
CUL 129 
Storeroom and Purchasing 
Pre-Req: Take ENG-032, MAT-032 and RDG-032 with a minimum grade of “C”. 

Class 3, Lab 0, Credit 3 | Semester Year 

 

This addendum is for reference only. Your instructor will provide a completed copy to include instructor 
information, drop date and course schedule dates. 

Instructor Information 

Name: … 

Phone: … 

Email: … 

Office: … 

Hours: … 

Course Description 

This course combines purchasing theory with practical experience in the storeroom. Students develop 
skills in purchasing, developing requisitions, food transfers, inventory and organization of the 
storeroom. 

Course Outcomes 

1. Describe the basic steps in the purchasing process. 
2. List important factors that affect the quantity of products purchased. 
3. List the characteristics of the best vendors. 
4. Describe the procedures for evaluating vendors. 
5. Describe several types of pricing discounts and explain rebates. 

Textbook(s): 

 Manage First: Purchasing with Online Testing Voucher, 2nd Edition. National Restaurant 
Association. ISBN-13: 978-0-13-272489-0 

Additional Materials Required 

Items can be purchased at the campus bookstore The Book Inn 

 SCC Logo Black Long Sleeve T-Shirt  

 Black and White Check Chef Pants 

 Black non-skid shoes 

 Three Ring Binder 

 Calculator 

 Sharpie and Pen 

NOTE: Students who do not adhere to the SCC Culinary Uniform Policy as stated in the Culinary 
Orientation Packet will NOT be permitted to class. A grade of ZERO will be entered in the grade book 
for the Day’s lab grade.  



Method of Instruction 

This course will consist of lecture and homework. The amount will depend on the subject matter for that 
class.  This class will also consist of a Field Project which will be discussed on the first day of class and 
throughout the semester.  It will be due on Week 12.   Students will present their individual findings to 
the class. 

Class Communication 

Edmodo will be used for all class communication. Use the following code to login at 
https://www.edmodo.com/ 

 Code: 

Quizzes and Tests 

There will be a quiz at the beginning of each class on the previous material.  The lowest quiz 
grade will be dropped.  Unit test will be administered on weeks 4, 7, and 9.  No test or quizzes 
will be accepted after the due date. If you need to take a test prior to the testing date, consult 
with your instructor first to schedule a proctored test in the Exams Testing Center located in the 
P Dan Hull Building Rm E3. 

Final Certification Exam: Week 15 

This course includes a certification exam. It will take place in a computer lab and will 
require the online exam voucher found in the front of the, Manage First: Purchasing, 
Textbook, ISBN-13: 978-0-13-272489-0. 

Homework Assignments 

Homework assignments will be assigned with each chapter.  

No assignments will be accepted after the due date.  All work can be turned in through Edmodo 
or placed under instructor’s office door on or before due date 

Tutoring 

Tutoring Lab is open to all SCC students.  It is located in the P Dan Hull Building Rm 02 

Attendance and Participation:  

Absences from class cannot be made up.  Students are encouraged to maintain 100% attendance.  
If you must be absent from class, it is your responsibility to inform your instructor PRIOR to being 
absent.  In the event of same-day illness or other emergency, please notify your instructor as 
soon as possible. 

For more information on attendance and participation, visit the Standard SCC Course Policies at 
http://www.sccsc.edu/SyllabiPolicies. 

Drop/Withdrawal: 

Students have until ____________ to drop the course. If you withdraw from a course before or 

on the Withdrawal Deadline or Drop Date, you will receive a “W.” It is the student’s 

responsibility to withdraw from the course.  A student who stops attending class and fails to 

initiate a withdrawal will remain on the class roster. A student who does not complete an 

assignment, test, or final exam in the course will receive a zero for each missing grade and the 

https://www.edmodo.com/
http://www.sccsc.edu/SyllabiPolicies
http://www.sccsc.edu/SyllabiPolicies


final course grade will be calculated accordingly. For more information on adding or dropping a 

course, visit the Standard SCC Course Policies at http://www.sccsc.edu/SyllabiPolicies. 

Grading System: 

A 90 - 100 

B 80 - 89 

C 70 - 79 

D 60 - 69 

F 00 - 59 

Grade Calculation Method: 
Students must obtain a final grade of “C” or better to obtain credit for the class. 

Quiz 20% (Failure to take Quiz on assigned date will result in a 0) 

Unit Tests (3) 20% (Failure to take test on or prior to assigned date will result in a 0) 

Assignments 20% (Failure to complete assignment on or before due date will result in a 0) 

Field Project 25% (Failure to complete assignment on or before due date will result in a 0) 

Final Exam 15% (Failure to take this test on assigned date will result in a 0) 

TOTAL: 100% 

Standard SCC Course Policies: 
Please review the Standard SCC Course Polices on the following topics: 

 Academic Integrity 

 Academic Misconduct 

 Add/Drop period 

 Appeals Process 

 Class Attendance 

 Classroom Behavior (traditional and online) 

 Classroom Conduct/Expectations 

 Lab Procedures (general SCC policy regarding this) 

 Services For Students with Disabilities 

 Online Confidentiality 

 Withdrawal Policy 

Course Schedule 

See the following pages for a detailed list of what outcomes, topics, assignments, lab activities and 
recipes will be covered for each week. Please pay attention to any given dates.  There will be a practical 
exam on week 14.  It will count as a Unit test.   As a reminder, no make-up homework, quizzes/tests, or 
labs will be allowed. 

The course schedule is tentative and is subject to change. When and if changes are made, you will be 
notified. 

  

http://www.sccsc.edu/SyllabiPolicies
http://www.sccsc.edu/SyllabiPolicies
http://www.sccsc.edu/SyllabiPolicies/


WEEK ONE: INTRODUCTION TO PURCHASING 

Student Learning Objectives 

 Describe purchasing objectives and the impacts of effective purchasing. 

 Explain how the purchasing function is organized in small- and large-volume operations. 

 Describe the basic steps in the purchasing process.  

 Identify internal and external factors that impact the purchasing process. 

 List common restaurant and foodservice purchases.  

 Discuss the evolution of purchasing systems 

American Culinary Federation Knowledge and Skill Competencies 

 Describe proper procedures of issuing product according to requisition 

Classroom Lectures/Activities: 

 Welcome: Syllabus/Addendum 

 PowerPoint: Introduction to Purchasing 

 Team Activity 
o Break the class into teams of 4 to 5 students. Assign one of the following questions to 

each team. Give the teams 5 to 10 minutes to complete their work. Then ask students to 
present their findings to the class: 

 Why is the identification of product needs so critical to the purchasing function?  
 Why is the determination of quality so critical to the purchasing function?  
 Why is the selection of appropriate vendors so critical to the purchasing 

function?  
 Why is the receiving and storage process so critical to the purchasing function? 
 Why is the prompt and proper payment of vendor invoices so critical to the 

purchasing function? 
o Make sure each question is addressed by at least one team. 

 Case Study: Introduction to Purchasing 

Homework 

 Key Terms 

 RYL 

 FIELD PROJECT – Part One. This real world project gives you the valuable opportunity to apply 
many of the concepts you will learn in a competency guide.  You will interact with industry 
practitioners, enhance your knowledge, and research, apply, analyze, evaluate, and report on 
your findings.  It will provide you with an in – depth “reality check” of the policies and practices 
of this management function. 

 

  



WEEK TWO: QUALITY REQUIREMENTS 

Quiz: Introduction to Purchasing 

Homework Review 

Student Learning Objectives 

 Explain the importance of consistently purchasing products of the proper quality, and describe 
how the establishment of quality standards is an important first step in defining quality needs. 

 Explain the role of properly constructed product specifications in communicating product quality 
needs to vendors, and tell how product specifications are developed and implemented. 

 State the importance of make-or buy analysis, and describe how the process should be done. 

American Culinary Federation Knowledge and Skill Competencies 

 Explain regulations for inspecting and grading of meats, poultry, seafood, eggs, dairy 
products, fruits and vegetables. 

Classroom Lectures/Activities: 

 PowerPoint: Quality Requirements 

 Case Study: Quality Requirements 

 In-Class Activity:  
o You are the manager and purchaser for an independently owned quick-service 

restaurant that specializes in burgers. You must update the product specifications for 
ketchup, cheese, tomatoes, and hamburger meat.  

o Use the purchase specification format shown in Exhibit 2.6 and the discussion of 
specification factors that precedes it.  

o Consider the factors that should be included in a purchase specification, including the 
grading and inspections requirements for any meats, seafood, poultry, etc.   

o Complete one copy of the specification for each of the four ingredients.  
o Consider how to explain your decisions to the owner. 

Homework 

 Key Terms 

 RYL 

 FIELD PROJECT – Part Two 

 

  



WEEK THREE: PURCHASE QUANTITY REQUIREMENTS 

Quiz: Quality Requirements 

Homework Review 

Student Learning Objectives 

 Explain why purchasers must carefully consider the quantities of products to purchase. 

 List important factors that affect the quantity of products purchased. 

 State procedures helpful in forecasting product needs. 

 Explain how product yields affect purchase quantities. 

 Describe traditional systems used to calculate purchase quantities. 

 Identify and discuss two nontraditional purchasing methods that impact the quantities of 
products to be purchased. 

American Culinary Federation Knowledge and Skill Competencies 

 Conduct yield and quality tests on items such as canned, fresh, frozen and prepared 
products. 

 Explain the procedures for rotation of stock and for costing and evaluating, including FIFO 
and LIFO 

 Define and describe par stock. 

Classroom Lectures/Activities: 

 PowerPoint: Purchase Quantity Requirements 

 Case Study: Purchase Quantity Requirements 

 In-Class Activity:  
o Your POS system has generated the following sales information for the past two weeks. 

You want to use it to develop the sales forecast for the next two weeks and determine 
the quantity of food to purchase.  

o Complete the information in the table: 

Two-Week Sales Report 
(Estimated Customers = 625) 

Menu Item No. Sold 
(Previous Two Weeks) 

% of Total Sales No. Sold 
(Next Two Weeks) 

Shrimp Plate  201   

Sirloin Steak  125   

Lamb Chops  80   

Venison Fillet  65   

Total Sales  471 100 625 

o Use the following information to answer the following four questions:  
 Purchase unit for frozen chicken legs: 25-lb case 
 Order period: 1 week (7 days) 
 Daily usage rate: 3 cases (21 cases per order period ÷ 7 days) 
 Lead time: 2 days 
 Number of cases used during lead time: 6 cases (3 cases per day × 2 days) 
 Safety level: 9 cases 

o What is the maximum number of cases of chicken legs that should ever be in inventory? 
o What is the order point for chicken legs?  
o How many cases of chicken legs should be ordered at the order point? 
o How many cases should be ordered if an order is placed when there are 26 cases in 

inventory? 



Homework 

 Key Terms 

 RYL 

 Take-Home Quiz: Purchase Quantity Requirements 

 

  



WEEK FOUR: SELECTING VENDORS 

Unit Test One: Introduction to Purchasing, Quality Requirements, Purchase Quantity Requirements 

Homework Review 

Student Learning Objectives 

 Explain the importance of selecting the right vendors. 

 List the characteristics of the best vendors. 

 Explain how to make vendor selection decisions. 

 List and describe alternative purchasing sources. 

 Explain the flow of products that are purchased for use in multiunit organizations. 

 Describe the procedures for evaluating vendors. 

Classroom Lectures/Activities: 

 PowerPoint: Selecting Vendors 

 Team Activity:  
o Break students into teams of 4 to 5. Assign at least one team to each of the following 

management challenges. Ask students to be prepared to share their solutions to these 
challenges with the class: 

 What objective criteria can be used by a food service manager to assess the 
quality of exhaust hood and vent cleaning services annually provided to an 
operation by a vent cleaning company? 

 What objective criteria can be used by a food service manager to assess the 
quality of grass mowing, fertilizing, landscaped trimming and snowplowing 
provided to an operation by a landscape company?  

 What objective criteria can be used by a food service manager to assess the 
quality of an operation's liquor liability insurance provider?  

 What objective criteria can be used by a food service manager to assess the 
quality of an operation’s health insurance provider?  

 What objective criteria can be used by a manager to assess the quality of the 
company providing web hosting services for operation’s website? 

 Case Study: Selecting Vendors 

 Review: Selecting Vendors 

Homework 

 Key Terms 

 RYL 

 FIELD PROJECT – Part Three 

 

  



WEEK FIVE: ORDERING PRODUCTS: PRICING DECISIONS 

Quiz: Selecting Vendors 

Homework Review 

Student Learning Objectives 

 Explain the factors that affect product pricing. 

 Summarize the importance of and the steps useful in effective negotiation. 

 Describe several types of pricing discounts and explain rebates. 

Classroom Lectures/Activities: 

 PowerPoint: Ordering Products: Pricing Decisions 

 Case Study: Ordering Products: Pricing Decisions 

 In-Class Activity:  
o You are the buyer for a small seafood restaurant chain that purchases several thousand 

pounds of shrimp each month. This item is by far the most expensive item purchased by 
your chain, and the price has been going up for the last three months. 

o You have scheduled meetings with each of the three approved vendors, and they know 
your primary concern is price. They also know you will not accept a product of lower 
quality. 

o Answer the following questions: 
 What is your negotiation objective?  
 What steps should you use as you prepare for the negotiation session? 
 What will be your going-in position for the desired outcomes from the 

negotiation session? 
 What are your possible fall back positions during the negotiation? 
 Review Exhibit 5.7 and explain how you might turn several of these factors into 

a negotiating advantage.  
 What are three strategies that you will use during the actual negotiating 

session? 
 What are some factors you will consider as you decide which vendor should 

supply the shrimp? 

 Review: Ordering Products: Pricing Decisions 

Homework 

 Key Terms 

 RYL 

 

  



WEEK SIX: ORDERING PRODUCTS: EFFECTIVE PROCEDURES 

Quiz: Ordering Products: Pricing Decisions 

Homework Review 

Student Learning Objectives 

 Summarize the ordering process. 

 Explain the basic steps in the ordering process. 

 Identify special ordering concerns involving bidding. 

 Explain the types of purchase contracts, elements in contracts, and common terms and 
conditions used in contracts. 

 Describe the procedures to hasten the delivery of products that have been ordered but not yet 
delivered. 

 Explain how technology can impact the ordering process. 

American Culinary Federation Knowledge and Skill Competencies 

 Describe current computerized systems for purchasing and inventory control 

 Receive and store fresh, frozen, refrigerated and staple goods.  Describe the importance of 
receiving and inspecting product as it enters the facility. 

Classroom Lectures/Activities: 

 PowerPoint: Ordering Products: Effective Procedures 

 Case Study: Ordering Products: Effective Procedures 

 In-Class Activity:  
o Assign a menu to the students and have them go through the kitchen and create an 

order based on items needed and items on hand.   
o Use www.esysco.net to create the order.   

 Review: Ordering Products: Effective Procedures 

Homework 

 Key Terms 

 RYL 

 Take-Home Quiz: Effective Procedures 

 Online Activity: Handout CH. 6 

 FIELD PROJECT – Part Four 

 

  

https://www.esysco.net/EOP/Login?cmd=js&ie=false&nav=true&ieSup=false&navSup=false&navAbove=false&isSup=true


WEEK SEVEN: PURCHASING ETHICS AND VENDOR RELATIONS 

Unit Test Two: Selecting Vendors, Ordering Products – Pricing Decisions, Ordering Products – Effective 
Procedures 

Homework Review 

Student Learning Objectives 

 Explain the importance of ethical concerns in purchase decision making. 

 Explain how codes of ethics and purchasing policies provide guidelines to purchasers as they 
interact with vendors.  

 Describe the importance of professional vendor relationships.  

 Summarize the basics of vendor’s handbooks. 

Classroom Lectures/Activities: 

 PowerPoint: Purchasing Ethics and Vendor Relations 

 In-Class Activity:  
o Your operation does a great deal of business with a specific meat vendor. Near the 

holidays, the vendor has a case of very expensive USDA Prime beef tenderloin steaks 
delivered to their home. The value of the steaks is several hundred dollars. Attached to 
the box of steaks is a holiday card thanking them for their business. 

o Discuss the following: 
 Should you keep the steaks? 
 Pose the following questions to spur additional in-class discussion on the topic: 
 Would it make a difference to you if your operation was owned by a large 

national company? Why?  
 Would it make a difference to you if your operation was owned by a single local 

investor? Why?  
 Would it make a difference to you if you were the sole owner of the business? 

Why?  

 Review: Purchasing Ethics and Vendor Relations 

Homework 

 Key Terms 

 RYL 

 FIELD PROJECT – Part Five 

 

  



WEEK EIGHT: PURCHASE FOLLOW UP 

Homework Review 

Student Learning Objectives 

 Explain the basic procedures to monitor vendor compliance with quality standards at the time of 
receiving.  

 Summarize the basic requirements for effective product receiving.  

 Explain the necessary documentation and procedures that should be followed to pay vendors 
for product purchases.  

 Describe the importance of and basic methods that can be used to evaluate the purchasing 
process. 

American Culinary Federation Knowledge and Skill Competencies 

 Evaluate received goods to determine conformity with user specifications. 

Classroom Lectures/Activities: 

 PowerPoint: Purchase Follow Up 

 Case Study: Purchase Follow Up 

 In-Class Activity:  
o At the end of the day, a manager noticed a credit memo on a clipboard hanging on the 

wall in the receiving area. It was for that day’s meat delivery earlier and was for 
approximately $75. It was signed by someone from the vendor’s company and by the 
operation’s dish washer. 

o The next day the dish washer explained to the manager that he was the only one not 
busy when the delivery was made. The delivery person said the credit memo was 
generated because several cartons of ground beef were not delivered. 

o The manager also spoke to the chef, who indicated that the delivery came during the 
lunch rush, and that he asked the dish washer to sign the invoice and put the products 
in the refrigerator. 

o The manager talked to the bookkeeper and learned that credit memos are rarely 
received. When they are, they are brought to the bookkeeper whenever time permits, 
often after the affected invoice has been paid. The bookkeeper says, “We’ve been 
dealing with the same vendors for years, and they always tell us about shortages. Then 
credits show up on the statements before we pay them.” 

o What is the problem with managing credit memos at the establishment? Make a list of 
procedures for each function:  

 Product receiving  
 Managing credit memos 

 Review: Purchase Follow Up 

Homework 

 Key Terms 

 RYL 

 Take-Home Quiz: Purchasing Ethics and Vendor Relations 

 FIELD PROJECT – Part Six 

 

  



WEEK NINE: FIELD TRIP AND/OR GUEST SPEAKER 

Unit Test 3: Purchasing Ethics and Vendor Relations, Purchasing Follow Up 

 

WEEK TEN: FIELD TRIP AND/OR GUEST SPEAKER 

 

WEEK ELEVEN: FIELD TRIP AND/OR GUEST SPEAKER 

 

WEEK TWELVE: FIELD PROJECT DUE WITH PRESENTATION 

 

WEEK THIRTEEN: CERTIFICATION EXAM REVIEW 

 

WEEK FOURTEEN: CERTIFICATION EXAM REVIEW 

 

WEEK FIFTEEN: CERTIFICATION EXAM 

 

FIELD TRIPS: 

 SYSCO FOOD SHOW 
o See the vast array of items a broad line distribution carries 

 SYSCO WAREHOUSE 
o See how items are stored and selected for delivery  

 RESTAURANT DEPOT 
o See how a buyer’s club works and when they are advantageous 

GUEST SPEAKERS: 

 DISTRICT SALES REP FOR A BROAD LINE DISTRIBUTOR 
o Discuss job opportunities in the food distribution industry 
o The role of a vendor in a restaurant 
o Responsibilities of a restaurant owner 
o Credit application 
o Online Ordering system 

 CORTO OLIVE OIL REP 
o Product Cutting 
o Olive Oil Tasting 

These speakers and field trips will be worked into the curriculum on availability of the speakers and the 
dates of the Sysco Food Show. Curriculum Plan will be adjusted to accommodate them. 

 

  



Field Project Explanation: PART ONE 

Select an independently owned (not a chain-affiliated) restaurant or foodservice operation that you 
would like to learn about. Ask permission to interview the owner, manager, or food-production 
manager. Ask him or her the questions on the Restaurant or Foodservice Operation Field Project 
Questionnaire. 

In addition, identify a relatively large-volume local vendor to interview. Ask the vendor the questions on 
the Vendor Field Project Questionnaire that follows the previously mentioned form. 

If time permits, your instructor may ask you to share some of the responses with your classmates.  

Note that the question responses will be used to complete the purchasing field project exercises in 
other chapters and at the end of the book, so please save both forms. 

Restaurant or Foodservice Operation Field Project Questionnaire 

Name of establishment:      

Name/position of interviewee:      Date of interview:    

For Chapter 2: Make-or-Buy Analysis 

1. How do you consider whether to make or buy a menu item such as a salad dressing or fresh-
baked dessert? 

2. Who is involved in make-or-buy decisions? 

3. How, if at all, do you obtain your customers’ input about a make-or-buy decision? 

For Chapter 4: Vendor Selection 

1. What factors are most important when determining to which vendors you send requests for 
proposals (RFPs)? 

For Chapter 6: Ordering Products: Use Effective Decisions 

1. How do you order food and beverage products? What works well? What challenges does your 
operation face? 

2. Can each department head (cook, dining room, bar) order products separately? Who orders 
other items? 

If so, is there a dollar limit above which management approval is needed? 
3. What process is used to obtain price quotations and to award purchase orders? 

4. Who (what position) receives products and what procedures are used to receive them? 

For Chapter 7: Purchasing Ethics and Vendor Relations 

1. What are some things you do to help maintain a good relationship with your restaurant or 
foodservice vendors? 

2. What are some things that vendors do that make you less interested in buying from them? 

For Chapter 8: Purchasing Follow-Up 

1. Who approves delivery invoices for payment? 

2. What are your suggestions for the most effective procedures to use when delivery invoices or 
vendor statements are processed for payment? 



Vendor Field Project Questionnaire 

Name of vendor’s business:       

Name/position of interviewee:     Date of interview:    

For Chapter 2: Make-or-Buy Analysis 

1. What assistance can you give to buyers who want to conduct a make-or-buy analysis for 
alternative products? 

2. What are the most frequent errors that buyers make when they do a make-or-buy analysis? 

3. What is the cost per case for your best blue cheese dressing? 

 $    per case  Case size (Example: 4 1-gallon bottles):   

For Chapter 4: Vendor Selection 

1. What factors should be most important to buyers when they determine to which vendors their 
requests for proposals (RFPs) should be sent? 

For Chapter 7: Purchasing Ethics and Vendor Relations 

1. What are some things that you do to help maintain a good relationship with your restaurant or 
foodservice buyers? 

2. What are some things buyers do that, from your viewpoint, make you less interested in 
continuing a professional relationship with them? 

  



Field Project Explanation: PART TWO 

Quality of alternative products is the first concern when undertaking a make-or-buy analysis. This 
exercise will help you learn how to assess the quality of two different products.  

Purchase two different types of bottled blue cheese dressing. Conduct a taste test of both dressings with 
classmates, family members, and/or friends using the Salad Dressing Evaluation Form provided. 

Step A 

For a blind-tasting, make one copy of the evaluation form (part A) for each person who will do the 
evaluation. Use a blind-tasting method: Place some of each dressing in a white or neutral-colored bowl 
on a saucer and label each saucer “dressing #1” or “dressing #2.” Then ask each evaluator to complete a 
copy of the evaluation form. Do not tell the evaluators the names of each dressing until they have 
finished the taste testing. 

Step B 

After the evaluation is completed, you can complete part B of the evaluation. Do this for each evaluator: 

1. Count the number of “Poor” evaluations (column 1), and multiply that number by 1. 
2. Count the number of “OK” evaluations (column 2), and multiply that number by 2. 
3. Count the number of “Excellent” evaluations (column 3), and multiply that by number 3. 
4. Add the total number of points to determine the score given by the evaluator for dressing #1. 

Repeat the process for dressing #2. 

Step C 

Finally, complete part C of the evaluation form. Transfer the total points from each evaluator for 
dressing #1 and dressing #2 to the “Total Points” column in part C. Total the points given by all 
evaluators for each dressing to determine the grand total points for each dressing. 

Step D 

The final part of the evaluation form is part D. Which salad dressing is best? Make a decision about the 
best salad dressing based on the objective information (number of points) in part C of the form. You 
should also consider the comments provided by each evaluator (also in part A). 

A. Salad Dressing Evaluation Form (Chapter 2) 

Evaluation date: __________________________Evaluator name: _______________________ 

Instructions: Check the box that represents your analysis of each factor. 
 

Evaluation Factor  Dressing #1 Your Analysis Dressing #2 Your Analysis 

Poor OK Excellent Poor OK Excellent 

(1) (2) (3) (1) (2) (3) 

Color  ❑ ❑ ❑ ❑ ❑ ❑ 

Texture  ❑ ❑ ❑ ❑ ❑ ❑ 
Taste  ❑ ❑ ❑ ❑ ❑ ❑ 
Aroma  ❑ ❑ ❑ ❑ ❑ ❑ 
General appeal  ❑ ❑ ❑ ❑ ❑ ❑ 
Overall summary  ❑ ❑ ❑ ❑ ❑ ❑ 

Comments:  

 



B. Student Analysis 

Evaluator name: ______________________________________________________________ 

Dressing #1 Dressing #2 

No. of “Poor” evaluations: _____ × 1 = ______  No. of “Poor” evaluations:_____ × 1 = ______ 

No. of “OK” evaluations:_____× 2 = ______  No. of “OK” evaluations:_____ × 2 = ______ 

No. of “Excellent” evaluations:___ × 3 = ____  No. of “Excellent” evaluations:____ × 3 = ___ 

Total Points: ______  Total Points: ______ 

 

  



Field Project Explanation: PART THREE 

The purpose of this exercise is to develop a comprehensive list of factors used to evaluate which 
vendors should be approved to sell products to a restaurant or foodservice operation. 

The questionnaires you completed for the Chapter 1 field project can be used to help develop these 
lists. Use the responses from both the restaurant or foodservice operation questionnaire and the vendor 
questionnaire, as well as information you gathered from the text, to create a list of factors used to 
approve vendors. 

 Suggested Factors to Approve Vendors 

Part A: Responses from restaurant or foodservice 
operation questionnaire (question 4) 
 

 

Part B: Responses from vendor questionnaire 
(question 4) 
 

 

Part C: Additional factors from Exhibit 4.3 in text 
 

 

 

  



Field Project Explanation: PART FOUR 

The product ordering system used by a restaurant or foodservice operation can have a significant impact 
on purchasing effectiveness and costs. 

A. Summarize the responses from the Chapter 1 restaurant or foodservice operation questionnaire 
(questions 5–7). Note: The responses to question 8 in the questionnaire will be used for the 
Chapter 8 field project. 

B. Draw a flow chart that documents the purchasing process in the operation you interviewed. 

C. What are your ideas about how the ordering process in the restaurant or foodservice operation 
can be improved? 

 

  



Field Project Explanation: PART FIVE 

The purpose of this exercise is to determine procedures that should—and should not—be used to 
maintain an ongoing professional relationship with approved vendors. 

Summarize the recommendations made in the Chapter 1 restaurant or foodservice operation 
questionnaire and the vendor questionnaire.  

Procedures to Maintain Positive Relationship Summary of Responses 

Part A: Responses from restaurant or foodservice 
operation questionnaire (questions 9 and 10) 

 

Part B: Responses from vendor questionnaire 
(question 5) 

 

 
Part C: Provide an example of a purchasing policy that addresses two of the recommendations made by 
the restaurant or foodservice operation or the vendor. 

Procedures to Maintain Positive Relationship  Example of Policy to Implement Procedure 

  

 
 

  



Field Project Explanation: PART SIX 

Wise managers know that their ability to pay delivery invoices or statements on a timely basis will affect 
the prices vendors will charge them for the products that are ordered. They are also aware that effective 
purchasing follow-up procedures must be in place to ensure that payments are made in the correct 
amounts for only products that are received. 

Summarize the information you learned from the restaurant or foodservice operation questionnaire and 
the vendor questionnaire from chapter 1. 

Part A: Basic Receiving Procedures for Food and Beverage Products 
 
Use the information for product receiving that you learned from the questionnaire responses for question 8 
from the restaurant or foodservice operation, and from chapter 8 in the text, to develop a list of basic 
receiving procedures. 

 
Part B: Responses from restaurant or foodservice 
operation questionnaire for invoice/statement 
processing procedures (questions 11 and 12) 
 

Summary of Responses 

Part C: Responses from vendor questionnaire for 
invoice/statement processing procedures (question 
7) 

Summary of Responses  

Part D: Additional invoice/statement processing recommendations from the text (chapter 8) 

 


	Structure Bookmarks
	Figure


