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 Bulletin: 26 March 2012:  People, Customers, and Steady Strategic Growth 

 
Wegmans Food Markets is a model business that shows 
that companies can train their people, innovate, and 
profit, all at the same time.  Fortune magazine named 
Wegmans the 4th best on their 2012 list of Top 100 
companies to work for. Founded in 1914, Wegmans is a 
$6.2 billion-a-year business that continues to thrive on 
family values and an unwavering focus on people 
starting with its employees; and it commands an 
equally deep and unwavering loyalty amongst its 
customers at 79 stores across six East Coast states in 
the US. 
 
I should know. It was in the fall of 2004 that I was first 
introduced to Wegmans in Ithaca, NY by our younger 

son Nick, then a freshman at Cornell University. Over the next four years every visit to him on campus required at 
least one and often two trips to Wegmans – to eat, to shop, and to stock up on supplies for home. I had never 
before seen such an amazing variety of choice, or experienced such service. It is hard to say which became more of 
a draw for the 12-hour round-trip – Nick or Wegmans.  Though it was Nick who sent me Reuters columnist David 
Rohde’s fascinating piece on Wegmans, 22nd Mar 2012. 

Wegmans focuses on its people, “The first question you ask is: ‘Is this the best thing for the employee?’”, and happy 
employees create happy customers. Wegmans maintains steady, strategic growth – opening no more than three 
stores a year because "we cannot continue to be the best if we try to go at a faster pace.” And thus far in their 
almost 100 years of operation, the family has had no interest in taking the company public because "It takes away 
your ability to focus on your people and your customers." 

Wow! There it was again … this time in black and white! I had heard the same sentiment voiced just a few days 
earlier by Willa Breese, owner of Kitchen Outfitters in Acton, MA – a store filled with a wide variety of delightful 
products offered at very competitive prices along with excellent service. So can it really be true? Many of us don’t 
have such freedom of choice. We work for publicly traded companies whose first priority often appears to be the 
next set of quarterly results. But does it have to be that way? And does it really work in the long run? 
 
In any event Wegmans’ priorities seem to me worth thinking about and putting into practice whenever we can, 
wherever we are. Here’s my best shot at translating these priorities into a few clear questions. Use them if you 
dare the next time you’re about to embark on any kind of project at work, at school, at home, or in your 
community: 

1. What do you want to accomplish/create? 

2. What are the top activities/priorities you will focus on? 

3. Who are the key people and relationships that will make these happen? 

4. Do these key people/relationships show up in your top three priorities? 

If they don’t, go back and rethink question #2. 
5. Every time you make a decision, check and be sure that it reflects your top priority. 

6. Every time you take an action, check and be sure that it reflects your top priority. 

CoCreating Clarity in this way begins to demonstrate that relationship isn’t just something important to consider. It 
is everything – the beginning, the middle, and the end of creating the results we truly want at work and in our 
lives.  …/ christina xo 
 
Enjoy other recent Bulletins from CoCreating Clarity. 
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