joe Luebbers, Market Development Manager – St. Louis, MO  314-595-1746
Craig Hopkins, Produce – W. Newell & Company – Champaign, IL  217-278-4548

SUPERVALU Champaign Distribution Center 
2611 N. Lincoln Ave • Urbana, IL 61802

FRESHThinking!
Over 140 Years of
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RISK MANAGEMENT
CORNER 
Federated Insurance
Keep Your Customers from Falling for You

Picture, if you will, the following scene: An elderly customer slips 
and falls on a freshly mopped, still-wet floor. There is no caution 
sign warning of the hazard. The customer suffers a broken hip and 
requires hip replacement surgery, with a second surgery pending. 
Or, how about this one: A customer trips over a partially unloaded 
bread rack that was left on the floor in the bread aisle. The custom-
er suffers a ruptured disc, which requires corrective surgery and 
prolonged physical therapy, resulting in lost wages.

Will slip and fall hazards trip you up?

In each case, medical bills have reached tens of thousands of dollars 
and a lawsuit is pending and, in both cases, the injured customers 
filed claims against the store’s insurance provider. The “perpetrator” 
in each of these true stories was a slip, trip, or fall hazard. These ac-
cidents never should have happened. In both situations, the hazard 
could have been easily eliminated.

What’s a business owner to do?

Each store has its own unique operations and physical features 
that could cause this type of accident; therefore, it’s the business’s 
responsibility to be aware of and reduce those risks. Employees 
should be continually on the lookout for anything that could cause 
someone to slip, trip, or fall in and around your store, for example:
 • Habitually slippery areas; icy sidewalks or parking lots
 • Wet floors
 • Floor mats that are worn, wrinkled, loose, or have curled 
    edges
 • Poor lighting
 • Damaged or uneven floors, walkways, or stairs
 • Cracks or potholes in parking lot
 • Poor housekeeping
Deal with these hazards before an accident happens. Diligence can 
help provide a safer environment for customers and employees.

Another true story—with a different ending

A customer claimed she slipped and fell due to an uneven, slippery 
surface in the store parking lot. Interestingly, no one saw her outside 
of her vehicle—it was her son who came into the store while she 
sat in the car.

An investigation uncovered that the claimant has made nearly 30 
prior claims during the last few years, and is part of a slip and 
fall ring. This time, however, she didn’t get away with it, and was 
arrested along with other members of the fraud ring. The claim was 
not paid. To help your insurance company determine whether fraud 
may be suspected, be sure to:
 • Document all accidents- customers’ and employees’         
                   alike- no matter how small they may seem
 • Report all accidents promptly to your insurance company
 • Photograph the area and hazard immediately after the  
                   accident
 • Review any video that may have recorded the incident; 
                   preserve the recording
 • Complete an accident/injury report
 • Get names and numbers of witnesses
To report suspected insurance fraud, immediately contact 
your state’s fraud bureau or the insurance company. You may also 
contact the National Insurance Crime Bureau for suspected proper-
ty/casualty, liability, and workers compensation fraud.
Protect yourself by protecting others. No business owner 
wants a patron or employee to get injured. By removing slip, trip, 
and fall hazards at your business, you succeed in adding another 
valuable service for your patrons and employees—the good feeling 
that comes with knowing you genuinely care about them. 

This article is intended to provide general information and recommendations regarding risk prevention only and should not be considered legal advice. Following these guidelines does not guarantee reduced losses or elimination of any risks. This information may be subject to 
regulations and restrictions in your state. Qualified counsel should be sought regarding questions specific to your circumstances and applicable state or federal laws. © 2017 Federated Mutual Insurance Company. All rights reserved. 
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POOL PARTY
JOIN US AT THE POOL TO GET MGA SHOWCASE 
WEEKEND STARTED WITH SOME SWIMMING, A 

DJ, AND GOOD COMPANY!

Thursday, July 20th
6 PM - 8 PM | ARROWHEAD DECK

FOOD AND DRINKS PROVIDED

#MGACON17

CRAFT BEER GARDEN

CRAFT BEER 
GARDEN

SATURDAY, JULY 22 
4:30-5:30 PM | WINDGATE HALL

#MGACON17

Join us in Windgate Hall for a cold one! Enjoy 
some craft beer while networking with 

everyone from the tradeshow.

Missouri Grocers Association

Honoring Greg McVeigh with the Hall of Fame Award and 
Store Leaders with the Excellence 

in Leadership Award

JULY 2017

and Awards Ceremony

7:00 PM | SALON  A

PRESIDENT’S 
GALA

22

M G A  S H O W C A S E

C E L E B R AT I O N

KICKOFF

DINNER • UMB BANK JUNIOR BEST BAGGER 
BEST BAGGER • GAMES • BOUNCE HOUSES 

DJ • PRIZES

#MGACON17

JULY 21ST AT 6 PM IN SALONS B & C

MGA 
SHOWCASE 

EXHIBITORS
as of June 6th



ANHEUSER BUSCH
ARCTIC GLACIER
ASSOCIATED WHOLESALE 
GROCERS
BKD
BROADVOICE
CHESTER’S CHICKEN
FEDERATED INSURANCE
FLOWERS BAKING COMPANY
FMS SOLUTIONS
FRITO-LAY
G.O.T. SYSTEMS
HILAND DAIRY
HYDEMAN COMPANY
IGT
LOYALTY LANES
MARKET SMART RGA
MILLERCOORS 
MISSOURI BEEF INDUSTRY 
COUNCIL 

MISSOURI DEPARTMENT OF 
AGRICULTURE WITH  12 LOCAL 
MISSOURI VENDORS
MISSOURI FARMERS CARE
MISSOURI LOTTERY
OZARKS COCA COLA
PEPSI CO.
PRAIRIE FARMS
RETAIL GROCERS ASSOCIATION
RSVP/SELLERS PUBLISHING
SHAZAM
SOUTHERN PRIDE SMOKER
SPICEMAN ENTERPRISE, LLC. 
SUNBURST CHEMICALS
THE ECCHIC GROUP
TRUSTWAVE
UMB BANK
WELLS ENTERPRISES
WILLIAM K. BUSCH
WILLIS TOWERS WATSON
WS COMMUNICATIONS
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An Update 
from Washington
Greg Ferrara, NGA 
NGA – Working for Independent Grocery 
Retailers and Wholesalers in Washington, DC

Following a somewhat turbulent first 100 days in office, President 
Trump and Congressional Republicans are now gearing up for 
the next chapter with an ambitious policy agenda that includes 
repealing and replacing the Affordable Care Act and reforming 
America’s tax code.  While there is a lot on the agenda, indepen-
dent supermarket operators are in a unique position to see action 
on issues that affect them most. From protecting debit swipe fee 
reforms to amending food labeling policies to rolling back count-
less regulations, there is never a shortage of issues impacting the 
supermarket industry. The following is a summary of the issues 
on the forefront of many grocers’ minds, which are being tirelessly 
lobbied for by the National Grocers Association (NGA).

Durbin Amendment/Debit Card Swipe 
Fee Reform: 

Congress enacted debit card swipe fee reform, also known as the 
Durbin Amendment, as part of the Dodd-Frank legislation in 2010, 
but since this bill was passed, U.S. merchants continue to fight for 
transparency and competition in the credit and debit card industry.

Earlier this year, the House Financial Services Committee narrowly 
passed the Financial CHOICE Act, a Dodd-Frank reform package 
that included language to repeal the debit reforms contained in 
the Durbin Amendment. This bill was introduced by the Chairman 
of the Committee, Congressman Jeb Hensarling (R-TX).  While the 
Durbin Amendment often gets lost in debate about the bill, NGA 
worked to build support to have language pertaining to the Durbin 
Amendment removed.

Just before we headed into the Memorial Day Weekend recess, 
House Republican leaders announced that they would remove 
language from the Financial CHOICE Act (H.R. 10) that would have 
repealed debit swipe fee reforms. The battle to preserve debit 
swipe fee reforms is an important victory for the independent 
supermarket industry and was won because of the grassroots 
efforts by many of NGA members from across the country. NGA will 
remain vigilant through the rest of the legislative process to ensure 
language to repeal debit reforms is removed from the bill.

Health Care Reform: 

President Trump secured his first major legislative victory with 
the passage of the American Health Care Act on May 4 from the 
House of Representatives. The Senate has vowed to make major 
changes to the House bill, but as the bill currently stands, business 
owners will be faced with an uncertain regulatory environment 
given the parliamentary restrictions placed on the passage of this 
bill. Included in the bill is a repeal of the small employer tax credit 
for employee health insurance expenses, a repeal of penalties for 
certain large employers who do not offer full-time employees and 
their dependents minimum essential health coverage, and a 
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For more information visit www.missourigrocers.com or give us a call at 417.831.6667

1-800-621-3843 • www.winklerinc.com
Contact us and see how we may serve you!

Proudly serving independent 
retailers since 1911

Cowley Distributing, Inc.
A Division of The News Group, L.P.
732 Heisinger Road
Jefferson City, MO  65109
1-866-636-6758
Full Service Magazine, Book and Children’s Book Distributor

TM

Visit us on the Web @ dmi-kc.com

MECHANICAL SERVICE/REFRIGERATION
MECHANICAL CONSTRUCTION

100 GREYSTONE AVE. • KANSAS CITY, KS 66103

OFFICE: 913-281-7200 FAX: 913-281-7201

Leader in stock
grocery and
c-store labels

To obtain a catalog call (800) 325-4195
Or email us - stlorders@advancedlabelingsystems.com

PHONE (417) 865-6833
FAX (417) 865-9072
Rkirby5352@aol.com

1-800-658-1372
CELL (417) 861-5908

810 S. PARK   •   SPRINGFIELD, MISSOURI 65802

Randy Kirby

Whether you’re looking to grow profits, cut costs or manage 
risks, BKD can help. We bring a wealth of experience to the 
table with our national food and agribusiness services.

Gary Schafer // Partner
gschafer@bkd.com // bkd.com

Ernie’s Shopping Cart
Specialties
101 n. first st.

Bates City, Missouri 64011
816-690-7500 / 816-536-1609 Cell

816-625-3855 Fax
ernie@erniesshoppingcarts.comwww.erniesshoppingcarts.com

Ernie Cruwell Jr.
Owner

THANK YOU!
Your donations to Ozarks 
Food Harvest help provide 
15 million meals each year to 
children, families and seniors 
in southwest Missouri.

ozarksfoodharvest.org   
©2017



bill.  At this moment, NGA is closely monitoring the changing 
tax landscape in Washington and engaging with Members of 
Congress on the issues most critical to NGA members.  

FDA Menu Labeling Regulations: 

NGA and independent grocers across America recently won a ma-
jor victory when the implementation date for the Menu Labeling 
Regulations was delayed until May 5, 2018.  Legislation has been 
reintroduced in both the House and Senate to fix problematic 
provisions of the rule and the FDA has reopened the regulation to 
public comments.  NGA and other coalition partners are working 
to impress upon members of congress the regulatory burden 
imposed on grocers as the law is currently written and to raise 
awareness on the need to support legislation that would provide 
the needed flexibility to comply with a law that was originally 
written for chain restaurants. 

It’s a privilege and honor for NGA’s government relations team 
to spend our time fighting on behalf of the independent super-
market industry. In Missouri alone, independent grocers account 
for over $3 billion in sales and are responsible for creating nearly 
26,000 jobs – with such a large economic impact in both the 
state and the country, your voice matters! 

delay in the implementation of the excise tax on high cost em-
ployer-sponsored health coverage. 

Tax Reform: 

The House GOP has put forth their tax reform priorities, as has 
the White House, and now with health care out of the way on 
the House side, the question becomes when, not if, tax reform 
will happen.  The House Republican plan raises many questions 
for the independent supermarket industry, such as, how will 
deductions be eliminated to pay for the proposed decrease in 
corporate tax rates, how will the proposed border adjustability 
tax impact food prices, will the LIFO accounting method be 
preserved, and will the House and the Senate be able to agree 
on a bill.

With regards to the proposed Border Adjustable Tax (BAT), NGA 
has joined a coalition that launched February 1 to oppose the 
tax.  Based on initial input from our members, it is clear a BAT tax 
will substantially increase food prices, particularly on produce, 
ultimately increasing the cost of goods to consumers.  

The Senate also has its own ideas on how tax reform should be 
handled, which could slow the ultimate passage of any reform 
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WE WANT YOU. JOIN THE MISSOURI GROCERS ASSOCIATION TODAY!
Benefits you won’t find anywhere else. 

GOVERNMENT RELATIONS
Legislative and regulatory representations
are Missouri Grocers Association’s main
objectives. During Missouri’s legislative
session, MGA monitors industry related
bills and is actively walking the halls in
order to represent the members. Our
staff and lobbyist have representation at
all relevant meetings, testify on important
issues, and continue to build working
relationships with legislators.

NETWORKING OPPORTUNITIES
The Missouri Grocers Association offers a
variety of  event, professional development, and 
networking opportunities throughout the year. 
These events offer you and your employees the 
opportunity to connect with colleagues, learn 
about trends sweeping the industry, as well as 
legislative issues, and how to compete in the 
grocery industry today.

COMMUNICATIONS
We communicate regularly with our
members via our weekly MGA Connect
e-newsletter. Our members also receive 
6 print publications from us throughout 
the year with trusted content and the 
ability to optimize your company’s visibility. 
By becoming a member of the Missouri 
Grocers Association, you will stay up-to-date 
on regulations and new laws affecting your 
business and the grocery industry.

For more information visit www.missourigrocers.com or give us a call at 417.831.6667



 Missouri Farmers Care is a joint effort by Missouri’s agricultural community 
to better communicate with consumers and partners in feeding the world.

Have questions about agriculture and how your food is raised? 
Connect with Missouri Farmers Care at Info@MOFarmersCare.com.

www.MoFarmersCare.com

“
”

I have never been concerned 
when shopping at the grocery 
store. It is my hope that consumers 
will trust that farmers are doing all 
they can to produce a safe product. 
We love what we do and we want 
to do it right. 

   — Renee Fordyce
Fourth generation farm family, Bethany, Mo.



MGA BEST BAGGER 
COMPETITION

 he proper bagging of groceries is an important part of the 
operation of a successful retail grocery business. The Missouri 
Grocers Association endeavors to help grocers recognize this 

important aspect of customer service by conducting an annual state 
“Best Bagger” contest.

Since states are limited to one contestant in the NGA contest, many 
retailers develop and conduct their own contests to select their 
representative for the state contest. This year, the contestants will 
be using both reusable and plastic bags during the competition. Any 
questions regarding this contest should be directed to Jenna Gaddie at 
the MGA office.

There are several advantages to holding a 
competition yourself:
•  Ensures that the most qualified individual is selected to represent   
    your company
•  Increases employee motivation and builds a “team spirit” for a 
    competition
•  Highlights customer service by showing customers the 
    importance placed on the proper bagging of their groceries
•  Provides recognition for good employees
•  MGA will issue a press release to your local newspaper to announce 
    the winner from your store

MGA’s Best Bagger Rules:
1.  Contestant must spend more than 25% of their time at work 
     bagging groceries to be eligible to compete
2.  Contestant can only represent Missouri Grocers Association one 
     time at the National Grocers Association competition
3. There are no age restrictions for the best bagger competition

First Place
Trophy, a $500 cash award, and a $250 award sponsored by 
the National Grocers Association. MGA will provide hotel, 
airfare, and registration to the National Grocers Association 
Convention for the bagger representing MGA at the National 
Competition to be held February 11-14, 2018 at The Mirage 
Hotel and Casino in Las Vegas.
*Special Note: NGA will award the prize money of $250 to 
the bagger at the National Championship. First place winner 
is responsible for meals and incidentals while in Las Vegas.

Second Place
Trophy and a $200 cash award

All Other Contestants
$50 participation award

Friday, July 21st at Tan-Tar-A Resort 
Preliminary & Finals at 7:00 pm

Please fill out the form below and return to: Missouri Grocers 
Association | 315 North Ken Avenue, Springfield, Missouri  
65802 | Fax: 417-831-3907| Deadline:  July 1, 2017

Store Name                               Owner

Mailing Address        City    State   Zip

Phone          Email 

Contestant Name              Coordinator Name

Home Address        City    State   Zip 

Phone                                 Email

Years Employed         Years Bagging

All contestants must report to the Missouri Grocers Association Registration Desk at Tan-Tar-A Resort by  4:30 pm on Friday, July 21st for orientation. 
*MGA will contact your contestant for more information about them so that a local press release can be issued recognizing that they are the winner from

 your store and will compete for the title of “Missouri’s Best Bagger” at the 2017 MGA Showcase.

2017 Best Bagger, Mallory Smith from Consentino’s Price Chopper with Chairman of the MGA Board, John Porter.

T
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 Missouri Farmers Care is a joint effort by Missouri’s agricultural community 
to better communicate with consumers and partners in feeding the world.

Have questions about agriculture and how your food is raised? 
Connect with Missouri Farmers Care at Info@MOFarmersCare.com.

www.MoFarmersCare.com

“
”

I have never been concerned 
when shopping at the grocery 
store. It is my hope that consumers 
will trust that farmers are doing all 
they can to produce a safe product. 
We love what we do and we want 
to do it right. 

   — Renee Fordyce
Fourth generation farm family, Bethany, Mo.



If You Were a Tree What Kind 
Would You Be: Strategies to 
Hire New Talent
Karen Shannon

ave you ever hired a new employee and thought, 
“Where is the person that I interviewed?”  Hiring 
new talent into an organization is one of the most 

impactful responsibilities of managers.  As a business owner, 
manager, or co-worker, we’ve all seen the consequences 
when the wrong person is hired.

The job interview has been one of the most commonly used 
selection practices.  This is true regardless of two important 
issues.  First, regular interviews may not provide consistent 

results. Second, they have not accurately predicted which 
applicants would be high performers.   

Many interviewers fail to recognize how ineffective they are in 
this important process.  A recent study reported that among 
interviewers who have never been trained, only 7 percent 
lack confidence in their ability to conduct an effective, legally 
defensible interview.  Many hiring managers share that they 
make hiring decisions solely on instincts.  In the same study, 
job applicants reported being asked questions such as,

• “If you were a tree, what kind would you be?”  
• “What do you think of the artwork on the wall?”
• “What would you bring to an office potluck lunch?”

Organizations cannot afford to stumble through meaningless 
interviews.  Human talent has taken on new strategic im-
portance as organizations depend less on tangible products 
and more on knowledge and service.  In many industries, 
organizations are chasing too few qualified candidates which 
will worsen as more workers retire.  The interview should be 
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For more information, 
request a full catalog or 

samples, or schedule a visit  
call Todd at 314-791-6942 

Or email: 
toad@farmtoyoumarket.com 

Washington, Missouri 

Farm to You LLC 
Wholesale Food Hub 

Distributing Naturally 
Raised Products  

from the Farm and  
So Much More. 

1-84-GOT-BACON 
www.farmtoyoumarket.com 

Produce in Season 

Grass Fed Beef, Grain Finished 
Beef, Missouri Wagyu Kobe Beef, 

Geisert Pork, Chicken, Turkey, 
Duck, Rabbit, Lamb, Goat, and 

Farm Raised Tilapia 

Local Pasture 
Raised, Drug 
Free Meats 

Eggs of all 
Kinds 

Free Range 
Chicken Eggs, 
Duck Eggs and Quail Eggs 

designed to predict future job performance reliably and accu-
rately.  It’s equally important to gather information to predict the 
candidates “fit” with the organization’s core values and culture.  
The interview should be retooled to not only capture this informa-
tion about the candidate, but also be used as a mechanism to get 
the best candidate to accept a job offer.  

One of the most important functions of the interview is to help 
interviewers assess the degree to which a candidate has the 
necessary skills and competencies to be successful on the job.  
The competencies include those which are technical, as well as 
behavioral, such as: customer orientation, interpersonal skills, 
or collaboration.   To have the greatest success in the selection 
process, hiring managers need to understand the difference in 
the information gathered from candidates when using situational 
versus behavior-based interview questions.  

It is equally important to ensure the selection process is legally de-
fensible. Many civil rights charges are the result of how interview 
questions are phrased.  Hiring managers can create significant 
risk to a business simply by not understanding what interview 
questions should be avoided.  Would your managers understand 
which of these questions should never be used in an interview?

• Do you have reliable transportation?
• How many days were you absent last year?
• What was your rank at the time of discharge from the military?
• How long have you lived in this community?

Interviewers are in a unique position to identify what candidates 
want in a position and organization.  This information is critical to 
determine whether there is enough “fit” for the applicant to join 
the organization, be satisfied, and want to stay.  It is important for 
an interviewer to know what to emphasize in order to win over the 
desired candidate.   

Ultimately, unless the position is in a kitchen, interview questions 
should not reference food, or trees, or artwork.  Organizations 
should train interviewers to avoid inappropriate questions and in-
stead gather the best information on whether a candidate would 
be the right person for the job.  

Karen Shannon is the Director of Human Resources & Business 
Consulting for Ollis/Akers/Arney.  She will be presenting at the 
MGA Showcase on July 22.  

“Organizations cannot afford to 
stumble through meaningless 

interviews.”
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SCHEDULE OF EVENTS
Thursday

0 7 . 2 0 . 1 7

Friday
0 7 . 2 1 . 1 7

6:00 PM
Welcome Pool

Party

9:30 AM
Business 
Sessions

12:00 PM
Merchandising
Show Opens

2:00 PM
Merchandising

Show 

3:00 PM
Leadership Development

Training Session

Saturday
0 7 . 2 2 . 1 7

6:00 PM
Dinner, Best Bagger,

& Entertainment

7:00 AM
Golf Tournament 

Presented by SHAZAM

4:00 PM
Leadership Development

Training Session

8:30 AM
Buffet 

Breakfast

9:00 AM
Business 
Session

4:30 PM
Craft Beer

Garden

6:00 PM
Kids Dinner, 

Bowling, & More

Saturday
0 7 . 2 2 . 1 7

9:00 AM
Brunch &
Brushes

7:00 PM
President’s Gala &
Awards Ceremony

7:30 AM
Breakfast 

Buffet

Sunday
0 7 . 2 3 . 1 7

9:00 AM
Ecommerce 

Session

8:00 AM
Keynote
Speaker

Dan Kramer
Friday, July 21st at 3:00 pm
Dan Kramer joined Shazam in 1999 as a merchant product manager and was quickly 
promoted to Senior Vice President of Merchant Services in 2001. In 2006 he was 
promoted again, to his current role as Senior Vice President of Marketing, and 
Merchant Services. He received a bachelor’s degree in business administration from
Loyola University in New Orleans and has an extensive background in marketing. We
are thrilled for him to come speak at the MGA Showcase on dealing with the media and
crisis training. 

SILENT AUCTION
The Silent Auction will be held on Friday, July 21st and Saturday, July 22nd during
the trade show located in Windgate Hall. It will begin at 12:00 pm on Friday and

end at 4:30 pm on Saturday. If you are interested in donating to the Silent Auction,
please contact Jenna Gaddie at jgaddie@missourigrocers.com or call the MGA 

office at (417) 831-6667.



KIDS SCHEDULE

FULL REGISTRATION
$195

• Thursday Welcome Pool Party
• Business Sessions 
• Merchandising Show 
• Leadership Development Training
• Friday Dinner and Celebration
• Best Bagger Contest
• Saturday Breakfast
• Brunch and Brushes
• Beer Garden
• President’s Gala
• Sunday Breakfast  
• Keynote Speaker and Panel
• Grand Prize Chance

FRIDAY REGISTRATION
$125

• Thursday Welcome Pool Party
• Business Sessions
• Merchandising Show
• Leadership Development Training
• Best Bagger Contest
• Dinner and Celebration

SATURDAY REGISTRATION
$125

• Brunch & Brushes
• Business Sessions & Breakfast
• Merchandising Show
• Leadership Development Training
• Craft Beer Garden
• President’s Gala

PRESIDENT’S GALA
$75

• Craft Beer Garden
• President’s Dinner

BRUNCH AND BRUSHES
$45

• Brunch
• Painting
• Prizes

SUNDAY REGISTRATION
$40

• Breakfast
• Keynote Speaker
• Ecommerce Session

KIDS PROGRAM
$85

• Thursday Welcome Pool Party
• Friday Dinner and Celebration
• Brunch and Brushes
• Saturday PM Program
• UMB Best Junior Bagger
• Sunday Breakfast
• Merchandising Show Admission

Thursday, July 20th

6:00 pm Welcome Pool Party

Friday, July 21st
6:00 pm Dinner and Kickoff Celebration
Each child will receive a goodie bag!

6:30 pm Best Junior Bagger, where kids get to
compete to see who can bag the best!

Saturday, July 22nd
9:00 am Brunch and Brushes

6:00 pm Kids Dinner, Bowling, and More

Sunday, July 23rd
7:30 am Breakfast Buffet

RSVPaint will be back this year for a morning filled
with food, fun, painting, and prizes! 

Adults will do a pallet board painting while children will
create a canvas painting. Both of these paintings will
make a great addition to your home decor, so you
don’t want to miss it!

Highly trained artists will paint along with you and
teach you step by step - NO EXPERIENCE OR
ARTISTIC TALENT REQUIRED! 

* All painting materials will be provided. 

REGISTRATION DETAILS

Brunch & Brushes

Connect with us on social media!

www.facebook.com/missourigrocersassociation

www.twitter.com/missourigrocers

Tag us with #MGACon17

Missouri Grocer 33



1. Either Call (800) 826-8272 or make your reservation online at     
www.tan-tar-a.com

• Don’t forget to inform the hotel you are with Missouri 
Grocers Association! (Online Code: MGRA)

• The convention rate is available two days before and after 
the convention.

Reservations MUST be made no later than June 29, 2016 to
guarantee accommodations at convention rate. However, 
reservations will be accepted and confirmed up to the opening day
of the conference providing accommodations are still available. 
Cancellation Policy: All cancellations must be made at least
THREE (3) days prior to arrival date.

Hotel Address: Tan-Tar-A Resort
494 Tan Tar A Drive
State Road KK
Osage Beach, Missouri 65065

Guest Room $133.00 per room, per day plus tax
One Bedroom Suite $198.00 per room, per day plus tax
Two Bedroom Suite $258.00 per room, per day plus tax

Room Rates

Reservations

Hotel Policy

HOTEL 
INFORMATION

June 21, 2017



Date Received ________ Date Logged__________
Date Paid __________

ATTENDEE INFORMATION
Name: Company:
Address: City: State: Zip:

Phone: Fax: Email:

q Retailer        q Associate     

Classification (please check one)

Please print all information exactly as it 
should appear on the name badge.

1.
2.
3.

Full
Reg.
$195 

Friday
Reg.
$125 

Saturday
Reg.
$125 

Sunday
Reg.
$40 

President’s 
Gala
$75 

Trade Show
Non-Sponsor / 

Exhibitor  
$100 

Ladies
Brunch

$45 First / Last Name

REGISTRATION INFORMATION (LIST ALL WHO WILL ATTEND)

1.
2.
3.
4.

Single Registration
$195

March 30-May 31
Buy One Get One Free

$97.50 each

June 1-June 30
Buy One Get One 50%

$146.25 each

July 1- July 20
Buy One Get One 25%

$170.63 eachFirst / Last Name

Leadership Development Registration 

1.
2.
3.

4.

Name of Golfer Company
Rate per 
person: $125

Golf Hole 
Sponsorship: $550

Please list any dietary 
restrictions for attendees

City, State

q Please bill me q Check enclosed for ________ Please charge my credit card:  qMasterCard     q Visa

Name on Card: Billing Address:

Card # Security Code: Exp. Date:

Signature: Date:

Submit Registration Form & Payment to:
Missouri Grocers Association | 315 N. Ken Ave, Springfield, MO 65802
Phone: 417-831-6667  Fax: 417-831-3907  Email: jgaddie@missourigrocers.com

LAST DAY FOR PRE-REGISTRATION is Friday, July 14, 2017. After that date,
registrations will be processed at the MGA Registration Desk at the hotel.  No
refunds or cancellations made after June 23, 2017, substitutions only.

For Office Use Only

Payment Information (Refunds will not be issued after 4:30 pm, Friday, June 23, 2017)

Dietary Restrictions

Golf Tournament Registration

2017 REGISTRATION FORM

1.
2.
3.

Age Full Registration
$85

UMB Best Jr. BaggerFirst / Last Name
Kids Registration  (Ages 4-12)
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