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• Established in 1987,

• All coffee fresh roasted on site,

• Serving hand crafted coffee and tea beverages 

along with fresh baked foods and sandwiches,

• 82 Locations (5 related and 77 franchisees)

• Located in the Midwest and central United States  

(MN, ND, SD, IO, WI, MO, TN, KS and TX)







1. Get NEW customers

2. Get the SAME customers to visit 

more often

3. Sell more to the SAME 

customers when they are in 

the store



1. Based on prepared beverage sales

2. Measurement calculates percent of time our 

customers purchase another item with their 

prepared beverage

3. OPPORTUNITY is knocking!



Example Store

TOTAL 

ATTACHMENT 

RATE

33.4%



Example Store

TOTAL 

ATTACHMENT 

RATE

33.4%

Breakfast Sandwich 5.3%

Bakery 18.9%

Coffee Beans 2.1%

Sandwich and Wrap 3.5%

Bottled Beverage 2.4%

Grab-n-Go food 4.4%



N-Step

































Other examples of how Mirus N-Step is utilized





• Suggestive selling training materials created by Operations Team,

• Operations Team testing barista incentives/rewards to increase suggestive selling,

• Product Team review of What’s Attaching and updating product assortment,

• Marketing Team focusing facebook, loyalty promotions and in store signage towards 

attaching items, i.e. BOGO, Combination pricing, etc.












