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Tuesday, October 20, 2015| 1:30pm – 3:00pm 
1 (510) 365-3231| Access Code: 515-070-296 

Audio PIN: Shown after joining the training 
  

This meeting will begin momentarily. 
 

To connect to the audio portion of the call,  
use the telephone option and enter your designated 

audio pin.  
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The A, B, Cs of Healthy 
Retail: 

Facilitators:  
Erin Moore, NEOPB, Training Consultant 
Chioko Grevious, NEOPB, Training Consultant 
 
 

Fundamentals for designing a 
Healthy Retail Program 
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Erin Moore, NEOPB, 
Training Consultant  

Chioko Grevious, 
NEOPB,  Training 

Consultant 
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Linda Lee 
Gutierrez, NEOPB,  
 Health Program 

Specialist 

Asbury Jones, 
NEOPB, 

 Public Relations 
Manager 
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Participate!  

Facilitator prompts:  
Throughout the webinar, you will see questions in 
green font. Please use the chat box to answer the 
questions!  
 

What is your favorite healthy snack food? 
 

We will also prompt you to share experiences using 
the hand raising function. 
 
Who is willing to participate today (raise your 
hand!)?  
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1. Describe the steps to designing a Healthy Retail 
Interventions Plan. 

2. Identify examples of Policy, Systems and Environmental 
changes in the retail setting  

3. Describe, identify, and locate NEOPB Retail Marketing 
Material 

4. Identify strategies for developing a Retail Partnership 
5. List tips for developing a pitch 
6. Know who to contact for Training and Technical Assistance 

needs  
5 

Goal: Provide an overview of how to design a Healthy Retail 
Intervention Plan equip you with the resources you need to 
support this  work. 
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1. Qualify the store  
2. Gather Formative Research/Baseline 

Assessment data 
3. Prioritize your PSE Strategy (ies) 
4. Create a Retail Partnership 
5. Implement intervention 
6. Evaluate intervention effectiveness  
7. Adjust, maintain, or expand your Healthy 

Retail Intervention Strategy 
8. Recognize/celebrate your store’s 

commitment 
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http://snap.nal.usda.gov/sites/snap.nal.usda.gov/files/photo-gallery/low-res/shopping_10.jpg
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Is it in a qualifying 
GIS Census Track?  
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Helps to identify and understand the 

characteristics - interests, behaviors 

and needs - of target populations that 

influence their decisions and actions 

 
 

8 



Click to edit Master title style 

9 

Poll Question #1 
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CX3 Results – Store Score 

 

Each site receives a score 
related to quality: 

- Products Stocked 
- Marketing & Promotion 
- Food Assistance 
- External environment 
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Food Availability  
and Marketing Survey 

Store Environment 
and Walkability 

Survey 

Pricing Data 
Collection Survey 
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What do you notice about 
the exterior and store 

environment of this 
market?  
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Policy  Systems   Environment  

• Pricing Incentives  

• Zoning legislation/ 

   requirements 

• Fruit and 

vegetables for sale  

• Certification 

• Lee Law 

Compliance 

• Produce Handling 
and Procurement 
systems  

• Radio 
Advertisements  

• Store Tours and 
Taste Demos  

• Point of Purchase 

Signage 

• Marketing Materials, 

Fruit and Veggie 

Promotions 

• Façade Improvement 

• Corner Store 

Conversion  
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What PSE changes are you working on? What changes would 
you like to see in the retail setting?  
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Preparation! Before 
approaching the store 
owner…. 
 
 
 

 
• Gather initial community input 
• Develop a work plan 
• Prepare introductory packet 
• Assess the store 
• Develop (and practice!) your 

pitch 
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http://snap.nal.usda.gov/sites/snap.nal.usda.gov/files/photo-gallery/low-res/shopping_3.jpg
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Approach the 
storeowner/manager: 
 

• Visit during less busy 
times of the day 

• Prepare next steps if the 
pitch is successful  

• Don’t get discouraged if 
your pitch fails 
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Follow up! 
• Stop into the store and chat 

with the store owner 

• Complete activities you agreed 
to in the first meeting 

• Visit the store at least monthly 
to maintain/build the 
relationship 
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Tips to keep in mind: 

• Keep it simple (2-3 sentences) 

• Include a “hook” 
• Be clear that you are not selling them anything 
• Avoid too much information 
• Avoid implying any wrong-doing 
• Avoid “I’m from the health department” 
• Compliment the store 
• Deliver the pitch in a positive and hopeful tone 

 
 

19 



Click to edit Master title style Approaching a store owner – Scenario 1 
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What are some of the things that went 
wrong in this situation? 
 
 
What are some suggestions to improve it? 

Discussion 

Please take time to answer these two questions 
in the chat box.  
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22 

Scenario 2 
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Discussion 

What were positive elements from the interaction 
with Asbury and Linda?  
 
 
Suggestions for making this interaction even 
better? 

Please type your answer these two questions in the chat box.  
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Training/ 
Technical 
Assistance 

Merchandising 
Materials 

Taste 
Tests/Store 

Tours 

Customer 
Survey 
results Increase in 

sales of F/V 

What’s in it for me? 

24 

What else can you offer as a SNAP-Ed implementer or Healthy Retail Partner?  
Please use the chat box to answer the question.   
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https://www.cdph.ca.gov/programs/cpns/Pages/RetailProgram.aspx 

https://www.cdph.ca.gov/programs/cpns/Pages/RetailProgram.aspx
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Retailer Education & 
Technical Assistance 

Retailer Education & Technical Assistance 
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In-Person Promotions 
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Recipe Cards 
Harvest of the Month 

Newsletter 
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Persimmons 
$1.29/lb 
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Poll #2 
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• Increasing Profits 
• Decreasing Expenses 
• Improving Customer Loyalty 

 
 
• Store Staffing 
• Regulatory Environment 
• Relationships with 

Distributors/Manufacturers 
• Stocking Produce 

 

What are their challenges? 

What is important to retailers? 
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Before After 
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Yolo County 
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Can you name other 
potential retail partners?  
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RE-AIM provides a 
method to assess the 

potential or actual 
public health impact  
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7. Adjust, maintain, or expand your Health 

Retail Program Strategy 
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Grass Valley, Grocery Outlet 

Fruit and Veggie Fest 
2014 

Cardenas Market 
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Discussion 

1. What strategies have you found to be 
successful in working with Retail Partners?  
 
2. What challenges have you encountered?  

Please take a minute to answer these two 
questions in the chat box or raise your hand and 
we’ll call on you!!    
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Erin Moore, Training Development and Support, NEOPB 

Erin.C.Moore@cdph.ca.gov 
 

Chioko Grevious, Training Development and Support, NEOPB 
Chioko.Grevious@cdph.ca.gov 

 
Kathy Streng, Program and Resource Development, NEOPB 

Katharina.Streng@cdph.ca.gov 
 

Lynn Furhman, CX3 Program Lead, NEOPB 
lynn.furhman@cdph.ca.gov  
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October 29th, 2015 
GIS Training (Webinar)  

 
November 18th, 2015 

CX3 Reassessment Year Orientation for LHD's (Webinar) 
 

December 15th/16th 2015 
Healthy Retail and Youth Engagement  
(In-person workshops, Tulare County) 

 
NEOP Branch Training and Events Calendar 

http://www.cdph.ca.gov/programs/NEOPB/Pages/NEOPB%20Calendar%20of%20Events.asp
x 

 
 

http://www.cdph.ca.gov/programs/NEOPB/Pages/NEOPB Calendar of Events.aspx
http://www.cdph.ca.gov/programs/NEOPB/Pages/NEOPB Calendar of Events.aspx
http://www.cdph.ca.gov/programs/NEOPB/Pages/NEOPB Calendar of Events.aspx
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Q & A 
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Thank you! 


