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The Company 
 
Daily Market EDo ABQ, LLC, a New Mexico limited liability company, doing business 
as “The Daily Market” (trademark).  It is the first franchise of Daily Market, LLC, a New 
Mexico LLC, managed by Rob Dickson, Developer of The Lofts at Albuquerque High, 
BelVedere/Urban Courtyard Living, and Central 222/Urban Apartments (proposed). 
 
Mission Statement 
 
To achieve profitability as the premier neighborhood scale grocery-coffee bar-
delicatessen in Albuquerque, New Mexico; to be a unique urban entertainment and 
community experience as well as a great grocery store;  and to establish a prototype 
neighborhood grocery store concept that could potentially be franchised to other 
locations locally, regionally and nationally. 
 
The Store 
 
“The Daily Market” in East Downtown Albuquerque, or “EDo”, will be located in a 
4,200 square foot commercial building at 710 Central Avenue SE.  Central is historic 
Route 66.  Traffic counts are 25,000/day at the store, 100,000/day on Interstate 25 one 
(1) block east.  The Daily Market will be a full service “Grocery • Coffee Bar • 
Delicatessen”.  The marketing tagline for the store is “Fresh • Local • Friendly”.  
 
Management Team 
 
The management of The Daily Market will reside in 4 key individuals, while each 
capable of running the store, will have areas of expertise.  Manager 1 will be responsible 
for marketing, customer relations, promotion, and store appearance.  Manager 2 will be 
responsible for staffing the market, training and scheduling the staff, motivating them 
and holding them accountable.  Manager 3 will be responsible for supply chains and 
supplier relationships, inventory controls, product quality and freshness, refuse, 
recycling, and deliveries.  Manager 4 will be responsible for accounting, cash 
management, and investor/lender relations.  The managers will work together as a 
team, and will be rewarded as a team.  It is envisioned that there would be potential 
ownership incentives for them.  The Management Team will report to a Board of 
Advisors established by the Owners. 
 
The Opportunity 
 
Since World War II, as the USA moved to a suburban pattern of growth and lifestyle, 
the grocery industry moved toward larger stores, generally in a “warehousing” format 
where driving is mandatory and large amounts of surface parking are required.  The 
smaller format urban neighborhood grocery store has remained viable only in certain 
metropolitan areas.  However, since 1995, in many cities including Albuquerque, the 
population loss of Downtowns and close-in neighborhoods over the prior 50 years has 
reversed.  The number of cities in which this is happening is increasing.  Despite this, 
there has not yet been a single national grocery franchise concept currently available to 
meeting grocery demand in these revitalizing areas at the neighborhood scale.  In 
Spring 2007, Tesco, the largest retailer in the U.K., announced the launch of “Fresh & 



Easy”, 10,000-15,000 square foot full service neighborhood grocery stores, in Las Vegas, 
Los Angeles, Phoenix, and San Diego.  The Daily Market is intended to be this same 
concept at 5,000-10,000 square feet, in cities under 750,000 in population.  Our first store 
will be in East Downtown, or EDo, in Albuquerque, NM.  From this store, the key 
qualities of the franchise will be developed and evaluated 
 
The Daily Market in EDo/Products & Markets 
 
Per a 2005 Market Study by Peter C. Davis, Location Research Consultant, The Daily 
Market would emphasize a “fresh store” approach, with relatively more emphasis on 
fresh and prepared foods, and relatively less on conventional packaged grocery goods, 
although the store would be a full-service grocery.  The Daily Market in EDo would 
serve a relatively small trade area of about 28,000 persons.  The trade area is identified 
as having a grocery merchandise potential of $71 million.  65% of store revenue would 
come from the trade area per the study, 35% from outside the trade area.  A “relatively 
modest” 6.3% trade area penetration rate is anticipated, with a projected sales potential 
for the store of $7 million within 3-4 years.  3 competitors are located at the far east end 
of the trade area, about 2-3 miles distant, while The Daily Market is located in the center 
of the trade area, and has better roadway access and higher vehicle counts.   
 
Sales and Profits Summary 
 
Per the Market Study, sales are projected at $3.5 M, $4.5 M, $5.2 M, $5.5 M, and $5.6 M 
in the first 5 years.  Projected pre-tax profit margin is 5.0%, or $175,000, $225,000, 
$260,000, $275,000, and $280,000. 
 
Funding Requirement 
 
FF&E $200,000, Inventory $100,000, Reserve for Start-up and Contingency, $100,000, 
Total $400,000. 
 
Investment Proposal 
 
The Daily Market in EDo seeks a long-term equity investor(s) for $400,000.  Pre-tax 
return in years 1 through 5 is estimated at 10% per annum.  The exit strategy is to build 
sales and profits over a 10 year period, and allow the sale of investment to others at a 
profit estimated to be from $300,000-500,000 after 10 years, for an overall return 
approach 20%/annum. 
 


