
Here’s the fourteenth in a series
of articles spotlighting individual
AG New England member stores.

Back in 1998,
when Sam
Adams decid-
ed to leave
the financial
industry in
Boston and
carve out a
future in the
retail food business, his search
led him to purchase a small,
traditional convenience store.
After a few years of operating
Pump & Pantry in Williamstown,
Vermont, he considered how
to take his store to the next level
and switched suppliers to
Associated Grocers of New England.
“I’m not sure where I’d be today if
I had not made that decision,” says
Sam. “AG New England has been
the biggest factor contributing to
my success with this store. They've

helped me with every aspect of
expanding the store to what it is

today, including the layout, design,
and merchandising. They have the

products, programs, support, and
creative thinking I need to maximize the

potential of my operation.” 

The concept of an expanded convenience
store is what Pump & Pantry is all about.
The original store was built in the 1990s as a
typical, small convenience store. “We dou-
bled the size of the store to 6,000 square feet,"
Sam explains, "and added a full-service deli
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With many of the stores supplied by
AG New England operating in recreation and
tourist areas, summer is a key selling season that
can make or break the entire year for some.
Gasoline prices, the economy, and weather are all
contributing factors beyond the control of any of us.

But thankfully, this year summer seems to be off to
a strong start. Despite the oil leak crisis in the Gulf of Mexico, gaso-
line prices remained stable going into the Fourth of July weekend.
And except for a few severe and windy thunderstorms, we've had
a decent stretch of good weekend weather for most of the spring.
The economy, while far from robust, is still more positive than it
was at this time last year.

Another indicator of a good summer at retail is the record-break-
ing, weekly sales levels we've been achieving at the Distribution
Center. Summer represents seemingly endless seasonal merchan-
dising opportunities for increased sales and profit in your stores.
Take a look around. Check your displays and in-store signage to
make sure you are selling summer: from watermelons and other
fresh produce to summer salads in the deli and barbecue spe-
cials in the meat case… from drinks and ice cream to sunblock,
bug spray, charcoal, Blue Rhino propane… nothing sells like
summer in New England!
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Sam Adams

Thomas Bradbury, AG New England Chair of the Board, and
Cynthia Smith of AG New England Customer Service.

AG New England board members Butch Plifka (left) of 
Kulick’s Market, Winchester, New Hampshire, and Jim Crosby of
Crosby’s Marketplace stores in Massachusetts.

AG New England Credit Manager Mitch Merson (left) with
Senior Vice President/Chief Financial Officer Steven Murphy.

AG New England Vice President Non-Member Business Development
Raymond Tetu (left) with AG New England board member 
Alan Couturier.

AG New England board member Richard Delay (left) with 
Ron Roberts of Associated Convenience Grocers and Hope Kelly of
AG New England Human Resources.

At its annual meeting on June 16 in Pembroke, New Hampshire,
your company reported a record-breaking year. Sales increased
by $22 million, or 6.5 percent, to an all-time high of $362 million.
And for the first time in the company's history, returns to mem-
bers for the year reached $4,241,353, an increase of 13.5 percent
over the prior year.

President and CEO Mike Bourgoine noted contributing factors,
such as the addition of new customers as well as continued sales

AG New England Retail Bookkeeping Coordinator Pam Lessard, soon
to retire, with Mike Bourgoine, AG New England President and CEO.

growth and increased purchases by existing retail customers; last
year's acquisition of Manchester Wholesale Distributors generated
increased sales to convenience retailers and the expansion of the
company’s Associated Convenience Grocers division. 

Also credited were improvements in productivity, product han-
dling, overall safety at the Distribution Center, tight control over
operational expenses, and the success of AG Supermarkets, Inc.

2010 Annual Meeting: Were You There?






