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How to Compete Against a Dollar Store 
 

Chances are there is a dollar store in your community or one nearby that threatens to take away some of your 

front-end business.  While it may be difficult to compete price-wise with the dollar store on certain products, 

there are numerous ways you can position your pharmacy as a destination for savings and top-notch service. 

 

Do Your Homework 

 Understand the dollar store’s category strength.  Cleaning chemicals, kitchen gadgets, greeting cards, 

gift wrap, gift bags, and school supplies are the some of the toughest items to compete with on price.   

Adjust these categories accordingly.  

 Shop the dollar stores!  Exploit any pricing weakness that can be found.  You only need to find a few 

weaknesses for customers to start questioning dollar store pricing.  Tip: dollar stores will carry odd 

sizes of items that they cannot compete on.   

 Ask wholesalers, distributors, and vendors for a list of items that will cost you no more than 80 cents.   

This list will represent additional dollar items for your store. 

 

Offer Special Deals 

 When possible, offer brand names at the dollar mark.  

Familiarity attracts sales. 

 Load your dollar section with commodities that have 

broad appeal: paper towels, paper plates, garbage 

bags, nail clippers, drinking straws, nail polish, toys, 

rain ponchos, balloons, party supplies, food 

containers, aluminum foil, sandwich bags, crayons, 

envelopes, craft supplies, glassware, glow sticks, 

birthday cake candles, pet toys, and kitchen 

measuring spoons.  

 When possible, round the pricing of your private label to end in .00, even if it means going up a cent or 

two.  For example: round up $1.98 to $2.00.  The dollar store industry has trained people to think that 

if a price ends in zeroes, it must be a bargain.  

 Consider an end-cap featuring items at $1.00, $2.00, and $3.00.   

 Once a month, for a limited time, shock your customers by offering a personal care product at your 

cost or even below.  Remember, selling 100 items at 25 cents below cost will only cost you $25.00. 

 Promote special buys.  For example: Buy One Get One and bonus sizes. 

 Promote your private label as your store brand.   

 

It’s All About the Signage 

 Set your dollar section above all of the others.  Create a sign that reads, “Home of Quality Dollar 

Bargains” or “Home of True Dollar Bargains.” 
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 If you are going to create a dollar section, then ensure it is well-signed!  It’s okay to price dollar items 

(only dollar items) on the front of the product. 

 Signage is imperative when offering greeting cards for a dollar.  Make sure you place signs at eye-level 

that read, “Selected Greeting Cards $1.00.” 

 Utilize signage in promoting your private label’s 100% guarantee.  

 When using signage to promote a price, make sure to include the word “ONLY.” 

 Utilize “Our Pharmacist Recommends” signs on health-related items. 

 

Improve the Shopping Experience 

 The #1 weakness of a dollar store is the checkout experience.  

Make sure all of your register areas are well-maintained and well-

staffed.    

 No one shops a dollar store for the customer service!  Here is your 

chance to shine.  All employees in your store must be well-trained 

in the basics of good customer service. 

 Welcome and thank every customer that comes into your store.  

This is a must! 

 Encourage multiple sales with easily found and clean shopping 

baskets. 

 

Most importantly, stand your ground; there is no need to give away what profit you have.  Remember, the 

customer that shops by price only is rarely a loyal customer.  

 

It is important to understand that product in your store must do one or all of three things: make you money, 

draw customers into your store, and/or enhance your image.  When you consider the labor and space needed 

to offer a $1.00 category, it is nearly impossible for a dollar section to make you money.  A dollar section does 

not enhance your professional image, but may boost your pricing image.  The movement of your dollar 

inventory will determine if the department is attracting customers and is worth keeping.     

 

 

-- Gabe Trahan, NCPA Senior Director of Store Operations and Marketing 

 


