
According toe Joe Santo, the store manager, 

the secret of their success is good deals 

and good customer service. Staff member 

are constantly on the shop floor, engaging 

with customers, helping them find items 

and making them aware of promotions and 

specials.

“We embrace the Big Save ‘Good Life!’ 

slogan and work very hard to give our 

customers exactly that.”

The store at the Johannesburg Market is 

the seventh Big Save store and the group 

is expanding rapidly, with a similar store 

at the Tshwane Market, which has been 

trading since 1997.

The store is only 1 000m2 in size, 

including storage, and it is a constant 

challenge to optimise the space in a way 

that is best for the customers and the 
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The store is only 1 000m2 in size, including storage, and it is a constant challenge to use the space 
optimally. The store is still being restructured to bring in more shelving, more checkouts and 
better display units.

Saving BIG at the Joburg Market

Staff member are constantly on the shop floor, engaging with customers, helping them  
find items and making them aware of promotions and specials.

Last year, the supermarket group Big Save became partners in an existing store  
at the Johannesburg Market and managed to improve the turnover by three-and-a-half times  

in just a few months.



and competition is rife. But, says Santo, the 

Big Save recipe works and customers are 

happy to support the store. 

The store has some retail customers, but 

sells only in bulk.

“Our prices are based on wholesale, so 

we will loose money if we sell single items,” 

Santo says.

The store has a mixed customer base 

and includes everything from spaza-shop 

owners to owners of bigger supermarkets.

Stock is mostly bought from the Big Save 

distribution centre, but store managers can 

choose their own suppliers. The Big Save 

head office also help managers to find 

suppliers when necessary.

The store currently has 17 full-time 

employees, managers included, and the 

trading hours are from 05:30 to 15:00 

seven days a week to coincide with the 

hours of the fresh-produce market on the 

same premises.

store owners. There are no different 

departments, such as a bakery or a 

butchery, because the limited space simply 

does not allow for it. Santo says he would 

definitely like to increase the size of the 

store if the opportunity to do so arises.

He says they are still restructuring the 

store and the aim is to bring in more 

shelving, more check-outs and better 

display units.

“We want the store to be more attractive 

and visually pleasing for our customers,” 

he says.

The store currently have two check-

out points where items are scanned and 

customers receive a slip, and one secure 

payment counter where they pay for their 

purchases. 

“About 70% of our business is cash, 

so we need to pay a lot of attention to 

security. We make use of a cash machine 

from ABSA to make sure our cash is safe,” 

says Santo.

“Because our customers buy in bulk, they 

spend large amounts of money with us.”

The store does mostly wholesale 

business and is aimed at retailers who visit 

the Joburg Market to buy groceries for their 

stores. The area is packed with wholesalers
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 The store sells mostly wholesale to retailers with their own shops



Santo says they are busy every day of 

the week, except for Mondays when it is a 

bit quieter after the busy weekend. 

The store runs a promotion once every 

month and it runs for the whole month. 

Leaflets are printed and distributed to 

customers at the entrance of the store. Text 

messages are sent to regular customers 

and specials are also advertised on a 

promotional trailer that is parked outside 

the store. Social media is also used to 

promote the Big-Save brand.

Santo says he is very happy with the 

store’s progress.

“Although we still have a lot of work 

to do, we have managed to implement 

a number of improvements and we have 

increased the turnover by quite a margin.”
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The store currently has two check-out points where items are scanned and customers receive a slip,  
and one secure payment counter where they pay for their purchases.

Specials are advertised on  
a promotional trailer that is parked 
outside the store.

There is a fridge for deli items. There are no different departments, such as a bakery  
or butchery, because the limited space simply does not allow for it.



The store has a mixed customer base and includes everything from spaza-shop owners  
to owners of bigger supermarkets.

The BIG SAVE group trades in food 

and liquor across seven outlets and 

one distribution centre allocated in the 

greater Tshwane area that serves both the 

wholesale and retail market in South Africa.

Big Save prides itself in offering the best 

prices across a wide range of brands. Bulk 

volumes are available to traders, serving the 

wholesale market, and smaller quantities 

are available to the retailer. 

Five stores are situated in the greater 

Tshwane area: Big Save Waltloo, Big Save 

Hammanskraal, Big Save Mabopane, Big 

Save Tshwane Market Wholesaler and 

Big Save JHB Market. Big Save Evaton 

(Vaal Triangle) and Big Save Marble Hall 

(Limpopo) recently opened in these areas, 

as the Company begins its expansion 

strategy across South Africa. 
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Stock is mostly bought from the Big Save distribution centre, but store managers  
can choose their own suppliers.

The area is packed with wholesalers and competition is rife. But, says Santos,  
the Big Save recipe works and customers are happy to support the store.

Big Save also has its own private-label 
products.

The store has some retail customers, but sells 
only in bulk


