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GETTING DOWN TO BUSINESS:

A}

‘Restaurant Business
. - N\

- Marcella Kingi °

May'1981 -
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is due the ‘Small Business Management and Ownership

‘materials designed ‘and tebted by- CRC Education and

Human Development, Inc. for the U.S. Office of Educ
tion's Bureau of Occupational and Adult Education.
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- INTRODUGTION ..+ :

f -

How are you golm your job skills after you finish .

school? , ’ .
.ﬁ’ ‘ ° . . ' : ‘e B ' 1
Have you ever thought aboéut starting your own restaurant? \ :
.. . . ) X

¢

¢
This module describes- peoplle who have started and managed

restaurants. It gives you an idea of what they do and some
Of the special skills they need., .
— ‘ o D
You will read about - ' " ) . -
planning a ‘restaurant C
choosing a location, _—
(getting money to start ) ) ‘.

» being in charge . J 5
buyng andmeepmg track of supphes . O
setting priees 7 TN e
.advertjsing and selling ' \, )
keeping financial ®ecords D s v Lo
" keeping ypur business successful - : '

. . L T
+ . - M ' \ -
You will alse have a chance to practice some of the thmgs
that restaurant \owners do. ~ - - -
The: you will have a better idea of whether a career as a
restaurant owner is for you. - . Lt .
} .
. . \ g . \ ) °

Before you stud})q this module, you may want' to read’ .
Module 1, Getting Down to Businegs: Wha:;s It All About'{ ‘

L 4 - ] )‘

-When you finish this module, you might‘:'wanlt' to, read - , = |
Module 23, Getting Down to Business: Day Care Center;
‘Module 24, Getting Down to Business: Housecleaning

. Service; ' . A
‘J‘lodule 25 Getting Down to Busmess. Sewing Service. .

These modules are re_lated4to other bus'ixi‘esses‘ in T

“decupational home economics: Y CR .

. . o . .
' i _ .

) - s

, o 1 Y -
L = - ‘ '
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= : .o . Planning a Restaurant o,
'ﬁe . . » ’ . " Y .
- - Goal: To help you plan your restaurant . : o=
‘ - T . N
) Objective 1; Describe the services, customers, and
. cqmpetition of a restaurant. N :
. . . . - . o D . )
ObJec;.tlve 2: List three special personal qualities -
= * . a restaurant.owner needs, . . .
3 4 ., : . 3 . . - .
.Objective 3i.” List ways tp help your business "stand .
» ~ . . . .
. - out" from its competition. :
@ S N : .
. P . Objective 4t List one legal requirememt for rumning ] ‘
. . this busipess. R
."«, » .~ . . .
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.MANUEL HERNANDEZ PLANS TO OPEN A RESTAURANT
I

-
v
fY

-" . Manuel Hernandez came to the Unlted States->with, very
little money. He could not speak English, but he wanted to
learn. Someone told him that -the best way- to learn would
“be to work in a restéurant where he could talk to peOple.
Manuel liked people and thought this was a great idea. He
.found a job as a busboy in a small reStdurant.

smile for everyone and feelings for people's needs. People
likéd him,‘and he made a lot of friends., Manuel said,
"Because I smiled and because I was human, people, 11ked
me." In a few months he became a waiter.

éZhough Manuel had a problem with the lénguage, he had. a
1
d

-~

While working as a waiter, Manuel learned several
things. - He was able to order and prepare food, sell it to.
the customers, and handle any cémplaints the customers Wad
about their meals. Manuel was always courteous, pleasant,
and\falr to his cugfomers and co-workers, He'did not mind
the hard work or long hours his Job requlred. .

14

Manuel has worked in several restaurants for over, three
years, He feels that the prices in these restaurants are
too high, He thinks that he_ tould provide ‘lower prices, and
good things to eat w1thm&he -same ‘amount of supplies.

-

¢

* Manuel has often thought about owning_his Jown _
restaurant--belng his own boss. He wouldylike a restaurant
with a "famlly feellng --a place where people could come -to
,6at, visit, and enjoy each other's company. He would act
as waiter, treating everyone as if.they were in a family
.|~ member's home. Manuel has decided to plan to.open his own

restiaurant. N - -

-
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Planning a Restaurant T .

3

N - s . . ?
- . ’ S

.There are many, many small businesses in America. Small busifesses

>

A*'

. can have ad few as-.one worker (the owner) or as many as four ¥workers.

small bqsingés.owner ig "self-employed." Often a whole family wqfks
° 1

[

» N

\ * ’ A ' * N
together in a small business, » : L

v

- 3
'*There are four fhlngs that you and Manuel w111 .need to do when

plannlng to become a restaurant owner.

e decide what s€rvices, customegs, and competition the restaurant
might have; t !

e decide what personal qha11t1es and skills you- w1fi need,

know how to compete well &nd o .

¢

e . learn about the legal requlrements for running the‘businesé.

A} s . K} B L .

Services, Customers,. and Competition™ ~ .- -
- - 4

>

As'é restaurany, owner, you will be different- from most other

" business owners. You will need to know sométhing about manufacturing,

retailing, and the service trades. Most business owners only need to

know about one of these areas., Manugacturlng will involve a processing

Job,vllke preparlng the food. After the food is prepared, you will need

to sel/ﬂkt tosyour customers, like the retailer. The food is“sold and

e\ v

So you will have to deal with the prohlems

" that odcur in the qé}vice trades, ° .
« ’

eaten }n the restaurant.

5'

- . L .y

Services. A resq;urant serves people's eating needs and, 1ncludes

two typgs of services: "luxury" and "fast foods" The luxury restaupant

1ncludes family and entertainment types. The family restaurant, like

Manuel's, has good food and service. These things Eﬁke you relax and
a : /,_ 'h i o . :

y " - ﬂ:: ) 7/ ' - [

P . ~ ",
6 10
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| | S 8
'S feel comfortable, The entertainment type has singers, bands, and "live
P »> - ) ‘ -
’ ' acfs..' - It usually charges more for meals,.too.

L3
.
E} . [}

The fast food service sells quickly prepared food and deals with a”~

'lot of setvices and customers. These services attract to' people who

need quick service and tasty dishes at a'lqg price. . !
- : . ) ~ N N
" s . - .

Customers. All types of people are likely customers. People want ~t '
- different things from food. Their taste and income are different, \so

they eat in all types of]restaurants. Business workers usually eat in

cafeterias where they work. Shoppers and Business workérs who ere in a . . \

hu¢ry eat in lunch counters or Mfast food" pl‘es. Tr{avelers or iu:o- - )

* . fessional people usually eat in "luxury" restaurants:where they. can. ) T

" relax,a The type of customer you é’rve,wi}l probably depend on your T . ‘ ‘

locationm The Chamber of Commerce can tell you. the number of people in

yolr are;’gnd the number of shoppers 1n a certain area. Just look it up o
‘ inrthe Ye1low Pages of the telephone book. - . - -
. ' | ' . ' )
‘ ~ Competition. There is a° lot: of competltlon 1n the restaurant . o
: : business. Competition is one of the host unportant,thlngs to ‘consider- * °,

in selecting the area for your restauran%. This topic will be discussed . ’

in detail later. Visit other restaurants to seé what they offer. It . -
. will help you decide what "special_service" you might need to offer to
make, your business a 'success. \ ) .
o R > >~ ' .
A A
- ‘ . Persowil Qualities and Skills . . . .
. * . » » - )

. © Most restaurant owners feel that your “personal qualltles are the
most important part of the business. A lot of owners have succeeded S .
without\much education; experience, or management skills. But it is to
Y oYt advantage to know- something about the restaurant business in order
to succeed. Maruel knows that restaurants.are a "people business." He

knows that you must: EU

ERIC | 13 < S

P v : SN d
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e really like food and people.

being-around people.. He is courteous; pleasant, and fair -to

everyone. LS T . o

[N

He-knOWS

.

be skilled ‘in buyugg,grepanngJ and serving food.

wiiere and how to ‘buy good food. He has cooked and served many
meals >~ | h

<
-

e have a head for‘figures. He knows the cost of food 'and how to-

arrive at-a falf gelling price, o :

. 1 v

be wilking to'work hard and.long hours. He has worﬁg@ two jobs

L many times,

> : i

e  have concern for the q4711ty of. the food and health of tgﬁ}”

commuq1ty you serve., He has always provided thg highest

Istandard-of servige to his customers, no matter how’ simple the

menu, ° L e . -
You may like being with people and ;orking‘wi;h them.
probably have: a good velatibnshfb'with youg‘gusgsmers and employees.

How to Compefe Well . T

. -

Manuel decides that his special service will be acting as waitepgto

all of his cuétomers.' He will also provide a "family feeling," treating
“everyone who enters his restaurant like a guéht in his home."

4

this will-help him stand out froﬁ!h;s compet1t10n. Below are some ways

’ that‘you can help your restaurant overcome some “of the competition.,
. - ) ~ !
New services. Offer new services other, restaurant owners do not °
————ae ~ »
N provide.~ Here are Bome ideas..

Why “not open a "Turkey House" where all the

® Spﬁcial food ideas.
‘ d1shes 1nc1ude turkey-—turkey and dre581ng, turkey sandw1ches,

,BBQ turkey wings, and--f1na11y—-tquey soup with all those )
) - . v
- left-overs? Use the same apbrg;ch the *

'chicken chains' use,

an’g forget to include a "Gobbler's special.”

He likes preparing food and enjoys .
r 4

Then you will

He hopes

K P

-

i

\ ’ ' {

“r

s




L4

) (‘E MC
By

Lot e,

. .‘#V,J .

IR v

. ~ e - {, k oo oo
. ‘ . '
. o Delivery gervice to neaﬂg); businesses only. Tdda'y' napy ‘busi- .
nesses do not deliver necause of ga§ cost., Why nat: oﬁfer a ‘
delivery service for lunch time only" i o ; <«
o The community newspaper. Thls pap,er is :ﬂsually free._' It wou}q 'm
. help to keep customers 1nformed of conmunxt‘y..ka'ppenmgs wtﬁier;i’ﬁ,\.
-0 One free cup of coffee or a mu1t1~v1tam1n. You cgq,ld offeh\ )
. t:beSe as a breakfast special. 7. . * “"‘ﬁﬁx;iu- S )
’ . A separate area where "kids" can eat:. Hire staff Just: fpr » '
* . them. Parents could lelsurely eat and not have to wom:y tg (

"feeding. the kids." .

oAt ,;-,ut \J.}s'\

BT
e TR

. . . - - . IJ > . PR Y - ) A , .
> 3’ ’ ' ¢ ! s 'i-’ ' \‘_"- . Fgl\ N "
Special Business Image ey
".7‘.' P ; .
, Create a business image ‘that people won't fdrgeﬁ. Give.your
" restaurant and menu a "ca't:chy" name. Hire fr1end1y employees who care
about peoﬁe and don't mmd ‘hard work. Have t:hem remember the regular
\customersv names. Everyone likes ‘to- be remembered Don t forget: a .,
N\gpecial Lkem for the children. - S ) )
. e f, . . N
.0 -;’ A ] . . .. AT
S £ S [ ! . .
, 2 ’% . }'=l . . . L4 ~ l.»
., %5 . . ‘ R / . . . , ) .o "‘
Legal Requirements’ ) . . o
‘ b ‘ - T -

[N

Cont:act .your local Chamber of Commerce to ‘learn the kind of t:axes
you must pay, t:he licenses you must get in order | to "do business, and “the

\;egulatlons you w111 need to meet, - Here is a list of a feV{ of the = -

2 . (RN

t:hmgs you* mll need to obtaln:

n

sen

.. busmess 11cense, Lo . .
R . health department: permit; and h .

o. fire departmemtr.“permn, a ’ - - m" x

, ’v N ) ’,Q. B ‘. .

You will also. want to protpct your business.and cusfomers by ‘

»f" . . -
‘»e&rrylng d1fferent: types of insurances. Talk to a business insurance .
agent to find out what types of insurance yow will need. - .' .

-~ ‘ , . )
% " . .- 9 ' 4 ~ \

i
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o It takes a-lqot of planning to get a 'restauzant off to a.good start.
. < . . ] e . . .
Now you know some of the things that you must do as a réstaurant owrer
\'- ) . . e s 4 Py /’ o \'r’ -
i . . when planning to open yolr own Téstaurant. . . . .
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Learning Activities ' -
g - » = . Q.\
< ]
. . v ‘ -
Individual Activities ‘ ‘ . . )
r ~ * ¥ - N e
- - . . < ’ ~ . M .
1. List the three things that make a restaurant owner different from . :
other business owners.' . e : "
vt . w ‘ “ c b L »
. 2o Name the.two types of sefvices that a restaurant provides. Explain
+ » - . ‘ , 1 " ‘
how they differ. .1 . v ' . '
RN R w s T S
b . R N Iy
3.. Give'at least two ekamples .of the types of customers a restaurant .
< '\.owner might ‘have'and wifdre these cistomers would eat.
0 . -> ‘lk ‘ . RS L N , 3 o ) o,
4. Do.you have the right persohal qualities to become a restaurant -
© " ouwmer? _Put a check next to the ones. that you think you have?
reaily llké food ana people . , ' '
\ #
’ha e some “ex erlence in buyi reparing, and serving food
P y ng’ prep ’
- S w1111ng to _work hard and bnng héurs :
.~ concerned about the quality of food and the health of your '
b L comunlty ' ’
" . L : N
. . a "head for figures," enjoy working with numbers
. 2k .9f N | B -
¢ 5 Think of a type of restaurant you would like to own. Name it. Then
e think of-a special service you would offer. Explain why you- think-
people would like tﬁ% R . o . ,
’ . . . . ) Y
2 . ’ . . A ‘ ®
6. " Call your local Chamber_of Commerce. Ask what.the legal requipe= —
" ments are for owning a rggtauraht. s, i
-~ p . “l . . - . .
N . . ) )
Il 3 . . ,
. - ) ‘ : S
l' ) ...Q
N “ ' -
. 15 -
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‘ . " Discussion Questio ' .

) 1. Whyjég you think people eat in restaurants? Do you think it is a
] R good business to go into? Why, or why not? ‘ . .t
. . * t. . 2 .
-~ ) ,N : S . . ¢ o -
2. Do you think Manueﬁ/fgll be successful in runnlﬂ?‘his-own
- » \]
restaurant? Why, or why not? . PRV . .
. %, > ;W_ ’ . ' .
3. How do you think fuel shortages and the economy are affecting the
" . 7. . : e
rgstau;ant business? EXp}aln your thoughts. . (L///
- - ) .
,‘. N '..' N » ,\_\ N
Group ActiVvity . )
L \ PR ' N
. N ‘
Contact a restaurant owner near your school.: Ask that person to
- . visit your class to “share his of'hpr'experiences in running a restau-

rant. Make up some questions you would like to ask the visiter. Here °
- . - ¢ .
are a few examples. ‘

.
[ - | >

SRR N _
1. Why did you decide to become. a restaurant owner? ’ ,
[ . b N - ! N

n . .

>

L ‘2.  What kind of experience did yop have before becoming 'a -

. ~

restaurant owner? ) : - .
! 3. . What did you do to plan your-restjaurant? .
" . .
' R
. A . B o
4, What special services did you offer your customers? ‘ ‘\:I? S
\ R o
. . . . . tie
5. Would you advisé others t6 go into the restaurant business?
Why, or why not? Lo g . .
. * et . .
. : ,
’ ‘ '
(e ‘. 3 .
! s . LS
f - P .
. ~ . . \\\ c
. \ » b,
o ; ,’8 . ‘
\\ ] -] .
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. . . o . Choosing a Location
) - . . : Yy ' ~
~ . ( ¢ ]
Goali To help you choose a location for your, resi:aurant.‘
W 4 . ,
. - , 3 % -
~ . . Objective 1t List three things to think about in
. -deciding where to locate your restauranpt.
. 4
- - : Objective 2: Pick the best location for a restauraht
o from three choices and explain your choice.
. - . . .

.
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MANUEL DECIbES-WHERE TO LOCATE

N . ' RS

Manuel liked the area ‘he lived in. He would shop.at a
market two blocks away from his home. >He would often’
think, "If I ever decided to open a restaurant, T would
like it to be in one of these two blocks." One day a
friend called him, This friend was also a waiter who kney
of Manuel's interest in owning a restaurant. He called to

give Manuel an address he thought might be a good location.

- >

Manuel went to the address and thought it was a :
miracle, The location was two blocks away from home, near
the market. It was just what he wanted. The size was
right and the equipment was already there. It was .
everything he had hoped for.

Manuel talked to the owner and found that he wanted to
sell his business. Manuel could take over the owner's
bills, which were no more than $3,000. His rent would only
be $300 a month. ’ 3 '

.
.

Al N - T
Manuel could not believe what -was happening. ' He knew
that the location was "hot." It was just, the right place

for a successful restaurant, because there ‘were only a few -

restaurants in the area. 4There was also a club next door
that was "booming.”" There was always a line in front™ of

the place. What had been the problem7 ‘Why de the owner
s want to sell? .

Manuel decided to_buy the restaurant. The detl was too
good to pass up. The owner ther told him, '"Now you can
have it and hate it." Manhuel -knew what the owner's' problem
was immediately--he really did not, like peéyle!

¢




Choosing a Location

N
. . B | v (
Once you have decided to open your own restaurant, how wi1’1| you

choose your location? Do you have a certain type of restaurant inwmind

to fit a special location? Or will you try to fit the restaurant to any
?

location?

-

J

Y

V4
’

Things to Think About 1‘ Deciding Where to Chogse aVLocation'

3

) < £ N

" You should.- think gbout. the following three Ehings when making your

. [ *
cholce: . —

-

e ~ “competition-jthe numbér of other restaurants in the area;

e possible indome--how much money can be made; and

) transportation-—whethef customers will be abl? to get to the

™ restaurant tFas ily .+

?

Competition . .

: Competlt:lon is one of the most impor tant t:hmgs to watch when you
‘choose your location. ' Any location may be a bad one if _thete are a lot
of good restaurants already there. Find out your competltors weak-_ y

nesses. ‘Go to different restaurants. See what kind of menus, special

. n .
serviceg, prices, and business hours they have before you make a -
’ . i ’ A

¢

gecision about the area. ,

13

Possible Income \

N . . v N . E'S . Ay - L}
- . . ¥
- -~ .

How much money will you make if yo\x declde to choovse a locatuon 1n

thls area or -that area? You'll fneed to’;heck ~the aﬁbunt of money. people

- -




v
A
9. 2

-

to share the ‘sales with them.

.. , e

pay for rental and home, costs for‘each area.of interest, Rental and

home costs are usually 20% ©of a famlly s'ihcome. If a famlly pays $300

‘per month 1t 1s probably making about $18, 000 a year.’

s
.- _»3 . 2\ : LY
The amount of 1ncome spent on food in restaurants varies for

different incomes. But the average is about 5%. The family that makes

) $18,0Q00 a year would probably.spent $9QQ‘a year .in restaurants.,

‘ . ° . N \ ~
. o

. B .- A . ~°
1f ahneighborhood has 1,500 families J%Iing $1,500 a motith, a ~

® .
restaurant could make about $100,000 a year. Sounds fantastic,. but

there may be;bther restaurants in’ the area., Then you'll probably have

0f course, this will depend on how

RS

creative you are in making your restaurant a -success.

e

Call or visit-the Chaﬁber of Commerce and a real estate office ‘for

- 3 . i . 3
each of your areas of interest. These organizations can give you

informatign about the income of each”commynity in their area.

,
. 4

- . S

L]

Transport;tigg .7 - ) .-‘}- . ’

N /
S b

A restaurang should be easy to get to in aqrder to be successful. To

detetmine this," flnd outs: -

e ' the number of people who pass by on foot or “in cars; : -
. Y . 4

.0 the hours crowds are heav1est, . . - B
s L . by -
2 i where the people are\go1ng--home,.work, shopplng, oo
‘e the types of businesses nearby; . -~ Coa

v

° plaps for gfbwth in the area; and nT N .

) phblic-parking spaces. AR . K
‘ . T O - . -~ ' '. ¢
’ X‘ O ’ ‘ . \ .
This 1nformat10n can be gathered by stltlng your areas of L, ‘
interest. raik to everyone—-store owners, office employeesz shoppers, . -

the person next to you at a competlﬁor 8 restaurant. You can also

contact the . c1ty planning department. Talk w1th some ge there about )

ﬂlans for grawfh in the area and the amount of pub11c piﬁklng.
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Choosing?;‘bqgation
. ) A

In choosing the actual 51te for your pestanrant, there is one th1ng

4 +

you will ‘have ‘to do first. Find dut 1f the customers w111 be able to ~,

get to you.
_Bef

* o

of pe?ple and ., cars that pass the Spot. Be sure £o cover the hours

If they come by car, "parking Space is absolutely necessary.

e you dec1de on the locatlon,-"clock the traﬁflc.

.
» -

s

planned for your buslness. Don't forget about weekends andethe effect

.
=

d -

?f weather cond1t1ons, gdod, and bad s o

f‘*fﬁ.& h"’.’ o~

. M& %
In maklng your declslon,

lso ecessary*tb-declde on the sige.
The rent should

v

it
of the bus1ne98 you w111 run and the re t you w111 pay.

be based on the amount of business (mon y) you expect to bring in. Your

LN

rent should average about five’ percent of th1s amount .

>

A\
e

If you pay $300° for rent a month 11ke Manuel

- ’

you bhould expect to
fake in ab)ut $6000.a month in sales. Your seat1ng capaeity, expected
tufnover, and * type’ of customer may not 1nd1cate this sa1es voiume

* (%6, 000).

busrness.
<

&

) Then choose another locatlon, or change the plans of your
L .._ . L > ¢

- Y
-
-y "
- ¢

> -

'The locatlon _may meet your requ1rements.

-

dec1s1 n, make a map of the area by f%lioélpg the steps below. "-

But, before maklng a f1na1

-

Draw a 11ne atound the location to 1nc1ude all other bus1nesses.

‘e
-

'Spot
Make

~r

N

‘w111 make’rn ownlng your own restaurant. $o plan to

.into the choice that ypu make. .You.may be as.lucky as Manuel and f1nd

just what'you want,, ,

‘Count the number .

¢

“

E P ‘]

“
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. .Summary \ L. A
. [ ’ .
N B ’ . . - .o
- .-1\\ . Once you have decided to open your re%;aurant, you must "check out"
£ "

the cOmpetltlon, pogglble 1ncome, and transporta;ion for the area 1n
. , whnch you plan to set up your bu91hess. You w1L} also need to ‘decide on

the size of your busines¢ aind the rent ygp should'pgy. Your t1me and-

- p1ann1ng wlﬂihgetermlne the success of your, business. - C LI
s :

PR . . .
’ . % .
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Learning Activities

[}

Individual Activities

1. Name at least thr

.

2. Call the, Chamber
e

*

ee things you should find out about your competi-

tion before you choose a location. . ;! )

L -
v

X

of Commerce or a local real estate qffice. Find

:.—EK

3. Make a list of the regtaurants’in your area and list their)specihl-
E%es (use the Yéllow Pa‘ges)j)n ' ‘ ’ .
4., A’community has 2000 families with 82’5!ef886 mdhthiy income_of .
_$1500. You plan to gpen the only restaurant in‘this area. How much:.  °
K money could you exﬁecg‘to_make‘a_year? ' ‘v . . "85@
. | 2”?L; ‘ - . | N
- 5. . Call the Chﬁmber offCommerce~or a real estate office in the'area,f

v -
Full Tt Provided by ERIC. N
- .

NP oL

out the income of the community where you live. . =~

-

-
.

[

where you Ivve" Find out .the number of peop1e~1n the communlty and

~—

the1r average 1ncome. Figure out how much you could make a year if

\ .

“f Y

you ‘were the only restaurant in the area..

-

* 3

. . . s '
< N R R .
6. . List at leadt three ways Eq‘tell if a location® is easy to get to.
\'/0 o ' . »¢ o J ‘- T
7. If you paid $500 for your rent, how much sh0u1d you expect to make
- ,1n sales a ponth if the rent. ig.5% of your income?
' B : ,
, - . - ‘ ¥ .
!“ * ; - ‘ ’
- i < 22:3 3
L ’ S . 20
N * 1}
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Discussion Questions - .- / ( T

, 7 : - .

‘ i . x, R N T
' 1. Fron what you have learned in the 1nd1v1dua1 act1v1t1es, do you !

‘&
. think it would be wise to open a restaurant in your.area? Why, or

why not? What kind of restaurant.wqpld you Open? , Why?

N
2. Think of all the successful restaurants in your community. A Discuss
N A

. 24

how their locations affect their, success,’

e
L]
/ . . X .

3. Jack and Betty Jackson dec1ded to open a ;Zstaurant. Jaek wag a
. short-ordgr copk, and Betty was a waitfes’s. They decided' to open a,
, restaurant in a low-income, commnunity. \The area had a lot of - ‘.«
. fast-food.%usinesse&. But the transgortatien was not that good.
.The Jacksong.figured that they could make money because the rent for
the festaurant«WOulq bewcheaper in this area’. The restaurant
‘\\ . failed. Why? What could they have dgne differently in choosin

their location? IR
.’ s . ’ . o ’ ’
) ' ’ ¢ ~ .

Group Activity ‘ ‘ X . > 3

a ) R -4 . ) ) ‘ ! s ' '
' » Have.each student pick a site for a restaurant in the compunity and .. ~
. ~ P \. . > . ) ¢ ’
' find . out the following information: - 5 .

e number of restaurants 1n the area;
- e types of bu31nesses nearby, _ -
. e income of community;’ SN - .
. e s
“o traffic patterns; and . Y -
e availability of public trangsportation and parking.space. X
. » . -
Discuss each site. Decide if the'locatjion would be a good or poor .

choice for.a successful restaurant. . - . .

2 . Fy \’? . .

o . L | 04~ e e o
.ERIC . | -

SN s




1N /. i AR
T y , . ’ g
. £ .
v " . J‘ -
) . Vi .
. ) - . -
o P . . .
. L ! * - .
. 4 - 1 ‘\\
AN -
- { » . - .
[ [ 4 <
! \_ . 4 UNIT 3 , ) . .
. . 'l
o ©
\ h s : ’g :
. . [l . B " . ' .
' ’ Getting Money to Start o, . :
' .. . . ) . . , < __.\ ’
. Lt o » '
< e S e \\
. . . . . )
. o "Goal: To_ help’you plan how to ét money to start your .
o . ‘ restaurant. ¢ o
: - . ’ . . . ‘
. . . v . Y :
Objective 1: Write a business description for your
‘ restaurant. '* . ) : . - :
< i Y .
.. Objective 2: , Fill out a form showing how .much' money < o
NI S . you need to borrow to start your restaurant, \
. a - 1 A ¢ -
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N\ Pad r" \
= MANUEL GETS bg)NEY TO OPEN HIS RE§TAURANT
) ) oo
. Y ’
7 s NN

o
’

The next:step for Manuel was to figure out how much -
money he would need to start his restaurant. He algo
sneeded to know where he would get the money.. T

N . ’ /. . coL
Manuel made a list of what he'd need. The total came -

_ to about $14,000, Manuel figured that he would only opgn
for dinner at Ffirst, . His“hours woyld‘be from 6: 00 to 10:00
Tuesdays through Sundays. e would only need staff for.
these hours. The salaries would amount ~to about}$3,000 for
the first ahree month§. Manuel would also need an extra
$10, 000 for any problems that might come up. ,

Manuel had saved $5, 000 while work1ng as a waiter. ‘He

would use this money to invest in his own business. He

would also need to borrow.gbout $22 -000, ¢

Manuel dec1ded_to apply for -a business 1oaq from the local
bank. He had heapd from other éthnic restauiant~qwn&rs
about a special assistance program available tp minority
business owners through the Small Business Administration
(SBA). This is a federal agency thaﬁipakes oans through

. commercial banks.. Manuiel decided 45 ask aboit this program
when he' applied for h1sfloan. !

‘!‘

«
.
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- e a description of your business; angd

Business Description

@

Getting Money to Start

- N .
.

<
>

Nowithat you have located a place for your restaurant, you'll need

some money to start it. That is, unless you are’ very wealthy and don't

need to borrow unney from anyone.

N

you may skip this section. But.for the "struggling, up and coming

restaurant owners of tomorroy

¢

‘Let's say you hdve tried to borrow from friends and relatives, but
they just aren Yt uble to help right now. To get the money to start your
business, you'll need td go to a lender-—a bank or government agency..

You wiTl need to prov1de/a lot of information to prove that you are a

v

gﬂod business risk, Lenders will want:

o' personal background information (a resume);

-

M a statement of financial need. o a

7
-

Personal Béckgroun& Inférmation (a‘Resume)‘;‘

T - . . .
N

A reeune\ié the finrgt tﬁiné you shoulo p%eﬁare when requesting a
.loan. The resume tells’the 1ender ‘who you are, what you are doing now,
and what you've done in the past. The 1ender needs to know about’ you to
get ‘a better idea of your posslble buslness 8uccess. .

. .
‘

Every new busipess begins wjith an-idea. Your next step in getting
‘your loan is to put your idea 1nto wr1t1ng by preparlng a written
descrlptlon of your business. :Your business descrlptlon should 1nc1ude

*the following: )& . . - - .

For those of you who fit this case,



A

.~

X @ kind'of'business nd its name, . ) R
e services you will prov1de,
° 1ocatlon of business; : "\. ) .
T~ ., your competltors (other restaurants in the area), tell
. o\ ‘who your customers w111 be1 :
. ® your.suppliers and how you w111 pay them' and ’
e, ‘number of employees you will" need-to hire and.your strategy for
eocceas. , 1 ‘ . '
- N . '.4 :. - . T »
Manuel completed the follow1ng business description for ‘the $22, 000
;redlt needed to start ‘his. bu31ness. T L
"I plan o open a restaurant. Its name will be La Masia (The
Family). It will specialize in Spanish food.. I plan to locate

the restaurant at 9801 Santa Moriica ﬁlvd At this addrese there
i€ a restaurant that is a1ready equlpped and furnlshed My* rent
will be $500 a month, v : ’

. .

T -
.

.

- The restaurant is large enough to house the inventory. It
will seat about 40 customers. 1 plan tos+do ‘some reﬂbdellng. T
have estimated this cost to be about $5,000, .o

Qhere are only four restaurants 1n the area that might be.of’
some competltkon. But they do not Spec1allze in Spanlsh food.
In ta1k1ng1y1€h people and bu31ness owners in the area, I have
» found a reai need for ‘a Specyallzed restauradt. I plan_to use *.
the localgmarkets and a nearby food suppliers

I nﬂ&T‘hpve three pedple working ?isrhe~restaurant. They are

a cook, a dishwasher/buaperson,-and aiwaiter or wadtress. I will

: help'prepare”the food before the restaurant opens, _I'll also act
,as one of the waiters. I plan-td open the restaurant by July 1,

if I can get this 1oan,from the banr "

Y »




- Statement of Financial Need

N . e

. ) s » T
I‘ - ‘. gt & . .

- & . Detailed information about starting expenses and the amoutit of money"

«, you ‘have on hand must also be given to.the lender.
. h b

> v h ’ * .
.‘,' - R \ . .
-Starting expenses. The starting expenses will tell the lender the

3

exact ambuntobf money you will need to open your restaurant, Let's look

at what Manuel's étarting expenses ‘1i8t looked like:

. - -

: o Salaries ’ : " $ 3,000.00
‘s ) Equipment and furniﬁu;e. E 3,000.00
°, ° 'Rent (deposit ahd firsé 3 months) ) 1,900.00 L
) Utilities. and phone (dep081t8 and '
and; first 3 months) =~ . 1,300.00 L ’
. T T : * .
o o Business litenses, insurance,
’ and accounting advice " 350.00,
. s ,
~ e Repairs/remodeling u . 5,000.00
. e O\Kakq<fi%ing and promotion’ . 700.00 -
f ¢ p ' R . , -
. o Food inventory (at opening) 1,500.00 °
- N . v e . . *
' ‘Money for emergencies ' : 10,000.00 s
AR & ‘ .
™ TOTAL $26,750.00
“ ’ v ‘e * h ' T
P * 2 : ¢
_ Manuel w111 pay out a lot for remodellng, rent and ut111t1es, equip-

. ‘ment and furnlture, and food inventory. Manuel w111 buy an existing
.restaurant §b he will not need to spend as much on furniture o;_egulpmeht
as the owner of a new restaurant would. To find what hé needs; he will
contact a restaurant supply house. These firms can help you choose and
éVen»finance'equipment. You may lease or buy, depénding.on ioqr neeégh

i =
\ .

. ) 4 Restaurants' starting expenses vary, depending on the size and type
of food offered. Usually profits will be slow in’ the beginping., It is
best to borrow enough money so that you will have an excess on hand

’ This w11;-he1p to carry you through the ﬁlrst six months of business.
e . . .

> ‘~ . ’I : 28 !
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.

i -
Sample statement. A sample statement of finapcial need is -shown . -
below. B )
R : '
STATEMENT OF FINANCIAL NEED
Starting Expénses . Moﬁey on Hand -
Salaries t $ - -
Building and Property ) '
+ Repairs and.Renovations _ Cash on Hand $
Equipment and Furniture - Gifts or Personal Loans
Inventory or Supplies .- Investment by Others
Advertising , . ) c TOTAL $
Other ) ‘ Cue \ ’
TOTAL $
!
- : °  TOTAL.STARTING EXPENSES $
TOTAL MONEY,ON HAND
. = " TOTAL LOAN MONEY NEEDED $
: S
SR
This forin may be different from the gne that you will use. But' it
will give you an idea of what to cdver when pTeparing a statement’ of
financial need. ) . ] '
. Y . ’ . .t N A
Summary ) ' ©F - .
When applying for a loan, you will need to provide a description of .
your personal background (resume), a business description, and a e,
statement of financial need. Yopr.careful planning will be the key to Co
the outcome of your loan request. o o .o . ot :
(4] ) ' o ’ o .
‘ ‘ . 1] -
29
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B ! Learning Activities )
. . ?
Y v .. - . T T ? - ‘ . |
Individual Activities \ - N
1 ‘Manuel .did not include part of a section in his business . -~

~

‘ description., What was it?

PR S “ ) ( . . ‘

2, Fill out the following statement of financial need for Manuel,.

<

y . STATEMENT.OF FINANCIAL NEED o '.‘
Starting Expenses . .Money on Hand L /.] e -
. Salaries ' . * (' - ;
]} Building and'Property s, ) L : e :
"Repairs and Retfovatiqnsf Cash on Hand . ' _ ‘
Equipment and Furniture Gifts or Personal Loans
Inventory or Supplies ) ) Im‘restg:mentkby Others ' .
Advértising . - a1 TOTAL ‘
: _ TOTAL - .
. . .
o . ’ | . TOTAL STARTING EXPENSES ‘
. : . _ TOTAL MONEY ON HAND . .
h ~ ' TOTAL LOAN MONEY NEEDED _- e \
. . . . .

t]

, 3. Which of Manuel's starting expenses would need to be listed under

.
¢ “Other"? ) -,
- . . ” . B J
~ v ¢
- R Vi T .
— , R -
» . 8




Discussion Questions

a
»
N . .
1‘ ~ LT

1

1. How do you thir}'k.*a lender {bank or government agency) would react to

Manuel's business description? . - . ’

~

. 2. What other ‘information other than a business description and J—

. : statement of financial need would a lender want to know before
‘ » » * *
. giving Manuel a loan?

Ll

¢ a

‘Group Activity .o ) -

. \ -

. -~ : Charles Robinson has worked as a cook in a restaurant for.

" oven, two years. He loves to cook and has created some "very .
special” dishes. He has tested these dishes on several cust\omers.

They -have raved about their taste and flavor. Charles has found

- ' .o+ a smalrr;:taurant, fully-equipped, that seats about 20 people. .

.’ . C He would like to open a specialty restaurant’ 1umedlate1y. But he

‘has oné saved $1, 000.

. ‘ As a group, discuss the. following.
., . L} '

- - 1. What would Chartes's starting expenses probably include? How

- ) would his costs compare to Manuel's? ¢

, 2. Would he have to apply for a-loan? If»_so, how would he do this?

. A 2 .
3. Do you think Charles should go into business before saving more

o

., money? Why, or why not? . o

o 2
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- “Being in Charge e ‘
> .t o ’ B
y . M '
. _ \

To help you seleet and manage the pe0p1e with whom

you work.

- .

< .
. e '
N A
L3 3 - "ﬁ;‘. Y
Objective 1: -Given the general tasks of a restaurant

owner and several employées, decide how to divide
the work._

’

Objective 2: Select from-a list of restaurant
-applicants those acceptable for your restaurant. -

Objective 3: List three ways employee training can

* ~ help your business.

NP : R
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_hired his staff.

T 3

: -7 MANUEL HIRES HIS STAFF

Being a waf%er, Manuel knew how many employees he ' .
needed to-serve the. 40 people, which his restaurast tould
seat, He needed a cook to help Yim prepare and buy the.
food and oversee the kitchen. 'Hf meeded a dishwasher to
keep.the dishes washed. and the Witchen area clean. He
needed a busboy or busgirl to cfean the tables. He also
needed ftém one to two waitersYor waitresses to serve his
customers and assist with othe agﬁies.

B
. - Manuel would hve to hire § staff. "The first thing
-that I will look fqt in employdes is a.good personality--
how they handle the élves——bec use they will be an
extension of my character. Everything I will have put into
my business will depend on my stafi, especially the waiters
and waitresses.. They are thé most important part of a )
restaurant. Many people think that the food is most
important, If .is, but the waiters and whitrebses can do
magic," E * , - : '

Manuel developed an application form and a list of .
interview questions,  His experienceé in the restaurant

business was of great help, _Within two weeks Manuel had

e -
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- Tasks * '
Y ——

Being in Charge '.\ .

4

Ownxng and operating a restaurant business 1nvolves many d1fferenb
tasks. The most 1mportant is h1r1ng and be1ng in charge of your staff
, s’

:!. the general tasks involved in‘running a small restaurant and- the

- .

‘In this unit you will learn about:

*

‘- staff you mlght need;
- e sources for f1nd1ng your staff; and ‘o
- . ! » .
e selecting the staff. - - . , .

- ‘ v

/
- < 5 ~

~In tﬁefrestauiant business, you will deal with a lot ‘of different- ;
tasks, In the course of one day you may: - .

. ® prepare and serve.the-food} ’ _ .
arrange for food deliveries;
place new qfsers; ’
call: for resair people;'.
hire and trainlnew employees; ~

check cash receipts; and, . . o

oversee the kitchen. -

. . .
¢

Will you be able to handle all these .tasks on your own? Being a

»

restaurant owner requires constant supervision of the business. Like

Manuel, you will need help in handling some of these tasks.

14

ry

The,slze of your staff will depend on several-things. These include -
the: type of serV1ce.you offer, your menu , equlpment, number of meals
sexrved, and the number of customers served each meal. Somé restaurants

have about one emgloyee to every 50 or 60 customers. Manqsl feels that

4 ' . .
. ‘ . Vs
' 36 .



" people? It is important to know what type.of employee you are look1né .
for. You also must know where to look for them. . i © e
: s P S I
§electing Jab Applicants ‘ - y ) -

* and loyalty of your employees. You must sé¢lect from Job appl1cants co-

_carefully. Remember, these people will be ‘an extension of_you. The

1A ' . fc-

a waiter or wa1tress can only handle e1ght tables: properly. He says,

"Physically, they just can't do any more. W o
- ’ | ;
For a small restaurant like Manuel's, JLet' s suppose you will need
only f1ve employees. “Thése include a cook, d1shwasher, busboy or ~

busg1rl, and two waiters or waitresses. How will you select these

‘The success of your * restaurant depends on the skills, cooperat1on,

success~and reputat}on of your business will depend on how well you make . .

»

these selections, . .
LY <

>

Sources of employees. There are several ways to-find an employee: .
A .

e friends and acquaintancesy T oo e
/ ) -
e employment agencies;
«

® ' newspaper advertisemehts; and , . ) . .
e personal applications. . ‘ ;

Friends and acquaintances are somet1mes able to recommend poséuble

applicants. These references are usually the best. »They know your

N

« %

business needs and what type of persgh you have in mind,
Employment agencies are also a good source. There are two {ypes—-—

public and private. The U.S. Employment Service has publ1c employment

offices in each state. It is set up for the beneflt of both employer ]

and worker.' Private agen ies usually chargé a fee, but some spec1al1ze. - \‘

in certaln kinds of employment. They might be a good source for getting )

skilled employees. e ' ~— : - ’

[

. - t
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3

. The newspaper "advertisement is the most widely used way of looking

for employees. Another good source would*le voz}:ional counselors in

schools and vocational programs like home economics and distributive

-

education. (
L} ’ \

A¥ter you have found sd@e Qotentlal employees, you will have to
learn certain things about them. You can get this information ﬁzgg/ﬁffr
detailed application. The applicant should:

e fill out a detailed application;

e provide parsomgl references; and
- have a personal interview. < .
. s
. ¢ \

£

Detailed gpplichtion: The amount of detail in the application yill
depen& on the type of job you want’ to fill. You shoufd look for
physical 4dbility, educationalqbackground, &nd personal qualifigationg;’f

Physical ;bility'and aptitude. for handling tools and equipment are
needed in restaurant work. You must look for physical abilitifs that
will help the employees develop the skills Eﬁéy need .for the job.

. Waiters and §mitresses, cooks, and busboys and busgirls-have to do a lot
of walking and standing.‘ So keep in mind that a lot of physical demands

¥iill be put on these employees.

O

Educational qualifications are important. Employees .should be able .

2

to read and write, .add and subtrac;, and multiply. This is especially
“true for the employees who will be deallng with the customers and ‘making
money transactions. A’%lgh school educatlon would be an asset for any

* . staff who may be asked to do a supervisory task. -

.

Personal qualifications involve emotional stability, which is needed
for any person who has to work with others., IF{is ;specially important
in ‘restaurant employees so that you avoid problems when you have periods
of heavy and fast work. Eneggy, gonscientiousness, and céoperation are

qpalities‘to look for in all of your employees.

T
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Personal Interview

, The personal interview is esbec{;lly important.,

* -

It can tell-¥ou

about the eersonal qhaliéies that don't show up in the application,

your interview you should discuss cerefully the job qualifications with

the applicant.

peyson meet# your standards.

Through a friendly conversation ydu can find out how the

.8

"- These are a few questions -from Manuel's list that you might ask a

person applying for a waiter or.waitress job.

Question

What do you think is the
most lmportant quality of
a good waitér or wa1tress7

*

Consider the answers tof

determine: ¥
" ) * -

Does the person understand

the full responsibilities

of the job?

Why? :

Suppose a customer insulted How would he or she handle
you. What would you do? a difficult gituation? Would
~ the person be easily upset?
> L s
Why did you decide to apply
for this j8b?

- -

Whatl motivates the person? Will

he or she be with you long?

Personal References

o

. -~

< Before hiring‘the person, check his or her references. Remember

that hiring a person represents a l'arge investmént. An application and

“interview may show that a person is qualified to do the job. But after

. you check the refesences, they may show this is the wrong person to hire.

U . '
- -

The best type of reference check is person-to-pe;son. Call the

reference and discuss the applicant. Prep;re a list of questions to
ask, These might include discussing the person's employmeﬁE record,

what kind of employee the pejson was, and how well he or she got along
with others. It takes a lot of time, patience,.and sk111 to check

39
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2 : -
J;tefetence{: But they are .the best, most teliab{é source of information

about the applicant.

r

e o
Employee Trdini .
2 ‘ ) -
Employee training is necessary for a successful restaurant opera- ~
tion. No business can succeed unless it is run by a staff of workers

wvho khow their jobs and pétfomm them well. Let's suppose thdt you
decide to hire a new wa1tev—w1thout training or experience and he 19¢‘
nnned1ate1y put to work. He is told to watch the -other waltets and do
as they do. In a certain period of time the new waiter will learn your
system. The amount of time taken to learn this process can be timely:
and costly to you. The job cohl&‘have been learned more qulckly with
‘the proper training Pprogram.
‘ {
Give the new employee a complete description of the job and a chance
to practice ﬁefore beginning work. The advantage of ttgzning is to

shorten the,learning period and make learning more effective. This

.~

contributes to greater production, lowers the cost to you, inereases the'

employee's job security (which means less supervision), and improves his
or her attitude. aboiit “the job. . o

’

Summar -

PO N -
-

There are éeven tasks you may do-in the course of a day in running ¥
restaurant: preparing and serving the food, arranging for fgod deliv-
eries, placing new oréers, callinngot repair persons, hiring and
training new employeesz checklngeeash recelpts, and overseeing the
new employees for a restayrant involves finding new

kitchen. Hirin

employees, r ing their ‘applications, Anterviewi

" their personal references. Training emp

ees contribdges..to greater
production, lowers the cost to you, increases employees' job secyrity,
‘and improves their attitudes about the job.

L 4
v
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/ . . Learning Activities (
7 d - 6 ¢ ' ’ - -3
. * ) Ve Cv L, oy
, ) ~%w \,‘- 4(7,\?.»~.

- sIndividyal Activgzzes

[ A v

< 3
i . .
. 1. .What are some of the .tasks a restaurant owner might do im the course
. of d*ddy? : ’ . ‘ . .
- v . :
) . . = Ay
. 2. Name at ledst three ways to find employees. :
. 2
‘s - N )
3. List the things an applicant must do when applying for a job., -~

LN . '

4. What are some of the things: you sﬁould 160k for in a,detailéd

. . @ “’.‘-n ' ‘ - .
:application? -4 P b
- ) P , ,
+ - . o . ’ !
N . . . . . -
. . 5. Why is the personal interview especially important?
-~ ] . ® b
t ‘ . R

v ' o

6. What is the best type of personal reference cheg¢k? Why? ' -
- ~1 > ) - . <A

- 3 « )

‘ ! ¢ . : = ”, .
.. 7. Name at least three ways .employee training can help’ your business.
* V4 ! o M .

. i . -

&
v

2 ’ .
-

.Discussion Questions :
) ~ . s
!

B . g
L4 »

1. Suppose that Manuel's business grew sq"fast that the customer -

X turnover was impossible to keep¥up with. What might Manuel do to
"~ g "2 . >€F h " _
‘ ithovg the situation? : ”
L. . / O .

3

P

, 2. Assume that Manuel hitéd{Carmen Mattinez as a part-time employée.

- £t

Carmen had worked in a restaruant as.a cashier, busgirl, and

waitress, Which task should Manuel assign her? Why?

) . \ -
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.

»
-

B

. “- 3
" 3.
_ inexperienced wditer or waitress? )

-
L . ~

- ’ - »

As the-owner of a restaurant you have just interviewed Michael
" Adams. . He is-&ery friendly,'ana you are thinking of hiring him.
" His appiication and interview show he is.verf q&alified.

had several jobs in the past year.

What should you do?

Yyou also find that he is always late.

et

>

’

_What problems might a restaurant’ owner have if he or she hired an

‘

’

’

But ﬁe hag

After-calling a few references,

Group Activities

’

1.

.

_Have the class pair up and role play the following situation.

Reverse players to get an idea of how it-feels on both sides.

.
.

@

“Jerry Robegég has applied to Manuel's restdurant fer a busboy
e T -, . e C .

position o His application shows that he has worked in two other

restaurants while going to school.. During his interview he

mentlons d knee 1nJury he had dur1ng football practice ‘last

e

‘

year.

Manuel interviewing Jerry. .

He assures Manuel, that his knee has healed.

"

s
L3

Role play

& .

A

2. Divide the class into, groups of five. After role playiné the
- . r

" situation once., have them change roles so each .student can role play
‘ . e P

.

- ‘ﬁManuql.

»

e

I
i

~

-2

S

-

Manuel s restauranc xs packed for dinner.

~

.
»

-

temperamental thzs evenlng and has upset & waiter.

-

The cook is very
It has a

_chain reaction on all of the staff. gole play Manuel's conver-
. sation with the. caok, wéiter, busboy or busgirl, and dishwasher.

h ¢
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Buying and Keeping Track of Spppliés

To help you buy and keep track of your supplies.

Objective 1: Seléect a merchandise supplier, *°
decMe how much you will bay, and develop a
schedule for ordering the supplies.

Objective 2: Compute the total amount of your
purchase order for your business. .

Objective 3: Compute the .amount of 1nVentoty on
hand on a certain date, -




o

' ordered 50 chicken fryers,”cut, for $129.36, 80 chicken

. MANUEL ORGANIZES HIS WORK

s e E,
:

Manuel was very pleased with the way the plans. for his
restaurant were going. He had budgeted $1,500 for his
opening inventory. Now he had to decide what he needed to
buy. He also had to find reliable suppliers for his food
purchases. Manuel made up a list of the food supplies he -
would need for his menu. He would need to purchase food
from several different suppliers and distributors. He
would need a wholesale grocer for nonperishable goods, He
also would have to find a fresh produce®supplier for his
vegetables and fruits, and a supplier for meats and fish.
Finally, he would need a processed food supplier for frozen
goods, : - :

- o ‘- v '

Manuel planned to discuss suppliers with the owners of
the restaurant where he used to work., The owners wete very
friendly and told him where to buy his supplies. He’
decided to use the same meat and fish suppliers they used,

Manuel called Shelton Poultry, located in Los Angeles,
for his' chicken purchases. He called the Main Lobster
Exchange, also located in¢Los Angeles, for his fish. He

»

breasts for $75.21, and 15 game hens for $20.85. He'
ordered 12 Eastern sole for $43.80, .15 Pacific snappers at
$26.85) and eight white fish for $24.00 from the Main
Lobster Exchange. ' 3

In checking: en suppliers for other food purchaseg,

- Manuel discovered that he could ‘buy things in the local

markets much easier. He said,."Sumetimgs, in the long run,
you are better .off buying things ‘like lettuce 'in local .

* markets. If you buy a case, you may waste them. When you-

are starting a restaurant, you really don't know just how
much you are going to sell. So you have to be very
cautious about buying." ) ’

Manuel figured that he would buy things that would
last three or four days~ilike meats and vegetables, As
his business increased; he woyld increase his supplies.
He purchased all of his meat and fish supplies by telephone.
On June 25, he filled out a.purchase order form. Shelton _

. Poultry and the Main“Lobster Exchange agreed to deliver his

supplies June 28, three days before the restaurant was to

+open. The suppliers told Manuel “that he could place his

orders on a two-week payment basis, But he preferread to

pay his bilii_if;fg}l at the time of delivery.
oL ’ . [ :
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Buying and Keeping Track of Supplies
. * . 1

: v A .
.y)y/ ” One of the most unportant dec181ons you will make in owning your own
\ .restaurant will be buying fodd ‘and keeplng track of your ‘supplies. Food
is the largest part of your bus1ness. You will probably spend from 35
“to 50 percent of your expénses on it. "Food is the qnly thing you will .

be se111ng. So the, amount of money you make will ‘depend on “how carefu11y

you make your purchases. ; ¢ y
You will need to know three things when buying your supbiies:
e vwhat to buy; \ v ‘

A -

e where to buy (suppLierQ?; and
¢ _how to buy. - . *

x*

What to buy depends on a-lot of things. These include prices, your
" storage area, and -the, cond1t1on of the'food when you buy it. bf-course,

the only food you w111 need to buy w111 be food that is on your menu,

N N
-
+ L

. a ,

»o ~ Prices must be considered when making your purchases; If you have

to go a long way to buy your food, it can-be ‘very expensive. Look for

/ . local 8upp11er8.~ Check out the markets in the area for good buys. Try
o . not to under- or overbuy. Cons1der the type -of "turnover you might
S have when buy1ng. The hourly customer turnover rate per seat in a table
- r » |

service restaurant varies betyeen one and two hours . .

-
“

-

Quantity is also very important to;consider. Buy only the amount of
food that can be used and stored properly.  Buy by the weight whenever
poésible. ’Quality is indicated by graée. The grade indicates the .
quality at the time of grading. .It does not indicate the)condition of
the‘supplies at the;time of‘tPe sale. *So you will have to re1y'onfgood

*'judgment vwhen, making your purchases.

&
o

A - .
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¢ . Where should you buy hour food? Your food may be purchased from
4 ‘ ' many places. These include: ' .
- o ° wholesale grocers;
. . fresh produce suppliers;
e single product distributors; .and . ‘ -
. ‘processed food distributors. .

These areas will be discussed in the suppliers area of this unit.

?
' v

- How should you buy your foqQd? You can go to the market yourself to
' see ;hat is availablecand being sold for a good price. Or you can buy
Y from a~séles§erson in person or by phone. Good salespeo;}e now the
. = products and are "in touch" with business conditions. They will help to
, ~ keep you informed about good buys. You may decide to ouy By phone.
Then ‘set aside a specific time during one or more days of the week for

. these calls, . - ' ’ ( <.
@ . - .
."When ordering by telephone, be spécific. Compare prices or products

of the ‘same quality from at least two sources before you place an

' . -~ order. Once you have found a good supplier, set, up an understanding. %

Tell the salesperson to_notify you when there is a change in the pr1ce _

Lyoe llst, Try comparing prices. with different suppliers and plac1ng orders

\ - - with different dealers on different days. - ‘ . ‘-

' P N 0\ . ' ‘ . hd

\ o . —_— ) [
% » ) ° . ‘ v * -

Suppliers - ‘ LY L

You will need\to consider three things when you choose your

. ) suppliers: = - ‘
. N Y ” . . R
¢ . ° quallgg and type of merchandise;
. e % prices; ahd :
s - + <
' N ) ’ c . ;
' e services provided. ;

The quality and type of merchandise you buy will depend on your.
. chgice of suppliers and distributors. Restaurant owners usually deal

* , yith different suppliers, They are wholesale grocers, fresh produce

4o

. : suppliers, single product distributors, and protessed food distributors.

47
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Al .

Wholesale grocers. These people round up all kinds of nonperishable -

goods, from sacks of sugar tg napkins. They will.send a sales repre- . .

. gentative to your vestaurant to discuss the needs of your operation. -

Fresh produce suppliers. You can either send an employee with a o .

v

truck or station wagon to a proghce center or arrange for a "gervice
wholesaler" to do the shopping. To place your order, you can call the
dfstributor and reach an agreement on price and ‘delivery date. An order
called in on ariday can be set for delivery by .the distributor the ) -
following Monday. B1111ng is usually weekly. But this varies with the

local market ahd the d1str1butors.

Single product distributors. These people can be found in the- ’ , .

Yellow Pages under the specific product type (milk, poultry, beef,
etc.), where there ‘are lists of companies supplying that product.

> 5 .
¢

Processed food distributors. These are listed in the'telephone book

.under "Frozen Foods, Wholesale" (frozen vegetables and entrees), "Food, coe
Dehydrated " or "Food Products." " ‘ L. , ‘

a
N a

. Sas

o . - . -

The Restaurant Associamtion (a trade association) distributes a free
buyer's guide ‘listing suppliers. ' You can contact the nearest:'trade
7
association officer to find out if additignal help is available in

. locating sources. Restaurant publications are’another handy source of /
- 4

suppliers. Alsa; the "Grocers, Wholesale" ads in the phone book Yellow

’.

"Pages may -give you 1nformatlon about'ﬂealers spec1a11z1ng in supplying -

“ -

restaurants. ’ .

}]

Supplier Terms

~
“

Food suppliers often open charge accounts for godd credit rlsks.

Some wholesalers put new accounts on a two-week paying basis -until a
good record is established. Then they extend credit on a monthly

~ basis. Pay1ng bills promptly, though, is the best way to continue a

"good re1atlonsh1p with your supp11er. _ o .




"

- that might come up. For a record of the amounts you will nee

. . 1 . . . -
: = » /

Ordering Food ‘

’

¢

-

You should order your food based on a menu pattern covering at least
a one~-week period. This will allow you to make any recipe adjustments

for a

given pprtion, use a reéiﬁe card file. This recipe reference \file would
11st, in alphabetical order, dishes frequently served, the number of ° .
portions, and amount of supplles needed. For exam e, under "Stew for
50," you wouldmote: 81 lbs. of potatoes, 6 lbs. carrots, and so
on. This file servee to give the cook instructions} It also tells you

how much of what to order. . ﬁ; -

.

°

To make up an order for staple foods (sugar, flour, salt), keep a
"want”" lisf in a handy spot. Jot down the things you will need. Before
placing yoyr order, check to see what food Supp11es you have on hand.,
Since fresh ds spoil qulckly, they must be used 1mmed18te1y. Make up
a "market" llst before you telephone or shOp. ill ;n the prices of the

things you buy when you make your purchases. ) : ~

. ' W -
& 4 ) . g .

Purchase ;Order

-~

. . , s
& ) S

You now have enough 1nformat1on to fill out a Purchase Order. This

\

»

is the form Manuel used to record his purchases.

| .PURCHASE ORDER A
TO: L ’ DATE: ,

' PURCHASE ORDER NUMBER:
REQUIRED DELIVERY DATE:

SHIP TO: . SHIP)IA: I

L

N
Yol —
i [}
Quantity < Unit §{. . Deeeription' 1; Unit Cost |Total Cost
) L\ : ~7 .
* ‘ \ t ’ -z . : .
“TOTAL . .

2 - Signature a8

: - 49 ° ‘

.

ce
. ) R
IRV . - .
xs LT . v - »
(AN _ . >

a,




s

3

'Full Text Provided by ERIC -

" The form yon use may be different’ from the one M#nuel used, But the
important thing is that you keep accurate recordﬂ’bf your purchases and

the money you spend on your inventory. ‘ '
N :

Inventory Control - .

Careful recordkeeping can help you work out a system that shows, at
any given time, how much—food is on hand, how much is on order, and how

much needs to be ordered. You will be able to see what supblles are

g%ed most frequently and need to be reordered. You will also be able i;//

reeognize°the supplies that don't sell or are difficult to obtain.

- !

An inventory control system can be based on countlng storeroom
stock,- countlng your guest checks, or counting cash reglster tape
sales. You can use the information from delivery invoices to list goods
on hand. Shlpment dates, cost, and quantities are usually noted on
thei? 1nvo1cesgp Place a check mark beside the ndme of the items as they

are removed frdn inventory to be used. Invgntory counts can be taken

’dally or weekly, depending on your needs. This decision will depend on

your business and what will be easier: for you to handle.

A

‘- 1f your 1nventory control system is really working, there will be
little food waste. Reducing waste is the result of a balanced inventory
plan.‘ Let's say you are ordering the right amounts of goods at the

1

right times. Then you will never need to-~give yourléustoméns dishes

made from lefto;erp;-unlese, that is, "leftovers" are your specialty. .
Manuel used the following form to record his purchases and sales. }///
- \' % '-



INVENTORY CARD
Item

Supplier

-~ —

Reorder Point -Order Amount

ouT” * . AMOUNT REMAINING

Amount ~ Date Amount

Buying food and keeping track of supplies are very important parts

of owning your own restaurant business. There are things to know when

buying supplies: what to buy, where to buy; and how to buy. Three

things must be considered when.choosing your suppliers: quality and

type of merchandise, prices, 'and services provided. A purchase order
form should be used to record the-information you need when ordering
your food supplies,’ ) -

. .
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. Learning Activifies © e i
. . . . :
. L . .
Individual Activities . )
. -
. . L .

1. Using the information m the case study, choose one of the supp11es

T (chicken or fish) and complete the purchase order form below for

Manuel. ‘ . . - J
' . PURCHASE ORDER ° a S
. W . s . .
) TOs____ DATE: « é’
~ : _ PURCHASE ORDER NUMBER:. Tt
: - N\ ) REQUIRED DELIVERY DATE: ‘
SHIP TO: SHIP YIA:
. - - # e s r \ -
Quantity |-Unit | , Descnptlon .~ |Unit Cost | Total Cost
\ N 273 . . ke ’ “ RS ' 5 :
: 8..*;,_( ¥ ,‘g.: ' Lo ¢ S | ,
~ , . Foud ﬁ‘q
~ EC TS S
> . s | 6_ Doy - 1 z .’
. R . 4 "‘c. o o N \
iy - .
o [
" Sigﬁflure - e ]
N I a/. "_ . \o )\ o - . "m.
- - I A Y &
What is the total cost of Manuel's purchase for leh or poultry"
‘ Wiat was the. sélpplier's condltlon for payment? How w111 the payment
/ be made? . i . ¢ . R Pl ' '
P R . , ! ® ¢ " 9 - i
*, 2. Think of a type of restaurant you would like to open. Make a~1ist
Lo ,‘ of the types of supp11es you would include in your openlng inven- )
tory. Look in the Yellow Pages and list some<ﬁpp11ers you would - -
use to purchase your Sup_pllesllnventory. v L ’
52 o
- %
x - \ 314 :
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— . [ 3
. S -
. B 3. What are the .three things you should know vwhen buying your supplies?
- \k\
4. What are the things you should consider when choosing youf éuppliers?
5. Match the right supplier with the products distributed: ‘
i+ Liver, steak, dairy products ' a. Wholesale grocer
o v - 2. Onions, tomatoes, carrots > b. Single product distributor
3. Beer and: wine ‘ c. Fresh ﬁféduce supplier '
4. Flour, rice ' ®d., Processed food distributor .

-

. : 5. Powdered desserts, frozen food

» L3 » : .
Discussion Questions )
®

» C,
1. Has Manuel planned carefully for the amount of inventory he will .

N1

need to open his restaurant? Has he purchgged too much or too

‘ littl* ) A

. - - 23 Manuel chose to pﬁrchasé some .of his supplies from local markets,

Was this a good idea? Should he have contacted salespeople for all

~ “ % « of his supply needs and allowed them to handle his burchases?
Explain your opinion. .

N

3." Manuel is allowing .three days between the day the supplies are to

el .

. arrive and the opening of his reftaurant. Should he have planned

for more time? Why, or why not? . ' ,

4, Manueliis~p1anning tolfill out an inventory card at the end of each
) day for all of the supplies he used and sales he made. . What

information will this supply him with?

“

3
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Group Activity \ . L .
. - < @
Discuss the advantages and disadvantages of an inventory control
R é °
system and buying all or part of your supplies ip a local market as
- A
opposed to using only suppliers or distributors.
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Setting Priges

—~

N -~ .
EYT AN

[ )

"
v

Goal: °“@Flp you dec1de how to set prlces for your
restaurant business, L7

’

.

Objective 1: 6&iven things to_consider about the
price of a.meal, select the best price.




MANUEL DECIDES HOW MUCH TO CHARGE

s Al

R
s

- ' . ~ Manuel had to decide‘on the prices he would charge gor
) “his meals, His first thought in owning his own restaurant
was to offer lower prices :than.his competltors.- He knew

from worklng in restaurants .that the menu prlce is double
or triple the food cost.™

-
o

- I1f steak costs two dollars, you charge four to six

» dollars. 'This will cover a lot of things in your restau-
: ‘ rant like operating expenses. These include rent, salarles,

taxes, insurance, advertising, and gas and electr1c1ty.
. Manuel sa1d' "You may break even or lose money sometimes, -
but you won't lose too often. Another time, you may make
more money. But you usually balance out your loss. For
example, a’loss on a filet mignon can be bal&nced by making
y .money on a vegetable casserole." :

‘Manuel's menu will include dishes prepared with meat,
‘ ‘poultry, and fish. He also will include vegetable - '
casseroles to balahce his:menu. For meats, he will charge
two times what 'it’ cost him. He will balance any loss by
charg1ng three times more for a vegetable casserole, which’
. will cost much less than' the meat products. Manuel also

" M knew he must have a varlety of dishes in his menu to please
: . " his customers. ‘ . . '
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L : : 2 - Setting-Prices o
‘: v A ' ) . .
Coem . ' . : - —
.. * In setting the prices for your restaurant you will need to think
’ “  about four things: . . ‘
‘{‘; S ’.
‘ ) foad costs; - 4 R
. -~ ¢
. wages and other operating expenses, :
- .5"‘ e competitors' prices; and . :
X e profit. : ' _° - . }
1 - )
' In this unit, you will learn about the four main thmgs =to consider
. in setting 1.ces and, the way you go about doing it. .o
- . ) ‘ ] é \ :
. . ' ' - ) *
L Food Costs ) .
‘- Y 4 . o q, s, i . 5
5 In choosing prices for 'your meals, you need to cémsider the amount
. s
. . you had to pay for the fo%d and related items you put into the meal .
f . You, should make a list of everythmg you serve-in a certam meal and the
“ . for each item, ‘After you figure out the total
- . sually gultrply by three to find out how .much. to ch"a.rge the
] * customer. , Lo . \"\/ ;
. : P . .
- . s > . - B N . .,. i o
. ‘ » . - . .
. The following is a sample of how one restaurant set the pricé of a
- * *  meal. ’ . o N ) T Coe
e . :;* " . A . KA . .
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' ’ _+ One Dinner Serving o ‘
> *  (Entree of veal with tomato and cheese sauce) .
! ' Entree ‘ . g _ S © S
C - 4 oz. veal $2/1b. A s .50 :
s , 4 oz. tomato sauce . .08
2 oz. cheese . w15 -
) < ~ ) ~ Mushrooms, parsley s . .10 R )
4 ) \ .. Cost! of entree .83
Othier iteme , T e N
) p Baked potato ;K i ‘ ., § .15 )
©C ~ Peas. ' S .08 I i
‘salad » 40 .
CRolls - .20 .
- Cost ofy other items .83
- ) - o ) . . L ’
R .. Total Cest per 'Servmg Tt T8 1.66 7
" . I Price to Customers: 3 X $.1..66 = $4.98 R
o e (The price on the memu woul”' $5.00) - /—-
‘ .
. . ¢ . . . )
Wages and Other‘Operatiug Expenses - R ) -

o 4+

L4

&t
equlpment,  payment on loan debt, and deprec1atldn.

S

J .

~~“—/'Ypr:lces must allow’ for your operatlng expenses, Operatlng
expenSes for a restaurant 1nc1ude such things as wages, rent, _taxes, ‘
1nsurance, paper‘and other supplles, ad?ertlslng, ut111t1es, repairs on .
Depreciation is the
amount that your equlpment !eddces in value each year due to wear and

tear. It applies only to equmpment you own, - ‘.

A
t L
.

You will have to pay your emplo&eés a minimum hourlywwaée: of
course, each employee s wages will depend on his or ,her " job ,and expe-
The

t1ps uSually make up for the1r low salarles.

rience. A cook W111 be pa1d more than a waiter or d1shwasher.

3
waitresses' and waiters'

) .‘ “ﬁ": . Vi ~

1]

-

3
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For information on wage requirements contact your state Restaurant

Association or the nearest office of your State Division of Industrial
. R ,' 4 .
Welfare. " T
, 4

-
Competitors' Prices

L4 .
Your pr1ces for meals will also depend on what your competition

in

charges. This means restaurants who offer similar neals and services :
a 31m118r location, For example, if you charge more for your lunches
than your main campet1t10n down the block, you '11 "price yourself SPt of C N
business." . : . , .," ’ . -
a- 4 . N d" ’
£y . : . M . .
Profit ‘ ' ' ) .
' _ \
Profit is what is left qvetr after everythiﬁg elseNhas been paid. In R

a restaurant with 3 sales Yoluhe of about $100;000 a year, the pfbfit:

-

may amount tor abput Q},SOﬁ a month, 3

Profit 1nc1udes your own salary, income taxes, and money to expand ! .

your bu31ness. Out of profit, for exampLe, you would buy new furniture

<

-

or a new energy-sav1ng dishwasher, 2

%

Summary

«

.
,
S ‘ '
. . . -

Sett1ng prlces takes some. thinking. There are four main-things to\

con81der in settlng prlces. cost of food, operatlng expensés, competl- . 4

tion, and profit.



‘Learning Activities

-

Individual Activities

. . Y * k]

1. What does the menu tell the customer?

<
-

2. How do you set thé price of a meal? What is the ratio of the food

cost, to the menu price? . _)

r

3. Let's suppose you and your date arg 'dining at a luxury restaurant

.and thé following meals have been ordered:

B
LS . * r

Beef Tenderloin ."Deane" . .

>

Cut from the heart of tenderloin strips,

the medallions are sauteed in sweet butter

and flamed with golden Cognac, served with - ) -
-

‘a scoop of’ spec1a11y ptepafed Indian wild

rlceooooooooooooooooo0000‘00000"0000000$6 75 ‘ -~
N a 5
o . K

ked énapper “Pontchartrain"

.

-~ Sauteed in butter with chopped shr;mp, crab
meat, finished with slxced almonds and flne

,herb80.ooooooooooooo:oooooool’oooo'ooo'$5050

* - ’ .
4 . N * 1

-

s ealculate the restaurant owner's.food cost for each meal from the
ratio set for menu pricing. ) . ' s ‘

3 v -
. ~ : » l 4

5
1 - 4

4. Call or visit several restaurants in your area., Find out how they

?
.

set their menu pr1ces, how much they pay the1r staff (from the
cashier to the busboy or busglrl), and 1f they prov1de employee

. meals, Also, contact the Restaurant Assoclatlon to compare these
.figures. ) . to o .

o ¢ ' . . '6‘1 . -

B e,
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: 5. Obtain a copy of a menu from a fast-food and a luxury restaurant. i
K . Study the similarities and differences between their prices and . ‘
pricing methods. j o ‘ : ) %
S r |
. ) . ' ¢
* " Discussion Questions ' |
d : . Ct |
) 1. List and discus8 the expenses a"restaurant owner might have that -
g would reduce his or her profits. : :
. 2. . Manuel deqid%d to set his menuy pXices at twice his meat costsy Do
ou think this was a wise deciston? y, or why not? -
~ . ' ’ < ‘
. 3. Why do you think restaurant employees are usually paid a minimum
. hourly wage? Discuss the advantage of tips. o
- . \ . ¢ .
, ' Group Activity” : ) ) ] .

h ) s o N e T II
Interview the owners of a local fast-food and luxury restaurant. :

Ask.them about their pricing policies, operating costs, and how they

.- determine expected profits., Present the findings of the interviews to

the class and compare notes. : k .




Advertising and\Selliqg "

-
.

- N ‘a

N

Goal: To help you leafn ways t6 advertise and’ sell your
“Q“frestaurant. : ¢

k|

[P [ ‘

‘ »
3

Objective 1: Choose the best way to advertise your
restaurant for g specific purpose.

Objective 2: Develop a printed ad for your"
restaurant for the Yellow Pages or a newspaper.

%
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MANUEL ADVERTISES HIS RESTAURANT

-
A

. *

®

. Manuel cided to give a two—nlght promotlonal open1ng
before ‘he o ficially opened his restaurant, The opening
was just going to be a party for his friends, a close group
of people. But a friend told him that he should jnvite
other people who would be good for the business. So - .
instead of just a group of friends, Manuel decided -to
invite a variety of peOple and potential customers.

Manuel declded to use d1rect mail as a way to promote
or "sell" his restaurant. He got a list of people from all
his friends. He then developed announcéments that were
handwritten to give a "personal touch." Manuel figured
people would be impressed with a handwritten invitation
addressed to them personally.- They might come to the
restaurant even though they did not know who he was. The
idea worked.:-People.came 'without really krowing who he was.

. R . .

Manuel also placed an ad in the'Yellow Pages a few ‘
months before the opening of his restaurant. The ad looked
liike this . . . ‘

<

-

<. . ’ ’ N l
Tca Masia |
"The-81d Spanish Country House

with a family feeling" = .
Castilian-Continental Cuisine _

LA MASIA RESTAURANT

.
* N

"For Reservationé call" . 5 .
" ‘LA MASTA RESTADRANT™ © T | &
., Just East of Dohen Dr. : ¢
L4 . . 9801 San(ta Monlcg Bl. LRI ) 027;3_1062
ﬂi. -
"65 )
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Advertising and Selling
< ’ ’ R
7, ) ~
Advertising and se111ng your restaurant are very important to the

‘ ’ success of your business. As.a restaurant owner .you will need to do

three Fhings: . ‘ >
e initiaté the sale;

e undegstand céstomer needs; and .

o select various forms of advertisement.

B o

Initiate the Sale . -

’
\

v
~ * . < -

: + Your first step in selling your serVice once You have opened your-
" yestauraRt: is -to meet the customers. -Greef, them with a=friendly smile ¢

and_give them your immediate,- prompt attention.
< . . " ,

Y

. ’
’ -

The actual selling of the food involves introducing the customers to

the type of food and services you offer by--yoﬁ guessed Lt--g1v1ng them

the menu. Tell the customers about the-food when you answer their

questions. Give tactful advice about the food. Never high pregsuxe

. your customers into-selecting a'meal they might not enjoy. . ¥
3 . - . .
, .
: - e , - . .
R Understanding Your Customers _ : s :
. . K3 - B ' * N ,

Another 1mportant area-to’ think about when se111ng your serv1ees is *

.

T the customer's v1ewp01nt. ..

Y . . ty T
1;‘5‘_ . Many restaurant owners work so -hard at buying suppliesy.supervising
o emﬁloyees, and serv1ng food that they never stop to look at the:

~reé:aurant ‘ag the customer sees it. They are so busy preparing the

u.. -°
. n'

PR . -




‘ . meals that they forget how to sell them. Yhey overlook little things
that may mean the difference between customer satisfaction and
uispLeasurez g P

°

LI
.

: g . A way to learn what customers think of your food is to look at the
plates as -they come back from the customers. The food left ory a plate '
- w111’é;11 you what kind of food people like least, A lot of customers
may leave a certain food on their plates. Then‘you will know something
: :'is wrong. .~ C i . 7
» Customers"complaints usually include things like slow service,
uncomfortable chairs, rocﬁing’tables, bad lighting, and drafts, If
customers teli you about their complaints you caff usua11y correct” them.
But many won't tell you. They Just won't come_back., Th1s is the
greatest danger a restaurant faces. So invite customers fo make sug-
gestions. Zgu<may include an area for suggestions on your menu. Or you

might place a box near the door where they can drop their comments,
. N R ‘. - r

b - ’ N '
‘ ‘ ' 7 ’ . . ’ e
e Advertisin . :
. Acvertrsing _ . . {

Word-of-mouth is the best means of advertising for the individual

<

owner restaurant. People like to swap stories or recommendations abofit
delicious meals with excellent service. And let's not forget the
stor1es about horrible serv1ceaand terrible food. ﬁhless.you have .a
full house every day, you will want to do gome klﬁa‘of ‘advertising to
attract more cu'stomers., Some restaurants ﬁgn t advert1se. But -for

- those .that do, 4% of their operating expense is spefit on advertising

costs. - . .ot ’ e

> . ) ~ M

¥ - ’ B
-There are three ways to attract customers to your restaurant: .

“Ca s ’

Yellow Pages, newspaper ads, and direet mail, ) .
CA & .( . - ~
. Yellow Pages. Advertising in the Yellow Pagés is absolutely
‘ - 'necessary. Your ad will reach the entire commfunity and will last a long
\ time. It should appeal to all types of people.

67 ’
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An ideal ad has several qualities. -~ - ’
e It's simple.
e It's informative.

e It's truthful. T

e

e It shows important or special featugeé‘of your business.

e It's imaginative and attractive. , : '

These ads get a lot of response from all types of restaurant °
customers. These include local *residents, tourists, -people new in town,

apd those who have lived in the same place for a lifetime. . Cost is

N

-based on page space.

¥ -

Look at your c0mpet1tors ads, Tty to design an ad that wil}:.

include a headlipe, 1nformat10n about the %estaurant, your name,

address, the phone number, and a picture of the plaqe. Remember, the ad

‘order should be placed far enough in advance to appear by the time you

open for business.
- 2 - J,,

Newspaper ads. "Plan .to advertise in the newspaper, at least until
1{

your business is well established. NeWSpaper ads have 8evera1

<

advantages. Y "~

o They rBach a large number of people.
o "They are p;etty cheap for the number of people they reach.

x

e They can reach all types of people.

~ , ’
[y

’ .
The cost of the ads is usually based dn column inches, . ‘
with the nghest for metr0p011tan dailies and lowest for weeklies.

Contact the neWSpaper display advertlslng department about deta11ed
¢

information. you might need. ‘ o \\\\\\;'
D1rect mail. This is advertising sent to the customer. Fliers,
-sample menus, and letfers are used in ‘this’ typé of advertising. Direct
mail advert181ng is good because it can be sent to.a special group of
people who would likely be influenced by it. It is the most personal of

all advert181ng because it is d1rected to an individual by name.

.

)
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The advantage of this type of adveitisfng is that the message is
addressed and delivered only to people you want to reach at the time ‘you

(R4
want’ them to receive it,

’

As the owper ‘of a regtaurant, you must sell your. services to
everyoﬁe. There gre three things you will need to do in selling and
advertising your services: initiate the sale, .understand the customer's

needs or viewpoint, and choose garious types of advertisement to use.

)

’
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. Individual Activities , )
1. What is the first step in selling your service once you have operied
your restaurant? ' ) ‘ /
2. What would the ‘actual selling of your food™ involve? . '
SN ”~ ° ooz
A 3. How could you tell what foods your customer liked least? {
‘ N
- ~ & 3 : \
4. Name 'at least three customer comﬁ!alnts. . \
‘.- N LS . e ~
5. What is the greatest danger a restaurant faces? .
‘ : . . E 6'
) 6. What' is the best means of advertising for an individually owned
< -
. restaurant? ' . : .
A 7. Name three ways to attract customers to your restaurant. .
. - . ) . “
8. - Manuel wants to change his.ad in the Yellow Pages.  He would like o
add his business hours :and the days he will be openv—He-is—alo -"-
‘. .4.considerin§ changing the style of his ad. Make up a new' ad for his
v A ¢ = e ’ .- ~ °
-. business. . . - Cas
° . - - . > B » s
';a P , S ‘o N ) ('e
L . .
o - , ~ -
Discussion Questions e ) ) -
L,. Jennifer Brown, owner of A la Carte Restaurant, just 'opened het -
. restaurant, She wanted to place’an ad in the newspaper.. But she
- . ° had a limiteg amount to spend for advertising, Jennifer had already
" N P s v L .
4 » 70’ . .g ‘.
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i ' N *
) placed an-ad in the Yellow Pages. Should she place her ad in the
‘ ) daily or weekly newspaper? Why? '

N »

¢
.

2. Albert DeBlanc opened ‘a reétaurant for teenagers. i To advertlse hlS

. business, he sent fllers to the homes of theﬂstudents in 'the area.

[He’ addressed the mail to "Occupant" and received very 11tt1e

.response. What could Albert have done to get a better response"

! Why" Do you think he should haVe used another kind of .

advertlsement" Why? =~ - ; I

o Pooe

Group Activity e .

5

R I3

>~ ’ ' .

Compare these ads and discuss the following questions.,

[
°

» 1. Which ads‘are describing specialty restaurants?

]
.
"Each student should bring in a restaurant ad from the Yellow. Pages, \

o

.

- , .. .‘\ v ) LN ¥ 7 \ .
P . - s . - e
' 2. Which adg do you th1nk .cost the most and least" Why? * . [
e s s b s . -
«;5 . A ‘ ’ - \-
. . - L \\ R
~.. 3. Which ads are luxury restaurants and’ which are .fast food types? T,
§ ! _ .
’ . Hpw can you tell? . . N = ,
IS . - A . . AN . ) . . :‘;- ) . . ‘ 1’) ‘- ) ‘
- — . vy e -
A 4 . o - . . . N
‘ -4. Which ads are most appealing? ~Why;'.f — , ¢
- “ ° - " .
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. ’ .Keeping Financial Records . ) .
¥ *. R * N '
., ' ' R
~ N * -
L - - -
.Goal: To help you learn how to keep financial records for . .
your restaurant. ' -
N N . - .
¢ T . .
3 - . — -
. . £ . ,
+Objective 1: Fill out a customer guest check form. oo
. . ) ’ * : <
> N 4o e k3
] pg_]ectlve 2: Fill out a daily cash sheet for money
o ¥ received and paid out in one day. .
B :e": P ‘ c. , . .
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MANUEL KEEPS ‘¥RACK OF FINANCES

.
N -

¥
R

In the f1rst few months 'of Manuel's business_ he*was
very d1sorganlzed. "I was just paying bills and puttlng
them in a box.” I didn't have enough experlence in handllng
my financial records. But I learned the hard way. JIt took
me hours and hours to straighten up the mess I had made.
.Then I started keeping.a daily and weekly b ookkeeping
system." R 5 :

A I
5

Every evening, Manuel would add up the guest checks
(customer recelpts) Then he checked them aga}gst the cash’
register recelpts to accqunt for all of his sales. "These.
cash sales usually«aVeraged about $250.00 a day. On Monday

w(cloqu day) Manuel ‘would.add up the week's time sheets.
.‘Then he would prepare the employees' checks for payday on
Tuesday. ' . - -

1

.
o~ o

Manuel always paid hls suppllers at the time he
His cash payments for a typlcal

received his goods.
were as follows: . -

. .

L 4
Employee wages
Advertlslng .
Invertory & Supplies
Taxes . ,
< Laundry & Linep

'$600.00
10.00
30,00~
40,00

©20.00
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N . . . .
réstaurant, I don't have time for recordkeeping," ’ . , -

4 s -

< Keeping Financial Records : e

As a restauranf.owner, you must have a clear way of keeping track of .

your income and expenses. You must keep good financial records. Then J

« you will know how your business is doing and you can make better

husiness: decisions.

~

< ' ) . .

v iour récords‘will help you to answer the following kinds of
questions,
e How much business.did I do?
e How mucﬁﬁget profit did I arn?
e How much were my food costs?

® How much were my other expenses?

-t

-

- N . . ‘
Many restaurant owners question the need for keeping records. They - '

say, '"Why keep a lot of,comp}icatedarecords? ‘I'm so busy running my o

’

] N N

~

Many*small restaurants have failed either because of pqdr record- ‘
keeping ‘or because no records were kept at all. Business success and . . ;
good recordkeeping go hand in hand. There is a real need for

- . o

recordkeeping. s

>
a

Your record system does not have to be complicated. It can be’

simple,: easy to keep, and require little time. You will need to know
{ . - .

how to keep track of thé money coming in to (cash receipts) and going

out of (cash payments) your business: . You will learn about guest .

checks and daily cash ‘sheets.




. -
Guest Check‘

’ . -

>

The$® checks are sbmetimes calledlguest orders. The guest check is
.the record £or the serv1ce of your food and the way in which you collect'
your money from the customers. The check has space for the order and

the correct ambunt to be paid by the" customer, It also includes,

-
¢ - v

information abput the: . . . -t
° server’(waiter or waitress);
e number of guests (customers);

_ e table being’ served; and

e date and amount of the purchase.

[
’

These¢ checks are usuelfy"pm;cﬁased in "book" form. They should be
numbered so thaf all*oftthem.can be accpunted’fer. Guest checks will
tell you how many sales.éou have made in a day. They should also be
checkedbagainst your cash register receipts at the end of each day.
Your .cagh register receipts are your record of each sale plus the total
number of checks you ring up. The guest check, Manuel used’ for his

restaurant is shown on the nekt'page.

<

Daily Cash Sheet

- - -
-

Manuel used a da11y cash sheet to keep track of the money coming
into and going out of hls restaurant each day. This is a way of
recording the cash sales for  each day. The sales are .recorded on the,

left side of the form and are added up daily.

On the right side of the form, you enter the money you paid out each
day. These are the operating exéenses of your restaurantc' The actual

daily cash sheet that you will use as a restaurant owner may be
dlfferent é7 . % s '

. - \ .
At the enéfof each week or month, these da11y fotms dare-added up,

e~ A

\>They are added again at the end of the year to provide a complete ™ ot

statement oP your profit and loss.-

T
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¢ B DAILY CASH SHEET .
Cash Receipts . Cash” Payments
Cash Sales ) Salaries : , ]
Credit Accounts Building Exéénses
- ' ‘ Equipment and Furniture
' . e : Inventory or Supplies
: . Advertising
. . Other
TOTAL CASH RECEIPTS " | TOTAL CASH PAYMENTS - :

1 4 a ’ ~
,

* If you don t wynt to bother with the recordkeeplng part of your
Ad&s1ness, you can hire a part-time accountantswho-Spec1allzes in

- restaurant Operatlogs. All you need t6 do is keep a daily record of:

e cash°register receipts; . " .
e cash on ‘hand; ) s & :
e bank deposits; - o ‘ )

LY
v
[ ]

cash paid outj and

® checks issued, .

Send these records to the accohntant each week or month, depending

on your set-up. The accountant will prépare the records and financial
* statements for you. ’ - -

.

’ o Keeping good financial records is a necessary part of running your
own restaurant. It involves properly completing a guest check and

. regularly keeping track of ‘the business income and expenses. -

-
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Learning Activities

Individual Activities

1. Briefly describe a daily cash sheet and list the information it
contains. S
| , - - ' ‘
2. Complete a daily cash sheet for Manuel. Read the case study. Using . )
today's date, how much money came into the restaurant todaéi and how

much was paid out (assume that today is Monday)?
| , ‘ bt >
. i

. ' DAILY CASH SHEET

Cash Recéipts® . ) Cash Payments . )

_ Cgsh Sales P ‘ Salaries .

Cred&t Accounts Building Expenses

e :| Equipment and Furniture
) ’ | Inventory or Supplles

- s . . Advertising

Other
e O

TOTAL-.CASH RECEIPTS ‘ "TOTAL ,CASH PAYMENTS .

It was July 2, Nancy Wong's b1rthday. She-wanted to celebrate by .
oing ,to dinner. So. ‘she decided to go to Manuel '8 restaurant alone, ' .-
.where she had eaten many txmes. She sat.at gsr regular.tabge, ' - .
number 4, and was served by Ramon. Since this was a special )
. ‘  soccasion, she ordered the’ specialty dish, paella (; d1sh'w1th ,_

‘ dlfferent types of fish), ptlced at $6.50. - 'S %\?lso ordered stuffed

mushrooms as an appet1zer for $3.50. For dessert, she had flan (a

' + "custdard dish) pr1ced at $2.50 and coffee for $§ .75. Nancy paad in

"y cash, Complete the Guest Check shown on the next page.'

L e :
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Discussion Questions

L4

-

1. What other types of financial records would the owner of a
restaurant have to keep? - Think of other types of money dealings

this business would have,

Would the financial recordkeeping of an answering service be

different from that of a restaurant?

- ¥
What are the reasons why it is important to keep good éihancial
records?(

Discuss reasons why your restaurant cash flow should be figured up
2

regularly.

Grqup Activity : ;*

"\ *

Collect sample guest checks from different restaurants in your '

v

area. Compare them. How are they similar? How are they differenﬁi

o
. .

What information do they record?




Goal:

]

Keeping Your Restaurant Successful

’ ]

To help you learn how to keep a restaurant
successful, e

Bbjective 1: Flguraout the net profit (before
- taxes), profit ratio, and expense ratio for this
business., - :

‘Objective 2: State one way this business could

increase its profits.

Objectfvé 3: Suggest a way to change'yourffgginess

to increase sales. _




»
* . MANUEL CHECKS HIS RESTAURANT'S HEALTH !
' \
The time has passed quickly. for Manuel's restaurant. 1

P

‘ecorjomy has taken a turn for the worse. People are

La Masia is now one year old, and business has’ growm.
Manuel has enlarged his menu and opened for lunch.®

. But Manuel has been faced with some serious problems.,
Several other festaurants have opened in the area, and the .

starting to think twice about eating out, €specially in
luxury restaurants. Instead of regular customers eating
three times a week in Manuel's restaurant, they may come in
only once. ..
. Though he is making a profit, it's a low one. Mdnuel- ,
is disturbed about the decline in customers. He decides to
,pake some changes to keep hls restaurant profits growing.
"He has to flgure out a way "of increasing his profits.
Should he raise the prices of his menu or reduce his hours?

.
,

85

~F
Co

-




.o Keeping Your Business Successful - .

v .

. ) .
¢ . ' - A
£/ . . . .

-

Everyone who goes into busine&g,wants to be successful., But how to -

. be successful is -always a business owner's problem.

, ®

There are three important ways to-keep your business successful.
e° Make sure you have enough money on hand. ‘ ‘

e Keep profit up and costs déwn.' -

. ® Make changes in yuur business whenever necessary. -

Ad ) -

In the last unit, you learned how to keep track of cash on a daily
basis. Keeping accurate records of your sales and expenses is a«"musl"
in determining profit. The same kind of syétem can be used on a weekly,
monthly, or yearly basis to keep track of your profit. In this unit, ,

®  you will learn how to keep track of and increase your profié. You also
will learn how to change your busin;ss to %ncrgase your sales.
o -

- ~ Keepiné Track of Profit .

5 7
- ‘.’

Profit is what you receive for' your hard work, It is the amount

+ left over from your revenues (sales) after all of your costs and expenses y
. -

have been paid. When»you add all the figures over the- whole year as

* Manuel did, you will.come up with a profzt/lossnstatement.
N ~— s . .

A\ ’ ‘ Cs
R ) A’proflt/loss statement will tell you what your business owes, what

T . it owns, and htw much profit you have made over the year. A profit/loss
statement- will® let y know the direction your bu81ness is taking from’ Yo

o g
-~

yegt po year. . “ .

.



- iV . ud
) ,“ *
D The profit/loss statement hag/;ive areas: ) ' ’
. . * e revenues--money that comes into your restaurant from retail cash
and credit sales; . . . ‘

» . l - -
. cost of.goods sold--whiolesale cost of the food that 1s sqld

.to your customers;

° gross profit--amount of money from retail sales after paying the ,

A

wholesale costs for supplies; ,
®  expenses-—money spent in onerating the business, including)*
“ employees' salaries, rent, ut111t1es, advert1s1ng, and so on; and
e net PrOFit--amount of money left over from your ‘gross prdflt
after all your restaurant expenses are paid. (Net Proflt = .

3

Revenues Minus Costs and Expenses, or Net Proflt = Gross.

Proflt - Expenses,) /////” g . . | .

\\\, This is an example of the profit/loss statement you might use in.

your restaurant.i - Lo <

: - . {
- . < - . 1
{ - v

‘ ’ ' PROFIT/LOSS STATEMENT ’
. . ' -~ ' Year 1
- ” ‘.$ N z '
”y r
. Revenues '
Cash Sales ! 100,000 T S e
. Credit Sales . - : i <
. TOTAL 100,000 100 '
: .. 7| -cost ofGoods Sold ~ _30,000 _30 .
i Gross Profit - ‘ . _70,000 _70 \, T
Expenses ‘ I - g
., Employees' Salaries 28,000 ) . '
= Building Expenses . " 410,000 '
‘ , . Supplies , 3,000 :
N o Advertising R 2,000 - .
Other . . 12,000 . . . ),
TOTAL - ’ - 55,000 55 ° - ..
Net Profit (before taxes) ~ . .15,000 15 . .o
= — % ¢ ,
: 3 .4 ¢ * N .

%
3




3 .
-
2 Vo,

. P \ . ' ' ) . : 1
' .. Two Year Profit/Loss Statement e > ’ ‘ J1
|
|
|
:

N

. . . ‘ .
o'

3 ’ i LI ¥ \ ./
) If you want to compdre your income and expenses for two years, you e - ’

] 4 .

** . 'may use a form like this, ¢ ' . .
.-'- .\ ' '@ ’!' . s
A , _ TWO-YEAR PROFIT/LOSS STATEMENT ‘;‘ ‘
. . 1 o « Year 1 ' . Year 2 N
s | e $ r | ¥
' ‘ ‘ Rever‘mes . L . o . 4 '
. - Cash Sales “ ‘ ‘ . . -
Credit Sales | s
. : TOTAL ' 100% | 10z | ° -
Cost of Goods Sold ‘ o
- Gross Profit . . ’ T
- | Expenses ’ . . ' :
. Employees' Salaries. ] . .
) * Building. Expenses T A - - y I
Supplies - ' . . _ ) Co, ‘
. . Advertising a | N p . °
' Other . N —_— &
TOTAL 1l ' -
?v'e‘si Profit, (before taxes) . '
- X . o R . - -
You can record your figures written in dollars or in pei‘c'entages. of
total gross ‘sales, or both, FPiguring in percentages makes it easiemPto. @ e
. ~, compare how well your restaurant did Tast year with_how well Mt is doing
) ’ this yeat. /Tﬁe-?)wﬁit and exf;ense ratios can also, help you compare how .
well you are doing over the years. ' o, ‘
- - . _ -~ ) ' ) ‘ \
e The information in yom'xz: pt”ofit/-lo‘ss B .tement can be used to figure P
out -the‘ p'i-‘ofit ratio b;xd expense rati:o of y'oﬁr restaurant. Use the . ;
e following »formpLgf to compute ~t:lﬂ1ese rati.os: . -
C % . ;- . e
| SV 81 ' @
4‘- . .. - 88 . ) .
— I a ‘ ' . ? . ‘
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T . Net Profit .

What if your profits are too low and business is not growing
4 ‘ .
enough? You can try several ways to increase them:

e increase sales; '
e .raise prices; qQr to .. .
e "reduce, expenses.

S

“Chang{ng Your Busine$s to Increase Sales

Changes in customer habits will\aiways have an effect on the.
restaurant business, Food and energy shor tages will be an added

problem,

-
Profit ratio = Het Yrolat | X
: . Revenues
. “ A S, E . :/
Expense ratio = Xpenses . )
‘ Revenues A _
Improving Net Profits .
’ S

;s @

So you'll probably need to increase n;ices from time to time

to raise your profits,

You might also need to limit your‘memu or reduce

your number of employees.

It will-all depend on the change you feel

. will be most effectlve if incre ng your netwprofits’
-

. .
J ¢ )

You might also want to ﬁmprove your menu or change your "ﬁmége "

Before trying to make any changes, you 11 need to do some research..

i
.

S

Y

Agk

your custqmers amd your staff what they would think of y0ur ideas for-

changes, Everybody's Oanm,n helps. Mk at the conmunlty and .your

competltors.

%

Study new eating ‘trends:

-

»

Sales may be low for many reasons.

reason you feel the need'fzr)change.

Tho}oughly‘investiéate the

‘Manuel made changes in his prlces

He knew other restaurants would be raleng

as the economy changed.

prices, too.. However)the'knew that he would have to keep up~ his goo@ )

-

service to kéep his customers coming, . o .

- . ! N . N
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’ Learning Activities .
’
. ) . . ' . ] -
Individual Activities - . , R

1. What are the three 1mportant _ways_to keep your buslness successfql7rfffgv -

ekl e
' - . - o .
< 2. Explain net profit. Compare it with what is meant by the temrm gross 5
pr;qfit;. ) o e — S T e o ——
e T : ‘ ) . . S N
3. What are some ways to increase profits when sales are too low? - .
- { * .
. ’ / . N
s/
Discussion Questions // . .
I * 1. Manuel's réstaurant is making a profit. Why do you think he is .
. 3 . -~ * ’

concerned? .
-~ ) = . N

2. Think of things Manuel can do to-increasé his profit margin.

By .

3
.8
E2 l , . i

3. Ligt as many feasons as yoi can think of why sales and profits in a

- ~

restaurant might decline. . o

¥ . ‘. > .

. Group Aétivity‘ » : . //// .

. < . c I3
o L. . \ 'S .

R ' °

As a‘class, list several different activitiés that you would have to

do if you were. a. restayrant owner. After you have completed this” list,
| .discﬁ§p how you feel about doing these things. .Give yourself 3 points :
ii :' if you think you would like gn activity, 2 points if you wouldn't mind '
L - - it, 1 po1nt if you would do it but wouldn t want to, and Q if you -
wouldn't do it at all., ‘It doesn t matte? how many’ points you get

becausg there are no rmght or wrong answers. fﬁi&.ls just to see 1f . "
L3 -
owning -a-restaurant might be right for you. d : . YT
- ’ - . ‘- . - - . -
g L) <3 ’ . 8‘ 4 . . -
’ . . . 91 . .
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SUMMARY

¢ -
.
H : )

i This module has been about owning a restaurant. People

starxftestaurants.‘ "They

can run a luxury restaurant or a fast~food restau .
»
’

To start a small bu81ness, you need to do lots of

. plannlng. First you have to Qa Sure that owntng a.s
» bu81ness is right’ for you. Then you have to dec1d what ¢

. services to*offer, how-to compete, and what legal

»

. .requirements to meet.

{ v ~ .
M - . -
. * L]

’ '; ' To pick a‘good Lbcation, you have to find out if your
’ !
- customers would comd to your restaurant. Thef you have to

get money to start. at ‘means showing a banker that your °

‘

‘ ’ ‘ idea is a good ane.

) ‘ . i
, . »:
» ’a . -~
i . . -

Being in charge means hiring good workers and training

. them 'to perform their jobs well. You should keep track of
* . ? ( ‘: . .

. . ,customer turnover patterns so you can‘efficiently schedule

4 " part-time help. A : i

v

B J .
. - Co : ,setting ptices means figuring out the lowest p{ice you
- .o " can charge and also the highest price. To do thls you need

R - xnformatlon Jn your expenses and on your compet1thn s

B N 2 N

K ) ' - pnces. ’ : .
x X ’5- .

{'., ' Co. ’ Advertxalnﬁ gnd se111ng are the ways you get

ca?tomers. You can use Yellow’Pages ads, -newspaper ads,
- snd direct mailings to promote your business image. These

are all important ways to help :your business Succeed

- -

‘a
Y




S

-

You should keep good finmancial records so you wi

how the business is doing. THen you can decide if you can

expand your basiness or if‘you need to cut it. back,

i

\. . j’{r\ ‘

4

kno

To own and operate a successful restaurant, you need
- \J 1 _-—

-

training in food services, work experience, and the spécial

business management skills we have, covered in this module.

If you have not had a course in food management and
services, you should take one befare deciding to own a

restaurant. You c¢an learn business management skills

through business classeg, experience, or by using thé

advice and example of an expert. ‘.
o IO

®

You may not make a lot of mc;ney by owning a

LY

restaurant. However, ygu would have the personal

satisfaction of being responsible for your business and

making your own decisions. Think about how important these

things are to you<in considering whether you should start

your own restaurang. . -

.
’ - * .
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. QuIZ
As a festaurant owner, which of the following areas:
{

-

c. ] ’ o
- . L]
List two new ,services a restaurant. owner can provide ,
-~ " - ) ‘
to compete well: ,
. .
a, - 4 s
L] ’ " ‘
. ' - -
-List. two legal requirements you will have to megt to '
'"" open your’restaurant; 4 -,
a’, . ) ' L
b, e .. ~> .
. 4
S .
M 7-' -~ . . . ° )
. . ¥ ]
. ~ .
. 4
. , . .
L a ’ c *
. 4 N ’
. Co o AN . . '
. [l * Iy
P < f v 5 . .
¢ R . ¢ o \
- ) é;?’ '
- e 0 s - .
I . o0 . - - .
.iv . - - PR, " - .
7'“"-ﬂ§‘i' LN - . ’
P '...‘._- Sar ,\,—,'{ L) . ,‘(., .
e s s e A

would you not need to know something .about in

operating your business?

' _a. Manufacturing . . ’ .

____b. Retailing”’ -
c, Service trades »

d. stribution

«

List three personal qualities the owner of a

restaurant should have: g -
1¥ )’1{0 A

.

b.} L

J




. - ° - —~t v B
- i - KBI - N ’ ’ /” * .
- 5. When you choose a site for your restaurant, you should !
; consider: . - ’
v > . o .
. - a. . parking B
- . b." .competition T .
_— pet; . LY oo .
s R . possible income .
d. rént ' X -
K ‘e. size of your business ' _ : ‘
e £. all of the. above . A% . \
~ N . . - o 7 i
6. Information that does not need to be included in your |
business plan is: , ) 3 |
. ) - : S S |
. a. the number of employees you plan to hire .- -
. A ‘ . IS ~. :
b. the expected customers - L ~ .
. . —_— ne s , . . .
. . . a complete inventory list . 4 . : . . C
¢ . PPN . L |
d. services yol will provide |
—_— ' \
‘ - |
. o 1
.. » { . : .
7. Which of the following would need to be in your . -t ,
- financial plan? ) ‘ . T, L .
~ XY « . - . . Y .
. a. How much money you made in your last job‘. . . .
Lt b. Money for emergencies’ ' e N ' - ‘
c. How much money your parents make . . |
* B ’ ' N M . ‘
3 - 2 - . N )
8.. .Joe Borenstein's 'starting expenses for his new = ‘
‘- - e e T -
- . restaugant are $41,000. He had $9,000 of his own he s ' 1
. - L J . ' ) v
had saved and $7,000 he received frod his.parents. .
-" o ’ - - - ‘ - . ‘ ’ - »
How much money will Joe need .to borrow? . ‘ -
. , . ’ 2
R ) * — - . . .
_ 9. ich information Jwould need to be put: in a job i ¥y
. description? 7 ‘ ) ' -
. . . ‘ > < "
a. ,Salary, benefits, hours v .« . |
’ . " . - “
- o . 'P.."”Personal,it:y type, age, sex wanted : . _B - o
s © 7™ "c. Address, ‘type of restaurant, direétions to ' - Vs
kD . . o the office . O A ‘:
-5 2 i . . ! 3 . 88 ¢ ‘
i . : N ) R v T
DI S . 96 ,
. - * -y - -
i O ‘ RN ° .. . - .
- e ) . o : "
e T GVCoT e Ty o cstde o e e Tt - el S e T -




(&p. 1f this were :he only information you had, which
" person wg\id probably make the best walter7
a. A person who really needs a Job_

b. A persoﬂ with a pleasant personality

c. A person who likes to work alohe and does “—

; not like to be around people ., . - - \
L)

11, List three ways tq_find_an_employéez - \ ——
. Ca. ! ' > ) //// ) ™
..b. ] . ) ‘ - ~" ]- . .
% . .

12. List the three things you should look for in a

prospective employee's applicationmt C
a. ) X "m‘
bo : i W e

Ce. i . ’ (3 -
"N - - . {

13. What factor is least important in selecting suppliers

for yogj restaurant7' . . : -

a
-
—a

) Quallty and'typa of merchandlse »
"By Prices ' .’ : <,
c. Services provided

. , Personzlity. of the'Supplier

14, List ‘the three types of information 3 good Thventory.

control system will give you: *
. - . ~ .

a. . L\ 9 .

c. L . ¢ r - & -

P

~ .
. .

- 15, Name at least three types of suppllers a restaurant e -

A . T e T ¢ \’

owner m;ght uses T P

s N

. .
b'_ . . ! N s . . o
. - - .




T

v - 16. In setting the pnces for your menu, the pnce is
. \ usually in what~\proport:10n to the food cost?

4 ‘ \~\ ‘ ‘a. me .
T N b '

Three times

: c. Four times . .

d. None of these

- ‘

A . _ . . 1Y
‘Mk\]_.‘ A7, List three advértising methods used to attract .

, T customers to restaurants:

‘e
a. . L . . .
L b > ¥ , L "
B ’ c. .
' ' . . 9

(] . a

18. List four types of information included on a custome?
guest check: , .

_/a_ 'J’. .

. b. .. / * ) .
d. =~ . . ) ' o :
¢ R L )
., 19, Which of the following information does a daily cash
sheet include? R ) . )
o . - " a. Cash sales and payments g .
, h . -~ , b. Cash sales, payments{ and profits
' _'. ) L. Cash sales‘,'_payment and ;lebts @
— 4. tash sales, paymentd, profits, and debts & .
20. The’ Bon Apet:.t, ar restaurant )ows yearly sales &f
L - ]$210 l000 cost of “goods $01d of $84 000, and expenses
" " of $1,’OS 000. Compute the follomng.
-_-#-‘~-;. e Net.: profit = "a._’ ’ /
; . - N ’Pi-e‘fit *r’ati.«o' = _ .
o, R Expense rﬁazie ”=A - T ' -
- o r~a
AN ,e . . , ) ' ~ T
' ‘ Fe. 98 93 ot 3
K s.cpg:1991:791-795/290 K O ‘ .

.‘.(» R
. .
o
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ERIC

3

.

~ > - . 7
o _ - . <
- ) , *
. ’ LN PROJEC_T PRO[;UCTS L - \
R » rEncrepreneurship %rainingﬁComppnencs
Vocational Discipline Module Number and Title i . T
-~ Gene:al Module 1 - Getting Down to Business:‘—Whac's It All About? .
, Agriculture Module 2 - Farm Equipment Repair ! hE
. Module 3 . - Tree Service — N
. Module 4 - Garden Center '
. Module 5 - Fertilizer ang Pesticide Service * ' .
. - Module ‘6 i—Dairy Farming 8 \ o . }
Marketing and Module 7 - Apparel Store °
DifcribUC1°n ’ Module § - Specialty Food Store g
Module 9 - Travel Agency ‘
” BN ) Module 10 - Bicycle Store  _.° ~ - P i n
- . R ,Yodule 11 - Flower and Plant Store . /"
[ 2N Module !2 - BuBines¢ and Personal Service h
t‘\j"' . ‘ - , Module 13 - Innkeeping : 7
N . . .Healch. . ] Module 16\- Nursing Service S
t 1, ‘. : ‘ 4, Module 15 - Wheelchair Transportation Service
. v Module 16 - Health Spa . b
. N ' Business and Module 17 * Answering Service
. Office Module 18 - Secretarial Service -
¢ . . Module 19 - Bookkeeping Service . A
. Module 20 - Software Design Company : '_ s
- 'Mo@ule 21 - Word Processing Service — A
N éccupacional " Module 22 - Restaurant Business ¢ )
Home Ecohomics Module 23 - Day Care Center R $
' Module 24 - Housecleaning Service
Q\TT—‘_""7"""”’ Mgdule 25/- Sewing Service ) . s
Module é6 - Home Attendant Service ~ .
’ : Technical . * 'Module 27 - GuardQServicei’ ' !
Module 28 - Pest Control Service
. ’ //{ Module 29 - Energy Specialist Service» s
] . Traégé and - Module 30 - HAir Styling Shop ' i ) N
. ‘ Industry ¥odule 31 - Auto Repair Shop ~" ‘—t——: ° . N
X ' .., - - ) Module 32 -\Hglding Business . \—\
- Module 33 & Construction Electrician Business . —
' N K R Yodule 34 - Carpentry Business -
: PN Module 35 - Plumbing Business — T
, . ' Hodule 36 - Air Conditionin and Heating Service )
A S
Reldted Resources o Tme—

Resource Guide of Existing Entyepreneurship Materials -

-Handbook on Utilization of the EnCreprene\;rship Tralning Lomponents  *

¥
[

-
*
1 .




