
ISSUE ONE, VOLUME THREEISSUE ONE, VOLUME THREE

Suzanne Schmitz:
Growing with Save-A-Lot 

in upstate New York

Save-A-Lot’s success stories
PAGE 2

Let’s talk ownership!
PAGE 3

Suzanne Schmitz: 
Learning from experience

PAGE 4

Ahsan Alahi and 
Raza Chaudhary: 

Sold on supermarket support
PAGE 6

Become a Save-A-Lot owner!
PAGE 8



2ISSUE 1, VOL. 3 WWW.SAVE-A-LOT.COM/OWN

Save-A-Lot’s success stories
Thanks to our complete retail program, Save-A-Lot is far from being a 
typical wholesaler. Sure, we supply product to our licensed retailers from 
our 16 strategically located distribution centers. But we also operate hun-
dreds of company-owned retail stores, which has allowed Save-A-Lot to 
build strong support programs—many of them free—that strengthen our 
entire network of 1,300 licensed and company stores.

During the past 35 years, we have worked to develop innovative new 
concepts and products to meet our customers’ needs and to help our 
retail stores and licensed retailers grow their businesses. And unlike a 
wholesaler, Save-A-Lot doesn’t operate its service departments as profit 
centers—we charge retailers only what it takes to provide the service. 

In this Grocery Entrepreneur issue, you will read about how the Save-A-
Lot retail program has been instrumental to the success of retailers like 
Ahsan Alahi and Raza Chaudhary (featured on page 6), convenience 
store owners who found it a challenge to operate and compete as a tradi-
tional grocery store. Our important outreach and advocacy for minority 
and women owners and operators, led by Save-A-Lot veteran employee 
Rachel Burse (interviewed on page 3), also enables us to broaden the market potential for our stores. In New 
York state, Suzanne Schmitz (featured on page 4) talks about how she began her career as a Save-A-Lot 
cashier in 1999 and now owns and operates three Save-A-Lot stores, with plans for more.

Ultimately, Save-A-Lot’s mission is to make a positive difference in the lives of both our owner/operators 
and our customers by saving them money and time. Save-A-Lot stores strive to provide a positive shopping 
experience with great food, great prices and great people. While we are always mindful of costs and efficien-
cies, in the end our decisions and actions are guided by how we can best meet the needs and wants of the 
value-seeking consumer.

If you are a grocery or convenience store entrepreneur and are considering diversifying your existing retail 
portfolio, please read on for more information about becoming a Save-A-Lot licensee. We have single-store 
and multi-unit development opportunities in select markets nationwide. And remember that along with our 
retailer support programs, we are offering an ongoing financial incentive of a minimum $200,000 per new 
store developed. We look forward to hearing from you. 

Sincerely,

Brandon Thompson
Vice President of License Development
Save-A-Lot Food Stores
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Save-A-Lot offers entrepreneurs the ability to compete 
effectively in today’s ever-changing grocery industry. In 
her role developing minority and women store owners, 
veteran associate Rachel Burse is seeking new business 
owners to take advantage of the Save-A-Lot store owner-
ship program. The program provides the opportunity to 
own a grocery store with an efficient business model and 
the ability to offer customers exclusive, quality private 
label brands.  

“We’re looking for entrepreneurs and problem solvers 
who have a passion for retail and helping communi-
ties provide fresh food,” says Burse, who has worked in 
management positions with Save-A-Lot for more than 35 
years. “Our business model is designed to help retailers 
grow in the grocery industry.”  

In fact, Burse’s role in developing business through rela-
tionships with prospective owners supports the strategy 
to help grow the company’s ownership base.  

Flexible product offerings

Save-A-Lot operates more than 1,300 stores in urban 
and rural communities.  Approximately 70 percent of the 
Save-A-Lot stores are owned and operated by individual 
entities under a licensed retailer program.

“We actively pursue new store locations in neighborhoods 
that are largely overlooked by our competitors,” says 
Burse.  

The licensing agreement allows for some flexibility 
in product offerings. Save-A-Lot’s edited assortment 
concept allows owners to offer specialized products their 
customers want, such as Hispanic products. 

“We want to protect our Save-A-Lot brand of great food 
and great prices, but there is an opportunity to offer 
products relevant to the local community,” she says. “The 
edited assortment concept works because it provides for 
basic grocery needs like eggs, bread and milk, while de-
livering great savings of up to 40 percent compared with 
conventional grocery stores.” 

The ownership opportunity

“Save-A-Lot independent store owners benefit from our 
large-scale buying power, efficient distribution system 
and internal support systems, equipping them with the 
tools needed to deliver value and savings to customers 
across the country,” says Burse.

Save-A-Lot stores offer exclusive brands, some national 
brand products as well as USDA-inspected beef, pork 
and poultry and fresh produce. “We have a niche in the 
marketplace that’s rather difficult for other retailers to 
duplicate. Our program provides one of the few opportu-
nities for investors to own a grocery store,” says Burse.  

For more information and investment details, contact 
Rachel Burse at (314) 592-9260 or by email at 
rachel.burse@savealot.com. GE

Save-A-Lot food stores: 
Let’s talk ownership!
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LEARNING FROM 
EXPERIENCE
SUZANNE SCHMITZ:

“It was a former supermarket that had been closed for many years before the 
Horrigan family bought the building,” Schmitz remembers. “I started as a 
cashier and then worked my way up. In my two years at that store, I was a 

When 16-year-old Suzanne Schmitz 
was looking for her first summer job 
in 1999, she jumped at the chance to 
work at a new Save-A-Lot store in her 
hometown of North Collins, N.Y., a 
small town just outside of Buffalo.

Save-A-Lot Store Snapshot
OPERATOR: Suzanne Schmitz

NUMBER OF STORES: 3

LOCATIONS: New York state

FIRST STORE OPENING: 2010

LEARNING FROM 
EXPERIENCE
SUZANNE SCHMITZ:

When 16-year-old 
was looking for her first summer job 

NEW YORK

SAVE-A-LOT OWNER 
SUZANNE SCHMITZ

Buffalo
Rochester✫

✫
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produce clerk and then an assistant manager.”

By the time she started college, Schmitz knew the grocery 
business was in her blood. So after she earned her degree in 
business management from the University of Buffalo, she 
hit the road as operations director for the Horrigans’ five 
upstate New York Save-A-Lot stores for two years. 

Opening up new opportunities

In 2010, Schmitz took the big step of opening her own 
Save-A-Lot store in Mount Morris, N.Y, in partnership 
with Mike Horrigan. “He was the most actively involved 
with his family’s stores and taught me basically everything 
about the business,” Schmitz says. 

Her second location, also a Schmitz/Horrigan partnership, 
debuted in West Seneca, N.Y., in November 2011.

“The two stores are very different,” she says. “Mount Morris 
is a small rural community that reminded me very much of 
my hometown. West Seneca is a large suburb just outside 
Buffalo with a dense population and many other supermar-
ket chains in close proximity. The store layouts are basically 
the same, but the product mix is very different.” 

With two businesses under her belt, Schmitz began scout-
ing locations for a third store. The 31-year-old’s newest 
venture—and the first that’s all her own—was set to open in 
March in Ontario, N.Y., a Rochester suburb 90 minutes east 
of her home in Buffalo.

She has also signed a lease for a fourth Save-A-Lot in Blas-
dell, N.Y., which is scheduled to open in late summer. “This 
is a location just outside Buffalo that became available just as 
I was getting started at Ontario, and I couldn’t pass it up,” 
Schmitz says, noting that Horrigan will again be a minority 
partner in the Blasdell store.

The local advantage

“What I love most about Save-A-Lot is that their licensee 
program allows the stores to be more like locally owned 

neighborhood grocery stores, as opposed to giant corporate 
cookie-cutter stores,” she says. “Save-A-Lot is like a business 
partner to us. They provide great products and many other 
kinds of support as needed, but also let us tailor our stores to 
the unique communities and customer bases that we serve.”

Daniel Patrick, Save-A-Lot’s licensed market development 
manager for New York, Pennsylvania and West Virginia, 
says Schmitz’s work ethic is the catalyst that has helped turn 
opportunity into success. “Suzanne is successful because she 
is actively involved with the day-to-day operations. She is a 
true owner-operator who sets the bar high for her leadership 
team and valued associates,” says Patrick. 

Schmitz says she sees even more expansion on the horizon 
for herself.  “Save-A-Lot is very focused on growth right 
now, and with the Licensed Store Incentive Program they 
are offering, it’s a no-brainer for me to continue growing my 
own chain of stores,” she says. 

Her quick ascent through the Save-A-Lot ranks has also 
sparked a desire to help those just embarking on grocery 
careers. “We recently promoted one of our store managers, 
Jessica St. John, to a new district manager position for our 
group of combined stores,” Schmitz says. “Her story is much 
like mine; she started working for Save-A-Lot 10 years ago 
as her first job. I hope that I can someday help her become 
a store owner in the same way that the Horrigan family 
helped me.” GE
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SOLD ON  
SUPERMARKET SUPPORT

AHSAN ALAHI AND RAZA CHAUDHARY:

“I grew up in Pakistan and moved to the United 
States at the age of 20 to follow the American 
dream,” Chaudhary recalls, and Alahi immi-
grated when he was 23.

The co-workers formed a friendship that 
blossomed into a business partnership, and in 
1999 they moved to Sioux City, Iowa, to buy 
and convert a gas station-mechanic shop into a 
convenience store. “It was much easier to start a 
business there,” Raza says of the pair’s decision 
to relocate from California.

By 2010 the partners had opened seven conve-
nience stores in Sioux City and Omaha, Neb., 
and then set their sights on supermarkets for 
their next business venture.

“We felt it would be a natural transition to turn 

Working together at a gas station in 
Sacramento, Calif., almost 20 years 

ago set Raza Chaudhary and Ahsan 
Alahi on a path they hardly could 

have envisioned when each left 
Pakistan as a young man.

Save-A-Lot 
Store Snapshot

OPERATORS: Ahsan Alahi 
and Raza Chaudhary 

NUMBER OF STORES: 1

LOCATION: Sioux City, Iowa

STORE OPENING: 2013

SAVE-A-LOT 
OWNERS AHSAN 
ALAHI (LEFT) AND 
RAZA CHAUDHARY

IOWA

Sioux City✫



towards grocery stores,” Chaudhary says of the partners’ de-
cision to open the Select Food Market in Sioux City in early 
2011. But operating a traditional grocery store presented 
challenges they hadn’t faced with their c-stores.

“When we had the Select Food store there was a lot more 
overhead—we were used to c-stores where you only needed 
one or two people [working at one time],” Alahi says. 

In addition, it was tough to negotiate prices as a single stand-
alone store, says Chaudhary, and that ultimately led them to 
Save-A-Lot in 2012.

“I visited a Save-A-Lot and was immediately impressed  
with their prices and the overall ‘wow factor’ of the store,”  
Chaudhary explains.

The Save-A-Lot conversion 

Dick Koop, Save-A-Lot’s licensed development manager, 
Midwest, remembers meeting Chaudhary and Alahi for the 
first time.

“They contacted Save-A-Lot looking into our program,” 
he says. “I did a demographic study and determined their 
store would be a good opportunity for us. But it was a long 
distance from our distribution facility in Edgerton, Wis.” 

After he determined how to offset the cost of transporting 
groceries to Sioux City, however, Koop knew the project 
could work. 

Chaudhary and Alahi had some initial concerns of their 
own, he recalls. “They didn’t think our format allowed for 
the ethnicity in the area. They had many Hispanic and 
Asian customers, and asked if we would allow them to go 
above and beyond in their product selection,” Koop says. 
“We did more research and found there was a huge number 
of ethnic consumers that we hadn’t accounted for. It was a 
little bit out of our box, but we allowed it.”

Catering to local tastes

Save-A-Lot’s core program, for 
example, calls for an approxi-
mately 16-foot run of Hispanic 
foods. “They went to 28 to 
32 feet and offered a deeper 
assortment, but they tried to 
stay with our concept—not five 
kinds or sizes of jalapeños, for 
example, but more variety of 
products,” Koop explains.

Inventory at the store, which reopened as a Save-A-Lot in 
June 2013, also includes sticky rice and different kinds of 
noodles that its Asian customers prefer, as well as kosher 
products and halal meats for the local Muslim community. 
“We cut our own meat, which Save-A-Lot encourages, 
so we can provide more of the cuts local customers want,” 
Alahi says. 

The Sioux City store’s biggest evolution from traditional 
Save-A-Lot inventory is its produce department. “Typically 
we offer about 100 produce items,” says Koop. “They took on 
30 to 35 more things we don’t carry, mostly an extension of 
fruit and peppers. I was quite amazed at their aggressiveness. 
We typically order 10 to 15 cases of tomatoes; they ordered 
90 cases! I think that helped their business because it fits the 
demographics of the area they operate in.”

A successful transition

Along with better pricing and the resulting profits, Save-A-
Lot’s business model is one of the biggest benefits of the new 
partnership, say Chaudhary and Alahi. Save-A-Lot support 
includes a team to help on the front end with the concept 
and opening, and an operations team for assistance after a 
store is up and running.

Thanks to the success of the new Sioux 
City Save-A-Lot store, both business-
men have expansion on their minds. 
“We want to take things slow for now, 
but are looking into opening another 
store in the future,” says Chaudhary.

Whenever they expand, though, there 
will be a Save-A-Lot banner on the new 
store, they say.

“Save-A-Lot helps us with all of the 
challenges that come with the grocery 
industry,” says Alahi. “Our customers 
are happy, and we’re happy!” GE
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✱ 

✱ 

BECOME A
SAVE-A-LOT

OWNER!

Save-A-Lot by the numbers
✱ More than 1,300 stores nationwide

✱ 70% of locations owned and operated by independent 
licensed retailers

✱ Target neighborhoods with annual household income 
under $45,000

✱ Average store size: 15,000 square feet

✱ Fewer than 2,500 SKUs per store

✱ 16 distribution centers across the country

✱ Prices up to Prices up to 40% lower than conventional supermarkets lower than conventional supermarkets lower than conventional supermarkets

The Save-A-Lot  The Save-A-Lot  
support advantage
✱ Market and consumer research

✱ Site selection and development assistance

✱ Owner, manager and associate training programs

✱ Advertising, public relations and information  
technology programs

✱ Store opening assistance and ongoing operations support

✱ Integrated distribution center system

With a proven hard discount, carefully 
selected-assortment business model, 
Save-A-Lot offers entrepreneurs the ability 
to compete effectively in today’s ever-
changing grocery industry.

And there’s never been a better time to be a Save-A-Lot licensee: 
Save-A-Lot is now offering a Licensed Store Incentive 
Program for all new and converted licensed stores. The amount 
of the incentive for each store will depend on the specific terms and 
financial considerations of each project, but will be a minimum of 
$200,000 per new store.

If you have a proven track record of successful experience in grocery 
or other industry management, Save-A-Lot would like to talk to 
you about becoming a store owner. Here’s how you can take the 
next step toward a rewarding entrepreneurial opportunity as a 
Save-A-Lot licensee:

Contact Eric Hunn, Save-A-Lot License Development, at 
eric.v.hunn@savealot.com or at (314) 592-9446.
Visit the Save-A-Lot website at www.save-a-lot.com/own for 
more detailed information about becoming a Save-A-Lot owner.




