




















Review your costings

s T

"GP is always going to be an issue,
but more often than not we are
hooked on the subject and ignore the
key to it all, that is the guest. Maybe a
humbler portion, but better presented
and adequate with the same high

66 Do not devalue your product and offering at any

stage. Times may be hard and harder to come, but

the hospitality industry has always been resilient and

creative when times are bad. So my humble advice

would be to be creative where you can to deliver a high

class offering and service, that will keep the GP balanced

and the customer enthused and interested in returning

to you. 2

quality of food as always will
have a positive impact on the GP.

Hang in there and save on everything
else which is crucial. For instance save
on wastage of heat, light, power, water,
food wastage, unnecessary ordering as

all these factors are crucial in making a
saving. Remember ‘A penny saved, is a
penny earned."

Cyrus Todiwala — MBE, proprietor &
executive chef, Café Spice Namasté,
London

Different chefs calculate gross profit in a variety of ways. Here are a couple of simple ways we've found
to calculate selling the prices based on desired gross profits. Don’t forget to include items often missed,
such as non-food, seasonings, wastage and VAT. (The following calculators include VAT.)
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