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Session Overview

· Dispel the rumors

· What do people want?

· Where’s the money?

· Merchandising / Display ideas

· Helpful hints

· What’s on the show floor?

· Questions & Answers

Dispel The Rumors

· Rumor 1: My facility is too small to worry about what the big guys worry about.

· Rumor 2: Things are fine; I don’t have to adapt or change

· Rumor 3: Nobody buys the items I want to sell

Dispel The Rumors

· Rumor 4: There are so many laws to worry about.

· Rumor 5: You can never find experienced help

· Rumor 6: It seems like I am making money, but at the end of the year, there is nothing.

What do People Want?

· Think it is possible to know what they want?

· It is!

· Listen to your staff

· Talk to your guests

· Look at your sales figures

· Check F&B publications

· Don’t forget the easiest of all…

What do People Want?

· What are others doing?

What do People Want?

· That’s nice to know what they want but…

· How can I correct the problems I have?

· Do your homework

· Where are the problems?

· Staff?

· Inventory?

· Use sample sheet to help you

What do People Want?

· Ok, I did my homework

· Now what?

· Determine what’s feasible

· Space

· Budget

· Check the showcased products

· Again, talk to other operators

· Go with that instinct!

What do People Want?

· Menus

· Satisfy their wants

· How?

· Survey!

· Staff feedback!

· Inventory forms!

· Make it easy to get

· Combinations

· Easy to read, large print, graphics

· Sample photos

What do People Want?

· Menus

· Follow the current trends

· Larger Sizes

· Serve the “old standby’s”

· Impulse Items

· Don’t try to please everyone!

What do People Want?

· Trends

· Consider self serve beverage stations

· Reduces order times

· Excellent perceived value from guests

· Think through for all needs

· Ice, Supplies, Trash, etc.

Make it More Profitable

· Key Points to Making Profits

· Cut product cost

· Vendors

· Negotiate

· Caution on cutting quality!

· Remember “Magic” formula

· Absolutely no more than

· 25% labor cost

· 30% food cost

· Yields…

Make it More Profitable

· Inventory

· Weekly inventory

· Compare sales to inventory, invoices from suppliers

· Walking Product?

Make it More Profitable

· Packaging

· Kiddy Meal Boxes / Bags

· Box / Bag  design

· Sizes of Product

· Good price point

· Premium in meal box

· Not only for kids!

· Consider upgrading from plane white paper plate to colored plastic

Make it More Profitable

· Key Points 

· Have it & they will buy it

· Example

· Price it to Move!

· Example

Make it More Profitable

· Key Points

· Souvenir / Impulse Cups

· Kiddy Size, Specialty or Texas Size

· Design

· Price Point - Why Buy It?
· Discount on refill?

· Availability in facility

Make it More Profitable

· Primary Profit Killers

· Lack of interfacing with guest

· Show your enthusiasm!

· Poor sanitation

· Front & back of house

· Sample

· Lack of compassion

· Order / service errors

Make it More Profitable

· Primary Profit Killers

· Quality Control

· Product

· Presentation

· Recipe

· Example

· Physical Plant

· Knock them out with kindness!

Make it More Profitable

· Multi- Sizing

· Drink Sizes

· Small, Regular, Large

· Default size should be regular

· Food Items

· French fries

· Popcorn

Make it More Profitable

· Take a step back

· What do you see?

· Is your operation guest-friendly?

· More importantly, kid friendly?

· Location

· Tourist area?

· Product branding

Make it More Profitable

· Slow moving items

· Quantity of items sold over duration of time

· High Profit Items

· Put them up front!

· Flash them!

· Make them!

· Promote them!

Make it More Profitable

· Just give them the pickle

· Example

· Guest Loyalty Program

· Multi-Purchase Card

· Make on your computer!

· Follow rules to a ‘T’

· Misuse by facility breeds conflict

Make it More Profitable

· Controlling Costs

· Staff

· Watch your hourly Z reading

· Add staff only when you average volume increase calls for it

· Cut back as soon as possible

· Check clock-in times

· Random time card checks

· Staff clocks-in friend who is running late

Make it More Profitable

· Controlling Costs

· Stock rotation

· Designate 1 employee that is “in charge”

· Date items at arrival

· Vendors

· Check Vendor Invoices

· Weekly deliveries

· Watch for credits

Make it More Profitable

· Never sacrifice quality for price

· Example: all beef hot dog  Vs. all meat hot dog

· Size of product 10 / 1 Vs. 8 / 1

Make It More Profitable

· Checks & Balances

· Always..

· Remember to do the math

· purchases + last inventory – sales = new inventory

· POS Banks

· Staff is responsible for their bank

· Count bank before and after shift and verify to X reading

· They are the ONLY person who should go in the drawer!

· Examples

Make it More Profitable

· Pricing

· Avoid the flat percentage format

· Example: Cost x 400%= Sales price

· Let’s use this example:

· You want to determine you cost and selling price for the new hot dogs you will be selling

· Determine raw product cost

· Add serving cost

· Add labor

· Add residual waste cost

Make it More Profitable

· Example: 

· Purchase case of hot dogs at $2.00 a pound. They are 8/1.

· Meat cost - $.25

· Purchase case of hot dog rolls for $9.60. There are 18 packages of 8 (144 rolls)

· Roll cost - $.07

· Purchase case of hot dog bags for $48.00. There are 2,500 bags in the case

· Serving / Bag cost - $.02

Make it More Profitable

· Labor

· $7.00 an hour employee = $.12 minute

· 3 minutes prep / serve time = $.36

· From my own historical data:

· Waste Cost historically has been 1.5% of a case…or…1.44 hot dogs. ($.54) Divide into case quantity (96) = $.005, or $.01

· Waste cost - $.01

Make it More Profitable

· Cost Summary

· Meat 

$.25

· Roll 

$.07

· Serving 
$.02

· Labor

$.36

· Waste
$.01

· Total

$.71

· Selling price?  $2.25  
316%   ($1.54)

Make it More Profitable

· Selling Price

· Based on

· Formula used

· Local Market

· “Captive Audience Factor”

· Use Your Common Sense

Make it More Profitable

· Beware high product cost items

· Almost all pre-packaged items

· Candy, Potato Chips

· High shrinkage rate

· “Pre-packaged Vendors”

· Vendors who you require that you buy their product in exchange for “free” equipment

· Some ARE great deals – Check carefully

· Example

Staffing 

· First…

Are you wasting your most valuable resource?

More than 90% of the employees polled believe they have good ideas about how their companies could be run more successfully…

However, only 38% think their employers would be interested in hearing those ideas.

Motivating Staff

· Motivate!

· Reward Program

· In house

· Other facilities

· Make it worth their time

Motivating Staff

· Motivate!

· Discounts

· In house products

· Area merchants

· Positive Feedback

· Give it often!

· Praise in public

· Criticize in private

Staffing

· Feedback

· Try using the feedback sandwich

· Lead with a positive comment

· Cover any areas where improvement is required

· Finish with highlighting achievements

Training & Motivating Staff

· Motivate!

· Be Positive & Energetic!

· If you are not...

· Why should they?

· Always remember... everyone has a bad day

· Have a plan to turn it into a good day

Training & Motivating Staff

· Motivate!

· Think: Would I want to work here?

· Could you work for yourself?

· Why not?

· That is the part to change!

Make it More Profitable

· “Candid Camera”

· Look in on things others do…

· How can learning from these next slides make you more profitable?

Merchandising / Display

· Product Awareness

· POP

· Items from Suppliers

· Beverage Supplier

· Cup Sizes

· Table tents

· Menu enclosures

· Food Service Supplier

· Promotional Pieces

· Graphics
Merchandising / Display

· In house promotion

· POS material around facility

· Captive audience

· Outside promotion

Merchandising / Display

· Appearance of Food Products

· Would you buy them?

· Would you buy a meal from...

· Full Displays

· Who wants the last jumbo pretzel?

· The last hot dog on the roller grill?

· Appeal to the Senses

· Fresh Popping Popcorn - Watch the results

Merchandising / Display

· Remember…

· Flash the products!

· You DO control what your guests purchase

· Use it to your advantage by showcasing your highest profit makers!

Merchandising / Display

· Remember!

· We are not just selling to adults!

· Kids have incredible influence

· Don’t forget and market to them as well

· Kiddie size products display

Want more information?

· Betras Plastics - 864-599-0855

· Berk Paper - 1-800-323-3547

· PRG - 800-677-4712

· Morla Corporaton - 800-323-9819

· Promotional Products Co - 888-758-2425

· National Restaurant Assn - www.restaurant.org
Want more information?

· Proctor & Gamble – food safety information Pgbrands.com

· Daily Smartbrief – smartbrief.com/nra/

· Give me a call!

· 401-692-0876 – mobile

· aramsay@clmentertainment.com - email

Questions & Answers

· F&B: How to Set Up For Financial Success 


· Presented by:

· Alan E. Ramsay                                             

   Vice President of Operations                           CLM Entertainment

