HTM 220 – Lesson Hand-out

OPERATIONAL CONTROL:  PURCHASING AND CONTROL

OPERATIONAL CONTROL

Why is control important in the foodservice business? 

· Food is expensive and essential stock control levels are essential to help the profitability of the business. 

Problems concerning control:

1. Fluctuation of food prices 

2. Transport costs

3. Fuel costs

4. Changes in the amount demanded by customer; changes in taste and food preferences of customers. 

Factors that affect control:

1. Regular changes in the menu

2. Menus with a large number of dishes

3. Dishes with a large number of ingredients

4. Not following standardized recipes

5. Incorrect purchase of raw materials 

Control Cycle of daily operation:







I.  Purchasing – procurement or buying of raw materials needed to produce the menu items. 

Steps in purchasing:

1. Know the market

2. Determine purchasing needs

3. Establish and use specifications

4. Design the purchase procedures

5. Receiving

6. Evaluating the purchasing task

Market – a place in which ownership of commodity changes from one person to another

Classification of market and methods of purchasing:

1. Primary market – raw materials are purchased at the source of supply (the grower, producer or manufacturer) or from central markets

2. Secondary market – goods are bought wholesale from a distributor or a middleman (wholesale prices and other discounts)

3. Tertiary market – goods are bought from a retail store or cash and carry

Buyer – the person who makes decisions regarding quality, amounts, price, what will satisfy the customers and profit of commodities. 

Characteristics of a good buyer:

1. Knowledgeable about the products 

2. Have good negotiation and bargaining skills required in dealing with sales people, suppliers and other market agents 

3. Knowledge of internal organization of the company, its operational needs and obtain a competitive price 

4. Be acquainted with the production procedures (and how items will be used in the production operations) in order that the right item is purchased. 

5. Know the storage requirements for each item and the available space

6. Know the ability of the operation to finance special purchases in order to make good use of market conditions.  

Buying methods: 

1. Informal buying – suitable for casual buying, where the amount involved is not large and speed and simplicity are desirable. 

2. Formal buying

a. Requires contracts and are best for large contracts for commodities purchased over a long period of time. 

b. Known as competitive buying, giving suppliers written specifications and quantity needs.  

Criteria for selecting suppliers:

a. Price

b. Delivery

c. Quality/standards

3 types of items or needs

1. Perishables – should be purchased to meet menu needs for a short period only

2. Staple – supplies of canned, bottled, dehydrated, frozen products.  Can be bought in large quantity and be easily stored. 

3. Daily use – items that are delivered frequently on par stock basis; stocks should be kept up to the desired level and supply is automatic. Most of these items are perishables, so supplies must not be excessive, only sufficient to get through to the next delivery. 

Determining the Quantity and quality of items to be purchased:

For quantity:

2. Number of people to be served in a given period

3. Sales history

4. Portion sizes 

For quality:

1. Color and texture

2. Size and maturity

3. Absence of defects or irregular shape 

The Standard Recipe:

· Written formula for producing a food item of a specified quality and quantity for use in a particular establishment

· Should produce the same amount of yield every time it is used 

Standard purchasing specification:

A statement providing a description or list of the characteristics or requirements laid down for materials, components, processes or services. 

How to buy:

1. Calculate amount and write the specifications of needed items

2. Prepare a purchase order – states the items required, amount, size, weight and other pertinent information. 

3. Take purchase orders to suppliers (for big establishments) or use purchase orders to buy materials needed (for small establishments)

II.  Receiving: 

- Check items bought to see if all products listed in the purchased orders are bought/delivered.

III.  Storing and Issuing:

· Raw materials should be correctly stored under the right conditions, temperature, etc. 

IV.  Preparation/Production:

Factors to consider:

1. Number of meals produced

2. Cost per meal

Forecasting – predicting the volume of business for a future period. 

Factors to consider:

1. Number of covers

2. Choice of menu items 

2 stages of forecasting:

1. Initial forecasting 

2. Final forecasting takes place the day before the actual preparation and service of the food. 

V.  Selling:

Important thing to consider:

1.  Recipe costing must be done first in order to arrive at a selling price that is both affordable to the guest and profitable to the business. 
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