
CUSTOM & RETAIL SPECIALTY DISTRIBUTION
Have it your way!
Burris custom and retail-specialty
groups provide dedicated service, to
the smallest detail.

Whereas Burger King’s famous “Have it
your way!” jingle was popular for
about five years in the mid-‘70s, Burris

Logistics can point to several decades of putting
that same passion for customer service into prac-
tice. Moreover, it’s proven that it can exceed its
customers’ expectations – regardless of whether
those clients are food processors or retailers of any
size and orientation.  
Two of Burris’ fastest growing businesses are its custom
warehousing business with four operations in Georgia,
Florida, Connecticut and Maryland; and its retail-special-
ty business with two affiliated sites in Delaware and
Maryland.
Custom locations – working both for food processors and
retailers – act just like a customer’s warehousing and
logistics arm with dedicated, custom services. 
For a customer such as Dreyer’s /Edy’s Grand Ice Cream,
for example, Burris’ Orlando, Fla., warehouse selects
orders by the case and arranges product on racks sup-
plied by Edy’s. These racks are either loaded directly
onto route trucks for direct-store delivery (DSD) to the
Central Florida market, or they are placed on 53-foot
shuttle trailers for shipping to outlying areas. Even in out-
lying locations, Burris provides cross-dock service so
these shuttle trucks can transfer product onto Edy’s route
trucks for DSD service.
Last but not least, Burris Orlando even selects Edy’s
export orders and loads these containers for shipping to
the Caribbean and South America.
Mike Takas is Edy’s Southeast product supply manager.
“Burris (Orlando) is a full-service provider that has a con-
centrated strength in order selection,” he says. “Other
providers in the region were not able to deliver consis-
tently accurate and on-time daily order selection to our
dynamic marketplace. In addition, their in-house freight
services also are a leading reason why we chose to part-
ner with Burris.”
Meanwhile, Burris performs an even wider array of serv-
ices for such multi-unit retailers as BJ’s Wholesale Club
Inc. and The Fresh Market Inc. (TFM). In both cases,
Burris buys product directly from the processor and then
replenishes area stores as needed. 
For BJ’s club stores, an established client, Burris is in
charge of purchasing and distributing all types of prod-
ucts. Working on behalf of TFM (a new client), Burris’
Atlanta facility buys and distributes meat, seafood, deli
items, dairy, frozen foods, candy and dry grocery prod-
ucts to 71 Fresh Market stores all east of the Mississippi.
Deliveries are scheduled three times a week.
Both old and new accounts love Burris’ “WOW” service.
Scott Murphy is BJ’s vice president of logistics operations.
“BJ’s Wholesale Club partnered with Burris in June 1999

to consolidate our frozen and bakery business in our
Mid-Atlantic region,” he says. “Our relationship has
grown immensely over the years due to their tremendous
grasp of customer service. … They provide an invalu-
able service in [areas of] purchasing, order processing,
quality control and transportation to our selling clubs.”
Says Marius Andersen, The Fresh Market’s senior vice
president of marketing and merchandising, “Burris com-
bines a culture of customer service with deep technical
expertise in the logistics business. … Whereas other
companies try to build relationships during the sales
process, Burris understands that day-to-day performance
and delivery of results matters most to TFM. Only over
time and through consistent delivery of results can the
relationship develop into a true partnership. Burris has
shown an ongoing commitment to delivering the right
solutions for TFM’s business model.”
No less important are Burris’ retail-specialty warehouses
and personnel, who effectively partner with such retail-
ers as Acme Markets, based in Malvern, Pa., and Giant
Food LLC, based in Landover, Md. In these and other
cases, Burris acts as a full-service supply and sales
organization.
Besides handling all purchasing, storage and transporta-
tion functions, Burris personnel also serve as category
management consultants and in-store merchandising spe-
cialists. Behind the scenes, they meet directly with
processors and broker representatives to learn about
new and unique products and promotions for frozen
foods as well as refrigerated specialty meats, cheeses,
deli salads and much more. 
Burris personnel are in the field as well using the latest
portable technologies to monitor store promotions, cate-
gory activity, inventory levels and more. Tarzwell notes
that Burris representatives likewise issue store credit for
guaranteed merchandise, printed directly from a hand-
held computer.
Brian Haley is Burris Retail’s vice president of sales
“Rather than a [product inventory] maintenance provider
– we’re an aggressive selling organization,” he notes.
“We understand that retailers need to distinguish them-
selves from competition and we’re dedicated to provid-
ing them with the value-added products, information and
services to do so.”
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