
This change in the culture of how people 

shop has influenced the behaviour of 

consumers, and what influences them to 

spend within the retail space. Retailers have 

had to adapt to these new conditions to 

meet these modern needs, in order to get 

their piece of the consumer pie.

How do retailers who operate delis and 

food-service facilities adapt to this new 

breed of consumer?

Call to action
The fast-evolving food space requires 

retailers to update their processes in 

an effort to prepare for the future of 

the industry. How does a retailer stay 

relevant to the fast-paced nature of 

today’s consumer, who is lifestyle-driven 

and prioritises personalised service? To 

determine if your brand has the essential 

characteristics of adaptability, ask yourself 

the following questions:

Is your housekeeping in order?
Are your health and safety procedures 

in order? The Listeriosis outbreak is an 

example of how vital this is.

■	 Is your knowledge of sustainable 

business practices up to scratch?

■	 Is the equipment you use to cook or 

produce food in line with modern 

cooking methods?

■	 Is your staff skilled enough to adapt to 

changing consumer needs?

■	Are your staff knowledgeable when it 

comes to the handling of pre-packed, 

refrigerated of heated foods?

If you are confident that your answer to all 

these questions are yes, you are probably 

on the right path. If not, there are several 

ways to change your approach. Consumers 

are educated, curious, and often demand 

immediate responses to questions they 

may have about your products or services. 

To operate a successful grab-‘n-go 

outlet, your staff must be equipped with 

knowledge and a thorough understanding 

of where your food originates from, 

whether it has been checked and by which 

health authority. This technical side of food 

service is relevant to consumers now more 

than ever as a result of the lifestyles they 

increasingly indulge in.

Consumers expect both chefs and 

service staff alike to understand concepts 

including, but not limited to, cooking times, 

quality and authenticity. They want food 

that expresses creativity and spontaneity. 

Staff should be able to up-sell products 

that are trendy and make informed 

recommendations to customers when it 

comes to healthy meals. 

If a customer believes that your staff 

understand their needs and are people they 

can trust, he or she will become a loyal 
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Sandton Convention Centre Executive Chef,  
James Khoza – President of SACA

FOODSERVICE

The revolution of the retail 
‘grab ’n go’ concept …

… a chef’s perspective
By James Khoza – President of SACA

Traditional supermarkets are fast being phased out by 21st century (information age) 

and millennial consumers, to whom these outdated concepts are no longer appealing. 

These consumers form part of the experience age, who value convenience, efficiency 

and quality service over all else.
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customer – and this adds to a retailer’s 

bottom line. Your staff can be revenue 

destroyers or revenue generators, 

depending on whether you as a retailer 

take a consumer-centric and relevant 

approach to their positions. The fast pace 

of modern life requires a transformation of 

the way retailers optimise their capacity. 

A unique approach should be taken to 

service delivery: freshness, crisp packaging, 

labelling, and a clean and neat display 

appeals to consumers and up-sells the 

products. A modern look is essential: move 

away from traditional setups to make 

way for a contemporary space. Train your 

staff through development programmes, 

which will prove key to the success of 

your business – the South African Chefs 

Association runs programmes that aim 

to up-skill chefs and educate in terms of 

running a kitchen efficiently. Whether a 

chef is employed by a business or acts 

as a consultant, these programmes will 

encourage participants to be the best 

entrepreneurs they can be in the kitchen.

The chefs programme funded by the 

National Department of Tourism in 

partnership with SACA, aims to prepare 

chefs to operate at all levels within the 

foodservice industry. Retailers can employ 

these chefs to enhance the experience 

of their customers, and in turn impact 

positively on the bottom-line. SACA-

trained individuals are often readily 

available to any prospective employer, 

and their foundation is one that prioritises 

efficiency and the effective delivery of 

quality products to consumers. 

Retailers always want to see where they 

can cut costs and produce food with a 

longer shelf life, but still create innovative 

and exciting new dishes to increase 

patronage in a retail environment. With 

the right people in the kitchen, this is 

absolutely possible.

SACA-trained chefs are trained to 

maintain high levels of hygiene, are skilled 

in customer etiquette (including the art 

of up-selling), and are passionate creators 

and innovators. The diverse set of cooking 

methods they employ are geared towards 

maintaining a food outlet that offers a 

variety of pre-packed, grab ’n go options; 

essentially allowing any dedicated retailer 

to become a restauranteur too.

If you want to tap into feeding 

consumers on the go, you need to 

understand them and ensure your offering 

meets their needs as well as enhancing 

your bottom line. With the rising cost of 

living, the prediction is that grab ’n go 

supermarket concepts will increasingly 

cater to consumers’ need for affordable 

meals. This means that retailers will soon 

gain an advantage over some free-standing 

restaurants. In today’s economy, consumers 

are driven by the desire for quality in 

conjunction with the need to save money.

At the end of the day, it is time for 

retailers to realise that they must invest 

in quality staff members, sourced through 

development programmes, and work 

towards creating viable partnerships in the 

future that will meet consumer demand 

and give such retailers access to a bigger 

slice of market share. An astute retailer 

would invest heavily in staff resources –  

in doing this, meeting the needs of the  

21st century consumer should be as easy 

as picking up a grab ‘n go meal.

Khoza is the president of the  
South African Chef ’s Association (SACA).





Feeding millennials
Supermarkets are raising the bar on their foodservice offerings 

and by doing so are attracting the attention of the coveted 

millennials, finds The NPD Group, a leading global information 

company. 

Restaurant-quality and fresh food, chef-driven menus, in-store 

experiences have given rise to the grocerant and inspiration to 

millennials to visit and spend, finds a recently released NPD report, 

A Generational Study: The Evolution of Eating

In-store dining and take-out of prepared foods from grocers has 

grown nearly 30 percent since 2008, and accounted for 2,4 billion 

foodservice visits and $10 billion of consumer spending in 2015, 

based on NPD’s ongoing foodservice market research. Over 40 

percent of the US population buys prepared foods from grocery 

stores, and while millennials use grocery stores less than other 

generational groups, retail foodservice is gaining traction with 

them, according to the NPD study, which examines the influence of 

age, generation, life stage, and values on current and future eating 

behaviors.

Consumers rate visits to grocerants higher than traditional quick 

service restaurants (QSRs) on variety and healthy options. These 

attributes are among the most important motivators of purchase 

and customer satisfaction to prepared foods consumers. Grocery 

prepared foods are also rated higher on freshness and quality, which 

are attributes particularly important to millennials, and NPD finds 

freshness will remain an important factor in Millennials’ eating 

behaviors as they go through their life stages.

Another way in which grocerants are appealing to millennials is 

by offering them an experience. Many grocers now offer restaurant-

quality food at a lower cost than full service or some fast casual 

restaurants, and specialty categories like Asian, seafood, Italian, 

Mexican and barbeque. Grocery stores are aiming to cater to all 

dining needs, including hot, custom-prepared grilled meat, food 

bars, soups, and sushi. A growing number of grocery stores provide 

comfortable, casual seating for in-store dining and some a full-

service restaurant.

“Millennials’ interest in the benefits and experience supermarket 

foodservice offers will continue to be strong over the next several 

years,” says David Portalatin, vice president, industry analysis at 

NPD Group. “This forecast bodes well for food manufacturers and 

retailers who have their fingers on the pulse of what drives this 

generational group. Give the Millennials what they want — fresh, 

healthier fare and a decent price – and they will come.”
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Find Listeriosis  
before it finds you!

Scicorp Laboratories is SANAS 17025 accredited  
and performs AFNOR and AOAC certified tests.

Contact us
Phone: +27 33-386-1560
Email: anneke@scicorplab.com
www.scicorplab.com

Our scientists use the leading European Listeriosis test 
from Eurofins GeneScan (real-time PCR method)  

to get accurate results faster.

New super fast and super sensitive 
testing service gives you results 
within 24 hrs of sample receipt

Rapid testing
24-hour turnaround time – compared to 4-6 days 

through conventional tests.

Unique in South Africa
Differentiates between Listeria monocytogenes  

(the killer) and other less harmful Listeria species.

Super sensitive
Detects as little as 1–3 colony forming units  

per sample.

Enumeration
Cell counts can be done on request.

Test what? 
We offer both processing environment  

and product testing.
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What is  
a vegetarian?
A vegetarian is someone who lives on  

a diet of grains, pulses, legumes, nuts, seeds, 

vegetables, fruits, fungi, algae, yeast  

and/or some other non-animal-based 

foods (e.g. salt) with, or without, dairy 

products, honey and/or eggs. A vegetarian 

does not eat foods that consist of, or have 

been produced with the aid of products 

consisting of or created from, any part 

of the body of a living or dead animal. 

This includes meat, poultry, fish, shellfish, 

insects, by-products of slaughter or any 

food made with processing aids created 

from these. 

What is  
a Vegan?
Veganism is not simply a definition of 

a diet, but a way of living. “The word 

veganism denotes a philosophy and way of 

living which seeks to exclude — as far as 

is possible and practicable — all forms of 

exploitation of, and cruelty to, animals for 

food, clothing or any other purpose; and 

by extension, promotes the development 

and use of animal-free alternatives for 

the benefit of humans, animals and the 

environment. In dietary terms it denotes 

the practice of dispensing with all products 

derived wholly or partly from animals.” 

– Vegan Society of the UK definition of veganism.

bPlus Label Printing scale
Small details. Big difference.
bPlus is perfect for retailers who are looking to invest wisely in future-proof weighing technology 
that will help them focus on what really matters: sales and profit.

• Various printing options

• Built-in fixed wireless communication

• Insect-proof housing

• QR barcode printing

• USB mass storage

bPlus Label Printing scale
Small details. Big difference.
bPlus is perfect for retailers who are looking to invest wisely in future-proof weighing technology 
that will help them focus on what really matters: sales and profit.
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