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P&L Review
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Deduct

Mon

Tue

Wed

Thu

Fri

Sat

Sun

Beg.

End.

$

%

Inv.

Inv.

SALES:

Food

2,305

2,541

2,789

3,458

3,841

4,214

3,258

22,406

100%

Total Sales

2,305

2,541

2,789

3,458

3,841

4,214

3,258

22,406

100%

COST OF SALES:

Purchases 

For Week

Food

10,614

3,158

(6,554)

7,218

32%

Total Cost of Sales

7,218

32%

LABOR:

Management

1,800

8%

Staff

450

472

525

568

625

652

538

3,830

17%

Taxes & Other (21%)

1,239

6%

Total Labor

6,869

31%

TOTAL PRIME COST

14,087

63%

8,319

37%

For the Week of August 20 - 26

PRIME MARGIN

Prime Cost Worksheet
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How Am I Going to Staff My Restaurant?
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Strategies & Techniques to Answer to Your Customers #1 Question
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Program Presented By

[image: image9.wmf]SALES

Food

$  1,302,156

81.4%

Liquor

154,235

9.6%

Beer

108,411

6.8%

Wine

35,761

2.2%

TOTAL SALES

1,600,563

100.0%

COST OF SALES

Food

417,992

32.1%

Liquor

40,872

26.5%

Beer

28,187

26.0%

Wine

14,054

39.3%

TOTAL COST OF SALES

501,105

31.3%

GROSS PROFIT

1,099,458

68.7%

CONTROLLABLE EXPENSES

Payroll -

Management

126,840

7.9%

Store Personnel

294,035

18.4%

Payroll Taxes & Benefits

72,184

4.5%

Total Payroll

493,060

30.8%

PRIME COST

994,165

62.1%

Direct Operating Expenses -

Cleaning supplies

9,216

0.6%

Exterminating

1,258

0.1%

Kitchenware

9,942

0.6%

Laundry

13,416

0.8%

Other operating expenses

9,464

0.6%

Paper supplies

15,216

1.0%

Serviceware

7,306

0.5%

Uniforms

5,125

0.3%

Total Direct Operating Expenses

70,941

4.4%

Music & Entertainment -

Professional entertainers

10,459

0.7%

Royalties to ASCAP

3,916

0.2%

Total Music & Entertainment

14,375

0.9%

Marketing -

Advertising

12,944

0.8%

Coupon discounts

18,424

1.2%

Promotions

3,689

0.2%

Total Advertising & Promotion

35,057

2.2%

Utilities -

Electrical

28,102

1.8%

Gas

6,579

0.4%

Trash removal

6,576

0.4%

Total Utilities

41,256

2.6%

Administrative & General Expenses -

Bank charges

459

0.0%

Cash (over)/short

755

0.0%

Credit card charges

26,889

1.7%

Miscellaneous

5,950

0.4%

Postage

939

0.1%

Printing & office supplies

5,487

0.3%

Professional fees

11,583

0.7%

Telephone & fax

5,882

0.4%

Total 

Administrative & General

57,943

3.6%

Repairs & Maintenance -

Building repairs

3,485

0.2%

Equipment repairs

5,348

0.3%

Total Repairs & Maintenance

8,833

0.6%

CONTROLLABLE PROFIT

$  377,992

23.6%




Jim Laube is the president of RestaurantOwner.com, an Internet-based business management and training resource center for independent restaurant operators. Jim began his foodservice career at the age of 15 in a quick-service restaurant and earned his way through college as a server and bartender. After earning his degree, he worked in a regional restaurant chain and an independent fine dining restaurant. In these organizations he held positions in both the operational and financial areas as a restaurant manager, controller and CFO.

Jim is a contributor to Pizza Today, Restaurant Hospitality, the Club Managers Association of America’s “At Your Service” and the Society for Foodservice Management's “SFM Source.” He is also a contributing author to the popular Hospitality Masters Series which includes the books "50 Proven Ways to Build Restaurant Sales & Profit", 50 Proven Ways to Build More Profitable Menus" and “50 Proven Ways to Enhance Customer Service.”

As a speaker, Jim has conducted over 400 presentations to thousands of foodservice professionals in the United States, Canada and Europe. His presentation clients include Church’s Chicken, Papa John’s International, Walt Disney, Vail Resorts, the National Restaurant Association and many state restaurant associations.

You are welcome to contact Jim at:

RestaurantOwner.com

9801 Westheimer, Suite 302  Houston, Texas 77042

888-233-3555 888-233-3777 fax

www.RestaurantOwner.com  jim@RestaurantOwner.com
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PROFIT AND LOSS STATEMENT

For The Year Ended December 31

SALES

Food

$1,302,156.00

Beverage

298,407.00

TOTAL

1,600,563.00

COST OF SALES

Food

417,992.08

Beverages

83,113.21

TOTAL

501,105.28

GROSS PROFIT

1,099,457.72

EXPENSES

Advertising

12,943.80

Bank charges

458.80

Building repairs

3,485.00

Cash (over)/short

755.28

Cleaning supplies

9,215.70

Complimentary meals

10,574.82

Coupon discounts

7,849.00

Credit card charges

26,889.12

Depreciation

29,761.90

Electrical

28,101.60

Equipment repairs

5,348.47

Exterminating

1,258.47

FICA & other taxes 

40,824.91

Gas

6,578.50

Group insurance

9,474.00

Interest

43,430.80

Kitchenware

9,941.80

Laundry

13,415.58

Miscellaneous

5,949.60

Music & entertainment

10,458.80

Other operating expenses

9,463.68

Paper supplies

15,215.74

Payroll

420,875.40

Postage

938.84

Printing & office supplies

5,487.10

Professional fees

11,582.60

Promotions

3,689.40

Property insurance

27,859.00

Real estate taxes

48,258.80

Rent

149,589.04

Royalties to ASCAP

3,915.80

Serviceware

7,305.69

State franchise taxes

8,439.00

Telephone & fax

5,881.80

Trash removal

6,576.00

Uniforms

5,124.80

Workman's compensation

21,885.52

TOTAL EXPENSES

1,028,804.17

NET INCOME BEFORE TAXES

$  70,653.54

  Case Study: Bay Street Grill
	


P&L Review

Bay Street Grill has been a loyal customer since it opened around a year and a half ago. It is a full-menu table service restaurant located near the central business district in close proximity to a number of other popular dining spots, museums and specialty retail stores.  It features a varied, American style menu and is open for lunch and dinner 7 days a week. 

Recently the restaurant completed its first full calendar year of operations.  

Additional information: 
Total square feet - 4,500

Total seating - 180

Land & Building - 10 year lease with 2-5 year options

You’re a good friend of the chef and owner. Because of your experience in the restaurant business, he wants to get your perspective on how his restaurant is doing financially?

Where would you begin? 

[image: image12.wmf]Labor Forecast

Date:

Sales Forecast:

3

4

5

6

7

8

9

10

FRONT OF THE HOUSE

6

6.50

39.00

Bartenders

6

6.50

39.00

6

4.55

27.30

6

4.55

27.30

6

4.55

27.30

Servers

6

4.55

27.30

4

4.55

18.20

4

4.55

18.20

5

6.00

30.00

Bussers

5

6.00

30.00

 

 

 

TOTAL FOH HOURS

54

-

283.60

BACK OF THE HOUSE

7

7.00

49.00

7

7.00

49.00

Prep Cooks

5

7.50

37.50

 

5

7.50

37.50

7

9.50

66.50

6

9.50

57.00

Line Cooks

6

8.00

48.00

 

6

6.00

36.00

Dishwashers

5

6.00

30.00

 

 

 

TOTAL BOH HOURS

54

-

410.50

BUDGET:

  TOTAL LABOR HOURS / HOURLY LABOR COST

108

 -

694.10

  PRODUCTIVITY (sales per labor hour)

32.4

  HOURLY LABOR COST %

19.8%

GROSS 

WAGE

POSITION

DINNER

TOTAL 

HOURS

RATE

Thursday, July 26

$ 3,800


P&L Review

Evaluating & Assessing Restaurant

Profit Potential 
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PROFIT & LOSS STATEMENT

For The Year Ended December 31

SALES

Food

$  1,302,156  

81.4% 

Beverage

298,407  

18.6% 

TOTAL SALES

1,600,563  

100.0% 

COST OF SALES

Food

417,992  

32.1% 

Beverage

83,113  

27.9% 

TOTAL COST OF SALES

501,105  

31.3% 

GROSS PROFIT

1,099,458  

68.7% 

CONTROLLABLE EXPENSES

Salaries & Wages

420,875  

26.3% 

Employee Benefits

72,184  

4.5% 

Direct Operating Expenses 

70,941  

4.4% 

Music & Entertainment 

14,375  

0.9% 

Marketing

35,057  

2.2% 

Utilities 

41,256  

2.6% 

General & Administrative Expenses

57,943  

3.6% 

Repairs & Maintenance 

8,833  

0.6% 

TOTAL CONTROLLABLE EXPENSES

721,466  

45.1% 

CONTROLLABLE INCOME

377,992.09

23.6% 

OCCUPANCY COSTS

Rent

149,589  

9.3% 

Property Taxes

48,259  

3.0% 

Other Taxes

8,439  

0.5% 

Property Insurance

27,859  

1.7% 

TOTAL OCCUPANCY COSTS

234,146  

14.6% 

INCOME BEFORE INT. & DEP.

143,846.25

9.0% 

Interest

43,431  

2.7% 

Depreciation

29,762  

1.9% 

INCOME BEFORE INCOME TAXES

$  70,654  

4.4% 
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PROFIT & LOSS STATEMENT

For The Year Ended December 31

SALES

Food

$  1,302,156  

81.4% 

Beverage

298,407  

18.6% 

TOTAL SALES

1,600,563  

100.0% 

COST OF SALES

Food

417,992  

32.1% 

Beverage

83,113  

27.9% 

TOTAL COST OF SALES

501,105  

31.3% 

GROSS PROFIT

1,099,458  

68.7% 

CONTROLLABLE EXPENSES

Salaries & Wages

420,875  

26.3% 

Employee Benefits

72,184  

4.5% 

Direct Operating Expenses 

70,941  

4.4% 

Music & Entertainment 

14,375  

0.9% 

Marketing

35,057  

2.2% 

Utilities 

41,256  

2.6% 

General & Administrative Expenses

57,943  

3.6% 

Repairs & Maintenance 

8,833  

0.6% 

TOTAL CONTROLLABLE EXPENSES

721,466  

45.1% 

CONTROLLABLE PROFIT

377,992

23.6% 

OCCUPANCY COSTS

Rent

149,589  

9.3% 

Property Taxes

48,259  

3.0% 

Other Taxes

8,439  

0.5% 

Property Insurance

27,859  

1.7% 

TOTAL OCCUPANCY COSTS

234,146  

14.6% 

INCOME BEFORE INT. & DEP.

143,846

9.0% 

Interest

43,431  

2.7% 

Depreciation

29,762  

1.9% 

INCOME BEFORE INCOME TAXES

$  70,654  

4.4% 
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Food

$  1,302,156

81.4%

Liquor

154,235

9.6%

Beer

108,411

6.8%

Wine

35,761

2.2%

TOTAL SALES

1,600,563

100.0%

COST OF SALES

Food

417,992

32.1%

Liquor

40,872

26.5%

Beer

28,187

26.0%

Wine

14,054

39.3%

TOTAL COST OF SALES

501,105

31.3%

GROSS PROFIT

1,099,458

68.7%

CONTROLLABLE EXPENSES

Payroll -

Management

126,840

7.9%

Store Personnel

294,035

18.4%

Payroll Taxes & Benefits

72,184

4.5%

Total Payroll

493,060

30.8%

PRIME COST

994,165

62.1%

Direct Operating Expenses -

Cleaning supplies

9,216

0.6%

Exterminating

1,258

0.1%

Kitchenware

9,942

0.6%

Laundry

13,416

0.8%

Other operating expenses

9,464

0.6%

Paper supplies

15,216

1.0%

Serviceware

7,306

0.5%

Uniforms

5,125

0.3%

Total Direct Operating Expenses

70,941

4.4%

Music & Entertainment -

Professional entertainers

10,459

0.7%

Royalties to ASCAP

3,916

0.2%

Total Music & Entertainment

14,375

0.9%

Marketing -

Advertising

12,944

0.8%

Coupon discounts

18,424

1.2%

Promotions

3,689

0.2%

Total Advertising & Promotion

35,057

2.2%

Utilities -

Electrical

28,102

1.8%

Gas

6,579

0.4%

Trash removal

6,576

0.4%

Total Utilities

41,256

2.6%

Administrative & General Expenses -

Bank charges

459

0.0%

Cash (over)/short

755

0.0%

Credit card charges

26,889

1.7%

Miscellaneous

5,950

0.4%

Postage

939

0.1%

Printing & office supplies

5,487

0.3%

Professional fees

11,583

0.7%

Telephone & fax

5,882

0.4%

Total 

Administrative & General

57,943

3.6%

Repairs & Maintenance -

Building repairs

3,485

0.2%

Equipment repairs

5,348

0.3%

Total Repairs & Maintenance

8,833

0.6%

CONTROLLABLE PROFIT

$  377,992

23.6%


Restaurant Industry Guidelines:
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PROFIT & LOSS STATEMENT

For The Year Ended December 31

SALES

Food

$  1,302,156  

81.4% 

Beverage

298,407  

18.6% 

TOTAL SALES

1,600,563  

100.0% 

COST OF SALES

Food

417,992  

32.1% 

Beverage

83,113  

27.9% 

TOTAL COST OF SALES

501,105  

31.3% 

GROSS PROFIT

1,099,458  

68.7% 

CONTROLLABLE EXPENSES

Payroll 

420,875  

26.3% 

Employee Benefits

72,184  

4.5% 

Direct Operating Expenses 

70,941  

4.4% 

Music & Entertainment 

14,375  

0.9% 

Marketing

35,057  

2.2% 

Utilities 

41,256  

2.6% 

Administrative & General Expenses 

57,943  

3.6% 

Repairs & Maintenance 

8,833  

0.6% 

TOTAL CONTROLLABLE EXPENSES

721,466  

45.1% 

INCOME BEFORE OCCUPANCY COSTS

377,992

23.6% 

OCCUPANCY COSTS

Rent

149,589  

9.3% 

Property Taxes

48,259  

3.0% 

Other Taxes

8,439  

0.5% 

Property Insurance

27,859  

1.7% 

TOTAL OCCUPANCY COSTS

234,146  

14.6% 

INCOME BEFORE INT. & DEP.

143,846

9.0% 

Interest

43,431  

2.7% 

Depreciation

29,762  

1.9% 

INCOME BEFORE INCOME TAXES

$  70,654  

4.4% 


	    Full Service
	Quick Service
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Number of Covers: 0 to 50

3

4

5

6

7

8

9

10

FRONT OF THE HOUSE

5

Bartenders

5

4

3

Servers

3

Bussers

TOTAL FOH HOURS

20

BACK OF THE HOUSE

4

4

Prep Cooks

 

5

Line Cooks

 

4

Dishwashers

TOTAL BOH HOURS

17

TOTAL HOURS

37

POSITION

DINNER

TOTAL 

HOURS

Losing Money
	Under $150
	Under $200
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OF AMERICA.



Break-even
	150-250
	200-300
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Date

Invoice

Vendor

(Credit)

Food

Paper

Cleaning

Number

Amount

Supplies

Supplies

Amount

Description

BALANCE FORWARD

13,865.81

8,256.50

953.93

397.58

4,257.80

36055

3514

Hank's Produce

351.58

351.58

36055

485-541118

Specialty Products

326.80

326.80

35691

3258

Kenny Meat

647.58

647.58

35691

8879512

Puritan Supply

258.47

258.47

Tableware

35691

58473

Victor Wholesale

327.23

203.40

35691

H-32581

Atlantic Foods

1,348.52

1,348.52

35691

757741

General Supply

238.40

238.40

Misc.

TOTALS

17,364.39

10,604.18

1,280.73

600.98

4,754.67

Miscellaneous

Riviera Grill

Invoice Log

Week of August 20 - 26

Page  5  

Moderate Profit
	250-350
	300-400
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MON

TUE

WED

THU

FRI

SAT

SUN

1.

Robert Wilson

8.0

0.0

8.0

0.0

8.0

8.0

8.0

2.

Jose Fernandez

6.5

8.0

8.0

4.0

8.0

8.0

0.0

3.

Betty Robinson

8.0

8.0

4.2

8.0

0.0

8.0

4.0

4.

Willie Reynolds

0.0

7.0

5.5

8.0

0.0

6.0

8.0

5.

Jason Smith

6.0

4.0

8.0

8.0

8.0

0.0

6.0

6.

Duncan Smith

6.0

0.0

8.0

6.0

8.0

11.5

8.0

7.

Kelli Andrews

0.0

6.0

0.0

8.0

9.5

10.0

10.0

8.

Kim Engles

5.0

8.0

6.0

0.0

10.0

5.5

8.0

9.

Mavis Hopkins

8.0

0.0

6.0

8.0

5.0

8.0

8.0

10.

Tom Beatty

4.0

6.0

8.0

8.0

8.0

4.5

8.0

11.

Amber Tolken

8.0

7.0

4.0

0.0

8.0

8.0

6.0

12.

Wayne Abnerston

0.0

8.0

0.0

8.0

8.0

8.0

4.0

13.

Wendi Mavis

6.0

8.0

4.0

8.0

8.0

8.0

0.0

14.

Steve Zendarson

8.0

8.0

8.0

8.0

8.0

8.0

0.0

15.

TOTAL LABOR HOURS

73.5

78.0

77.7

82.0

96.5

101.5

78.0

EMPLOYEE

DAILY LABOR HOURS

[image: image27.wmf]WEEK: August 20 - 26

 

 

RATE

MON

TUE

WED

THU

FRI

SAT

SUN

TOTAL

1.

Robert Wilson

3.35

26.80

0.00

26.80

0.00

26.80

26.80

26.80

134.00

2.

Jose Fernandez

6.50

42.25

52.00

52.00

26.00

52.00

60.13

0.00

284.38

3.

Betty Robinson

3.35

26.80

26.80

14.07

26.80

0.00

26.80

13.74

135.01

4.

Willie Reynolds

7.00

0.00

49.00

38.50

56.00

0.00

42.00

56.00

241.50

5.

Jason Smith

5.50

33.00

22.00

44.00

44.00

44.00

0.00

33.00

220.00

6.

Duncan Smith

10.00

60.00

0.00

80.00

60.00

80.00

115.00

117.50

512.50

7.

Kelli Andrews

10.25

0.00

61.50

0.00

82.00

97.38

102.50

120.44

463.81

8.

Kim Engles

3.35

16.75

26.80

20.10

0.00

33.50

18.43

30.99

146.56

9.

Mavis Hopkins

3.35

26.80

0.00

20.10

26.80

16.75

26.80

31.83

149.08

10.

Tom Beatty

6.50

26.00

39.00

52.00

52.00

52.00

29.25

73.13

323.38

11.

Amber Tolken

7.50

60.00

52.50

30.00

0.00

60.00

60.00

48.75

311.25

12.

Wayne Abnerston

8.00

0.00

64.00

0.00

64.00

64.00

64.00

32.00

288.00

13.

Wendi Mavis

9.00

54.00

72.00

36.00

72.00

72.00

81.00

0.00

387.00

14.

Steve Zendarson

5.50

44.00

44.00

44.00

44.00

44.00

66.00

0.00

286.00

TOTAL LABOR COST

89.15

450.50

472.85

525.30

568.42

625.30

652.40

538.25

3830.1

HOURLY PAYROLL COST

EMPLOYEE

High Profit
	Over 350
	Over 400
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Deduct

Mon

Tue

Wed

Thu

Fri

Sat

Sun

Beg.

End.

$

%

Inv.

Inv.

SALES:

Food

2,305

2,541

2,789

3,458

3,841

4,214

3,258

22,406

100%

Total Sales

2,305

2,541

2,789

3,458

3,841

4,214

3,258

22,406

100%

COST OF SALES:

Purchases 

For Week

Food

10,614

3,158

(6,554)

7,218

32%

Total Cost of Sales

7,218

32%

LABOR:

Management

1,800

8%

Staff

450

472

525

568

625

652

538

3,830

17%

Taxes & Other (21%)

1,239

6%

Total Labor

6,869

31%

TOTAL PRIME COST

14,087

63%

8,319

37%

For the Week of August 20 - 26

PRIME MARGIN

Prime Cost Worksheet


Also consider the potential impact of –

· Participation and compensation of owners

· Days & hours of operation

· Occupancy costs – lease terms, property taxes
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Last 

Year

Last 

Week

Forecast

Comments

Mon

1,158

852

1,250

Bad weather last year

Tues

1,206

1,378

1,400

Wed

1,423

1,549

1,550

Thur

1,906

2,142

2,450

Rib promo begins

Fri

2,435

2,596

2,700

Sat

2,912

3,142

3,300

Sun

2,282

2,481

2,650

Total

13,322

14,140

15,300




P&L Review

The National Restaurant Association

Uniform System of Accounts
The National Restaurant Association's Uniform System of Accounts is the recognized standard for the presentation of financial information in the foodservice industry.   It provides a restaurant industry-specific approach to the . . .

•
preparation

•
presentation

•
interpretation

. . . of financial information in a foodservice environment.

Educate customers about the National Restaurant Associations "Uniform System of Accounts for Restaurants."

This book shows you how to implement an accounting system designed specifically for the foodservice industry.  It provides a comprehensive listing of accounts for assets, liabilities, revenues and expenses along with a complete description of the types of transactions that should be classified in each account.

The Uniform System of Accounts for Restaurants and the Restaurant Industry Operations Report may be purchased by calling the National Restaurant Association at 1-800-424-5156 extension 5375 or on the NRA web site at www.restaurant.org.

Every restaurant has problems.  

"THE NUMBERS" should tell operators where their problems are, and how worried they should be.
P&L Review





CONTROLLABLE PROFIT      





      Full
     Quick

     Service   
     Service  .


15% to 20% *

  20% to 25% *


                                  .                                                          .


* Minimum CP percentages

"Controllable Profit" is a good indicator of how well management is managing.  There is generally a direct correlation between management's operating abilities and "Controllable Profit".






PRIME COST  


 



Full Service

          60% - 65%          .    

     .


Quick Service
          55%  - 60%       .                
"Prime Cost" reflects expenses where operators have the highest exposure for losses and the greatest opportunities to impact profitability in the short term.




P&L Review


OCCUPANCY COSTS  

Occupancy costs include -

•
Rent (fixed, minimum and percentage)

•
Ground rent

•
Equipment rental

•
Real estate taxes

•
Personal property taxes

•
Other municipal taxes

•
Insurance on building and contents





       Bay
Industry Guidelines *

  Street Grill  
 Low
 Average
 High 

% of TTL Sales
      14.6%      .
 below 5%
7% to 8%
 above 10%


$ Per Square Foot
      $52          .
    below $10

$14 to $20
 above $25


$ Per Seat
    $1,300       .
below $150

$250 to $450
   above $700

· For Full-Menu Tableservice Restaurants 

Industry Guidelines For Quick Service Restaurants



 Low
 Average
 High 

% of Total Sales
.
 below 5%
7% to 9%
    above 11%


$ Per Square Foot
.
 below $12
$15 to $25
 above $30

P&L Review

Net Income Before Taxes  (NIBT)





Food Cost    





      Full
    Limited

     Menu   
   Menu  .


      28%-38%     .                 26%-32%    .

Beverage Costs (alcoholic)




Liquor

    18%-20%     .  

       . 


Bar Consumables
      4%-5%       .          

Bottled Beer
    24%-28%    .  


Draft Beer
    15%-18%    .  


Wine

    35%-40%   .  


Beverage Costs (non-alcoholic)
Non-alcoholic beverages sales and costs are typically classified in food sales and costs.


Soft Drinks
     10%-15%   .  

       . 


Coffee

    15%-20%     .          

Iced Tea
      5%-10%     .  


Specialty Coffee
     12%-18%    .  

P&L Review

Payroll Cost





      Full
    Quick

    Service   
   Service  .

  
      30%-35%     .                    25%-30%     .

Payroll cost includes –

Management salaries

Hourly employee wages

Payroll taxes (FICA, federal & state unemployment)

Workers comp.

Health & other employee insurance costs

Labor Productivity

Sales per Labor Hour


Covers per Labor Hour


Staffing & Scheduling

Determining Appropriate Staffing Levels – 

At a low volume level (what are the minimum number of employees needed to operate the restaurant?)


Staffing & Scheduling

At higher volume increments


Staffing & Scheduling

Forecasting Business Activity

Sales volume

Number of covers

Operators should consider . . . 

Recent & prior year activity

Seasonal changes

Competition

Advertising & promotional changes

Local events (festivals, sports contests, conventions)

Prevailing weather conditions

Holidays –

Secretary’s Day


July 4th

Valentine’s Day


Labor Day

St. Patrick’s Day


Halloween

Easter



Thanksgiving

Mother’s Day


Christmas

Memorial Day


New Year’s Eve

Father’s Day


Staffing & Scheduling

Forecasting labor productivity & cost 

· Matching each days forecasted activity with the predetermined labor standards

· Calculate productivity and labor cost goals
Weekly Prime Cost Reporting

Sample “Invoice Log” used to record food purchases – 
 

Sample form to track daily labor hours -

 Weekly Prime Cost Reporting

Sample form to calculate daily hourly payroll cost – 


Sample “Prime Cost Worksheet” –


Ideas for Trimming Labor Costs

1. Reduce the number of labor intensive items on the menu

2. Combine certain jobs

3. Increase the pay of the most productive employees

4. Increase training time and cross-train employees so that each employee can perform several jobs

5. Fine tune operating hours, open later or close earlier unless it makes economic sense to do so

6. Stream-line and reduce management paperwork so that managers can spend more time working the floor

7. Audit the first and last 30 minutes of each shift

8. Buy more pre-cut and prepated items

Encourage the Use of Value-Added Products

Example: “Box Beef” versus “Pre-Portioned Beef” –

	ISSUE
	BOX
	PRE-PORTIONED

	Quality
	High
	High

	By-Products
	Must find ways to use by-products; may be forced into offering certain menu items
	None

	Packaging
	Cut & wrapped in “saran” wrap or aluminum foil - 2 to 3 day shelf life
	Vacuum-packed –10 day shelf life

	Consistency
	Portions can vary depending on skill of cutter; skilled cutters can be sick or leave
	¼ ounce tolerance to specs

	Inventory control
	Difficult to reconcile box purchases, by-products and finished pieces with sales
	Unit for unit tracking with purchases and sales 

	Labor & personnel
	Creates need for more training and skills
	Skilled staff members can be utilized elsewhere

	Hidden costs
	Time to set-up and tear down

Cutting equipment purchase & maintenance

Cleaning supplies 

Utilities

Potential for injuries and higher workman’s comp. Premiums

One more critical function management must oversee & inspect
	



Ideas For Finding Quality Applicants


1.  Turn Your Staff Into an Army of Recruiters

Offer a "bonus to their existing staff for successful referrals".  

Tell your employees that if they bring in an applicant and the person is hired, they get a bonus IMMEDIATELY in CASH in full view of as many other employees as you can pull together.  

Just to clarify.  You want to pay the bonus immediately because it will be much more of an incentive.  You want to pay it in cash in front of a lot of other employees for impact, to generate excitement, and to get more of the same.  

If your accountant is concerned about payroll taxes (and they should be) put the cash bonus on the employee's next payroll check.  Tell the accountant to show the cash bonus as a payroll deduction and to gross up the bonus amount to take care of the FICA and withholding taxes which the company will pay. 

Result:  Your staff gets the opportunity to earn a quick "cash" bonus and you get more applicants.

2.  Get Applicants From Applications

On every job application make it clear that you want references from fellow co-workers the applicant worked “with” and not supervisors or managers they worked “for”.

3.  Contact Past Employees

Follow up, by phone or letter, with every good employee that leaves on acceptable terms and see if they would consider coming back to work with you.  They might also know of other people that might be interested.

Ideas For Finding Quality Applicants

4.  Business Cards

Owners and managers should always carry their business cards.  Constantly be on the watch for employees doing an exceptional job in other businesses.  Pay them a sincere compliment then close with “and if your are ever looking for a job, please call me” and your business card.

5.  24-Hour Jobs Hotline

Make it easy for people to inquire about employment.  Have them leave their name and number and when would be a good time for someone to get back with them.

6.  Use Creative, Attention Getting Ads *

Lots of competition in the classified section.  Make yours standout or even better, change the format slightly and put in another section of the newspaper.  


Ideas For Finding Quality Applicants




*  From The Foolproof Foodservice Selection System by Bill Marvin.

Ideas For Finding Quality Applicants

7.  Other “Non-Traditional” Recruiting Ideas

Older people – Go where they are; senior housing developments, volunteer organizations, mall walking, Bingo games.

Welfare recipients – The Small Business Job Protection Act of 1996 authorized the Work opportunity Tax Credit (WOTC) Program to help people from welfare to work. By hiring certain job seekers, employers can reduce their federal tax liability by as much as $2,100 per qualified new worker or $1,050 per qualified summer youth. You can sign up online at www.sba.gov/welfare, the SBA’s web site.

Full-time employees looking for a second job – More than seven million people in the US hold at least 2 jobs at one time. Emphasize a second income, flexible hours and other benefits that would appeal to people working more than one job.

Parents with young children – Full time workers may be interested on part-time work in order to be home more often with their children.

Newcomers – People moving into your area may be very interested in working close to home. Realtors and your local Welcome Wagon are great sources for these recruits.

Tools for Selecting Good People

Characteristics of “World Class” Foodservice Employees

      Extroverted               .
· People oriented

· Good social skills

· Desire to be liked by others

      Pride            .
· View their work as important

· Need to be part of successful activities

· Very particular about doing their job not just correctly but the best possible way

      Responsibility             .
· Show up for work

· Are punctual

· Follow through on the commitments and promises they make

       Energy            .
· Move quickly and appropriately under pressure

· Able to accomplish more in less time

· Are more accurate in their work

The Screening Interview

A quick, accurate way to identify characteristics that are common in highly successful foodservice workers.

The Screen Interview measures the degree to which an applicant posses the four characteristics that are strong indicators of their likelihood for success as a foodservice employee. 

Screening Interview

	EXTROVERSION
	Yes Response
	No Response

	Y  N  ?
	
	
	

	
	As a member of the foodservice staff, how would you help improve repeat business?
	Specific answers that shows personal action or interaction, e.g., learn & use their names, ask questions, make suggestions, make sure food always looks and tastes great
	Be friendly, give good service

	
	If I asked your best friend to describe you, what would he/she say?

	People-oriented answers, e.g., outgoing, lots of fun, friendly, positive
	Nice person, good worker

	
	If you saw someone you thought you recognized but weren't quite sure, what would you do?
	Go up and ask - make an effort to talk to them
	Just keep walking – wait until I was sure

	PRIDE
	
	

	
	What qualities do you need to be a great (position) in a restaurant?


	Like people; work hard; do more than expected; smile, be flexible, patient; have lots of stamina, good work habits; pay attention to detail; be a good communicator
	Be nice.

	
	Is it difficult for you to carry on "small talk" with people?
	Not at all
	Sometimes, depending on the situation

	
	What recent accomplishments do you take great pride in?


	Specific advancement toward a goal, e.g., completed courses, finished a difficult project; job advancement; family success
	Don’t have any specific goals

	
	What are some reasons for your success?
	My personality, optimism, positive self -image, desire to succeed
	Just lucky, I don’t know

	RESPONSIBILITY
	
	

	
	What would your previous employers say about your work?
	Hard worker, dependable, valuable, ideal employee, would rehire
	Did a good job



	
	What would you do to make a negative situation positive?
	Find out what the problem is and fix it
	Get a manager, stay calm



	
	What kinds of people irritate you?
	Lazy, negative, complainers
	I like everyone; I don't pay attention to them

	
	How to you decide what to do with your time off?
	Make lists, organize, get right at things
	Don't do it very well, go with the flow

	ENERGY
	
	

	
	What activities have you been involved in during the past two years?
	Participative activities, e.g., aerobics, sports, volunteer work, charities
	Not many, I just work

	
	What motivates you to get your job done?
	Money, recognition, pride in my work
	Making people happy giving good service

	
	How do you feel about doing more than one activity at a time?
	Like it; it's a challenge
	Want to do one thing at a time; it doesn't bother me

	
	
	
	


Value Statement to Job Applicants

On the cover of every application – 


Dear Applicant:

Welcome to                                                       .  Prior to completing the attached application for employment, please understand that we are serious about creating a productive working environment for our staff and maintaining the highest levels of service and attention for our guests. 

We want you to understand that we also believe in living our values, some of which are:

· We believe that good enough isn’t.

· We believe in doing business in a professional and orderly manner.

· We believe in honesty and integrity.

· We believe that only a happy and professional staff can give the level of personal service we demand.

· We believe in the ongoing training and development of our staff and see it as a worthy investment in the future of the company.

· We believe in providing legendary service – the unique and powerful sort of personal care and attention that our guests tell stories about.

· We believe that everyone is capable of being an A+ player.

If this feels like an environment for you, please complete the application.

The Interview

Prepare in Advance for the Interview

· Read the application thoroughly


· Have a sufficient amount of time

· Ensure privacy

· Have a “no interruptions” policy

· Be prepare to “sell” your organization

Initial Contact with the Candidate

· Greet and refer to the candidate by NAME

· SMILE

· Offer them a beverage

· Give them your TOTAL and UNDIVIDED attention

· Act as though the interview is the only thing you’ve got going on 

· Tell the candidate how important their “VISIT” is


The Interview – Questioning Styles

Closed-ended 

“Do you have reliable transportation?”

“Do you work in a fast paced, high pressure work environment?”

Open-ended 

 “Tell me what enables you to work well in a fast paced, high pressure work environment?”

 First follow-up:  “Give me an example of working a high pressure situation.

Second follow-up:  “What were some of the specific things that you did in that situation to help it work out?”
Alternative 

 “In school, did (do) you prefer to work on projects alone or with a group of your classmates?”

“Do you like a boss who gives you very specific instructions or one that tells you just what the overall responsibilities and objectives are?”

Situational 

 “Assume you have four parties at your station.

· Table one is waiting for their drinks.

· Table two’s food is in the service window.

· Table three was just seated.

· Table 4 needs their check.

How do you keep your cool and decide what to do first, second, third and so on?

Past Performance 

 “Give me an example of the most stressful situation you’ve had to face in the kitchen?”

First follow-up:  “How did you handle it?”

Second follow-up:  “Could anything have been done to prevent it from getting to that point?”


Sample Interview Questions – All Applicants


1.
Tell me about your first job.



What did you learn?


2.
In your current job, what attracted you to join this company?



What was the most difficult problem you faced?



How was it finally resolved?


3.
What is the most important job in the restaurant? Why?


4.
In a typical restaurant, for every dollar in sales, how much profit is left after all the expenses are paid?


5.
Have you ever been disciplined at a former job or school? Explain.


6.
Were you ever fired from a job, or asked to leave. Explain.


7.
What would be a reason you might not be to work on time?


8.
How many days were you late to work in the last year? Explain.


9.
How many days of work have you missed in the last year for other than illness? Explain.


10.
What gives you the greatest source of satisfaction on your current job? Why?


11.
What is the greatest source of frustration on your current job? Why?



12.
Give me a description of the ideal manager. Co-worker. Subordinate.


13.
In your last job, if you could have made one suggestion to your manager, what would it have been?


14.
How do you know when you've done a good job?


15.
In what areas have past supervisors been most complimentary? Why?


16.
In what areas have past supervisors been most critical? Why?



Do you agree?



What have you done to improve your performance in those areas? 



What progress have you made?


17.
What career achievements are you most proud of?


18.
How often do you wear a seatbelt?

19. How many lottery tickets have you purchased in the last month?

20. What's the funniest thing that's ever happened to you?


Sample Interview Questions – Chefs & KMs


1.
What's generally the problem when food is slow coming out of the kitchen?


2.
Your seafood salesperson has just offered you 100 pounds of fresh, 16-20 prawns at a 30% discount.  You generally use around 50 pounds a week.  What do you do?


3.
What are the best ways you've found to achieve consistent portion control?


4.
What would you do first if you thought your food cost was too high?


5.
What would you do first if you thought your labor cost was too high?


6.
What does "first in, first out" mean?


7.
When creating your employee schedule, what are your primary goals?


8.
What's your initial response when you get word of a guest complaint?


9.
What have you found to be the best ways of controlling theft in the kitchen and storage areas?


10.
Do you know of any ways to improve the relationship between the service and kitchen staffs?


11.
A server brings a plate of food returned from a guest back to the kitchen.  He's not happy and let's you know it.  What do you do?


12.
What do you do when someone orders something that's not on the menu?  What if you don't even have all the ingredients in stock?


13.
You're cooking a tomato sauce and put too much salt in it.  How do you correct it?


14.
What is the proper way to store peeled, uncooked potatoes?


15.
One of your prep cooks cuts a finger, it doesn't look too serious, how do you handle it?  What if it looks like it might be serious?

Sample Interview Questions - Servers


1.
What are some ways you make your customers feel like "guests"?


2.
Your guests at one table are busy conversing and haven't eaten much of their appetizers.  Their entrees are at the window.  What do you do?


3.
A steak is ordered medium rare.  At the window it looks like it's been overcooked.  The expediter assures you it's medium rare.  The customer complains that it's overcooked.  How do you handle this situation with the customer, then with the kitchen?


4.
Tell me about the best server that's ever waited on you.  What characteristics made her/him so outstanding?


5.
What formal service training have you received?  What did you learn?


6.
What's the first thing you say when you approach a new table?


7.
How do you develop "rapport" with your guests?


8.
What's the safest way to pour coffee?


9.
Why is it important to indicate seat numbers on the guest check?


10.
A guest orders a gin and tonic.   How do you respond?


11.
A guest asks for direction to the restroom.  How do you respond?


12.
How do you try and develop repeat business?


13.
Some kids are running in the restaurant.  How do you handle the situation without offending the parents or children?


14.
You come in for the dinner shift and the person you relieved has left the server station a mess.  What do you do?


15.
A regular customer known for having a grumpy disposition gets seated in your section.  How would you handle him?

Sample Interview Questions - Bartenders


1.
A customer arrives at 4:00 in the afternoon in 30 minutes drinks 3 double martinis.  He orders another.  What do you do?


2.
What are the three principal ingredients in the following drinks?

· Rob Roy

· Manhattan

· Tequila Sunrise

· Irish Coffee

· Stinger


3.
Why do you want guests ordering drinks prepared with premium versus well liquors?  How would you encourage them to do so?


4.
I walk up and sit down at the bar, you're in the process of filling a 4 drink order, have 3 more server orders up and there are several other thirsty patrons at the bar.  What do you do?


5.
Under what circumstances would you stop alcohol service to someone?  Give some examples of what you have done in the past.


6.
A couple of young ladies, looking around 24 to 26, come in.  Would you card them?


7.
What are valid forms of ID?


8.
How to you make your regular bar patrons feel appreciated?


9.
How do you test sanitizing solution?  How often should it be done?


10.
A guest complains "I can't taste any tequila in my margarita".  How do you handle it?


11.
You're expecting a busy night, how do you prepare?


12.
A guest orders a drink for someone he is expecting in a few minutes.  He arrives shortly, but wants a different drink.  What do you do?


13.
Your fruit garnishes are looking dry.  How can you revive them?


14.
One of your servers has two rounds of drinks up and is nowhere to be seen.   What do you do?

15. What would you look for in hiring a bartender?  

Sample Interview Questions – First Time Workers *

1. Why do you want to work?

2. Why do you want to work for this company / organization?

3. Why should I hire you?

4. How do you get your spending money now?

5. What do you think it takes to be a good (job title)?

6. Have you done anything before to earn money?

7. What five words would your friends use to describe you?

8. What five words would you use to describe yourself?

9. Have you every had a problem learning something?

10. What are you  proud of?

11. What’s the worst trouble you’ve ever been in?

* 
Questions from “Hire Tough, Manage Easy” by Mel Kleiman. For information go to www.HireTough.com or call 877.HIRETOUGH (447-3868). 

Attitude Questions


Question
Positive Response
Negative Response

	This job starts at $         per          hour. How do you feel about the starting at this rate?
	Answer that shows willingness to work their way up
	Argumentative reply

	When the pressure of work is high, where does your energy come from?
	Positive feedback from staff and guests, pride in doing a good job
	Nervous energy, force of habit, I don’t know

	Was there a time when unexpected events on the job demanded that you change your plans? Tell me about it.
	Answer that reflects acceptance of occasional necessity to change plans
	Answer that reflects resentment of imposition on personal time

	How would you define a good work atmosphere?
	Open, participative, respectful, friendly, fun, professional
	Controlled, predictable, structured, I don’t know

	It’s not unusual to get really angry at a guest or co-worker. Everybody does at one time or another. Still, there is a big difference between something overt like getting physical and something like gently putting a person in their place. How many times in the last six month have you felt it necessary to get tough with a guest or co-worker? Tell me about the worst incident.
	Getting rough or angry with someone is never an acceptable solution. Appropriate response given the circumstances of the incident.
	Answer that indicates that getting angry is a common occurrence or that they really enjoyed putting someone in their place.

	For what have you been most frequently criticized?
	Answer that provides a personal insight into the person.
	Things that weren’t my fault, answer that blames others.

	What can you teach your co-workers?
	Specific, reasonable suggestions
	Nothing, I don’t know

	What makes you think you have what it takes to be successful in this business?
	Hard worker, high standards, pride in work, enjoy doing a good job.
	I don’t know, I’m always successful at what I do.

	If you get several offers, how will you decide which company to work for?
	Opportunity to contribute, grow and participate, most $ potential.
	First offer I get, money (as an overriding concern)

	If you were hiring a person for this job, what would you be looking for?
	People-oriented, professionalism, hard worker
	Generic answers; e.g. good worker

	How can I tell that you possess these qualities yourself?
	Specific examples, ask my former employers or co-workers 
	I don’t know


Attitude Questions


Question
Positive Response
Negative Response

	Tell me about a time when you had to go beyond routine job requirements. How did you feel about it at the time? How do you feel about it now?
	Specific example, animated response.  Answer that shows acceptance of occasional necessity for extra work.
	Can’t think of anything. Answer that shows resentment of imposition on personal time.

	Tell me about a time when you and your boss disagreed on an approach to a problem and how you handled it.
	Explained my reasoning, listened to other point of view, came to consensus on how to proceed
	Shut up and said nothing, did it my way anyway, did it his/her way and it didn’t work

	What appeals to you about the restaurant business?
	Animated response, interaction with people, lack of routine
	Intellectual response, never thought about it, always worked in it

	Describe the ideal relationship between the supervisor and the staff
	Answer that shows mutual respect and support
	One-sided answer

	Tell me about a policy at your last job that particularly annoyed you. Why?
	Policy that interfered with guest service or professional performance.
	Policy that interfered with personal control

	What is the best way to “get through” to you?
	Simple, direct, honest communication
	I always listen, or complicated response


· From The Foolproof Foodservice Selection System by Bill Marvin.


Keep It Legal

The best way to avoid being accused of discrimination is to never ask questions regarding:

· Race

· Religion

· National origin

· Marital status

· Age

· Disability

· Worker’s comp

· Injury

· Any other category protected by your state law

Asking questions regarding these issues may not be illegal, BUT problems can arise if an applicant claims you used their answers to these questions to discriminate against them.


Additional Selection Information

Background Verification

Can include the following:

· positive subject identification

· criminal record search

· credit history

· education verification

· employment history verification

Pre-employment testing

Publishers of pre-employment tests for the hospitality industry:

Humetrics, Inc.

8300 Bissonnet, Suite 490

Houston, TX 77074

877-447-3868

Personality and attitude testing products developed specifically developed for selecting hourly service industry workers.

Institute for Personality & Ability Testing

PO Box 1188

Champaign, IL  61824-1188

800-225-4728

Publisher of the 16 Personality Factor Questionnaire which identifies personal qualities that influence work-setting behaviors.

McGraw Hill/London House

9701 West Higgins Road

Rosemont, IL  60018

800-221-8378

Publisher of the Personnel Selection Inventory which measures customer-service attitude and aptitude, honesty, tenure & sales aptitude.

Reducing Employee Turnover

The Effect of Employee Turnover on Labor Cost

How to compute employee turnover ratio –

 At Year End:



Number of W-2s prepared
225

Number of employees at year end
75


During the Year - Quarterly:



Number of people employed during quarter
100

Number of employees at end of quarter
75


Reducing Employee Turnover

The Effect of Employee Turnover on Labor Cost

Employee Turnover Ratio

Labor Cost



1.50
33%


1.25
32%


1.00
31%


.75
30%


.50
29%

Why Reducing Turnover Results in Lower Labor Costs –

Less __hiring___ activities

Reduced ___training_____

Lower __unemployment tax__ rates

More experienced, __productive__ staff

“We don’t look at our guests as #1, we look at our employees as #1. If we take care of our employees, they will take care of our guests.”

- Keith Dunn, McGuffey’s Restaurants

Reducing Employee Turnover

How Leading Restaurant Organizations are Reducing Employee Turnover

1. Hiring & firing training workshops

Design and implementation of training workshops on interviewing and hiring. Also training on terminination techniques for letting go of poor performers.

2. Improve benefits package
Medical insurance, monthly meal discounts, paid vacations, free shift drink, flexible scheduling, dental insurance, profit sharing, company credit union.

3. Clearly communicate mission / statement of purpose
Identifies and clarifys values and focus.

4. Formal orientation for all new employees
Structured orientation including time with owner or CEO. Includes company philosophy, innovations and dedication to employees and customers.

5. Structured training programs
Includes classroom training as well as on the job training. Written exams must be passed to move on. 

6. Bi-monthly evaluations
To let each employee know how they’re doing and permits managers to develop a closer, more open relationship between management and staff members.

7. Employees evaluate their managers
Can cover characteristics such as friendliness, job knowledge, caring attitude, etc. Evaluations must be done anonymously.

8. Management bonus program
A high percentage of managers’ bonus directly determined by managers ability to retain employees. Causes the interviewing and selection process to be taken very seriously.

9. Praise & recognition
Creates a more positive workplace by changing the manager’s emphasis on being a policeman, looking for bad behavior to correct, to being a coach who looks for opportunities to find the good things people are doing well.

“The first mission of an organization should be to have happy employees.”

Reducing Employee Turnover

How to Retain & Motivate Young Workers

1. Meet with new employees regularly for the first few months

Show them you care and have a personal stake in their success

Have a comprehensive training program

2. Clearly communicate standards, expectations and responsibilities

Don’t assume anything

3. Tell them “what’s in it for them”

Developing skills that will be valuable later on

4. Make work “fun & interesting”

Have contests

Encourage laughter

Cross train

5. Give them knowledge of the “big picture”

Share information

Let them know how they fit in and why their job matters

6. Ask for their input and ideas

Make sure you’re really listening

And are willing to act on some of their suggestions

7. Show appreciation for exceptional performance

Must be sincere, not phony

Can be special recognition, event tickets, control over schedule, time off, special parking spot

“Remember, every employee comes with a brain at no charge.”

- Donald Smith

Creating a More Positive Workplace

Recognize Two Basic Truths – 

1.
When people enjoy what they do, they tend to do better work.

2.
Management has a BIG impact on how much people enjoy their jobs.

A Common View of People – 

Mistrust & doubt

Characteristics of Successful Companies –

They have a basic faith in their people

They expect and know their people will do well

Characteristics of Negative Working Environments -

Whining & Complaining
Absenteeism & Tardiness

Distrust
Defensiveness

Disagreements
Turnover

Arguments
Anger

Characteristics of Positive Working Environments –

Cooperation
Flexibility

Extra Effort
Teamwork

Productivity
Customer Caring

Personal Initiative
Self-Management


Creating a More Positive Workplace
Ego

Not allowing ego to get control of your thinking

Leads to feelings of superiority, entitlement

Causes you to take everything “personally”

Getting control of your ego –

· Recognize when your ego is engaged

· Be suspect of your own thinking

· Try to relax out of your state of self-importance

Ego makes it impossible to RESPECT another human being

Respect

Having unconditional respect and high regard for your people 

Not earned

Not based on performance, personality or other personal characteristics

Recognizes we’re all human beings basically doing the best we can

How to respect others –

· Give people the “benefit of the doubt”

· Recognize everyone is doing the best they can . . . even your worst employee!

· Recognize that “everyone” is capable and has the potential to do a good job a be a good employee

Without respect it’s impossible to LISTEN to another human being

Creating a More Positive Workplace
Listen

Giving people your total attention  

Means being totally “present” and not distracted mentally

Not judgemental

With a desire to “understand” and “connect” with the other person

When you listen you say, “I value you”

Listening helps to move people to a higher state of mind (mood)

Remember though, “You’re Still the Boss”

You can be respectful, listen to people, give people the benefit of the doubt and still be a tough and demanding boss

Good people WANT to work for people with high standards 

The Key is to Recognize You’re Not Doing this just for THEM . . .

Being respectful, listening, giving you people the benefit of the doubt makes sense because it mainly serves YOU!!

[image: image2.wmf]
Management’s Effect on Employees

Management’s Basic Position: 

When it’s based on “No Ego, Respect, Listen, Benefit of the Doubt” –

You tend to have employees that are more . . . 

Secure

Appreciated

Confident

Valued

Content

Optimistic

Curious

Creative

Management’s Basic Position: 

When it’s based on “Ego, Low Respect, Rarely Listen, Quick to Judge” –

You tend to have employees that are more . . . 

Insecure

Unapprecited

Distant

Suspicious

Intolerant

Irritable

Destructive
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The Job of a Manager

The Job of a Manager: 

To get work done through others

Maintain a positive working environment (climate)

Take care of your people

BRING OUT THE BEST IN YOUR PEOPLE!

Suggestions: 

Get to know your people

Let your people know what’s going on

Help people “understand” your business

When you . . . 

Keep your ego intact

Are respectful

Listen

Give the benefit of the doubt

Try to bring out the best in your people . . .

you will create . . .

“An environment where people are free to concentrate on the work they are doing”
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"The difference between well managed companies and not so well managed companies is the degree of attention they pay to the numbers."





-- Harold Geneen, Former Chairman IT&T





BRAVE NEW RESTAURANT





CHRIS HOPKINS will be the most physically comfortable, hassle-free restaurant in San Francisco and we are looking for a few good people to help us pull it off. We value experience but we are more interested in what you can learn than in what you know. People skills are essential. If you believe work should be fun and want to be part of something exciting, attend one of our employment seminars at the Hilton on Monday, April 1. Be there at noon or 6:pm, dress the part and plan to spend 3 hours.








�





PICKY PETE IS HIRING





We wouldn't wait tables for two bucks and tips, why would you?  We wouldn't wash dishes for minimum wage, why would you?  And we certainly wouldn't cook for $5.00 an hour, why would you?  If you want to find out what PETE'S pays for prime people, apply. EOE
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WE DON'T HIRE


DISHWASHERS





We don't hire bussers, either!  We wash dishes and clear tables at WADE'S WESTSIDE CAFE, of course, but our jobs involve far more than just that.  If you are ambitious and want to learn the restaurant business, we should talk. EOE








X 4 











�





�





Begin by calculating and comparing . . . 





Sales Per Square Foot





Sales Per Square Foot  =  





Total Square Footage





Annual Sales








NET INCOME


PERCENTAGE





Industry Standard P&L Format





Critical P&L Check Points





Foodservice Industry:


Operating Standards & Averages





Controllable Profit % = 





Total Sales





Controllable Profit





Critical P&L Check Points
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Foodservice Industry:


Operating Standards & Averages





Cost of Sales + Payroll Costs





Total Sales





Prime Cost Ratio = 





Critical P&L Check Points





Foodservice Industry:


Operating Standards & Averages





Total Occupancy Costs





Total Sales





Occupancy Cost Ratio = 





100 - 75





75 





=   133% employee turnover





# of current employees 





Total # of employees paid less # of current employees





=   200% employee turnover





75 





225 - 75





# of current employees 





Total W-2s less # of current employees








“Some types of questions can open operators up to potential legal problems.”








Jim Laube








Workbook











“Ninety-five percent of all applicants come prepared to tell you only what they think you want to hear.”


-- Mel Kleiman, Humetrics











“The greatest strength of some applicants is their ability to impress the people who interview them.”


-- Robert Half








“Comfortable people will tell us almost anything. Uncomfortable people will tell us almost nothing at all.”


-- Mel Kleiman, Humetrics





RESTAURANT MANAGER





Taylor Vaughn’s Old-Fashioned Dinner House is looking for a few Taylor good restaurant managers … people who may feel out of step with corporate thinking … people who want to be coaches instead of cops … people who are frustrated when percentages are emphasized at the expense of guest service … people who think there musts be a better way to run a restaurant.  If you are one of these people, call …








Total Sales





Payroll Cost %  = 





Gross Payroll + Taxes + Benefits

















4.4%





NET INCOME


PERCENTAGE





$355





SALES PER


SQUARE FOOT








Remind customers to keep the “big picture” in mind. Help them to focus on the factors that “really” drive their business.








“Few managers are fully aware of the importance of the atmosphere they create.  Many unwittingly foster an environment that almost guarantees that their staff will not be able to reach maximum productivity or have a pleasant work experience.”


-- Bill Marvin  


	Paul B





# of Covers





Sales














       Beverage Sales





 Beverage Cost





Beverage Cost %  = 





Total Food Sales





Food Cost %  = 





Food Cost





Hourly Employee Labor Hours





Hourly Employee Labor Hours
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Total Sales





NIBT %  = 





NIBT
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Prime Cost Worksheet

		Prime Cost Worksheet

		For the Week of

																						Add		Deduct

								Mon		Tue		Wed		Thu		Fri		Sat		Sun		Beginning		Ending		$		%

																						Inventory		Inventory

		SALES:

				Food				0		0		0		0		0		0		0						0		0.0%

				Liquor				0		0		0		0		0		0		0						0		0.0%

				Beer				0		0		0		0		0		0		0						0		0.0%

				Wine				0		0		0		0		0		0		0						0		0.0%

						Total Sales		0		0		0		0		0		0		0						0		100.0%

		COST OF SALES:																		Purchases For Week

				Food																0		0		0		0		0.0%

				Liquor																0		0		0		0		0.0%

				Bar Consumables																0		0		0		0		0.0%

				Beer																0		0		0		0		0.0%

				Wine																0		0		0		0		0.0%

						Total Cost of Sales																				0		0.0%

		LABOR:

				Management																						0		0.0%

				Staff				0		0		0		0		0		0		0						0		0.0%

				Taxes & Other (21%)																						0		0.0%

						Total Labor																				0		0.0%

		TOTAL PRIME COST																								0		0.0%

		MARGIN AFTER PRIME COST																								0		0.0%

				Customer Count				0		0		0		0		0		0		0						0

				Check Average				0.00		0.00		0.00		0.00		0.00		0.00		0.00						0.00

								10.58		10.75		12.5		12.61		10.85		9.65		9.75

		ADJUSTMENTS:

				Food Cost -

						Employee Meals

						Comp Meals

						Discounts & Coupons

						Waste & Spoilage

				Liquor Cost -

						Comp. Drinks

				Beer-Bottled -

						Comp Drinks

				Beer-Draft -

						Comp Drinks

				Wine -

						Comp Drinks

		Prime Cost Worksheet

		For the Week of August 20 - 26

																						Add		Deduct

								Mon		Tue		Wed		Thu		Fri		Sat		Sun		Beg.		End.		$		%

																						Inv.		Inv.

		SALES:

				Food				2,305		2,541		2,789		3,458		3,841		4,214		3,258						22,406		100%

						Total Sales		2,305		2,541		2,789		3,458		3,841		4,214		3,258						22,406		100%

		COST OF SALES:																		Purchases For Week

				Food																10,614		3,158		(6,554)		7,218		32%

						Total Cost of Sales																				7,218		32%

		LABOR:

				Management																						1,800		8%

				Staff				450		472		525		568		625		652		538						3,830		17%

				Taxes & Other (21%)																						1,239		6%

						Total Labor																				6,869		31%

		TOTAL PRIME COST																								14,087		63%

		PRIME MARGIN																								8,319		37%
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SALES







Food







$  1,302,156  







81.4% 







Liquor







154,235  







9.6% 







Beer







108,411  







6.8% 







Wine







35,761  







2.2% 







TOTAL SALES







1,600,563  







100.0% 







COST OF SALES







Food







417,992  







32.1% 







Liquor







40,872  







26.5% 







Beer







28,187  







26.0% 







Wine







14,054  







39.3% 







TOTAL COST OF SALES







501,105  







31.3% 







GROSS PROFIT







1,099,458  







68.7% 







CONTROLLABLE EXPENSES







Payroll -







Management







126,840  







7.9% 







Store Personnel







294,035  







18.4% 







Payroll Taxes & Benefits







72,184  







4.5% 







Total Payroll







493,060  







30.8% 







PRIME COST







994,165  







62.1% 







Direct Operating Expenses -







Cleaning supplies







9,216  







0.6% 







Exterminating







1,258  







0.1% 







Kitchenware







9,942  







0.6% 







Laundry







13,416  







0.8% 







Other operating expenses







9,464  







0.6% 







Paper supplies







15,216  







1.0% 







Serviceware







7,306  







0.5% 







Uniforms







5,125  







0.3% 







Total Direct Operating Expenses







70,941







4.4% 







Music & Entertainment -







Professional entertainers







10,459  







0.7% 







Royalties to ASCAP







3,916  







0.2% 







Total Music & Entertainment







14,375  







0.9% 







Marketing -







Advertising







12,944  







0.8% 







Coupon discounts







18,424  







1.2% 







Promotions







3,689  







0.2% 







Total Advertising & Promotion







35,057  







2.2% 







Utilities -







Electrical







28,102  







1.8% 







Gas







6,579  







0.4% 







Trash removal







6,576  







0.4% 







Total Utilities







41,256  







2.6% 







Administrative & General Expenses -







Bank charges







459  







0.0% 







Cash (over)/short







755  







0.0% 







Credit card charges







26,889  







1.7% 







Miscellaneous







5,950  







0.4% 







Postage







939  







0.1% 







Printing & office supplies







5,487  







0.3% 







Professional fees







11,583  







0.7% 







Telephone & fax







5,882  







0.4% 







Total Administrative & General







57,943  







3.6% 







Repairs & Maintenance -







Building repairs







3,485  







0.2% 







Equipment repairs







5,348  







0.3% 







Total Repairs & Maintenance







8,833  







0.6% 







CONTROLLABLE PROFIT







$  377,992  







23.6% 
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