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Let The Game Begin!





I’ve been called a lot of things in my life (some I dare not even mention!). But the one title that seems to constantly follow me around these days is “The Coupon Queen.” The followers of my website consider me this, for sure. I enjoy hundreds of emails a week from my happy Gamers, and thousands on my message board every day. The Grocery Game has completely enveloped my life—I eat, sleep, and breathe saving money.


I never envisioned that this would become my career or my reputation. Someone else ago, I was an actress. My husband Greg and I met in an acting class in February 1979. He was working on CHiPs (hey, remember Eric Estrada?) as a stunt man/stunt coordinator and second unit director. I had been in the business for about three years. I was really lucky; I got right into it without having to pay my dues. Mostly, I played one type of character really, really well: the dumb blonde. You see, I met this girl at a party the night before I was going to read for a pilot. She was—in a word—a ditz. I watched her and talked to her and I decided to be her. So I got the pilot and a lot of other jobs just channeling this chick. Simple as that.


Greg and I got married in August 1980. We were both working, and we had a lot of money coming in. We had a beautiful 3,000-square-foot home on a horse property, a Corvette, a boat, a plane, even a helicopter (by far, our most expensive “toy”). And I had this magnificent garden that would make even Martha Stewart green with envy. I had 42 hybrid rose bushes that I loved to spend hours pruning. We were also building a gorgeous new home in Malibu, one that would be even bigger and more luxurious. We patted ourselves on the back: this was the life!


I had clothes, I had jewelry. If I liked something, I’d buy it. Yet even when I had all that money, I loved a bargain and would always clip coupons. I was always talking about my deals. “Look, honey,” I’d boast over breakfast, “I got this oatmeal for only $1.29 instead of $2.99…” Greg would just shake his head. He humored me (he probably secretly thought I was nuts). But it made me so happy to get something for less—the thrill of the hunt.


Then one day, it was as if the big, pretty bubble that was our life just burst. It can happen to anyone at any time. You never see it coming, or maybe you do—and you just look the other way. All our work dried up. The movie and TV biz moved to Canada, leaving us behind (US union members couldn’t work there).


At first, we didn’t realize how bad it was going to be. We thought, “We’ll be okay. This drought won’t last forever. Something will come along.” But it didn’t. In fact, it got worse and worse—my husband lost 90% of his work. At that point, I was a stay-at-home mom. I took three jobs to try and bring in some money. I taught music, wrote grant proposals, performed in schools—anything to make a few bucks.


I don’t think it really hit me how bad things were until the day we had to sell our dining room table. It was an antique set with a buffet side table. I loved it. I loved to polish it, all those beautiful lines and details. But we were so broke, we had to sell whatever wasn’t nailed down, and my beautiful table had to go. I remember staring at the empty dining room and thinking, “How did this happen to us? Why did this happen to us?” I threw a great big old pity party for myself. We had already sold our kitchen table; we found a Formica one on the side of the road, and that’s what we ate our meals on. The chairs were all ripped and rusted, and I redid them as best I could. When I tucked my kids in bed at night, I could barely hold back the tears (although I put on a brave face for my two boys). I would think to myself, “My kids could be homeless in about a month—and they don’t even know it.” These thoughts were always running through my head. The stress was unbearable; the fear choking. I stopped answering the phone after a while to avoid the harassing calls from the bill collectors. At one point, I even contemplated suicide (I thought I’d throw myself down on some train tracks and end the misery). We lost everything we had and then some. At one point, we had $35 a week to feed our family of four. Suddenly, my little hobby of using coupons was now the only way I could put food on the table for my family.


Greg was pretty amazed at how far I could stretch those meager dollars. I wasn’t. Unfortunately, I had a lot of training before I ever met him. I didn’t grow up privileged, just the opposite. I started using coupons when I was twelve years old. I was the oldest child of three, and my mom was often ill and in the hospital with an acute and rare form of pancreatitis. My dad was so sweet, and bless his heart, we had terrible medical bills. He did all he could to keep our heads above water. He didn’t know anything about buying groceries. We lived within walking distance of a grocery store, and he’d hand me $20 and a list and say, “Teri, go get the food for the week.” I remember his face: so sad and tired and drawn. He had so much to shoulder. The money wasn’t enough—that was always the case. But I didn’t have the heart to tell him. I couldn’t bear to burden him more. So I started looking at sales and coupons, and I figured out a way I could get a lot more for that 20 bucks. He never even knew what I was up to.


So that’s what I did when Greg and I were on the brink of disaster. I’d head to that grocery store, armed with my lists and coupons, and I’d leave with bags full of groceries for that lousy $35 we could scrounge together (we used to call it “Rolling Day” because I’d have to roll coins to pay for the food). My little talent attracted quite an audience: crowds would gather at the checkout cheering as they totaled up my purchases. People would stop me and beg me to teach them how to “play my game.” It was far too much to explain in the supermarket. I had a weekly routine of spending time at my kitchen table with calculator, sales ads, and coupons before going to the store. I would map out my weekly savings strategy. Each week, I figured out how to get the most for my money, and over many years, developed most of The Grocery Game strategies that we still use today. There are checklists, worksheets, tips and tricks, and tried-and-true formulas. It may sound complicated, but once you get the hang of it, it’s easy and fun and fulfilling. You see the savings instantly at the checkout. It’s a high like no other—except maybe winning the jackpot in Vegas. I swear, no matter how many times they ring me up at that register, I get giddy when I see all those dollars and cents coming off the total.


Which is why one day, in November of 1999, it dawned on me that I had stumbled onto a big business: people would actually be willing to pay for my information on how to save hundreds of dollars a month. A great idea was born and on the Internet by February of 2000, with almost no cash to make it happen, I built my first website. I rolled coins to buy my $65 business license. I only advertised to my local community for $15. Within a month, I had emails from almost all over the country asking for “Teri’s List.” I knew I needed to franchise. www.TheGroceryGame.com is a tool that I created to help shoppers save hundreds of dollars a month. When you log in each week on your 4-week $1 trial, you get a grocery list of advertised and unadvertised sales at your supermarket matched with coupons and weekly specials. The Grocery Game does all the hard work and research, and presents it to you in a straightforward format, called “Teri’s List.” Yep! It’s like shopping with me by your side every week! Membership after the trial is $10 every 8 weeks for one weekly list. That’s only $1.25 a week. Not much, when you consider the average reported savings by members is $512 a month for a family of four. Oh yeah! Of course, if you hate saving money the easy way, you can easily cancel at any time.


In the beginning I wrote my own press releases and managed to get myself onto some local TV stations in California and some of my franchise areas. My first national TV segment was on The Today Show on August 16, 2005. What a wonderful experience. I love being on camera (reminds me of my acting days). I guess I’ve always been a ham. As an expert in the grocery savings business, I’ve now done hundreds of TV segments, as well as press interviews for nearly every major newspaper in the country, countless radio shows, and almost every magazine. I have over a hundred different grocery lists that change weekly on my website, serving all 50 states, the UK, France, and Puerto Rico. Our expansion into Canada, Mexico, Germany, and Japan is slated for 2008.


The real reason I started my site became vividly clear to me just a short time ago, when a woman emailed that she had been left with three kids and only $38. She told me that she couldn’t have made it without The Grocery Game, and I felt so touched, so fulfilled. Since then, many more folks have written to me and told me how much my business has helped them, and I can identify with them all the more because their struggles to keep food in the house were once my own.


And now there’s this book—my chance to do so much more than I can on my site, to share not only the savings, but my story, and the way of life that I have found. No, my life hasn’t always been perfect (whose is?). It’s been a roller-coaster ride of sorts: there have been highs and lows and lots of in betweens. That’s what makes it interesting, right?


Let me share with you one of my all-time favorite Teri screw-up stories. Once upon a time, when I was really, really broke, I bought a pork loin. It was on sale and marked down to be sold that day. I was having friends over, and I wanted to make something a little nice, a little special. Not just a chicken or some burgers or hot dogs. Something with a little class. This pork loin called to me. I thought I’d found a great deal.


Well, I seasoned it and cooked it up and it looked beautiful. But when we cut into that thing, we realized that butcher had rolled all the fat in the middle; there was nothing in it. I had made my company a fat roast. I felt like bawling; my dinner was ruined. I was mortified, and even worse—I had nothing to serve. But I shook it off. I whipped everything I had out of the fridge and the cupboards and served it, and I laughed my butt off. I pulled up some chairs. “Come on guys,” I joked, “let’s chew the fat!” It’s still one of my favorite, funniest memories.


I am a firm believer that you live the heck out of your life. My dad had this expression: “Squeeze blood out of a turnip.” That’s what I try to do—in everything I do. Yes, this book is about getting the most for your money. But it’s also about getting the most joy life has to offer you. Sometimes you spill the milk or burn the toast or serve your company a fat roast. It happens. What’s important is that you see it for what it is: just a moment that will pass. And good things will pass you by quickly, too, if you’re not on the lookout for them: a brand new business venture, a quiet moment with someone you love, a sale on breakfast cereal.


Save as well as savor. That’s Teri’s tip for the day…






Some Fascinating Facts & Figures About Grocery Shopping




	[image: image] Average monthly cost of food for family of four: $1,1261


	[image: image] % of budget spent on food: 13% 2


	[image: image] Average number trips to supermarket per week: 1.43


	[image: image] % of people who use coupons between the ages of 18–24: 65%


	[image: image] % of people who use coupons between the ages of 25–34: 71%


	[image: image] % of people who use coupons between the ages of 35–44: 77%
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Shopping for a Supermarket





No supermarket is the same—this I promise you because I have been in hundreds from coast to coast. (I suppose this makes me a market maven?) Every store—no matter how big or how small—has its own MO. I’m not just talking about the way they organize their aisles or pile the candy bars up eye level at the checkout counter. I mean, there is a philosophy and a psychology to how they run the place. Some like to think of themselves as “gourmet”—they feature upscale or exclusive products you can’t get in main markets. Others are ecofriendly—it’s all about organic foods and going green (forget plastic bags—these guys only offer paper). While still others are all about “romance”—they do everything they can to woo you with frequent sales, giant ads, coupons and giveaways. You, and your cart, are being courted.


And of course, supermarkets are influenced by the people who shop there. If you live in a middle-class burb teeming with families, you’ll likely find a greater emphasis on baby products and services that make shopping with munchkins in tow easier (sanitizing spray for carts, childcare/daycare while you shop, free cookies or balloons, etc.). But if you’re a city slicker in an area populated with singles, expect more products/services that cater to your needs, like online ordering, late-night delivery, ready-made meals, even self-serve salad bars and buffets.


If you want to start saving, you have to get to know your neighborhood market. By know it, I mean map it out (in your brain or on a piece of paper—whatever you prefer), explore it, check out the prices, the frequency of sales, collect circulars, and ask questions (see “Step 3: LISTEN carefully”). You’re going to be spending a lot of time in here, so you better get familiar with the territory. Don’t let your friends influence you—not every market is right for every person. You have choices. It’s your money and you get to decide when, how, and where you spend it. You get to elect which supermarket works best for you, and if you’re lucky, there are a few to pick from.


That said, I am a big proponent of picking one place you shop in each week—rather than “grocery hopping” from market to market. I know…I’m asking you to settle down with one supermarket. That’s a big step. But here’s why: the idea of The Grocery Game is that a lot of the same sales cycle through supermarkets in a given area over the course of a few weeks. For example, one week, you may see a great sale on pasta sauce at one market in your neighborhood. It’s important to understand that really good sales are often related to the marketing plan of the manufacturer. So it stands to reason that if they are going to be marketing that product in one of four stores in your area that week, a similar deal will most likely hit the other three stores eventually as well—usually within the month.



I used to chase sales from store to store like a crazy woman. I thought I was being a smart consumer. Sometimes, I’d be hitting three stores in one week—bread here, meat there, dairy somewhere else. It was exhausting, and very hard to keep straight. (Where did I see that sale on spaghetti? Store A, B, or C?) Then I began to notice something strange: the yogurt I had bought on sale at Supermarket A two weeks ago was now on sale at Supermarket B. All that running around for nothing. It was all a colossal waste of my time and energy—and I didn’t save that much more. So believe me when I tell you there is no need to chase sales, no need to constantly compare prices between stores week to week. The point of this chapter is to help you find your Supermarket Soulmate (so to speak). You will do your homework, make your decision, then begin strategizing and playing The Grocery Game at that store. You will know it intimately (I’m on a first-name basis with my checkout people) and you will not have to second-guess that you are getting the best deal possible.


Mission Possible: Find Your Grocery Store


Should you shop at the low-frills grocery store, the one that doesn’t have shelves, but sells its stock out of cardboard boxes? Or should you shop at the middle-of-the-road supermarket? Or what about the high-end supermarket, the major chain with all the bells and whistles? Start with a scouting trip—and bring this book with you (if you’re going to two or three stores, copy the pages and take them along). Your mission (should you choose to accept it!) is to put this market to the test, to really scrutinize the little details. If you are slightly embarrassed (or just plain mortified) to walk around taking notes or interrogating the personnel, think of it this way: you have every right to shop in a place that saves you time, money, and aggravation. You’re just doing your homework. And no one really minds if you do it politely with a smile on your face…


Step 1: LOOK around




	[image: image] Are there ample carts and baskets? YES ____ NO ____


	[image: image] Are the floors clean and free of crumbs and spilled products? YES ____ NO ____


	[image: image] Are cans and boxes undented? YES ____ NO____


	[image: image] Are expired products removed from the shelves? Check bread and dairy sections. YES____ NO____


	[image: image] Are the shelves well stocked? As a test, search for one of your favorite products—say a specific brand of yogurt or a cereal—and see if it’s carried. YES____ NO ____


	[image: image] Are the aisles labeled well? Can you easily find the pasta and sauces vs the frozen-food section? YES____ NO ____


	[image: image] Is the store well-lit? YES____ NO ____


	[image: image] Are the cold sections truly cold? Feel the bags of frozen veggies and the bottles of milk. YES____ NO ____


	[image: image] Is there a deli counter? YES____ NO ____


	[image: image] Are there enough people to service the counter? YES____ NO ____


	[image: image] Is there a bakery? YES____ NO ____ Does it offer custom cakes? YES____ NO ____ Is there enough help at the bakery? YES____ NO ____


	[image: image] Is there a fresh fish/meats counter? YES____ NO ____ Is the butcher available to help? YES____ NO ____ Can you order the cuts/sizes you want (as opposed to only prepackaged pieces)? YES____ NO ____


	[image: image] Is there a section for foreign products (i.e., Spanish rice and beans? Kosher food?) YES____ NO____


	[image: image] Does the store sell other items besides food, i.e., diapers, shampoo, cooking utensils, plants/cut flowers, greeting cards? Balloons? YES____ NO ____ You can circle any of the above.
 Other ____________________________________________________________________________________________________________________________


	[image: image] Are there other services offered, i.e., recycling machines, ATMs, postage stamps, copy centers, coffee bars, sushi bar/salad bar, etc.? YES ____ NO ____ You can circle any of the above.
 Other ___________________________________________________________________________________________________


	[image: image] What are the hours during the week/weekend? ____ AM to ____ PM weekdays ____ AM to ____ PM weekends


	[image: image] How are products on sale displayed? Are they clearly labeled with the sale price? YES____ NO ____






TOTAL SCORE Step 1: ____ YES answers




Step 2: LINE up




	[image: image] How many registers/checkouts are there? ________ Is every register manned? YES____ NO____


	[image: image] How many are express? And how many products (no more than 10?) are permitted on these lines? ________________________________________________


	[image: image] How long does it take you to check out? (Time it: from the time you get in line, to the time you’re handed your bag of groceries.) ___________________ Go at a time, i.e., after school/work, when you know a lot of people will be shopping.


	[image: image] Is the checkout person a) courteous, b) on the ball, c) able to pack your groceries without breaking the eggs and smooshing the white bread? Circle any of the above.


	[image: image] Is the checkout computerized (are products scanned rather than rung by hand)? YES____ NO ____


	[image: image] Is there a credit card machine/ATM at every register? YES____ NO ____


	[image: image] What are the busiest shopping days/times? It’s a good idea to ask your checkout person—so you can avoid the rush hours. _____________________________________


	[image: image] Are the counters clean/wiped down frequently? Are your baskets and carts removed when they’re emptied? YES____ NO ____






TOTAL SCORE Step 2: ____ YES answers




Step 3: LISTEN carefully


Now’s the time to introduce yourself to the general manager. Make a separate trip at the least busy time for him. Politely explain that you’re a new customer and have a few simple questions about his market.


 


General Manager’s Name______________


 


Contact phone # ___________________




	1. What is your policy on returns? _____________________________________________________________________________________________________________________________________________________________________


	2. What is your policy on rainchecks? _________________________________________________________________________________________________________________ Do they apply to advertised sales only—or also on unadvertised sales? _______________________________


	3. Do you offer free delivery? YES____ NO ____
 Any restrictions? ____________________________________________________


	4. How do you advertise your weekly sales? Online?
 In a circular? In the local paper? Circle all that apply.


	5. Is there a mailing list for coupons? YES____ NO ____


	6. Are there special sale days? YES____ NO ____


	7. Do I need a club card? YES____ NO ____
 How do I sign up? _________________________________________________________________


	8. Are there senior discounts? Government employee discounts? Student discounts? Any discounts for any special groups that I may be a part of? Circle all that apply.


	9. Do you match other supermarkets’ sales prices?
 YES____ NO ____
 Are there any restrictions or exclusions on price matching? YES____ NO____
 DETAILS: ____________________________________________________________________________________ What proof is required for price matching? _________________________________________


	10. Does the store offer online shopping? YES____ NO ____ What is the website address? __________________________________________


	11. Does the store offer double coupons?
 YES____ NO ____
 If yes, record details and rules here_________________________________________________________________________________






TOTAL SCORE Step 3: _____ YES answers




And the Winner Is…


Okay—you’ve evaluated and found two supermarkets in your area that score well (all your most important qualifications get a resounding YES). Both are clean, well stocked, and value customers by offering sales and services. But here’s the thing: one store CLEARLY is cheaper than the other. The prices are several cents less on a number of your go-to groceries. So this is the store for you, right?


Hold your hot dogs…not necessarily. Often the more expensive stores will actually save you the most dollars. When choosing the right supermarket for your grocery-saving strategies, keep one thing in mind: you are not going to ever buy at “original price.” Instead, you are going to buy at sale prices. And on top of that, you are going to be buying at the right time to maximize these sales.


I know I told you supermarkets all have their own unique personalities—and that’s true. But they can be organized into general “types,” which can help you make your decision even easier. It’s kind of like when you say you’re a Type A personality and your boyfriend is Type B. It doesn’t define who you are—but it certainly helps you figure out if you guys are compatible!


There are four “types” of supermarkets.




	[image: image] Type 1: The warehouse club store. You know those monster warehouses that seem to go on for miles and miles and stock 5-pound packages of cream cheese? Enough said. These require an annual membership fee and you must buy in bulk. So if you need a truckload of toilet paper, this is your place to go (see “The Wonderful World of Warehouse Clubs!”).


	[image: image] Type 2: The supercenter. These are the “big” stores—the ones that tend to have everything and anything you might need, from a pharmacy to photo developing to beach chairs. Most appear to have very low prices. But they are really just EDLP (see definition, opposite). Some claim to match sale prices at regular supermarkets. But they only match some of the sale prices. Most don’t match any un advertised sales, which sometimes make as much as 65% of the sales in a supermarket. Then, of the advertised sales, they won’t match BOGO (buy one get one free), or percent off, or half off sales. The aforementioned are usually the best sales in a supermarket. So in the end, many only match very few of the sales in supermarkets.


	[image: image] Type 3: The EDLP. This stands for “Everyday Low Prices.” These supermarkets are usually perceived as being the cheapest supermarket in town. They usually have very few frills (you’ll bag your own groceries, there’s very few personnel on the floor to help you find things, the checkout lines are usually very long, aisles are often crowded, there are very few “sales” (as everything is touted as “low priced”). Some don’t even have shelves. Some just slice open the cases of products, and you pull products out of the box they came in. Overall, they do have lower prices.


	[image: image] Type 4: The Hi-Low. This is usually the category that your major supermarket chains fit into. They are not necessarily the most gourmet or upscale supermarket in town in large metropolitan areas. But in smaller towns, without gourmet or upscale supermarkets, they will be viewed as the most expensive supermarket in town. They are big on customer service, and often offer to help you find things. When checkout lines get long, you’ll usually hear an announcement that they are opening another line. Their regular prices (which I call “original prices”) are significantly higher than the same items at EDLP stores. However, when they go on sale, they will most often dip lower, even much lower, than EDLP stores on the same items.




When it comes to weekly shopping, warehouse club stores are much higher on the price per ounce or the price per item than stockpiling with sales at your local supermarket. And they don’t accept coupons.


Supercenters are NOT the lowest game in town, either. When you know how to play The Grocery Game, you can save almost twice as much or more by shopping sales at a local supermarket.


So that leaves a choice between EDLP and Hi-Low. If you only have an EDLP supermarket, then you will play The Game there. But if you have a Hi-Low supermarket, whether they double coupons or not, this will be your choice Why? Remember, the Hi-Low prices will dip lower than EDLP.


Now that we’ve narrowed it down to the Hi-Low type, what if you have a choice between three Hi-Low supermarkets? If you plan to use coupons, and you have a Hi-Low that doubles, you will definitely choose that one. If none of your Hi-Low supermarkets double, then you can choose the one that is closest to you, if gas is a consideration. If they are all relatively close to you, then choose the one that scored the most points on your evaluation. If all of them double, use the same criteria, choosing the one that is either closest or scored the highest in your evaluation. There! You’ve chosen your playing field. Now you have the home team advantage!


 


Make sure you keep this info tacked to your fridge or bulletin board so you can always have it handy—should questions/problems arise, or you need to send your hubby/kids out shopping!






My Grocery Game Supermarket


Name: ___________________________________


Address: _________________________________


Email: ____________________________________


Phone #: __________________________________


Hours:_____________________________________


Manager’s name/contact info: ____________________________________________________________________________________


Teri’s Tip: Beat the Crowds


Knowing the best time to shop can cut quite a bit of time out of your grocery shopping. The best time to shop is when the stores are least crowded. This tends to be early on weekday mornings. If you are unable to get to the market in the morning, your best choice would be late evenings, after the dinner/after work crowd has passed.


If you must shop on the weekends, try to go in the mornings; avoid the afternoons, at all costs. This is the busiest time of the week for supermarkets. Not only will you find the largest crowds, but your market will also be picked over and supply you with the least amount of product choices. Other days that might be packed: Pay-days, government check mailout days (like social assistance, family allowance, retirement checks), holiday long weekends, the 1st, 15th, and 31st (or last day of the month); SuperBowl Sunday (or the day before it); any day before a major holiday (Christmas, New Year’s, Easter).






The Wonderful World of Warehouse Clubs!


Obviously, if you’re cookin’ for a huge crowd (your family is the size of the Bradys or your son is bringing over the whole high school B-ball team for the weekend), warehouse clubs are a wise way to save money and stock up. Membership used to be limited to business owners, but warehouse club stores quickly grew to include people who simply love a bargain (namely, me!). Memberships range from about $35 a year to $50 a year. If you already have a membership, then it’s certainly worth it to supplement your supermarket stockpiling with warehouse club store trappings. If you don’t have a membership, take a look at what you may buy there over the course of a year, and use a calculator to anticipate your savings potential on those items. Then decide if membership is worth it to you. When you do your figures, don’t forget to consider that you can buy lots of other great things besides groceries, at close to wholesale prices.


Warehouse club stores specialize in bulk packages. This is the main way that they can keep prices so low (sometimes only 10 percent over the wholesale price!). The name of the game is no frills in exchange for low prices. But don’t let that fool you. No frills, yes. But the quality of the merchandise is top notch. To keep their prices low, they maintain very little overhead. Most don’t accept credit cards, which is another cost to a retailer that must be passed on to the consumer. Most products are stocked right out of the box or with minimal, industrial-type shelving. The stores are not decorated, except with the bare necessities.


Warehouse club stores are also usually built on cheap industrial land, which means that new ones may be a little out of the way, but could be worth the drive. There’s not as much sales help, which keeps the cost down for the consumer. But that’s no biggie. I do my research at home on the Internet, so I don’t have any questions for a salesperson. They do very little advertising, which, again, passes along the savings. They have a broad range of offerings (tires, window treatments, skincare, groceries…). But they don’t have a whole lot of different types of one type of product. The selection on each category is limited, so maybe they only carry one or two types of spaghetti sauce instead of the dozen or more the supermarket carries (we’re not slaves to labels, remember, so this shouldn’t trouble you too much).


All products, including groceries, are usually bought in bulk directly from the manufacturers. Warehouse club stores are constantly combing the market for the best deals. For that reason, they move merchandise quickly and rotate it as well. I’ve learned that if I see something I like, I better buy it right then and there, as they may not carry it the next time I come in. For that reason, it’s really fun to go to a warehouse club store. It’s like a giant treasure trove…you never know what you’ll find: Plasma TV? Digital camera? Kids clothing? Toothbrush heads? 100 Ring Pops in a box? All present and accounted for. And I won’t even get into the free samples (okay, I will…). Walk down every aisle and you’ll find some nice man or lady hawking a taste of a new product: turkey sausage, wedding soup, chocolate calcium chews. I never leave the warehouse club store hungry!


Besides the element of surprise, there




















	[image: image] Costco, operates in the USA, Canada, UK, and other countries: www.Costco.com.


	[image: image] Sam’s Club, operates in the USA, Canada, and other countries: www.Samsclub.com.


	[image: image] BJ’s Wholesale Club, operates in the USA only: www.BJs.com.




























	[image: image] Freshdirect.com serves the New York metropolitan area.


	[image: image] GroceryWorks.com delivers in Dallas/Fort Worth, Houston, and Austin.


	[image: image] HomeGrocer.com (a subsidiary of Webvan) delivers in Dallas/Fort Worth; Los Angeles; Orange County, California; Portland, Oregon; San Diego; and Seattle.


	[image: image] HomeRuns.com delivers groceries to the kitchens of shoppers in the Boston and Washington, DC areas with its own fleet of vans.


	[image: image] Mexgrocer.com ships a wide variety of hard-to-find Latin-American specialty items nationwide via the US Postal Service.


	[image: image] NetGrocer.com delivers anywhere in the continental United States via FedEx.


	[image: image] PDQuick.com (Pink Dot) serves Los Angeles and Orange County, California.


	[image: image] Peachtreenetwork.com is a network of local grocers providing delivery in Pittsburgh, Pennsylvania; Washington, DC; Chicago; Oklahoma City; New York City; Buffalo, New York; and many major Canadian cities.


	[image: image] Peapod.com serves Boston; Chicago; Fairfax County, Virginia; Fairfield County, Connecticut; Long Island, New York; Montgomery County, Maryland; San Francisco; and Washington, DC.


	[image: image] PopGrocer.com delivers within Manhattan and to select neighboring areas of New Jersey.


	[image: image] Webvan.com serves Atlanta; Chicago; Sacramento, California; and San Francisco.
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	[image: image] Genuardis.com


	[image: image] Amazon.com
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