
Who are Newmarket Service Station?

11 PriceWatch sites offer coffee-to-go and the one site that currently doesn’t have a coffee 
offer is due to install one by the end of the year.

Keen to offer something new, exciting and with a focus on sustainability, the Newmarket 
store opened with Smokin’ Bean as their coffee offering and they haven’t looked back. They 
even picked up the award for Best Coffee and Hot Beverage Outlet at the Forecourt Trader 
Awards in September 2018. 
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How did it all begin?

PriceWatch initially began working with Tchibo Coffee Service around five years ago. Their 
previous offer was an instant coffee solution, but they were looking for something more 
artisan, with high quality coffee. When they took over their site in Lewes, they decided to 
see what other brands were on the market. Being self-professed coffee lovers, they took 
time out to really research the best tasting and highest quality coffee offerings on the 
market. It was at this point that they installed their first Tchibo-to-go machine in store. 
Following on from this success, they rolled out Tchibo-to-go into their other sites.

PriceWatch took over the Newmarket site in 2017 and transformed it from a derelict petrol 
station into a modern and impressive store in just three months. 

For their coffee-to-go solution, they were looking for something unique in appearance 
which placed a great emphasis on sustainability, so when Tchibo Key Account Managers 
mentioned the Smokin’ Bean brand, they were immediately interested due to its ‘extra 
special’ look and feel, and the triple certified coffee.

Established for nearly 20 years, PriceWatch Local is an independent, family run business 
operating a group of 12 service stations with convenience stores and off licences in the 
South East. Newmarket Service Station is one of PriceWatch’s newer stores, having been in 
operation for around a year. 



Adam Salvidge, Company Director, says “I was fortunate to be shown some early concept 
images and Smokin’ Bean was unlike anything I have previously seen in the coffee-to-go 
coffee market.  It looked far more like a real coffee shop experience than the monolithic 
machines you usually find in forecourts.

The appearance was important in terms of attracting new customers, but what really 
convinced Adam to engage with Smokin’ Bean was the sustainability aspect.  

“Believe it or not, you can be in the fossil fuel industry and still care about the environment!  
Plastic pollution and coffee cup wastage is an even hotter topic now than when we signed 
up with Smokin’ Bean, and there is no doubt that environmentally conscious consumers 
appreciate the compostable cups.”

“It makes a big difference that the coffee is 
triple certified; it’s Fairtrade, Rainforest 
Alliance and Organic, meaning that the 
production of this coffee is not leading 

to deforestation or environmental 
mismanagement.  Plus, it tastes great as well!”

Making it a success

There were three main goals that the team at Newmarket had when planning their coffee 
offer. For it to be a success they wanted to:

• Increase cup sales on an ongoing basis

• Increase profit by add-on items with coffee

• Build brand loyalty to ensure repeat visits, particularly with commuters



Getting Smokin’ Bean in place

Adam was so keen on the Smokin’ Bean concept, he persuaded Tchibo Coffee Service to 
provide them with the industry’s first Smokin’ Bean installation, even before it was officially 
launched.

Adam, Claire Partridge, (Marketing Manager) and Justin Hellyer (Site Manager) found the 
process from signing the contract to installing the Smokin’ Bean unit at Newmarket to be 
quick and efficient, which was down to having a dedicated Smokin’ Bean Account Manager. 
They were also at an advantage with this site as it was brand new and so the store was not 
open to the public, meaning there was no disruption to business. 

It was not completely smooth sailing – with a new site came some technical challenges, 
but Justin was impressed with Smokin’ Bean engineers: “They had to come back a couple 
of times as there were things that needed tweaking, but they were really quick to sort 
everything out.”

Adam says “I appreciate that Tchibo showed faith in us as a company and provided 
plenty of resource in having the machine setup and ready in time for the site’s launch.  
Development of the offer has continued long after install.”

After the Smokin’ Bean café destination was established at Newmarket, they were so 
impressed with the results, they set up a second Smokin’ Bean unit at their Lewes branch 
across the road.

Smokin’ Bean just looks classy

So how did Smokin’ Bean address Newmarket’s three goals? The answer had a lot to do 
with the appearance. “It’s classy.” was Claire’s opinion.

 

“You’d expect to see it in a café in New York or 
London. You’ve got the Edison bulbs… one of the 

first things you see is the exposed brickwork 
and the floorboards… it just looks classy.” 

This is what has attracted the attention of passers-by to the destination at Newmarket. 
Justin says it has made customers inquisitive and eager to see what the site has to offer, 
and this has contributed to its success; customers found it new, fresh and exciting. 

Adam is pleased to report that they are seeing record levels of coffee sales in their Smokin’ 
Bean sites. In the first week in Newmarket they sold 123 cups and by week four they were 
selling 338 cups per week. By September, they were selling around 750 cups in one week, 
so the increase in cup sales has been exponential. 

Over time, they have noticed substantial repeat business. They have regular customers who 
come in every morning for their cup of Smokin’ Bean and feedback has been very positive 
on the taste of the coffee. Adam says “Customers have almost universally described it as 
excellent coffee, with some saying it’s the best take away coffee they’ve ever had.  This is 



From derelict site to award-winning forecourt

It’s clear that Justin, Claire and Adam have found Smokin’ Bean to be a triumph, but its 
success was emphasised when they were nominated for the ‘Best Coffee and Hot Beverages 
Outlet’ award at the Forecourt Trader Awards in September 2018. The awards are the most 
prestigious in the UK petrol retailing industry, so this was great recognition for PriceWatch, 
especially as Newmarket had only been open for one year.

Part of Newmarket’s success has been their meticulous focus on the cleanliness of their 
machine. The machine is kept sparkling on a daily basis by staff, and Justin taste checks the 
quality every day. They are firm believers that a clean coffee destination means customers 
are likely to spend their money there.

Up against stiff competition from some well-known brands, Newmarket and Smokin’ Bean 
held their own and managed to win the award on the night. It’s easy to see why they were 
victorious. Newmarket clearly demonstrated:

• Impact and visibility of the unit and merchandising of consumables: The unit is   
 visible as you walk in and is accompanied by Espresso Warehouse cakes and snacks. 

• Good visibility of signs and banners: Outside there is a Smokin’ Bean sign on the  
 totem pole and roadside signage alerting passing trade to the coffee offer.

• Staff training: Newmarket have produced their own guides on housekeeping, so   
 everything is documented, and all staff are trained to the same high standard.

• Cleanliness: There is a daily rota and all coffees are tested for quality based on   
 machine cleanliness.

• Proximity of complementary products: Newmarket are selling snacks as part of   
 the Smokin’ Bean unit and have seen an increase in sales from these products in  
 comparison to their other stores.

• Sales: Record levels of cup sales

• Promotional initiatives: All Smokin’ Bean sites offer a free shot of espresso or syrup  
 with every drink.



Alongside meeting their goal of increasing cup sales and profit, the award win has served 
to increase brand awareness further; their third goal. Newmarket are continuing to see 
positive results and in the weeks after their win, they averaged at an amazing 100 cups per 
day.

Some might say PriceWatch took a brave decision in choosing to back a new-to-industry 
offer in a market that is dominated by just a few major brands, but it has clearly paid off. 
Adam, Claire and Justin are delighted with what they have achieved through their Smokin’ 
Bean offer and are endeavouring to add more to their other sites.

 

To discuss how Tchibo Coffee Service could help you increase your cup sales and profit 
through coffee-to-go, please call us on 01372 541 178.


