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Gabe Trahan

Gabe Trahan has attained a combination of retail and wholesale experience that now spans over
30 years. Twenty-three of those years were with City Drug Stores (a very successful 14 store
independently owned chain of pharmacies). While with City Drug, Gabe held every position
but pharmacist, including human resources manager for 150 employees, a buyer, director of
advertising and operations manager. His expertise in store layout and product mix has played
an important role in the success of a number of independent stores ranging from 800 to 15000
sq. ft. While he held the position as the Director of Store Design and Merchandising for
Promotions Unlimited he found himself traveling from coast to coast conducting seminars on
the keys to successful front-end merchandising. In just eight months Gabe traveled in 101

airplanes helping independent storeowners improve and increase their front-end business.

He has given seminars in major locations such as Milwaukee Wisconsin, Indianapolis Indiana,
St. Louis, Missouri Tulsa, Oklahoma, Boston Massachusetts, Racine Wisconsin, Evansville
Indiana, Altoona Pennsylvania, Hilton Head Island South Carolina, Las Vegas Nevada, Atlanta
Georgia, Nashville Tennessee, Spartanburg South Carolina, Houston Texas, Reno Nevada, the

Bahamas, Aruba and Puerto Rico.

In his free time, as an independent consultant, Gabe has had hands on experience with
rejuvenating the front-ends of drug stores as far west as the Napa Valley, California and as far

east as Orno Maine.

Gabe is an Advisory Board Member and Writer for Retail Pharmacy Magazine and sits on the

board of directors for Chain Drug Marketing Association.

Currently he is the Director of Retail Services for Burlington Drug Company, an independent
wholesaler. His experiences and observations from working both in the retail and wholesale
ends of the Drug Store and Varity industry has given him invaluable insight and understanding

of what is needed to create a successful independent.

Gabe Trahan is the youngest of 10 children. He lives with his wife Carmen and daughter
Katherine in Northern Vermont. Their son Nicholas is an artist for Nintendo of America and

lives in Seattle Washington.



Educational Objectives

Presentation Title: Use Your Front-End To Drive Customers Into Your
Store! 2006

Name of Presenter: Gabe Trahan

Objectives:

1.
2.
3.

Be empowered to take a detailed and objective look at your front retail services.
Create a marketing advantage utilizing OTC price strategies.

Identify merchandising opportunities that will fill your customers’ needs and
encourage impulse, companion and planned sales.

Customize OTC categories in a manner that will increase turns and profit.
Recognize possible out-front layout flaws that maybe causing poor customer
traffic flow.



NCPA October 2006

Category Evaluation Form

Category Presently| Recommended Notes

Analgesics

Antacid / Laxatives

Apothecary (Easy Dose)

Baby / Diapers

Books / Magazines

Braces

Candy & Snacks

Chemicals

Cosmetics

Cough & Cold

Deodorant

Diabetic

Diet

Dollar

Durable Medical

Eye/ Ear

Family Planning

Feminine

Film & Batteries

First Aid

First Years

Food

Foot

Gift Books

Gifts

Greeting Cards

Hair Accessories

Hair Appliances

Hair Care

Health Books

Homeopathy

Hosiery

Implements (nail clippers)

Incontinence

Men's

Miscellaneous

Speaker contact info: Gabe Trahan 802-893-5105 ext 326 gabe@trahan.net
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Category Evaluation Form

Category Presently Recommended Notes

Oral Hygiene

Paper Products

Party Supplies

Reading Glasses

School & Office

Seasonal

Skin Care

Smoking Sensation

Soap - Bath- Sunscreen

Sugar free

Sun Glasses

Toys & Hobby

Travel / Trial Sizes

Vaporizers

Vitamins / Herbs

Wheelchairs etc.
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Category Evaluation Form

Category

 Presently | Recommended |

Notes

Speaker contact info: Gabe Trahan 802-893-5105 ext 326 gabe@trahan.net
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NCPA STORE REPORT CARD

Store Name:

Date:

Employee Name:

Outside Signs:

Front

Sides

Condition / Timer

Outside Lighting:

Windows:

Parking:

Employees

Customer

Sidewalk:

Front Entrance:

Door (s):

How many signs can be removed?

First Appearance:

Landing Area

End-Caps

Shopping Carts / Baskets

Indoor Lighting

Carpet

Employee Position

Front Checkout(s):

Position / Size

Appearance

Product Mix

Seasonal/ Promotional Area:

Speaker Contact Info: Gabe Trahan 802-893-5105 ext 326

gabe@trahan.net
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NCPA STORE REPORT CARD

Store Name: Date:

Overall Layout:

Width of Aisles

Length of Aisles

Spinners / Floor Displays

Perimeter Signage

Interior Color Scheme

OTC Presentation:

Department Sizes (see form)

Related Category Placement

House Brand Presence

New Item & House Brand Signs

Missing Shelf Labels

Location of Price Labels

"Never Out" Indicators

OTC Out Dates:

OTC Short Dates:

OTC Zone Pricing:

Pharmacy Location:

Appearance

HIPA Compliance

Waiting Area

Gift Department:

Pricing Policy

Overall Display

Gift Boxes Availability

Date of Last Reset

Greeting Card Department:

Location

Overstock

Estimated Inventory:

Average cards in pocket x 2 x # of pockets high x average retail x running feet.

Example: 6 x 2=12 x 13 = 156 x $2.50 = $390.00 x 60ft.= $23,400.00
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NCPA STORE REPORT CARD

Store Name:

Date:

Speaker Contact Info: Gabe Trahan 802-893-5105 ext 326 gabe@trahan.net
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NCPA STORE REPORT CARD

Store Name: Date:

Cooler, Candy, Snack & Food Departments:

Location

Selection

Pricing

Russell Stover /Premium Candy:

Outdates / Inventory

Employees:

Customer Service

Productivity

15 Minute Jobs:

30 Minute Jobs:

1 Hour Jobs:

Page 4 of 5




NCPA STORE REPORT CARD

Store Name:

Date:

Speaker Contact Info: Gabe Trahan 802-893-5105 ext 326 gabe@trahan.net
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Learning Assessment Questions

Presentation Title: Use Your Front-End To Drive Customers Into
Your Store! 2006

Name of Presenter: Gabe Trahan

1. Retail pricing on OTC items can be adjusted by:
a. Fine Line Class
b. Department
c. Individual SKU’s
d. All of the above
2. The most price sensitive categories found in OTC’s are:
a. Health Related
b. Personal Care Products
c. Durable Medical

3. Category velocity (sales reports) are best used when based on:
a. Unit Sales
b. Dollar Sales
c. Total Sales

4. Creative cross merchandising will have a greater impact on:
a. Impulse & Companion Sales —
b. Companion & Planned Sales
c. Impulse & Planned Sales

5. The number one area in a store for an impulse sale is the checkout
counter, the number two spot is:
a. Middle Aisle
b. Back Wall
c. End-Caps



Learning Assessment Answers
Presentation Title: Use Your Front-End To Drive Customers Into
Your Store! 2006
Name of Presenter: Gabe Trahan

AnNswers:
1. d

ok wN
oo oo
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