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Whether you’re embarking on launching your first restaurant, 
you’re opening your second (or third) location, or you’re ready to 
turn your restaurant business into a full-fledged franchise, you 
need a little help to guide you to make the smartest decisions 

possible for your business.

Ready to maximize your restaurant’s potential?

HOW TO START & GROW YOUR RESTAURANT BUSINESS
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Starting a business is no easy undertaking. Due to unforeseen expenses, miscal-
culated budgets, or simple lack of sales, 30% of restaurants fail or change own-
ership in the first year. After three years, that number bumps up to 60%.

That’s not meant to scare you away from starting a restaurant business, but 
rather to illustrate that it’s a difficult endeavor, and one you need as many re-
sources as possible to succeed with.

On the other hand, there are over 1 million restaurants in the U.S., which employ 
14.7 million people. Obviously, success is possible in this industry!

Whether you’re just embarking on your journey to launch your first restaurant 
or you’re ready to grow your business, this guide is designed to help you. Here’s 
what you’ll learn:

Let’s get started on this journey to restaurant success!

Starting a Business Ready to Expand Time to Franchise
Where to find funding
Do you need a brick-and-
mortar restaurant?
How to hire the right people
How involved should you be?
What software do you need?

Understand growing pains
How to save money across
locations
Develop your growth strategy

Where to begin
How to help your franchisees
succeed
Implement software that
grows with you

https://www.marketman.com/
https://www.webstaurantstore.com/article/58/the-myth-of-restaurant-failure.html
https://www.webstaurantstore.com/article/58/the-myth-of-restaurant-failure.html
https://www.restaurant.org/News-Research/Research/Facts-at-a-Glance
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STARTING YOUR FIRST RESTAURANT

Starting a business of any kind can be daunting. There’s a business plan to 
write, a budget to create, and a branding strategy to define. Starting a restaurant 
business is even more involved: you also need to get special food and beverage 
business licenses and permits, find staff that will work hard, and manage what 
can easily become out-of-control food costs.

In this section, you’ll find tips for some of the biggest concerns you’ll have when 
first launching your restaurant business.

NOW 
OPEN

https://www.marketman.com/
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Where to Find Funding
Without money, you can’t start a restaurant. But that doesn’t mean you need 
to have tens of thousands of dollars in a savings account to get started. Most 
restaurateurs don’t. The key is understanding your finance options and choosing 
the one that’s best for your needs.

Option 1: Small Business Loan

The Small Business Association partners 
with major banks and financial institutions to 
provide entrepreneurs with access to capital. 
Assuming you qualify (typically banks look 
at your personal finances, credit score, and 
assets if you are starting your first business), 
you can either take out a small business loan 
or get access to a line of credit.

Know the terms of the financing before you 
sign on the bottom line: what will the monthly 
loan repayment be? Do payments start imme-
diately? Build the cost of the loan repayment 
into your restaurant business budget so that 
you can pay your expenses for running the 
restaurant as well as the loan.

Option 2: Investors

Taking funding from investors has a few benefits beyond the money itself. Work-
ing with an investor who has deep experience in the restaurant industry can be 
beneficial because you’ll have someone to bounce ideas off of and get advice 
from.

Realize that investors take, in exchange for the money they give you for your busi-
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ness, equity in the company. That means you now essentially have one or more 
business partners who may want to weigh in on big decisions. Some investors 
want to be heavily involved in the restaurant while others are willing to be silent 
partners. Find out which your investor is before you come to an agreement.

Option 3: Crowdfunding

A newer strategy for finding funds for a 
restaurant is through crowdfunding. Through 
sites like GoFundMe and Kickstarter, restau-
rants are giving anyone the ability to contrib-
ute to their cause. In exchange for a donation 
(as little as $5), donors are given certain 
perks like a free meal or commemorative 
t-shirt. 

The money you raise through crowdfunding 
doesn’t have to be repaid, which is great. 
However, some crowdfunding sites won’t give 
you any of the money you raise if you don’t hit 
your target goal, so keep that in mind.

Option 4: Savings

If your plan for opening a restaurant is still years away, you have time to sock 
money away to bootstrap your budget. Don’t, however, dip into your retirement 
accounts! You may think you’ll be able to pay the money back, but what happens 
if you can’t?

A better strategy is to aggressively save money in an interest-bearing savings 
account. Find places you can cut back on expenses (like cable or your daily 
lattes) to save even faster.

https://www.marketman.com/
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Food Truck...Pop-Up Events...or Brick-and-Mortar?
You might assume that your only option for a restaurant business is a physical 
location. There are benefits and drawbacks to having a brick-and-mortar busi-
ness. While you can provide consistency in terms of patrons knowing where to 
find you, the overhead for a physical restaurant can be high.

There are a few other options that can lower your risk and investment. The first 
is the pop-up event: by hosting a meal or even a few days of service at an exist-
ing business or in an otherwise empty space, you can make a little money, test 
out your menu, and get a sense of what it would be like to do this full-time.

Another option is to run a food truck business. With lower overhead and oper-
ating expenses, you’ll keep costs down and be able to save for the day you can 
afford a physical space. You can also try out new menu items and get to know 
what your customers want.

So be open to the possibilities. You might start out small and save for a few 
years before opening your dream restaurant!

Hiring the Right Staff
Having great employees is essential for running a successful business. And pay-
roll will be one of your bigger expenses.

“The average restaurant startup cost is 
$275,000. (source)

https://www.marketman.com/
https://www.sage.com/en-us/accounting-software/startup-costs/restaurant/
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The key is understanding what makes for great kitchen and wait staff and 
hiring smartly.

Step 1: Know What You’re Looking For

Before you put out a help-wanted ad, understand exactly what 
you need. 

• What job are you hiring for?
• What are the responsibilities of the role?
• Is special experience or training required?
• What type of personality should this role have?

Step 2: Ask for Referrals

Getting a referral from another business owner or someone you 
trust can increase the likelihood that a new hire will stick around 
longer. Ask people in your business networking group. Ask other 
restaurant owners. Even check with friends and family.

Step 3: Ask the Right Interview Questions

Wait staff might seem a dime a dozen, but the truth is: these are 
the people who will be the front line in your business. They’re who 

“The average employee turnover rate for 
restaurants is 70%. (source)

https://www.marketman.com/
https://guide.michelin.com/us/chicago/features/restaurant-employee-turnover/news
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your patrons interact with the most, so you need to ensure that the people you hire 
are enthusiastic, professional, and committed.

Make a list of questions to help you gauge an applicant’s experience with your 
type of restaurant. A quick serve restaurant may not need the personal, profes-
sional touch that a high-end steakhouse will, so factor in your restaurant concept 
and clientele.

Step 4: Get Them Trained Properly

Your job isn’t done once you file the hiring paperwork. You also 
have to enable them to do their jobs well by providing proper 
training and assistance. Partner new hires with another em-
ployee to show them the ropes. Be available to answer ques-
tions. Make them feel like a welcome member of your team.

Step 5: Make Them Feel Appreciated

You’re busy running your restaurant, but you still need to take a 
moment to show your gratitude toward every one of your em-
ployees. A kudos here and there can go a long way to making 
employees feel invested in the success of your restaurant.

Should You Run the Business or Hire a Manager?
Launching a restaurant business is one thing; managing it is something com-
pletely other. Realize that as the restaurant owner, you don’t necessarily need 
to run the day-to-day operations, though it is important that you keep tabs on 
what’s happening.

If you have both restaurant and management experience, you may want to act 
as the manager. But if this is an investment you want to stay out of, then hire a 

https://www.marketman.com/
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manager. Yes, it will eat up a big part of your payroll budget, but a great manager 
can keep things running smoothly and increase revenues.

What Software Do You Need?

We’ll close out this section with a brief overview of the types of software you 
need with your new restaurant business.

To help you with your finances, invest in accounting software. With it, you can 
keep track of expenses and categorize them for tax purposes. You can pay your 
vendors’ invoices and see where you’re spending money.

Additionally, you’ll need payroll software to keep track of your employees’ hours 
and get them paid. This will also help you manage employee benefits like vaca-
tion and sick time and health insurance.

To collect money, you need point-of-sale software. Today’s systems can not 

https://www.marketman.com/
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only let your staff input orders for the kitchen to fulfill but also track inventory 
and manage loyalty rewards programs.

Your kitchen will rely on solid inventory management software. Rather than 
manually keeping track of what’s in the deep freezer, you can use intuitive soft-
ware designed to take the headache out of inventory.

There are restaurant management platforms (like MarketMan) that incorporate 
multiple functions in one place.

There’s much more you’ll need to do to open your first restaurant, but this is a 
brief overview to help you not miss the big stuff!

https://www.marketman.com/
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EXPANDING YOUR RESTAURANT’S REACH
So maybe you’ve succeeded with your first restaurant and are now ready to open 
more locations. While much of your work will be repeating your secret success 
formula, there are a few things you’ll need to know to make sure the subsequent 
restaurants you open thrive as much as the original.

Building Your Growth Strategy
Before you start shopping for real estate for a second location, spend some time 
reflecting on what your growth strategy is. How many locations would you like to 
open over the next 10 years? How frequently do you have time, energy, and mon-
ey to open an additional location?

Also, consider the current marketplace. Who are your competitors in the areas 
you’re considering expansion in? How is the economy impacting the restaurant 
industry?  How much does it cost for you to open another location? How long 
will it take for a new location to hit profitability?

https://www.marketman.com/
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It’s important to carefully consider all of these questions before embarking on 
what will be a long process to open another location.

What Changes as You Expand?
Even if you copied and pasted your first restaurant when opening a second, re-
sults would still vary. Something as small as the location can impact sales, since 
people in different parts of town (or in another state) may have different tastes. 
You may need to adhere to different city laws or get different permits for new 
locations.

The key to success in opening additional locations is flexibility. If you don’t ex-
pect everything to remain the same, you’ll do better at adapting to those chang-
es as they come.

Finding Cost Savings
One perk of adding locations is that you can realize cost savings for things that 
you buy for all locations. Talk to your vendors about your increased needs for in-
ventory and negotiate a lower rate per unit. They should be glad to get additional 
business from a great customer like you and should lower the price accordingly. 
Don’t be shy about shopping around for the best price!

If you find that you have ingredients for a dish that isn’t selling well at one restau-
rant, consider taking them to your other location so that you don’t end up with 
food waste.

You can also cut down on marketing costs by marketing the brand as a whole 
and then directing people to their closest location.

Growing your restaurant by adding more locations is a great sign of success! 
Just go slowly with your efforts, and learn from any mistakes you make along 
the way before you open subsequent locations.

https://www.marketman.com/
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10 WAYS TO SAVE MONEY IN YOUR RESTAURANT

10 Ways to Save Money in 
Your Restaurant

Use energy-efficient lighting throughout to save $22 
per bulb per year

Reduce food waste by using as much of each in-
gredient as possible

Don’t use disposable cutlery and plates

Pay attention to how busy your restaurant is on cer-
tain days. Pull back on staffing during slow shifts

Use digital marketing instead of direct mail or paper 
coupons

Calculate recipe cost to ensure you’re making 
enough profit

Negotiate lower rates with vendors for bulk orders

Pay invoices before incurring late fees

DIY decor

Look for used equipment and furniture at auctions 
and on Craiglist

https://www.marketman.com/
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FRANCHISING YOUR RESTAURANT
So you’ve expanded your restaurant and have a few locations. Your brand is so 
successful now...but you don’t have the capacity to take on opening even more 
locations. The solution?

Franchising.

“36% of all franchises are restaurant franchises. 
(source)

https://www.marketman.com/
https://www.franchisedirect.com/information/food-franchise-report-2018


www.marketman.com

Franchising your restaurant allows you to expand the brand without having to do 
all the legwork yourself. People — franchisees — buy an out-of-the-box business 
model from you that allows them to operate one of your restaurants following 
your processes and business plan. You make money and grow your business!

Where to Begin with Franchising
Before you start looking for franchisees, you need to assess whether your busi-
ness is a good fit for franchising. It should be:

https://www.marketman.com/
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Spend time understanding the franchising model, because it will take a lot of 
work to set it up for your restaurant. See what similar restaurants charge for 
their franchising fee, and what kinds of monthly royalties they take from franchi-
sees. If you charge far out of this range, you may have difficulty getting people to 
buy into your concept.

It may be helpful to work with a company that helps restaurants establish fran-
chises, as they can help you create processes and draft your franchise disclo-
sure document (a requirement for all franchises).

How to Help Your Franchisees Succeed
As a franchisor, you’re only as successful as your franchisees. If they are frus-
trated and don’t feel supported by the brand, they may close down, which will 
impact not only your cash flow but also your brand reputation.

Ensure that, from Day 1, you provide a support structure to help your franchisees 
thrive. Create a detailed training program that helps them understand what they 
need to know. Partner them with another franchisee to serve as a mentor and 
answer questions. Assign an account rep to each franchisee to be there when 
they need help.

And check in! You’re taking royalty payments from the franchisee each month; 
ensure that you’re giving back by just seeing how things are going a few times a 
year. You can be supportive by promoting a local franchise in your national mar-

Also, consider the following:

• How fast do you want to expand the brand?
• What territories do you want your franchise in?
• What do you look for in a franchisee?
• How will you support franchisees?
• What kind of staff will you need to help you grow the franchise?

https://www.marketman.com/
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keting, highlighting a location that’s doing well, or simply sending a thoughtful 
holiday card.

Software That Grows as You Do
One sometimes-overlooked component of a franchise restaurant business is 
its software. To ensure not only the smooth launch of each franchise but also 
consistency across all locations, choose software that provides a uniform expe-
rience for all users.

As the franchisor, you can select software that you control as part of the fran-
chising package. For example: use inventory management software that you can 
input your approved vendors into so that a new franchisee finds it easy to order 
the right supplies from the right vendors at rates you’ve negotiated for them.

Franchisees with more than one location should be able to manage budgets for 
each restaurant individually while still being able to see total ROI across all loca-
tions.

The key is using software that expands with you and makes franchising easier.

Franchising your restaurant concept is a great sign of success! Look to existing 
franchises as inspiration, and focus on those franchisee relationships!

https://www.marketman.com/
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MAKE YOUR LIFE EASIER WITH 
MARKETMAN

Whether you’re brand new to running a restaurant or are spreading your wings 
through additional locations or even franchising your business, we want to take 
the headache away from you in running your restaurant.

MarketMan is a cloud-based inventory management and purchasing app fo-
cused on streamlining procurement, delivery, and accounting. Rather than strug-
gling with a different platform for each of these functions, you get one place to 
manage all and connect the dots among these areas of your business.

Our clients save, on average, 5% on their food costs, thanks to our sophisticated 
food cost tracking software. They’re reducing food waste and increasing profit 
margins.

https://www.marketman.com/
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MarketMan makes it easy to determine the cost of a new recipe so that you can 
figure out what to charge for it. You can track ingredient prices, set alerts for 
when menu items become unprofitable, and recalculate recipes to accommo-
date for higher-priced ingredients.

With all these tools in one easy platform, you can manage your restaurant vir-
tually stress-free. Let MarketMan help you save time, boost profitability, and 
streamline your back-of-house operations.

To see how it can make your restaurant more successful

Schedule a free demo of MarketMan today 

https://www.marketman.com/
https://www.marketman.com/#request-demo



