Appendix A for Reviewers
Retailer Survey

Confidentiality Statement

Purpose:

We are conducting a research study to investigate stocking behavior, attitudes and perceived demand for certain food groups among food retailers. 

Procedure:

Participation in this study will involve two 30-40 minute interviews – one today, and a separate interview in March-April 2010.  For your participation, you will receive $30.00 after you complete each interview (a total of $60.00 for two interviews). 

Risks and Benefits:

We do not believe there are any risks in participating in an interview. Our results will add to knowledge about supplying and promoting some food groups, which may benefit your store’s sales in the future. We will send you a report of our findings when we complete the study.

Confidentiality:

All of your responses will be held in confidence. Only the researchers involved in this study will have access to the information you provide. Your responses will be numbered and the code linking your number with your name will be stored in a separate locked file cabinet. We will never report data on individual stores and identify your responses in our reports. Data will not be used to audit your store in any way. Local and state officials will not have access to the data on individual stores. Your responses will not be shared with any of your competitors. 


Voluntary Participation:

Participation in this study is completely voluntary. You are free to decline to participate, to end participation at any time for any reason, or to refuse to answer any individual question without consequences.

Questions:

If you have any questions about this study, you may contact the investigator. If you have any questions about your rights as a research participant or concerns about the conduct of this study, you may contact …
PLEASE CHECK ONE OF THE BOXES and SIGN BELOW:

( Agreement to Participate: I have read the information above, have had the opportunity to have any questions about this study answered and agree to participate in this study.

( No, I do NOT wish to participate in this study.
Printed Name: _________________________ Date: ___________________

Signature: _______________________________


1. Background

Complete before you start an interview
	1.1. Date: 
 


	___/___/____

	1.2. Time in: 



	___:_____

	1.3.  Interviewer ID (same as store rater ID)

	1st Rater ID ______
2nd Rater ID ______

	1.4.  Store name


	

	1.5.  City


	

	1.6. Respondent’s contact phone
	

	1.7. Respondent’s Name:
	

	1.8. Respondent’s Position/Title:
	· Owner

· Manager

· Other______________________

	1.9. Interview conducted in:    
	· English     

· Spanish   

· Both

	1.10. Store hours:
	Weekday: ____________
Sa: _________________

Su: __________________

	1.11. Food Availability 
(From Store Observation Form)
	· Fresh Fruit

· Fresh Vegetables

· Frozen Fruit

· Frozen Vegetables

· Canned Fruit

· Canned Vegetables

· Whole grain Cereal

· Whole wheat/whole grain Bread

· Reduced fat/low-fat/skim Milk
· Tofu
· Baby foods/infant formula 


2. Store Characteristics

	2.1 What is your affiliation to the store?
	· Sole Owner

· Partner (co-owner)

· Manager/Non-Owner
· Franchisee

· Authorized corporate representative

	2.2 When did you become the owner/manager at this store?


	Month________

Year___________

	2.3 Do you live in this neighborhood?


	· Yes

· No

	2.4 Are you a WIC-authorized store?  
	· Yes

· No

· Don’t Know

	2.5 Are you a Food Stamp-authorized store? 
	· Yes

· No

· Don’t Know

	2.6 On an average weekday, Monday through Friday, approximately how many customers come into your store each day?
	· <50 customers

· 50-100 customers

· 100-200 customers

· >200 customers
· Don’t Know

	2.7 On an average weekend day, Saturday or Sunday, approximately how many customers come into your store?
	· <50 customers

· 50-100 customers

· 100-200 customers

· >200 customers

· Don’t Know

	2.8 Is your sales volume the same throughout the month?


2.9  When is it busier?

2.10 Why do you think it is busier at this time in the month? 


	· Yes [IF YES, GO TO 2.11]
· No 


· Early in the month

· Mid month

· End of the month

· Paychecks

· Transportation

· Stocking awareness

· WIC/Food stamps distributed

· Other_________________

	2.11  How many employees work at your store full time (>35 hours/wk)? Please include owners if they perform in-store work. How many work part time (<35 hours/wk)? 

	· FT ______________


· PT ______________

	2.12  Which two groups most represent your employees’ race and ethnicity?
 
   [CARD 1]

	· White

· Black

· Latino/Hispanic

· Middle Eastern
· Asian

	2.13  Which two groups most represent your customers’ race and ethnicity? 

[CARD 1]
	· White

· Black

· Latino/Hispanic

· Middle Eastern

· Asian



	2.14 Which of the following groups best represents your race and ethnicity? 

[CARD 1]


	· White

· Black

· Latino/Hispanic

· Middle Eastern

· Asian


3. Stocking Behavior and Supplier Network
Now let’s talk about how you choose what products to sell and what distributors you use to suplly them.

3.1 How important are the following factors in your decision to stock certain foods in your store?

	Factor
	1 = Not important
	2= Somewhat important
	3 = Very important

	Customers’ requests
	
	
	

	Direct Store Delivery 
(i.e., suppliers choose most items and stock them on the shelves)
	
	
	

	Refrigerator/freezer availability
	
	
	

	Profitability
	
	
	

	Suppliers’ recommendations
	
	
	

	How well similar foods sell
	
	
	

	Availability / prices at wholesale clubs
	
	
	

	Ability to return products to suppliers
	
	
	

	Other (specify):
____________________________
	
	
	


3.2 Do you use Direct Stock Delivery?
· Yes  

· No [IF NO, GO TO 3.4]
3.3 What food do you stock through Direct Store Delivery (DSD)? 
· Salty snacks

· Breads and baked goods

· Soda

· Candy, cookies

· Milk

· Other (Specify_______________________________________________) 

3.4 Are there any foods that you would like to sell that you do not currently offer?  
· Yes  

· No [IF NO, GO TO 3.5]

3.4.1 What are those foods?
Specify_____________________________________________________________


3.4.2 Why don’t you sell them? [IDENTIFY FOOD(S) REFERRED TO IN NOTES]


3.5 We are interested in learning about suppliers that you use to stock foods. We’ll go one food at a time, and if you have the same answer to several foods, let us know. Let’s start with fresh fruit and vegetables. How do you supply [PRODUCT] to your store? 
	
	Self-supply
	Direct Store Delivery
	Supplier #1 name/type
	Supplier #2 name/type
	Supplier #3 name/type
	Other
	N/A

	Fresh FV
	
	
	
	
	
	
	

	Frozen FV
	
	
	
	
	
	
	

	Canned FV
	
	
	
	
	
	
	

	Bread


	
	
	
	
	
	
	

	Cereal


	
	
	
	
	
	
	

	Milk


	
	
	
	
	
	
	

	Tofu
	
	
	
	
	
	
	

	Candy


	
	
	
	
	
	
	

	Soda


	
	
	
	
	
	
	

	Salted snacks
	
	
	
	
	
	
	

	Jarred baby foods
	
	
	
	
	
	
	

	Infant formula
	
	
	
	
	
	
	


3.6 In general, how do you set margins on your products (i.e. how do you markup your products)? Please select all that you do in this store.  [CARD 2]

1. ____ Same markup across majority products




2. ____ Suggested by product manufacturer/distributor



3. ____ Set by the parent company (ASK IF FRANCHISEE)    

4. ____ Set to match prices of stores in the neighborhood

5. ____ Other: __________________________________
4. Perceived Demand


Our next section is about foods that you think your customers want and regularly buy. Please look at this scale and choose the number that matches how much you agree with the statements I read.  [CARD 3] You can choose from ‘1’ which means you strongly disagree up to ‘6’, which is strong agreement with the statement. The following statements refer to how well products sell in your store without any change to your current business activity.
ITALICIZED QUESTIONS ARE FOR ALL RESPONDENTS. IF STORE CARRIES THE PRODUCT, USE THE INDICATED ‘MORE’ PROMPT. UNITALICIZED QUESTIONS ARE FOR STORES THAT CURRENTLY CARRY THAT PRODUCT.  

How strongly do you agree with the following statements?

	Fruit
	Strongly Disagree
	Disagree
	Somewhat disagree
	Somewhat agree
	Agree
	Strongly Agree
	N/A

	4.1 Fresh fruits sell well in my store
	1              2              3              4             5           6      
	

	4.2 Frozen fruits sell well in my store
	1              2              3              4             5           6  
	

	4.3 Canned fruits sell well in my store.
	1              2              3              4             5           6        
	

	4.4 If I offered [MORE] fresh fruits, my customers would buy them.
	1              2              3              4             5           6        
	

	4.5 If I offered [MORE] frozen fruits, my customers would buy them
	1              2              3              4             5           6        
	

	Vegetables
	
	

	4.6 Fresh vegetables sell well in my store
	1              2              3              4             5           6          
	

	4.7 Frozen vegetables sell well in my store
	1              2              3              4             5           6          
	

	4.8 Canned vegetables sell well in my store
	1              2              3              4             5           6      
	

	4.9 If I offered [MORE] fresh vegetables, my customers would buy them
	1              2              3              4             5           6         
	

	4.10 If I offered [MORE] frozen vegetables, my customers would buy them
	1              2              3              4             5           6         
	

	Breads
	
	

	4.11 White bread like Wonder bread sells well in my store 
	1              2              3              4             5           6          
	

	4.12 Whole grain/whole wheat bread like Arnolds sells well in my store
	1              2              3              4             5           6          
	

	4.13 Children’s cereals like Frosted Flakes sell well in my store
	1              2              3              4             5           6          
	

	4.14 Whole grain cereals like Fiber One sell well in my store
	1              2              3              4             5           6          
	

	4.15 If I offered [MORE] whole wheat/whole grain bread, my customers would buy it
	          1              2              3              4             5           6    
	

	4.16 If I offered [MORE] whole grain cereals, my customers would buy them
	1              2              3              4             5           6          
	

	Milk
	
	

	4.17 Reduced fat, low-fat or skim milk sells well in my store
	1              2              3              4             5           6          
	

	4.18 Whole milk sells well in my store
	1              2              3              4             5           6          
	

	4.19 If I offered [MORE] reduced-fat, low-fat or skim milk, my customers would buy it.
	1              2              3              4             5           6          
	

	Soy products
	
	

	4.20 Tofu sells well in my store
	1              2              3              4             5           6          
	

	4.21 Soy milk sells well in my store
	1              2              3              4             5           6          
	

	4.22 If I offered [MORE] tofu, my customers would buy it.
	1              2              3              4             5           6          
	

	4.23 If I offered [MORE] soy milk, my customers would buy it.
	1              2              3              4             5           6          
	

	Snacks
	

	4.24 Salted snacks sell well in my store
	1              2              3              4             5           6          
	

	4.25 Soda sells well in my store
	1              2              3              4             5           6          
	

	4.26 If I offered MORE varieties of soda in my store, my customers would buy them.
	1              2              3              4             5           6          
	

	Baby foods
	
	

	4.27 Infant formula sells well in my store
	1              2              3              4             5           6          
	

	4.28 Jarred baby foods sell well in my store
	1              2              3              4             5           6          
	

	4.29 If I offered [MORE] infant formula, my customers would buy it.
	1              2              3              4             5           6          
	

	4.30 If I offered [MORE] jarred baby foods, my customers would buy them.
	1              2              3              4             5           6          
	


5. Perceived Profitability

We’ve just talked about how well some foods sell in your store. Now let’s talk about how much profit - relatively speaking, not in terms of dollars - these foods bring you. [CARD 3] For each of the following products, please choose a number from 1 to 5, where 1 means you make very little profit on this product, 5 means you make the highest profit on the product, and 3 is the average profit.
	Generally speaking, how much profit do you make from selling…
	Very little
	Lower than average
	Average
	Above  average
	Best of all foods
	Not offered

	5.1 fresh fruits
	1               2               3              4             5                        
	

	5.2 frozen fruits
	1               2               3              4             5           
	

	5.3 fresh vegetables
	1               2               3              4             5            
	

	5.4 frozen vegetables
	1               2               3              4             5                      
	

	5.5 canned fruits/ vegetables
	1               2               3              4             5            
	

	5.6 whole grain bread
	1               2               3              4             5            
	

	5.7 white bread
	1               2               3              4             5            
	

	5.8 whole grain cereals (e.g.,  Fiber One)
	1               2               3              4             5            
	

	5.9 children cereals (e.g., Frosted Flakes)
	1               2               3              4             5            
	

	5.10 2%, 1% or skim milk
	1               2               3              4             5          
	

	5.11 whole milk
	1               2               3              4             5          
	

	5.12 tofu
	1               2               3              4             5          
	

	5.13 chips/salted snacks
	1               2               3              4             5            
	

	5.14 soda
	1               2               3              4             5            
	

	5.15 candy
	1               2               3              4             5          
	

	5.16 infant formula
	1               2               3              4             5            
	

	5.17 jarred baby foods
	1               2               3              4             5            
	


6. Attitudes on Healthy Food Availability, Perceived Responsibility 
Now, let’s move on to questions about selling healthy foods in your store. When I say “healthy foods,” I am talking about fruits and vegetables, whole grains, low-fat dairy products, and unprocessed foods. [CARD 2] Choose the number on the scale that best describes how much you agree with the following statements:
	
	Strongly Disagree
	Disagree
	Somewhat disagree
	Somewhat agree
	Agree
	Strongly Agree
	N/A

	6.1 On average, I feel the food sold in my store is healthy. 
	1                2                3                 4                5               6           
	

	6.2 If I stock healthier foods, overall sales will decrease.
	1                2                3                 4                5               6      
	

	6.3 I should play a role in increasing the availability of healthy foods in this neighborhood.
	1                2                3                 4                5               6      
	

	6.4 My customers look for healthier food in stores. 
	1                2                3                 4                5               6      
	

	6.5 If I stock more healthy foods in my store, my customers will eat healthier.
	1                2                3                 4                5               6      
	


6.6  Would you be interested in offering more healthy foods? 


· Yes  [IF YES, GO TO 6.8]
· No

6.7 If NO, why not? [OPEN-ENDED]
6.8 What major changes could you realistically do to sell more healthy foods in your store? 
__ Add equipment (e.g., refrigeration) 
__ Change to new suppliers who have affordable healthy foods
__ Participate in WIC that authorizes healthy food groups
__ Stock less junk food (ex. chips, soda, pastries)
__ Other:  ___________________________________

7. Supports and Barriers to Stocking Healthy Foods

We want to know the relative attractiveness of some foods to your business and the barriers that you see in selling these products. 
7.1 What are the main 2-3 factors that make it easy or more attractive to sell the following foods? [SHOW CARD 4]
	Factor
	Fresh FV
	Frozen FV
	Whole grain bread/ cereals
	2%, 1%, skim milk
	Soymilk/ tofu
	Infant formula/ jarred baby foods

	N/A
	
	
	
	
	
	

	Customers ask for them
	
	
	
	
	
	

	High profit 
	
	
	
	
	
	

	Easy to find suppliers
	
	
	
	
	
	

	Suppliers offer product at a quantity I can handle 
	
	
	
	
	
	

	It feels good to offer these products to my customers
	
	
	
	
	
	

	Customers view my store as a healthy store
	
	
	
	
	
	

	Certified WIC product
	
	
	
	
	
	

	Other


	
	
	
	
	
	

	Other

_________________________
	
	
	
	
	
	

	No positive qualities
	
	
	
	
	
	


7.2 What are the main 2-3 problems or issues for you in selling the following foods? If you don’t offer these foods, check the reasons why you don’t stock them. [CARD 5]

	Issue
	Fresh FV
	Frozen FV
	Whole grain bread/ cereals
	2%, 1%, skim milk
	Soymilk/ tofu
	Infant formula/ jarred baby foods

	N/A
	
	
	
	
	
	

	Customers don’t like these products
	
	
	
	
	
	

	Too expensive for customers
	
	
	
	
	
	

	Spoils quickly (in store)
	
	
	
	
	
	

	Low profits from product
	
	
	
	
	
	

	Refrigeration needed
	
	
	
	
	
	

	Electricity for refrigeration is expensive
	
	
	
	
	
	

	Equipment like scales are needed 
	
	
	
	
	
	

	Burdensome on staff time and resources
	
	
	
	
	
	

	Suppliers are hard to find
	
	
	
	
	
	

	Suppliers don’t allow small purchases
	
	
	
	
	
	

	Suppliers do not take back expired or spoiled product
	
	
	
	
	
	

	Other


	
	
	
	
	
	

	Other 


	
	
	
	
	
	

	No negative issues/barriers
	
	
	
	
	
	


8. WIC Program

8.1. Awareness, Attitudes and Knowledge of Changes to the WIC Food Packages 


[ALL STORES]

8.1.1 Have you heard of any upcoming changes to the WIC package this year?

· Yes  

· No  [SKIP TO 8.3]
· No, doesn’t know what WIC means

8.1.2 What changes to the package do you remember?

· Adding fruit and vegetables to the package
· Adding whole grains (such as whole grain breads, tortillas, brown rice, barley)

· Change to lower-fat milk
· Adding jarred baby foods

· Adding tofu, canned salmon and sardines
8.1.3 To be sure we are all on the same page, I want to review the major changes to the WIC food packages, which must be implemented by October 1, 2009. Some of these changes include:

· Adding fruit and vegetables to the package

· Adding whole grains (such as whole grain breads, tortillas, brown rice, barley)

· Change to lower-fat milk

· Adding jarred baby foods

· Adding tofu, canned salmon and sardines 
8.1.4 Do you think these changes are likely to encourage you to change your current WIC authorization status?  [REMIND THE WIC STATUS OF THE STORE]
· Yes, would like to join the program

· Yes, would like to leave the program

· No, plan to stay with the program

· No, plan not to join the program

8.1.5 How easy would it be to accommodate these changes in your store (think hypothetically if you’re not a WIC vendor)? 

· Very easy, without any problems

· Relatively easy, with some minor issues and changes

· Relatively difficult, with some significant problems

· Very difficult, with major problems

· Impossible

[IF ‘DIFFICULT’,]  8.1.5.1 Can you describe these problems briefly?
Do you agree with the following statements? [8.1.6 and 8.1.9]
8.1.6 I have enough refrigeration to easily add the new products

· Yes  

· No  

· Already carry the new product

8.1.7 I have enough shelf-space to easily add the new products

· Yes  

· No

· Already carry the new product

8.1.8 I have suppliers to easily provide the new products

· Yes  

· No  

8.1.9 The WIC package changes will improve eating habits of WIC customers

· Yes  

· No  

8.1.10 How do you think these changes will affect your store? [OPEN-ENDED] Alternative: Are there any ways your store might be affected by these changes that we have not discussed yet?
· No other effects
· _______________________________________________________________________
8.2 WIC Background, Barriers, and Benefits
[IF WIC AUTHORIZED]

Disclaimer: The … in no way can affect the authorization status or a store’s participation in the WIC program.
8.2.1 Why did you decide to become a WIC-authorized store? Can you give me 2-3 reasons?

· To increase sales/make more money

· State recruited store

· Many customers in my neighborhood

· Other___________________________________________________________
· Don’t know
8.2.2 How happy are you with the program so far?

· Very happy

· Happy

· Neutral

· Unhappy

· Very Unhappy

8.2.3 What are the major benefits of participating in the program? [OPEN-ENDED]
8.2.4 What are the major problems/disadvantages of participating in the program? [OPEN-ENDED]
8.2.5 Do you understand that there are many WIC approved foods, but not all are required as part of the minimum inventory?  

· Yes  

· No  

8.2.6 Have you ever participated in any online, in-person, or mailed WIC vendor trainings sponsored by the Connecticut Department of Public Health, WIC Program?
· Yes 

· No

· Don’t Know

Do you agree with the following statements? [8.2.6 and 8.2.7]

8.2.7 Store profits will go down because of the WIC package changes.
· Yes    (explain)______________________________________________________________

· No

8.2.8 The WIC food package changes worry me.
· Yes  (explain, prompt: suppliers, training, equipment, customer needs) _________________________________________________________________________

· No

[IF NOT WIC-AUTHORIZED]

8.2.9 Has this specific store ever been an authorized WIC vendor in the past?
· Yes [IF YES, 8.2.9.1]
· No   [IF NO, 8.2.9.2]
· Don’t Know

8.2.9.1 Why did the authorization stop? [OPEN-ENDED]



8.2.9.2 Have you ever submitted an application package and been rejected? 

· Yes 

· No

8.2.10 What are the main reasons why you do not participate in WIC? [OPEN-ENDED]

8.2.11 Are you interested in joining the program in the near future?
· Yes 

· No


8.2.10.1
[IF YES] Do you anticipate any additional cost to your operations from participating in the WIC program?
· Yes 

· No

8.2.12 Do you think you would make less money if you were a WIC Vendor?

· Yes 

· No

9. Institutional Support 
There is a lot of discussion about how government can help retailers like you offer healthy foods to their customers. How useful would the following resources be for you and your store? 
	
	Not useful
	Somewhat useful
	Very useful

	1. Price discounts on equipment purchase
	1
	2
	3

	2. Networking meetings with food suppliers and distributors
	1
	2
	3

	3. Trainings on storing and stocking produce and dairy 
	1
	2
	3

	4. Trainings on promoting healthy foods to customers
	1
	2
	3

	5. Adding more healthy foods to government programs like WIC, Food Stamps
	1
	2
	3

	6. Price incentives that make healthy foods relatively cheaper to customers 
	1
	2
	3

	7. Tax incentives that help me with the cost of refrigerator or refrigerator electricity.
	1
	2
	3

	8. Taxes on junk foods/beverages   
	1
	2
	3

	9. Shelf space and refrigerator usage tips
	1
	2
	3

	10. Results of pilot studies of other retailers 
	1
	2
	3

	11. Educate customers/ general public on healthy foods
	1
	2
	3

	12. Receiving marketing materials for healthy foods: posters, print ads, radio ads, in-store displays 
	1
	2
	3

	13. Anything that we have missed?




That ends the survey! Is there anything else you would like to share with me on your store, stocking healthy food, and the WIC program?

Thank you again for your time and we look forward to talking again in 2010!
TIME OUT:_________
Entered by _____


Date: __/__/__





Checked by _____


Date: __/__/__
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