Focus on the Basics 1o

Future-Proof
Your Business

With a watr:/yful eye on z}zdmtfj/ trends, budgeténg and mm‘keténg practices, you can fpend
les time worrymg about the future and more time makéng your business grow. Because
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whatever divection the econony heads, you’ll be m r:/mrge 0f your owm ﬁtture with a -

pmactéw appmzr:/? to keep CHSEOMIEYS oMt éng tlymugfy your door.

By DICK WILLIAMS, OPENForurn.com Culincry Advisor

ne Mew Yorker recently
fold me she watches the
wetilability of oabs ds an
ncdicarior of the economic
rnood and future, But
drnong restourant owners,
sensing the econormic future—at lecst the
nedr future—Iis pretty simple: either people dre
corning in the door, or they e not.
With 40 yedrs in the busingss, ['vie watched
the culingry industry go through the ups
and downs of numerous economic Cycles,
and have seen businasses aome dand go.
Unfortuncitely, ecich downturm defectts o
nurnber of enterprising busingss gwners and
folented chefs. But the problem is rarely lack
of effort, and not usually insufficient culindry
skills, The demise of most restaurants is
generdlly o lack of strong bhusiness proctices.
While thetes no magic orrmuld for
SUCoess, Yol odn shore up your business
dgaingt o slow econoniy by dssessing your
wedknesses—helore the slowing econciriy
maikes thern painfully chvious to you. There
cire three critical areds that most restaurcnt
owners and caterers nead to remain focused
oh: budgeting, keeping up with industry
trends, and effective maorketing practioss. The
llowing tips will help you keap vour business
oh track through good tirmes and bad,

Keep In Step with the Times

After doing the sarne thing for ronths or
avan yedrs, restaurdnt cwners sometimes don't
riotice that their once-successiul ideds are
slowly becorning lichilities,

www RestaurantAndLodging. com

Take o look ot your most recsnt
Innovations and make sute they e still serving
vouwell. [t's immportant, for excrnple, to revicw
and rework your menu o offer your feguldar
customers new options, and to find ways o
attroct new diners.

Look for other trends thet could fuel new
idects for your busingss. One of the edsiest
WS to stay current is sirnply to observie what
other restaurcnts are deing. You'll quickly see
idects you aon use, and yvou'll probably see
WCYS You odn iImprove on them.

The trend of going green, for exdample,
1s In full swing in the restourart world, Take
cdvantage of customers’ desire o lead o
mote sustainable lifestyle by offenng o
greener menu. If youte alredady using locally
grown ol produced products on your ey,
mcike sure your custorners know dbaout it
Theyll apprecicte your efforts o preserve the
environmert and support the loodl econory.
If you dont dlrecdy source products locally, do
somme investigating, beaiuse the results may
surprize you. Using local products doasnt have
o mean higher costs; furthemoere, it often
mecins mote distinctive or suparior products.

Ancther significant trend is o direct result
of ecchomic pressures, As costs hove rissn
for restaurant owners, rmany have rightly
heen sensitive about passing those incredses
directly to their custorners. Instecid, some dre
keaping daosts down for themsalves as well o
for their customers by simply adjusting portion
sies docordingly. Of course, no diner warnts o
feel slighted, 30 adjust portions with core. Tuke
note of custorners” plates when theyve finished

dining to dssess whether you'Te serving too
rnuch, Also be awdare which menu tterns most
offen prompt take-home containers.

Control Costs

Ienu changes like reduced portion sizes
of new dishes odan significontly help your
husiness, but only if you'te paying close
dttertion to costing and pricing. Many chels
and restaurant owners el they have o pretty
good sense of what any particular new dish
will oost thern, and how much profit there is o
ke had. But the redlity is, even if you have o
knack for "guestimating,” o slow econonty 18 d
particularly bad tirne to rely on hunches.

[ recently worked with the food
rrcinuiccturing cormpany Big Chef in
Hollywood, FL, in my work ds o culindry
cdvisor for OPENForum.com, Owner Rosand
Santos runs o very sucosssiul business
providing hors doeuvas to cients such as five-
star hotels, convention centers, and first-closs
airling dining services,

In just four vedrs, she has taken Big Chel
frorm revenues from $153,000 to more than
$800,000, and has doubled production
capacity. MNonetheless, she needed some help
o maintain hedlthy growth, particulatly in the
curent economic envionrnarnt,

In evalucting Big Chel’s practioss, it quick
Iy becarne apparent that aosting and pricing
wate sighifiodnt issues for Rosand. Like mary
sucoessiul, lstgrowing businasses, she wasn't
awdile of the et profits she was passing up.

To sat prioes, Rosand was relying heavily
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oh what cormpeatitors charge for similar ferms.
While it's irnportant to consider whet cormpeti-
fors are charging, every culinary business
must dlso base prices on actuc] oosts.

To rnatke sure Rosand redps the highest
profit possible, ['tn working with her to set up
procedurss to cocurctely calouldate the oost of
ingradients for ecich of the 450 flerns she offers
it figure that moy make the averdge rastan-
rant owner shudder),

Once proper costing inforrnation is avail-
able, I'll then help her caloulcte appropricte
prices by fctoring in labor, overhaad costs,
and competitor pricing.

In addition o using proper costing and
pricing rmethods, thete are many other ways
o control gosts for your busingss. Start by
rmciking sure youl have d cormplete and up-
fo-datte oparating budget. It will help vou
stary on track to mest achiavable goals for

If you'd like mote expett tips, including how to manage a resilient business in
foday’s economy cnd effective matketing strategies for restaurant ownets, log
on to OPENForum at openforum.com /culinary. Youll also find other valucble
tips and information to build your business on the site. OPENForum wuas crecrted
for restouramt owners seeking community building oportunities, specialized
industry content, and advice from o lecaders in the resteurant business.

revenue and expenses. If you don't alreddy
have an oparating budget, start by looking at
logst year’s figures—bt do be sure 1o take the
current economic climate into considerction
when setting godls.

You odn dlso keep edrmings and expensas
in line by keaping d close watch on inventory.
& monthly inventory dassessment with your
chef and bar mandger keaps vou awdie of
averything you have on hand. That will not
only help you order supplies mote docurcialy,
bt it will also greatly reduce the opportunity
for inventory manipulation by staif,

And spedking of revenues dand expenseas,
avery business needs o keep d sharp eye
oh mahaging cash low when the economy
slows, To edse the pain of poor adsh flow, ook
for ways o make non-odsh purchcses.

Credit card rewdrds, savings prograims,
and frequent flier points can be effective sub-

»
-wfﬁ‘ﬁ( s
|

Today's market uncertainty and weakening US dellar may mean it's
time to consider buying—or seling—your Florida hotel. Lodging r‘ '
Realty Services can help navigate the market with you, applying over
30 years of hospitality industry experience to give you an honest

Brokers Opinion of Yalue of your hotel. Just completethe reply card
inthis issue or call us at (250) 443-5010.

Mdéi;gRemty.com

The Real Estate Arm of Interém Hospaaldy Conswliants

Phone: (850 443-5010 + Email; ihcex@comcast. net

Edward L. Xanders, CHA GRI
Licensed Reattor@fBroker
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stitutes, as oan bartering. Cards oan dlso help
you mandge cdsh ow by allowing extra
time for repaying short-term needs.

The PluriCard™, o financing feol from
Ameriodn Express OPEN wds designed spe-
cifically for smctll businesses like restaurcints
and ooterers that experiences vardble cash
flcw, The PlurmCard™ provides business owr-
ars with flexible trade-like terms, giving them
the option o defer payrment for two months
Interest-iree of receive early pay discournts
for just about everything purchased with the
Card. You can get mote information at wiwnw,
plurncard.com.

et the Word Out

Fincilly, no martter whet menu and
budgeting improvernerts you may rmake no
kind of change will arnount to ruch I youte
not properly markating your business. When
planning marketing efforts, make suke youte
fargeting the maost likely custorners.

Keep in mind, for ezarmple, thet incredsed
gts prices mecn you'll probalbly drcrw
customers frorn o smller radius, For most
restourcnts, thet means focusing mcrketing on
prospects within d three-to-five rmile radius.

One way to recch custormers is o take
cdvarntage of low-cost emnail carnpaigns. Build
an emdil address list by encouraging gueasts o
lecive business ocrds or fill out o short profile.
Ower time, you'll develop d sizecible list thert
will allow you to promote secsonal specials,
menu changes, or special events. And be sure
o include ¢ link o your Web site so you get
mote miledge o avery ernail you send.

Net all rarketing has to be high-tech,

In fact, in-person efforts cre often the most
effective, Take the time o get aoquainted with
diners. There dre vary lew guests who don't
like 1o feel recognized of who won't apprecicte
o1 little extra cittention.

MWany restaurcmts sucosssfully run cortests
for thedr staff to rotivte them 1o sell high-profit
menu ftemns, specials, wines, or mixed drinks.
Just be sure that incentives work for both your
staff and your guests. Cledrty explain o your
staff the custormer benefits of ecich contest for
the best results.

Aok sarvers, for ezarmple, to inform
custorners that a specific wine Is specially
priced to pass on savings to custorners. You
cin dlso Use corfests ds an opportuntty to
promote your use of loodl, organic, or highly
secisonal products,

Az OPENFonum corn ooy cchvisor, Fichood Williomes
rovides gnidomce ond expentise to Amaricom Eporess
COPEN, the anoll Pusmess divigon of Americom Exprass,
to halp create o minst sot of oniine resources specificody
Tor smcdl usmess owners In the olinory mousty,
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