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A letter from the President/CEOQ

Ron Divin
announces

Tom’s Today

A number of Distributors have requested a
newsworthy publication. As a result, we will he
publishing “Tom's Today" each quarter. If vou
would like to provide suggestions, etc. for upcom-
ing issues, tell your ASM or Division Managers and
they will pass it on to the appropriate people.

I have been generally keeping you up to
date in my Distributor letters. So far, Tom's has
met or exceeded its 4 172 year (last half 1995-
1997) wrnaround plan. We still have a way to go
to generate industry standard financials but with
vour help we will make it.

The new team we put together is working

well. Our reporting systems have been substantially

improved. New/revised products are generating an
ever increasing proportion of sales. In addition,
the new customer service center concept contin-
ues to be rated highly by most of vou. It sure has

reduced confusion and double work at Tom's cen-
tral. Increasing sales are having very positive effi-
ciency benefits at all our plants,

My family really enjovs Columbus and I
enjoy Tom's. You all told me it was a “different”
company and boy you were right but, it sure is fun!

Finally, I want to thank vou for your sup-
port, kind words/thoughts and pro-active
approach to your relationship with Tom's.

Thanks for the business and Good Selling!!

Ron Divin
President/CEQ




Today

Contents

Published Quarterly By:
Tom's Foods

PO, Box 60

Columbus, GA 31902

Send your Illl".L‘\.".‘-ll;,':.'.I‘.\“IJ:].\
for future Tom's Today issues

lo the attention of Jim Dowis

Bold New Look — Same Great Taste
Tom's Updates Potato Chip Packaging

Crunch Time
Cookie Sales are Soaring at Tom's

Distributor News
What's Happening with You

Distributor Profile
Meet the Folks at Credeur Distributing Co,

“Big Tom’s” Driver Keeps on Trucking
Driver Bobby Robinson Puts in the Miles

Stepping Out of Route Truck Injuries
Keep Injuries to a Minimum by Stepping Righi

It's a Gold Rush
Tom'’s Finds the Gold in Pretzel Production

Generals of the Alamo City
Patrick O'Ferrall, Inc., Attacks the Market

What's Important in Hiring People?
The Right Information Leads to the Right Emplovees

New Distributors
Welcome to all the New Distributors

The Regional Corner
Region Il Makes Some Changes

Customer Service Department Puts Service in the Forefront
Newly Consolidated Service Department Makes Tom's Service Easier

Team Work — It Pays Off!
Florida Commissaries Load Up With Tom’s

Extras
The Toms Game

Snack Break!

Page 2

Page 3

Page 4

Page 6

Page 8

Page 9

Page 10

Page 12

Page 14

Page 15

Page 16

Page 18

Page 20

Page 20

Page 21

Page 21




Product News

Bold New Look -
Same Great Taste

Tom's great line of potato chips  expectations of freshness, taste
gets an exciting fresh new look, a and that great crunch they've come

look designed to catch the con-  to expect from Tom's.
sumers’ eve and communicate that 1997 marks the 72nd
the product inside will meet their — vear that Tom's has been in busi-

ness — a long history in the highly
competitive snack food arena, But
potato chips, corn chips and all
the other salty snacks didn't
become part of the Tom's list of
manufactured  products  untl
1960, with the purchase of the
Tom Black Company located in
Knoxville, Tenn,

Over the vears since
Tom's pot into the potato chip mar-
ket, the bags have taken on many
looks, from an open window and
the sharp cornered Tom'’s triangle,
to the rounded triangle and the
familiar Tom's swirl. o “Great
American” in the 80s and now 10 2
bold new look. All the packages
boast @ big Tom’s logo, combined
with exciting colors. The new
Ripple Chip bags also got a great
new look with appetizing pictures
of the chips.

The first move was (o
make the change on the 99-cent
line of chips. You'll be seeing the
changes on the 59-cent and single
serve packages over the next sev-
eral months.
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fom's new line-up of
great crispy, crunchy hite-size
cookies are off w a fast start in
1997, Sales are up a whopping

244 percent and we've only

scratched the “cookie sales sur-

face.” Tom’s Mt. Chocolate Chip
cookies with all new packaging
graphics and 40 percent more
chocolate chips have helped prove
that vou build quality sales with
quality products.

But while chocolae chip
cookies are the industry leader,
Tom's offers a great tasting cookie
for every taste. A peanut company
without a peanut cookie wouldn't
make any sense, and we've got a
EB. Chip — a cookie loaded with
peanut butter and crushed peanuts
for that homemade peanut cookie
taste. For the person that really
wants to satisfy their sweet tooth,

Tom's Confetti meets the demand —
a sugar cookie loaded with multi-
colored candy chips.

can't

But vou forget

chocolate  lovers, and  Tom's

Double Fudgies are loaded with
chocolate chips. Also, two long
time favorites got a face lift
Animal Cookies oot an all new
look, and with only a minor
change the product is now low fat
but with the same great taste.
Vanilla Wafers also got a new look
to catch the consumer’s eve and
help generate plus sales

It's a strong line of cook-
ies that can be seen in almost every
Tom's vending machine, but retail
represents a huge opportunity and
with our improved quality and
packaging we can now compete
with the cookie competitors in C-
stores and the independent retail-

ers from coast o coast.

Cookie Facts

The cookie/cracker mar-
ket is a $9 billion industry and has
grown by almost 60 percent over
the past 10 years. The industry is
bigger than all potato chip, corn
chip and tortilla chip sales added
together. While we have made
good strides in vending, we haven't
scratched the huge single-serve
retail opportunity. And while there
fierce

are some competitors,

Tom's through vou is one of the
only companies that provides

store-door cookie service.

Recipe for Success
Tom's Mt. Chocolate Chip Cookies
— Nerves 10,004
#500 Ibs. all white flour
#220) Ibs. sugar
» 2506 cups of water
= 160 Ibs. pure vegetable oil
= 1,250,000 mini pure chocolate
chips
* Molasses, butter flavor and
vanilla to taste,

Blend all ingredients, adding water slowly. Place
hite size dabs of dough on a stainless steel band
aned hake in a 200 fool convection oven at 383

degrees for 5 minutes.
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Distrib

From Division 2:
[n Division 2 Tom Brown
ASM in Orlando, Fla.,

receipt of a 25-year service pin

celebrates

Tom began

gan his career working
with his father in 1959, His dad,
now 74, is enjoving his retirement
after selling his operations 1o
Tom's in 1987

From Division 3:
Several ANMIVErsaries

from CA. Timbes Company,
Conway, 5.C.;
* 30 years — William Strickland
*20) years — W.J. Barnhill
* 10 years — Jerry Stevens,
Eddie Williams and Chuck
Timbes
lo  Dixie
Snacks in Aug

Riverside

shi, Gd., co

grafu
lations on five years as the Tom's
Distributor. Anniversaries include
owner Ed Perry, Roger Price

and Larry Johnson.

Two golden anniversaries:
+Hugh Link, Gaston Food
Products, Gastonia, 8.C.. 50
years
s James Osteen, Black
Mountain, N.C., 50 years
\rea
Carroll Hinson, 35 years, and
Mike Kerber, 10 years, round

Sales  Managers

out the anniversaries in Division 3

From Division 5:

Many thanks tw Charlie
Gosa for allowing Gwen Jones,
customer service representative, o
come for a visit. Gwen and Greg
Russum made the rounds and

met with Bill Mathews, Bill

Timbes, Inc.; and Billy Hudson

and  Earnest  Northington,
Northington Snacks. All distribu-
tors commended Gwen on her job
performance and really enjoved
meeting with her.

Ed Bullard, Hargrove
Inc., has put a great plan wgether
to grow his agency business 15
percent. The plan is set up as a
quarterly contest and will run for
the entire vear. A copy of the con-

test is included in this issue of

Tom's Today.

Division 5 has several dis-
tributors who will be celebrating
20+ VEArs of service,
Congratulations to each distributor
and many thanks for all vour hard
work and dedication throughout
the vears,

*Melvin Taylor, Blytheville
Tom’s, 20 years

*Rex McEwen, Rex's Snacks.
20 years

s*Kenneth Barber, Kenneth's
Snacks, 20 years

*Tommy Lott, Lott
Distributing, 25 years

Distributors

utor News:

*Tommy Simpson, Simpson
Distributing, 25 years

*Clyde Sellers, Delta Snacks,
30 years

sEarnest Northington,
Northington
Snacks, 45 vears

From Division 6:

Division & is comprised of
Louisiana, Southern Arkansas,
Southern Mississippi and one dis-
tributor in Texas. Division 6 dis-
tributors have many years of Tom's
experience:
sGarland Decell, 49 years
sPat Anderson, 40 years
«Jim Murphy, 39 years
*John Notari, 38 vears
*Elena Begnaud, 38 vears
*Jake Wilmore. 34 vears
*Rick Gredeur, 30 years
*Jerry Moore, 29 years
sCharlie Turner, 28 years
*Baton Rouge Tom's, 26 years
*Chuck McMath, 25 years
+Harold McAlister, 24 vears
*Chris Begnaud, 23 years
*Bob Lane, 20 years

Our prayers go out to
Rick, Ken, Gregg and Cindy on
the passing of their mother, Mrs,

Jennie Andries, widow of the lae

Mr. Huey Andries. Rick, Ken,

Gregg and Cindy will continue to



run Baton Rouge Tom's

Division 6  welcomes
Charlie Taylor of McCobee,
Arkansas .
experience in management and
merchandising  with  Wal-Mart,
Charlie’s area is up +19 percent,
or $38,000, through seven weeks
of 1997.

Our newest employee is

.. Charlie has 18 vears

Steve Malone of Shreveport, La
Steve has 18 vears experience in
mandagement
Steve's ared is up +9.2 percent, or

route  sales and
$30.000, through seven weeks of
1997. Mike Castillion has been
promoted 1o ASM in New Orleans.
La. Mike was a Tom's specialist for
two vears and has 20 vears experi-
ence in route sales. Through seven
weeks his area is up +9.3 percent
or $15,200.

Division & has a budget of
$17,285,000 for 1997
the distributors, staff and pro-

We have

grams to reach our goals and as a
team “WE WILL."

From Division 8:

This was the year Frito Lay
“hit us with their best shot." (The
shadow of their “Home Office” is
our work place). We lost several
accounts 1o their exclusivity pro-
gram . . . yel, we were able to
exceed last vear’s numbers and
exceed our budgeted number by
3+ percent. Enough said

Again, we are off to a
sood start. We are exceeding our
budget number by 2.7 percent ytd.
Execution at the Distributor/Route
level is one of the reasons for our

success, The four cornerstones are
our focus

1) space

2) promotions
3) distribution
4) service . und, as Ron
Witkowski says, “don’t leave out
a5th  stone”

5) customer relations
1997 will be a good
growth year for Division 8. We like
working in the shade.

From Division 12:
Milestone

from Reid Sales, Clifton Forge, Va.:

*25 years — Bill Reid

#[5 years — Preston and Janet

Reid.

anniversaries

From Division 14

in the Northeast:

* 20 years — Richard Maicon, Mi.
Vernon, N.Y. (Bronx, Harlem)
Dick Detjen, Positive
Enterprises, Middle Village, NY.
(Queens)

* 13 vears

From Division 16:

In Division 106 Greg
Carter, Vendeo, Owensboro, Ky;
Gary Abernathy. Abby Snack
Foods, Gallatin, Tenn; and Ron
Spry, Jr., RCN Dist., Winchester,
Tenn., are all celebrating their first
vear anniversaries in the first quar-
ter of 1997,

David Nealy, Vend Sales
manager, Division 16, celebrated
his 30-vear anniversary with Tom's
in January, 1997.

Congratulations w some
milestone anniversary honorees in
Division 16:

*50 years — Dessel T. Wright,
Martin, Tenn., and Walter
Rhea, Chattanooga, Tenn.

» 30 years — Wayne Allen,
Dyersburg, Tenn.

*25 years — Paul Alexander.,
Richmond, Ky.; Steve Wright,
Martin Tenn.

20 years — Mike Word,
Paducah, Ky.; Larry Cagle,
Ripley, Tenn.

A major accomplishment
by a distributor: Randy Ball,

“It's his creative tirne.”




STP multi-packs to Super WalMart
in his home citv last Aug./Sept

From Division 24:
Reginald “Reg” Salter,

Monroeville, Ala., has been a

Tom’s distributor for 50 years.

Thanks from Division 24

From Division 32:
“Border Bits:”
the Southern most part of Texas

Deep in

reside a special breed of distribu-
tors known as “The Distributors of
the Last Frontier.” Sounds like
something from the Star Trek
chronicles, but true 1o a sense.
Remember back in the 70s when
evervbody was flocking to Palm
Springs, Calif., for Fun-N-Sun?
Then in the 80s it was Florida
Unfortunately, California  and
Florida became over crowded and
over priced. In the 90s it’s the 3rd
Coast, or as we call it in South
Texas, “The Last Frontier,” where

the weather is tropical all vear

A Rick Credeur
6.

round, the Gulf of Mexico to the
east and Mexico to the south, or as
frequently referred 1o as “Border
Cities hy the Sea.” The best of two
cultures, Mexico and Texas, In
arder to qualify as a distributor for
this area, you must meel certain
criteriz. You must be bilingual and
you must be assertive and aggres
sive. Complete domination in the
Mom-N-Pop segment and strong in
super markets.

How strong are these dis-
tributors? Harry McNair, S.
Francis Distributing, +22.9 per-
cent; Art Fuentes, THO, +38,
percent; Enrique Pena, TRO,
+4.2 percent; Jimmy Cardenas

Distributing, +38.3 percent; Dago
Ramirez Snacks, +133.1 per-
cent; and Ramiro Garza, Laredo
Snacks, +39.9 percent. These
were actual 1996 YTD purchases,
A Lot of the credit also goes to our
new and rejuvenated marketing
“The
New Team™ has realized the poten-

department in Columbus

tial of this market. Hot, caliente,

A Kirk Mecool

Distributors

Middlesboro, K., sold in 530 ¢s. of

and spicy, this is the new trend in
salv snacks and South Texas is
leading the nation in these cate-
gories. Make it hot and spicy and
they will sell. Learn the market and
attack it. Their motto, “We are the

competition.”

DISTRIBUTOR
PROFILE:

Rick Credeur — President

*30  wears with  Credeur

Distributing — 13 vears as owner

s Bought business from his dad

skinished 1996 with an 8.05%
increase over 19935

* 51,125,820 purchases in 1996
verage weekly sales of $65,000

= || routes

*Route average $5,9049

*5 O.T.C. routes

=0 vend routes

sBuilt the business on good ser

vice

=Fair pay for a fair day's work

*Good account hase for each

route

«Strong vending creates strong

brand recognition

Why are you so successful?

“1 have a fear of failing. Being

brought up in the business, 1

always felt that 1 had tw keep it

ooing.”

Waorking alongside my routemen,

runmning

routes,  putting - out

machines keeps me informed of



















































