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Introduction
Dear Restaurant Owner,

Welcome to The Business Guide for a Restaurant Owner! In the following pages, you’ll 
find inspiration, ideas, tips, and resources to help you manage and grow your restaurant. 
Also, we review the latest trends in the restaurant industry to help you stay on top of 
your game.

So why is Camino Financial publishing a guide for restaurant owners? About 60% of 
restaurants that are not franchises fail after 3 years in operation! We simply don’t want 
you to be part of these statistics! 

If that illustrative figure was not enough, we have personal reasons for creating this 
guide. Our mom opened over 30 Mexican restaurants in the Greater Los Angeles area, 
but unfortunately she lost her business when we were 12 years old due to lack of 
resources and management. We’ve since devoted ourselves to never leave a small 
business behind. We have focused our efforts in the restaurant business, so no other 
entrepreneur like our mom has to struggle again with the challenges associated with 
running a restaurant. 

We have become experts in the peculiarities of the restaurant business industry. True 
to our motto, to this date we have helped hundreds of restaurant owners grow their 
business through loans and tailored advice. Then we asked ourselves: why not gather 
all of our expertise and useful resources in one single place? That’s when this complete 
and easy-to-read ebook was born. 

In this business guide, we touch on a variety of areas that impact restaurant sales and 
operations including finance, marketing and technology. Each piece is written by one 
of our blog contributors, who are experts in the restaurant industry. You can print this 
guide and keep it as a bedside reading or just read it from any mobile device. Also, we 
encourage you to share it with your employees, associates or potential partners. Any 
way you decide to use it, we are confident this guide will make a difference in your 
restaurant and help you grow. Enjoy!

Juntos Adelante,

Sean and Kenny Salas
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In The Pantry
FUNDING & STARTING A RESTAURANT

Getting the money you need to open a restaurant poses some challenges. 
What are your options? Find some clues here.
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HOW TO GET A RESTAURANT BUSINESS LOAN
by Ravinder Kapur

If you run a restaurant, there is a chance you may have already applied to a restaurant 
business loan, or you may be considering applying for one. This article will walk you 
through the process to properly apply for a loan that works for you.

As a restaurant owner, you have to ensure that there is always an adequate amount of 
cash at your disposal. When there is a constant stream of customers, and sales are high, 
the business will generate the funds that you need to pay for your regular expenses. 
But there may be times when business is down. During these periods, you may need 
less cash, but you will still have to find the funds for fixed expenses like electricity, rent, 
wages, and license fees.

A restaurant business loan could offer the best solution. These loans are available from 
a wide range of lenders including banks and other financial institutions.

Remember that a restaurant business loan can be difficult to obtain. Lenders need to 
be sure that they will get their money back. A report on CNBC.com states that 60% of 
new restaurants fail within their first year. By year five, this percentage climbs to 80%. 
Even if these statistics are off the mark, it is no surprise that lenders are wary about 
advancing money to restaurant owners.

Now, the good news: here you have some steps you can take to ensure you have the 
best possible chance of getting your restaurant business loan approved.
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4 Steps To Get Approved for a Restaurant Business Loan

GET YOUR PAPER WORK 
IN ORDER

KEEP YOUR
CREDIT REPORT READY

Lenders are reassured if you can produce documents that substantiate your 
claims. It is a good idea to keep your personal tax returns handy and show 
them to the bank’s officials. Ideally, you should prepare copies of the last 
three years’ returns.

Make sure your bank statements are in order. They provide proof of your 
sales volumes and expenses. If a significant portion of your sales is in cash, 
you can show the deposits that you have made into the bank and tie up these 
figures with your sales records.

A business plan, a business resume and your profit and loss statements may 
also be required during the loan application process. 

The lender will access your credit report directly. But, it is important for you to 
familiarize yourself with its contents. A first step is to completely understand 
the difference between your personal credit and your business credit. Then you 
need to know how to read your credit report.

Also, if you have delayed payments in the past, you should be in a position to 
explain the reasons. The loan officer will be particularly interested in knowing 
about how the problem was eventually resolved.

Obviously, your chances of getting your loan approved increase with a higher 
credit score. A score of 700 or more is considered to be good. Even if your score 
is in the 600–700 range, you have a chance of getting your loan sanctioned. 
However, a lower score will require you to put in a greater degree of effort to 
convince the lender about your creditworthiness. 

1

2
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WHAT WILL YOU USE
THE LOAN AMOUNT FOR?

USE THIS STRATEGY TO
GET YOUR LOAN APPROVED

This is of great concern to the lender. It is vital that you are in a position to 
explain to the lender the purpose for which you are taking the loan.

The money that you borrow must be used within the business: equipment, 
tableware, even a marketing campaign that requires additional funds. 
Consider the benefits that your business will derive after the investment and 
prepare the relevant details to be shown to the banker. 

It can be difficult to get a restaurant business loan since lenders are aware 
that a large percentage of restaurants fail.

However, the reason for the failure of so many restaurants is not the lack of 
customers or profits, but the lack of cash flow. Whether you are considering 
applying for a loan or not, your cash flow should be always in good health. 

Banks need to know that your business will succeed. One way to do this is 
is to tell them the amount of the investment that you have made out of your 
own funds. The higher your own stake, the greater is the likelihood of getting 
your loan.

For example, if you are buying restaurant equipment, you could put up, 
say, 30% to 40% of its cost. Most lenders would be willing to finance the 
remaining amount. If you ask for 100% financing, your request will have a 
higher probability of being denied.

To sum up, a restaurant loan is a great way to start up, maintain, or upgrade 
your restaurant business. But it’s also a risky and complicated process. Don’t be 
discouraged, and, as a first step, make sure you gather all the tools you’ll need.

Remember that at Camino Financial we are here to help you. Many of our 
clients are business owners: we are familiar with the singularities of your 
business, we understand your needs and your challenges like no other lender. 
Our small business loan application is simpler and shorter than in a bank. 
Contrary to some of the bank requirements explained in this post, the only 
documents we require are your financial records, and once you are approved 
you can receive your funds in just 24 hrs.

3

4
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There are many reasons you may want to start a catering business. Maybe you are fresh 
out of culinary school and are looking for your first job. Maybe you want to expand 
your restaurant business and get some extra income. You may just have a passion for 
providing food for your friends’ dinner parties and events. Whatever the reason, setting 
up a catering business is never easy. That’s why we are going to give you 5 crucial steps 
that will get you on your way to set up a thriving catering business.

RESEARCH THE RULES &
REGULATIONS IN YOUR STATE

The least fun but most important aspect of catering is ensuring your business 
follows all local rules and regulations. In many states, you will need to get a 
license in order to open a catering business. In most places there are laws 
regulating where you cook your food, to ensure that the rooms are safely 
constructed. If you are going mobile, there may be different regulations. It is 
simply impossible to tell you every regulation of every city and state, so you’ll 
need to do some research. Most cities have online resources regarding the 
regulations to open a catering business.

1

5 STEPS TO SET UP YOUR CATERING BUSINESS
by Derek Tallent 
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BUILD 
YOUR MENU

TAKE CARE OF
THE FINANCES

CHOOSE THE RIGHT 
TRANSPORTATION

When you want to start a catering business you need to create a cohesive 
and comprehensive menu. Obviously, you will want to include dishes that you 
and your employees are comfortable making. However, for the best results 
you may need to research other catering businesses in the area, so yours can 
offer unique and different dishes. Consider basing your menu on some sort 
of theme, preferably one that is not present in any other catering businesses 
in your area. 

There are a lot of different things you will need to worry about when starting 
a catering business. The question “How much will it cost me?” is probably 
the most important one. You will have to carefully calculate the costs and 
expenses of your catering business. One key factor to have in mind when 
thinking about the finances is the number of employees you will hire. That will 
determine the type of business you are, which matters when filing your taxes. 
You will also need to figure out a way to keep records of your sales and set up 
how you are paying for your ingredients. A POS, or Point Of Sales System, is a 
great tool to manage the finances of your catering business.

Many catering businesses set up some delivery system or even cook the food 
on site. This requires some consideration. How are you going to transport the 
food? Even if you have a large vehicle, you may need to rent or purchase a 
large van in order to get all the food to your destination. Probably you will 
also need to transport your cooking equipment, tables, and containers for the 
food. How you set up your transportation will differ depending on your goals, 
so you will have to carefully consider all of your options.

2

3

4
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ADVERTISE YOUR
CATERING BUSINESS!

Setting up a catering business is a lot of work, and you certainly don’t want it 
all to go to waste! In order to have a successful catering business, you need 
to know how to advertise effectively. Consider holding a big event for your 
opening and advertising through flyers, social media, and word of mouth. By 
getting a large group of people to try your food, you can get new customers 
and build your customer network. You can even begin talking to restaurants 
and other business in the area, and see if there is any need for catering services. 
The important thing is that you are proactive in trying to find clients. It may be 
a lot of work, but it will surely pay off when those orders start flying in.

With the proper research, some planning, and by following these five steps, 
you’ll be well on your way to set up a successful catering business!

5

By getting a large group of people to try your food, 
you can get new customers and build your customer 
network at the same time.
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Did You Know?

Our Camino Financial small business loans 
offer the speed and reliability to receive funds 
in as fast as 4 days. We offer our clients the 
best rates and terms, allowing us to help more 
small businesses grow. 
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In The Kitchen
RESTAURANT MANAGEMENT

A strong management is an essential component of a successful restaurant, as it involves numerous tasks: 
public relations, inventory, dealing with staff, customer service... Whether you’re tackling the job yourself 

or overseeing someone else designated as your manager, you can’t miss the next articles. 
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A restaurant inventory is crucial in any food business since a restaurant’s food budget 
can account for a significant portion of its total costs. Just think: most establishments 
spend about 30% of their total sales on food purchases.

If you are able to successfully bring down your food costs, it will have a direct impact 
on your profitability. One way to achieve this is to pay more attention to the manner in 
which you monitor your food and restaurant inventory.

Ask yourself the following: Do you throw away significant amounts of ingredients 
because the expiration date has passed? Are you constantly running short of certain 
items forcing you to make emergency purchases? Does your existing food inventory 
differ by a significant amount from your records?

If you have answered yes to any of these questions, it is probably time to review the 
process you use for monitoring your restaurant inventory. Just follow these simple tips.

TIPS TO MANAGE INVENTORY IN A RESTAURANT
by Ravinder Kapur 
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USE THE FIRST-IN,
FIRST-OUT RULE

How should the food items be used in the kitchen? When it comes to 
selecting a food item to be used or cooked in the kitchen, does your cook 
simply grab the first can or packet that comes to hand? If this is the case, it 
is likely that you will have large quantities of food inventory that will reach 
their expiration date.

To efficiently manage your restaurant inventory, you must follow a first-in, 
first-out (FIFO) policy. Your staff must be trained to store those items that 
were received earlier in the front. By doing this, they will be used before the 
fresh stock.

2

USE THE RIGHT
AMOUNT OF PEOPLE

How many people should carry the task of doing your restaurant inventory? 
Two people can handle the task of monitoring your restaurant’s food 
inventory. When possible, the business owner or the manager should 
supervise the process.

Why two people? They can count the items separately and then you can see 
if they have obtained the same result. In the event of a difference, a recount 
should be done. If the manager or the business owner checks this practice every 
once in a while, it will ensure that the employees are doing a complete job.

In other words, allocating the work to two people instead of one will result 
in greater accuracy and will also reduce the chances of records being 
deliberately changed.

1
4 Steps to Do Your Restaurant Inventory
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CALCULATE YOUR
FOOD COST

Monitoring and controlling your food cost is a key part to help you with 
your restaurant inventory. To achieve it successfully, you can use a food cost 
formula. A food cost formula is a simple and efficient way to keep an eye on 
your food expenses, prevent them from escalating, and thus help you do your 
restaurant inventory. Simply put, a certain percentage of your total restaurant 
sales will go towards food purchases. Have in mind that this is usually in the 
region of 28% to 32% of your total food sales. The food cost formula goes 
like this:

3

FOOD COST PERCENTAGE

Beginning 
Inventory

Food 
Purchases

Ending 
Inventory

By Food 
Sales

+

=

- ÷

USE THESE
RULES OF THUMB

Are there any other effective rules to follow? Sure! When it comes to optimizing 
your restaurant inventory, a greater degree of efficiency and accuracy can be 
achieved if you follow these 3 rules:

Don’t combine the process of receiving a new shipment and counting 
your existing food inventory. If you do this, it can lead to double counting 
and confusion. Inventory must be taken before a new shipment arrives.

If you take inventory every week, do it at the same time and on the 
same day on a regular basis. Following this practice will enable you to 
avoid fluctuations in weekly figures.

When there is wastage, the reason must be recorded.

4

1

2

3
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Monitoring your restaurant inventory on a consistent basis and then taking 
the necessary corrective action can yield positive results. For instance, you 
may notice that there is greater wastage of items sourced from a particular 
supplier. You could then discontinue or reduce purchases from that person 
or organization.

Well planned and effectively implemented food and restaurant inventory 
practices will result in lower wastage, a greater degree of cost-effectiveness, 
and higher profitability. 
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Successful restaurant entrepreneurs are constantly changing, improving or updating 
their menu (in other words, “auditing” their menu). It is a challenging task. However, it 
is important to take a good, hard look at your menu, and see how it is performing, and 
how it can be improved. In this article, you’ll find some tips and tricks to complete a 
menu audit.

What is a Menu Audit?

You may be wondering what a menu audit actually is. A menu audit is a cost-benefit 
analysis of the dishes on your menu and gives you an idea of its strengths and weaknesses.

HOW TO DO A MENU AUDIT
by Derek Tallent

A menu audit can:

Tell you how you are 
losing profits

Help you create new 
goals to up your profits

Help you run a more 
successful restaurant

1 2 3

EXAMINE 
YOUR SALES

LOOK AT
YOUR COSTS

You should always keep a record of all of your sales: What dishes were sold? 
What are your most popular dishes? What are the dishes that are not doing 
so well?  

How much does each dish you to make costs? The cost should include the 
ingredients used, the time it takes to make, and how much of the dish is 
thrown away at the end of the day. 

1

2

Steps to Complete a Menu Audit
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ANALYZE
YOUR RECIPES

How are you making your dishes? Pay close attention to the resources and 
time it requires for your dishes to be made. Do you have multiple fried dishes 
with only one deep fryer? This will cause backups during service and could be 
hurting your sales. You should work to ensure that your dishes utilize different 
parts of the kitchen, so you don’t end up with issues during service.

3

RANK YOUR
DISHES

CHANGE
THE MENU

Can you make a list of your dishes from best to worst? The best dishes should 
have a high-profit margin and popularity, while the worst are dishes that have 
low popularity and cost you more money than they make.  

After ranking and examining all of your dishes, it’s time to make some changes. 
Get rid of any dish that has low popularity and low-profit margins. If there is 
a dish that has high popularity and low-profit margins, try and figure out how 
to make it more cost-efficient. If the opposite is true, come up with ways to 
make high-profit margin dishes more popular to get even more out of them.

4

5
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Less is More
You should try and keep your menu as small as possible. Make sure that the food 
descriptions are short and on-point, so your customers aren’t overwhelmed. 

Focus on Menu Design
The design of the menu itself is very important. Your best dishes should be at the 
top and bottom of the menu, as this is what customers will remember the most. 
Make your menus stand out with some sort of design that fits the character of 
your restaurant.

Adjust Prices
You should adjust prices based on your sales. If you have a very popular dish, 
consider raising its price a little, or if a dish is underperforming, consider 
lowering the price. Increasing the price by 25 cents is better than raising it by 
a dollar, so keep the price increases small. This is less noticeable to customers 
and will actually lead to better profits than a bigger price increase. You can 
also take a look at your reviews to get a better idea of what your customers are 
saying about your dishes.

Up-Sell Your Menu
Upselling is the process by which a restaurant tries to convince customers to 
purchase additional items, upgrades, or add-ons for an increased price. When 
done right, it can greatly increase your profits and sales. Don’t forget to check 
our article on upselling in this guide to learn more about this technique!

Tips for Creating an Awesome Menu
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Negotiating with your suppliers will not only make your life easier, it will also allow 
your business to grow exponentially. Don’t just be a price taker when negotiating with 
your suppliers. By following these simple tips to negotiate with your suppliers, you’ll 
reduce your production costs and see an increase in your profits.

Now, let’s get to the nitty-gritty on negotiating with suppliers.

First off, as a business owner, it’s imperative you control all costs in all stages of 
production: labor, sales, to name a few. And many would argue that supplier costs are 
top of the list. You can easily reduce your costs while still maintaining your selling prices 
— but not sacrificing quality. Getting the best prices from your suppliers is crucial: the 
production process of your business starts from the raw material, therefore keeping 
your costs low during the initial stage allows you to be more flexible in other areas.

Negotiating the right deal with your suppliers can take many forms: it does not have 
to necessarily be exclusively related to price. The negotiation process can affect other 
factors such as delivery times, payment terms or the quality of the goods.

Dealing with suppliers puts your negotiation skills to the test, but we are here to 
help you. Below are tips for first-time negotiators as well as tricks for more seasoned 
professionals. And remember, negotiating does not end once you’ve selected a supplier. 
There’s always an opportunity to renegotiate and evaluate your costs.

HOW TO NEGOTIATE WITH YOUR SUPPLIERS
by Suanny Garcia
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THINK LIKE
A SUPPLIER

KNOW YOUR SUPPLY, PRODUCE
OR RAW MATERIAL COSTS

FIND THE BEST SUPPLIER,
THEN FIND TWO OTHERS

The first step in negotiating is to think like your counterpart. A supplier wants 
to earn your business, they want to make you happy while being able to 
provide for their own company, so don’t lowball them to a point they don’t 
want to do business with you. Gauge where they’re flexibility lies. Is it in their 
delivery? Is it in the monthly fee? What about down payment? Any discount 
for purchasing in bulk? Thinking about the supplier’s needs as if they were 
your own helps you better negotiate. What would you like to hear if you were 
the supplier?

When you’re negotiating, know what it costs your supplier to get their supply. 
This might be a more research-intensive detail or fact, but it helps to know 
what it cost the guy on the other side of the table to make what he’s selling. By 
figuring out the cost to make the product, you then have a much better idea 
of how much wiggle room you have when negotiating.

This goes without saying but always do your research on supply. Before signing 
a contract with a supplier, make sure you’ve at least seen three others or 
more. Having a better perspective on varying rates allows you to better gauge 
prices and quality of product comparatively. And you can always mention 
to supplier A that supplier B is offering you more product for a better price. 
This gives you a healthy competitive leverage and usually helps during the 
negotiation process.

1

2

3

10 Tips to Negotiate with Your Vendors and Suppliers  
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BE IN IT FOR
THE LONG TERM

EXPRESS YOUR LOYALTY
TO ONE SUPPLIER

LOOK FOR THE NEW 
KID ON THE BLOCK

Negotiate longer-term contracts. In the long run, this ends up saving you 
money because suppliers know you’ll stick around for a while and are willing 
to be more flexible with their price. Say a supplier’s minimum is a 6-month 
contract for $3,000. Well, negotiate a 12-month contract for $5,000 — the 
supplier doesn’t lose much, and you end up saving yourself more than a 
thousand yearly.

Does your supplier provide seasonal products, plus quality kitchenware, plus 
the best napkins in the market? Then, offer to seal the deal and purchase 
more than one product with them. Buying in bulk is always a good idea and 
normally means lower fees. Whether you’re in the restaurant business or 
you’re looking to stock up on gardening and plants for landscaping, keeping 
true to one supplier might just be the way to go to lower your costs. If you 
can’t buy in bulk or buy several items from the same supplier, partner up with 
a trustworthy business in your area who needs these supplies and both your 
business and your partner will get the better deal.

Oftentimes, suppliers that haven’t been around for too long are more eager 
to earn your business, which might mean they have lower fees for the same 
high-quality product that the supplier who has been around for 20+ years 
is selling. If you opt to give your business to a new supplier, be sure to read 
reviews and testimonials beforehand, but usually it can turn out to be the best 
bet for a good deal.

4

5

6

Read reviews and testimonials before opting to give 
your business to a new supplier.
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EXTRA, EXTRA!
BUY SURPLUS

BUY AND
SUPPORT LOCAL

PICK
THE BEST!

WHEN ALL
ELSE FAILS, DIY

A technique used by renowned brands like Marshalls, Ross and TJ Maxx, 
buying surplus means offering your customer the best quality for a more 
affordable price than they would normally get. As long as it does not affect 
the quality of your product, buying surplus can be a great option to cut costs 
while still being able to sell items at your target price.

Buying local is not only a great strategy for supporting local economies, but 
it’s also a selling point for your business. Particularly in the restaurant industry, 
diners love to hear the produced is locally-sourced. For them, it usually 
means produce is fresh and more than likely organic. Plus, who doesn’t love 
to support local farmers? Depending on where you’re located, buying local 
can save you big bucks so long as you purchase in bulk and you’re purchasing 
in season. You’re especially in luck if you live in a state where the soil is fertile 
year-round.

Nothing compares to high-quality product. When it comes to negotiating, give 
it a go, but if you find no comparison to the product you think is the best, go for 
that product at whatever the price may be (of course, as long as it’s within your 
budget or a slight stretch). Your clients will know the difference and they’ll pick 
you out of the bunch, which means happy clients, prospering business!

There’s nothing clients love more than hearing their cilantro is freshly 
picked from the herb garden, their tortillas are freshly made in the house 
or that the sunflowers they are purchasing for mom grow only a few steps 
away in a sunflower field. It’s more cost-effective to grow things in-house 

7

8

9

10
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whenever possible, but it can also be a great marketing sell: i.e. pick your 
own sunflowers outdoor at the new flower shop in town — a sell and an 
experience all at once!

Remember, if you get really nervous or anxious about the idea of 
negotiating, which is completely normal, be sure to grab a friend and start 
rehearsing. Having an idea of what you’re going to say during that day will 
help prepare you for whenever the time will come.

So now you’re fully equipped with all the know-hows of negotiating with 
suppliers. BUT, what if you already have all the supply you need or if you’ve 
already negotiated seemingly the best price for a product? Negotiating 
with your suppliers is something you shouldn’t only do the first time you 
acquire a new material or ingredient. Ask yourself: when is the last time 
you negotiated pricing with your current suppliers? Then, take the extra 
step to double check current prices on the market. Are you paying way too 
much for your supply? Has the demand decreased? Can you get a better 
deal elsewhere when your contract expires? Do the research.

By following these simple tips, you’ll get better prices and terms in your 
supplies and materials.  It’s one of the best ways to decrease your expenses 
so you can realize more profit in your business. Next time you pick up 
the phone to call your supplier, arm yourself with the best attitude and 
make sure to have this list handy. We guarantee you’ll see the difference 
right away.
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Did You Know?

Today over 70% of our loans are disbursed to 
Latino-owned businesses, including immigrants 
with a tax identification number (ITIN).
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On the Table
MARKETING & SALES

How do you get more customers through your restaurant door? 
That’s the key to good marketing. And you’ll find the answer here. 
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Your menu prices and menu design are one of the most important parts of running 
your restaurant. Your menu will define your business and tell customers what kind 
of restaurant you are. A great menu should make customers excited to try your food, 
and give them an idea of what to expect when ordering. The best menus are clear and 
concise, as you don’t want your customers to be overwhelmed and confused. We’re 
here to give you 10 essential tips on creating a menu and setting menu prices that will 
make any patron excited to order your dishes.

MENU PRICES AND MENU DESIGN TIPS
by Derek Tallent

28www.caminofinancial.com   |   +1 800-852-0655

https://www.caminofinancial.com/


DON’T IGNORE
THE DESIGN

Designing a menu isn’t just about putting dishes and prices on a piece of 
paper. The best menus have interesting and engaging artwork, where recipes 
are expertly placed to catch the attention of patrons. Keep in mind that you 
want the dishes and their descriptions to be front and center in whichever 
design you choose.

1
10 Tips to Price and Design Your Restaurant Menu

PAY ATTENTION
TO PRICING

CONSIDER YOU
RESOURCES

Menu prices are just as important as the design of the menu. This is one of 
the trickiest tasks to achieve in your menu. The first thing to do is to take 
inventory of your ingredients. If you don’t have a lot of resources for one 
dish, consider making it more expensive or at the very least make it a special. 
That way you won’t run out ingredients as quickly. In this book we include 
also an excellent article on how to properly take inventory. You should also 
keep track of all of your sales. You don’t want to wing your menu prices, so 
they should change based on the popularity and costs of the dish. That said, 
calculating your food cost is key and the first step to successfully deciding 
your menu prices. To calculate the food cost in your restaurant, simply refer 
to the article on the topic you’ll find in this book. 

For every dish that you put on the menu, you should have an idea of how 
many people it will take to make, what type of equipment and stations will 
need to be used, and how much ingredients it will require. Many owners make 
the mistake of putting a wide variety of dishes that are all made at the same 
station, which causes delays and poor service for customers. Try and keep 
the dishes varied in the way they are prepared. Another great tip is to ensure 
that most of your dishes use the same ingredients. That way, you can make 
different dishes at the same time using only a few ingredients.

2

3
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FOCUS ON
DESCRIPTIONS

A good description can decide whether a patron will order a dish or not. 
You want your descriptions to be short enough that a patron can skim them 
quickly, but you also want the customer’s mouth to be watering after reading 
it. Try and highlight the tastes and flavors that you expect the dish to have. 
This will give patrons an idea of what to expect.

4

A PICTURE IS WORTH
A THOUSAND WORDS

PORTION
CONTROL

THE “GOOD, BETTER,
BEST” STRATEGY

While descriptions are important, a good picture of your dishes is a great 
way to give patrons an idea of what they’ll get. Make sure that the photos of 
the food are labeled to the corresponding dish, are high quality (there are 
food photographers that will give you great photos for a modest fee), and are 
prominent in the design of the menu.

One reason chain restaurants are so successful is that they have a firm handle 
on portion control. The cooks in these restaurants know exactly how much 
of each ingredient to put in every dish. A scallop dish might have a portion 
control of six scallops per dish, so every shrimp scallop dish that goes out of 
that kitchen will have the same quantity in it. Make sure your cooks measure 
everything they are using for every dish. Protein can be weighed, while chopped 
vegetables and other ingredients can be stored in portion control cups.

One of the most effective menu pricing strategies is the “good, better, best” method. 
This is how it works: place three varieties of a dish next to each other on your menu. 
You can also opt for three sizes (small, medium, large) of the same item. Most 
customers tend to choose the “better” (or mid-range priced, or medium sized) 
menu items. However, you should still include your “best” items (many customers 

5

6

7
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DISH 
LOCATION

will select these high-dollar dishes) and the “good” options, since the “better” and 
“best” dishes won’t look nearly as appealing if a third option didn’t exist.

The location of each dish on your menu is very important. Place your best 
selling or more expensive dishes on the top of their menu category. Don’t 
place the most expensive dishes right below or above the cheapest options, 
or they will look even more expensive in comparison.

8

NO $$$
SIGNS!

Avoid using currency indicators like dollar signs. And even if this is a common 
practice in retail stores, don’t use prices that end with “.99”. Round up to the 
closest whole dollar amount instead. Price columns or “...” price trails will 
clutter up your menu and draw attention to costs, so avoid them. To sump up, 
keep your menu as clean and decluttered as possible, drawing attention to 
the menu items themselves and not the prices.

9

DIVIDE YOUR MENU
ITEMS INTO 4 CATEGORIES

Finally, consider splitting your menu items into four different categories: 
stars, puzzles, plow horses, and dogs. Each of these categories has specific 
characteristics and require a certain action to maximize profits:

• Stars are your high-profit items that sell very well. You should strive to 
highlight these items using the strategies mentioned above.

• Puzzles are high-profit items that don’t sell as often as stars. Try to 
figure out how to market these dishes more effectively.

• Plow horses are low-cost items that don’t really turn much of a profit. 
However, because they sell well, you should keep them on your menu.

• Dogs are both low profit and low sales. Sell whatever you have left and 
take them off your menu entirely.

10
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Performing a menu audit can help you see what items in your menu are 
really working (and should be the stars of your menu) and which ones you 
should take off. To do a menu audit in your restaurant, simply refer to our 
article on the topic. 

If you follow these ten tips, you’ll be on the right track to create a fantastic 
menu that will get your customers coming back again and again. Once 
you have a creative design,focus on working on your prices to obtain the 
highest possible profit margins. 

32www.caminofinancial.com   |   +1 800-852-0655

https://www.caminofinancial.com/


What are your customers willing to pay for the food and drinks you offer at your 
restaurant? What is “the right price” that beats the competitors, but still leaves 
you with a profit margin? Answering those questions can be a real challenge for 
restaurant owners. Yet, finding that “right price” is one of the most important aspects 
of any business. On this article, we will give you 5 simple tips on how to price your 
products successfully.

Understand Competitive Pricing

Competitive pricing is a very common strategy among restaurant owners. 
You look at how your competitors price their food and charge slightly less 
for yours. Many customers will gravitate towards products that are cheaper. 
Be careful not to set your prices too low. Customers may suspect that the 
food is of low quality.

The most important thing to remember, though, is: this only works when 
what you’re offering is of comparable quality to your competitor’s. If the 
competitors offer better dishes, people are going to spend a little more for 
them better product or service. 

1
TIP

5 SIMPLE TIPS TO PRICE THE ITEMS IN YOUR RESTAURANT
by Derek Tallent
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Use Actual Shopper Data to Price Your Products 

You should be basing your prices off of concrete evidence on your sales 
trends. If a dish is not selling well, you may consider lowering the price. But, 
if you have a dish that is your best seller, you can get away with charging a 
bit more for it. Basing your prices off of actual shopping trends gives you 
the best chance to set prices that will work for your customers.

Upsell Your Products

Upselling is a tactic that restaurants use to get customers to spend a little 
extra when buying an item in their menu. Examples of upselling include 
asking customers if they would like to “supersize” their meal, or having 
a buy-two-get-one-free deal. Good upsells will convince customers that 
they are benefitting the most from these deals. While in reality, you are the 
one coming away with a little extra revenue. Those extra revenues build up 
over time and can make a significant impact on your profit margins. Make 
sure you don’t overdo it to the point of annoying the customers. Next in this 
book you’ll find a complete guide on how to use the upselling technique. 

Understand Your Profit Margins

To effectively price the items on your menu you have to have a solid 
understanding of what it costs you to prepare a dish or drink. Your profit 
margin starts at the point where your sales outweigh your costs in providing 
the finished product. Knowing your profit margins will keep you from setting 
prices so low that you end up operating at a loss. 

Find A Good Anchor

Price anchoring is a technique that you can use to help customers make 
decisions in an easy way. The most common example of a price anchor is 
labeling a product a “best-seller” or “most popular product/service of the 
year”. This signals to the buyer that the product is your premier product, 
and they will likely become more interested in it. Some restaurants menus 
show this feature with a small icon (like a happy face) next to the name of 
the dish. 

If a customer faces many options in the menu and no way to differentiate 
between them, they may get overwhelmed and might not decide to order 

2

3

4

5

TIP

TIP

TIP

TIP
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anything at all. This is why it is important to try and differentiate the items on 
your menu when possible. One way to do it is, again, with price anchoring, 
this time creating a tier system for your prices. Think of getting a soda at a 
movie theater. They are usually offered in a small, medium, and large size. 
Most people equate medium as the most common (and more acceptable) 
option and will gravitate towards it more often. You can use this knowledge 
to set high tier prices that will push customers down to the middle tier. 
Making them less likely to buy a small or not buy anything at all.  

These five tips are all you need to price products and services. Start putting 
them in practice today to see a boost in your profits! 
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Upselling menus, when done right, can greatly increase your profits and sales. However, 
there is a fine line between tactful up selling that is successful, and ridiculous upselling 
that will turn away customers. But, what exactly is “upselling”? Upselling is the process by 
which a restaurant tries to convince customers to purchase additional items, upgrades, 
or add-ons for an increased price. The most common example is asking customers if 
they want an extra-large drink instead of a large (most fast food chains tend to do this). 
In some cases, waiters will be trained to gently remind customers about add-ons and 
upgrades. We are going to discuss examples of effective upselling, while also warning 
you about some pitfalls to upselling you should avoid.

UPSELLING YOUR MENU THE RIGHT WAY
by Derek Tallent
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Upselling can be a great sales technique when done right, but there are a few things 
you should avoid when incorporating upselling:

Deception

One of the biggest mistakes any restaurant owners can make is to try and deceive 
their customers. For example, many restaurants will try to recommend more expensive 
alcohol to customers. While this can work, you better be sure that the more expensive 
alcohol is also of better quality. Many restaurants will try and recommend certain 
brands because of their cost and not their quality. This will upset your customer and 
lead to a lack of trust.

Being Pushy

Another misstep when upselling is to constantly bother customers with additional 
options. If the customer isn’t interested the first time, they probably won’t be the fifth 
time either. Pestering customers will make them annoyed and unlikely to come back 
to the restaurant.

Special Treatment

Some restaurants tend to reduce the level of service for those who choose not to buy 
additional items. This can be as simple as giving certain customers their food first, and 
can even go as far as ignoring customers who don’t buy anything extra. Remember, 
upselling should be giving your customers an option to enhance their experience, not 
creating a payment wall for better service.

Pitfalls of Upselling Menus
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Good Forms of Upselling Menus

As we’ve discussed, upselling when done wrong can lead to major problems with your 
customers. However, there are good ways to approach upselling. Below are a few 
effective techniques:

Dessert

At the end of a meal, have your waiters ask the table if anyone is thinking about 
dessert. An even better step would be for the waiter to give them a dessert menu. This 
reminds the table of the dessert options that could enhance their experience. If they 
say no, have them offer to take their check and move on.

Add-ons

Having add-ons is a great idea for any menu. Examples would include bacon on a 
burger, an extra side salad, or an extra side for a low price. Make sure your menu clearly 
marks the add-ons and their prices. You can also have the waiter politely remind the 
customers of some of the better add-ons.

Buy One Get One Free

This classic sales technique can do wonders for your business. While you don’t want 
to use this for dishes that are expensive and hard to make, this is great for alcohol or 
appetizers. This simple sales technique is great because it convinces customers that 
they are getting a great deal, although, in reality, they might have not even thought to 
buy the item in the first place.

As you can see, upselling can be done in a way that increases your sales and keeps your 
customers happy. The key is to have the staff gently remind customers of their options, 
or subtly suggest extra toppings or sides. Also, remember that customers should be 
treated the same whether they choose to buy extra products or not. If you follow these 
rules you’ll be well on your way to increase sales. 
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Loss leader pricing is a controversial strategy that has been used by retailers and 
restaurants alike. Loss leader pricing happens when you decrease your star dish below 
market value, in the hopes that you will attract more customers. While you will lose 
money on the star dish, customers probably will buy your other more profitable items 
on the menu and make up for it. This is a risky strategy and requires some careful 
consideration. But don’t worry. We’re here to give you some tips and tricks on how to 
effectively use loss leader pricing to boost your sales.

HOW LOSS LEADER PRICING CAN INCREASE YOUR SALES
by Derek Tallent
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FIGURE OUT
YOUR BEST SELLER

SET THE
NEW PRICE

ADVERTISE

The first thing you have to do is choose the dish that will be marked down. 
Although it sounds contradictory, this should be your best-selling dish. The 
whole point of loss leader pricing is to draw customers in, and the best way 
to do that is to use a dish that you know will attract customers and sell well. 
You should also consider what is popular in your area. If coffee is a big trend 
where you live, consider offering very cheap coffee.

With loss leader pricing you will need to sell your best dish below market 
value. Unfortunately, that means you will likely lose money on your best seller. 
The best strategy is to set the price just a little bit lower than market value 
(enough to make you stand out from competitors).

The only way loss leader pricing will work is if you advertise your new deal. You 
should focus on the fact that this dish is cheaper than what your competitors 
offer, and don’t forget to emphasize how delicious it is, too! You should 
advertise it in as many ways as possible: flyers, word of mouth, you name it. 
You should do everything in your power to get potential customers in. Social 
media here are crucial, and they mean free advertising for your business. Your 
customers’ online reviews and the way you engage with them can set your 
restaurant apart. 

1

2

3

How To Use Loss Leader Pricing
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TRACK
SALES

Loss leader pricing is risky, and you want to keep a close eye on your sales 
when using this strategy. If people come for the deal but don’t buy anything 
else, your sales will take a big hit. In other cases, you might not get enough 
new customers to justify the loss leader price. It will take a while for people to 
hear about you and come in to try the dish, so you should give it two or three 
weeks before calling it quits.  

Loss leader pricing can be a huge boost to both your customer base and your 
sales. That being said, there is a risk that you have to take in pricing your star 
dish so low. We recommend you to only try this technique when you have 
solid sales (to help offset the money that might be lost), a great signature 
dish, and great advertising. 

4

41www.caminofinancial.com   |   +1 800-852-0655

https://www.caminofinancial.com/


Keeping up with the competition is one of the greatest challenges that restaurant owners 
have to face. There are tons of restaurants and fast food chains all around the country. 
Did you know that you can find more than a hundred food destinations close-by in 
most metropolitan areas? That’s why it is very important to set your restaurant apart in 
some way. But how can you make your food business unique? Read the following tips 
that will surely grab and keep your customers’ attention.

HOW TO SET YOUR RESTAURANT APART
by Derek Tallent
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Appropriate Entertainment
Another way to bring in more business is to offer entertainment during meals. 
Things like karaoke, trivia, comedy shows, and live music, give your customers 
something fun to do while eating. The kind of entertainment provided should 
match the feel and climate of your restaurant. If you are a fine dining establishment, 
you probably don’t want something wild like a comedy show or karaoke night. 
Background music, like smooth jazz, would be much better suited for that kind 
of atmosphere. On the flipside, if you are known as a fun local pub, it might be a 
good idea to have things like trivia or karaoke. Obviously, these things will cost 
money. Chances are though that they will pay off in the long run.

Excellent Service
The service customers receive will make or break any restaurant. You could 
have the most delicious food in 100 hundred miles, but if you have staff that 
is rude and ignores your guests, you won’t be getting many customers coming 
back. Having a friendly, personable staff, will do wonders for your business. It 
will ensure that guests are served promptly and efficiently. If something goes 
wrong in the kitchen, guests might be more forgiving if they like the service 
they have received. It also creates an overall friendly atmosphere, which tends 
to attract a majority of restaurant goers. Make sure to properly vet and keep 
an eye on your staff.

A Variety of Drinks
Unless you are specifically aiming to be a family-oriented restaurant, a bar, and 
good bartenders are great. A lot of people want to unwind after a stressful day 
of work with a beer or a glass of wine. This is why most restaurants tend to 
have a bar, or at least, serve alcohol. Ideally, your beer and wine list would be 
comprehensive and feature a variety of brands, but we understand that may be 
difficult due to the cost. Still, partnering with a local brewing company or winery 
could get you a few more customers and provide you a major boost in income.

Our advice to set your restaurant apart will help you out, but you have to 
prioritize on what your customer wants and work around that. Think about 
what you want out of your restaurant, what your community needs and 
wants, and which of the above factors fit your goals and vision. Give your 
customers a reason to come back, by offering them a unique and memorable 
experience. Think about what makes your business different, stand out from 
the competition, and emphasize that.

4 Areas To Set Your Restaurant Apart
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Do you own a restaurant and wonder how to market your establishment to this large 
market with significant spending power known as millenials? Then this article is a must-
read. Here you’ll find some basic tips to success among millenials

To be able to market your restuarant to millenials, you will really have to understand 
who they are, their behaviour and preferences. Once equipped with this knowledge, 
you will be better informed about the best approach to enticing them.

HOW TO MARKET YOUR RESTAURANT TO MILLENNIALS
by Nikia Morgan
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Millennials  are sometimes called “children of the baby boomers”. This generation, now 
in their thirties, was born between 1982 and 2004. It might interest you to know that 
they are known for their confidence, optimism, self-expressiveness, multitasking, and 
health conscious nature. Millennials were raised with cell phones and the Web, making 
them technologically savvy as well.

Restaurant marketers can’t underestimate the complementary role technology plays 
in driving today’s business. Millennials use social and mobile media to collect most 
advice, including where they should dine and what they should eat.

Who Are The Millenials?
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What Are Their Behavior and Preferences?

Have you ever wondered why millennials are very health conscious and sensitive about 
what they eat and where they eat? Well, this is because a lot of them were raised by 
parents who often struggled with health issues from being overweight.

Millenials are the most active social media users in the world and see dining out as a 
social platform to connect. They prefer to eat at restaurants with lots of choices and 
lower price points. Even if they are health conscious, they tend to favor fast foods, deli 
food, and pizza restaurants over coffee shops and high-end dining. Now that you know 
some basic information about millennials, here are some powerful marketing tips to 
put your restaurant on their priority list.
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Millennials and Restaurant Marketing Ideas

Care About Their Health

When creating or editing your menu, it is important to include healthy options while 
staying true to your restaurant’s personality. It is also a good marketing strategy to 
include health information about your dishes (like the number of calories for each meal) 
on your menu. This gives a positive impression that you care about their health neds. If 
you want to survive in the market, it is necessary to fit in this new criterion and adapt your 
restaurant’s promotional ideas to the health needs and habits of your target customers.

Include Unique Food And Drinks On Your Menu

Millennials show great interest in what they eat and drink and love to explore new 
dishes and drinks. It may be interesting to note that a good number of them consume 
fast food 1-4 times a week! They are always surfing the net for new restaurants and new 
menus. Millennials commonly look for restaurants that offer the following:

• Combinations of traditional dishes with non-traditional side dishes and sauces.
• Different types of salads with even greater variety of salad dressings and sauces.
• Dishes prepared exclusively with raw fruits and vegetables with known origin and 

growing methods.
• Dishes with organically grown ingredients.

Maximize Your Social Networking

Social media is the most likely platform to market your restaurant in order to attract 
millennials. Make sure you have an engaging online presence including interactive 
Twitter, Facebook and Instagram profiles.  Run your promotions across all social 
platforms. Include calls to action that allow millennials to interact with your brand. 
Your internal millennial staff can be an excellent resource for ideas on creating and 
placing the right messages.

Show You Are Digitally Integrated

Offer free wireless Internet in your restaurants to accommodate millennials’ drive for 
connection. Provide them with access to texted promotions and location “check-in” 
specials, as well as the ability to communicate with your brand on the Web. This will 
surely make your restaurant a first choice stop for millennials.

Millennials have become the biggest generation in the US - they are the future of your 
restaurant business. Connect with them now in ways that matter to them and it will pay 
off for you in the long run.
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Did You Know?

We have advised over 10,000 small business 
owners across the United States.
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In the Cash Register
ACCOUNTING & CASH FLOW

The truth is, very few restaurant owners have a background in accounting and bookkeeping. 
If you need the basic tools for restaurant accounting, you have come to the right place. 
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How much does it really cost to run a restaurant? A restaurant that attracts a steady 
stream of customers and gains a reputation for high-quality food at reasonable prices 
can be a source of great satisfaction to its owner. This success is the result of careful 
planning, hard work, and the ability to pay attention to every small detail.

But high sales volumes do not necessarily guarantee an adequate level of profit.

If your restaurant is not making as much money as you think it should, it may be time 
to study your costs. How much are you spending on food purchases? Are your labor 
costs at par with other similar restaurants? Here we will address those questions.

HOW MUCH DOES IT COST TO RUN A RESTAURANT?
by Ravinder Kapur
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WEEKLY SALES

WEEKLY FOOD PURCHASE COST

PAYROLL FOR THE WEEK

GROSS MARGIN

$10,000

$3,000

$2,500
$4,500

100%

30%

25%
45%

In this illustration, you are making a gross margin of $4,500 on sales of $10,000. As 
a percentage, your gross margin is 45%. If you want to increase your profitability, you 
can try to decrease food costs or reduce the amount that you spend on your workers.

The Cost to Run a Restaurant

How much should I spend on food and labor?

Every restaurant owner should keep a close watch on payroll costs and food purchase 
expenses. As a general rule, your food costs should not exceed 28% to 32% of total 
food sales. If you are spending more than this percentage, you need to reconsider 
your purchase practices. You may want to renegotiate prices or look for an alternate 
supplier. An excellent tool is the food cost formula. It’s the best way to keep your 
expenses under control and to know how much you should spend on food. In the next 
article in this book you can learn how to calculate and use the food cost formula. 

After food, your next biggest expense would be the payment that you make to your 
workers. For most restaurants, total payroll costs should not exceed 25% to 30% of 
food sales. A restaurant that spends more on its workers on a regular basis would find 
it difficult to make a profit.

How much am I making and how much am I spending?

It is important to know the gross margin that you make on your sales. The best way to 
do this is to add up your sales for a certain period of time, say, for a week or a month, 
and then deduct the expenses that are directly connected with those sales.

You can arrive at the cost of the food purchases for the selected time period and also factor 
in the payroll costs. This will help you calculate the gross margin that you are making.

Consider this example:
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If you have an insufficient gross margin, there will be little money left over to pay for 
fixed expenses. Consequently, your profits would fall. If expenses continue to mount, 
you could be looking at a situation where you would be making losses.

How can I cut down on costs?

• Are there any dishes returned by clients on a regular basis? Maybe there is a problem 
with the preparation, but probably you just need to strike that dish off your menu. 
In the article about how to do a menu audit you can check how to do it.

• Are you making your food purchases in the right quantity? You need to buy enough 
to maximize the bulk discount, but you also need to ensure that food does not 
become stale.

• Do your workers have enough to do? Consider giving them alternate tasks that are 
usually neglected during rush hour.

Costs can vary with the type of restaurant

As a final consideration, keep in mind that every restaurant will have a unique cost 
structure. For example, a food truck would usually have relatively low worker costs. If 
you run an establishment that offers table service, you should expect to have higher 
payroll expenses.

Regardless of the type of restaurant that you run, you must keep a strict control on 
each of your expenses. This will help you to compete with other restaurants in the area 
and ensure that you remain profitable.

We hope these simple tips help you track and control your restaurant’s expenses, boost 
your profit, and give you more confidence to operate your business. 

52www.caminofinancial.com   |   +1 800-852-0655

https://www.caminofinancial.com/


The best way to track your food cost in the restaurant business in the so-called food 
cost formula. In this article, we’ll explain to you in detail what exactly that formula is 
and how it can help your business.

Restaurant entrepreneurs know that product stocking is the highest cost. Monitoring 
and controlling your food cost is key to running a successful restaurant. If you buy 
expensive high-quality ingredients, you will have to raise the prices of the dishes on 
your menu. Consequently, you may price yourself out of the market and your sales 
may drop. If you do the opposite and you keep prices unchanged, your profits will fall. 
You may even start incurring losses. How can you manage your food cost and ensure 
that they remain within reasonable limits? 

FOOD COST FORMULA TO STAY IN BUSINESS
by Ravinder Kapur
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The food cost formula is a simple and efficient way to keep an eye on your food 
expenses and prevent them from escalating. A certain percentage of your total 
restaurant expenses will go towards food purchases. While this could differ for every 
restaurant, it would usually be in the region of 28% to 32% of your total food sales. The 
percentage could be even lower for certain types of restaurants.

The formula to calculate the food cost percentage goes like this:

What is the Food Cost Formula?

Of course, when you are using this formula, it is important to ensure that you value your 
opening stock, closing stock, and purchases, as accurately as possible. Additionally, 
carry out the exercise of valuing your opening and closing stock at exactly the same 
time every week, so that your results are consistent.

This example would clarify the calculation:

Food cost percentage = $7,000 + $3,000 - $6,000 = $4,000
Now divide $4,000 by $16,000 to get 0.25, or 25%. 

Your food cost percentage is 25%.

FOOD COST PERCENTAGE

Beginning 
Inventory

Value of 
inventory at 

the beginning 
of the week 

$7,000

Purchases 
during the 

week

$3,000

Inventory 
exactly seven 

days later

$6,000

Food 
sales in the 

week

$16,000

Food 
Purchases

Ending 
Inventory

By Food 
Sales+

+

=

-

-

÷

÷
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Now that you have your food cost percentage, how can you use it to track costs?

Monitoring the results of your weekly exercise will help you to see if costs are rising or 
falling. You will know when it is time to pay closer attention to your purchase practices 
and the prices that you are paying. This said, the first thing you should do is managing 
your food inventory.

Here are some specific steps that you can take:

• Use at least two suppliers for each item that you buy. This will allow you to keep a 
track of market prices. You can also reduce costs by buying more from the lower-
cost supplier.

• Ensure that your receiving controls are in place. When stocks are delivered, they 
should be checked for quantity. It is also important to see if they are of the grade that 
you have ordered. Devise a checklist that the person receiving the delivery can use.

• Wastage and theft could be an issue. It is advisable to develop standard systems 
and procedures to monitor this.

The formula works best when it is used on a regular basis. Remember that you should 
not just calculate the food cost percentage and leave it at that.

Use the information to identify the items that are leading to an increase in costs. You 
can then try and locate other lower-cost suppliers for these purchases. Every amount 
that you save will go towards increasing your profits and thus help your business grow.

How to Use the Food Cost Formula
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Did You Know?

Our customers love us! Juan Luis Sandoval of 
Manfree Trucking says...

I was very happy with the attention and 
the service I received at Camino Financial.  
We were very pleased to find you had 
good reviews online and that you were an 
accredited business with the BBB, Better 
Business Bureau.
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On the Web
APPS & TECHNOLOGY

Technology is transforming the restaurant business industry and you can’t fall behind! 
Bring your restaurant up to date with the innovative tools you’ll find here. 
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Whether you have decided to open a restaurant or you already run one, getting a 
restaurant point of sales system is extremely important. The most basic function of a 
restaurant point of sales (POS) system is to accept credit and debit card payments. But 
modern POS systems can do so much more. They can keep track of inventory, text and 
email receipts, give you data analysis on sales and customer orders, create invoices, 
and even help manage employee shifts and responsibilities. Restaurant POS systems 
are the most important piece of technology that restaurant owners can use to manage 
their business. Keeping that in mind, here are a few things to consider when looking for 
the POS system that is right for you.

HOW A POINT OF SALES SYSTEM
CAN HELP YOUR RESTAURANT
by Derek Tallent
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EMV Compliance

It is imperative for any business to have a point of sales system that is EMV compliant. 
EMV stands for Europay, Mastercard, and Visa, and mainly refers to the chips found 
on many credit and debit cards. Any business that is not EMV compliant can be held 
liable for counterfeit fraud that occurs when customers use chipped cards. Thankfully, 
almost any modern POS system is EMV compliant. If the one you’re looking at is not, 
you want to find a much better one. If your POS system doesn’t handle EMV chips, 
contact your bank. They may replace your system with EMV chip readers for a low cost.

Near Field Communication Support

Near Field Communication (NFC) support is going to be very important in the coming 
years. NFC refers to contactless payments through mobile wallets like Google Wallet 
and Apple Pay. Most good POS systems incorporate this feature.

Affordable

There’s no point in getting a super fancy restaurant POS system if it overwhelms your 
budget. Thankfully, most quality POS systems only cost about $69 per month, and 
some companies even offer one-time payments of $40-$50 for basic chip readers. 
Find the POS system that works within your budget.

24/7 Customer Support

Like any piece of technology, the POS system can be prone to bugs and other mishaps. 
You don’t want to be left without a working card reader in the middle of a busy service. 
Make sure that you buy a POS system from a company that offers customer support to 
address any problems that may occur.

Fits the Needs of Your Business

While you can certainly get by with just a simple EMV card reader, there are a lot of 
great additional benefits of having a good POS system. Make sure that the POS you 
choose includes the additions and functions that specifically fit your business. If you 
own a restaurant, your POS system should include the following features.

What Must A Good Point of Sales System Have?
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Inventory Management

Many POS systems can help you manage your inventory. They can help you keep track 
of what is being used during service and how much inventory you have at the end of the 
night. You can also keep track of inventory in real time. If you have a lot of ingredients, 
it might be a good idea to consider getting a POS system that can manage inventories. 

Product Management

You need to be able to easily manage your products, and a POS system is a great way 
to do this. A POS system should allow you to easily add, remove, and include product 
variations based on color, size, etc. You also should be able to easily input stock and 
tax information to make managing your products easier.

Table Mapping

Table mapping is a great tool for those with busy services and a large venue. Table 
mapping allows hosts to keep track of tables that are in use, and make it quick and 
easy to find available tables for guests.

Data Gathering

Sales data is very important in redesigning your menu and making pricing considerations. 
Many POS systems can track which dishes are being sold and make it easy to see the 
strengths and weaknesses in your menu.

Marketing tools

POS systems can make it easy to market your business online. You can manage your 
social media pages, look at reviews of your business, and even send out press releases 
from your POS system. You can also incorporate things like loyalty rewards programs 
to help boost your sales through your POS system.

Employee Management

POS systems can help you manage your employees and their responsibilities. You can 
choose not to allow certain employees to access certain functions (like giving refunds) 
and can schedule shifts all in one place. Your POS system can even help you manage 
employee salaries and tips.

Features of Restaurant Point of Sales System
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Remote Access

As a restaurant owner, it can be difficult to remain on site at all times, and there are 
some cases where you may need to access your POS system on the go. Having remote 
access to inventory, shifts, and sales data is very important.

Final Thoughts

Your POS system will be the heart of your business’ operations. That makes it incredibly 
important to choose a system that helps you reach your goals and run operations 
smoothly. There are a lot of options for restaurant POS systems out there, but the 
key is finding the right one for you and your business. While additional features may 
cost extra, they can really help you manage your inventory, product variations, and 
employees. It is absolutely worth it to spend the extra money for these purposes. 
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One of the biggest changes in the restaurant industry has been the introduction of food 
delivery apps. These apps allow their users to get any type of food delivered to their 
homes from the tip of their fingers. They can be extremely beneficial to your business. 
It isn’t always convenient or possible for families to go out to eat, but with these apps, 
they can still order your food right from their own home. Here we will discuss two 
apps, Uber Eats and Doordash, the benefits they provide, and how you can get started 
working with them right away.

FOOD DELIVERY APPS THAT WORK FOR YOUR RESTAURANT
by Derek Tallent
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Uber Eats

Uber Eats, the offshoot food delivery app from the driving company Uber, is one of 
the most popular food delivery apps offered. Users can browse restaurants through 
the app, determine their delivery time, and place an order. A delivery person will then 
deliver the food to the user’s location. While the app is certainly great for users, it 
provides numerous benefits to restaurants as well:

• Clientele Expansion: Uber Eats can help grow your customer base by advertising 
your restaurant and menu to people that might have never seen or heard of you.

• More Profits: Adding delivery services to your restaurant can increase your sales, 
at a price. It costs money to hire drivers, and that might be money you cannot 
afford to use. With Uber Eats, you will likely save money by having delivery services 
without the hassle of hiring drivers (although you will likely have to pay a portion of 
your profits or a fee to Uber Eats).

How To Sign Up: Signing up for Uber Eats is fairly simple. Just go to their website, click 
on the “becoming a restaurant partner” page, and fill out a form with your restaurant’s 
information. From there, an Uber Eats representative will contact you with information 
regarding setting up your account, fees, etc. Uber Eats will set up the food delivery 
service themselves, so all you have to do is make the food when the time comes!

Food Delivery Apps: Uber Eats and DoorDash
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DoorDash is the main competitor to Uber Eats. The idea and benefits it provides are 
very similar to Uber Eats, although DoorDash does offer one special benefit: They will 
help you with any delivery, even if it wasn’t placed in their app. So if you need a special 
delivery, or need to get more food for a big event, you can call on a “Dasher” (DoorDash 
employee) to help.

How To Sign Up: Much like Uber Eats, all you have to do to sign up for DoorDash is fill 
out a form on their website. The good news is that this form is much shorter than the 
one on Uber Eats, so it shouldn’t take very long to fill out. A DoorDash representative 
will get in contact with you after you’ve completed the form.

Final Thoughts

Food delivery apps are a great tool for growing your business. Which app you choose 
will depend on the needs of your business and the conditions that both companies 
offer. However, it can’t hurt to contact them both!

DoorDash
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Did You Know?

Latino-owned businesses are the fastest growing 
segment of the small business community and are 
expected to reach 6 million businesses by 2025!
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LINKS TO MORE USEFUL ARTICLES
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STARTING A BUSINESS

MARKETING & SALES

MANAGMENT

• Factors to consider when selecting your business location 

• The real cost of starting a business 

• As a business owner, what business licences do I need? 

• Five tips for hiring in startups and small businesses

• Are you hiring for the first time? Here’s how to be compliant

• Resources to start a small business

• 3 Goals you can reach by analyzing your sales data 

• How to use customer reviews to boost your sales 

• How to take advantage of customer criticism to increase your sales 

• 4 Reasons your business should embrace technology 

General Management

• Is it time for a business makeover? 

• Keys to a successful small business 

• 4 Tips on inventory management for small business 

• Why do most businesses fail? Here are 3 reasons

• 5 Reasons why you should insure your business

Hiring & Staff

• How to hire help for the holidays

• 10 Ways to retain your good employees

• How to keep your employees motivated 

Customer Service

• Benefits of getting to know your customers 

• How to find and retain customers 

• 10 Ways to engage with your customers 
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APPS & TECHNOLOGY

REAL STORIES

• How to set up your local SEO: the key to finding your business online 

• Create your best Yelp profile to grow your business 

• When and how to respond to Yelp reviews 

• Set up your business on Google Maps 

• 5 Tips to build your first website 

• Customer Success Story: Óscar’s journey, from a vision to a reality

• Historia de éxito: el caso de Óscar, de una visión a toda una realidad

• A success story: Yuca’s tacos

• A serial restaurateur shares his secrets on starting a food business 

• Tips for reaching your small business clients 

• 4 Tactics to dramatically grow your customer relationships 

• Raise your customer service game or lose

Working with Family

• How to run a family business with zero drama and 100% productivity 

• 4 Traps to avoid when running a family business 

• How to transition a family business smoothly 

• Top 5 challenges you can expect if you run a family business 
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Contact our team at Camino Financial to learn 
more about how to prepare for a loan. 

APPLY NOW

Motivated to grow 
your business?

https://goo.gl/MsRJkv

