
SERVICE & SELLING
STORE MANAGER BREAKOUT SESSION



INTRODUCTIONS 

Dustin Hamilton
RVP - California

Melonie Buchanan Petty
RVP - Texas

Kyle Eynon
Director Training



INSTRUCTIONS

✓Write your questions and/or suggestions on sticky notes throughout 

the presentation – include your name and store #

✓ Post on the back wall before leaving

✓Questions will be answered directly or in an FAQ sent after SproutsCon
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CUSTOMER COMPLIMENTS

“I visited your Santa Clara store after a hiatus of more than 2 years, and lo and behold, 

an employee had set up a sampling station near the main entrance. And what were 

they sampling? Air fried chips that were tastier than a bag of rainbows! They were so 

good that even my daughters couldn’t resist and ended up grabbing a few bags.

The store itself was like a cozy haven of cleanliness. I lost count of how many 

times different employees greeted me and offered their help. I felt like a 

celebrity, minus the paparazzi. And let’s not forget about those sweet cherries in 

the produce section-they were the stuff of dreams! Everything was organized to 

perfection! 

Sprouts, you’ve outdone yourselves! I’m here to applaud your awe-inspiring 

improvements, and it feels so good be back. Keep rocking those clean & friendly 

vibes because you’ve won this shopper’s heart all over again!” 

Store 283 – Santa Clara, CA
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THE MOVEMENT

Greet Every Customer

Recommend an Item

No Wait
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FOUNDATION
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FOUNDATION
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FOUNDATION
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FOUNDATION
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FOUNDATION
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FOUNDATION
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FOUNDATION
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SAMPLING

• Hire right, Train Right

• Coach ambassador to deliver a Unique, Friendly Experience

• Set sales goals, follow up & Celebrate
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THE POWER OF SAMPLING

STORE Movement CSAT HOURS

226 699 91 28

254 610 95.4 28

438 480 94.1 25

812 474 93.9 27

35 332 96.4 27

STORE Movement CSAT HOURS

X 103 89 0

X 49 75.8 0

X 29 85.8 3

X 8 87.5 0

X 4 89 0
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TOTAL MOVEMENT – DISTRICTS: WEEKS at #1

Hilda Doushgounian 
& Team D43

Riverside County, CA

Steven Jaeger
& Team D41

South San Diego, CA

Michelle Colgrove 
& Team D46

North Phoenix, AZ

“Most importantly, all managers recognize when 

the sales ambassador achieved their goal and 

when natural sampling is happening in the store.”

“Our exceptional district Sales Captain builds 

relationships with Sales Ambassadors, setting 

them up for success through coaching and support.”

“Every day, our district Sales Captain provides an 

update to the team, along with recognition for 

performance weekly and quarterly.”

#1

#1

#1
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TOTAL MOVEMENT – STORES: WEEKS at #1

Billy Saunders
& Team #812

Oklahoma City, OK

Sevilla Burns 
& Team #226
San Diego, CA

Scott Her 
& Team #314
Denver, CO

“We set goals and develop a culture of selling with 

the right person as the Sales Ambassador. 

We include all team members in the goals and results, 

rewarding the team when we achieve them.”

“Hiring the right person is key for sampling 

event success. Our Sales Ambassador loves to 

engage with customers and takes the initiative to 

learn more about the products.”

“Hire the right person for the right role. We 

look for someone who is engages customers and 

has the competitive spirit and drive to reach 

stretch goals.”

#1

#1

#1
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THE MOVEMENT



% Greeted

96.5

95.5

92.7

90.6
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HOW ARE WE DOING?

% Greeted

93.8

91.9

91.7

91.0



“We listened to our customers and identified how we could 

genuinely help. Managers observe interactions, recognize good 

behaviors, and give one or two adjustments to improve future 

interactions. Role plays were used immediately after an 

observation, during huddles and during Manager Meetings.”

“Leadership starts at the top and when the team members 

recognize their managers “greeting and asking”, that ask is 

then trickled down to the team members and makes it a total 

store success.”

“Ensure we greet with sincerity, a smile, and make eye 

contact. Our Service Champion does an extraordinary job of 

keeping our district results at the forefront and offers ideas to 

keep our teams motivated to continuously improve upon 

building those relationships with our customers.”

19

DISTRICT GREETING RECOGNITION

Kendra Shaw
& Team D2

Orlando, Jacksonville, FL

Hilda Doushgounian 
& Team D43

Riverside County, CA

Michelle Colgrove 
& Team D46

North Phoenix, AZ
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STORES GREETING RECOGNITION

Steven Knott
& Team #645
Bradenton, FL

Christine Allen
& Team #447

Moreno Valley, CA

Joe R. Martinez
& Team #646
Apopka, FL

“In one of my recent huddles, I asked the team why do they 

think we are successful on customer greeting? They responded 

simply with ‘We lead with our value of Care.’”

“Through recognition, appreciation and a few laughs, our team 

and our customers enjoy coming back day after day. The team 

loves how we empower them to share their personal 

experiences and knowledge of our products with the Greet and 

Ask Program.”

“We stop to recognize team members for outstanding 

customer service and going above and beyond when helping 

customers.  As a store we focus on ensuring our customers are 

sincerely welcomed when they enter the store, asked if there is 

anything we can help them find.”
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EMBRACE COACHING & DEVELOPING OTHERS
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EMBRACE COACHING & DEVELOPING OTHERS
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EMBRACE COACHING & DEVELOPING OTHERS
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KEY TAKE-AWAYS
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GREEN CHIPS
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