
Enter for a chance for them to win $1,000

Do you know a Store Manager with Big Ideas?

DEADLINE: FEBRUARY 20, 2012

call For 
entries! 2012 FMI STORE

MANAGER AWARDS

celeBrate 
your store 
Manager

Dallas Convention Center | Dallas, TX | April 30-May 3
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Last year’s Store Managers recognized for 
their energy, passion and dedication were:

Shawn Commons,
PriceRite Supermarket

Reading, PA

Alan Bussey,
Brookshire Grocery Store

Tyler, TX

Kristi Masterson,
Hy-Vee, Inc.

Sioux Falls, SD

category a

category B

category c 

The FMI Store Manager Awards Program recognizes 

exceptional supermarket store managers who generate 

sales growth, provide great customer service, contribute 

to attaining company goals and are an integral part of the 

communities they serve.

The deadline to submit your 

account of superior store manager 

performance is February 20, 2012.

Visit www.FMI2012.com for program 

updates and complete information 

on FMI2012.



FMI recognizes store managers who ensure business 
success and community service with the FMI Store 
Manager Awards. We will honor nine of the best at 
FMI2012, April 30 – May 3, 2012 in Dallas, Texas. 
Tell us about the unique and creative ways that your 
store manager achieved positive growth and customer 
satisfaction over the past 12-18 months.

Include details about how the manager:

n Proved his or her ability to lead, mentor and motivate associates.

n Demostrated a balance between people skills and operations skills.

n Communicated company goals and store milestones to associates.

n �Executed innovative in-store programs and/or special events that improved 
overall customer service and community relations.

n Improved the financial performance of the store.

What are the prizes? 
Three finalists in each category will receive:

n Two complimentary registrations for FMI2012, April 30 – May 3, 2012

n Three nights’ hotel accommodations in Dallas

n �The three Grand Prize winners will be recognized and receive a crystal award  
and $1,000 each!

How do I enter?
Submit your entry form and story by February 20, 2012. 
Email is the preferred method of receipt. Send in your submission to Meredith Esbeck, 
mesbeck@fmi.org.

What are the categories?
Entries will be judged in the following categories based on company size. 

  Category A:  Small retailers: companies with 1 – 49 stores

  Category B: Medium retailers: companies with 50 – 199 stores

  Category C: Large retailers: companies with 200+ stores

Note: This is an FMI member–only program.



Rules & Regulations
All entries must be received by  
February 20, 2012.

n �The entry form must accompany your story 
and all sections must be filled out legibly.

n �You must include what category you are 
competing in and how many stores your 
company owns.

n �Stories must be 1,000 words or less.

n �Photos and/or copies of collateral may be 
included. No videos will be accepted and 
please keep materials to a minimum. Note: 
these pieces will not be returned to you.

n �All submissions must be typed or neatly 
printed. Preferred method of receipt is via 
email to Meredith Esbeck, mesbeck@fmi.org.

Eligibility
Story must be about a store manager who 
has been at the same place of business 
for at least one year. No stories about 
owners, public relations personnel or store 
employees other than the store manager 
will be accepted. The Store Manager Award 
Program is open to FMI members only.

Judging Criteria
All entries will be reviewed by FMI staff 
and judged by an outside panel of human 
resources professionals within FMI’s 
membership. Entries will be scored by the 
panel, resulting in the selection of nine 
finalists (three from each category) and 
three grand-prize winners.

Contact: 
Meredith Esbeck
Food Marketing Institute
2345 Crystal Drive, Suite 800
Arlington, VA 22202 
Phone 202.220.0728
Fax 202.220.0877
mesbeck@fmi.org

Scoring Criteria
Entries will be scored based on overall content 
and the store manager’s demonstrated ability to:

n �Generate sales growth and positively impact 
the overall business of the store. 
Statistics on growth/sales should be included.

n �Go above and beyond the ordinary in customer 
service and/or community relations.

n �Execute innovative in-store programs and/
or special events that improved overall 
customer service and community relations.

n �Show balance between his/her people skills 
and operations skills.

n �Execute and achieve goals with the store 
associate team.

n �Lead and/or mentor team members from 
their store.


