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Chapter 1: Menu Planning – What Kind of Stuff Should I Sell? 

Learning Objectives 

 

At the completion of this section, the student will be able to: 

 

 Identify what influences what a foodservice operation sells. 

 

 Identify the categories of menu misrepresentation. 

 

 Be familiar with the many types of menus that foodservice operations use. 

 

 Design a menu that meets the needs of the operation, works within the operation’s constraints, 

and contains no areas of misrepresentation. 

 

 Design menu items that address consumers’ desires. 

Chapter 1: Menu Planning – What Kind of Stuff Should I Sell? 

 

Multiple Choice Questions 

 

1. Which one of the following should the chef consider when planning a menu? 

A. restaurant layout and design 

B. type of equipment available 

C. skill of the employees 

D. all of the above 

 

2. Which one of the following is most likely to reduce your labor costs? 

A. increasing the size of your menu 

B. purchasing convenience, value-added foods 

C. extending your hours of operation 

D. all of the above 

 

3. Which one of the following is an example of misrepresenting product quality on your menu? 

A. serving a bowl of soup that is the same size as a cup, yet charging a higher price 

B. indicating that an item is fresh when it had been frozen  

C. noting that you serve prime rib when in fact you are serving a choice grade of beef 

D. serving maple-flavored syrup when you indicate on the menu that it is maple syrup 

 

4. A standard of identity 

A. defines what a product must be in order to be called a certain name 

B. indicates the minimum amount of a product that must be served to guests 

C. indicates the minimum quality of an item that must be served 

D. none of the above 

 

5. A menu that repeats itself according to a predetermined pattern is referred to as a 

A. day part menu 

B. cycle menu 

C. down-time menu 

D. daily menu 
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6. Another name for a fixed-price menu is 

A. bundled menu 

B. all-inclusive menu 

C. taster menu 

D. all of the above 

 

7. The opposite of a fixed-price menu is the 

A. café menu 

B. catering menu 

C. meal part menu 

D. a la carte menu 

8. A food item’s “point of origin” is an important menu planning consideration because 

A. it can have an impact on the culinary quality of the item 

B. you might want to indicate on the menu where the food item comes from 

C. it may have a significant impact on the item’s taste and texture 

D. all of the above 

 

9. If you note on your menu that your steaks are broiled instead of grilled, it is important to always 

serve broiled steaks because 

A. some guests may have dietary restrictions that forbid grilled foods 

B. the taste of the steaks will be different depending on whether they are grilled or broiled 

C. the texture and appearance of the steaks will be different depending on whether they are 

grilled or broiled 

D. all of the above 

 

Chapter 1: Menu Planning – What Kind of Stuff Should I Sell? 

 

True/False Questions 

 

1. Before you buy anything you have to know what you’re planning to sell.    _____ 

 

2. What you sell has to be consistent with the cooking philosophy of you and your staff. _____ 

 

3. Restaurant menus can describe an item with a specific point of origin (e.g. Chilean  _____ 

Sea Bass) so long as the product served is from that point of origin more than                          

70% of the time. 

 

4. Storage has a major impact on what a foodservice operation sells.   _____ 

 

5. There are only two or three types of menus used in the majority of today’s foodservice _____ 

operations. 

 

6. If you serve many seasonal products on your menu, at times you may have to pay  _____  

a premium price to purchase them. 

 

Chapter 1: True/False Questions, Answer Key Explanations 

 

1. This seems like common sense, but it is advice sometimes ignored by even the best chefs. Having 

a detailed menu plan before buying eliminates unnecessary product and minimizes the time and 

resources needed for purchasing.  
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2. What you sell has to be consistent with your target market’s desires.  A good handle on your 

customer base allows you to develop the appropriate menu(s) and the best possible combination 

of food and beverage items to include on them.   

 

3. It is never professional to serve an item from a point of origin different from what is listed on the 

menu. This is a form of menu misrepresentation that the NRA advises should be avoided. 

 

4. There are eight main areas that impact what a foodservice operation sells. Restaurant layout and 

design, product availability and consistency, type of equipment, storage, labor, guest desires, food 

and beverage trends, and truth in menu concepts. 

 

5. There are many types of menus used throughout the foodservice industry today – 19 of which are 

discussed in the book. Meal part (day part) menu, cycle menu, drink list, dessert menu, daily 

menu, special occasion menu, early bird menu, a la carte menu, fixed-price menu, down-time 

menu, casual menu, table-top menu, menu board or chalk board, verbal menu, chef’s menu, room 

service menu, café menu, interactive menu, and catering menu.  

 

6. If products are seasonal, their availability will cause market supply to rise and fall. This means 

that when supply is low, prices will often rise to premium levels.   

 

Chapter 2: Product Quality – What Kind of Stuff Should I Buy? 

 

 

Learning Objectives 

 

At the completion of this section, the student will be able to: 

 

 Understand the importance of a standardized recipe.  

 

 Identify the consequences of not standardizing recipes. 

 

 Differentiate between the terms product identification and spec. 

 

 Identify the most common components of a product specification. 

 

 Discuss the difference between quality and wholesomeness. 

 

 Describe product quality to purveyors. 

 

 Troubleshoot a product specification sheet and evaluate its comprehensiveness. 
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Chapter 2: Product Quality – What Kind of Stuff Should I Buy? 

 

Multiple Choice Questions 

 

1. A description of all the product characteristics required to fill certain production and/or service 

needs is called a 

A. product specification 

B. order specification 

C. price specification 

D. cost specification 

 

2. Which consideration is usually the most important in determining the information to be included 

on a spec? 

A. storage requirements 

B. service style 

C. time and money available 

D. company goals and policies 

 

3. Who tends to write the specs in most independent operations? 

A. company personnel 

B. government employees 

C. hired experts 

D. buyer and seller, working together 

 

4. Specifications that request a quality difficult for suppliers to provide can often add to a product’s 

________. 

A. value 

B. customer satisfaction 

C. cost 

D. inequality among bidders 

 

5. Writing specifications that are too tight tends to ____________________. 

A. allow a buyer to concentrate on EP prices 

B. waste a lot of time, money, and effort 

C. result in too many eligible suppliers 

D. alienate all suppliers 

 

6. In order to decide quality standards, hospitality operators must measure the types of quality 

standards that their 

A. customers expect 

B. employees expect 

C. competitors expect 

D. company owners expects 

 

7. Who usually specifies the quality levels of fresh produce? 

A. buyer 

B. receiver 

C. supplier 

D. owner/manager 
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8. Another term for product specification is 

A. standard recipe 

B. product identification 

C. product quality 

D. standard identification 

 

9. Which one of the following is the most critical piece of information to include on the product 

specification? 

A. intended use 

B. packaging 

C. product size 

D. yield 

 

10. A product specification for hot dogs could include the following information 

A. package size 

B. type of quality 

C. size of the product 

D. all of the above 

 

11. One of the advantages of product specifications is 

A. someone could take over temporarily the regular buyer’s position 

B. they are excellent cost control standards 

C. they can be used to control quality 

D. all of the above 

 

12. Which one of the following is a typical measure of quality used by foodservice buyers? 

A. count 

B. intended use 

C. type of packaging  

D. none of the above 

 

13. Which one of the following is usually not included on a product specification? 

A. intended use 

B. packer’s brand name 

C. cost of the product 

D. package size 

 

14. A packer’s brand is 

A. the best indication of a product’s quality 

B. less reliable than the U.S. government grading system 

C. a packer’s personal grading system 

D. the same as the item’s exact name 

 

15. Another term for expiration date is 

A. sell-by date 

B. pull date 

C. freshness date 

D. all of the above 
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16. If you want to purchase onions to make fresh onion rings, what type of information    

 should you include on a product specification for onions? 

A. purchase price of the onions 

B. the vendor that  you want to buy from 

C. the size of the onion 

D. none of the above 

 

17. Poor packaging materials can 

A. seriously harm the quality of the product 

B. make it easy for the buyer to identify the product’s quality 

C. increase the purchase price of the product 

D. none of the above 

 

Chapter 2: Product Quality – What Kind of Stuff Should I Buy? 

True/False Questions 

1. Recipes should be standardized after the purchase order is placed to ensure that the           
_____ menu aligns with what will be available for production. 

2. A standardized recipe refers to any recipe that has been tested by the chef, even  
 _____ those kept in private files. 

3. A spec is basically the same thing as a product specification or product    _____ 
identification.  

4. A spec should include product information that can be verified upon delivery.  _____ 
5. Good specifications typically include only three things: the product’s intended use,  _____ 

exact name, and product quality.  
6. If someone in a foodservice operation doesn’t prepare product specifications,   _____ 

purveyors will often refuse to fill the order. 
7. Quality is not the same as wholesomeness.      _____ 
8. An F & B buyer should never communicate desired product quality to purveyors   _____ 

by using brand names.  
9. A product specification normally does not include details about bidding procedures  _____ 

or the expected qualifications and capabilities of purveyors. These items are found                   
only on a Supplier Selection Criteria List.  

10. An acceptable product specification must include all of the following characteristics:  _____ 
product’s intended use, exact name, product quality, product size, yield, packaging,       
preservation and/or processing method, point of origin, product color, ripeness,                   
product form, expiration date, approved substitutes, and other information.  

11. Competitive bid buying is not always cost-effective for restaurants.   _____ 
12. If a mistake is made during the competitive bid buying process, restaurants can     _____ 

break the contract upon paying a nominal fee. 

 

Chapter 2: True/False Questions, Answer Key Explanations 

 

1. An F & B professional must have standardized recipes first, before placing an order, to determine 

the types of foods and beverages to purchase. Unless an item is standardized, it can’t be costed 

out and priced properly, and there can’t be an accurate quality control guideline for the item. It 

would be unwise to place an order without these things. 
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2. A standardized recipe is one that results in a consistent product each time.  It has been tested, 

evaluated, and documented in a permanent file for the organization.  And it is accessible to all 

relevant staff members.   

 

3. A spec is kitchen-speak for the terms product specification and product identification. These 

terms all refer to a description of all the characteristics in a product required to fill certain 

production and/or service needs.   

 

4. The product information on a spec should also be communicated easily from you to the various 

purveyors you need to work with.  

 

5. Good specs typically include many things in addition to the three listed above, such as product 

size, yield, packaging, preservation and/or processing method, point of origin, product color, 

ripeness, product form, expiration date, approved substitutes, and other information.  

 

6. If you or another manager in your operation doesn’t prepare specs for the purveyor, your 

purveyors will do it for you. They are sometimes happy to do so because this gives them plenty of 

room to cut corners, ship substandard product, and make more profit from your purchases. 

 

7. Quality is not the same as wholesomeness. All levels of quality can be wholesome, but for a 

product to advance from the good level to the best level, it must have a very attractive 

appearance. Higher quality items score very well on appearance – but you’ll pay for it. The 

quality of a product will vary depending on the recipe and the use of the product. 

 

8. Using brand names to tell purveyors what quality of product you want is perfectly fine, especially 

when brand names are noted on the menu.  You can also tell your purveyors what your desired 

product quality is by using government grades or your own standards of quality. 

 

9. Many other things can be included on product specifications, including the following: 

 Testing and inspection procedures used for receiving 

 Amount of product purchased over a contract period 

 Delivery procedures wanted 

 Expected credit and payment terms 

 The number of locations, units, etc. that the product will be available to 

 Details about bidding procedures 

 Supplier selection criteria 

 Expected qualifications and capabilities of the purveyor(s)                                            

Note to instructor:  When a product specification includes this additional information, it 

is sometimes referred to as a “purchase” specification. 

 

10. Not every spec has to include all the suggested characteristics. For instance, some characteristics 

may be unimportant or irrelevant. It depends on the needs of the operation and the careful 

judgment of F&B professionals.  

 

11. It is not always cost-effective for the typical restaurant to engage in long-term competitive bid 

buying, as the amounts purchased are usually too small to interest most vendors.  
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12. If you make a mistake during the competitive bid buying process, you will usually have to live 

with your errors for the contract’s duration. While you can get a better deal if you buy in bulk, 

you should do so only if you have the time and expertise to anticipate every problem and deal 

with it before you sign the contract. If you have a bad experience with a particular purveyor and 

aren’t stuck in a long-term contract, you can find another supplier quickly and cut your losses. 

 

Chapter 2: Product Quality – What Kind of Stuff Should I Buy? 

 

 

Discussion Questions, from the text 

 

1. What must an F & B professional have before determining the types of foods and beverages to 

purchase? Why? 

 

2. What does it mean to standardize a recipe? 

 

3. Look at the following list of ingredients from a recipe for Lemon-Berry Trifle. What are some of 

its trouble spots regarding standardization? What questions might come up when reading it?  

 

Lemon-Berry Trifle 

8 egg yolks 

1 cup sugar 

4 lemons, juiced 

1 stick of butter, cut in chunks 

3 pints berries 

1 ½ cups whipped cream 

2 rounds of yellow cake, cubed and toasted 

 

4. What is a spec? What other terms are used that mean the same thing?  

 

5. What should a spec include? What are some characteristics of a spec? 

 

6. Who decides on the product specifications if a manager in the operation doesn’t? 

 

7. Do quality and wholesomeness refer to the same thing? Why or why not? 

 

8. How can you tell purveyors what quality of a product you want? 

 

9. What type of other information might a product specification include? Name two or three 

examples. 

 

10. Does every product specification have to include all of the suggested characteristics? Why or why 

not? 

 

11. Identify one critical piece of information missing from the following three specifications: 

 

Item: Peach halves 

Used for salad bar (all-you-can-eat) 

Packed in light syrup 

Packed in No. 10 cans, six cans per case 
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CODE brand (red label) or equivalent quality 

 

Item: Prepared mustard 

Used for condiment tray on each dining room table 

Packed in 8-ounce glass bottles 12 bottles per case 

 

Item: Lamb chops 

Used for dinner entrée 

Meat Buyers Guide Institutional Meat Purchase Specification (IMPS) Number 1232 

6-ounce portion cut 

Packed in 10- to 12-pound containers 

  

12. Is competitive bid buying always cost-effective for restaurants? 

 

Chapter 3: Food Vendors – Who Should I Buy This Stuff From? 
 
Learning Objectives 
 
At the completion of this section, the student will be able to: 
 

 Understand how the methods used to select a vendor affect an F & B operation’s cost of sales. 
 
 Develop selection criteria based on the operation’s needs. 

 
 Ability to investigate potential suppliers and assess their overall fit to the operation. 
 
 Discuss the implications of various pricing systems, ordering procedures, and credit terms. 

 
 Describe perceived value and its relation to product quality. 

 

 Describe the difference between AP price and EP cost. 
 

Chapter 3: Food Vendors – Who Should I Buy This Stuff From? 

 

Multiple Choice Questions 

 

1. The first step in determining the optimal supplier is to 

A. develop the hospitality operation’s receiving and storage areas 

B. examine suppliers’ product quality, AP price, and services 

C. compile a list of possible suppliers 

D. consider the best type of procurement policy for the hospitality operation 

 

2. Suppliers who offer numerous services and, as a result, have high AP prices, may 

A. present opportunity buys 

B. balk at bid buying 

C. employ cost-plus pricing 

D. sell storage to buyers 
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3. Which of the following is an example of a socially responsible supplier? 

A. exhibits little integrity or overall dependability 

B. carries products whose processing causes damage to the environment 

C. deals with minority-owned subcontractors 

D. buys out an operation’s existing stock so that the operation can begin to use new 

merchandise immediately 

 

4. The most relevant aspect of purchasing, say, a carpet-cleaning service is to 

A. hire only the most reputable service providers. 

B. pay the lowest price possible 

C. eliminate the need to monitor the actual work 

D. get exactly what you want 

 

5. The most critical attribute a vendor should have is 

A. generous credit terms 

B. dependability 

C. a high minimum order requirement 

D. willingness to barter 

 

6. The acronym “DSR” stands for 

A. dependability supplier rating 

B. delivery and sales responsibility 

C. distributor sales rep 

D. distribution of sales reports 

 

7. Another term for one-stop shopping is 

A. sole-source procurement 

B. prime-vendor procurement 

C. single-source procurement 

D. all of the above 

8. The person who delivers shipments under the standing order procedure is usually referred to as a 

A. route salesperson 

B. food broker 

C. prime vendor 

D. one-stop purveyor 

 

9. An advantage of one-stop shopping is 

A. vendors will reduce their AP prices significantly 

B. the buyer will obtain several discounts 

C. it may reduce the amount of  paperwork 

D. none of the above 

 

10. Under the cost-plus purchasing arrangement, the purchase price is equal to the purveyor’s cost 

plus a negotiated markup.  The cost used by the purveyor is sometimes referred to as the 

A. landed cost 

B. prime cost 

C. edible-portion cost 

D. usable cost 
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11. A contract that covers the price each restaurant in a large multi-unit restaurant corporation will 

pay, with the purveyor ensuring that all company restaurants will be able to purchase the product 

at their locations, is referred to as a 

A. regional contract 

B. reciprocal buying agreement 

C. socially responsible contract 

D. national contract 

 

Chapter 3: Food Vendors – Who Should I Buy This Stuff From? 

True/False Questions 

1. Because purchasing food is basically the same regardless of the operation, vendor  _____ 
selection in chain or franchise restaurants is quite similar to that of independent ones. 

2. References can reveal how fair, honest, timely, and responsive vendors are.  _____ 
3. Large purveyors are just as interested in small businesses as large ones, because all  _____ 

customers add to overall volume of sales and revenue. 
4. How close a vendor is to a restaurant can be an important consideration in purchasing. _____ 
5. Will-call buying refers to an arrangement where buyers, giving little notice, can   _____ 

order large amounts of product from vendors. 
6. When F&B buyers need extra storage for products they want to purchase in bulk,  _____ 

purveyors may help the operation obtain it. 
7. AP price and EP cost are kitchen terms which refer to the same thing.   _____ 
8. Products given free of charge by vendors to F&B buyers should always    _____             

be refused.  
9. Perceived value is directly related to product cost.     _____ 

 

10. Cost-plus purchasing describes a contract where buyers set a maximum price per  
 _____ unit in advance for an agreed time period to protect themselves from variations                            
in a product’s price. 

11. Vendor selection is much more difficult if you are part of a national chain restaurant     _____ 
company. 

12. The EP cost of a food item is usually much higher than its AP price.   _____ 
13. Value is directly related to the EP cost a buyer pays for a product.     _____ 

 

Chapter 3: Food Vendors – Who Should I Buy This Stuff From? 

 

Discussion Questions, from the text 

 

1. What are some ways you think vendor selection might affect your cost of sales? 

 

2. How might vendor selection change in a franchise or national chain concept, as opposed to an 

independent restaurant? 

 

3. What are some things you can find out about vendors through references? 
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4. How important is compatibility with the vendor to a chef? Do you think how much you get along 

with a purveyor is very important personally, or not that important? 

 

5. What are some of the advantages and disadvantages of dealing with a large purveyor instead of a 

small one? 

 

6. Why might a restaurant want a vendor that is close by? 

 

7. What is will-call buying? 

 

8. How important do you think control over the delivery schedule is to your F & B operation or one 

you have previously worked at? Why?  

 

9. How can storage availability help the operation when it comes to purchasing? 

 

10. What are some of the pros and cons of having more or less face-to-face, telephone, etc. contact 

with a vendor, as opposed to online contact? 

 

11. What is reciprocal buying? What can buyers expect from this type of relationship? Explain it in 

your own words, and give an example. 

 

12. What are trade-outs? Give an example.  

 

13. What types of credit terms do you think you might need if you opened your own restaurant? What 

things might happen where you couldn’t pay your suppliers in 30 days, 60 days, and 90 days? 

 

14. How could cost-plus purchasing affect a foodservice operation? 

 

15. What do people mean when they say sole-source procurement, prime-vendor procurement, 

preferred-provider procurement, or single-source procurement? 

 

16. What advantages and disadvantages does a standing order offer to F & B operations? 

 

17. What is perceived value? Briefly describe, in a sentence or two, how it relates to quality. 

 

18. What are AP price and EP cost? Which do you think is more important to monitor? 

 

19. In your opinion, what are some of the potential disadvantages of shopping at farmer’s markets? 

 

Chapter 4: Purchase Orders – How Much Stuff Should I Buy? 

Learning Objectives 

At the completion of this section, the student will be able to: 

 Discuss the consequences of over- and under ordering. 
 Calculate acceptable order sizes, EP weight, and edible product yield. 
 Examine and diagnose causes of product loss. 

Prepare sales forecasts needed to enhance the quality of purchasing decisions. 
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Chapter 4: Purchase Orders – How Much Stuff Should I Buy? 

 

 

Multiple Choice Questions 

 

1. Operators must strive to find some kind of tradeoff between investing in inventory and 

A. maintaining quality 

B. obtaining the lowest possible EP cost 

C. maintaining the operation’s competitive position 

D. running out of product 

 

2. Peter is the kitchen supervisor of a large hospital foodservice facility. On average, the hospital 

uses ½ case of lettuce per day.  2 ½ cases are left on the day he’ll place the order. He knows it 

takes 3 days to receive the shipment after it has been ordered, and par stock is 8 cases. How many 

cases should Peter order? 

A. 3 cases 

B. 5 cases 

C. 7 cases 

D. 9 cases 

 

3. The serving size of mashed potatoes is 4 ounces (EP).  The edible yield is 70 %. How many 

pounds of raw (AP) potatoes should you purchase in order to serve 600 people? 

A. 150 pounds 

B. 175 pounds 

C. 200 pounds 

D. 215 pounds 

 

4. The practice of shopping entirely on the basis of AP price can be successful if  

A. inflation is low 

B. buyers can get one supplier to quote acceptable AP prices 

C. buyers know exactly what they want in terms of quality and supplier services 

D. price does not follow quality 

 

5. When seeking a lower AP price, a buyer’s emphasis should be on 

A. increasing overall value 

B. obtaining favorable supplier services 

C. ensuring that a purchased product fulfills its intended use most of the time 

D. decreasing “line-item purchasing” 

 

6. The servable portion cost of a 50-milliliter serving of scotch, with a servable yield of 95 % and an 

AP price of $9.10 per liter, is  

A. $0.19 

B. $0.48 

C. $0.72 

D. $0.91 
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7. A receiving clerk who accepts 20 pounds of fresh lobster when 21 pounds were ordered is giving 

the supplier a  

A. shrink allowance 

B. backhaul credit 

C. blind receiving credit 

D. net weight consideration 

 

8. Another term for storage cost is 

A. ordering cost 

B. delivery cost 

C. servable cost 

D. carrying cost 

 

9. Given the following data, calculate the approximate number of AP pounds needed to serve 200 

guests. 

 

Item:  Chicken 

Serving size: 6 ounces (EP) 

Edible yield: 65 % 

 

A. 75 pounds 

B. 115 pounds 

C. 200 pounds 

D. the answer cannot be calculated with only the data provided 

 

10. Given the following data, calculate the approximate number of AP pounds needed to serve 500 

guests. 

 

Item:  T-bone steak 

Serving size: 16 ounces (EP) 

Edible yield: 75 % 

 

A. 467 pounds 

B. 500 pounds 

C. 667 pounds 

D. the answer cannot be calculated with only the data provided 

 

11. If the waste is 25 %, approximately how many AP pounds of meat must you purchase in order to 

serve 40 guests a 4-ounce (EP) portion? 

A. 8.9 pounds 

B. 10.3 pounds 

C. 12.4 pounds 

D. 13.3 pounds  

 

12. Which one of the following can cause food product waste in the restaurant operation? 

A. production 

B. unanticipated mistakes 

C. style of service 

D. all of the above 

 



Purchasing& Inventory 
Study Guide  
Fall 2014 

13. The most accurate method of determining a product’s edible yield percentage is: 

A. use the vendor’s estimate of yield 

B. conduct your own yield tests 

C. use the average yield percentage that similar restaurants use 

D. take the yield estimates from as many purveyors as possible, calculate the average, and 

use this average to guide your purchasing decisions 

 

14. Another term for menu mix percentage is: 

A. popularity index 

B. par stock 

C. sales forecasting 

D. menu pricing 

 

15. Given the following data, calculate the approximate number of gallons (AP) needed to serve 350 

guests. 

 

Item:  Toffee ice cream 

Serving size: 4 ounces (EP) 

Edible yield: 90 % 

Weight/gallon: 4 pounds (AP) 

 

A. 24.3 gallons 

B. 42.4 gallons 

C. 97.2 gallons 

D. the answer cannot be calculated with only the data provided 

 

Chapter 4: Purchase Orders – How Much Stuff Should I Buy? 

True/False Questions 

1. One of the disadvantages of over-ordering is that it can decrease how much cash  
 _____ the operation has on hand. 

2. A shrink allowance is the amount a buyer will allow the chef to trim a product in   _____ 
order to prepare a standard-sized serving. 

3. The most accurate method of determining the edible yield percentage is to conduct  _____ 
your own yield tests.  

4. EP weight refers to the expected purchase weight – that is, how much of a given  
 _____ product an F&B buyer plans to purchase based on existing inventory. 

5. Under-ordering can keep more cash on hand for the operation, but often increases  _____ 
carrying costs when items run out and guests become dissatisfied. 

6. To determine an acceptable order size for a certain product, first an operation must  _____ 
forecast the average amount of the item used between deliveries.  This is done by                 
dividing the total amount of the item used over a long time period by the number                         
of deliveries during that time.  

7. There are many causes of product loss, including mise en place.    _____ 
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8. EP weight is calculated by multiplying a product’s yield percentage by the expected  _____ 
number of portions to be served in a given time period. 

9. Stockout costs are those costs, such as irritating guests, associated with being unable  _____ 
to serve a product because you ran out of it during the shift. 

 

Chapter 4: Purchase Orders – How Much Stuff Should I Buy? 

 

Discussion Questions, from the text 

 

1.  What are the consequences of over- and under ordering? 

 

2.  Give an example of how under-ordering can result in lower profits.  

 

3. What three things need to be done to compute acceptable order sizes? 

 

1. What is a shrink allowance? Why do some purveyors want it? 

 

2. What is EP weight? How is it calculated? 

 

3. What things typically cause product loss? 

 

4. What is the most accurate method of determining the edible yield percentage? Why? What are 

some alternate methods? 

 

5. What are some ways to forecast sales? 

 

6. What is an appropriate formula to use in order to calculate an order size? 

 

7. What do we mean by catch weight? 

 

Chapter 5: Purchase Prices – How Do I Get the Best Deal? 

Learning Objectives 

 

At the completion of this section, the student will be able to: 

 

 Describe the concept of value and its dimensions. 

 

 Understand the relationships among AP price, EP cost, and value. 

 

 Cost out standardized recipes. 

 

 Compare the AP prices and EP costs from multiple vendors. 

 

 Ability to suggest a variety of methods to increase overall value. 

 

 Ability to create a variety of ways to reduce AP prices. 
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Chapter 5: Purchase Prices – How Do I Get the Best Deal? 

 

Multiple Choice Questions 

 

1. The perceived quality of a product plus the perceived supplier services divided by the perceived 

edible portion cost equals the product’s 

A. as served cost 

B. perceived value 

C. as used cost 

D. value quotient 

 

2. A discount granted by a vendor if you agree to purchase a large amount of one specific type of 

product is referred to as a 

A. volume discount 

B. cash discount 

C. promotional discount 

D. quantity discount 

 

3. Another term for bartering is 

A. exchange rating 

B. trade outs 

C. buying clubs 

D. product substitution 

 

4. Given the following data, calculate the approximate EP cost per serving. 

 
 

Item:   Tomato catsup 

Edible yield:  95 % 

Serving size:  1 ounce (EP) 

AP price per pound: $0.35 
 

 

A. $0.02 

B. $0.04 

C. $0.15 

D. $0.37 

 

5. If a roast turkey has an AP price of $1.10 per pound, and an edible yield percentage of 55 %, the 

EP cost per pound is approximately 

A. $1.00 

B. $2.00 

C. $3.00 

D. $4.00 

 

6. One way to reduce the costs of goods sold and/or other costs of doing business is 

A. reduce product quality 

B. reduce portion size 

C. minimize the use of convenience foods 

D. all of the above 

7. A buying club is a 
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A. form of co-op purchasing 

B. type of franchise relationship 

C. method of bill-paying that can be used only by nonprofit foodservice operations 

D. all of the above 

 

8. If the AP price per pound is $2.75, and the EP cost per 4-ounce serving is $0.92, the edible yield 

percentage is approximately 

A. 50 % 

B. 75 % 

C. 100 % 

D. the answer cannot be computed with only the data provided 

 

9. A chef is faced with the following situation: 

Portion cut butt steaks can be purchased for $5.28 per pound (AP); its edible yield is 100 %.  On 

the other hand, whole sirloin butts can be purchased for $4.16 per pound (AP); however, the 

edible yield is only 72 %. 

What is your advice to the chef? 

A. the portion cut steaks cost less to serve 

B. the cost per serving is less if you cut the steaks yourself 

C. there is no difference in EP cost, so the decision should be made on other factors 

D. you cannot determine the difference in EP cost without additional information 

 

10. Given the following data, calculate the approximate servable portion cost for one serving. 

 

 

Item:  Bourbon 

Servable yield: 90 % 

Serving size: 65 ml 

AP price: $14.95 per 1 ¾ liter (1,750 ml) bottle  

 

 

A. $0.55 

B. $0.62 

C. $0.77 

the answer cannot be calculated with only the data provided 

 

Chapter 5: Purchase Prices – How Do I Get the Best Deal? 

 

True/False Questions 

 

1. The lowest AP price always results in the lowest EP cost.     _____ 

 

2. F & B buyers should focus on quality that is appropriate for the menu, operation,   _____ 

and customer – not the highest quality available. 

 

3. If you are costing out a recipe for a Seared Duck Breast entrée, and you have five  _____ 

potential vendors for duck breast, you should cost out one version of the recipe based                 

on the average AP price from all five vendors. 
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4. F & B buyers must try to get the best deals on products first, before determining the  _____ 

intended use of each product they buy.  

 

5. If an F & B buyer knows exactly, positively, beyond a shadow of a doubt, what the  _____ 

operation needs, this is all that is needed to increase overall value. 

 

6. The formula used to calculate a product’s EP cost per unit is:     _____                     

  AP price per unit ÷ the unit’s edible yield percentage 

 

Chapter 5: Purchase Prices – How Do I Get the Best Deal? 

 

 

Discussion Questions, from the text 

 

1. Describe the concept of value as it relates to purchasing. 

 

2. Name a situation where the lowest AP price doesn’t result in the lowest EP cost. 

 

3. What should F & B buyers who want to maintain or improve quality focus on, and why? Give an 

example of how a sole focus on high quality can affect customer satisfaction.  

 

4. What is the first step in going after the best possible deal? 

 

5. When costing out recipes, how many versions should you have? 

 

6. What are AP and EP? Which do you think is more important to monitor? 

 

7. What are some ways that F & B buyers try to reduce the AP prices of products they purchase? 

 

8. Name five types of discounts that buyers can receive from vendors; describe them briefly. 

 

9. Briefly describe panic buying. 

 

10. List one advantage and one disadvantage of convenience foods. 

 

11. What is the difference between a volume discount and a quantity discount? 

 

Chapter 6: Ordering Process – How Do I Actually Buy This Stuff? 

Learning Objectives 

At the completion of this section, the student will be able to: 

 Categorize products for purchasing functions. 

 Determine the optimal order size for products. 
 Choose an ordering approach aligned with the organization’s needs. 
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 Negotiate an ordering system with chosen purveyors. 
 Prepare purchase records. 

Chapter 6: Ordering Process – How Do I Actually Buy This Stuff? 

 

 

Chapter 6: Multiple Choice Questions 

 

1. One of the categories that products should be sorted into before determining ordering procedures 

is 

A. Dry storage item 

B. Bakeshop and pastry items 

C. Perishable items 

D. Trade-out items 

 

2. For perishable products, the best approach to ordering is a _____ system. 

A. use-based 

B. par stock 

C. COMS stock 

D. corporate controlled 

 

3. For products that are not perishable or center-plate, the best approach to ordering is a _____ 

system. 

A. use-based 

B. par-stock 

C. COMS stock 

D. corporate controlled 

 

4. For items like sugar packets, paper products and well-brand liquors, a good rule of thumb par 

stock is 

A. one to two months 

B. three months 

C. six months 

D. twelve months 

 

5. For items like canned goods and most frozen products, a good rule of thumb par stock is 

A. three months 

B. six months 

C. eight to twelve months 

D. none of the above 

 

6. If a chef typically buys products direct from the manufacturer, which method would he or she 

most likely use? 

A. will-call buying 

B. farmers’ markets 

C. Internet 

D. in person 

 

7. A buyer who wants to purchase large quantities of products over a reasonably long period of time 

will most likely 

A. use a daily bid 
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B. work together with a supplier to meet the buyer’s needs 

C. employ a fixed bid 

D. participate in one-stop shopping 

 

8. A daily bid is most often used for purchasing 

A. fresh produce 

B. canned goods 

C. paper products 

D. kitchen equipment 

 

9. A buyer who prefers to purchase a large amount of product and then take delivery of the entire 

shipment at one time is practicing 

A. stockless purchasing 

B. reciprocal buying 

C. forward buying 

D. cash-and-carry 

 

10. Forms completed by department heads that list items and services they need are called 

A. blanket orders 

B. change orders 

C. product requisitions 

D. purchase requisitions 

 

11. Which of the following typically appears on a purchase order? 

A. size of the supplier’s firm 

B. packaging instructions 

C. time of day 

D. all of the above 

 

Chapter 6: Ordering Process – How Do I Actually Buy This Stuff? 

True/False Questions 

1. Products should be sorted into categories after determining ordering procedures  
 _____ for the operation. 

2. From the three categories that products are sorted into for purchasing, center of  
 _____ the plate items should be ordered infrequently. 

3. The best approach to ordering perishable and center-plate products is use-based  
 _____ ordering. 

4. After checking the number of product units in stock and drawing up the purchase  
 _____ order, chefs must then check the product units on hand to ensure to see if their                      
quality has deteriorated. 

5. Items like sugar packets should be ordered on a week to week basis because of   _____ 
the tendency for employees to waste them when too many are kept in stock. 
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Chapter 6: Ordering Process – How Do I Actually Buy This Stuff? 

Discussion Questions, from the text 

1. What should an F & B buyer do before determining the ordering procedures that will work best 
for an operation? 

2. What is the best way to order products which are not perishable or center-plate? Describe the 
steps in this ordering process. 

3. How can a chef determine the par stock time period for nonperishable, noncenter-plate items? 
4. What are some ways to contact a purveyor after the order is sketched out? 
5. With the recent rise of eBay and similar websites, auctions have become big business in the 

global economy. How do auctions work for F & B buyers? What products are they most suited 
to? Explain how it works. 

 

Chapter 7: Inventory Control – How Do I Keep Track of All This Stuff? 

 

 

Chapter 7: Learning Objectives 

 

At the completion of this section, the student will be able to: 

 

 Set up an inventory control system. 

 

 Know how product specifications and standardized recipes contribute to inventory control 

systems. 

 

 Determine how much inventory an operation should keep on hand. 

 

 Explain the ethical and legal consequences of kickbacks and detect their presence. 

 

 Manage steward sales. 

 

 Navigate the vendor approval process. 

 

 Navigate the vendor approval process. 

 

 Describe the receiving and storage process. 

 

 Perform food cost analyses. 

 

 Understand the difference between the standard cost of food sold and the actual cost of food sold. 

 

 Conduct a physical inventory. 

 

 Use inventory control procedures to keep theft, waste, and pilferage at acceptable levels. 
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Chapter 7: Inventory Control – How Do I Keep Track of All This Stuff? 

 

Multiple Choice Questions 

 

1. Which one of the following is the best reason why receivers, who find part of a delivery 

unacceptable, will generally avoid returning the entire shipment? 

A. it would reduce storage costs 

B. it could reduce stockouts 

C. it would involve the time-consuming task of filling out a request for credit memo 

D. it could lead to both menu item shortages and unhappy customers 

 

2. One of the basic goals of storage management is to prevent the loss of merchandise due to 

inventory shrinkage.  What is another term for inventory shrinkage? 

A. pilferage 

B. theft 

C. spoilage 

D. turnover 

 

3. Hospitality operators have difficulty maintaining storage facilities with adequate 

A. temperature 

B. humidity 

C. space 

D. equipment 

 

4. A storeroom manager who has counted and valued all items in storage has conducted a(n) 

A. audit 

B. inventory classification 

C. perpetual inventory 

D. physical inventory 

 

5. Which one of the following can help small operators manage and control their storerooms? 

A. use one-stop shopping 

B. send expensive items to the in-process inventory 

C. issue par stocks of inexpensive items to users 

D. the line cooks retrieve additional items if they are needed during the shift 

 

6. The few most expensive food and beverage items typically account for about ____ % of the 

money a restaurant spends on purchases. 

A. 20 % 

B. 30 % 

C. 50 % 

D. 80 % 

 

7. The most essential aspect of inventory control is keeping track of 

A.  items on the upcoming purchase order 

B. items that have been removed from stock and sold to customers 

C. items that are currently in stock 

D. new items to be added to the purchase order in the future 
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8. A list of all vendors (and others) eligible to receive a payment from a restaurant is called a(n) 

A.  approved-payee list 

B.  automatic vendor list 

C.  positive procurement list 

D.  financial spec list  

 

9. To reduce the possibility of double-paying an invoice 

A. make some physical mark on it to indicate that payment has been made 

B. file it quickly 

C. call the supplier to minimize collusion 

D. ask the receiver to look over the invoice one more time 

 

10. In operations that are unable to segregate operating activities, the most common potential 

problem are buyers who 

A. pay for the products they order 

B. issue the products they order 

C. store the products they order 

D. receive the products they order 

 

11. What is a major potential conflict that can occur between buyers and hourly employees? 

A. number of returned products, late deliveries, and back orders may exceed acceptable 

levels 

B. hourly employees may not be loyal to the company 

C. hourly employees may not have the necessary authority to perform their jobs accurately 

D. buyers may try to exert authority over employees supervised by someone else 

 

Chapter 7: Inventory Control – How Do I Keep Track of All This Stuff? 

 

 

True/False Questions 

 

1. The purchasing cycle is complete when an operation safely stores and secures products to be used 

in production and service. 

 

2. Most restaurants can limit access to everything they store. 

 

3. Once the shipment is accepted, the receiver signs all copies of the invoice and returns them to the 

supplier. 

 

4. Specifications are used primarily to control product quality. 

 

5. Received shipments must always go directly into storage, no exceptions, to maximize inventory 

control. 

 

6. The receiving process changes when shipments are dropped off by the USPS, FedEx, DHL, or 

UPS.  

 

7. Standard recipes serve similar quality and cost control purposes as specifications.  
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8. Purveyors should be investigated after being added to the approved supplier list to ensure that no 

deception will occur in the future.  

 

9. Another name for an approved-supplier list is an approved-payee list. 

 

10. All kickbacks can usually be detected without inspecting shipments or inventory.  

 

11. A purchase requisition is not usually found in a typical restaurant. 

 

12. Purchase requisition and purchase order refer to the same thing. 

 

13. The purchase requisition is a good way to track things that are outside your normal inventory 

control system.   

 

14. Beverage alcohol vendors are the most likely ones to continually be added or removed from your 

approved-supplier list. 

 

15. Most chefs don’t get involved in the bill paying process. 

 

Chapter 7: Inventory Control – How Do I Keep Track of All This Stuff? 

 

 

Discussion Questions, from the text 

 

1. Explain the rules of thumb that chefs follow to know how much inventory to keep on hand.  

 

2. Name four storage problems that insufficient space and inadequate equipment can cause.  

 

3. Are there any advantages to tight storage? 

 

4. Name five methods that can be used to reduce spoilage and stealing. 

 

5. Describe a typical physical inventory procedure. 

 

6. How is the actual cost of food sold calculated? 

 

7. How is the actual cost of food sold percentage calculated? 

 

8. You are the chef/owner of an upscale catering company in South Beach. Last month, you 

increased the prices on your menus with no loss in business, but wonder how the increased 

revenue changed your actual cost of food sold percentage. Assume the following: 

 Your opening food inventory is $15,000. 

 You had food purchases during the month of $38,000. 

 Your ending food inventory is $17,500. 

 The cost of employee meals and other credit is $2,200. 

 The monthly food sales revenue is $180,000. 

 

 Calculate the actual cost of food sold and the actual cost of food sold percentage.  

 

9. What are steward sales? Explain some of their pros and cons.  
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10. Describe the first four things to check in the receiving process. 

 

11. What are some possible downfalls of entering orders on vendors’ websites? 

 

12. What is a kickback?  

 

13. When a computerized inventory file is kept for purchasing, what three things are typically 

updated after a shipment? 

 

14. What is a stock requisition? What advantages does it offer to the restaurant operation? 

 

15. What are some of the problems associated with adding vendors without investigating them first? 

 

16. In your work experience, what purchasing security problems have you encountered or heard 

about? 

 

17. Given the following data for one week of restaurant operation, calculate the (a) usage variance, 

(b) cost variance, and (c) sales revenue variance (all pounds are AP pounds).  

 

Ingredient: Fresh tuna, used to make mini fish tacos menu 

item 

Expected yield: It is expected that 1 lb. (AP) of fresh tuna will 

be used to make 4 servings 

Opening inventory: 15 lb. of fresh tuna (AP) 

Purchases: 24 lb. of fresh tuna (AP) 

Closing inventory: 14 lb. of fresh tuna (AP) 

Menu price: $7.95 for one order of mini fish tacos 

 


