


Selling 
Chicken King 

Programs



When selling the Chicken King Programs its imperative you keep this is mind:

 Chicken King is not an ITEM CODE, we are a Branded Concept

 When a customer signs our Memorandum of Understanding (MOU):

 They agree to operate our program as instructed and trained

 Allow our representatives to inspect, evaluate and correct operations as needed

 Buy only CK proprietary or recommended products; chicken, breading, packaging, and various other dry 
goods and side dishes as needed for the program

 Display our menu board and graphics

 Chicken King Chicken is branded as Home of the Royal Crunch. Before it is bagged, boxed, transported and 
lands in our customer’s kitchens, it is infused with our proprietary marinade developed for a “Savory Fried 
Chicken with a Southwestern Kick”  

 It is ready to be breaded and fried. No further marination is required

 If an operator is out of Chicken King Chicken, they are out of Chicken.
 



No Franchise Fees
No Royalties

 Simple Menu Items 
 Customizable Graphics

 Personalized Customer Service
 Adaptable to Existing Equipment





Prospecting for Chicken King
 Hot Deli is the fastest growing category in the C-Store Channel

 Branded Food Concept will sell significantly more than non-branded food items

 Good prospects will have a kitchen that includes a three-compartment sink

 Have or have the ability, to add a “grease trap” 

 Have or have room to add a fryer

 Hoods are great but ventless fryers allow the use of fryers without the hassle of installing a hood

 Be able to cook for at least 8 hours daily

 Have room and be willing to install a hot case near the main cashier station

 Love Fried Chicken…. Who doesn’t love fried chicken??



Vetting a store for our Fresh Program
 Chicken King’s Fresh program is designed to operate in a Business in Business environment. It is not 

recommended for a Stand-alone location.
 Convenience Stores With Gas
 Convenience Store without Gas
 Small Grocery

 Convenience Stores with Gas
 Inside sales of a minimum $90,000 monthly, $100,000 preferred
 NOT to include Gas or Lottery Sales

 Convenience Stores without Gas
 Optimally should have 500-700 sales or “baskets” daily

 Small Grocery 
 Typically should have $250,000 monthly sales and a combination of at least 500 door swings on a daily basis
 This can change if the location is especially rural or in a “food desert”



Vetting a store for our Grab n Go Program

 Grab n Go is for smaller locations that may not be able to support a fresh chicken program

 No room for a Kitchen

 Can’t pull the necessary permits

 Low inside sales

 These locations should have:

 Inside sales no lower than $60,000

 A three-compartment sink

 Room for a small GnG hot case

 A COMBI Oven is required.















Whichever route a c-store retailer takes with its foodservice 
program, building an internal culture around hospitality is key 
to its success.
-Jason Lord- Alltown Fresh
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