Food Terminal Case

Situation 
Store name: Foodco
Location: St. Catharines, Ontario

Foodco (FC)
· A large grocery store in St. Catharines 
· Since 1980 
· 7 stores in 7 locations
· Each store has 8-10 thousand items
· Marketing: weekly flyers
· Aims for low food prices and fast, friendly service
· Wants to add 6 new stores

The industry
· 30% of customers switch stores every year (low customer loyalty)
· Consumers care about (in order): service, quality products, variety, low prices
· Need to differentiate on service, not just price

The role of the store manager
· Must understand FC’s vision and values
· 5 department managers report to the store manager
· Many responsibilities
· Training department managers
· Finances 
· Weekly staff meetings
· Staff training
· Marketing and sales
· Lowering costs
· Analyzing performance

Mike Bellafacia
· Owners: Frank Bellafacia and Tony Bellafacia
· Graduated from HBA program
· Was supposed to begin in a department but ended up as a SM right away

Scott & Vine Store
· Managers came from other stores
· Employees not motivated
· Store is losing money
· Only making 200K per week whereas other locations making 420K per week
· Weak marketing; no word-of-mouth
· Common to find empty counters and shelves
· Dirty store 
· Employees don’t treat customers with respect
· Sales and profits are bad


Mike is wondering if he should lay off some employees to bring wages expense down.
Mike is worried about the morale problem. Employees are lazy and not motivated.

Key facts
· Recession 
· Mike has been SM for 2 months and things only got worse
· Bad employee morale
· Employees resent him
· Other SMs and department managers resent him
· Store losing $13K per week


Analysis
Employees are disrespectful and not motivated because the department managers are that way.
The department managers are that way because the old SM was that way.

Employees feel demoralized because their performance is far below the expectations set by head office.

People don’t like Mike because they feel he doesn’t deserve the SM so young; he got it because he’s the owner’s son.
· Mike has to earn people’s trust first, and he does that by building the relationship.
· He needs to prove his competence AND strengthen his relationships.

5 Levels of Leadership
· Mike is simply a level 1 leader. He’s not even a level 2 leader.

3 traits of leaders
· He is not leading by example. All he sees are problems, not opportunities.
· He has not invested in the relationship.
· He tried teaching but it doesn’t work because he doesn’t have the previous two traits.

6 Emotional leadership styles
· He used autocratic, which is a bad idea because the department managers are more experienced than him! He should have used democratic and affiliative.

21 qualities of a leader: He needs to improve in
· Charisma 
· Communication 
· Generosity 
· Listening!
· Relationships 
· Security
· Servanthood
· Teachability
· Vision


Recommendation
Switch to a democratic style to make decisions
· Admit he is not the expert
· Facilitate discussions among the department managers 

Use an affiliative style
· Build harmony between the DMs and employees 

Develop his leadership traits
· Charisma: focus on getting to know the employees
· Communication: use the staff meetings better. Ask for ees input
· Listening: use staff meetings
· Relationships: use staff meetings and also work time
· Security: be OK with losing the SM title if he does a bad job
· Teachability: use a democratic leadership style




First, he needs to be humble and admit his weaknesses and ask for help from the department managers.
He can say, “Look I know it seems unfair that I’m SM because I’m the son of the owner and I clearly lack experience. I actually agree with that; I was planning to work in a department first, but the two owners decided to take a risk and make me SM.

Here’s what I can offer: Business analysis and helping the team get together behind one goal.

If the store succeeds, we all succeed.



