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FEATURED SESSIONS 
Two Valero CyberConferences 
Rapidly expanding retailer to present to suppliers and jobbers 
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In recent years Valero Energy has made a practice of acquiring underperforming refineries and transforming them into a state-of-the-art that has propelled Valero as the largest independent refining-marketing operation in the United States.
With that, Valero is rapidly expanding its retail network from a regional force to a national. With some 4,000 retail outlets already carrying its flag, Valero has penetrated the Mid-Atlantic, Northeast and parts of the Midwest in just the past five years. The teal V continues to spring up in more and more metropolitan markets through a vast network of jobbers and retailers.

On Thursday, January 26, Valero Retail Merchandising V.P. Hal Adams headlines the first of two back-to-back CSPNetwork CyberConferences featuring Valero. In his session, geared for merchandise and equipment suppliers, Adams will touch on many of the company's dramatic retail initiatives and how Valero is expanding its brand across the country. 

Specifically, Adams will key in on how Valero is:

· Rebranding all convenience stores, including the former Diamond Shamrock units, to Valero . 

· Unveiling its first retail distribution center (RDC) in April 2005, which supplies about 650 company-ops in Texas , and eyeing additional distribution centers. 

· Expanding on its proprietary Fresh Choices label, which offers alternatives in bottled water, salads, sandwiches, chips, and, most recently, flavored soft drinks. 

Then, on Wednesday, February 8, Wholesale Marketing V.P. Ken Applegate will headline a special free session for retailers and jobbers only, sharing Valero's branding strategies and opportunities and how you can join the fastest growing fuel brand in the country.

GPM Investments CEO Dave McComas, who made Valero the flag over the 160-store Fas Mart chain, cites Valero's flexibility as part of its appeal. "For an oil company, they're flexible about working through problems with us … in particular, with branding or supply requirements."

Coming on the heels of CSP Magazine's January 2006 cover story on Valero, these CyberConferences are sure to be a draw and seats will go quickly. Use the links below to register today!

Suppliers - Click Here to Register for the Jan. 26 session with Hal Adams ($99.00)

Retailers and Jobbers - Click Here to Register for the Feb. 8 session with Ken Applegate (Free Admission)
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