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Why Store Tours 

• Store tours are an excellent way to educate consumers 
about nutrition  
 

• It’s a fun way to learn  
 

• Participants can ask about specific fruits, vegetables, 
reading labels, etc.  
 

• Hands-on activities 
 

• Different visuals in the store can be utilized to educate  
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Overall Benefits 

• Healthy Choices 
 

• Increase the purchase and consumption                 
of fruits and vegetables 
 

• They identify three ways to purchase           
produce: fresh, canned and frozen 
 

• They learn tips on how to save money and 
continue to eat healthy 
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How to Choose a Store 

• Communities of Excellence in Nutrition, Physical Activity 
and Obesity Prevention (CX3) 
 

• Visit the store 
 

• Does the store have enough 
    room for a store tour 

 
• Does the store sell fruits  
    and vegetables 
 
• Build the partnership with store manager/owner 
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Items to consider for the store tour 

• Number of participants in a                            
store tour depends on                                         
the size of the store 

 

• Consider store tour activities                
depending on what’s available                             
in the store. 
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Steps to develop a store tour 

• Decide on length of the tour 
– 30min  45min  60min  90min 

• Decide on the day and time 
• Know your audience 

– Adults 
– Kids 
– language 

• Purpose of the store tour 
• Know the store layout 
• Incentives 
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Resources 
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Choose Store Tour Activities 

• Comparing unit prices 

• Read labels 

• Finding whole grain foods 

• Food Demonstrations 

• Rethink your Drink 

• Scavenger hunt 

• Identifying three ways to purchase produce 
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Promote the Store Tour 

• Grocery store 

• Community centers 

• Schools 

• Churches 

• Social media 

• Public libraries 

• Partners/organizations (ex: Sac. Food Bank) 

• Women, Infant and Children (WIC) offices 
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Before The Store Tour 

• 2 to 3 days before the store tour contact the 
store manger. 

 

– Friendly reminder about the store tour. 

 

– What activities you will be doing and/or aisle you will be using  

 

– Ask is the store manager if they will be at the store. 

• Assistant store manager’s name and contact information 

 

– Be familiar with the store layout 
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Tips for Success 

• Secure a location, date and time 
 

• Contact the store manager 2 or 3 
days before the store tour as a 
friendly reminder 
 

• Promote the event 
 

• Invite other programs to 
collaborate  
 

• Language: English/Spanish/other 
 

• Arrive early to the store 
 
 
 
 

• Small groups (maximum of 8) 
 

• Hands on activities  
– Food tasting 
– Compere unit pricing  

 

• know the layout of the store 
– What items they have and you can 

use for activities 
 

• Incentives  
– $10 gift cards 
–  Cookbooks 

 

• Shopping tips 
– Have them share some of their tips 
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What doesn’t work 

• Big groups (over 10) 
 

• Small stores 
 

• Not knowing the layout of 
the store 
 

• Not being prepared 
 

• If the store staff is not 
aware that you are having a 
store tour 

• Promoting the event the 
day before 
 

• Being at the store on a busy 
date or time 
 

• Not having incentives 
• Store location 

– distance for participants 
– Not where they shop 
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Questions 
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